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GOD  SAVE 

THE  KING! 


THE  EMPIRE 


u 


CORONATION  JUNE  1911 

"UNIO" 

RANGE  OF 

SOUVENIR  PICTURE   HANDKERCHIEFS 
FLAGS  AND  DECORATION  CLOTHS 


NOW    IN    THE     HANDS  OF    WHOLESALERS     (DRY    GOODS 
AND  HARDWARE  MEN,) 


No.   100.         21  inch 


NOW  READY 


RULE  BRITANNIA 


3 


LINES 

AS  SHOWN   HERE 

ORDER  EARLY 

'RULE  BRITANNIA"    and  "NATIONAL 
ANTHEM"  ON  CLOTH, 

SURE  SELLERS 
NATIONAL  ANTHEM 


Rule.    Britannia 


><;> 
># 


c,- 


LARGEST 

AND 

MOST 

COMPLETE 

RANGE 

IN  THE 

WORLD. 


No.   200.      18  inch. 


Cod    5Avt  our  King  /snd  Qijle> 


No.   300.     17   inch 


FLAGS  ON  STICKS  For  Children  a  Specialty. 
JACKS,  ENSIGNS.  CANADIAN,  on  2  ft. 
round  sticks.      ALL  M-A-R-V-E-L-L-O-U-S  VALUE 

LARGE  SIZES— 6  FT.  LONG 

(ONLY  FIRM   RUNNING  THEM) 

CANADIAN  Union  Jacks,  Red,  White  and  Blue 
Ensigns;  "God  Save  the  King"  in  Red  or  Blue 
Ground ;  French  Flags  in  four  sizes,  up  to 
50  X  36. 


BROWN,  GRAHAM  CBb  COMPANY 


ALSO  LONDON 
AND  MANCHESTER 


Glasgow,  Scotland 
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Bright  191 1  Prospects 

^TT  DURING    1910    Canadian    Dry    Goods    con- 
^     ditions    improved    remarkably,  and   advance 
-^   orders  for  1911  assure  an  exceptional   year's 
business. 

Busy   factories  and   good   crops   indicate  that 
consumers  have  the  purchasing  power, 

OUR 

SPRING 
SI  OCKS 

in  every  department  have  been  prepared  with  this 
in  view. 

Notwithstanding    advancing     markets,     early 
and    large     contracts    assure    our    customers    of 
splendid   values. 

Our  travelling  staff  from  ocean  to  ocean  is  at 
your  service  and  our  immense  warehouse  is  always 
ready  to  serve  you. 

Try  our  mail  order  department. 

Greensnielas  Limitea,  Montreal 

Please  mention  The  Review  to    .  Idi'crtiscrs  and  Their  Travelers. 
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SEASON    1911 


Gloves  and  Gauntlets 
Mitts  and  Moccasins 


More  than  six  hundred  and  fifty  lines, 
comprising  a  most  complete  assortment  of 
American,  Domestic  and  European  lines. 


Our  prices   \vhen  not  lower  are 
the  same  as  last  year. 


Every  imaginable  variety  of  Working 
Gloves  and  Mitts,  many  new  numbers. 
Full  range  of  Canvas  Gloves,  Men's  and 
Women's  Fur-lined,  Wool-lined,  Silk- 
lined  and  Unlined  Capes,  Mochas,  Suedes, 
Kid,  etc.,  etc. 

GIVE  OUR   TRAVELLER  AN   OPPORTUNITY   TO   SHOW    HIS   LINE 


GLOVE  DEPARTMENT 


Greenshields  Limited 

MONTREAL 

rirasr   iiwiilioii    I  he   l\ciiiw   to    .  lilm  tisrrs  ^llu^    I  heir   I)\i:i\cis. 
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Debenhams  (Canada)  Limited 


NOVELTIES 


IN 


Silks,  Ribbons, 

Laces,  Trimmings, 

Dress  Goods, 

Velveteens,  Etc. 


Montreal  Toronto 

18  and  20  St.  Helen  St.  Cor.  Bay  and  Wellington 

PARIS 

115  Rue  Reaumur 
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SUCCESS 

OVERALLS 


Stand  the 

Hardest  Usage 


The  "SUCCESS"  is  made  to  stand 
the  wear  and  the  strain  of  the  hardest 
labor.  "SUCCESS"  is  essentialh-  the 
"hard work"    overall. 

The  denim  in  the  "SUCCESS"  is 
the  very  best  which  can  be  bought — the 
cut  is  very  full,  high  backs,  wide  legs,  and 
the  garments  are  double  stitched 
throughout. 


The  "SUCCESS"   is    open    at    both    sides  and   faced    so    that   the 
overall    cannot    rip. 

Your  customers  will  bu\-  the  "SUCCESS,"  the  good  points    are   so 
prominent. 

The  range  is  complete,   27  different  garments  in  three   weights    and 
three    colors. 

Your    wholesaler    will    supply    you,    or    write    us   direct. 


^0^%ukdi 


"iJlcnUcaC 
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THREE  TRADE  WINNERS 


Black  Prince 

A  Black  Serge  with  fleece  back,  abso- 
lutely/as/ black.  A  good  big  comfort- 
able shirt,  every  seam  double  stitched. 
The  best  quality  in  workingmen's  shirts. 

Cobalt  King 

Exactly  the  same  shirt  as  the  Black 
Prince,  but  the  cloth  is  Khaki  color. 
This  shirt  has  been  a  big  seller,  a 
popular  line  in  a  popularshade.  Identi- 
cal with  Black  Prince  in  quality. 

Militia 


Made  of  a  special  heavy  military  cloth. 
This  cloth  is  made  for  and  confined  to 
We  make  this  in   two  styles,  large 


us 


and  extra  large.  This  shirt  is  very 
strongly  made,  with  extra  wide  seams, 
double    stitched     to    prevent     ripping. 


Get  samples  from  your  wholesaler.      The  shirts  all 
genuine  value,  sell  at  prices  bearing  you  good  profit. 


fReni^cuC 


^&%uk 
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GET  YOUR  ORDER  IN 

The    wholesale    houses   are    freely 
booking   to 

1911 

range   of 


The  assortments  are  on  a  larger  scale 
than  ever  before  and  represent  the 
latest    note    in    design     and     coloring. 

To  make  sure  of  deliveries,  place  your 
orders  early. 

Wm.  Anderson  Zephyrs  retail 
from  15  to  25  cents  a  yard. 

Wm.  Anderson   &  Co.,  Ltd. 

Pacific  Mills 

GLASGOW,  :  SCOTLAND 
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RING  BROTHERS,  Nuremberg, 

the    largest    toy    manufacturers    in   the    world, 

beg  to  announce  that  their  samples 
are  now  ready  for  inspection  at  their 
new  show  rooms,  381  Fourth  Avenue, 
cor.  27th  St.,  New  York  City. 

We  take  orders  for  import  only 
and  would  thank  you  for  an  early 
appointment. 


JOHN  BING, 

Sole  Representative  for  the  United  States  and  Canada. 
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Help  Your  "January''  and  Spring  Sales 
by  Looking  Through 

GAULTS 

Complete  Stocks  in  Following  Departments:  — 

EMBROIDERIES 

All  the  latest  novelties  in  bandings,  edgings,  skirt  inser- 
tions, flouncing  and  allovers,  also  odd  lots  for  cheap 
counter  sales. 

LACES 

Foil  assortment  new  artificial  silk  allovers  and  inser- 
tions. Also  special  lots  vals.  and  torchons  in  large  variety 
for  "five-cent"  and  "two-for-five-cents"  sales. 

CURTAINS 

Remarkable  values  for  special  sales,  our  fifty  inch  to  sell 
75c.  pair  and  our  sixty  inch  to  sell  $1.00  are  only  a  few 
lines  out  of  a  range  of  7")  patterns  of  exclusive  novelty 
designs.  Curtain  muslins  for  'ten-cent"  sales  and  immense 
range  in  white,  ecru  and  colored  lines. 

QUILTS 

For  "furnishing  sales"  we  have  a  few  leaders  which  will 
cause  a  stir  and  give  good  returns. 

RIBBONS 

See  "Gault's  E7"  brilliant  taffeta  to  sell  10,  1 2 and  19  cents. 

HANDKERCHIEFS 

We  have  some  fifteen  nundiers  we  are  I'unning  for  a  "five- 
cent"  sale  lot  for  you  and  they  are  well  worth  a  post 
card  for  a  sample  order  amounting  to  five  dollars. 

The  Gault  Brothers  Co.,  Ltd. 


MONTREAL 


Smallwares  Department 


I'lcujie  mciitwii    I  he  Kcvieii'  to    .idzcrtiscrs  mid    ihcir   rnireici s. 
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Awarded^the  highest  prize,    "The  Grand  Prix,"  at  Brussels  Exhibition,  1910. 


r 


HORROCKSES^ 


Established 
1791 


The  Test  of 
Time 


HORROCKSES 

Lon^clotHs,  NainsooKs,  Cambrics,  India  Lon^cIotKs,  etc. 

See  Horrockset'  Name  on  Selvedge 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 

See  Horrocktes'  Name  on  Each  Sheet 


Flannelettes  of  the   Highest   Quality- 


See  Horrockte*'  Name  on  Selvedge 


Horrockses^ 

Manchester  and  London 
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SPRING   1911 


IMMEDIATE  DELIVERY 


PURE   DYE  SILK  RIBBONS 


Tbollp  TtiibbonB 

Mavvow  Wlidtffs 


1,  IV2,  2,  3 


plain  and  Jfancp 
T^ibbonB 

Mavvow  Widtf)8 


See  our  Import  Range  of  Fancy  French  Ribbons 
The  Biggest  Variety  ever  shown  in  Canada 


Our  Ribbon  Business  is  ^rowin^! 


Are  you  sharing  in  our  Offerings? 


Corticelli  Silk  Company,  Limited 

HEAD  OFFICE,  ST.  JOHNS,  QUE. 

ADDRESS   NEAREST  OKKlCi; 

SALESROOMS;— 22  St.  Helen  St.,  Montreal.     56  Albert  St.,  Winnipeg.     24  and  2(,  \\'ellinston  St.  \V., 
91a  York  St.,  Sydney,  N.S.W.       318  Homer  St.,  Vancouver  Toronto 


Please  )>icntioii    ihc  Rcz'iciv  to    .■Id7'rrtist-rs  and    Their   Tiavclcr. 
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Established  1832 


Cable  Code :  Law-Bradford 


Spring  1911 


REGISTERED 


Exclusive  Designs 


^r     ^r     .^r 


Sho\¥erproof  Goods 

Mohair  and  Alpaca  Linings 


Buyers  visiting  England  can  see  a  full 
collection  in   Bradford   and   London. 


j^   j^    j^ 


Law,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 
BRADFORD   AND   LONDON,  ENG. 


Please   mcniion    The  l\ci'ic-w  to      .IJi'iitisci s  and    I'licir   Tiavclcrs. 
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A  Problem 
Solved ! 


C  Considerable  interest  at  present  at- 
taches to  the  solution  of  the  question, 
"  How  to  make  a  Cotton  Flannelette  at 
once  warm,  healthy  to  wear,  and  non- 
inflammable." 


The 


"Arpekas" 
Flannelette 


PROPRIETORS: 


possesses  the  above  qualifications  in  the 
highest  possible  degree. 

C  It  is  a  plain  fabric,  and  not  a  twill. 

CAU  household  flannels  are  plain,  and 
it  is  obvious  that  an  article  intended  to 
be  used  as  a  substitute  for  flannel  should 
present  a  similar  appearance.  It  has  the 
further  advantage  that  it  raises  better 
and  closer,  and  is  therefore  less  inflam- 
mable than  an  ordinary  twilled  flannel- 
ette. An  article  made  in  this  manner 
will  not  take  fire  more  readily  than  an 
ordinary  cotton  nightdress. 

C  Every  piece  is  warranted  free  from 
extraneovis  moisture,  and  from  all  injuri- 
ous chemicals.  Being  extremely  short 
and  close  in  the  pile,  these  goods  do  not 
get  out  of  condition  on  the  counter. 


J.  &  N.  PHILIPS  &  CO. 


Manchester,  England 


Mills— Tean  and  Cheadle 


Branch— 20  Cheapside,  London,  E.G. 


OFFICES 


211   Lindsay  Building,  St.  Catherine  St.  West, 

MONTREAL 


611   Empire  Building,  Wellington  St.  West 

TORONTO 
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DRAPERIES 

AND 

FLOOR  COVERINGS 


E  are  here  again  with  a  range  of  both,  which 
already  bears  the  hall-mark  of  approval. 
The  orders  we  have  taken  for  these  goods 
prove  that  they  are  "right"  in  every  way. 

The  season's  best  offerings  in  SEAM- 
LESS SQUARES  to  be  seen  among  our 
samples,  in  Tapesteries,  Velvets  and  Ax- 
minsters,  all  colorings  and  sizes.  They  are 
in  fine  demand  and  will  put  the  finishing 
touches  to  your  spring  offering.  See  them 
or  let  us  send  you  samples. 

Our  drapery  display  is  in  every  way 
equal  to  our  floor  coverings.  All  the  latest 
fabrics  and  patterns  to  choose  from,  pur- 
chased in  the  right  place  and  at  the  right 
time. 


ir 


FOR  YOUR  SPECIAL  ORDERS  ASK 
US    TO    EXPRESS    YOU    SAMPLES 

John  M.  Garland, 
Son  CBb  Co. 


OTTAWA 


ricasc   iiiriilion    The  J\i:ic:c  to    .  Idrci  lisn  s  niui   Their   'J'rin'chTS. 


CANADA 


DRY     GOODS     REVIEW 


15 


Good  Enough  For 
John  Wanamaker — 

Good  Enough  For  You. 


This  is  part  of  a  full  page  advertisement  which 
appeared  recently  in  New  York  for  the  John  Wanamaker 
Store.  Every  Merchant  in  Canada  knows  the 
Wanamaker  Store.  They  also  know  that  this  store 
would  not  pay  a  high  price  for  space  in  a  big  New 
York  paper  to  advertise  "Old  Bleach"  Linens,  unless 
by  so  doing  it  would  add  prestige  to  the  store. 

If  John  Wanamaker  can  get  added  prestige  for 
his  store  by  featuring  "Old  Bleach"  Linens,  would 
they  not  be  good  in  your  store? 

The  store  that  sells  "Old  Bleach"  Linens  at 
once  gets  the  trade  of  the  best  people — the  people 
with  money  to  spend. 

The  fact  that  you  can  make  a  good  profit  in 
these  goods,  and  that  they  will  give  absolute  satisfac- 
tion is  additional  reason  why  you  should  stock   them. 

"Old  Bleach"  Linens  are  made  in  Table  Damasks, 
Towels,  Huckabacks,  Diapers,  Sheetings,  Holland 
Colored  Linens,  Embroidery  Linens,  Hemstitched 
Sheets,  Pillow  Cases,  Baby  Towels. 

Send  a  sample  order  for  Art  Towels.  We  know 
you  will  be  more  than   satisfied. 


**OLD-BLEAGH" 
TABLE  CLOTHS 


No  Longer  a 
Luxury 


*'01d  Bleach"  linens,  bleach- 
ed on  the  green  in  the  good 
old-fashioned  way,  by  their 
fineness  and  inimitable  white- 
ness have  made  many  friends 
for  this  store — the  only  store 
selling  them  in  New  York. 

But  many  who  have  admired 
them  from  afar  will  be  pleased 
to  know  that  improved  meth- 
ods at  the  mill  have  produced 
beautiful  pattern  cloths  to  sell 
at  several  dollars  less  than  has 
been  possible  heretofore. 

The  output  of  these  moder- 
ate priced  cloths  is  limited  as 
yet.  We  have  them  today  in 
six  charming  patterns,  not  to 
be  liad  anywhere  else  iu 
America. 


R.  H.  Cosbie 

Irish  Linen  Agency 

30  Wellington  Street  West 

TORONTO 
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The  House  of 

Alphonse  Racine  &  Company 

is  the 

Staple  Dry  Goods   House  of  Canada 

8  AU-Round  Departments 


o 


o 


o 


o 


o 


o 


8  AU-Round  Departments 


o 


o 


o 


o 


o 


o 


o 


1911  will  be  Canada's  busy  year.     It  will  pay  you  to  get  in  on  the  ground  floor 
with  the  house  of  Alphonse  Racine  &  Company. 


Ground  Floor  Prices 


The  Latest  in  Everything 


Top  Story  Qualities 


Letter  Order  Department 

For  Samples,   Price  Quotations  or  Hurry-Orders,  communicate  with  this   Depart- 
ment.    IT  IS  EFFICIENT. 

Alphonse  Racine  &  Company 


OTTAWA— 111  Sparks  St. 
QUEBEC— 234  St.  Joseph  St 


The  Staple  Dry  Goods  House  of  Canada 

MONTREAL 


MANCHESTER,  ENG. 
UA  Albert  Square 


ricasc  mention    I  lie   l\eric:e  lt>    .  hiiertisers  and    Ihnr   Iraieicrs. 
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THE  BANK  OF  MONTREAL 


Proceedings  of  the  93rd  Annual  Meeting  of  Shareholders. 


The  OSrd  annual  general  meeting  of  the  Shareholders  of  the  Bank  of  Montreal  was  held 
yesterday  at   noon   at  the  Board   Room,   at  the  bank's   headquarters. 

There  were  present:  Messrs.  D.  Morrice,  H.  V.  Meredith,  C.  R.  Hoamer.  James  Ross, 
Sir  William  Macdonald,  Sir  Thomas  Shaughnessy,  Sir  Edward  Clouston,  R.  B.  Angus,  E.  B. 
Greenshlelds.  Hon.  Robert  Mackay,  A.  Baumgarten,  B.  Rawlings,  C.  J.  Fleet,  K.C.,  R.  S. 
David,  A.  Piddington,  John  Patterson,  W.  A.  Murray,  H.  Joseph,  J.  T.  Ross,  James  Alex- 
ander, W.  B.  Blackader,  William  Stanwav,  William  H.  Evans,  William  Agnew,  John 
Taylor,  W.  R.  Miller,  C.  Meredith,  C.  Simpson  Garland,  G.  P.  C.  Smith,  C.  J.  Doherty,  M.P., 
James  Kirby,  K.C..  James  Skeooh,  Henry  Dobell,  M.  S.  Foley.  C.  H.  Cahan,  K.C.,  P.  R. 
Gault,   P.  P.  McCaffrey,  Dr.  Gardner,  John  P.  Knight. 

On  motion  of  Mr.  D.  Morrice,  the  President,  Mr.  R.  B.  Angus,  was  requested  to  take 
the  chair. 

It  was  then  moved  by  Mr.  C.  J.  Fleet,  K.C.,  seconded  by  Mr.  A.  Piddington,  that 
Messrs.  G.  F.  C.  Smith  and  William  Stanway  be  appointed  to  act  as  Scrutineers,  and  that 
Mr.   James  Alrd   be   Secretary   of   the   meeting.     This   was  carried   unanimously. 


THE  ANNUAL  REPORT 


Sir  Edward  Cloustou,  Bart.,  the  General  Manager  of  the  Bank,  was  then  called  upon 
to  read  the  annual  report  of  the  Directors  to  the  Shareholders  at  their  93rd  Annual  Gen- 
eral   Meeting,   held  5th   December,   1910: 

The  Directors  have  pleasure  in  presenting  the  Report  showing  the  result  of  the  Bank's 
business   for  the  year  ended  31st  October,  1910. 

Balance   of    Profit   and    Loss   Account,    31st    October.    1909    $     603,796  30 

Profits    for    the    year    ended    31st    October,    1910,    after    deducting    charges    of 

management,  and   making  full   provision   for  all    bad   and   doubtful   debts..     1,797,992  81 


Dividend  214   per  cent,   paid   1st  March,   1910   $360,000  00 

Dividend  2V^    per    cent,    paid    1st    June,    1910    360.000  00 

Dividend  2%    per   cent,    paid    1st    Sept.,    1910    360,000  00 

Dividend  2%    per   cent,    paid    1st    Dec,    1910    360,000  00 


$2,401,789  11 


1,440,000  00 


Balance    of    Profit    and    Loss    carried    forward    $     961,789  11 

Since  the  last  Annual  Meeting  Branches  have  been  opened  at  Barton-Victoria  Street 
(Hamilton),  Pentieton.  B.C.,  High   River,  Alta.,  Perth,  N.B.,  and  Prince  Rupert,  B.C. 

The  Branches  at  Andover.    N.B.,   and    Warsaw,   Ont.,   have   been   closed. 

With  deep  regret  the  Directors  have  to  record  the  death  of  their  esteemed  President, 
the  Hon.  Sir  George  A.  Drummond.  K.C.M.G.,  C.V.O..  who  had  been  a  member  of  the  Board 
for  upwards  of  twenty-eight  years.  During  that  period  he  served  as  Vice-President  for 
nineteen   years  (ind   President  for  five  years. 

Mr.  R.  1!.  Angus  was  elected  to  succeed  him  as  President,  and  the  vacancy  on  the 
Board  has  been  filled  by  the  election  of  Mr.  H.  V.  Meredith. 

All  the  Offices  of  the  Bank,  including  the  Head  Office,  have  been  inspected  during 
the  year. 

Bank  of  Montreal.  R.  B.  ANGUS,  President. 

5th  December,  1910. 

THE  ANNUAL  STATEMENT 

The  annual  statement  of  the  position  of  the  Bank  at  3l8t  October  was  read  as  follows : — 

LIABILITIES. 

Capital    Stock    $14,400.000  00 

Rest      $12,000,000  00 

Balance    of    Profits    carried    forward    961,789  11 


Unclaimed  Dividends   

Quarterly   Dividend,   payable  1st   December.   1010 


Notes   of   the  Bank   In    circulation    

Deposits    not    bearing    Interest    

Deposits    bearing    interest     

Balance  due  to  other  Banks  in  Canada 


$12,961,789  11 

1,855  51 

360.000  00 


$14,602,591  00 

43,425,978  33 

154,117.878  17 

122.238  37 


13.323.644  62 
$27,723,644  62 


ASSETS. 

Gold    and    Silver   coin    current    

Government    demand    notes    

Deposit    with     Dominion    Government     required     by     Act    of 

Parliament  for  security  of  general  bank  note  circulation 
Due  by  agencies  of  this  bank  and   other  banks 

In    Breat    Britain    $11,414,749  69 

Due  by  agencies  of  this  bank  and  other  banks 

in   foreign   countries    5.799.898  87 

Call    and     short     loans    In     Great    Britain     and 

the   United    States    61.918.750  00 


212,168.685  87 
$239,892,330  49 


Dominion  and  Provincial  Government  Securities  .. 
Railway  and  other  Bonds,  Debentures  and  Stocks 
Notes   and   Cheques   of  other   Banks    , 


Current    Loans    and    Discounts     In     Canada    and    elsewhere 

(rebate    Interest    reserved-    and    other    assets    

Bank    Premises   at    Montreal    and    Branches    

Debts  secured   by   mortgages   or   otherwise    

Overdue   debts    not   specially    secured    (loss    provided    for)... 


$10,202,147  00 
11.596.613  50 

600.000  00 


79.133.398  56 
1.498,344  07 

18.884.975  07 
4.849.328  12 


$112,087,981  86 


231,424  79 
208.117  62 


$126,764,806  32 


600,000  00 


112.527.524  17 


Bank  of  Montreal. 

Montreal.  Slat  October,  1910. 


$239,892,330  49 
B.   S.   CLOUSTON.  General    Manager. 


THE    PRESIDENT'S    ADDRESS. 

The  President.  Mr.  R.  B.  Angus,  then 
moved  the  adoption  of  the  report,  se- 
conded by  the  vice-president,  Sir  Ed- 
ward Clouston. 

In  moving  the  adoption  of  the  report 
the  president  said  : — 

"With  your  permission,  gentlemen,  I 
move  the  adoption  of  the  report  just 
read. 

"On  this  occasion  we  recall  the  lact 
that  at  last  annual  meeting  of  the 
shareholders  the  president  was  unable 
to  attend,  because  of  illness,  which,  un- 
fortunately, and  to  the  great  regret  of 
his  colleagues,  resulted  in  his  demise  on 
the  2nd  of  February  last.  Sir  George 
Drummond  occupied  a  most  distinguish- 
ed position  in  the  business  community  ; 
and  the  shareholders  of  this  bank  may 
well  entertain  a  grateful  appreciation  of 
his  services  as  president  and  of  his 
work  in  the  Senate,  where  his  intelli- 
gent and  patriotic  eHorts  were  largely 
devoted  to  the  protection  and  develop- 
ment of  the  banking  interests  of  the  Do- 
minion. 

"To  fill  the  vacancy  created  by  the 
death  of  Sir  George  it  was  deemed  ad- 
visable that  I  should,  for  a  time,  oc- 
cupy the  chair  ;  and  consequently  I  was 
elected  to  the  presidency  on  the  22nd  of 
July — while  the  directorate  was  at  the 
same  time  strengthened  by  calling  the 
Assistant  General  Manager,  Mr.  H.  V. 
Meredith,  to  a  seat  at  the  Board.  The 
expansion  of  business  in  recent  years 
vindicates  the  expediency  of  this  latter 
arrangement. 

"The  period  under  review  has  been 
marked  by  almost  unbroken  prosperity. 
The  bounteous  crops  harvested  during 
preceding  years  had  raised  the  expecta- 
tions of  our  farmers  and  excited  the  at- 
tention of  intending  immigrants,  and  al- 
though the  bright  prospects  ot  the  pre- 
sent season  were  somewhat  dimmed  by 
the  excessive  drought  of  June  and  July, 
causing  partial  failure  of  the  wheat  crop 
in  some  districts  of  the  West,  the  actual 
result  has  proved  more  favorable  than 
was  then  anticipated.  The  latest  es- 
timate of  the  harvest  from  the  Western 
grain  fields,  by  parties  well  qualified  to 
judge,  gives  a  yield  of 

95  million  bushels  of   wheat 
128  million   bushels  of  oats 

25  million  bushels  of  barley  and  flax 
which  under  the  conditions  existing  may 
be  regarded  as  fairly  satisfactory. 

"We  are  naturally  most  interested  in 
the  outcome  of  the  young  and  rapidly- 
growing  country,  for  to  it  belongs  the 
future.  Still  it  may  be  long  before  it 
overtakes  the  productiveness  and  wealth 
of  the  older  provinces,  which  in  their 
undeveloped  resources,  timber,  minerals 
and  arable  lands,  aHord  abundant  oppor- 
tunities for  expansion  and  settlement. 

"On  the  first  intimation  of  injury  to 
the  growing  crops  in  the  West  the  con- 
fidence of  the  eastern  merchants  and  ma- 
nufacturers was  somewhat  shaken,  but 
the  curtailment  of  business  activity 
which  followed  was  only  temporary  in 
its  character  and  soon  gave  way  before 
more  hopeful  indications.  Business  quick- 
ly revived  and  has  continued  good 
throughout  the  vear.     . 

"One  notable  feature  may  be  remarked, 
that  the  Western  people,  farmers  and 
settlers  and  tradesmen,  shewed  little 
sign  of  depression  under  the  circum- 
stances. The  unusually  dry  season 
might  serve  as  a  warning  to  more  care- 
ful tillage  of  the  soil,  but  could  not  dis- 
turb the  prevailing  hopefulness  and  con- 
tentment.   The     agricultural     results     in 
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the  eastern     provinces  of     the   Uominion 
were  upon  the  whole  quite  gratifying. 

"Immigration  from  Europe  and  the 
United  States  of  America  was  on  an 
extensive  scale,  no  less  than  300,000'  to 
350,000  being  the  estimated  number  of 
arrivals  during  the  season,  enriching  the 
country  by  valuable  contributions  in 
property  and  money  and  still  more  by 
additions  to  the  agricultural  population. 
Such  an  unprecedented  influx  of  new  set- 
tlers to  a  comparatively  small  com- 
munity, marty  of  them  experienced  farm- 
ers, could  not  fail  to  have  a  stimulating 
effect  upon  all  the  commercial  interests 
of  the  country.  The  extraordinary  ex- 
penditures on  railway  construction  and 
other  public  works  also  largely  contri- 
buted to  this  result.  The  rapid  growth 
of  all  industrial  enterprises  no  less  than 
the  great  and  profitable  expansion  of 
agricultural  operations,  together  with 
the  opportunity  of  acquiring  unoccupied 
land,  render  Canada  a  popular  field  for 
the  employment  of  European  capital. 
Important  transfers  of  money  to  this 
country  arc  of  daily  occurrence  and  es- 
peciallv  from  England,  where  political 
and  financial  unrest  has  induced  many 
people  to  seek  new  avenues  for  invest- 
ment. 

"Contributions  through  the  Stock  Ex- 
changes and  money  markets  of  Europe 
to  the  financial  enterprises  of  Canada 
have  been  extremely  generous  of  late 
and  it  is  eminently  desirable  that  the 
confidence  thus  displayed  should  not  be 
abused.  Some  ofTerings  have  been  made, 
it  is  feared  by  over  sanguine  promoters 
whose  statements  it  would  be  hard  to 
justify,  and  in  relation  to  schemes 
where  the  advantages  to  buyers  are  not 
quite  apparent.  It  might  be  well  to  con- 
sider that,  while  money  seeking  invest- 
ment is  much  more  abundant  in  some 
countries  than  it  is  with  us,  there  is 
seldom  much  lack  of  capital  here  for  par- 
ticipation in  enterprises  that  are  unques- 
tionably sound.  Our  friends  abroad 
might  reflect  that  a  home  market,  espe- 
cially in  the  case  of  industrial  securities, 
will  generally  furnish  some  indication  of 
values. 

"In  the  earnings  of  the  railways,  the 
output  of  factories  and  the  large  volume 
of  commercial  transactions  there  is  evi- 
dence on  every  hand  of  widespread  and 
almost  universal  prosperity  throughout 
the  land.  The  statement  of  the  Bank's 
affairs  now  submitted  shows  that  this 
institution  has  participated  to  a  con- 
siderable extent  in  these  advantages  : 
the  net  profits  have  been  fair,  about  the 
same  as  last  year,  and  would  have  been 
more  ample  had  not  the  Bank  met  an 
unfortunate  complication  through  the  er- 
ror of  an  agent  and  the  failure  of  a  for- 
eign bank.  The  earlier  rumors  concern- 
ing this  matter  were  much  exaggerated 
and  to  the  best  of  our  knowledge  the 
ultimate  loss  has  been  fully  provided 
for, 

"I  leave  the  General  Manager  to  com- 
ment upon  the  annual  exhibit  and  the 
more  technical  aspects  of  the  situation 
but  may  here  state  that  the  accounts, 
cash  and  securities  of  the  bank  nave 
been  examined  and  verified  by  the  in- 
specting oHRcers  and  by  committees  of 
the  Board.  The  organization  of  the  bank 
is  believed  to  be  in  excellent  condition, 
and,  as  is  customary  in  this  institution, 
the  reserves  have  been  maintained  at  a 
very  high  standard  of  safety. 

"In  reference  to  a  question  that  has 
exercised  the  minds  of  some  of  our 
friends,  who  marvel  that  the  bank  prem- 


ises account  remains  at  the  comparative- 
ly modest  figure  of  $600,000  while  the 
known  expenditures  under  that  head  have 
of  late  years  been  unusually  large  ;  the 
fact  is,  as  stated,  the  explanation  being 
that  the  directors  have  been  indisposed 
to  burden  their  assets  with  any  large 
item  that  could  not  be  promptly  con- 
verted into  cash  ;  and  they  have  conse- 
quently charged  directly  against  revenue 
the  entire  expenditure  connected  with 
the  building,  extension  and  maintenance 
of  the  bank's  premises  ;  these  amounts 
have  been  considerable,  owing  to  the  ne- 
cessity of  opening  branch  offices  in  new 
settlements  and  enlarging  facilities  at 
important  centres  where  business  has 
outgrown    the  existing   accommodation. 

"The  directors  are,  however,  of  opin- 
ion that  the  call  for  extraordinary  out- 
lays of  this  nature  has  almost  passed 
and  that  such  charges  will  hereafter 
cease  or  greatly  diminish. 

"It  is  unnecessary  that  I  should  at- 
tempt to  give  a  specific  account  of  the 
various  industries  of  the  country,  but  in 
reference  to  the  more  important  natural 
products  it  may  be  noted  that  the  lum- 
ber business  has  been  fairly  good  in  the 
east,  and  unusually  active  on  the  Pacific 
Coast.  Exports  to  the  United  Kingdom 
have  not  been  as  large  as  in  former 
years,  but  have  been  offset  by  the  great- 
er home  demand. 

"The  wood  pulp  mills  have  found  a 
good  market  for  their  product,  notwith- 
standing adverse  duties  in  the  United 
States. 

"There  has  been  a  wholesale  falling  off 
in  the  exports  of  produce  from  this  port 
during  the  past  season  of  navigation, 
owing  partly  to  decreased  production, 
and  also  largely  to  increased  home  con- 
sumption. 

"A  marked  decline  in  the  exports  of 
live  stock,  which  was  observable  during 
the  last  few  years,  and  was  probably  to 
be  accounted  for  by  the  requirements  of 
new  and  expanding  settlements  and  the 
home  consumption  of  a  growing  popula- 
tion, seems  now  to  be  checked.  It  was 
natural  to  suppose  that  in  view  of  our 
unequalled  facilities  for  cattle  raising 
the  condition  would  only  be  temporary, 
and  it  is  gratifying  to  find  a  change  for 
the  better  has  set  in — the  shipments,  es- 
pecially from  the  West,  having  largely 
increased. 

"A  true  index  to  the  rapidly  increas- 
ing trade  of  the  country  may  be  found 
in  the  combined  imports  and  exports  ot 
the  past  fiscal  year,  which  amounted  to 
the  big  total  of  $693,211,221,  as  com- 
pared with  $571,268,767,-  showing  an  in- 
crease of  $121',945,454  over  the  previous 
year. 

It  is  to  be  noted,  however,  that  the 
excess  of  imports  over  exports  is  in- 
creasing ;  the  government  revenues  are 
buoyant,  but  Canada's  borrowings  from 
Europe  are  very  large,  and  will  doubt- 
less continue  so,  while  expenditures  for 
railway  building,  the  improvement  of 
navigation  and  for  the  legitimate  needs 
of  growing  municipalities  are  maintained 
on  the  present  extensive  scale. 

With  regard  to  trade,  the  wholesale 
dry  goods  houses  report  that  business 
during  the  past  year  has  been  exceeding- 
ly good,  and  payments  have  shown  a 
fair  average,  while  failures  have  been 
rare.  The  same  remark  applies  to  gro- 
ceries, iron  and  hardware  trade,  lea- 
ther, boots  and  shoes,  and  other 
branches. 

"I  am  aware  these  are  but  running 
comments,  and  to  give  any  adequate  de- 


scription of  the  season's  results  would 
call  for  a  review  from  the  Atlantic  to 
the  Pacific.  With  our  partial  shortage 
of  crop  in  the  Western  Provinces,  we 
have  one  reassuring  view  exemplified 
this  season,  namely,  that  with  the  newly 
developed  territories,  the  field  is  now  so 
extensive  that  what  affects  one  part  of 
the  country  adversely  or  otherwise,  is 
unlikely  to  induce  similar  conditions 
elsewhere.  Even  the  visitation  ot  the 
drought  was  by  no  means  uniform.  The 
weather  was  so  capricious  that  the  in- 
jury from  that  source  occurred  in  wide- 
ly separated  spots,  and  the  result  of  the 
harvest,  although  less  than  anticipated, 
was  yet  immense,  considering  the  small 
population  which  has  to  share  its  ben- 
efits. 

"We  are.  therefore,  safe  in  saying  that 
the  country  as  a  whole  has  undoubtedly 
experienced  a  fair  degree  of  prosperity 
throughout  the  year,  and  no  doubt  need 
be  entertained  as  to  its  continued  and 
rapid  growth  in  wealth  and  population  ; 
if,  however,  we  are  to  realize  our  best 
expectations,  we  must  carefully  avoid 
undue  inflation.  In  some  districts  there 
has  been  excessive  speculation  in  town 
and  village  properties,  but  the  move- 
ment already  shows  signs  of  languishing, 
while  farm  and  fruit  lands  maintain 
their  value  or  steadily  appreciate. 

"Money  has  been  very  abundant 
throughout  the  year,  and  from  a  lend, 
er's  point  of  view  the  rates  of  interest, 
except  for  a  brief  period,  have  qeen  ab- 
normally low,  thus  rendering  it  difficult 
to  employ  our  surplus  funds  to  advan- 
tage in  London  or  New  York,  where 
short  or  call  loans  are  readily  available. 
But  this  department  of  the  subject  will 
be  left  to  the  General  Manager,  Sir  Ed- 
ward Clouston,  who  seconds  the  adop- 
tion of  the  report." 

The  Conclusion  of  the  President's  ad- 
dress was  greeted  with  applause  by  the 
meeting. 

SIR    EDWARD    CLOUSTON. 

In  seconding  the  adoption  of  the  re- 
port.  Sir   Edward   Clouston   said  :— 

"In  my  address  last  year  I  made  the  re- 
mark that  I  should  be  very  much  disap- 
pointed if  we  did  not  make  a  better 
showing  of  profits  during  the  year  we 
have  just  passed  through,  and,  though  I 
did  not  say  it,  I  had  in  my  mind  that  I 
might  be  abl?  to  suggest  to  the  direc- 
tors that  it  was  time  to  do  something 
for  our  shareholders  in  the  way  of  a 
bonus.  Unfortunately  my  anticipations 
were  not  realized.  Our  profits  show 
$28,000.00  less  than   last   year. 

"■The  general  statement,  as  you  see  by 
the  copies  you  hold  in  your  hands,  is  a 
strong  one,  and  exhibits  the  steady  pro- 
gress the  Bank  is  maving.  For  the  first 
time  in  our  history  our  circulation  ex- 
ceeds our  capital,  and  we  were  obliged 
to  make  use  of  the  emergency  circula- 
tion authorized  by  the  Government. 

"Our  deposits  have  increased  $18,000,- 
000,  but  this  does  not  fairly  show  the 
actual  increase  in  our  regular  deposits, 
as  last  year  we  had  some  large  special 
deposits  which  were  withdrawn  during 
the  year  Our  readily  realizable  assets, 
that  is  our  reserves,  are  about  the  same, 
though  they  show  a  slight  decrease  in 
percentage  to  our  liabilities.  The 
amount  of  money  employed  outside  of 
Canada  has  been  reduced  $14,000,000. 
Fault  has  been  found  with  us  bv  critics 
who  have  not  given  sufficient  consider- 
ation to  the  subject  for  keeping  such 
large  balances  in  other  countries,  but  ex- 
perience has  taught  us  that  it  is  not  on- 
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LOUIS  LINDNER  &  SONS,  SONNEBERG, 

New    York    Show    Rooms,    381    Fourth    Avenue,    New    York    City, 

beg  to  announce  that  a  complete  line  of  samples  are  now  on  show  at  above  address 
and  would  thank  you  for  an  early  appointment. 


<^j 


JOHN  BING,  Sole  Representative  for  U.  S.  A.  and  Canada. 


ly  safer  for  the  Bank  but  for  Canada, 
that  we  should  hold  large  reserves  which 
we  can  draw  on  in  case  of  necessity 
without  disturbing  financial  conditions  in 
our  own  country.  The  important  posi- 
tion of  the  Bank  of  Montreal  in  the 
financial  fabric  involves  the  keeping  of  a 
large  portion  of  our  assets  in  a  form 
immediately  available  for  conversion  in- 
to cash.  Our  responsibilities  in  this  re- 
spect force  us  to  be  content  with  a  very 
low  return  on  the  money  we  lend  on 
call  in  London  and  New  York,  a  return, 
which  for  long  periods  during  the  past 
year  was  little  better  than  2  per  cent, 
at  cither  centre,  and  taxes  to  come  out 
hf  that.  It  is  not  to  be  supposed  that 
we  would  ignore  the  superior  advan- 
tages of  a  5  per  cent,  call  rate  in  Can- 
ada, could  we  employ  $10,000,000  or 
$20,000,000  here,  with  the  certainty 
that  we  could  get  it  back  on  three  hours' 
notice  any  day  we  wanted  it. 

Of  the  increase  in  our  investments,  $5,- 
000,000  is  accounted  for  by  the  purchase 
of  a  municipal  issue  which  has  been 
largely  disposed  of  since  the  close  of  the 
statement. 

"Our  loans  and  advances  have  increas- 
ed $21,000,000,  and  call  for  no  special 
comment,  except  that  they  evidence  that 
we  are  doing  our  share  in  assisting  the 
development  of  our  rapidly  growing 
country. 

"The  present  session  of  parliament 
will  see  introduced  legislation  of  import- 
ance to  bankers,  as  our  charters  come 
up  for  the  ustial  decennial  renewal. 
Though  the  Bankers'  Association  has 
not  been  taken  into  the  confidence  of  the 


government  about  any  proposed  alter- 
ations or  amendments,  I  think  it  hardly 
likely  that  there  will  be  any  great 
change.  The  Act  is  a  very  good  one  as 
it  stands,  is  thought  well  of  by  financial 
authorities  in  other  countries,  and  an- 
swers admirably  the  requirements  of  our 
own.  When  trouble  arises  it  is  apt  to 
be  condemned  by  unthinking  critics,  but 
it  is  not  the  fault  of  the  Act  but  of 
those  who  work  under  it,  and  no  amount 
of  legislation  will  guard  against  the  fal- 
libility of  the  personal  factor  and  keep 
men  from  being  fools  or  knaves. 

"The  President  has  spoken  on  the  gen- 
eral trade  of  the  country,  which  may  be 
characterized  as  satisfactory,  with  a 
promising  outlook.  There  is  possibly 
too  much  real  estate  speculation  in  some 
sections  of  the  country,  and  -nunicipal- 
itics  are  borrowing  rather  heavily  ;  the 
greater  part  of  it,  however,  is  fiuite  le- 
gitimate, arising  from  the  rapid  growth 
of  the  newer  cities  and  towns  through- 
out the  west. 

To  them  flows  the  ever  increasing  tide 
of  our  immigration,  which,  from  the 
best  figures  at  present  available,  will 
this  year  number  over  300,000  souls. 
The  quality  of  this  immigration  is  ad- 
mittedly high,  and  when  one  considers 
that  it  represents  in  a  single  year  about 
1-20  of  the  country's  population,  ir.  is 
well  that  it  is  so.  To  this  influx  of  po- 
pulation, as  well  as  to  the  greatly  in- 
creased prosperity  of  tlie  pr^onle,  is  pro- 
bably due  the  fact  that  while  our  pro- 
duction of  such  food-stuffs  as  butter, 
eggs,  cheese,  etc.,  has  increased  during 
the  present  twelve-month,  the  exports  of 


these  products    have  declined,   indicating 
a  large  home  consumption. 

"As  regards  the  general  prospect,  in 
the  older  countries  there  seem  to  be  at 
least  enough  pessimists  to  counterbal- 
ance the  optimists.  In  Canada  we  have 
many  of  the  latter,  and  few  of  the  form- 
er— too  few,  perhaps,  at  times,  to  suflB- 
ciently  regulate  our  youthful  exuberance. 
It  might  be  well  to  remember  that  the 
prosperity  we  have  enjoyed  may  be 
largely  due  to  a  continuity  of  policy  and 
a  disposition  to  employ  experience  ra- 
ther than  theory  as  the  basis  for  the 
conduct  of  our  affairs.  Such  principles 
have  made  us  self-reliant,  and  seem  best 
calculated  to  ensure  our  future  progress 
and     permanent    stability."    (Applause.) 

After  the  usual  resolutions  of  thanks 
were  passed,  the  retiring  Board  of  Direc- 
tors were  re-elected  as  follows: 

Messrs: — R.  B.  Angus,  A.  Baumgar- 
ten.  Sir  Edward  Clouston,  Bart,  E.  B. 
Greenshields,  C.  R.  Hosmer,  Sir  William 
C.  Maedonald,  Hon.  Robert  Mackay,  H. 
V.  Meredith,  D.  Morrice,  James  Ross, 
Sir  Thos.  Shaughnessy,  K.C.V.O.,  Rt. 
Hon.  Lord  Stratheona  and  Mount  Royal, 
G.C.M.G.,  G.C.V.O. 

OFFICERS   ELECTED. 

At  a  meeting  of  the  Directors  held 
later  the  Right  Honorable  Lord  Strath- 
eona and  Mount  Royal,  G.  C.  M.  G., 
G.C.V.O.,  was  elected  Honorary  Presi- 
dent of  the  Bank,  Mr.  R.  B.  Ans'w* 
President,  and  Sir  Edward  Clousloil. 
Bart.,   Vice-President. 


Mainly  About  Ourselves 


An  announcement   which   prescribes  a  quickened   pace 

for    the    New    Year,    and    marks    a   most    important    step 

forward,  is  that  The  Dry  Goods  Review  will   from  now 

on  be  issued  twice  a  month. 

Steady   development  in   the   Canadian 

The  Review         dry  goods  trade   has  made  this  step  im- 

To  Appear  perative.      The   Review    has   been   issued 

Twice  a  Month     as    a    monthly   for   the   past    twenty-two 

years.      In    that    time    there    have    been 

many  changing  processes   at   work   thoughont   the    trade. 

The  country  has  grown  and  merchants  and  manufacturers 

have  availed  themselves  of  those  facilities  which  enable 

them  to  the  better   concentrate  upon   the  first   essentials 

of  profitable  enterprise. 

»         »         *         *         * 

The  merchant  who  looks  backward  twenty-two  years 
and  compares  merchandising  then  with  what  it  is  to-day. 
will  see  that  it  is  a  far  different  proposition— that  many 
handicaps  have  been  dropped  aside;  that  he  is  now  in 
closer  and  more  frequent  touch  with  his  market;  that 
the  means  by  which  he  may  determine  a  season  or  two 
in  advance  what  he  may  expect  to  carry  in  his  new  stocks. 
have  multiplied,  become  more  reliable  and  efficient;  that. 
at  the  same  time,  trade  barometers  have  become  far 
less  vague;  that  he  may  now  the  more  readily  inform 
himself  as  to  the  evolution  of  that  increasingly  import- 
ant factor,  style;  that  by  availing  himself  of  the  means 
at  his  service  there  is  little  excuse  for  serious  lapse  in 
his  judgment  as  a  buyer;  that  above  all,  the  keenness  of 
competition  has  been  intensified,  and  that  more  and  more 
survival  and  supremacy  call  for  speed,  strength  and  gen- 
eral fitness. 

•  •         »  »         • 

That  is  why  The  Review  will  now  be  issued  twice  a 
month.  Among  its  readers  there  are  those  who  assert 
that  it  has  helped  materially  in  this  development.  Now 
the  demands  of  progress  will  not  be  denied.  The  man 
who,  under  modern  conditions  would  buy  the  goods  he 
requires  for  his  particular  kind  of  merchandising  at  the 
most  advantageous  time,  must  be  kept  in  more  frequent 
contact  with  those  from  whom  he  buys.  By  receiving 
The  Review  twice  a  month,  he  will  have  his  hands  doubly 
strengthened. 

•  »         »         *         * 

In  these  days  when  mercantile  effort  is  being  ener- 
getically directed  toward  quick  turnover,  the  manufactur- 
er, the  wholesaler  and  the  retailer  are  more  spontaneous- 
ly moved  by  the  law  of  supply  and  demand. 

Information  must  be  circulated  more  quickly.  No 
one  part  of  the  country  can  afford  to  be  a  season  behind 
the  other.  Ideas,  opinions,  verdicts  of  importance  to 
the  merchant  must  be  exchanged  and  imparted  quickly. 
The  rules  (if  there  be  any)  of  competition  demand  it. 

Once  behind  in  the  procession  it  is  often  more  than  a 
man's  job  to  catch  up,  and  then  success  may  come  at  so 
late  a  period  as  hardly  to  make  the  effort  worth  while. 

The  merchant  must  adopt  every  means  to  keep  his 
business  atuned  to  present-day  requirements.  Even 
though  he  be  satisfied  with  small  returns,  a  safe  indif- 
ference is  only  bought  by  eternal  vigilance. 

The  Review  issued  twice  a  month,  is  calculated  to  fit 
into  these  requirements,  to  so  direct,  assist,  reinforce 
the  merchant's  effort  that  he  will  know  his  work  is  pro- 
ceeding along  the  most  economic  as  well  as  the  most 
practical   and  profitable  course. 

Problems  such  as  "parcels  post"  which  is  now  loom- 
ing on  the  horizon,  arise  in   connection  with  the    dry  goods 


trade  from  lime  to  time  which  cannot  long  be  tolerated. 
The  best  remedy  for  an  ill  is  the  quickest,  following  a 
diagnosis  which  recognizes  symptoms  before  they  are 
fully  developed.  A  representative  trade  newspaper, 
issued  twice  a  month,  will  be  in  a  better  position  to  dis- 
cuss these  matters,  to  express  the  merchant's  views,  to 
apply  its  influence  more  directly  and  to  better  advantage 
Ihan  where  it  appears  but  once  a  month  and  hence  can- 
not always  combat  against  time  lapses  which  sometimes 
pi-oducc  more  aggravating  phases. 

The  purpose  expressed  in  the  twice-a-month  Review 
is  to  give  every  department  of  the  trade  a  better  service 
— authentic  news  for  the  retailer  more  frequently,  an  im- 
l^roved  means  of  communication  between  producers  and 
distributors. 

What  does  it  mean?  At  the  first  of  each  month  and 
mid-monthly.  The  Review  will  enter  the  stores  of  dry 
goods  men  from  one  end  of  Canada  to  the  other.  Its 
editorial  and  advertising  columns  will  be  filled  with  in- 
formation of  first  importance  to  them  as  buyers  and 
sellers,  and  at  no  advance  over  the  present  subscription 
piice  of  $2.00  a  year. 

There  are  merchants  who  now  appreciate  The  Review 
as  they  would  a  member  of  their  sales  force  who  is  valued 
because  of  his  original  ideas,  his  great  fund  of  informa- 
tion, his  absolute  reliability.  That  is  the  position  desired 
for  The  Review  in  Canadian  dry  goods  stores,  and  every 
effort  has  that  objective.  That  is  one  great  reason  why 
it  is  now  to  be  issued  twice  a  month. 

*         «         »         »         » 

In  the  course  of  a  year  many  merchants  state  that 
they  could  not  afford  to  be  without  The  Review.  They 
are  thus  merely  acknowledging  a  service  that  they  are 
fully  entitled  to,  and  it  is  hoped  that  this  latest  advance. 
which  is  nothing  more  than  a  step  that  is  due,  will  go 
far  toward  making  the  statement   unanimous. 


The  salesman  's  problem  competition  which  opened  last 
month,  and  which  will  be  continued  for  some  time  as  a 
regular  feature,  has  aroused  considerable  interest  among 
readers  of  The  Review.  The  most  striking  evidence  of 
this  is  found  in  the  large  number  of 
Interesting  replies    received   telling    how    to    handle 

The  customers  described  in  Cartoon. 

Sales  People.  These  replies  indicate  primarily,  that 

in  the  problems  depicted,  salesmen  recog- 
nize troublesome  stumbling  blocks  or  rocks  upon  which 
they  receive  many  a  bump,  and  the  chief  value  of  the 
competitions  rests  in  the  exchange  of  opinion  which  they 
bring  forth. 

The  multiplicity  of  replies  also  indicates  that  it  is 
not  the  merchants  or  heads  of  stores  alone,  who  read 
The  Review,  but  that  it  also  reaches  and  is  of  interest  to 
the  people  behind  the  counter.  This  fact  is  the  more 
appreciable  in  view  of  the  encouragement  w-hich  progres- 
sive merchants  are  to-day  giving  the  salespeople  who 
really  know  and  are  capable  of  doing  somethin?  more 
than  they  are  paid  for.  The  salesperson  who  will  win 
out  under  modern  conditions  is  the  one  with  a  perspective. 
The  one  who  fits  him  or  herself  for  the  post  hisrher  up. 


The  Answers  to  competition  in  December  Dry 
Goods  Review,  and  details  of  new  problem  will 
appear  in  the  January  mid-month  number. 
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Every  Ambitious  Merchant 

SHOULD 
READ 

SALES 
PLANS 


A  collection  of 
three  hundred 
and  thirty-three 
successful  ways 
of  getting  busi- 
ness, including  a 
great  variety  of 
practical  plans 
that  have  been 
used  by  retail 
merchants  to 
advertise  and 
sell  goods. 


PRICE  $2.50 

All  Orders  Payable  in  Advance. 
TECHNICAL     BOOK     DEPARTMENT 

MacLEAN   PUBLISHING   CO. 

143-149  UNIVERSITY  AVENUE    ::   TORONTO 


Important  Notice! 

UNITED  TOY  FACTORIES, 

WALTERSHAUSEN. 

A    Well-known    Concern  under  a 
New  IMame, 

We  are  recognized  as  being  the  leading  firm 
for  high,  class  single  piece  and  set  furniture. 


;■!  AA-tAtAA  AAA  A  I'A'A  A  A  A'A'A  A^  A  A  A  AAA'A  A  A  A  A  'A 'A-A  >• 

P 


Please  call   and  see  our   full  line   of  samples 
at  our  new  sanii)le  rooms 

381  Fourth  Ave,  New  York. 
JOHN  BING, 

Sole  Representative  for  I.  S.  and  Canada. 
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Made 

in 

Canada 


The  Gnu  Hook  and  Eye 
The  Gnu  Safety  Pin 


The  Gnu  Hair  Pin 


Manufactured  from 
best  quality  of 

material  for  [finest 
trade  by 


The  National  Pin 
Company,  Limited 
St.  Mary's 
Ontario,  Canada 


The  International 
Brokerage   Co. 


"Promoters  of 
SUCCESSFUL  SALES" 

MR.  MERCHANT: 

ARE  YOU  IN  THE 

CASH-BUYERS'  CLASS  ? 

Have  you  overstocked  ? 

How  much  money  have  you 
locked  up  in  merchandise  that 
you  could  use  to  advantage 
just   now  ? 


Do  you  want  to  dean  up  and 
start  over,  meeting  spring 
competition  with  a  new  stock 
purchased  under  the  most 
favorable  conditions,  for  cash  ? 


One  of  Our  Nine  Day 

Successful  Sales 

Campaigns 


can  accomplish  all  this  and  more. 

Let  us    tell     you    just    how 
much  more. 

Wc  arc  '*  Specialists  "  in 

PROCURING  PROFITABLE  AND 
PERMANENT   PUBLICITY 

A  postal  to  our  head  office  will 
bring  you  full  information. 

Head    Office    in    Canada 

DOMINION  BANK  CHAMBERS 
London,  Ontario 


Please  mention  'The  Reznezc  to   .Idrertisers  iDid   flieir  Trai'clcrs. 
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KOEHLER  &  EHMANN 


DEAD   STOCK 

VS. 

LIVE   MONEY 


Op  HAT  is  what  the  question 
resolves  itself  into. 
Are  you  going  to  allow 
your  shelves  to  become  cover- 
ed with  dead  stock — laded, 
off-color,  out-of-style — of  no 
value  to  anybody  ? 
Or 

Are  you  going  to  send  this 
stock  to  these  works,  have  it 
dyed  any  color  you  wish, 
and  returned  to  you  as  sale- 
able as  new  goods  ? 

That's  the  Proposition 

And  this  is  the  time  to  con- 
sider the  question.  \ou  will 
be  taking  stock  almost  im- 
mediately. Every  wise  mer- 
chant takes  stock  just  after 
the  turn  of  the  vear.  Don't 
count  your  unsaleable  stock 
as  an  asset.  Don't  fool  your- 
self that  way.  But  it  may 
count  as  a  good  asset  if  sent 
here  to  be  re-dyed  and 
finished. 

For  over  thirty  years 
we've  been  doing  this  kind  of 
work  for  leading  merchants 
all  over  Canada. 

Write  us. 


R.  PARKER  &  CO., 

DYERS  AND  FINISHERS 
Toronto  -  Canada 


LAUFAMHOLZ 

Manufacturers  of 


FANCY  CLOCKS 


JOHN  BING 

Sole  Representative  for  United  States  and  Canada 

381  Fourth  Avenue, 

New  York  City,  N.Y. 

Telephone  Madison  Square  3577. 


"Rooster  Brand" 


Those  who  buy  from  us  and  those 
who  don't— 

Those  who  make  the  same  lines  we  do 
and  those  who  don't— 

We  wisf)  all 

B  Tbappp  and  pvospevous 
—1911- 


Shirts 
Overalk 


Working  Pants 
Outing  Trousers 


White  CoaU 
Khaki  Clothing 


Robert  C.  Wilkios  Co.,  Limited 

Mon  tr  eal 


Please   mention    1  he   Revieiv  to    AdTcrtisers  anrl   1  heir   Tnii'elrrs. 
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DRY     C,  OODS     RKX'IRW 


Price,  $45.00  f.o.b.  Berlin. 

This  is  absolutely  the  most  practical,  most  efficient  wall  paper  display  fixture  ever  offered  the 
trade.  With  this  device  your  customers  can  look  through  and  select  the  samples  without  the 
assistance  of  a  salesman,  thus  saving  half  the  time  of  a  salesman.  Several  customers  may  look 
over  the  leaves  of  the  fixture  at  the  same  time.  It  is  a  pleasure  to  show  the  stock.  Samples 
for  a  number  of  rooms  can  be  lined  up  side  by  side,  so  that  the  customer  can  see  just  how  they 
harmonize.  Should  they  desire  to  examine  the  samples  more  closely,  the  racks  can  easily  be 
removed  from  the  centre  discs,  being  made  interchangeable.  No  pasting  of  samples  is 
necessary  Perfectly  simple,  nothing  to  get  out  of  order.  Racks  are  equipped  with  tape,  ready 
to  receive  the  samples.  100  samples  may  be  shown  on  the  rack  at  one  time.  These  samples 
are  easy  to  put  on  and  easy  to  take  off.     Send  for  our  circular — it's  free. 

MANUFACTURED    BY 

Onward    Manufacturing    Company 

Berlin  -  Canada  I 

Please  mention  The  Rez^ieiv  to  .Idz'ertisers  and  Their  Travelers. 


Issued  semi-monthly 


Office  of  Publication,  143-149  University  Avenue,  Toronto 


January  4,  1911 


A   semi-monthly  newspaper  devoted  to  the  Cana- 
dian   dry  goods  and  kindred  trades. 

DIRECTORS : 

J.  B.  MACLEAN,  Montreal    -        -  -        PresidAnt 

W.  L.  EDMONDS,  Toronto        -        -         Vice-President 

A.  B.  CASWELL,  Montreal  -        -      Managing  Director 

Cable  Address : 

Macpubco,  Toronto.  Atabelc,  London,  Eng. 

CHIEF  OFFICES: 

CANADA- 
MONTREAL       -        -  701-702,  Eastern  Townships  Bank  Building 

Toronto 143-149  University  Ave. 

Telephone  Main  7324 

WlNNIPK* 511  Union  Bank  Building 

Telephone  3726 

VANOOUVTCii, H.    Hodgson 

Room  11  Hartney  Chamber^ 

GREAT  BRITAIN - 

London,  Kno.        E.  J.   Dodd,  European  Manager,  88  Fleet  St,,  E.C. 
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Telephone  2282  Cortlandt 
FRANCE- 
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Be  Ready  for  Parcels  Post  Fight. 

WITH  the  prospect  that  a  complete  parcels  post 
system  will  be  established  in  the  United  States 
during  the  present  year,  it  is  more  than  likely  that 
larg^  mail  order  houses  on  this  side  of  the  'border  will 
renew  the  agitation  for  a  similar  system  in  Canada. 
Retailers  throughout  the  country,  who  must  depend 
upon  the  development  and  retention  of  the  local  trade, 
must,  therefore,  be  well  prepared  to  combat  such  a 
movement. 

In  every  quarter  where  individual  and  organized 
influence  can  be  brought  to  bear,  the  urgency  of  their 
position  must  be  so  emphasized  that,  when  the  crucial 
time  arrives,  there  will  be  no  hedging,  no  side-step- 
ping, no  misunderstanding  on  the  part  of  those  who 


have  the  final  word.  The  retailer  must  take  steps  to 
have  his  position  unmistakably  defined. 

Not  only  does  President  Taft  give  encouragement 
to  the  request  of  the  mail  order  concerns  in  the  United 
States  for  such  a  service,  but  Postmaster-General 
Hitchcock,  in  his  annual  report,  recommendii;  a  limited 
parcels  post  for  the  rural  free  delivery  routes.  From 
this  point  he  forsees  a  general  parcels  post,  and  as  a 
preliminary  step  in  its  development  he  is  asking  Con- 
gress to  authorize  the  delivery  on  rural  routes  of  par- 
cels weighing  as  high  as  eleven  pounds,  the  weight 
limit  for  the  international  parcels  post.  It  is  main- 
tained that  this  form  of  service  can  be  conducted  with 
little,  if  any,  additional  expense  to  the  Government,  as 
carriers  already  have  the  neces.sary  equipment  in 
horses  and  wagons. 

Drygoodsmen  have  already  demonstrated  their 
fighting  ability  on  this  question,  and  as  a  result  several 
previous  measures  have  either  been  defeated  or  post- 
poned. A  few  years  ago  they  were  about  to  be  handed 
a  gold  brick  in  the  form  of  a  proposition  to  establish  a 
parcels  post  over  the  local  rural  mail  routes,  parcels 
to  be  accepted  only  from  merchants  in  the  districts 
served.  The  country  retailers  .saw,  however,  that  the 
bill  was  equivalent  to  an  invitation  to  the  mail  order 
houses  to  charge  unfair  discrimination,  and!  pressure 
would  immediately  be  brought  to  bear  to  have  the  law 
amended  to  allow  the  acceptance  of  parcels  from  mail 
order  houses  in  the  large  cities. 

Postmaster-General  Lemieux  is  on  record  as  favor- 
ing not  only  a  parcels  post,  but  a  C.O.D.  parcels  post. 
The  stand  taken  by  wholesalers  and  manufacturers, 
in  the  fight  which  must  come  sooner  or  later,  will  be 
an  important  factor.  By  agreement  with  a  measure 
which  would  endanger  the  interests  of  hundreds  of 
their  customers  throughout  the  country,  they  would 
not  only  endSanger  the  success  of  their  own  mercantile 
eflfort,  but  purchase  the  prosperity  of  the  larger  cities 
at  the  expense  of  the  smaller  centres  of  population. 

.\n  attitud'c  of  indifference  'by  those  who  should  'be 
vigorously  assertive  will  greatly  a'ssist  the  mail  order 
houses  in  the  agitation.  It  is  not  a  fight  in  which  the 
country  retailers  should  have  to  stand  alone.  Upon 
his  success  depends,  in  great  measure,  the  success  of 
tlie  manufacturer  and  wholesale  distributor. 

It  is  not  likely  that  there  will  'be  a  fight  on  the 
question  until  the  revised  express  rate  tariffs  are  an- 
nounced, following  the  order  of  the  Railway  Commis- 
sion, or  until  the  parcels  post  measure  in  the  United 
States  comes  into  being.  But  the  mail  order  houses 
will  undoubtedly  be  well  prepared. 
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Trade  Papers  Win  Out. 

TORONTO  assessed  the  MacLean  Publishing  Co. 
as  a  business  concern  at  60  per  cent.,  claiming 
that  the  Assessment  Act  applied  to  daily  newspapers 
only,  and  that  trade  papers  were  not  newspapers  be- 
cause they  did  not  give  general  news. 

The  MacLean  Co.  at  once  entered  an  appeal  on  the 
ground  that  trade  papers  were  newspapers  within  the 
meaning  of  the  Ontario  Assessment  Act ;  they  were 
specialized  newspapers,  being  in  the  same  class  as  the 
country  weeklies  in  furnishing  exclusive  news  for  their 
class  of  readers.  It  was  shown  that  the  best  country 
weeklies  devoted  themselves  entirely  to  their  own  field, 
that  they  gave  no  general  news  whatever,  and  the 
Freeholder,  Cornwall,  published  by  the  first  vice-presi- 
dent of  the  Canadian  Press  Association,  was  pro- 
duced as  a  type  of  the  modern  country  paper. 

The  matter  came  before  Judge  Winchester,  who 
very  promptly  decided,  on  looking  over  the  MacLean 
Company's  various  publications,  that  they  were  clearly 
newspapers,  in  that  they  gave  most  important  polit- 
ical, trade  and  general  news  of  interest  to  a  very  im- 
portant class  in  the  country. 

Questioned  'by  the  Judge,  the  official  representing 
the  city,  admitted  that  society,  religious  and  similar 
publications  were  newspapers,  but  argued  if  a  publi- 
cation gave  news  to  business  men  it  could  not  be  a 
newspaper.  The  absurdity  of  the  argument  was  so 
apparent  that  the  Judge  stopped  him,  telling  him  in 
efTect  that  there  was  no  use  of  his  going  on ;  that  news 
that  interested  merchants  and  manufacturers  was 
news  as  much  as  any  other  class  of  news,  and  of  a 
higher  value. 

This  is  apparently  the  climax  of  a  fight  against 
trade  newspapers  that  has  been  going  on  for  some 
years,  openly  instigated  by  certain  big  dailies,  support- 
ed by  leading  mail-order  houses.  The  latter  argue 
that  trade  newspapers  are  demonstrating  to  merchants 
in  other  cities  and  towns  that  advertising  in  their  own 
local  dailies  and  weeklies  and  improvement  in  their 
business  methods  will  bring  them  as  much  up-to-date 
as  the  big  city  stores.  The  people  are  being  educated 
by  the  advertising  in  the  smaller  dailies  and  weeklies 
to  buy  at  home  and  they  do  not  respond  to  the  adver- 
tising in  the  big  dailies  as  they  used  to. 

For  years  they  tried  to  get  the  post  office  to  impose 
a  higher  rate  of  postage  and  to  harrass  them  in  other 
ways ;  but  Parliament  is  legislating  for  all  Canada 
and  not  for  Toronto,  and  the  secret  influences  at  work 
in  the  department  came  to  naught. 


Are  You  a  Good  Swallov/er  ? 

CASES  in  which  the  customer's  colos.sa,l  nerve 
stands  out  like  a  brass  band  in  a  quiet  home, 
often  confront  the  merchant  and  while,  invariably,  he 
would'  like  to  fan  the  offensive  person  with  a  club,  he 
sometimes,  as  a  matter  of  policy,  considers  it  wise  to 
keep  on  swallowing. 

A  woman  entered  a  country  store  with  her  little 
boy,  a  few  days  ago,  and  asked  to  be  shown  some 
overcoats.  The  merchant  promptly  waited  upon  ber 
and  fitted  coat  after  coat  on  the  boy.  It  was  noticed 
that  the  woman  paid  more  particular  attention  to  the 
fit  of  the  coat  than  the  material.  When  the  right  size 
was  found,  she  very  innocently  asked  the  merchant  to 
tell  her  what  size  it  was,  and  on  receiving  the  informa- 


tion did  not  appear  to  hesitate  in  stating  that  she 
wanted  to  send  to  the  city  for  a  coat  for  the  boy,  but 
did  not  know  the  exact  size. 

What  the  merchant  said  or  did  is  not  on  record, 
but  it  appears  that  he  would  have  not  been  at  a  loss 
for  a  reply  had  he  taken  the  precaution  to  have  Tor- 
onto catalogue  prices  at  his  fingers'  ends  and  to  have 
emphasized  by  comparison  any  advantages  that  existed 
in  his  own  value.  In  such  a  case  as  this,  it  would 
appear  that  the  merchant  has  nothing  to  lose  by  tact- 
fully introducing  a  little  talk  upon  the  desirability  of 
loyalty  from  townspeople  wherever  it  is  seemingly 
evident  that  nothing  is  to  be  gained  by  sending  money 
out  of  town. 

Where  there  is  any  great  margin  in  favor  of  the 
mail  order  house,  however,  an  appeal  to  loyalty  is  like 
an  attempt  to  tote  water  in  a  sieve.  This  is  where  it 
becomes  important  that  the  merchant  should  be  up  in 
mail  order  prices.  When  margins  are  great  in  favor 
of  the  latter,  he  should  put  forth  every  efiFort  to  have 
them  reduced.  Very  often  he  can  so  conduct  his  buy- 
ing as  to  offset  the  advantage  held  by  the  mail  order 
houses. 

Not  long  ago  a  merchant  in  a  small  town  was 
asked  by  a  customer  for  a  loan  of  $5  for  a  few  days. 
He  handed  over  the  money,  and  while  in  the  post 
office  a  few  minutes  afterwards,  picked  up  the  inform- 
ation that  the  customer  had  just  sent  a  five-dollar 
order  off  to  Toronto.  And  a  merciless  fate  rubbed  it 
in  a  little  later  on  when  he  discovered  that  the  family 
had  left  town  without  paying  back  the  loan. 

In  the  light  of  cases  such  as  this,  merchants,  who 
feel  that  they  have  to  tolerate  much,  would  be  justified 
in  asking  themselves,  whenever  they  see  a  doubtful 
customer  enter,  "Is  this  going  to  be  a  touch,  a  stand- 
off or  a  sale?"  Then  there  are  some  men  whose 
wishbone  is  located  where  their  backbone  ought  to  be. 


country   are 
propositions 


Library  Voting  Contests. 

RETAIL  merchants  throughout  the 
sometimes  asked  to  contribute  to 
which,  unfortunately,  do  not  turn  out  as  profit- 
ably as  promised.  Scheme  after  scheme  is  put  across 
every  year  by  smooth  promoters,  who  are  entire 
strangers,  and  who  get  aw'ay  with  considerable  money 
for  which  tbe  merchant  receives  little  if  any  return. 

At  the  present  time  merchants  are  warning  each 
other  to  beware  of  the  "Library  Voting  Contest."  .\n 
agent  canvasses  a  town  for  25  or  30  merchants  to  sub- 
scribe about  thirty  dollars  each  for  which  they  are 
given  small  ballots  that  entitle  the  customer  free  of 
charge  to  mark  for  any  church,  institution  or  hospital 
that  they  wish.  The  promoters  give  two  bookcases, 
or  one,  "according  to  the  size  of  the  town  and  amount 
subscribed,"  comprised  of  three  sections,  and  contain- 
ing from  100  to  150  miscellaneous  books.  This  book- 
case and  books  are  to  go  at  a  certain  time  to  the  win- 
ning institution  with  the  highest  number  of  ballots. 
The  total  cost  of  bookcases  and  books  would  be  to 
the  promoters  from  $75  to  $100.  leaving  a  net  profit 
of  say  $500  on  a  week's  work. 

The  scheme  appears  to  be  in  violation  of  the  Trad- 
ing Stamp  .-\ct  of  TQOi,  but  still  merchants  are  putting 
in  their  good  money,  and  the  promoters  are  getting 
away  with  it. 

Added  to  his  advertising  appropriation,  the 
amounts  contributed  to  the.se  schemes  would  give  the 
merchants  vastlv  better  returns. 
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liiGi  Street  Vouid  YOU  Qmm 

A  little  store  on  Busy  Street  is  worth  a  whole  block  on 
Nobiz  Avenue ! 

The  two  streets  are  just  alike — except  the  women  shop  on 
one  street,  and  don't  on  the  other.  You  know  the 
difference !  You've  got  to  get  in  the  market  if  you  want  to 
sell  goods — no  matter  how  cheap  the  rent  is  around  the  corner. 

The  Ladies'  Home  Journal  is  the  one  publication  that  every 
American  woman  knows.  In  your  own  town  to-day  you  11  find 
twice  as  many  women  reading  the  Journal  as  read  any  other 
magazine.  When  you  get  Ladies*  Home  Journal  Patterns,  there- 
fore, you  get  right  in  on  the  "Busy  Street'*  of  patterns  !  You  don*t 
have  to  introduce  the  line — your  customers  know  them  already. 
Hundreds  of  JMerchants  will  tell  you  that  the  name  **  Ladies* 
Home  Journal  **  itself  brings  trade  to  the  store — not  only  the  big 
trade  but  the  best  trade. 


Have  You  Ever  Contributed  to  Fake  Advertising  Schemes? 


Winnipeg  Merchants  Have,  and  Now  There  is  a  Protection  Committee 
—  Cases  Where  Strangers  \A^alked  Away  With  the  Cash  and  the  Adver- 
tiser   Never   Saw   His     Medium  —  All  Propositions  Must    be    Passed    Upon 


Staff   Correspondence. 


Wimnipeg,  Jan.  2. 

FOR  many  years  the  merehauts  and  busint'ss  men 
of  Winnipeg  have  been  annoyed  with  advertising 
schemes  of  questionable  character.  The  city  has 
•a  reputation  for  liberal  advertising,  and  it,  there- 
fore, forms  an  inviting  field  for  unscrupulous  advertising 
solicitors.  There  are  expert  advertising  men  who  go  from 
cily  to  city  exploiting  some  attractive  advertising  scheme, 
which  handsomely  remunerates  the  promoter,  but  xm- 
fortunately  does  not  bring  the  advertiser  any  returns. 
Within  the  city  there  are  also  many  propositions  concocted 
w.hich  may  or  may  not  be  fake  schemes  but  which  are 
worthless  as  methods  of  crcaiing  bu'siness.  A  fake 
scheme  is  one  promoted  by  on©  who  is  at  heart  a  fakir  and 
has  no  intention  of  giving  value  for  value.  There  are 
many  other  propositions  introduced  which  may  be  per- 
fectly honest,  but  whose  medium  may  be  as  worthless  as 
that  of  the  fakir. 

Merchants  Contributed  $1,500  to  This. 

The  first  real  interest  which  was  aroused  in  Winnipeg 
against  fake  advertising  schemes  resulted  from  a  most 
cleverly  worked  proposition  by  a  specialist  at  the  busi- 
ness about  two  years  'ago.  He  came  to  the  city  during  a 
railway  men 's  convention  which  was  being  held  here,  and 
of  course  much  interest  was  taken  in  the  scheme  by  local 
merchants  who,  naturally,  catered  for  tirade  from  the 
delegates. 

The  first  morning  of  the  convention  a  man  who  claimed 
he  was  a  railway  engineer  started  canvassing  advertising 
for  a  railway  man's  magazine,  which  was  to  contain  a 
report  of  the  convention,  and  circulated  into  thousands 
of  hands.  The  proposition  had  a  beautiful  setting,  and 
the  smooth  solicitor  won  almost  every  case,  collecting  at 
the  time  the  major  part  of  the  space  purchased  by  each 
advertiser.  When  he  had  completed  two  days  hard  work 
in  the  city  he  was  gone,  and  of  eourse  no  magazine  ever 
appeared.  It  is  estimated  that  about  $1,500  was  taken  out 
of  the  city  by  this  artist.  After  this  glaring  incident,  the 
merchants  began  to  wake  up.  They  came  to  see  that  they 
had  paid  out  money  for  other  advertising  propositions, 
perhaps  not  so  large,  but  for  which  they  had  not  even  seen 
the  medium.  They  had  purchased  space  on  guides,  pro- 
grams, church  calendars,  and  amusement  cards  that  they 
had  never  seen  and  it  oceured  to  them  that  perhaps  some 
of  these  mediums  were  never  printed. 

Advertising  Club  Takes  Action. 

About  this  time  the  retail  merchants  were  organized. 
One  of  the  first  grievances  introduced  to  the  association 
by  a  member  was  the  annoyances  and  abuses  of  adver- 
tising schemes.  An  advertising  committee  was  not 
appointed,  but  the  executive  of  the  association  was  given 
the  task  of  dealing  with  the  matter  with  the  result  that 
nothing  was  done.  At  a  meeting  of  the  association  a  local 
merchant  who  gave  an  address  on  advertising  and  re- 
counted the  many  fake  and  foolhardy  schemes  that  were 
being  perpetrated,  suggested  that  a  protective  committee 
be  formed  to  pass  on  all  advertising  propos,itions  brought 
to  the  attention  of  the  mem  be  res  of  the  association. 

The  suggestion  was  not  acted  upon,  and  merchants 
continued  to  be  victimized  by  unprofitable  advertising 
schemes.  Perhaps  a  reason  why  the  merchants  did  tiot 
make  a  success  in  ruling  advertising  propositions,  is  that 


they  did  not  have  the  competence  within  their  ranks  for 

this  peculiar  task.  The  grievances,  however,  did  not 
abate,  but  rather  increased,  until  the  Advertising  Club  of 
the  city  has  taken  action  to  curtail  what  is  termed  on 
every  side,  a  growing  evil.  The  club  is  composed  of  busi- 
ness men,  including  publishers,  and  advertising  solicitors, 
and  they  have  set  out  to  accomplish  what  the  retail  mer- 
chants evidently  could  not  do.  At  a  recent  meeting  of 
the  club,  a  Protection  Committee  was  formed  as  the  result 
of  a  resolution,  submitted  by  the  executive,  which  required 
that  before  any  proposition  would  be  considered  it  must 
have  the  approval  of  the  protection  committee  of  the  Win- 
nipeg Advertising  Club.  It  is  the  duty  of  this  committee 
to  look  carefully  into  the  merits  of  the  proposition,  and  if 
worthy,  to  issue  a  permit  to  the  agent,  to  be  recognized 
by  advertisers  who  are  members  of  the  club. 

Merchant  Needs  Education 

The  representative  from  the  Retail  Merchants'  Asso- 
ciation, W.  T.  Devlin,  is  very  much  in  sympathy  with  the 
movement,  and  is  anxious  that  all  merchants  should  come 
under  the  protection  of  the  committee,  in  order  to  safe- 
guard the  trade  against  useless  expenditure.  In  referring 
to  this  matter  he  said: 

"Every  merchant  is  in  need  of  education  regarding  his 
advertising  policy.  We  cannot  all  be  expected  to  be  ex- 
perts on  advertising,  and  when  a  proposition  is  submit- 
ted to  us  we  may  think  it  excellent,  when  an  expert  ad- 
vertiser could  show  us  that  the  thing  was  worthless  as  a 
method  of  getting  business." 

There  is  no  question  but  that  the  Advertising  Club 
will  do  much  to  better  the  condition  of  the  merchants 
reg-arding  advertising. 

At  any  rate,  the  protection  committee  furnishes  an  ex- 
cuse to  the  merchants  to  reject  questionable  propositions. 
At  present  much  money  is  given  away  practically  as  dona- 
tions, but  the  merchants  should  draw  the  line  between 
the  giving  of  gifts,  and  the  purchasing  of  unprofitable 
advertising  space. 

Getting  the  Merchant's  Money. 

Not  long  ago  a  fake  scheme  was  worked  on  a  few  local 
merchants,  when  am  outside  expert  eame  in  and  purchased 
for  advei-tising  purposes  a  page  in  a  local  paper,  to  be 
used  on  a  pertain  date  about  a  week  in  advance.  The 
promoter  divided  the  page  into  about  twenty  blocks,  and 
set  about  to  sell  the  blocks  to  twenty  different  merchants. 
He  said  he  represented  the  paper,  and  that  helped  him 
to  get  his  business.  He  accomplished  his  purpose,  and 
left  the  city  a  few  hundred  dollars  to  the  good. 

During  the  past  Summer  a  lady  succeeded  in  collect- 
ing a  large  sum  of  money  from  local  merchants,  chiefly 
dry  goods  dealers,  and  gents.'  furnishers.  Her  medium  of 
publicity  was  a  beautiful  calendar,  of  which  she  carried 
a  sample.  Money  was  collected  on  all  contracts,  but  the 
calendars  never  appeared. 

These  are  instances  which  have  occurred,  and  itre  oc- 
curring, which  go  to  sthow  the  conception  of  advertising 
among  a  large  percentage  of  merchants  is  very  crude,  and 
advertisers  in  Winnipeg  aire  only  beginning  to  make  what 
will  ultimately  be  a  radical  change  in  the  matter  of  ad- 
vertisin?. 
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BATTING 

NORTH  STAR,  CRESCENT  AND  PEARL 

These   brands    represent  the   batting  that  your  customers  want. 

They're  made  from  long  staple  cotton,  white  as  snow,   lofty,   soft 
and  elastic 

They  come  in  big  batts  that  open  out  into  strong  sheets  of  even 
thickness. 

It  p^ys  you  to  sell  these  brands. 

Order  of  your   Wholesaler. 

ROBERT    HENDERSON    &    CO. 

Dry  Goods  Commission  Merchants 
181-183  McGill  St.  -  -  -  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


ALL 
"THE  BEST   PEOPLE" 

IN  THE  TRADE  ARE  ORDERING 

MORRALL'S  .  <^^^^^ 


*^^« 


R#"^ 


HAT-PINS 


STOCKED    BY   ALL   LEADING   JOBBERS 
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The  sort  of  Rugs  your  customers  will 
fully  appreciate  when  travelling  by  land 
or  sea — 

Caldwell's 

Canadian-made 

Steamer    and    Auto 

RUGS 

These    high-grade,  quick-selling  rugs  are  made  in  four  qualities  and  thirty 
different  attractive  colors  in  Clan  Tartans  and  fancy  patterns. 

Like  the  entire  Caldwell  output  of  Dress  Goods,  Suitings  and  White 
and  Colored  Blankets,  these  rugs  are  one  hundred  per  cent,  pure  wool,  fast- 
dyed  by  the  same  process  and  dyestuffs  as  used  in  the  foremost  British 
Woolen  Mills.  No  rugs  made  anywhere  in  the  world  can  excel  them  in 
any  respect. 

Quality  for  Quality,  Caldwell's  Canadian  Woolens 
are  the  cheapest  on  the  market.  It  will  pay  you  to 
push  them — better  profits  and  fully  satisfied 
customers.  :  :  :  : 

BOYD    CALDWELL    &    CO..    LIMITED 


Lanark, 


Ontario 


100% 
Pure  Wool 
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Special  Sale  Idea  in  Picton 

Goods  Bought  All  Through  the  Year  for 

the    Annual   Odd    Sale    Which    is 

Widely    Advertised. 

SPECIAL  buying  in  the  Old  Country  and  by  making 
a  trip  to  Toronto  for  the  same  purpose,  Bristol 
&'  Sons,  of  Picton,  are  able  to  present  some  strik- 
ing values  at  their  annual  odd  sale  held  in  the 
middle  of  November.  Goods  are  priced,  as  the  name  in- 
dicates at  19,  49,  or  99  cents,  and  several  days  are  de- 
voted to  their  complete  clearance.  This  sale  has  a  double 
value.  Not  only  can  it  be  made  profitable  in  itself  by 
judicious  buying  of  lines  which,  even  when  greatly  reduced, 
yield  a  profit,  but  it  serves  as  a  fetching  advertisement  to 
the  store. 

It  is  very  desirable^  to  use  the  dull  time  between  Kail 
buying  and  the  Christmas  rush,  which  comes  later  in 
towns  than  in  great  centres,    to  clear   out  oddments   and 
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Well  arranged    circular     issued     by    A. 

Bristol   &   Son.    Picton.   to  advertise 

a    yearly    bargain    event. 

work  off  extra  goods.  The  first  showing  of  holiday  spe- 
cials begins  exactly  one  month  before  Christmas.  Before 
that  time,  the  merchant  has  been  finding  sensational  sales 
good  for  the  keeping  up  of  public  interest. 

A  large  bill  or  circular  is  issued  to  herald  the  odd 
sale.  Goods  are  grouped  under  special  prices,  all  plainly 
printed  in  large  type.  A  supplemental  bill  of  clothing 
items  for  men  is  is  added,  the  size  and  type  being  some 
what  less  striking.  These  bills  are  posted  at  crossings 
throughout  the  country,  but  more  specially  delivered  at 
farm  houses  by  small  boys  who  act  as  messengers  for  the 
time  being. 


Townspeople  are  more  easily  reached,  and  what  with 
lulls  and  weekly  papers  no  difficulty  is  experienced.  On 
the  Saturday  during  the  sale,  nearly  2,000  people  were 
waited  on  in  the  store,  a  most  remarkable  showing  for  a 
town  of  the  size  of  Picton,  demonstrating  what  the  right 
prices  and  the  right  method  of  advertising  them  can  do. 
Scarce  a  line  but  was  cleared  out  completely. 

By  such  means  as  these  Picton  merchants  find  little 
difficulty  in  holding  their  own  with  the  mail-order  trade. 
In  some  cases,  business  has  trebled  during  the  last  ten  or 
fifteen  years.  The  truth  is  that  where  conditions  tend  to 
make  a  well-to-do  population,  people  become  more  parti- 
cular in  their  buying.  They  do  not  care  to  take  a  "pig 
in  a  poke"  from. a  mail  order  house,  no  matter  how  cele- 
brated. This  fact  enables  the  merchant  to  expand  into  a 
department  store  which  would  do  credit  to  the  city. 
Bristol  &'  Sons  are  a  case  in  point.  Not  only  are  the 
windows  large,  handsome  and  admirably  situated,  but  the 
interior  is  beautifully  finished,  commodious,  laid  out  on 
the  square  plan  and  thoroughly  departmentalized  both  on 
first  and  second  floors. 


Policy  of   Expansion  Paid 

Old    Established    Firm    Still   Young    in    Enterprise 

—  Founded    in    1830,  Has   Seen    Many 

Improvements. 

On  the  site  of  the  present  court  house  in  Cobour<i',  a 
log  cabin  contained  the  stock  in  trade  of  a  pioneer  mer- 
chant in  1830.  His  grandsons  now  do  business  opposite 
in  an  up-to-date  department  store.  It  is  nearly  80  years 
since  the  founder  of  the  present  firm  of  Field  and  Bros, 
came  out  from  Devonshire,  Eng.,  to  start  business,  and 
since  then  his  sons  and  grandsons  have  moved  from  one 
store  to  another,  always  improving,  till  they  finally  set- 
tled on  tlie  present  location. 

On  the  second  site  the  firm  were  burnt  out,  and  in 
re-building  made  great  additions  to  their  space.  Un- 
progressive  fellow  townsmen  were  loud  in  their  disap- 
probation, yet  the  event  proved  the  wisdom  of  the  pro- 
ceeding. This  is  not  the  first  instance  where  men  have 
been  called  "crazy"  for  the  very  ideals  which  ultimate- 
ly made  success. 

Field  and  Bros,  are  now  doing  business  in  a  store 
which  is  laid  out  on  the  modern  department  plan.  It's 
interior  is  one  of  the  finest  in  Ontario,  a  particularly 
attractive  feature  being  the  oak  staircase  of  ample  size 
and  handsome  colonial  design  leading  upstairs  to  the  fur 
and  cloak  department.  The  third  story  is  entirely  de- 
voted to  reserve  stock. 

In  order  to  make  provision  for  further  gTowth.  the 
firm  have  recently  acquired  the  lot  immediately  behind 
the  present  premises,  having  egress  on  another  street. 
This,  in  time,  may  mean  a  double  entrance.  They  have 
also  fifteen  feet  to  one  side  of  their  present  building  to 
allow  of  lateral  expansion,  a  point  only  too  often  neglect- 
ed by  the  merchant.     This  becomes  of  special  importance 
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where  men's  goods  aic  kept,  us  it  is  mueli  l)elter  when 
tliey  have  a  separate  place  allotted  them. 

In  some  lines,  this  store  like  many  others  of  its  kind, 
is  aetually  underselling  the  Toronto  stoi'es.  There  are 
several  ways  of  accounting  for  this.  Enormous  bargains 
in  special  lines  mean  the  putting  up  of  staj)les,  so  that 
sometimes  a  fashionable  and  costly  material  is  cheaper 
in  the  towns  than  in  the  city.  Again,  large  city  stores 
pay  heavily  for  repeat  orders  so  that  w'hile  they  fre- 
quently do  put  out  lines  at  greatly  reduced  prices,  even 
below  cost,  to  clear,  yet  on  the  whole  a  year's  trading  in 
town  proves  quite  as  cheap  as  a  year's  in  the  city. 

Again,  there  is  great  room  for  the  exercise  of  choice 
on  the  part  of  the  merchant  in  buying  his  stock.  This 
passes  almost  invariably  under  his  and  no  other  €yc,  and 
in  many  cases  he  is  enabled  to  secure  snaps  of  surprising 
values.  An  instance  of  this  is  the  annual  sale  of  mill 
seconds  by  Field  and  Bros.  These  are  mostly  of  Irish 
linen,  bought  from  the  manufacturer  and  retailing  at 
tlie  regular  wholesale  price  owing  to  some  slight  flaw. 

In  regular  lines,  linens  are  a  particularly  good  stock, 
especially  at  this  time  of  year,  and  the  greatest  diversity 
is  found  along  with  the  highest  quality.  Country  and 
town  trade  is  found  to  take  a  much  greater  proportion 
of  high-class  linens  "per  capita"  than  does  the  city 
trade. 

Cobourg  merchants  rcaj)  a  rich  harvest  in  the  al)()vc' 
line  during  the  American  summer  invasion.  Canadian 
linens  being  greatly  preferred,  and  in  many  cases  the 
finest  of  handkerchief  (|ualities  bi'iug  sold  for  under- 
wear. 


Show  Cases  Pay  Their  Way 

Good    Arrangement   of   Cases    and     "Silent 

Salesmen"    Render   Store    Very    Pleasing 

to    the    Eye. 

The  silent  salesman  and  the  counter  show-case  are 
great  helps  in  merchandizing.  When  used  in -a  larg-e,  well 
laid  out  store  their  value  is  even  enhanced,  and  the  gen- 
eral appearance  considerably  improved.  An  example  is 
Sam  Clarke's  store,  Coboui-g. 


Entering  the  store,  the  customer  is  face  to  face  with 
a  .silent  salesman  filled  with  fancy  hair  ornaments  and 
notions.  On  the  top  are  piled  hundreds  of  samples  of 
dress  goods,  any  of  which  can  be  obtained  for  a  customer 
at  tv.enty-four  hours'  notice,  giving  as  wide  a  range  of 
choice  as  any  metropolitan  house  can  claim.  From  the 
front,  half  way  to  the  back  of  the  store,  both  sides  of 
the  central  circle  are  provided  with  continuous  show- 
cases, on  the  right  hand  containing  veilings,  scarves  and 
gloves,  then  ribbons,  then  collars  (working  towards  the 
back),  with  a  high-grade  i)attein  book  on  top  of  the 
case  prominently  shown.  On  the  left  hand,  dressy  .shoes 
and  footwear  novelties  are  displayed  in  a  htrge  case,  the 
shoe  department  being  directly  opposite. 

A  pair  of  well-placed  aisle  tables  supplement  the 
dress  goods  department  on  the  right  of  the  store,  and 
are  used  for  staples  and  for  bargains  on  special  days. 
The  shoe  section  en  the  left  hand  side  shows  sensible 
division  between  the  women's  part  toward  the  front  of 
the  store,  and  the  men's,  well  in  the  rear.  The  staircase 
lead  ng  up  to  the  ready-made  department  divides  them. 
WeIl-kno\\n  brands  of  shoes  are  carried,  and  the  window 
in  front  of  this  section  is  devote<l  entirely  to  shoe  di.s- 
play. 

The  entrance  to  men's  furnishings  is  on  the  other 
side  of  the  store,  half  way  down  the  staples,  and  the 
men's  goods  occupy  a  long  narrow  store,  quite  separate 
w-ith  street  entrance  and  window  of  its  own.  A  parti 
cularly  clever  display  method  takes  from  the  appearanc< 
of  length  while  not  materially  subtracting  from  tht 
breadth  of  the  place. 

Opposite  the  usual  counters  and  show-cases,  and 
naming  almost  the  full  length  of  the  partition  wall,  is 
a  shelf  about  four  or  five  feet  from  the  floor,  and  pro- 
jecting a  little  over  one  foot  from  the  wall.  Half  way 
down  the  lengtli  of  the  store  it  is  broken  by  a  flr.e.  large 
mirror. 

This  shelf  is  loaded  with  hats  and  has  handsome 
suitings  draped  over  blocks  at  intervals.  When  one  con- 
siders how  bare  the  wall  might  otherwise,  appear,  and 
how  regular  show-cases  would  block  the  aisle,  the  clever- 
ness of  this  device  is  api'arcnt. 


Interior   of   the    Field  &   Bio.   store.  Cohourcr.       A   particularly  iiood   effect   is  obtained   by   arranged    series    cl 
display  cases   in    the    centre   and   at   riuht  anixles   to  the  side    counters. 
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Ground  Floor  in  3  Sections 

Good    Results    From    Separating    Staples    and 
Men's   and   Women's  Readymades. 

Situated  on  a  principal  corner  in  the  centre  of  the 
town,  the  store  of  John  Wickctt  &  Son,  Port  Hope,  has 
a  gpood  arrangement  for  attracting  customers.  It  is 
divided  into  three  sections,  each  having  display  windows 
and  door  on  the  main  street.  The  corner  section  con- 
tains staple  goods  and  all  dress  accessories,  etc.  The 
middle  section,  opening  into  the  first  by  a  small  arch- 
way, has  the  ladies''  ready-to-wear  garments.  The  third 
part,  simiilarly  connected  with  the  second,  has  men's 
fumish'ngs.  It  is  found  that  the  man  customer  in  a 
town  of  this  sort  is  sometimes  chary  of  entering  a  store 
where  he  is  compelled  to  select  all  and  sundry  articles 
of  clothing  under  the  eye  of  the  eternal  teminine.  Th) 
above  arrangement   affords  great  facility  for  both    sexes 


confirms  the  popular  i)rejudice  as  to  want  of  variety  in 
any  one  line  at  home  as  compared  to  the  city,  and  gives 
the  impression  of  the  country  "general  store"  rather 
than  the  establishment  systemized  along  modern   lines. 


Making    a    Difficult     Sale 

"Staying    With"    the    Customer     Proved    Worth 

"While,    in    Spite    of    Odds  —  Tact   and 

Patience    Won    Out. 

A  typical  instance  of  how  the  customer  may  be  won 
over  by  the  right  kind  of  persistency  occurred  at  Dion's, 
Men's  Furnishing  Store,  Trenton. 

Saturdaj',  being  market  day,  draws  a  large  out-of- 
town  trade.  Farmers  flock  in,  and  receipts  go  up  for  the 
merchant.  These  people  form  a  clientele  well  worth 
while.    Thej'   pay   cash,    and   as   a    rule   are   not   specially 


East  aisle  in  store  o( 
A.  Brisiol  &  Son.  Pic- 
ton,  showing  particu- 
larly good  arrange- 
ment of   departments. 


for  trying-on  undistrubed,   and  'is  one   of   the   factors     of 
the  fine  success  of  this  store. 

Meeting  Mail  Order  Competition. 

Much  is  heard  of  mail-order  competition,  but  Mr. 
Wickctt,  the  sen'or  partner,  declares  this  largely  due  to 
lack  of  appreciation  of  the  town  merchant  as  to  what 
methods  should  be  used. 

"Let  the  smaller  mei'chant,"  said  he,  "paddle  his 
own  canoe,  ignoring  competition  but  trying  to  find  out 
what  his  customers  want,  and  giving  it  to  them.  He 
has  the  advantage  of  knowing  their  needs  better,  and  of 
being  able  to  study  local  conditions.  It  is  impossible 
for  him  to  have  the  variety  of  the  large  store,  but  noth- 
ing prevents  him  from  carrying  first-class,  practical 
goods  at  right  prices.  Advertising  freely  pays  well,  and 
so  also  does  the  keeping  of  the  windows  well  trimmed 
and  the  store  neat  and  clean."' 

By  studying  the  trade,  a  merchant  can  learn  to  take 
what  is  strong  from  each  manufacturer,  and  he  will  often 
find  great  demand  for  strictly  high-class  goods.  One 
point  to  be  observed  is  the  keeping  to  one  class  of  goods 
at  a  time  in  display  windows,   as  too  great  a    mixture 


difficult  to  serve.  The  case  in  point,  howe\er,  was  an 
exception. 

With  the  holiday  season  not  far  away,  the  shop  was 
unusually  crowded  when  a  burly  agriculturalist  made  his 
way  forward.  He  wanted  a  coon  coat,  wanted  it  good 
and  cheap  and  at  once.  He  was  taken  into  the  back  of 
the  store  where  they  are  keiit,  and  where  mirrors  and 
general  fitting  conveniences  are  to  be  found.  He  was 
shown  coat  after  coat,  hut  there  was  always  something 
wanting. 

He  explained  to  the  salesman  that  a  friend  had  told 
him  before  he  came  to  beware  of  ehe  dyed  coon  coat, 
that  the  stripes  were  put  in  in  this  way,  the  color 
running  and  fadiing  and  the  fur  rotting  and  dropping  off 
wherever  so  treated.  He  therefore  demanded  the  best 
quality  of  coat  for  his  money,  which  fell  just  five  dollars 
short  of  the  price. 

The  salesman  was  in  a  quandary.  If  he  gave  the  de- 
sired three-year  guarantee  on  an  inferior  coat,  and 
further  guaranteed  it  not  dyed,  he  might  be  called  upon 
to  replace  it.  He  did  not  feel  certain  that  he  could  take 
aifidavit  on  the  spot  that  even  the  best  had  not  been 
touched     up  a     little,     this    question  never  having    been 
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brought  up  before  by  a  customer.  What  ho  knew  was 
that  the  coats  were  by  an  excellent  maker  and  that  thoie 
had  never  been  any  comi)laints. 

Meantime,  other  customers  came  and  went,  and  the 
salesman  naturally  felt  the  greatest  uneasiness  lest  he 
be  losing  custom  while  busied  with  a  possible  failure. 
There  was  not  a  moment  when  he  could  not  have  Ix'cu 
waiting  on  someone  else.  His  fellow  clerks  thought  he 
was  going  to  lose  the  sale  and  several  times  "tipped  him 
the  wink"   to  drop  the  man  and  let  him  go. 

In  this  dilemma,  a  bright  idea  came  to  him.  He 
pulled  out  a  coat  hitherto  not  examined,  and  luckily  it 
fitted.  It  was  one  of  the  best  coats  in  the  house,  and 
the  salesman  took  the  bull  by  the  horns,  absolutely 
guaranteeing  that  the  color  would  not  run  nor  the  hair 
rot  out.  Then  he  discoursed  learnedly  on  its  points,  the 
farmer  being  totally  ignorant  of  anything  save  the 
warning  which  he  had  i-cceived.  The  question  of  ])rice 
was  finally  compromised,  the  salesman  reducing  it  by 
$2.  He  could  well  have  dioppcd  $5,  but  he  knew  that 
the  customer  would  have  doubted  his  good  faith  had  ho 
done  so,  and  so  stuck  out  for  the  difference.  At  1. •'■!() 
p.m.  the  man  walked  out  of  the  store  with  his  coat,  and 
the  .salesman  felt  that  he  had  never  done  a  better  after- 
noon's work  in  his  life.  It  had  been  touch  and  go,  but 
tact  and   patience  won   out. 


Superior  Class  of  Salespeople 

A  Merchant  Should   Use  Sui^cient  Liberality 

to   Attract    and    Retain   the    Better    Class 

of    Salespeople— A    Policy    that    Pays. 

The  personnel  of  the  stalf  of  a  store  is  always  an 
important  feature,  but  specially  so  in  towns  where 
everyone  knows  everyone  else,  at  least  by  sight.  It  is 
frequently  the  case  in  such  places  that  the  store  is  lated 
as  to  class  accordt'ng  to  the  general  tone  of  its  em- 
ployes,  and  people  trade  there  accordingly. 

Hence  it  ceases  to  be  an  ethical  and  becomes  a  very 
practical  proposition  to  secure  the  best  possible  service, 
not  infrequently  young  ladies  of  good  connection  take 
employment  as  clerks,  bringing  a  personal  clientele  with 
them. 

Barry  &  Co.,  Trenton,  believe  in  the  policy  of  re- 
tain'ng  an  efficient  clerk  as  long  as  possible.  They  are 
hard  to  get,  and  a  few  good  ones  are  better  than  a 
larger  number  of  ignoramuses.  An  employei',  in  the 
opinion  of  this  firm,  should  observe  the  manner  of  a 
clerk  when  first  engaged.  People  who  lose  pattience 
quickly  have  no  business  behind  the  counter.  They  may 
have  fine  abilities  in  other  res])ects,  but  are  not  fitted 
for  retailing.  They  should  be  got  rid  of  as  (|uickly  as 
possible. 

In  this  as  in  other  respects  Hariy  &  Co.  are  advo- 
cates of  methods  as  up-to-date  as  jiossiblc.  With  this 
idea  in  vitsw  they  arc  adding  to  their  store  a  feature 
which  ought  to  interest  retailers. 

The  Rest  Balcony- 
Half  way  u])  to  the  second  flooi-  and  in  the  rear  of 
the  store  a  good-sized  balcony  and  landing  is  jilacod. 
Hitherto  this  has  been  used  as  an  office,  with  a  wash- 
room opening  off  it,  under  the  stairs.  Quite  a  space  is 
left,  and  this  is  now  to  be  enlarged  to  make  a  rest 
I'oom  for  customers.  The  young  lady  at  the  desk  will 
have  an  eye  on  infants  left  here  while  busy  mothers  shop 
below.  A  table  well  sui)i)lied  with  periodicals  and  store 
literature,  and  comforta])le  chairs  will  be  the  chief  ad- 
ditions.    This  gallery     overlooks    the    whole    store,     thus 


giving  the  customer  a  chance  to  ob.scrve  while  she  rests. 
The  idea  is  certainly  an  admirable  and  thoroughly  up- 
to-date  one. 

Handsome  Window  Best  Ad. 

Green    Forms    Good    Background  —  Effects 

Should   Not   be    Too    Mixed—  The 

Use    of    the    Skylight. 

The  first  essential  of  the  well-dressed  window  is  the 
background.  Green  vclour  is  considered  much  the  best  by 
T.  C.  MacC'allum  i  Son,  of  Cobourg.  End  mirrors  add 
greatly  to  the  appearance  of  their  fine  windows,  and 
great  care  is  taken  in  the  keeping  of  everything  in  per- 
fect order.  Mas.sed  effects  are  avoided  as  quite  spoiling 
the  general  appearance  of  things,  careful  selection  and  ele- 
gant draping  of  a  few  handsome  lines  in  dress  goods  with 
gloves  and  acces.sories  to  match  being  preferred.  At  this 
time  of  year,  good  furs  shown  against  suitings  prove  at- 
tractive, and  furs  are  given  a  prominent  place  in  the 
store.  Sometimes  a  handsome  hat  close  around  $50  in 
jirice  will  form  the  centre  of  interest  with  a  couple  of 
full  size  models  fo  help  out,  and  rich  furs  of  popular 
style. 

This  house  makes  a  specialty  of  higii-class  lials,  quite 
up  to  the  minute  in  material  and  .shape.  Great  demand 
lor  dress  models  is  felt,  and  all  high  novelties,  such  as 
the  suit-case  hat,  the  renaissance  turban  and  the  Geor- 
gette, are  featured.  It  is  found  that  people  are  ready 
and  glad  to  pay  for  the  exclusive  style  ideas,  as  Cobourg 
has  a  particularly  well-to-do  population.  Mostly  trade 
comes  in  made-to-orders. 

Year  by  year,  concerns  which  have  found  insufficient 
demand  in  their  locality  for  the  cheaper  variety  of  holiday 
novelty,  and  which  do  not  care  to  stock  up  with  other 
lines  for  temporary  trade,  are  showing  certain  staple 
lines  prominently  in  their  place  as  special  seasons  ap- 
proach. 

Counters  nearest  the  door  are  given  over  to  gloves, 
fancy  neckwear,  ties  and  other  accessories.  Handkerchiefs 
play  a  large  part,  and  so  also  do  fancy  linens,  while 
hand  bags  are  another  leader  for  this  purpose.  Not  only 
does  this  plan  clear  out  staple  lines,  but  it  makes  trade 
more  brisk  in  every  department  and  attracts  custom. 
Aery  up-to-date  goods  were  seen  in  this  store  along  the 
above  lines,  competing  on  an  equal  basis,  in  point  of  qual- 
ity and  price,  with  large  city  stores. 

One  attractive  feature  of  this  store  was  a  skylight 
lust  where  it  did  most  good,  directly  above  the  dress 
goods.  Not  only  is  such  an  arrangement  like  a  guarantee 
of  good  faith  to  the  purchaser,  but  it  prevents  the  awk- 
ward carrying  of  goods  to  the  front  door,  with  the  cus- 
tomer dragging  after,  and  also  lends  to  display  hand- 
some fabrics  at  their  best. 


Owes    Much    to   Location 

Store    on    Corner     Avails    Itself    of     Both    Streets 
for   Display  Windows  and  Entrances 

A  particularly  well-placed  store  is  to  be  seen  in 
Trenton.  The  jnain  street  of  the  town  has  its  junetion 
with  a  side  street  up  which  a  great  deal  of  trafHc  from 
the  country  enmes  on  market  daw  and  special  occasions. 
This  erossing  is  not  far  from  the  heart  of  the  town,  and 
on  one  corner  is  situated  the  large  store  of  Bigelow  Bros. 

Full  advantage  is  taken  of  the  natural  features  of  the 
pl'ace.     The  store  has  windows  on  both  streets,  and  wlieiv 
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the  space  is  iio.t  fully  occupied  by  windows.,  a  large  sign     appearance  of  the  shop.     Especially  is  this  the  case  if  he 


appears  on  the  wall.  These  windows  project  from  the 
rest  of  the  store,  being  accessible  in  this  way  on  ihree 
sides.     They  are  frequently  changed  and  kept  well  filled. 

The  store  has  four  main  entrances.  One  on  ihe  side 
street  leaxls  into  the  men's  furnishing  department,  which 
is  kept  quite  separate  according  to  the  most  ajjproved 
metihod.  Another  opens  into  the  store  at  the  wash  goods 
department,  linens,  etc.  A  third  gives  on  the  staples  and 
diress  accessories,  being  located  on  the  corner.  The  fourth 
door  is  on  the  main  street,  flanked  by  windows,  and  opens 
into  the  dress  goods  and  fancy  articles  at  the  other  end. 

Owing  to  the  special  construction  of  the  windows,  the 
doors  are  set  in,  leaving  an  inviting  wide  portal. 

Inside  'the  store,  several  new  and  good  display  ideas 
are  in  operation.  Dress  trimmings  are  conveniently  near 
the  goods  themselves,  and  .Siamples  are  arranged  in  books 
so  as  to  prevent  the  desti"uetion  by  handling  of  t'his  sea- 
son's dainty  accessories. 

Between  tlie  corner  door  and  the  door  on  the  main 
street,  runs  the  dress  good:^  and  staples  counter,  and  be- 
hind this  counter  a  deep  shelving  holds  the  bolts  of  cloth. 
These  are  put  in  endwise,  and  the  cardb().a,rdl  labekii 
plainly  with  the  color,  kind  of  goods,  amount  and  price. 
This  is  a  met'hod  which,  wherever  employed,  saves  the 
salesman  considerable  trouble. 

Upstirs  in  the  housefurnisliing  departmeu't  curtains 
are  displayed  on  &  special  hanger,  samples  of  all  those  in 
stock  'being  readj'^hung,  and  easily  drawn  out  for  exam- 
ination, in  this  way  preventing  the  soiling  and  handling 
of  regular  stock  over  the  ordinary  display  horse. 

In  the  men's  department,  special  show  cases  and 
silent  salesmen  are  very  freely  used.  The  accessibility  of 
stock  is  found  to  be  a  great  factor  in  quick  sales,  and  for 
the  cheaper  class  of  goods,  large  tables  are  in  use. 


Former  Clerk,  Now    Owner 

First   Act   on    Coming    Into    Possession    Was 
to  Improve  Appearance  of  Store. 

Frequently     a    man     who     understands     Ihorougly     the 
business  end   of  his    trade    is    inclined     to    sa.ve    on    the 


has  had  long  apprenticeship  as  a  clerk  or  manager  and  is 
now  investing  bis  own  money  for  the  first  tim*.  Instead 
of  falling  into  the  amateur's  mistake  of  outlay  out  of 
proportion  to  his  capital,  he  grudges  the  nece^ssary 
expenditure  which  can  make  a  shop  of  very  average  size 
attractive. 

A  precisely  opposite  policy  has  been  found  successful 
in  Picton,  Ont.  D.  P.  Boles,  dry  goods,  recently  came 
into  the  business  of  his  former  employer,  the  firm  having 
been  fonnded  twenty-three  years  au'o.  One  of  the  first 
things  done  was  'to  enlai-ge  and  improve  the  windows, 
making  them  look  thoroughly  up-to-date.  Pbotographs 
show  the  greatest  possible  difference  in  appearance, 
though  no  enlargement  as  to  actual  size  has  taken  place. 
Old  customers  who  have  deait  with  the  firm  for  twenty 
years  past  are  pleased  with  its  appearance,  and  proud  to 
acknowledge  it  as  never  before.  Having  got  to  know  the 
tradte  during  his  clerkship,  D.  P.  Boles  can  buy  to  suit 
his  clientele  to  a  nicety.  Frequently  the  choice  of  the 
malcrials  is  passed  on  to  him  by  the  customer.  In  this 
rc.-p:'ct  he  has  an  able  assistant.  Shortly  after  he  ac- 
quired the  business  a  few  years  ago,  he  added  another 
valuable  asset  in  a  wife  wlu)  is  .a  thorough  business 
woman.  On  her  devolves  the  selection  of  goods  for 
women  wdio  are  unable  to  come  themselves,  and  this  she 
does  in  a  way  calculated  to  maintain  the  prestige  of  the 
house. 

A  great  difference  is  observable  between  a  town  like 
Pieton,  wbieh  is  chiefly  farming,  and  one  where  large 
manufactories  are  located.  In  the  former  sort  of  place 
people  have  money  to  spend  at  the  time  when  crops  are 
sold,  and  mid-winter  months  are  dull.  On  the  other  hand, 
manufacturing  towns  see  great  expenditure  every  Satur- 
day night,  Summer  and  Winter.  On  the  whole,  the  trade, 
while  often  less  profitable,  is  better  distributed.  Special 
attractions,  as  a  consequence,  are  not  so  absoiutelv  need- 
ful. 

In  spite  of  the  fact  of  the  above  firm  being  an  old- 
established  one  with  .a,  patronag-e  which  changes  but  little 
save  to  increase,  nearly  all  business  is  done  for  cash,  and 
here   and    all    tlu'onu-Ii    this  section   little   difficultv    is   felt 
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Floor  plan  Bigclow   Bros."  store,  Trenton,  showing   a   rather  unique   arrangement   of  entrances   and    display 
windows.    The   store   has   the   advantage   of   location  on   central    corner. 
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from  that  bugbear  of  so  many  dealers,  bad  debts. 

D.  P.  Boles  declares  that  he  owes  his  success  to  the 
principle  that  "self  done  is  W'e!l  done."  He  attends  to 
every  point  of  the  business  personally,  opens  his  shop, 
oversees  it,  sells  much  of  his  goods  and  thoroughly  directs 
his  help.  All  important  transactions  pass  under  his  own 
hand,  and  he  keeps  in  touch  with  outride  market  condi- 
tions to  the  fullest  extent  possible. 


Method  of  Clearing  Out  Stock 

Discrimination   in    Buying  Required  Where 

People  are  Fastidious  About  Marked 

Down    Goods. 

In  a  town  like  Picton,  in  the  heart  of  a  rieh  farming 
district,  the  merchant  must  carefully  gauge  the  taste  of 
his  clientele  in  his  buying.  Frequently  he  finds  .himself 
face  to  face  with  a  problem  which  is  peculiar  to  'this 
class  of  place,  and  to  it  alone.  He  'buys  carefully  as  he 
may,  but  of  course  som'C  goods  remain  unsold.  Now,  if 
he  marks  these  down  for  quick  clearance  before  stock- 
taking, as  all  will  agree  he  should  dO',  many  customers 
will  turn  away  from  them  because  they  are  "out-of-date" 
or  "too  chea,p. "     This  is  only  imagination  on  the  part  of 


possible  loss  covered  in  marking  down.  The  principle  is 
to  make  every  year  bear  its  own  losses  as  nearly  as 
possible. 

In  order  to  be  sure  that  values  are  right  and  to  carry 
a  comprehensive  stock,  G.  E.  Fraser's  Sons  send  a  mem- 
her  of  the  firm  to  New  York  quite  frequently  and  ke^-p 
closely  in  touch  with  Toronto  and  Montreal.  In  putting 
ou't  their  new  lines  early  in  the  season,  they  are  thus 
enabled  to  give  a  great  deal  of  news  value  in  thier  adver- 
tisements.    Later  on,  it  pays  better  to  feature  prices. 

The  firm  have  .an  extremely  attractive  and  up-to-date 
store.  A  specialty  is  made  of  artis'tic  window-trimming. 
At  Thanksgiving  time  a  window  of  sheaves  and  Autumn 
leaves,  prize  pumpkins  and  fruits,  as  a  background  for 
a  display  of  linens,  proved  a  strong  drawing  card. 


Good    Faith   in    Advertising 

No    Other    Plan    Leads    to    Anything    but 
Disappointment    and    Lost    Customers. 

"Advertising  is  the  thing,"  say  Fulford  Bros.,  of  Port 
Hope.,  "but  the  man  who  advertises  and  does  not  keep 
faith  with  his  ad.  might  as  well  throw  money  away. 
Exactitude    is    absolutely    essential.       Moreover,     pointed 


West  aisle,   store   of   A.    Bristol  &   Son.   Picton,   showintf   mens   furnishings.       Note  the  use  of  display  cases  on    either    side 


the  customer,  but  it  remains  true.  In  large  cities  such 
goods  as  the  above  fall  into  the  hands  of  so-called  popu- 
lar trade  and  are  gladly  snapped  up  by  it,  so  that  the 
merchant  can  unload  in  any  ease  if  he  is  willing  to  make 
the  price  right. 

But  in  certain  towns  he  cannot  unload  at  any  price, 
although  tire  line  of  good's  may  have  been  an  excellent 
seller  till  the  season  waned.  People,  in  short,  do  not 
wish  to  he  known  as  purchasing  cheap  stuff. 

G.  E.  Fraser's  Sons,  of  Picton,  meet  this  problem  by 
marking  goods  down  as  the  season  advances  and  clearing 
staple  lines  gradually  wherever  possible.  When  special 
sales  are  run,  they  are  advertised  in  the  newspaper  and 
by  billing  the  country  round  about. 

When  stock  is  taken  on  January  ITtli  and  following, 
all  staple  goods  are  marked  at   [ho  firm's  cost,  and  everv 


advertising  of  certain  goods,  plainlj'  described  at  a  defin- 
ite i>riee  has  been  found  to  pay.  News  value  is  also 
eagerly  accepted  hy  the  public,  and  all  merchants  in  this 
section  agree  to  this." 

This  store  has  one  price  for  everything,  and  does  all 
business  for  cash,  andl  cash  only.  There  is  no  doubt 
in  the  minds  of  the  owners  that  such  a  trade  can  be  con- 
ducted successfully  on  this  basis,  and  the  appearance  of 
the  store  confirms  their  contention,  as  trade  is  brisk.  On 
the  other  hand,  it  must  be  remembered  that  few  bad 
credit  accounts  are  found  in  Port  Hope  stores,  one  mer- 
chant experiencing  no  loss  for  yeare  in  this  way.  and 
another  having  trouble  only  from  floating  domestic  help, 
so  that  the  town  appears  well-to-do,  and  where  debts  are 
easily  collected,  ready  cji^h  is  also  found. 

The  farmer  is  a   welcome  customer  in  such  stores  as 
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the  above,  as  he  pays  ready  money.  Saturday,  in  conse- 
quence, is  a  brisk  time,  as  the  local  market  makes  of  it 
a  splendid  day  for  shopping. 

Th'B  lay-out  of  this  store  is  worth  some  description. 
Dress  accessories  and  fancy  goods,  notions  and  toi'et 
requisites  face  each  other  as  one  enters  the  sloie.  A 
famous  pattern  book  is  on  view  with  chair  handy,  and  a 
wide  range  of  patterns  is  kept.  Further  along  are  sti.ek- 
ings  on  'the  one  hand  and  staples  im  the  otliei'.  To  llic 
right  hand  side  and  near  t be  desk,  placed  well  to  the  back 
of  the  store,  an  areh  leads  into  a  long  narrow  section 
devoted  to  hats.  A  fine  feature  of  'this  section  was  its 
glassed-in  wall  wardrobes  containing  tbe  hats  and  amply 
displaj-ing  them,  and  its  good-sized  mirrors. 

On  t'he  second  floor  are  the  rea,dy-made  lUpiirinu'ut 
and  house-furnishings. 

Hints    About    Stock-Taking 

Make    Every   Year    Bear    Its   Own    Bur- 
dens,   Says    Experience. 

"October  and  November  are  buying  months  for 
Spring  trade,"  said  J.  F.  Clark  of  J-  F.  Clark  &  Son, 
Port  Hope,  "and  in  February  we  take  stock,  consequent- 
ly we  know  just  what  should  be  cleared  out  as  deter- 
iorating in  value,  and  before  stocktaking,  we  do  it  even 
at  apparent  loss.  We  never  take  stock  at  what  the 
goods  cost,  but  always  at  what  they  are  worth,  pre- 
ferring an  estimate  too  low  to  one  too  high.  If  goods 
have  depreciated  in  style,  their  "intrinsic"'  value  goes 
for  little.  Merchants  should  mark  things  down  to  selling 
value,  ignoring  the  cost.  Every  year  thus  hears  its  own 
burdens.  It  is  absurd,  for  instance,  to  take  hats  at  re- 
gular value  when  the  season  is  almost  dead.  This  I 
conceive  to  be  a  very  vital  point  in  merch-indizinc;. 

"If  you  start  the  New  Year  with  goods  listed  at 
what  you  can  get  for  them,  you  have  made  a  Kood  be- 
ginning. Very  useful  in  these  clearance  sales  is  the  daily 
paper  or  the  circular  advertisement.  Doubled  space  in 
the  daily  completely  cleared  out  (me  stock  of  summer 
goods,   and  more  than  paid." 

This  store  owes  some  of  its  up-to-dateness  to  the 
daily  boat  in  summer  passing  between  the  Canadian  and 
American  sides.  New  York  styles  are  in  demand,  and 
the  clothes  of  American  vi.sitors  are  an  object  lesson  to 
the  townspeople  which  they  are  not  slow  to  take.  On 
the  other  hand,  the  Americans  have  considerable  confi- 
dence in  the  (juality  of  Canadi;;n  goods  and  buy  \cry 
freely.     Linens  are  in  especial  demand. 

This  time  of  the  year  brings  seasonable  demand  for 
furs,  and  mink  marmots,  Alaska  sables  and  Persian 
lamb  sets  are  great  favorites.  Chief  demand  in  ladies' 
fur-lined  or  trimmed  coats  is  for  numbers  priced  from 
$50  up.  The  fur-lined,  rather  than  the  all-fur,  is  a  big 
seller.  Many  furs  are  now  displayed  from  time  to  time 
in  the  windows  and  space  is  cleared  for  them  promin- 
ently in  the  front  of  the  store. 


The  Sales  Person  S.hould  Kwon 

"How  can  you  expect  a  clerk  to  sell  an  article,  the 
use  of  which  she  does  not  understand?"  was  the  question 
propounded  by  the  manufacturer  of  a  novelty  sold  at 
the  notion  counter  in  ninety-nine  out  of  a  hundred  dry 
goods  stores. 

Then  he  told  this  story:  He  was  in  a  big  dry  goods 
store  in  Montreal,  and  went   (o  the  department  in  which 


the  article  he  makes,  is  sold.  Picking  up  one  of  his  own 
manufacture  he  asked  the  girl  who  was  behind  the 
counter:  "What  are  these  things  for?" 

"I  don't  know,  sir,"  was  the  reply. 

"You  don't  know  how  they  are  used?" 

"No,  sir,  but  I  think  I  can  find  out." 

"Do  you  sell  many  of  them?" 

"No,  not  many." 

"Well,  I'd  like  to  buy  a  set.  if  I  knew  what  they 
were  for." 

"Very  well,  I'll  go  and  inquire." 

Then  the  amazed  manufacturer  said: — "Do  you  mean 
to  tell  me  that  you  are  a  regular  clerk  in  this  department, 
and  that  you  don't  know  what  this  article  is,  or  what  it's 
used  for?" 

The  girl  admitted  it,  and  said  no  one  had  ever  told 
her. 

The    article   was   a    collar   supporter. 

The  manufacturer  very  properly  inquired  from  the 
head  of  that  department  how  he  expected  his  clerks  to 
sell  goods  they  knew  so  little  about. 

This  is  hardly  a  typical  case.  Yet,  the  fact  that  such 
a  condition  could  possibly  exist  in  any  store,  indicates 
that  there  is  necessity  for  more  careful  training  of  retail 
clerks.  A  salesman  or  saleswoman  should  never  be  turned 
loose  in  a  department  to  attempt  to  sell  goods  until  he 
or  she  had  given  some  indication  of  a  knowledge  of  the 
goods  in  that   department. 


Getting  Close  to  the  People. 

Permanent  representation  in  the  homes  of  the  people 
of  their  district  is  the  object  of  Corbett's  Departmental 
Store,  Brownsville,  Ont.,  in  issuing  a  well  illustrated 
catalogue,  9x12  inches,  containing  29  pages  of  well  illus- 
trated matter,  descriptive  of  goods  and  values.  The 
catalogue  is  twice  as  large  as  one  issued  for  the  Christ- 
mas season,  1909,  and  is  twice  as  well  arrrnjed.  Such 
a  catalogue  should  constitute  a  solution  or  supplementary 
medium  in  the  absence  of  any  regular  and  efficient  means 
of  circulating  merchandising  information,  and  the  in- 
crease in  its  size  is  the  best  proof  of  excellent  results. 


The  fact  that  the  mail  order  business  from  West- 
moreland County,  N.B.,  was  larger  during  the  past 
season  than  ever  before  is  attributed  to  the  very  poor 
local  postal  service.  It  is  pointed  out  that  the  hun- 
dreds of  prosperous  people  along  the  line  of  railway  who 
are  compelled  to  go  outside  their  immediate  home  com- 
munity to  get  the  articles  they  desire,  can  send  to 
Montreal  and  receive  their  goods  in  less  time  than  they 
can  have  letters  delivered  and  receive  goods  from  Monc- 
ion.  the  leason  given  being  that  the  post  office  persists  in 
holding  up  the  mail  all  day  in  Moncton  that  should  be 
sent  out  on  the  morniing  trains,  as  it  is  in  all  other 
towns  and  cities.  This  is  a  condition  of  affairs  which 
should  bring  a  most  vigorous  protest  from  merchants. 
The  longer  it  is  allowed  to  stand  the  more  difficult  will 
it  to  be  to  interest  the  people  in  advantages  of  home 
shopping. 

The  Canada  Card  &  Weaving  Co.,  Limited,  Toronto, 
have  been  incorporated  with  $40,000  capital,  to  take 
over  The  Canada  Card  &  Tassel  Co.,  and  carry  on  busi- 
ness as  spinners,  weavers,  etc.  The  incorporators  are  E. 
G.  Long,  A.  Mearns,  and  F.  L.  Whatley. 


Enlarged  Austin  Store  is  Now  Twelve  Times  Former  Size 

Main  Floor  Space  in  Chatham  Estabhshment  Increased  to  25,000  Square 
Feet  —  New  Addition  105  by  20  Feet  —  Salesman  Cases  Instead  of  Display 
Tables  —  How    the    Insurance    Rating    was   Improved  —  Growth  of    15  Years 


THK  formal  opening-  of  the  recent  large  addition 
to  the  Charles  Austin  Comjjany's  dry  goods 
store,  Chatham,  took  place  recently.  In  .March 
last  the  Austin  firm  was  ccn.-erted  into  a  joint 
stuck  company,  Geo.  A.  Gray  and  Robert  Killip,  two  of 
the  oldest  employes,  joining  with  Mr.  Austin,  head  of 
the  old  firm,  to  constitute  the  new  company.  The  latter 
purchased  the  store  immediately  adjoining  the  building 
then  occupied,  and  since  then  the  two  stores  have  bren 
thrown  into  one. 

The  new  addition  is  105  x  20  feet,  and  brings  tliu 
floor  space  occupied  by  the  company  up  to  25,000  square 
feet.  The  o!d  portion  of  the  store  has  been  remodelled 
to  match  the  addition,  the  floors  throughout  being  hard- 
wood, while  metallic  ceilings  have  been  put  in.  The  ad- 
dition gives  the  store  two  extra  display  window.^.  Out 
side,  the  windows  are  constructed  of  copper,  with  patent 
ventilating  de\ice  keeping  the  windows  clear  in  any 
weather  ;  while  the  inside  fnishings  are  of  bird'^  eye 
maple   polished    and    varnished    in    the   natural    wood.    Sil- 


The  two  portions  of  the  store  are  connecttnl  by  means 
of  two  large  archways  on  the  ground  floor  and  one  on 
each  of  the  upper  floors.  Fire  proof  doors  are  used, 
these  being  cciuippcd  with  a  metallic  fuse  which  melts  at 
a  certain  temperature,  permitting  the  doors  to  automa- 
tically slide  shut.  With  these  added  precautions  against 
fire,  the  store,  with  its  increased  floor  space,  was  able 
to  secure  a  better  insurance  rate  than  before. 

A  modern  cash  carrier  system  is  being  installed,  and 
the  office  much  enlarged. 

Eight  Distinct  Departments. 

Fifteen  years  ago  Mr.  Austin  started  business  in 
Chatham,  with  l,f)00  s(|uare  feet  of  floor  space,  and  eight 
<:mployes.  Since  he  first  moved  into  the  present  prem- 
ises, 12  years  ago,  the  store  has  reached  out  till  now 
it  occupies  twelve  times  the  floor  space  it  did  at  first. 
The  store  eanploys  76  people  on  its  permanent  staff,  a'ld 
is  divided  into  eight  distinct  departments,  each  having 
its    own    buyer,    m;inagei-    and    sales    people.     In    the    new 
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Main    lloor    plan    enlarged    store    Charles    Austin   Co..    Chatham.      The    new    addition    is    20  x  10.=>   feel,    it    is  connected    with 
former   store   by   two  archways,   and    has   practically   doubled   the   front   window   space.      Note   the   furnished     rooms 

as   means  of   demonstration   in   furniture   department. 


ent  salesmen  are  now  used  throughout   the  store,   leplat; 
ing  the  old  display  tables  in  the  older  portion. 

The  new  addition  is  lighted  by  prisms  in  the  da\ 
time  and  by  the  Tungsten  electric  system  at  night.  On 
one  side  of  the  addition  downstairs  is  the  staples  de|)art- 
ment  and  on  the  other  the  dress  goods.  The  front  part 
of  the  addition  on  the  second  floor  is  gi\en  up  to  the 
(hina  de|)artment,  formerly  located  on  the  third  floor  ; 
while  ready-to-wear  goods  are  shown  at  tlie  lear.  Tlu- 
fi'ont  groimd-floor  section  of  the  old  store  is  now  giv(-n 
entirely  to  the  smallwarcs  department. 


company  Kobert  Killip,  for  many  years  cashier,  is  sec- 
retary-treasurer of  the  company  ;  Cieo.  A.  (iray.  manager 
of  the  dress  goods  department,  is  vice-president  :  while 
("has.   Austin   is  i)resident   and  general   manager. 

Coincident  with  the  opening  of  the  new  addition  was 
held  the  Fall  millinery  opening,  a  musical  i)rogram  being 
given  in  the  evening-  Later,  a  banquet  was  given  the 
employes  and  their  friends,  to  the  number  of  !)0.  the 
tables  being  spread  on  third  floor  of  the  new  addition,  the 
supper  being  followed  by  a  formal  toast  list  in  which 
the  various  dei)artment  heads  participated. 
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Old    section    Austin    store    [24  x  105    feet).     Cut    shows  office    at    rear  and    entrance    to    clothing    department. 


Interesting  Features  in  Winding  Up  the   Year's   Business 

Stock-taking  Time  —  Closing  Up  the  Year's  Books  —  Partnership  and  Joint 
Stock  Companies  —  Are  There  .  Merchants  Who  Never  Draw  Any  Definite 
Line  Between    Seasons    or    Periods? 

By  Howard  R.  Wellington. 


IT   is  difficult  to  conceive  of  a  merchant  in  these  mo- 
dern   days    carrying     on    a    business   without    taking 
stock  and  closing  his  books  at  least  once  a  year,  and 
yet  there  are  a  large  number  of  dealers  who  go  on 
from  year  to  year  without  drawing  any  definite  line  be- 
tween seasons     or  periods  with   the   idea  of   ascertaining 
their  actual  position. 

Such  a  merchant  is  guided  largely  by  his  bank  account, 
and  the  ability  to  meet  his  paper  when  due,  but  overlooks 
the  fact  that  at  certain  seasons  his  stocks  are  heavy  and 
at  other  seasons  very  little  stock  is  carried,  and  that 
such  conditions  must  be  taken  into  consideration  when  as- 
certaining his  gain  or  loss. 

A  Manufacturing  Busineti. 

In  a  manufacturing  business  a  distinct  division  is  made 
between  the  factory  and  warehouse  or  selling  end.  Each 
branch  or  department  is  kept  entirely  separate,  the  ware- 
house repurchasing  department  buying  from  the  factory  at 
a  certain  estimated  cost. 

Localize  Your  Profits  or  Losses. 

In  this  way  it  can  be  readily  ascertained  whether  this 
department  of  the  business  is  paying  or  not.  If  the  fac- 
tory shows  a  loss,  it  is  found  necessary  for  the  ware- 
house or  purchasing  department  to  allow  the  factory  bet- 
ter cost  prices,  and  consequently  selling  prices  must  be 
increased,  or  possibly  factory  expenses  can  be  reduced  so 
as  to  make  up  for  the  loss. 

If,  on  the  other  hand,  the  factory  shows  a  gain,  cost 
prices  may  be  reduced,  and  similarly,  selling  prices  come 
down,  and  probably  a  larger  business  may  be  done  on  ac- 
count of  the  lowered  prices. 

Why  Should  it  Not  Appeal  to  Merchants  ? 

Now,  if  this  applies  to  a  manufacturing  business  and 
is  so  important,  why  should  it  not  appeal  to  the  up-to- 
date  merchant  who  desires  to  know,  first,  wliat  his  net 
profits  are,  and  second,  what  each  department  shows,— 
whether  a  gain  or  loss. 

A  simple,  yet  effective  method  is  to  departnientize  the 
business.  If  the  store  is  too  small,  divide  your  goods  in- 
to a  number  of  sections,  such  as  ready-to-wear,  dress  goods 
boots  and  shoes,  etc.,  and  separate  as  much  as  possible  in 
the  store  arrangement,  marking  each  article  wlien  entering 
the  selling  price,  the  department  letter  as  well. 

An  Illustration- 
Apportion  your  expense,  such  as  space  occupied,  sal- 
aries, light  and  heat,  etc.,  over  the  area  of  store  occupied, 
and  when  taking  stock,  list  the  various  articles  according 
to  department  letter.  We  then  have  a  trading  account  as 
follows  : — 

Dept.  A 

Stock,  IDO!!  K.  ,5,000 

Purchases  since  2.^,0(10 

Proportion  of  Expense  ."^,000 

Proportion  of  Salaries  2,000 

Sales 3;:-iO,000 

Stock  1910  n,ooo 

Profit  Dept.  A  4,000 


One  or  two  departments  may  show  a  loss,  but  in  such 
a  case  it  must  be  taken  into  consideration  as  to  whether 
this  department  is  essential  or  not,  and  if  it  is  essential, 
it  must  be  remembered  that  such  department  has  borne 
its  proportion  of  the  general  charges,  and  has  in  this  way 
helped  the  other  departments  to  this  extent.  Closing  a 
set  of  books  for  a  partnership  and  for  a  joint  stock  com- 
pany, amount  to  about  the  same,  so  far  as  the  prelimin- 
aries are  concerned.  The  essential  difference  is  in  the 
treatment  of  the  profit  and  loss  account. 

Partnership  Profits. 

In  a  partnership,  the  profits  would  be  divided  .svyme- 
what  as  follows  : — 

"A"   Partner  Capital  Account   .$1.3,450 

Transferred  from   Profit    and   Loss    Ac...     1,500 

;  10,950 

.$19,000 

$18,000 


"B"   Partner   Capital   Account   17,500 

Transferred  from  Profit  and  Loss  Ac 1,.500 


"C"   Partner   Capital   Account   18,500 

Transferred  from  Profit  and  Loss  Ac 1,500 


Total   Net  Worth 


$53,950 


Joint  Stock  Company  Profits. 

In  a  joint  stcck  company,  salaries  would  be  paid  the 
officers,  such  as  president,  secretary,  etc.,  in  somewhat 
the  same  way  as  the  partners  would  draw  a  weekly  al- 
lowance aside  from  their  net  profits  at  the  end  of  the 
period. 

The  profit  and  loss  account  of  a  joint  stock  company 
would  show  as  follows  : — 


By  net  profits  from  trading  account  

To  dividends  at  6  per  cent $  3,000 

To  reserve  account  1,000 

To  reserve  for  contingencies  500 


$  4. .300 


$4,500        $4,-300 


$39,000        $39,000 


By  maintaining  the  equipment  and  plant  account  at  its 
original  purchase  value  and  creating  a  contingency  reserve 
for  a  number  of  years,  there  will  be  sufficient  at  the 
credit  of  this  account  to  purchase  a  new  plant. 


J.  N.  Harvey,  formerly  of  St.  .lohn,  X.B..  has  taken 
over  the  business  of  Johnson.  Kei'foot  &  Co.,  Vancou- 
ver, B.C. 

Mrs.  Harriet  Hadcock,  who  opened  the  first  millinery 
store  in  Chicago,  died  recently,  aged  9-3.  When  she  first 
went  to  that  city  in  1830  she  raised  vegetables  on  land 
where  the  city  hall  now  stands. 

The  Fashion  Dress  and  Waist  Cumpan> ,  manufac- 
turers of  women's  clothing  and  weaving  apparel  of  all 
kinds,  have  been  incori)orated  with  $45,000  capital. 
Their  head  office  is  in  IMontrcal  and  the  incorporators 
are  W.   E.  Boucher,  H.   Kicffer.   11.   mh!   T     l.anmntagne. 


Giving  an  Actual  Advertising  Value  to  the  Store  Entrance 

Interior  Space  in  Front  of  the  Door  May  Easily  be  Converted  Into  an 
Effective  Display  Window  Instead  of  Being  Black,  Blank  and  Uninviting  — 
Good  Plan  Adopted  by  Peterborough  Store. 


HOW  many  merchants  make  the  best  use  of  their 
store  entrances  for  advertising'  purposes  1 
Does  somebody  nise  to  reply  that  while  he 
does  not  step  out  of  the  way  to  develop  door 
possibilities,  he  does  think  that  a  few  people  step  into 
the  entrance  every  nig-ht  to  catch  a  glimpse  of  goods  on 
the  nearest  counters  ?  Is  there  another  who  remarks 
that  he  covers  his  counters  with  cheese  cloth  every 
night  and  that  blinds  are  pulled  over  the  windows  to  a 
height  that  will  only  allow  the  nightwatchman  to  see 
that  the  place  is  free  from  burglars  f  Yes,  there  maj' 
be  a  man  who  will  say  that  to  bum  gas  in  the  stoie 
after  the  salespeoi)le  are  gone  is  extravagance,  and  there 
may  be  some  who  have  no  faith  in   the  advertising  value 


inside  immediately  opposite  the  entrance  so  that  passers- 
by  could  size  up  the  full  range  of  patterns,  adopted  a 
plan  which  helped  wonderfully  in  his  special  sale  that 
week.  In  the  same  way  the  man  who  faked  up  a  figure 
of  Santa  Claus,  and  posed  him  in  the  act  of  trimming  a 
tree,  directly  in  front  of  the  entrance,  had  a  swarm  of 
worried  children  in  to  see  him  next  day.  Still  another 
merchant,  on  a  night  preceding  Easter,  directed  much 
attention  by  using  a  display  of  seasonable  goods  and  a 
profusion  of  lilies  inside  the  entrance  of  his  store,  to 
supplement  the  windows.  It  didn't  take  the  trimmer 
Ion?  to  do  this  and  the  lights  were  turned  off  after  11 
o'clock.  Still  another  man  borrowed  a  lot  of  pumpkins, 
l)ilod  them  in  the  form  of  a  pyramid,   surmounted  it  with 


It  does  not  take  the  trimmer  many 
minutes  to  prepare  these  door  trims. 
Everything  is  in  readiness  before 
the  store  closes.  Good  light  is  neces- 
sary in  effective  display. 


Wall  paper  and  ready-to-wear  gar- 
ment display  placed  inside  the  en- 
trance of  the  A  W^.  Ciessman 
store.  PeterboiouEh,  after  closing 
at   night. 


of  their  windows  after  dark  and  save  so  much  on  their 
gas  bill  by  economizing  in  advertising  effort. 
Where  it  Has  Pali. 
As  is  the  case  with  everything  there  are  different 
viewpoints  in  regard  to  this  window  and  door  proposi- 
tion. The  country  merchant  who  on  opening  a  case  of 
prints  shortly  before  the  store  closed  and  piled  the  goods 


a  painting  of  the  traditional  meat  bird,  and  used  that 
as  a  background  for  a  Thanksgiving  display.  The 
trimmer  had  it  all  planned  before  hand,  and  ten  minutes 
after  the  store  closed  the  display  was  in  place.  Another 
merchant  conceived  the  idea  of  filling  a  table  with  at- 
tractive lines  and  this  he  placed  inside  the  door  under 
a  good  light  every  night.    It  generally  sold  the  goods, 
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Where  the  stores  are  closied  for  the  evening,  mer- 
chants can  certainly  give  their  doors  a  display  value. 
Some  little  .scheme  can  generally  be  introduced  which 
could  not  be  used  in  the  windows  and  the  people  can  be 
educated  to  look  for  it. 

Displays  Every  Evening. 

This  has  been  the  experience  of  A.  W.  Cressman, 
Peterborough,  and  cuts  are  here  gwven  of  two  intciior 
exhibits.  The  space  immediately  in  front  of  the  two 
main  entrances  are  allotted  each  evoning  to  an  exhibit  df 
the  nattiest  goods  in  the  store.  At  15  minutes  of  six 
ca"h  day,  the  trimmer's  assistant  has  everything  in 
readiness,  consisting  of  reds  suspended  fiom  the  ceiling 
(these  rods  have  hooks  at  both  ends  and  arc  hung  Irom 
ceilng  hooks)  five  curtains  of  green  velour  fastened  on 
rings  and  running  on  rods  about  six  feet  long,  also  a 
dark  two-tone  green  Wilton  rug  made  the  exact  size  of 
the   onclo^ure. 

All  Done  in  Fifteen  Minutes. 

It  takes  (jnly  a  few  minutes  to  hang  the  curtains  on 
the  rods,  two  on  each  side  and  one  at  the  end,  and  the 
carpet  is  laid  easily  and  quickly  being  rolled  on  a  pole 
fastened  to  the  far  end.  When  the  interior  is  finished  it 
is  entirely  closed  in  by  rich  velour  curtains  Mix  feet  high, 
and  with  a  beautiful  carpet  gives  a  rich  effect. 

Then  the  goods,  whatever  they  may  be,  are  displayed 
easily  and  simply,  and  lighted  by  the  regular  store  sys- 
tem, one  of  the  large  lamps  being  immediately  over  each 
exhibit.  The  store  doors  are  locked  at  o.45,  and  the 
trimmer  has  his  work  done  by  6  o'clock. 

The  idea  is  to  show  goods  which  for  want  of  window 
space  could  not  be  shown.  The  effect  after  night  is  very 
fin©  and  many  people  step  into  the  doorway  to  view  the 
display. 

Direct  Advertising. 

Naturally  there  are  those  who  may  be  tnclined  to 
criticize  these  displays  because  of  the  obstruction  to  a 
full  view  of  the  store.  One  critic  insisted  that  the 
Cressman  store  lost  advertising  on  this  account.  'I'he 
answer  was,  How  often  do  you  step  into  this  doorway, 
when  not  specially  decorated,  of  an  evening  and  view  the 
displays  on  the  counters,  and  remember  what  you  saw 
any  more  than  the  general  aspect  'i  The  eritiic  admitted 
the  point  of  the  argument.  The  contention  of  the  trim- 
mer and  ad.  man  of  the  Cressman  store  is  that  direct 
advertisiog  is  more  effective  than  general.  A  fresh  change 
every  night — with  new  seasonable  goods  is  bound  to 
attract  and  bring  direct  reisults.  This  is  a  case  where 
it  has  been  proved  beyond  a  doubt. 

The  interiors  of  the  great  majority  of  store  entrances 
which  are  now  black,  blank  and  uninviting  could  be 
given  a  direct  advertising  value. 


Tried    Something     Different 

This  Store  Quit    Fighting    Competitor    with 

Their    Own    Weapons,    but    Won  Out 

in    Another    Way. 

After  lighting  their  comjjetitoi's  with  their  own 
weaiion  of  expensive  advertising,  a  store  with  only  22\ 
feet  frontage,  but  125,000  sq.  feet  of  floor  space  in  a 
city  of  considerable  size  decided  to  do  something  d'iffcr- 
ent,  states  The  T^ace  and  Kmbroidery  Koview.  They  cut 
their  advertising  appropriation  down  fully  $10,000  j,, 
12  months,  ran  only  a  casual  quarter  inige  announcemmt , 


with   a  full  page  space   at   rare   intervals.      They   figured 
that  they  had  been  throwing  away  profits  in  advertising. 

Their  competitors  thought  they  had  White  &  Co.  on 
the  run,  but  the  little  business  thrived  and  after  a  while 
acquiied  property  which  gave  them  a  frontage  larger  by 
200  per  cent.  With  no  advcitising  or  show  windows  to 
speak  of  this  i)rosperity  was  a  puzzle.  The  store 
hummed    with   activit}'. 

White  &  Co.  had  seen  that  their  competitois  had  to 
advertise  to  bring  customers  down  town  and  that  Mrs. 
ShopiJcr  seldom  contents  herself  with  merely  visiting  the 
store  whose  advt.  brought  her  out.  Some  women  enjoy 
s-hopp'ng  quite  as  fully  as  they  do  the  matinee.  White 
&  Co.  knew  that  they  would  get  their  share,  but  were 
not  content  to  remain  the  negative  pole  in  the  local 
circuit  of  trade.  Their  idea  was  to  increase  profits  by 
both  reducing  opeiating  expenses  and  increasing  turnover, 
it  was  a  daublo-barrel  gun. 

A  pet  idea  was  to  feature  occasionally  unique  "Sur- 
l)rise  Events."  One  day  it  would  be  a  series  of  "Hour 
Sales,"  specials  offered  in  diffeicnt  dei'artments  at  mark- 
ed reductions  'n  price  during  a  restricted  period,  say,  from 
tw'elve  to  one  or  from  four  to  five,  hours  when  the  busi- 
ness tide  is  nominally  at  ebb.  .\nother  rime  it  would  be 
an  "Employes'  Profit  Sharin?  Sale,"  in  which  each  clerk 
received  a  certain  per  cent,  for  his  or  her  sales  for  the 
day  or  week.  Now  and  thtn.  a  "Dollar  Day"  was  run 
off,  every  department  displaying  merchandise  for  $1 
salable  regularly  at  .some  slight  margin  above  that 
mark. 

White  &  Co.'s  competitors  knew  nothing  of  these 
"Surprise  Events."  That  was  their  unique  feature.  They 
were  never  advertised.  They  came  always  as  surprises. 
On  the  day  of  the  event  itself  large  placards  hung  in 
conspicuous  places  within  the  stoie  contained  adequate 
announcement  of  the  scope  of  the  sale,  while  the  store 
itself  was  got  in  readiness  by  a  thorough  system  of  har- 
mon'ous  interior  decoration  which  had  the  virtue  of  con- 
vincing shoppers  that  the  event  was  no  ordinary  one. 
That  was  White  &  Co.'s  one  weakness.  They 
liad  little  use  for  the  formal  opening,  for  music 
flowers,  souvenirs,  fol-de-rols,  but  they  believed  strongly 
in  effective  stage  settings  for  special  sale  events.  Cur- 
tailed advertising  expenses  allowed  them  considerable 
leeway  in  this  respect.  Soon  tiie  store  became  the  Mecca 
of  the  variety-hungry  shopper. 

While  cut  prices  constituted  possibly  the  strongest 
draw'ng  card  of  the  business,  good  sense  was  never  sac- 
rificed to  sensationalism.  From  time  to  time  the  adver- 
tising man  wrote  up  in  booklet  form  for  distribution 
among  the  custo'mers  the  interesting  story  of  production 
and  over-production  and  over-buying.  Explaining  that 
in  a  stock  of  dress  fabrics,  for  instance,  where  the  num- 
ber of  individual  patterns  runs  up  into  the  thou.'*ands. 
some  i)atterns  fail  to  "take,"  it  was  a  simple  matter  to 
show  the  necessity  of  a  departure  from  the  regular  price. 
Often  they  bought  large  quantities  of  merchandise — 8,000 
yards  of  silk,  2,000  corsets,  or  5,000  men's  straw  hats— 
for  quick  turnover  at  far  below  market  prices.  This  all 
made  good  material  for  heart-to-heart-booklet  talks  with 
the  customer.  The  idea  appealed.  It  was  another  new- 
feature,  th'is  method  of  taking  the  public  into  his  confi- 
dence in  this  way.  The  public  had  encountered  similar 
"talks"  in  the  sale  announcements  of  other  stores,  but 
White  &  Co.'s  way  was  diffeient.  Whito  &  Co.'s  plan 
worked  successfully  because  it  was  fundamentally  right. 
Depending  for  their  ultnmate  profits  on  <|uick  and  fre- 
(luent  turnovers,  they  reduced  the  cost  of  distribution  to 
the  minimum  and  were  able  to  undersell  their  competi- 
tors. 


Arrange  the  Store  to  Promote  Best  Selling  Power  of  Stocks 

Practical  Pointers  That  Were  Evolved  by  Two  Merchants  Whose  Aim 
Was  to  Get  Their  Profits  Out  of  the  Business  in  Cash  and  Not  to  Put 
Them    Into    Merchandise  —  How  Displays   Encouraged    Sales. 

By   Otto   Buehrmann   in    System. 


WHEN  my  partner  and  1  euiba.rked'  in  business, 
we  bad  for  our  "bobby,"  if  such  it  mig'ht  be 
called,  the  most  effective  arrangement  of  our 
store  for  building  up  a  profitable  retail  trade. 

Uneonsciously  as  a  clerk  I  had  stiulied  the  psychology 
of  store  arrang-ement  aad  I  fell  tbat  I  exaggerated  in  no 
way  its  effect  on  customers.  I  had  seen  other  stores  that 
I  believed  ought  to  succeed  lose  trade  and  finally  fail. 
And  I  reas(nied  that  one  trouble  was  that  the  stock  did 
not  attract  the  trade.  It  was  not  "played  up"  the  way 
it  ought  to  1)6  to  keep  it  innviiig  swiftly  oft'  the  shelves, 
so  mji  pa.rtner  and  I  both  decided  that  the  arrangement  of 
our  store  should  'be  one  of  our  most  effective  silent  sales- 
men. 

Agreed  on  the  vital  points  ul'  the  business,  we  secured 
a  store  building  which  we  considered  one  tjf  the  'best 
stands  in  a  city  of  11,000 — a  south-east  corner  with  a  row 
of  dead  lights  on  the  north  side.  The  rent  was  |l,8i(M>  per 
year. 

The  store  had  a  west  front  of  si.\ty-six  feet,  a  deptii 
of  120  feel,  with  ceilings  fourteen  feet  high.  The  second 
sforv  was  disided  into  offices  reached  bv  an  outside  iron 


most  seriously  on  the  goods,  quality  and  ^tyle;  it  should 
alwajis  be  well  stocked,  but  not  a  warehouse.  Goods  well 
displayed  will  sell  themselves  at  the  right  prices. 

My  partner  ran  across  the  idea  which  the  Bon  Marche 
in  Paris  employed  in  arranging  the  store;  to  make  a 
tempting,  display  of  the  merchandise  which  broug'ht  the 
greatest  profit,  and  to  force  the  customers  to  visit  the 
out-of-the-way  and  remote  corners  for  linings,  threads 
and  similar  staple  lines. 

This  idea  has  developed  the  bargain  'basement  in  some 
stores.  And  it  is  a  singular  fa.ct  that  people  can  be  in- 
duced to  go  down  stairs,  but  walk  up-stairs,  never,  as  our 
experience  taught  us.  In  fact,  oiu-  experiences  in  the 
arrangement  of  the  store  taught  us  so  many  schemes  for 
effecting  sa.les  t'hat  I  may  tabulate  them  speeifieallj"  as 
follows: 

Scheme  I.  :    Salesmen  at  the  Doors  to  Direct  Visitors 

The  first  important  feature  of  our  arrangement  was  to 
place  one  entrance  at  the  front  and  one  doorwa.y  at  the 
rear.  At  the  front  cirtrance  we  made  it  a  point  to  sta- 
liiiii    a   genial    intelligent    salesman    to    welcome    the    trade. 
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Floor   plan    of  store.     Locations    of    various    departments  are    dependent    upon    the    volume    oi     sales     of 

the   articles   displayed,   the   lighting,  the   seasonableness    of    the   goods  and  the   sequence   of 

demand,  and  are  varied  to  meet  the   shifting   requirements  of   the  trade. 


stairway.  Two  of  these  offices  we  rented  for  $240  a  year; 
the  balance  of  the  space  we  utilized,  for  storage  at  firsl. 
and  later  for  the  ladies'  ready-to-wear  garments  and 
carpet  departments. 

Instead  of  placing  stock  where  it  seemed  most  con- 
venient, we  planned  ahead  and  allotted  the  space  to  the 
various  departments  in  such  a  way  that  we  would  get  the 
most  out  of  it  for  display  and  sale  purposes  according  to 
tried-out  experience  in  the  selling  of  goods.  We  knew 
the  efficiency  of  the  "silent  salesman" — good  display  and 
price  tickets — and  decided  to  have  the  aisles  broad  and 
the  entire  store  lig^'ht  and  airy.     A  crowded  store  reflects 


and.  as  much  as  possible,  one  or  the  other  of  us  tried  to 
be  on  hand  personally  to  extend  the  welcome  of  host. 
This  scheme  made  the  customer  feel  at  home  as  soon  as 
he  crossed  'the  threshold  a,nd  enabled  us  to  see  that  each 
visitor  was  pleased  before  he  left  the  store.  The  rear 
door  was  similarly  watched. 

Scheme  II- :  Keeping  Stock  down  to  Manageable  Limits. 

One  of  our  bosses,  with  whom  we  had  learned  our 
tra,de,  had  made  the  vital  mistake  of  packing  the  goods 
in  the  shelves  solid'ly.  crowding  the  store  from  floor  to 
ceiling,  so  that  it  look  twice  as  long  to  replace  the  stock 
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Dry   Goods  Review. 


when  an  arlicle  was  shown  as  it  did  to  sell  it.  We  re- 
called the  hours  of  hard  work  we  had  spent  to  no  purpose 
in  "putting  up  stock."  We  would  have  none  of  such  a 
time-wasting  arrangement;  our  stock  was  kept  within  the 
capacity  of  our  rooms.  We  wanted  a  generous  open 
space  in  the  centre,  with  axnple  room  at  the  front  for 
seasonable  and  special  displays.  This  would  create  the 
impression  of  bigness  besides  give  great  diisplay  advan- 
tages. 

Scheme  III.:  Displaying  Dress  Goods  in  North  Light. 

As  the  store  faced  west,  there  was  an  excellent  north- 
ern light  on  the  south  side,  of  the  dry  goods  room  for 
showing  dress  goods  where  the  light  would  not  cause  them 
to  grow  dingy,  and  at  the  same  time  give  them  an  attrac- 
tive appearance.  The  south  wall  was  devoted  to  the 
silks  and  woolen  dress  goods  at  the  front,  and  at  the  next 
counter  high-grade  wash  fabrics  found  a  place.  Further 
on,  the  linens  and  ladies'  high-class  ready-to-wear  goods 
in  cartons  filled  this  side. 

Scheme  IV. :  Staple  Lines  arranged  along  the  North  Wall. 

The  north  side  of  the  north  room  was  al'otled  first  to 
hosiery,  because  this  is  one  of  the  most  profitable  stocks 
handled,  and  is  in  season  at  all  times.  ^Stockings  can  he 
sold  to  a  part  of  the  trade  every  hour  in  the  day.  The 
next  section  was  devoted  to  cor.sets  and  knit  underwear; 
staples  followed,  and  ladies'  ready-tu-wear  filled  tlie  last 
section. 

Scheme  V-:  Special  Lighting  Effects  for  Millinery  Goods. 

The  millinery  department  occupied  the  north-east 
corner  with  the  cross-light  of  a  north  and  an  east  window. 
When  these  two  wdndows  were  fitted  witli  rich,  warm, 
red  draperies,  any  woman  looked  her  best  when  she  saw 
herself  in  the  large  plate  glass  mirror  on  the  north  side 
of  this  department.  A  heavy  red  curtain  enclosed  this 
department  on  the  south,  making  a  'back-ground  for  a 
picture  of  the  smiling  customer  in  her  new  hat. 

The  ladies'  ready-to-wear  departments  was  located 
al  the  rear  of  the  dry-goods  room;  under  the  mezzanine 
gal'ery  at  the  east  end  of  t'he  store  and  the  two  last  sec- 
tions, on  each  side  of  the  shelving,  accommodated  the  'box 
goods.  The  suits  and  cloaks  were  displayed  on  racks  in 
•the  center  of  the  room,  and  given  more  or  less  spa,ce  as 
the  season  demanded. 

Scheme  VI.:  Convenient  Seats  for  Tired  Customers. 

The  counters  were  twe.nty-eight  inches  high  and  the 
same  width,  because  we  anticipated  that  they  would  be 
covered  and  piled'  high  with  merchandise  in  the  showing. 
A  two  and  a  half  inch  oval  mouldiing  gave  an  appearance 
of  solidity  and  helped  to  make  a  space  to  stow  away  the 
low,  broad,  swinging  seats  which  reduced  the  strain  of 
shopping  to  the  tired  woman. 

Schema  VII.:  Uiing  the  Basement  for  Bargain  Counters. 

The  stairway  to  the  basement  was  just  at  Ihc  rear  of 
the  centre  counters.  At  first  we  used  tiie  basement  as  .i 
work  shop  and  store  room,  but  later  we  utilized  eighty 
feet  of  the  front  for  a  bargain  basement.  As  it  was  light 
and  dry  and  had  a  ten-foot  ceiling,  it  w'as  admirably 
suited  to  the  purpose. 

Scheme  VIII.:  An  Elevator  as  a  Sales  Getter. 

As  our  trade  increased,  we  added  a  i)art  of  the  second 
story  for  salesrooms,  using  a  stairway  at  first.  But  we 
soon  determined  to  put  in  an  electric  elevator  between  the 
second  and  third  sections  on  the  north  side  of  tiic  dry 
goods  room,  to  carry  customers  up  to  the  millinery,  ladies' 


cloak  and  suit  department,  and  the  carpet  room.  Before 
we  used  the  elevator  we  feared  that  we  had  made  a  mis- 
take in  moving  these  departments  up-stairs;  but  the  ele- 
vator changed  the  situation  and  made  them  all  profitable 
again.  My  partner  says  "No  elevator — no  second-floor 
departments,"  and  I  fully  agree  with  him. 

Scheme  IX.:  Portable  Fixtures  for  Displaying  Special  Wares. 

We  used  so  many  portable  fixtures  that  we  named  one 
of  the  boys  who  was  handy  with  tools,  "the  fixture  man." 
whose  spare  time  was  employed  in  this  work.  These  fix- 
tures, with  a  number  of  folding  tables,  enabled  us  to  keep 
our  displays  changing  all  the  time.  Six  glass  show-cases 
were  constantly  shifting  from  place  to  p!aee,  and  were 
never  dressed  with  any  one  line  of  merchandise  for  more 
than  a  couple  of  weeks.  Moving  the  stock  so  often  kept 
the  store  bright  and  clean  and  gave  it  an  attractive  ap- 
pearance constantly. 

Scheme  X.:  Simplifying  the  Sale  of  Men's  Goods. 

The  <.\\\\\i  room  was  devoted  to  hats,  furnishing  goods, 
men's  and  'boys'  clothing  and  shoes.  The  latter  stock 
occupied  the  entire  south  wall. 

The  hats  were  located  nearest  the  front  door  on  tiie 
north  side.  We  used  cylindr-ical  lateral  glass  show-cases. 
of  units  holding  six  hats  each.  We  found  that  one  man 
could  sell  as  many  hats  with  such  an  arrangement  as  two 
men  with  the  usual  methods.  First,  there  were  no  boxes 
for  hiding  old  stock;  the  hats  were  always  displaj-edi  to 
best  advantage,  and,  with  a  stock-ticket  to  each  hat,  the 
lahor  of  showing  the  goods  was  minimized.  As  there  was 
no  place  to  \Ry<  the  hats  while  showing  them,  thej-  \vere 
replaced  immediately  in  the  cases  and  when  the  customer 
made  a  selection,  there  was  no  stock  to  put  up,  as  it  had 
been  replaced. 

The  expense  of  his  arrangement,  we  figured,  would 
pay  the  wages  of  one  helper  in  the  hat  stock,  and  our 
figures  were  confirmed.  This  was  one  of  our  most  profit- 
able departments. 

Next  to  the  hat  section  we  located  the  furnishing 
goods,  using  a  twelve-foot  double-decker  show-case  for 
display. 

Scheme  XL:  Conve'nience  for  the  Shopper  for  Boys' 
Clothing. 

Beyond  the  furnishing  goods,  came  the  overalls,  work- 
ing shirts,  and  then  the  boys'  clothing  department,  which 
utilized  the  last  twenty  feet  of  shelving,  as  well  as  the 
east  wall  under  the  mezzanine  gallery.  This  last  space 
was  shared  'by  the  junior  clothing  in  woolen  and  wash 
fabrics,  and  some  fancy  head  wear  for  the  little  men. 
shown  there  to  add  bright  colors  to  the  stock. 

Low,  narrow  tables  and  bent  wood  cane-seated  chairs 
and  a  floor  covered  by  a  good,  heavy  rug  in  neutral  shades, 
gave  a  most  comfortaib'e  appearance  to  this  end  of  the 
house  and  made  it  an  attractive  place  for  mothers  to  shop 
for  "Tommy's"  clothing. 


The  Bonner,  Worth  €o..  Limited.  nni.nnfactui\M-s  of 
worsted  yarn,  propose  locating  in  Peterboro'  and  are 
a.'iking  the  city  for  assistance,  by  way  of  loan,  to  extent 
of  ,$r2,00'0  without  interest.  The  company  must  purchase 
a  factory  and  install  p'ant  to  the  value  of  .flO.tXK)  and 
employ  3'0  operatives  at  the  start.  The  company  is  a 
newly  organized  one,  and  the  promoters  and  managers, 
Isaac  Bonner  and  Edgar  Worth,  were,  until  recently. 
connected  with  a   large  Canadian  knitting  establishment. 


Why  Is  It  Local  Newspapers  Are  Not  More  Enthusiastic? 

Merchant  Complains  That  he  is  Getting  Very  Poor  Service  —  Is  It  All 
the  Publishers'  Fault  ?  —  The  Importance  of  a  Consulting  Relationship 
—  Treating   the   Contract   as   a  Personal   Rather   than    Business   Proposition 


A  MERCHANT  has  wiitten  The  Review  complain- 
ing about  the  very  poor  service  the  local  paper 
is  giving  and  deploring  the  absence  of  any  at- 
tempt on  the  pait  of  the  publishers  to  interest 
tlie  people  in  local  stores. 

How  can  we  make  our  local  papers  more  enthusiastic 
in  this  matter?  asks  the  merchant. 

To  which  The  Review  would  reply,  Ask  the  publisher. 
Get  together  on  the  subject. 

Best  results  can  never  be  obtained  from  the  local 
newspaper  so  long  as  there  is  any  strain  or  feeling  of 
aloofness  between  it  and  the  merchants.  It  is  there  to 
give  the  news  about  curi'ent  incidents  as  well  as  to 
describe  to  the  people  of  the  town  the  goods  shown  in 
local  stores.  Naturally,  tliis  brings  business  to  the  latter, 
and  the  publisher  expects  a  consideration.  It  is  impossi- 
ble to  get  him  away  from  tliat  idea.     It's  his  business. 

From  Both  Ends  of  the  Glass. 

Now,  different  merchants  look  at  the  newspaper  man 
through  different  ends  of  the  glass.  There  are  those  who 
adjust  their  binoculars  in  the  proper  way,  and  see  the 
publisher  magnified  to  his  proper  proportions.  He  is  the 
man  who  informs  the  public,  the  one  who  should,  more 
than  any  other  man,  boost  his  town  and  in  so  doing 
reinforce  the  effort  of  the  local  merchant.  The  latter 
may  not  know  it  but  the  publisher  does  much  work  un- 
consciously and  gratuitously  for  the  local  mercantile 
establishments  that  he  never  gets  credit  for. 

Then  there  are  merchants  who  size  the  publisher  up 
from  the  big  end  of  the  glass.  They  see  him  afar  off — 
•  see  him  coming  and  always  feel  comfortable  when  they 
see  him  going.  This  attitude  is  all  wrong,  if  the  mer- 
chant is  looking  for  co-npeiation,  and  the  development  of 
local  loyalty. 

What  talcs  of  woe  the  publisher  sometimes  has  to  lis- 
ten to  from  some  of  the  latter  class  of  merchants?  He 
walks  home  with  him  of  an  evening  and  hears  all  about 
it. 

Those  Tales  of  Woe. 

"The  expense  of  living  has  gone  up  enormously," 
the  merchant  observes,  "and  I'm  afraid  we  shall  have"^  to 
cut  out  or  reduce  that  quarter  column  advt.  we  are  run- 
ning with  you.  We  can't  see  that  it  has  done  much 
good. ' ' 

"Why  don't  you  people  get  some  live  news  into  your 
paper."  This  is  another  story.  "Don't  you  know  "that 
our  head  milliner  has  gone  to  New  York  for  the  openings. 
T  didn't  see  your  reporter  in  to  give  us  a  write-up  on 
that  new  furnace  of  ours.  Now  if  I  were  running  that 
little  rag  of  yours,  there 'd  be  something  in  it." 

The  publisher  recalls  the  fact  that  the  last  millinery 
opening  held  by  the  merchant  was  given  a  column 
write-up  for  which  no  eliarge  was  made. 

"Yes,  but  those  things  do  us  very  little  good,"  re- 
plies the  merchant. 

yButyou  asked  us  to  do  it?"   replies  the  publisher. 

"Yes,  I  know,  but  it  was  just  because  I  thouuht  Jones 
was  paying  you  for  a  big  write-up  of  his  store." 

"By  the  way,  don't  you  think  vou  are  chargino-  us 
rather  steep  for  that  batch  of  500  billheads  that  you  did 
for  us?     Don't  you  know  that  I  could  get  those  things 


printed  in  the   city  for  2.5  cents  less?"     Job  printing  is 
sometimes  another  bone  of  contention. 

The  publisher  may  or  ma.v  not  rei:)ly  that  he  might 
have  bought  the  dollar  .shirt  he  is  wearing  for  7  cents 
less  by  sending  away  for  it.  Probably  he  has  mail  order 
inclinations,  but  it  may  keep  him  busy  trading  out  ad- 
vertising with  merchants  who  prefer  to  pay  that  way,  and 
who  charge  him  the  top  notch  at  that. 

Credit  Where  Credit  is  Due. 

Very  rarely  is  it  that  the  publisher  meets  a  man  who 
claps  him  on  the  back  and  says:  "Hello,  old  chap,  that 
last  advt.  you  ran  for  us  brought  us  a  great  line  of  busi- 
ness. It  isn't  often  that  we  run  a  full  page  advt.,  but 
I  believe  it  pays.  Send  round  your  man  and  we'll  have 
another  next  week,  and  say,  let  me  know  your  page  rate 
for  a  year,  will  you  ?  Fine  paper  you're  getting  out.  By 
the  way,  thanks  for  that  little  notice  you  gave  us  about 
our  window  display." 

"Do  you  know  what  would  happen  if  we  talked  that 
way?"  asked  a  merchant.  "Why,  the  man  would  boost 
his  rates  on  us,  and  be  nagging  at  us  continually  for  more 
business." 

It  is  safe  to  say  that  the  merchant  who  will  encourage 
the  publisher  from  the  bottom  of  his  heart,  will  find  it 
possible  to  get  the  most  satisfactory  rate  possible.  He 
will  make  it  easier  to  discuss  those  things. 

There  is  a  right  and  wrong  way  to  secure  enthusiasm. 
How  many  merchants  have  ever  written  the  publisher  a 
line  of  encouragement  on  some  improvement  he  has  in- 
troduced calculated  to  give  the  merchant  a  better  ser- 
vice; how  many  drop  in  on  him  and  tell  him  frankly 
when  they  think  his  paper  is  punk,  and  offering  some 
suggestions,  as  a  business  man,  on  how  they  think  it 
could  be  improved.  The  publisher,  sometimes,  cannot  see 
himself  from  the  business  man's  point  of  view,  and  it 
helps  him  to  be  told  some  things. 

Paltry  Excuses. 

Then  the  great  variety  of  paltry  excuses  which  are 
sometimes  advanced  for  discontinuance  of  an  advt. 

"Cut  out  that  advt.  of  mine  and  don't  ever  ask  me 
for  a  cent's  worth  of  business,"  shouted  a  merchant  into 
the  phone  at  a  publisher  one  morning. 

"Why,  Avhat's  the  matter?"  asks  the  publisher. 

"Matter!  You  blamed  idiot,  you  send  your  re- 
porter up  to  our  church,  and  he  gets  an  account  of  our 
children's  concert,  and  he  gives  them  all  a  big  puff  ex- 
cept my  little  girl.  Evervone  savs  she  was  the  best  of 
the  lot." 

"But,  Mr.  " 

But  Mr.  had  slammed  up  the  phone.  A  few  weeks 
later  he  felt  like  kicking  himself,  and  realized  that  dods'- 
ers  don't  get  into  the  homes  in  the  same  way  as  a  well- 
built  advt.  in  the  daily  paper. ' 

"Look  here^  Smith,  I'll  not  run  another  line  with  you. 
Cut  it  out,  and  send  around  your  account."  said  an  ane'ry 
merchant  to  a  publisher. 

"Well,  what's  the  trouble  now?" 
"Trouble?     Trouble  enough.     You  make  my  daughter 
the  laughing  stock  of  the  town.     In  your  report  of  the 
concert  last  night  you  say  she  sang  'My  faithful,  it's  up 
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to  you,'  when  wlial   she  iliil  sin.o-  was  'My  faith  looks  up 
to  thee.'     How  ilo  you  account  for  that?" 

Inexcusable  Mistakes. 

Mistakes  in  composition,  in  pioof-ieadino'  and  report- 
ing have  often  cost  the  publislier  good  business,  and 
.sometimes  these  mistakes  are  absolutely  inexcusable, 
llie  merchant  forgets  himself  and  makes  it  ap- 
pear that  lie  is  doing  a  personal  favor  by 
giving  the  paper  an  advt.  This  is  the  (vrong 
viewpoint.  He  is  advertising  to  get  business,  and 
his  discontinuance  of  an  advt.  on  account  of  an  error  in 
the  editorial  columns  will  in  no  sense  forestall  the  feared 
result,  but  it  may  very  seriously  injure  his  business. 

"But,"  a  merchant  says,  "what  can  we  do  when  the 
paper  is  no  good;  when  it  doesn't  reach  half  the  people, 
when  our  advts.  are  poorly  set  and  don't  bring  results?" 
That  is  when  the  merchant  must  call  upon  the  pub- 
lisher and  impress  upon  him  that  he  is  losing  money  by 
putting  out  a  imor  paper;  that  the  merchants  will  stand 
behind  him  if  lie  will  issue  a  paper  which  people  will 
subscribe  to,  because  of  the  matter  that  is  in  it.  Impress 
upon  the  newspaper  man  the  mutual  or  the  co-operative 
point  of  view. 

How  many  nierclianls  are  still  writing  their  advts. 
the  way  they  did  it  10  or  I')  years  ago.  How  many  arr 
making  an  actual  study  of  advt.  construction  ?  Many 
notable  instances  have  recently  come  to  light  which  prove 
that  there  is  a  marked  tendency  in  the  right  direction, 
but  there  are  cases  also  which  show  that  some  merchants 
have  still  a  great   distance   to  go. 

The  Review's  reply  to  the  merchant's  question,  there- 
fore is:  Have  a  consulting  relationshii>  with  the  pub- 
lisher; do  not  hesitate  to  criticise  his  paper  if  it  deserves 
it,  but  give  him  some  credit  when  it  is  due  him;  don't 
expect  too  much  for  nothing;  treat  the  advertising  con- 
tract as  a  business,  atul  not  as  a  personal  laroposition. 


Plans  That  Brought  Business. 

An  enterprising  department  store  at  Junction  City, 
Kansas,  conducted  a  highly  successful  "One  Cent  Sale." 
The  very  novelty  of  the  idea  appealed  to  tbe  public  and 
after  the  first  announcement  the  sale  lite'rally  advertised 
itself.  The  store  carried  a  general  line  of  meTchandise 
and  the  sale  was  conducted  with  a  view  of  drawing  people 
from  one  department  to  another.  A  surprising  variety  of 
goods  were  ofJered  for  a  penny. 

Their  advertisement  has  been  based  upon  the  same  cuts 
for  five  years — a  harvest  scene,  price-cutting  sickles,  and 
a  bordcT  of  wheat  sheaves,  each  featuring  a  special  bar- 
gain in  a  box  rule. 

This  same  poster,  on  colored  paper,  is  distributed 
throughout  the  accessible  fann  districts,  by  agents  in 
buggies.  One  year  a  mailing  was  tried,  but  the  result  was 
not   sufficiently  thorough. 

Aside  from  the  harvest  decorations,  the  sale  is  operat- 
ed along  usual  bargain  lines.  By  its  clever  combination 
of  values,  convenience  and  advertising  appeal,  however, 
it  reaches  the  rural  buyer  with  increasing  perfection  year 
by  year. 

At  the  time  of  special  or  seasonal  sales  another  plan, 
which  was  used  by  an  Ohio  store  is  a  special  certificate- 
scheme.  This  is  the  basis  of  a  campaign  in  itself.  Under 
this  scheme  the  retailer  advises  that  with  every  $20.00 
purchase,  he  will  receive  a  certificate,  whicli  will  entitle 
the  holder  la  -t'j.OO  worth  of  uiercdiandise  absolutely  fi\H'. 


The  element  of  chance  in  this  projwsition  makes  it  ex- 
ceedingly attractive  to  prospective  customers.  The  mer- 
chant at  the  time  of  the  sale  can  easily  afford  to  make  an 
offer  of  this  kind,  for  .$5.00  worth  of  merchandise,  priced 
at  retail,  does  not  mean  that  these  goods  cost  him  $5.00. 
This  scheme  is  backed  up  and  given  impetus  by  means  of 
letters  mailed  to  customers  and  prospective  customers. 
Tn  each  letter  the  whole  proposition  is  plainly  described. 
As  an  enclosure  is  sent  a  copy  of  one  of  the  certificates, 
marked  in  red  ink  across  its  face  with  the  word  "sam- 
ple." 


Latitude  in  Stating  Values. 

"A  merchant  with  whom  1  talked  the  other  day.  who 
tries  always  to  do  the  right  thing  by  his  customeis,  and 
who  will  not  knowingly  misrepresent  in  any  advertise- 
ment he  puts  out,  evidently  has  a  doubt  in  his  mind  as 
to  the  latitude  allowed  him  and  other  merchants  in  the 
matter  of  referring:  to  the  value  of  articles  he  sells,'" 
states  W.  C.  Freeman,  in  the  New  York  Mail. 
He  asked  me  this  question: 

"If  I  import  a  gown  from  Paris,  of  tine  material,  well 
made,  stylish,  that  seems  to  please  my  women  customers. 
which  I  cannot  afford  to  sell  for  less  than  $200  after  pay- 
inu'  duty  to  the  government,  and  if  I  have  this  gown 
duplicated  by  an  American  manufacturei',  who  will  fur- 
nish the  same  material,  just  as  good  workmanship,  if 
not  better,  who  will  follow  the  design  absolutely,  and  if 
he  sells  it  to  me  at  a  price  that  enables  me  to  scll  it  at 
$125,  have  I  the  moral  right  to  say  that  the  American 
gown  is  worth  $200?" 
I  answered  him : 

"From  my  viewjioint,  you  have  not.     As  a  matter  of 

fact,  your  question,  stated  as  a  fact  in  an  advertisement, 

is  the  best  kind  of  an  advertisement  you  can  print  about 

tiie  gowns  and  will  bring  quick  response  from  the  public." 

Then  he  stated  another  case — 

"Suppose  I  have  some  women's  suits  that  I  sell  regu- 
larly for  $25.  A  little  later  in  the  season,  the  manufac- 
turer who  made  these  suits  comes  to  me  and  says:  "I 
have  115  of  these  suits  left  over — I  will  sell  them  to 
you  at  a  discount  of  3.3  1-3  per  cent. 

"I  ])ny  them  and  put  them  on  sale.  After  I  have 
added  my  business  profit,  I  can  sell  these  suits  for  six  or 
seven  dollars  less  than  the  former  price.  Have  I  the 
moral  right  in  my  advertising  to  say  that  these  suits  are 
worth   .$25?" 

Again  I  answered: 

"Why  not  say  in  your  advertisement  how  you  bought 
these  suits — why  not  let  the  public  know  that  you  got 
them  at  a  price  that  enables  you  to  sell  them  for  so  much 
money — that  earlier  in  the  season  you  sold  the  same  suit 
at  a  higher  price  only  because  you  had  to  pay  more  for 
them?'' 

"You  believe,  then."  said  the  merchant,  "tliat  the 
public  will  respond  to  advertising  thai  does  not  mention 
values?" 

"1  most  assuredly  do,"  I  answered.  "Why  shouldn't 
they  respond?  If  your  advertising  copy  gives  just  a 
brief  statement  of  how  you  came  into  possession  of  goods 
that  you  can  sell  at  a  low  price,  don't  you  think  the 
people  will  respond,  aiul  ilon 't  you  think  you  are  building 
on  right  lines?" 

After  thinking  for  a  little  wliile  he  answered:  "I 
amess  you're  right.  I  liaxc  had  some  doubt  about  this 
thing  or  T  wnuldu'l   have  talked   to  yiui  about   it." 
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ERHAPS  you  have 
wondered  how,  with 
the  high  price  of 
cotton,  we  can  main- 
tain the  quality  of  this  brand. 
The  answer  is 

PRODUCTION 

Three  Eighties  Brand  has  by 
far  the  largest  sale  of  any  hose 
in  Canada. 


Chipman,  Holton  Knitting  Co. 

LIMITED 
HAMILTON.  Ont.        -        WELLAND,  Ont. 

Order  from  your  jobber. 

E.   H.  WALSH   &,  CO.,  Sole  Agents 
Montreal  Toronto 
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Australian  Trad  a 

Are  You  Interested? 

If  so,  The  Draper  of  Jlustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     $2,50     Mailed  Free 

Specimen  Copy  will  be  supplied  on  application. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway. 


Publishing  Offices 


Melbourne, 
Sydney, 
London, 
New  York, 


Fink's  Buildings 

Post  Office  Chambers 

71  Queen  St.,  E.C. 

29  Broadway 


w 


ESTERN 


Incorporaledj ' 
1851 


ASSURANCE 
COMPANY 


FIRE 

AND 

MARINE 


HEAD  OFFICE,    TORONTO,  ONT. 

Assets  over    -    -    -    -  $3,570,000 
Income  for  1906,  over    3,609,000 

HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice-President 

W.  B.  MEIKLE,  General  Manager 

C.  C    FOSTER,  Secretary 


TBE    PERFECT  SUBSTIFUTES  FOR  LINEN 
are 

LINNENE 


and 


"LINNENE  C2RI)" 


[Linnene  with  a  cord  effect) 


Ideal  Washing  Fabrics,  which  have  proved  immense 
successes  in  the  home  market  and  wherever  shewn. 

Now  introduced  to  the  attention  of  buyers  in  Canada. 
There,  as  elsewhere  they  should  quickly  outdistance  in 
favour  all  other  wash  goods. 

T  hey  are  free  from  the  crushiness  of  linen  and  drape  more 
gracefully,    In  all  dress  shades  AND  EVERY  COLOUR 

AS  FAST  AS  COLOUR  CAN  BE  MADE.  This  fast- 
ness of  colour  has  helped  to  make  the  "Linnene"  success. 


THE  VERY  THING  FOR  TUB  GOWNS 
AND  CHILDREN'S  FROCKS 

Width,  34-5  inch.     Piece,  40-43  yards. 

STAMPED  "  LINNENE"  EVERY  FOUR  YARDS  ON  SELVEDGE 

"Linnene"  and  "Linnene  Cord"  are  the  productions  of  a  leading  British  firm 
who  supply  the  wholesale  and  shipping  only.  Patterns  and  the  names  of  firms 
able  to  supp'y  can  lie  had  from  their  advertising  agents: 

The  British  Textile  Syndicite,  92  Market  St.,  Manchester 


British  America  Assurance  Company 

A.D.   1833 
FIRE  A  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Gto  A.  Cox,  Preildent  W.  R.  Brock,  Vice-Pretldent 

Robert  Bickerdike.  M.P.,  W.  B.  Melkle,    E.  W   Cox.  Geo.  A.  Morrow 

D.  B.  Hinna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederic  NlcholU,  Alex.  Ltird,  Jimes  Kerr  Osborne,  Z.  A.  Ltsh,  K.C. 

Sir  Henry  M.  Pelltit,   E.  R.  «ood. 
W,  B.  ntalkle,  Qonoral  Manager/  P.  H.  Sims,  Socrotar^ 

CAPITAL        ......  11,400,000.00 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION      29,833,820,96 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
Equi^iped 

DYE  Vv^ORKS 

In   the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 

JOSEPH  ALLFN,   Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,    Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED    AND     PUT    UP 

Also 
FEATHERS.    SILKS,    VELVETS,    RIBBONS,    LACE,    ETC 
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The  Centre  of  Attractio  n 


The    Best    Advertisement 

of  your  store  is,  without  a  doubt,  an  attractive,  suggestive 
window — it  is  a  trade-pulling  force  whose  value  cannot  be 
over-estimated ! 

Make   YOUR    store   the  Centre  of 
Attraction  in  your  district  by  using 

Toronto  Brass 

DISPLAY  FIXTURES 

to  show  off  your  goods  to  the  best  advantage. 
They  will  be  found  to  be  convenient,  practical, 
durable,  attractive,  well  made  and  moderate  in 
price. 


^^ 


W^e  make  a  fixture  suited  to  the   effective  display   of 
every  line  you  handle. 

Write  For  Illustrated  Catalogue. 

Toronto  Brass  Manufacturing  Co.,  Ltd. 


17-21  Temperance  Street, 


Toronto 


Please  mention    The  Review  to   .hlvertisers  and   I'lieir  1  rareier. 


Trim  Show  Cases  and  Ledges 

Flowers  and  Foliage  in  Fancy  Boxes  and 

Baskets  May  be  Used    to   Advantage 
.  -.  —  Suggestive  of  Spring. 

WHEN  February  is  nearing  its  close  and  the  new 
Spring-  g-oods     are     coming   to   hand,    it  is    a 
good  plan  to  emphasize  the  fact  that  Spring  is 
within     a     measurable     distance    by   the  use   of 
plants  and  foliage  in  connecttion  with  the  ledge  and  show 


In  many  stores  the  full  usefulness  of  show  cases  is 
lost  simply  because  they  are  not  properly  trimmed.  Too 
often  they  are  simply  aids  to  stock-keeping  and  are  so 
crowded  with  goods  that. no  display  effect  is  possible.  If 
the  merchant  would  get  his  money's  worth  out  of  the 
cases  he  will  try  the  opposite  plan.  He  will  have  the 
cases  as  carefully  dressed  as  the  windows  and  will  not 
crowd  with  merchandise.  A  fancy  basket  of  flowers  will 
be  used  to  trim  with  a  few  running  sprays.  Customers 
will  find  their  attention  arrested  and  more  sales  will  be 
made.      This    plan,     of  course,   necessitates  the  frequent 


Spring  suit  window,  by  H.  Robinson,  for  R,  McKay  &,  Co..  Hamilton, 
largfe  vases  of  Spring  foliage  and  flowers. 


Velour  background,  with 


case  trims.  If  the  days  are  bright  and  sunny  the  flowers 
and  greenery  will  have  a  double  effect,  and  if,  as  so  often 
happens.  Winter  lingers,  customers  will  be  reminded  that 
Spring  weather  may  be  expected  at  any  time. 

This  plan  is  followed  in  many  stores  and  is  always 
found  to  start  Spring  bujiing  in  spite  of  the  weather. 

There  is  no  need  for  the  trimmer  to  go  to 
any  great  expense.  If  he  carefully  preserves  his  property 
ho  ought  to  have  both  flowers  suitable  and  foliage  on 
hand.  The  artificial  effects  should  be  supplemented  by 
grovdng  Spring  flowers,  such  as  hyacinths,  tulips, 
daffodils,  as  well  as  palms  and  ferns.  Window  boxes, 
fancy  baskets,  jardinieres,  or  any  other  property  the 
trimmer  has  may  be  pressed  into  service. 


changing  of  the  display.  Show  cases  treated  in  this 
way  serve  excellently  to  introduce  high  novelties.  They 
are  in  full  sight  of  customers  but  can  not  bo  damagetl 
by    handling 

V 

Simpler  Effects  the  Rule. 

Since  the  modern  soicnce  of  trimming  windows  super- 
seded the  antique  method  of  dumping  as  much  and  as 
great  a  variety  aS'  possible  of  the  stock  carried  into  the 
dtisplay  window,  there  have  been  many  different  methods 
in  vogue.  Once  in  a  while  some  trimmer  would  have  a 
new  and  original  idea,  and  when  he  has  exploited  it, 
others  of  the  fraternity  would  put   in  their  time    in  am- 
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jdifijing:  it   and   adding-     to     it,     until   at    last  the.   cft'ect 
would  become  common  and  it  was  dropped  altogelhor. 

This     was    just     what  happened   to  puffed  and   fluted 
cheese-cloth.    Cheese-cloth  was  cheap  and  easily   manipu- 
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cd  to  death  cheese-cloth  was  di-'aKli-^l  and  is  rarely  or 
never  used  by   trimmers  now. 

Fancy  scroll  effects  had  a  big  run,  but  their  day  as 
a  main  feature  is  over,  and  the  .same  applies  to  mechan- 
ical window  effects.  For  some  time  now,  there  has  been 
a  very  great  tendency  to  the  over-elaboration  of  back- 
ground effects.  Architectural  features  have  become  so 
massive  and  backg-rounds  so  elaborate  in  detail  that  the 
merchandise  shown  has  bem  almost  completely  eclipsed. 
It  has  been  the  trimmer  and  his  cleverness  that  was 
getting  the  advertising,  not  the  goods  on  sale.  Another 
disadvantage  of  this  over-elaboration  is  the  item  of  cost 
and  to  this  must  be  added  the  time  neco.ssary  for  the 
installation. 

There  aro  many  evidences  that  a  reaction  is  taking 
place  and  that  decorative  effects  will  be  simpler  save  on 
those  occasions  when  the  object  is  to  advertise  the 
store  as  a  whole. 

The  idea  that  the  leading  trimmers  seem  to  be  work- 
ing to  is  a  neat  background  that  is  not  particularly 
striking  either  in  color  or  design,  and  to  this  they  add 
some  display  feature  in  the  form  of  a  fancy  stand,  jar- 
diniere or  a  screen,   or  handsome  chair  or  lounge.       The 


Suggested  arrangements   of   backgrounds,  with   panels  removable 
for   the   introduction   of   mirrors   or   other   effect. 

lated,  and  the  puffing  and  fluting  was  new  and  striking 
and  its  use  grew  until  it  became  a  feature  of  the  window 
display  in  both  largo  and  small  stores.  After  being  work- 


WINNERS  IN  MONTHLY    WINDOW    COMPE- 
TITION. 

Following'  are  the  wiiuu-rs  in  the  monlli  y 
window  competition  for  August,  September. 
Octo'ber.  November: — 

Aug-ust — 1.  J.  MeNicholl,  with  Richard  Hall  iS: 
Son,  Peterboro'.  2.  W.  J.  Ferguson,  witli  J.  Siu- 
cliffe  &  Sons,  Lindsay. 

September — 1.  J.  MeXieholl.  2.  T.  W.  Byam. 
with  The  Ritchie  Co.,  Belleville. 

October — 1.  Warren  Andrews,  witli  The  Ander- 
siin  Co.,  St.  Thomas.  2.  J.  R.  Coulombe.  with  A.  D. 
Rankin  &   Co.,  Brandon,  Man. 

November — 1.  Warren  Andrews.  2.  A.  Fraser 
Little,  with  Retina  Trading-  Co.,  Regina. 


An   attractive   window   display   of  scrims,   arranpted   in   the    form    of    straicbt     lambrequin    and 
draperies   as  background   and  drapes    in    front.—  By  T.  W.    Byam.   for  the  Ritchie  Co..  Belleville. 
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Luxfer 


Prisms 


RlS^S: 


There  is  no  substitute 

for  Luxfer  Prisms  that  can  be  relied  upon  to  duplicate  the  service  given  by  the  real  thing. 

Corrugated  glass,  of  various  shapes  and  masquerading  under  various  names,  is  sometimes  suggested  as  a 
substitute  for  Luxfer  Prisms.  And  while  it  is  a  very  useful  article  in  its  proper  sphere,  it  never  has  given 
and  never  can  give  a  fraction  of  the  light-economizing  service  of  the  genuine  Luxter  Prism. 

There  are  these  two  elements  to  be  considered  in  connection  with  Luxfer  Prisms,  and  they  are  as 
familiar  as  A  B  C  to  every  competent  architect  in  the  country: 

1. — Construc/ion—Luxier  Prisms  are  constructed  in  the  many  different  shapes  required  to  meet  satisfac- 
torily many  different  conditions  of  service. 

X.—AppUcation — The  application  of  the  various  designs  is  determined  by  considerations  of  bulding 
construction  and  by  the  presence  of  artificial  obstructions  to  the  rays  of  daylight.  Each  case  is  coinsid- 
ered  individually  and  that  shape  of  prism  is  used  that  experience  has  proved  to  be  most  satisfactory 
under  similar  circumstances. 

Genuine  Luxfer  Prisms,  properly  applied,  have  never  yet  failed  in  accomplishing  their  purpose — 
improved  daylighting.      Ask  any  Architect. 

Luxfer  Prism  Company,  Limited 

Montreal  -  -  -  Toronto 


Please  mention   Tlic  Reviciv  to    Advertisers  and   Their  Travelers. 
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THE     ART     OF     DISPLAY 


Dry   Goods  Review. 


stand  may  hold  a  palm  or  plants,  or  handsome  vase  or 
art  figure. 

Simple    forms    axe    preferable    and    the   designer     can 
easily  make  stands  or  pedestals  that  will  work  up  hand- 


No.   1  —  Stand   used   by  A.   E.    Apted.    T.    Eaton 

Co..    made    of    wood,   covered    with    old    gold 

velour.  box  filled  with  artificial  flowers. 

somely.  The  stand  No.  1  was  used  this  Fall  by  A.  E. 
Apted,  in  connection  with  his  Fall  opening  windows.  It 
was  made  of  wood  and  plainly  covered  with  old  gold 
velour,  and  the  receptacle  was  filled  with  artificial  plants 
and  flowers.  Handsome  pedestals  can  be  made  out  of 
inch  boards  nnd  either  enameled  white  or  grey,  or  gilded 


or  stained  to  imitate  expensive  woods,  or  covered  with 
velours  or  felt.  Simple  straight  lines  wnth  all  curves 
and  fancy  decorative  features  should  not  be  attempted. 
To  use  with  these  stands  and  pedestals,  simple  paneled 
effects  are  best.  These  should  be  made  with  the  larger 
panels  removable  and  then  many  changes  can  be  rung  by 
filling  up  these  larger  panels  w-ith  fabrics  of  different 
colors  and  designs,  and  by  painting  or  tinting  the 
wooden  part  to  match. 

It  i.s  almost  impossible  to  imagine  a  Spring  window 
trim  that  does  not  show  the  use  of  flowers  and  plants. 
Artificial  foliage,  flowers  and  plants  are  now  made  so 
perfectly  that  they  rival  the  natural  in  appearance,  and, 
when  required,  tints  and  effects  that  are  most  beautiful 
and  yet  are  such  that  nature  never  produces,  can  be 
obtained. 

The  making  of  artificial  flowers  for  decorative  pur- 
poses has  become  quite  a  trade  and  as  each  season 
comes  round  entirely  new  effects  are  added  to  those 
already  on  hand. 

Where  the  trimmer  is  allowed  to  use  the  cheaper 
grade  of  millinery  flowers  from  stock,  the  expense  bill 
can  be  greatly  lessened,  for  there  is  no  reason,  where 
due  care  lis  taken,  why  any  damage  should  be  done  or 
why  the  flowers  should  be  less   salable. 

Now  that  it  is  the  usage  to  cover  the  window  floor 
to  match  the  background,  the  trimmer  who  has  a  limited 
appropriation  can  make  quite  a  saving  if  he  substitutes 
flannelette  for  the  felt  the  majority  of  trimmers  use. 
WTien  flannelette  is  used  the  window  floor  should  first  be 
covered  with  the  cheapest  grade  of  factory  cotton  pro- 
curable, and  both  the  factory  cotton  and  the  flannelette 
should  be  stretched  as  smoothly  and  tightly  over  the  floor 
as  possible.  The  cotton  .should  be  put  down  separately 
and  then  it  can  remain  permanently. 


Spring    opening    window,   introducing   a  number  of    very  graceful   drapes,   by   J.   R.  Coulombe, 
with   A.   D.    Rankin   &   Co.,    Brandon,   Man. 
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A  Brilliant  Light 
CHEAP 

No  light  is  at  once  so  steady  and  so  radiantly 
bright  as  our 

Gasoline  Light 

And  it  has  the  added  advantages  of  being  safe 
and  economical. 

Many  times  cheaper  than  gas,  coal  oil,  electri- 
city or  any  other  illuminant. 

You    save   money    buying  your  mantles    and 
glassware  FROM  US! 


Get 
Our 

Circular. 


Agents 
Wanted. 


McLaren 
and  Go. 


Special 
Prices  direct 

to 
Merchants. 


Merrickvllle, 
Ont. 


Can   be   carried    to  any 

place.       Independent 

Table    Lamp.       Price, 

complete,  $7.50. 


5ell  many  of  these' 

AdjiistatleDresslorms 

*VERY  woman  needs  one— most  tailors 
'  and  dressmakers  need  several.    And  our 
extensive  advertising-  in  widely  circulated  wo- 
men's and  general  publications  is  fostering  this 
already  great  need — creating   new  business  for 
dealers  handling  the  line.      The  display  of  Hall- 
Borchert  Dress  Forms   in  your  store 
linksup  our  advertising  with  your  busi- 
ness— resulting  in  liberal  profits  on 
easy  sales  with  assured  satisfaction 
to  your  customers. 

MANY  DEALERS 

find  it  very  jirofitahh  to  display 
HaTI-Borchert  Dress  Forms  in 
the  Dress  Goods  department, — 
Every  dress  goods  huyer  sees  it 
every  time  she  buys. 

We  are  now  making^  these  forms  in  Can- 
ada so  that  you  may  secure  them  at  the 
same  wholesale  prices  current  in  New 
York  and  Chicago.     No  duty  to  pay  ! 

Hall-Borcnert  Form 

J)--,„    r^      of  Canada 


Write 
us  for 
CATALOG 


're8s  Co.  Limited 

70-76  Pearl  Street 

TORONTO 
ONT 


Twentieth  Century  Revolving 
Cabinet 

IS  UNQUESTIONABLY  THE  COMING  SYSTEM 
FOR  DISPLAYING  GARMENTS 

BECAUSE   of    Its   enormously  increased  capacity  over  all  other 

systems. 
BECAUSE  the  trade  can   be  handled  more  quickly   and    readily 

from  this  system  than  any  other. 
BECAUSE  in  operating  this  fixture  but  little  of  the  aisle  space  is 

taken  up. 
BECAUSE  when  the  customers  enter  your  store,  and  you   have 

this  system,  they  SEE  and  KNOW  that  you  handW  wearing 

apparel.     The    stock    displayed    is    impressive   and   effective. 

Such  firms  as  John  Wanamaker,  New  York;  T.  Elaton  Co.,  Ltd., 
Winnipeg;  Oak  Hall,  Clothiers,  Toronto  and  Hamilton,  and  hun- 
dreds of  other  merchants  in  the  States,  find  it  good  business  to  use  the 

'<20th  CENTURY"  REYOLYINd  CABINET  SYSTEM 

BETTER  TAKE  UP  THE  MATTER  WITH  US 

Grand  Rapids  Show  Case  Company 

Grand  Rapids,  Michigan 

Bramh  Factory  :   LUTKE  MFG.  COMPANY.  PORTLAND,  OREO. 

OfHces  and  Showroomsunder  our  own  management:  724  Broadway,  New 

York  City;  51  Bedford  Street,  Boston ;  1329-1331  Wash.  A^e.,  St.  Louis 

The    Largest  Manufacturers    of  Store  Fixtures   in  the  World 


Please  mention  The  Review  to     Advertisers  and  Their  Travelers. 
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Covirtfsy  of  Jones  Bros.  &  Co.,  Limited,  Toronto. 
Main   floor.    Calgary    store.    Pryce-Jones  (Canada)  Limited      It  will    have    160   feet  of    window     space        The    large 
unmarked   area  on   the    right   is   for   a   sundries   department,   while   the  location   of    the    elevators    is 
indicated  by  the  square  near  the  stair.      Lavatories  in  rear  of  stair. 


The  New  Pryce-Jones  Store 


T 


ment . 


HE  new  store  -which  Pryce-Jones  (Canada)  Lim- 
ited are  opening  lin  Calgary,  Alta.,  is  another 
good  example  of  the  tendency  in  the  west  to 
give     mercantile    effort  the  best   possible   equip- 

Tho  present  store  is  Init  half  the  size  of  the  pro- 


posed building.  The  floor  space  immediately  available, 
measures  something  like  75  x  100  feet  and  the  accom- 
panying cut  .'■hows  the  layout.  There  are  four  floors, 
including  basement.  The  latter  is  occupied  by  the  gio- 
cery  department,  and  for  the  present,  rugs  and  blankets. 
Cn  the  main  floor  are  the  usual  dry  goods  departments 
and  men's  furnishings.    Here,   also,  is  the  business  office. 
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Rcady-to-wcar    department,   second   floor.  Calvary   store, 


Court e.^y  of  .Tones  Bro.s.  k  Co..  Limit<Hl,  T 
Pryce-Jones   (Canada)   Limited 
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While   there    is   no    separate    entrance   for   men  s     umish- 
xws      and    clothing,     the  department  is   so   situated  and 
.i  pped  that  there  is  little  possibility  of  intrusion   rorn 
other'departments.    As  the  plans  indicate  the  cenU'a   and 
side  sections  have  strong  display  iacilities.     Show   cases 
are  40   inches  high  and   25  inches   wide    the   counters    of 
the  dress  goods  department  are  2   feet  3  m.  wide   and  . 
feet    9    in.    high.    The  fixtures  are    in    ^^-^-t--;  ^J^^;^^, 
oak.    The  display  windows  have  ^  length  of  160  feet  ex 
tiding  along  one  entire  side,  broken  only  by  the  lo-toot 
^trance,  anl  along     one    end.      The  wnrdows  are  6  fe 
Sep,  and  the  vestibule  U  feet.    The  widths  of  a-  es  a 
from   6  feet  to   U   feet,  and  there  is  a  space    of  2-^  feet 
bZd   tt   side  c;unters   and   of   2   feet   behind   the     sec- 
tions.   All   posts    in   departments    are   mirrored   on     toiu 
Glides  above  fixtures.  . 

The  men's  clothing  department  contains  U^o  large 
fitting  rooms,  ten  wardrobes,  four  Now  Way  show  cascs^ 
large  hat  case,  forty  feet  of  furnishmgs  shelving,  and 
five  8-foot  show  cases.  The  central  sections  shown  in 
main  floor  plan  will  be  used  for  fancy  goods,  and  acces- 

'"^The  second  floor  will  be  used  for  women's  and  child- 
ren's    ready-to-wear    lines,     and      millinery.      Household 
linen  and  curtains  are  also  located  here.    There  are  two 
oblong  central   sections  with  two  six-foot  show  cases  on 
each    end.       The   shelving    n   these  sections  are     23     feet 
H   in    wide   pnd   five   feet   hi.h,    open  at  both   sides.    The 
millinery  department  has  large   workroom     display     case 
?8  ft.  long  with  drawers  in  base,  a  'J-ft.  niiUmery  c;abmet 
4    feet   wide    and    3  feet  high   and   fitting   tables.    In   the 
costume   department,     there     are   seven   -'^tal   rwolving 
skirt  racks,   two   8-ft.  display  costume  cases  with    dehors 
both  sides,   and   14   costume  wardrobes   G   ft    5  in.   high 
2  ft.  6  in.  wide  and  4  ft.  deep.    For  children  s  wear  there 
are  three  9  ft.  cabinets.  4  ft.   wide  and  3  ft.  high,     w.th 
doors  both   sides,  and  for  children;s   h^adwear  there  a  e 
two  6-ft.  show  cases  2  ft.  1  in.   wide  by  4-ft.  high.    Ihe 
nnen  shelving  is  five  feet  high.  c       •  i 

On  the  third  floor  are  the  carpets  and  houscfurnish- 
in<.s  departments  and  the  tea-room.  The  building  is 
equipped    with    pneumatic     tube  carrier  service  and  ele- 

'"^  As' the  representatives  in  this  country  of  an  old- 
established  English  house  which  has  decided  to  reach  out 
rnto  the  prosperous  west,  it  would  appear  that  Frycc- 
Jones  (Canada)  Limitr^d,  have,  in  their  initial  score, 
immediately  sized  np  present  merchandising  cond.tu  ns 
and  future  possibilities  of  their  field. 

The  superintendent  and  assistant  to  iVIr.  Pryce-Joncs 
will  be  .J.  J.  Hills,  for  some  years  a  member  of  the  hrm 
of  Moore  &  Hills,  general  merchants,  Cartwright,  Man 
and  who  later  identified  himself  with  the  formation  o 
Merchants,  Limited,  an  amalgamation  of  a  number  ot 
firms  in  Cartwright  for  the  purpose  of  presenting  a 
stronger  front  to  the  mail  order  business.  Of  this  com- 
pany he  was  secretary-treasurer.  Branches  were  opened 
in  diff'erent  towns  and  business  was  very  satisfactorily 
developed  In  1909  thev  decided  to  go  to  Wmmpeg  and 
in  the  succeeding  fourteen  months  built  up   a  good  busi- 

ness.  .,,     ,  1     . 

Tbis  is   the  first  change  that  Mr.   Hills  has  made  m 

ten    years. 


The  head  of  a  large  western  store  writes  :-"The  Dry 
Goods  Review  is  a  worthy  paper  and  is  sigmficant  of  how 
a  business  should  thrive.  It  has  steadily  increased  in  size, 
quality,  value  and  service.  It  should  be  read  by  every 
merchant,  department  head  and  clerk.  I  have  always  en- 
couraged the  reading  ot  papers  which  treat  of  practical 
things.    The  Review  is  superlatively  this." 


Get   Them   Inside 
Your  Siore 

And  the  Battle  is  HALF  WON ! 

Effective  window  display  is  the 
irresistible  magnet  that  draws 
custom  to  your  store,  and 

CI  at  worthy 
Fixtures 


for  displaying   goods  lead 
a  1  others  in  point  of  at- 
tractiveness, utility,  qual- 
ity    and     finish. 

We  make  a  com- 
plete range  of 
Wood  and  Metal 
Display  Fixtures 
in  every  variety 
and  style,  and 
can  supply  every- 
thing needed  for 
store  use,  from 
Silent  Salesmen 
to  Wax  Figures. 

They  are  the 
most  profitable 
investment  any 
Dry  Goods  man 
can  make. 

Large  Stocks 
on  hand. 


Our  new  136  page 
Catalogue  con- 
tains many  pointers 
for  you.  Write 
to-day  for  a  copy. 

Clatworthy 

&  Son,  Limited 

161   King  St.  W. 
TORONTO 
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DRYGOODS     REVIEW 
Two    Suggestions    for    Dress    Goods    Drapes 


In  this  unit  by  J.  A.  MacNabb.  formerly  with  Robert  Simpson 
Co.,  two  boards  7  feet  fiigh  and  eacli  12  in.  wide,  nailed  at 
right  angles,  are  used  for  the  dress  goods  drape.  These  stands 
may  be   used   in   any   height. 


Drape  by  J.  A,  McNabb,  formerly  with  the  Robert  Simpson 
Co.  A  stand  7  ft.  high  is  used  here.  The  goods  are  first 
brought  straight  down  and  at  each  side  draped  folds  are 
gracefully  dropped  to  the  floor,  with  one  or  two  loops  half 
way  down  and  back  to  top  of  stand  again,  finished  with 
bow   of   silk   and   buckle. 


The   Koester  School  Originates 

C  It  does  not  follow  the  ideas  of  others. 

C  The  methods  used  in  windows  of  best  stores  all  over  the  country  were  originated 
in  the  Koester  School — these  methods  are  used  in  New  York  and  Chicago,  as 
well  as  in  all  the  smaller  cities. 

C  Koester  students  have  no  trouble  in  finding  good   positions.     They  are  equipped 
to  (ill  any  kind  of  position,  and  they  command  better  salaries,  because  their  displays 
sell  more  goods.      Ask  any  Koester  student  or  any  merchant  who  has  emploj'wd 
one — there  are  many  good  positions  open  for  Spring. 
Write  at  once  if  you  want  to  join  the    Spring  classes  that  start  January  3rd. 

The  Koester  School  of  Window  Dressing.  ^*'chi'^a^go*°in^* 


QEO.  ]   COWAN.   Vke.Pres. 


LEARN   TO   MAKE 

SHOW  CARDS 

SIGNS  and  PRICE  TICKETS 

by  the  Easy,  Quick  and  Cheapest  System.  Clerks  can 
increase  their  salary  $10  to  $20  a  month.  Merchants 
find  daily  satisfaction  and  profit  in  being  able  to  make 
their  own  Show  Cards. 


TEAR  OF1-"  AND  MAIL  TO-DAY 

The   Simplex   Sign   Co.,   Hamilton,  Ont. 

Please  send  me  FREE   Booklet  and  full 
particulars   of    your    $5.00  special  offer. 


Name. 
Address 


CASH^ 
PARCEL 


SAVE  TIME  &  MONEY 


OUR  GUARANTEE 

We  will  iiistala  iiystemof  Uipe  Carriers 
in  your  Btore;  you  uae  them  TEN 
DAYS,  and  if  you  do  not  find  that 
thpy  give  you  BETTER  and  (QUICKER 
.SERVICE  than  any  other  WIRE 
CAKUIER,  PNEUMATIC  TUHEs 
CABLE  CARRIERS  or  CASH  KKC- 
ISTERS,  we  will  remove  them  at  our 


CATALOG  FREE 

THE    GIPE  CARRIER   COMPANY 
99    ONTARIO   STREET  TORONTO.  ONT 
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To   the    Trade  January,  1911 

^iV^e  rlandle  Worthy  Merclianclise 
From  the  Cheapest  to  the  Best. 

PRINTS. 

Crum's  Prints  stand  first  in  Canada.  Their  staple  and 
novelty  lines  have  earned  an  honored  and  enviable  repu- 
ta:tion.  The  unmistakable  seal  of  public  approval  proves 
beyond  question  the  guarantee  of  superior  quality. 
Our  Dress  Goods,  Ladies'  and  Children's  Ready-to-Wear 
departments  are  now  organized  to  meet  satisfactorily  the 
demands  of  The  Retail  Trade. 

LINENS. 

Products  of  the  'best  manufacturei-s  are  I'epresented  in  our 
stock  and  are  undoubtedly  right  values. 

COTTONS. 

We  show  all  kinds  in  general  use  throughoutThe  Trade. 

MUSLINS,  LACES  AND  EMBROIDERIES. 

The  markets  of  Great  Britain  and  the  European  Contin- 
ent have  been  visited  from  end  to  end  and  stocks  pro- 
cured at  prices  that   appeal  to  the  keenest  buyers. 

UNDERWEAR,  HOSIERY  AND  GLOVES. 

Through  pei'sistcnt  effort  nearly  all  the  varieties  for  men. 
women  and  children  can  be  seen  in  these  departments  ai 
prices  unsurpassed. 

HABERDASHERY. 

The  stock  contained  in  this  Department  is  miscellaneous, 
representing  the  product  of  manufacturers  from  almost 
every  country  upon  the  face  of  the  earth.  While  many 
of  the  items  are  small,  if  properly  handled  the  results 
are  large. 

MEN'S  FURNISHINGS. 

During  the  past  few  years  the  increased  demand  for  the 
many  lines  shown  in  this  Department  is  a  conspicuous 
feature  in  its  rapid  development. 

CARPETS  AND  HOUSE  FURNISHINGS. 

The  progres'sive  course  of  this  Department  has  been 
steadily  continued.  To-day  the  extensive  range  and  super- 
ior value  shown  are  no  where  excelled  in  the  Wholesale 
Trade  of  Canada. 

If  you  have  not  received  our 

CATALOGUE  FOR  SPRING  SEASON, 

1911,  and  wish  to  have  one,  kindly  let  us  know,  whc-n  we 
shall  be  pleased  to  forward  you  one  at  once. 

John  Macdonala  fe?  Co., Limited 

Toronto 


Please  mention  The  Reviezv  to  Advertisers  and  Their  Traz'elers. 
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DRESS     ACCESSOR  I ES 


A  Page  of  Special  Neckwear  Values 

NECKWEAR     NOVELTIES     THAT     W^ILL     SELL     READILY     IN      ANY     STORE 


ORDER     A     SAMPLE     SELECTION     FROM     THIS     PAGE     TO-DAY 

KONIG  &  STUFFMANN 

11  Victoria  Square  Montreal,  Quebec 


Please  mention   The  Revicn'  to     .Idiertisers  ami   I'licir   riaieiers. 


TheNeckwear  for  Spring 

Dutch   Collars   in    Great    Variety  —  Long    Jabots 

Leading    Line  —  Dotted    Swiss    a    Medium 

—  Some  Touches  of  Black  and  Color. 

A  GREAT  variety  is  seen  in  the  Dutch  ooHars  for 
Spring'     trade.      These   are   now    acknowledged 
leaders,   both  in  lace   and  lingerie   effects.    The 
former  include  baby  Irish  and  Point  de  Venise, 
and  also  some  very  pretty  novelties  of  embroidered  lawn 
with  lace  edge  and  motifs  running  up  into  the  lawn.    Be- 
sides these,   Guipure  is  very  good. 

Lingerie  styles  show  Valenciennes,  both  French  and 
German,  Maltese,  Torchon  and  imitation  Irish  crochet. 
The  latter  is  now  a  prime  favorite  lace  in  every  form. 
More  popular  lines,   rankling   about   fifteen   to   twenty-five 


Novelly  Dutch  collar.  wiUi  dotted  Swiss   material. 
Shown  by  Flett-Lowndes  &  Co..  Ltd..  Toronto. 

or  thirty-five  cents  retail,  are  medium  weight  lawn, 
some  very  thin  but  none  as  yet  of  heavy  linen  or  lawn. 
A  more  expensive  line  consists  of  lawn  quite  heavily 
embroidered,  combined  with  baby  Irish  lace  motifs.  This 
collar  was  of  medium  size.  Some  handsome  coat  collars 
were  seen  in  the  same  style. 

A  novelty  consisted  of  dotted  Swiss,  handsomely 
trimmed,  in  a  Dutch  collar  of  medium  size.  An  open- 
work lawn  was  also  used  in  a  cheaper  number.  I'o'-nt 
d'esprit  was  the  medium  of  still  another  washable  collar, 
one  of  the  lightest   weight  seen. 

Besides  the  regular  Dutch  shape,  numbers  are  shown 
split  both  back  and  front,  to  be  fastened  at  the  back 
and  having  a  jabot  attached.  These  are  often  quite 
small.  A  very  popular  Spring  seller  will  be  the  sailor 
shape,  which  is  shown  in  all  the  styles  of  the  Dutch 
collar,  but  is  square  at  back  and  a  little  lower  in  front. 
Without  doubt,  the  flat  collar  in  all  forms  will  be  af- 
fected by  younger  women  as  soon  as  warm  weather 
comes. 


Very  long  styles,  not  so  wide  as  formerly,  are  the 
numbers  meeting  most  favor  in  jabots  for  Spring  selling. 
These  are  trimmed  to  correspond  with  the  collar,  or 
made  entirely  of  lace.  A  few  pointed  ends  are  seen,  but 
for  wash  goods,  the  squared  off  or  slanted  end  seems  to 
1)0  preferred.    The  one-sided  jabot  is  popular  as  ever. 

The  new   style  note  in  color  consists   of  a  touch    of 


Fancy  net  jabot,  with  Dresden  tab   and   bow.       Stock    collar 

of  messaline  satin,  \vith  ties  edged  with  white  satin  folds. 

Shown   by   R.   D.   Kairbairn   Co.,    Ltd..   Toronto. 

Pompadour  or  Dresden  silk  as  trimming.  Black  and 
white,  so  popular  in  every  line,  is  seen  in  neckwear 
chiefly  in  small  touches  of  black  on  white  or  vice  versa. 
Where  a  wholesale  combination  effect  is  shown,  it  con- 
sists of  small  stripes  or  of  checks  (shepherd's).  A  few 
very  pretty  color  combinations  relieve  the  general  white 
tone.  One  of  these  consisted  of  a  jabot  in  net  of  ecru 
trimmed  wiith  black  at  the  edge  touched  up  with  a  tiny 
ruching  of  red  silk. 


Embroidery   Dutch  collar,   featuring   lace   inserts.      Shown 
by  Ladies'   Wear   Limited.  Toronto. 
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=Hair  Nets= 

Hold  Tight"  No.  43 


SELF  ADJUSTABLE,  REQUIRES  NO  PINS 

The  only  Net  which  deserves  the  name 
or  to  be  called  "  Self  adjustable." 

Made  of  Real  Human  Hair  in  all  shades, 
shapes  and  sizes. 

"HOLD  TIGHT"  No.  25,   31   and   37   re- 
quire only  two  pins  to  keep  them 
in  place.     Made  in  cape 
shape. 

Let  us  send  you  sampieB  and 
quote  prices 

LEOPOLD  PFEIFFER,  Vienna  VIII 

The   Greatest  Austrian    Hair  Net  Manufacturer 

Sole  Representative  for  U.S.A.,  ADOLF  KLAR 
595  Broadway,  New  York 

Sole    Representative    for    Canada,    ERNEST 
EKSTEIN,  214  St.  James,  Montreal 


The  ONTARIO  BUTTON  CO. 

BERLIN,  -  ONTARIO 

The    Exclusive    Wholesale    Button    House 

of  Canada 

Almost 
everything 

ia 
BUTTONS 

is 
found  here. 

Our  Travellers 

are  starting  out 

2nd  January, 

showing    the    newest    productions    from 

England,      Germany,      France,     Austria     and 

Canadian     goods     direct     from     the     leading 

manufacturers. 

This  House  has  enjoyed  an  annual  increase 

in  Saleson  Cabinet  Pearls. 

All  our  cabinets  are  assorted  up  with  larger  sizes 

this  year. 

ylll  letter  orders  are  promptly  filled. 


Our  Triplicate  Box 


Besides  the  regular  lines,  a  few  high  novelties  de- 
mand mention.  Fichus  are  spoken  of  for  Spring-  and  are 
already  showing  in  some  quarters.  These  come  in  finest 
and  daintiest  of  lingerie  effects,  as  well  as  i.n  chiffon  for 
evening   wear. 

For  wear  with  the  strictly  tailored  .shirt  waist  comes 
a  stiff,  embroidered  linen  collar  as  high  as  an  Eton  at 
the  back  and  similar  in  .shape,  but  low  as  the  Dutch 
sailor  in  front  and  flaring  apart  to  admiit  of  a  bow  tie 
or  four-in-hand.  Tlie  Byron  collar  is  another  tailored 
style  very  popular  just  now  in  New  York. 


Chiffon  stock  collar,  featuring  black 

and  white.      Shown   by   Ladies' 

■Wear  Limited,  Toronto. 


\Vash  stock,  with   St.   Gall   and 

"baby  Irish" lace.     Shown  by 

Ladies'  Wear  Ltd.,  Toronto. 


String  ties  will  be  used  for  street  wear,  as  also  will 
bows,  small  and  mannish  in  style,  and  the  larger,  flat 
ones  with  which  we  are  already  famiMar.  The  style 
note  in  these  will  consist  of  black  and  white  combina- 
tions, shepherd's  checks  of  two  sizes  were  combined  with 
a  narrow  grey  stripe  on  white  ground,  to  make  one  of 
the  smartest   Spring  bows   seen. 

In  Swiss  embroidered  goods,  small  black  patterns  on 
white  will  be  seen,  most  of  these  having  the  scalloped 
edge  also  in  black. 


Braided    chiffon   collar,   in    black   and  white   effect, 

with   black   satin   tabs.       Shown    by    R.    D. 

Fairbairn  Co..  Ltd..  Toronto. 
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GUARANTEED   GLOVES 


You  can  increase  your  profits  and  hold  your 
trade  if  you  stock  the  "RYAN  GUARANTEED 
GLOVES." 

In  insisting  on  the  Ryan  Brand  you  insist  on 
gloves  where  price  is  not  foremost  and  on  gloves 
which  have  already  proven  their  quality  and 
expert   workmanship. 


OUR 


GUARANTEE      PROTECTS      YOU     FROM     ANY 
POSSIBLE    LOSS. 


[RYAN]  ^he  Sign  of  hhe  Guaranheed  Glove  jy  (RYAN] 

"This  pair  of  Cloves  is  guaranfeed  ho  give  enHre  sahsf achon.Should 
it  prove  defective  m  material  or  stitching.we  will  repair  or  replace 
same  if  yoti  will  return  ftiem  to  us  with  this  tickeh 

The  Robert  Ryan  Co.. 

Three    Rivers,  Que. 


YANJ  ^he  Sign  of  hhe  Guaranheed  Glove  ^  (RYAN 


WHOLESALERS     IN     EVERY   PART   OF   THE     DO- 
MINION   NOW     SHOWING     OUR      1911     SAMPLES. 


The  Robert  Ryan  Company 

THREE  RIVERS,  P.Q. 

E.  H.  Walsh  &  Co.,      Selling  Agents,         Toronto,  Ont. 

BRANCH  OFFICES:  MONTREAL,  WINNIPEG,  VANCOUVER. 


Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers. 
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Embroideries    and    Laces 

Deep  Flouncings  and  Sets  of  Bandings  of  Varying 

Widths  —  Point  de  Venise  the  Leading   Lace 

—  Pompadour  Filet  Lace  a  Spring  Novelty 

As  Spring'  goods  come  in  in  greater  quantity,  interest 
naturally  centres  about  the  washable,  white  lines.  A 
feature  of  the  season  is  the  showing  of  very  deep  flounc- 
in?s  designed  for  lingerie  dresses,  and  for  petticoats,  and 
of  band  trimmings  of  embroidery,  or  embroidery  mixed 
with  lace,  in  varying  widths. 


Another  lace  with  the  same  recommendation  is  the 
Pompadour  filet  variety,  a  very  strong  and  effective 
trimming. 


Venise  and  flat  Venise  all-over.     Shown  by  Flett- 
Lowndes  &  Co.,  Ltd.,  Toronto. 

While  there  is  strong  feeling  in  many  quarters  for 
filet  meshes,  Valenciennes  in  all-overs  and  edgings  con- 
tinues a  leader.  Undoubtedly  the  lines  mentioned  above, 
Guipure,  Irish  crochet,  Maltese  and  Torchon  will  be 
leaders  for  all  trimming  purposes  as  well  as  for  neck- 
wear. The  tendency,  year  by  year,  is  towards  the  de- 
mand for  imitations  of  a  high  order  of  the  very  finest 
laces. 


Fine  embroidered  jabot,  with  St.  Gall  lace        Shown 
by  Ladies'  NVear  Limited,  Toronto. 

I'oint  do  Venise  is  the  most  widely  spoken  of  of  all 
the  laces  now  showing  for  trimming  and  accessory  pur- 
poses for  Spring.  One  reason  for  this  is  its  fine  appear- 
ance over  a  contrasting  groundwork,  owing  to  the  ab- 
sence of  any  line-mesh  net  backing.  Wiith  black  and 
black  and  white  holding  sway  till  the  Coronation  in 
.Tunc,   this  lace   finds    tromonddus   i)()i)ularity. 


tmbroideiy    Dutch    collar,    featuring   wide    lace   edge. 
Shown   by  Ladies'   \Vear   Limited,  Toronto. 

In  embroidered  net  all-overs,  small,  neat  patterns 
have  considerable  preponderance.  A  braid  resembling 
very  fine  soutache,  named  Cordelia,  is  seen  in  somewhat 
lai'ger  motifs  upon  net. 

Combined  Edging  and  Insertion- 
A  lingerie  novelty  consists  of  a  trimming  of  Valen- 
ciennes about  1^  to  2  inches  wide,  made  up  of  strips  of 
insertion,  alternated  with  net  and  finished  with  edging 
to  match,  all  woven  in  one  piece.  This  makes  a  most 
suitable  trimming  for  underwear  or  blouses,    and  should 


Novelty    bow  —  combination   black  and    white   striped 

effect,   with   colored   satin  centre.      Shown    by 

R,  D.  Kairbairn  Co,,   Limited.   Toronto, 

be  greatly  favored  by  the  garment  manufacturer,  as  it 
saves  three  operations,  viz.,  the  sewing  of  net  to  inser- 
tion, insertion  to  net  and  n2t  to  edging.  Another  var- 
iety has  a  beadi.ng,  exactly  like  a  ribbon  beading,  made 
of  thread,  very  neat  in  appearance  and  all  ready  to 
draw.  This,  it  will  be  seen,  is  a  still  further  saving  of 
labor.  These  insertions  arc  retailed  ain  where  between 
six  and  ten  cents  a  yard. 

Washable  Persian  Bandings. 

A  handsome  novelty  line  of  trimmings  suiitable  for 
cliambray,  linen  or  any  colored  washable  garment  con- 
sisted of  a  two-inch  and  one  inch  line  of  bandings  in  the 
newest  Spring  shades,  including  new  ciel,  bright  Nile, 
bron/.e,  old  blue  and  biscuit  tints.  These  embroideries 
were  distinctly  Persian  in  pattern  and  tone,  of  mercer- 
ized floss  on  a  ground  of  material  resembling  scrim,  but 
of  niucli  closer  weave.    Colors  are  guarantee<l  fast. 
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•  U!  ill Ji 
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In    fl 


li  II  11 


E  have  just   moved   into   our  new  premises   at   84 

Wellington  Street  West.  ^-    It  is  not  to  be  expected 

that  you  will  feel  as  much  interest  in  this  event  as 

we  do.     But  we  think  you  will  quickly  realize  that 

this  move  would  not  be  possible  unless  our  goods 

and    methods  merited    the  continuous  confidence 

of  the  retail  trade,    ti    With  enormously  enlarged 

floor  space  and  mechanical  equipment  we  are  quite  prepared  to 

cope  with  our  share  the  rush  of  business  that  is  going  to  make 

the  year  1911  memorable  in  the  annals  of  Canadian  Commerce. 


Habiesf'  l^ear,  %\mxttti 


F.  P.  EVANS 
PRESIDENT 


tlCoronto 


W.  F.   GOFORTH 

VICE-PRESIDENT 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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NO.  1.     CUTTING   ROOM,   BLOUSE  I-ACTORY   "  B  ■' 


No.  2,     SECTION  OK   BI.OUSK   FACTORY     '  B  ' 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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No.  3.     SECTION  OF  TAILORED, BLOUSE  FACTORY  "  D  ' 


No.  4.     SECTION  OF  NECKWEAR  FACTORY  "A" 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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About   Mail   Orders 


ERCHANTS  ordering  goods  from  us  by 
mail  may  rest  assured  that  their  orders 
will  receive  prompt  and  careful  attention. 
^  When  ordering  from  our  advertisements  in 
this  publication  or  elsewhere  it  will  greatly 
facilitate  matters  to  order  by  the  numbers  which 
accompany  illustrations. 

^  If,  at  any  time,  you  urgently  require  anything 
in  the  way  of  Neckwear,  Blouses,  Belts,  etc.,  send 
us  the  order  with  as  complete  a  description  as 
possible  of  your  requirements. 
^  We  shall  always  do  our  utmost  to  fill  your 
orders   satisfactorily   and   with  reasonable   speed. 

ILabieg'  WtWi,  Himiteb 

l^oronto 


E.   P.  EVANS 
PRESIDENT 


W.  F.  GOFORTH 
VICE-PRESIDENT 
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OUR  TRAVELERS 


are  on  their  respective  grounds, 
showing  A  NEW  RANGE  OF 
LADIES'  NECKWEAR,  BELTS 

and   RUCHING.      Let   them  show  you  the  NEW^  "RAINBOW  FRILLING." 

This  will  be  a  strong  line. 


R.  D.  Fairbairn  Co.,  Limited 

107  SIMCOE  STREET,  TORONTO,  ONT. 

President:    Rhys  D.  Fairbairn  Vice-Presidents:    F.  J.  Knight,  W.  C.  Cliff, 

The  illustration  shows  a  good  variety  from  our^  import  dept.,  samples  of  which 

are  nowsready.  ..  ^^ 

We  Have  in  Stock  Our  Line  for  Spring  1911  'j^illlZ] 

LACE^  JABOTS,    COLLARS    AND    YOKES    AND    LLNiEN]  COL^L ARS 


Please  nieiitioii  The  Kevieiv  to   Advertisers  and  Their  Travelers. 
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Fancy   Dress   Trimmings 

Black  and   White    Effects    Widely   Used       Porce- 
lain on  Black       Touches   of    Coral    and   Tur- 
quoise    -  Pompadour  Tintings  for  Spring. 

In  fancy  trimmings,  the  tceynote  o£  the  present  and 
coming-  season  is  struck  by  the  black  and  white  combin- 
ations. Wonderful  variety  i.s  seen  in  these.  White  por- 
celain beads  iorni  a  favorite  eflect  on  black  chiffon  or 
marquisette.  These  fabrics  are  also  seen  braided  with 
Cordelia  in  white,  producing  a  most  effective  and  strik- 
ing- garniture. 


Novelty  Cord  and  Tassel  Girdle. 

A  certain  tendency  to  plain  princesse  outlines  on  the 
one  side  with  a  raised,  belted  waistline  as  the  other  ex- 
treme, both  work  together  to  popularize  the  heavy  cord 
girdles,  with  the  result  that  we  have  these  selling  very 
widely.  Already  considerable  tum-over  has  been  done  in 
the  beaded  varieties  in  the  city  stores. 

These  consist  of  lOpes  of  beads,  usually  of  colored 
glass  in  imitation  metal  tints,  twisted  together  in  rope 
elTeet  and  passed  through  a  large,  beaded  button  and 
ending  in  tassels.  The  button  may  be  slid  up  or  down 
as  desired.  Some  of  these  have  sold  well  at  seventy-five 
cents. 

A  much  more  dressy  specimen  was  designed  for  one 
of  the  new  black  and  white  evening  dresses.  It  was  in 
old  steel  effect  (sometimes  called  antique  silver),  of 
tubular  cord,  beaded  all  over,  on  black,  and  passing 
twice  about  the  waist,  through  the  loops  worn  low- 
down,  and  endiing  in  handsome  large  tassels.  This  would 
retail  between  three  and  four  dollars. 


Wide  Braids  Universally  Used. 

All  sorts  of  gowns  now  being  made  up  are  trimmed 
with  the  new  heavy-looking  wide  braids  of  silk.  Evening 
gowns  show  bands  to  correspond,  or  of  contrasting 
shade,  and  placed  usually  in  the  neighborhood  of  th>^ 
knee,  and  much  heavy  braid  will  be  used  on  chiffons  and 
on  marquisettes.  This  is  not  the  hobble  effect,  but 
rather  a  new  design  intended  to  illustrate  well  either  of 


Novelty  Persian-colored  filet,  bands  and 

aUover  to  match.       Shown  by  Flett- 

I-owndes  &  Co..  Ltd.,  Toronto. 


Steel  is  now  very  widely  used,  both  in  combination 
with  black  and  colors  and  sometimes  on  white  net. 
Antique  silver  and  Egyptian,  or  dull,  greenish  gold  are 
the  other  fiavoriie  metallic  efifeets.  Not  'only  are  tunics 
of  chiffon  beaded  or  embroidered  in  these  shades,  but 
much  use  of  jewels  is  made,  both  set  and  unset,  bril- 
liants being  the  most  showy.  Frequently  a  touch  of 
coral  is  seen  with  gold  or  .silver,  or  a  turquoise  set  in 
EJgyptian  gold. 

Bodice  garnitures  consist  of  gold  or  silver  or  pearl- 
beaded  plaques  centred  with  a  contrasting  jewel,  and 
connected  by  loops  of  cord,  of  pearls  or  of  stones.  Me- 
dallions for  use  on  bodices  show  not  only  evening  dress 
styles,  but  others  designed  to  go  with  a  high-necked 
dress.  Dew-spotted  chiffons  are  in  greater  demand  than 
ever.  Lacet  fringes,  satin  beads,  and  beaded  silk  fringes 
are  other  popular  lines.. 

Lattice  beading  and  cord  effects  are  specially  good 
in  all-O'Vers  and  bandings.  An  outstanding  feature  is  the 
separate  motif  instead  of  the  straight  band,  though  the 
latter  also  is  extremely  popular. 

Besides  the  metallic  effects,  the  leading  color  scheme 
for  Spring  will  be  the  black  and  white,  and  the  Dresden 
or  Pompadour. 


Lace  jabot,  showinu  St.    Galli  edirine    and    "baby 
Irish."     Shown  by  Ladies'  Wear  Ltd..  Toronto.' 

two  styles,  the  straight  plain  or  the  tunic  skirt.  The 
former  is  widely  accepted  for  tailored  skirts,  and  de- 
mand for  the  braid  trimming,  whiich  forms  the  only  pos- 
sible suitable  break  to  the  otherwise  severe  outline  of 
the   "tube"    is  daily   increasing. 

Coats  will  also  be  trimmed  with  braid  in  various 
forms,  some  showiing  the  deep  stripes  on  their  lower 
edge,  making  a  marked  break  in  the  outline.  Six  and 
^ght  inch  numbers  sell  well,  much  black  being  required. 
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Fall  Glove  Announcement: 


Entire    Lined    Gioves 


The  entire  range  of  Perrin  Men's  Lined  Gloves  has 
been  revised,  using  better  class  linings  than  ever 
before.     They  retail  from  $1.50  up. 

Fine  Angora  Wool  and  Silk  makes  a  lining  never 
before     approached    and    not    previously    shown. 

While  all  numbers  of  Men* a  Silk,  Wool, 

and  Fur-lined  Gloves  have  been  improved 

Prices  remain  the  same. 


Ladies'  Lined  Gloves  in  Silk,   Wool   and   Fur.     A 
very  wide  variety 

Men's  Wool  Gloves.     A  very  strong  line.     Many 
new  numbers. 


Kayser  Fabric  Cloves  for  Fall    ""'" ^yLT^'r""" 

These  Gloves  are  world  favorites,  and  enjoy  a  splen- 
did reputation  in  Canada.  Very  thorough  con- 
sumer publicity  will  widen  their  popularity  all  over 
Canada.  Merchants  have  appreciated  the  oppor- 
tunity to  sell  Kayser  Gloves. 

Ttie  Same  Numbers — Ttie  Same  Prices 

as  in   U.S.A. 

The  entire  salesforce  all  over  Canada  is  now  showing 
the  above  lines 


PERRIN  FRERES  &   CIE. 

28   VICTORIA   SQUARE,  -  MONTREAL 
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Veilings  and   Scarfs 

Small  Meshes    Seem    to   be    Popular  —  Black   and 
White  Effects  —  Prospect  for  Motor  Veilings. 

Never  did  a  season  proniibe  better  for  motor  veil- 
ings. All  varieties,  coming  tin  the  new  shades,  aeroplane 
green.  Iris,  apiicot  or  Ucnner  pink,  etc.,  will  be  in  de- 
mand. No  merchant  who  takes  the  precaution  of  buying 
early  and  (liscriminatinjily,  mindful  of  the  April  winds 
and  how  soon  Easter  is  with  us,  should  fail  to  make  a 
fine  turn-over.  Satin  striped  edges  will  undoubtedly  be 
favorably  looked  upon  as  Spring  opens,  and  all  the  little 
dressy  touches  will  be  more  in  demand. 

A  high  novelty  consisted  of  a  scarf  of  chiffon  in  black 
and  white  fine  stripe.  This  is  also  shown  in  colors  with 
white  and  will  prove  a  loader.  Grey  with  white  was 
another  specimen  which  should  be  well  received.  All  the 
above  have  hem  and  edge  to  correspond  with  the  color 
or  of  white.  Fabrics  are  ninon  for  evening,  and  chiffon 
for  motor  wear. 

Evening  scarves  are  now  selling  at  their  best  in  all 
varieties.  A  few  houses  have  already  cut  prices,  but 
this  is  by  no  means  necessary  till  January,  as  demand 
is  felt  right  up  till  Lent  for  all  such  fancy  articles. 
Dew-spotted  chiffons  with  satin  edge  are  general  fav- 
orites. Steel  beaded  effects  are  the  novelty  of  the  season 
and  sell  well  though  high  in  price.  All  sorts  of  antique 
silver  and  greenish,  Egyptian  gold  effects  in  embroideries 
on  scarves  are  leaders,  much  silver  and  gold  being  seen 
on  black  net. 

Frequently  a  very  handsome  scarf,  either  one  or 
more,  may  be  embodied  in  a  dross,  either  as  tunic  or 
as  bodice  drape,  belted  in  with  edges  hanging.  Some  of 
the  cleverest  dressmakers  are  producing  very  rich  effects 
in  this  way  at  less  expense  than  when  the  material  it- 
self must  be  hand  embroidered.  Dull-sequined  effects  are 
favorities   for  this  purpose. 

For  motoring  wear,  a  seasonable  novelty  was  a 
little  ice-wool  knitted  scarf,  quite  wide  and  heavily 
fringed,  taking  the  place  of  the  regular  chiffon  scarf. 


Belts  for  Late  Spring  and  Summer. 

Travelers  will  be  out  this  month  with  sample  lines 
of  wash  belts  for  the  Spring  and  Summer  season  of 
1911,  and  it  seems  probable  that  a  similar  situation  to 
that  which  developed  last  year  may  be  again  pending. 
Retailers  are  accustomed  to  put  tlie  lines  of  goods  made 
bv   the  houses  tiiat  handle   wash  belts  on  sale  at    once, 


Black   silk   belt,   with   fancy  stitchingr  on  edge^very  eflective 
novelty.     Shown  by  R   D.  Fairbairn  Co..  Ltd..  Toronto. 

and  this  is  what  they  proceeded  to  do  with  their  newly 
bought  lines  of  wash  belts.  Wash  belts  have  become 
a  staple  artiicle,  an  article  that  sells  freely  as  soon  as 
and  as  long  as  the  white  blouse  comes  in  for  .street 
wear,  and  at  the  present  time  no  matter  when  wash 
belts  are  ordered  and  shipped  the  counter  sale  should  bo 
delayed  until  the  weather  becomes  warm  enough  for  the 
wearing  of  white  cotton  blouses  to  become  general. 


Last  year,  wash  belts  were  put  on  the  counter  as 
soon  as  received,  and  as  they  met  with  no  demand  were 
jobbed  out  for  what  they  would  bring.  As  no  re-orders 
came  to  hand  the  manufacturer  placed  no  fuither  orders 
abroad  for  the  embroideries  and  fa))rics  that  entered  into 
their  production.  Later  on  when  warm  weather  arrived 
and  customers  asked  for  wash  belts  the  supply  was 
limited,    and    the    merchant     was    inclinr'd    to    blanio     the 


Velvet  corduroy  belt,  piped  with  black   and  white  silk. 
Shown  by  R.  D.  Fairbairn  Co.,  Ltd..   Toronto. 

manufacturer  for  not  having  the  materials  in  stock. 
The  manufacturer  has  to  do  business  along  business 
lines  and,  just  as  the  merchant,  finds  profits  decreased 
by  the  presence  of  left-over  goods.  Therefore,  he  checks 
the  orders  he  places  with  the  manufacturer  by  the  orders 
he  receives  from  manufacturers. 

This  year  travelers  are  out  with  a  beautiful  line  of 
wash  belts,  and  unless  the  merchant  waits  until  the 
proper  season  for  showing  the  same  the  trouble  exper- 
ienced last  season  will  be  repeated. 


Spring    Lengths    in    Gloves 

Prospect    for     Long     Gloves     Good  —  Elbov/ 

Sleeve     Returning  —  Inaccurate    Marking 

and    Ticketing    Cause    of    Complaint. 

It  is  pretty  g-eneraliy  conceded  that  long  gloves  will 
i-ule  for  fashionable  wear  during  the  coming  Spring  and 
Summer  seasons.  The  dressy  sleeve  to-day  is  the  short 
oir  three-quarter  lengtli  sleeve,  even  for  afternoon  wear. 
with  a  pronounced  tendency  towards  the  elbow  length 
.sleeve  for  iSpring  and  Summer  blouses  and  gowns. 

The  twelve  button  length  is  featured  in  all  advance 
orders  and  showings.  A  splendid  Christmas  trade  has 
been  done  in  this  length  in  white  gloves,  but  these,  of 
course,  have  been  chieflj'  for  holiday  gifts  and  for  evening 
wear  during  the  winter.  A  .shorter  glove  is  not  always 
satisfactory  even  witii  the  three-qnai'ter  sleeve,  being  apt 
to  slip  down  out  of  place  and  leave  gaps  between  sleeve 
and  glove.    • 

White  and  hlaek  arc  the  favored  colors  in  long  gloves, 
since  they  may  be  worn  wit>h  any  shade  of  costume,  but 
a  certain  'trade  is  expected  in  both  tan  and  grey,  and 
there  will  always  be  a  few  gloves  demanded  in  tints  to 
match  fashionable  colored  costumes. 

For  the  Spring  trade  these  long  gloves  are  being 
ordered  in  kid,  but  advance  orders  for  the  waruier  Sum- 
mer weather  show  a  decided  preference  for  silk.  I^ong 
gloves  are  warm  in  any  case,  and  silk  or  a  fine  lisle  prove 
much  more  eomforta'ble  than  kid  for  summer  use. 

According  to  the  statement  made  by  a  leading  Mon- 
(rcal  wholesaler,  the  inaccurate  marking  and  ticketing  of 
certain  lines  of  gioods  at  the  manufactories  was  the  basis 
(if  ('lie  complaint  laid  by  the  retail  dry  goods  men  some 
time  ago,  of  ins'tances  in  which  both  number  and  weight 
had  been  found  overstated.  The  wholesale  Dry  Goods 
Assoeialioin  and  retail  men  held  a  conference  upon  the 
subject.  The  wholesalers  placed  the  matter  before  the 
Council  of  the  Board  of  Trade,  and  the  Council  addressed 
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the  Government  at  Ottawa  on  the  question  of  an  amend- 
ment to  the  criminal  code  to  provide  for  the  punishmeui 
of  any  person  found  guiity  of  tJie  practice  of  misrepre- 
sentation cither  as  to'  the  quantity,  measure,  gauge  or 
weight  of  any  goods  so  hi  by  such  person.  Ottawa  referred 
th€  matter  back  to  Montreal,  stating  that  the  criminal 
code  already  provided  for  such  exigencies,  and  it  only 
remained  for  the  injured  party  to  lake  individual  action 
against  'the  offender.  The  matter,  therefore,  now  rests 
tnlirelv  with  the  retail  men. 


Kid  Gloves  with  Silk  Fourchettes. 

Kid  glov&s  with  silk  fourchettes  are  a  novelty  which 
will  probably  bo  worn  to  some  extent  at  least  during  the 
coming  season.  Similar  in  appearance  to  the  ordinary 
kid  or-  lambskin  glove,  but  with  fourchettes  of  silk  in- 
stead of  leather,  these  gloves  will  doubtless  appeal  es- 
pecially to  persons  whose  hands  perspire  freely  during 
the  warm  weather,  the  porous  nature  of  the  silk  allow- 
ing the  moisture  to  escape.  At  present  they  are  made 
only  in  the  short  styles,  but  should  they  meet 
with  any  degree  of  favor,  the  longer  lengths  will  un- 
doubtedly follow. 

Fabric  Glove   Business  Growing. 

There  has  been  a  steady  growth  in  business  in  high- 
class  fabric  gloves,  particularly  in  the  winter  weights. 
This  is  no  doubt  owing  to  the  introduction  of  new  and 
novel  fabrics  and  the  perfection  attained  in  their  manu 
facture.  The  new  gloves  of  the  mocha  suede  and  rein- 
deer variety  are  such  perfect  (imitations  of  the  leather 
they  represent,  that  they  are  very  easily  mistaken  for 
such  unless  closely  examined.  Then  again  these  fabric 
gloves  may  be  easily  washed  and  washing  does  not  alter 
their  appearance,  but  leaves  them  almost,  if  not  quite  as 
attractive  as  before.  One  line  which  has  been  meeting 
with  special  favor  is  the  imitation  reindeer  lined  with 
silk. 

Duplex  fabric  gloves  are  a  style  which  has  been  meet- 
ing with  a  good  deal  of  attention  in  many  places.  Fea- 
tured by  a  number  of  manufacturers  under  a  number  of 
different  trade  names,  duplex  is  a  combination  of  two  dif- 
ferout  fabrics,  the  outside  closely  resembling  mocha.  Tn 
the  process  of  manufacture  one  fabric  is  laid  over  the 
other  and  attached  to  it  by  means  of  a  strong  adhesive 
substance,  the  whole  placed  under  tremendous  pressure 
and  the  two  fabrics  practically  made  one.  They  come 
in  styles  for  both  men  and  women,  in  tans,  browns, 
greys  and  wlnites,  in  two  clasp  designs  with  embroidery 
in  white  or  natural  chamois,  also  in  badclette  and 
mousquetaire  styles. 


New    Features    in     Ribbons 

Satin  or  Taffeta   Combined  with    Velvet    in 

Wide  Striped  Effects  in  Black  and  White 

—  Satin  the    Leading    Fabric. 

The  striking  feature  of  Spring  importations  now 
coming  tin  consists  of  the  black  and  white  combinations. 
XoL  only  are  shepher's  checks  and  pin  stripes,  also  dots 
and  greyish  stripes  on  white,  booked  for  popularity,  but 
distinct  and  almost  startling  effects  of  one-half  to  one 
inch  stripes  of  alternate  black  velvet  and  white  satfn 
were  shown  as  high  style  for  millinery.  Considering  the 
prospect  of  postponement  of  the  brighter  colors  in  fa\or 


of  black  and  white  early  in  the  Spring,  these  will  give 
a  much  needed  touch  of  life  to  the  general  color  scheme. 

It  is  to  be  noted  that  the  best  numbers  combined  an 
wjual  amount  of  black  and  white,  neither  preponderat- 
in;:;,  while  silk  and  velvet  stripes  appeared  al.^o  in  grey 
and  white,  to  charming  effect.  (<rey  and  white  will  un- 
doubtedly ha\e  [)lace  among  best  sellers.  Parma  violet, 
another  mourning  shade,  is  highly  spoken  of,  but  it  is 
hoped  and  expected  that  bright  colors  will  be  the  rule 
with  Summer  goods.  At  present  much  talk  of  Dresden 
-hades  in  distinctly  new  form,'  showing  very  light  but 
positi\e  clear  tints. 

Staple  shades,  such  as  pale  blue,  Xile  and  mauve,  sell 
as  usual,  and  prospects  are  very  good  for  the  new  rose 
pinks.  Groat  variety  will  be  seen  both  in  mauve  and  in 
rose  shades  and  the  heather  tints  may  be  looked  for. 
The  color  card  includes  "gris"  (dark  g/'ey),  myrte, 
(myrtle),  light  electric  blue,  dark  brown,  Parma  violet. 
Iris,   champagne,   etc. 

Satin  is  the  leading  fabric  for  ribbons,  but  many 
millinery  varieties  show  gold  and  .silver  ground,  and 
the  velvet  combinations   above  described. 

At  present,  veilings  tend  largely  toward  the  conven- 
tional numbers  with  which  we  are  all  familiar.  Small, 
quite  inconspicuous  mesiies  seem  to  be  favorites  with 
the  buying  public,  though  a  trade  is  also  done  in  some 
of  the  larger  varieties.  Spider-web  meshes,  though  no 
longer  new,  are  much  seen  in  the  more  strictly  every- 
day weaves.  As  a  background  for  a  dot  of  medium  size 
at  quite  small  intervals  they  are  well  accepted. 

At  present  black  and  white  effects  seem  to  be  the 
favorites,  and  much  is  hoped  for  them  for  the  coming 
Spring.  They  are  uniiversally  becoming,  and  should  only 
need  to  be  shown  to  take  well  when  a  black  and  white 
season  is  on.  Plain  blacks,  are,  of  course,  staple  sellers, 
and  Some  very  pretty  French  greys  are  now  sho^^^ng.  As 
a  dressy  veil  none  surpasses  the  latter. 


Success    in    Selling    Gloves 

Take    Time    to  Give  Customer   the  Right 

Size  —  Glove     Materials    Changing 

More    Frequently. 

"'A  strong  point  in  the  successful  management  of  a 
glove  ddepartment  lies  in  getting  the  salespeople  to  take 
time  to  give  the  customer  the  right  size,  and  to  fit  the 
gloves  before  they  leave  the  shop,"  was  a  remark  made 
by  the  manager  of  a  leading  glove  firm  recently  and  he 
went  on  to  state,  what  every  glove  dealer  should  guard 
against,  that  many  gloves  are  completely  ruined  in  fit 
and  style  bj^  being  improperly  put  on  the  first  time  they 
are  worn. 

The  competent  sales  girl  in  putting  on  gloves  for  a 
customer  knows  just  how  much  care  and  patience  are 
necessary,  but  not  one  buyer  in  a  hundred  remembers 
that  the  gloves  should  be  oi^encd  with  a  proper  stretcher, 
powdered  to  make  them  slip  easily,  and  smoothed  and 
patted  into  place. 

The  result  is  that  gloves  are  ver>-  often  taken  home, 
and  pulled  on  'in  such  a  hurry  that  they  are  pulled  out 
of  shape  and  frequently  split  or  torn  in  the  process.  The 
glove,  or  the  dealer,  gets  all  the  blame.  Possibly  the 
fault  may  lie  with  the  gloves.  There  may  be  a  defect 
which  is  quite  unnoticeable  until  they  are  put  on.  an 
other  good  reason  why  they  should  be  fitted  in  the  shop. 
It  is  a  safeguard  not  only  to  the  dealer,  but  also  to  th? 
maker. 
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This  is  the  one  place 
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right  prices  with  quick 
service. 

LEADING  MERCHANTS  ALL  OVER  CANADA 
KNOW  ABOVE  TO  BE  FACTS. 


Maltev  f>,  Matrp  d  Co, 

Wfye  THibbon  Ibouse  of  Canada 
Cov,  St  ^attics  and  Victoria  Square,  Montreal 
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As  to  size,  it  does  not  always  do  to  trust  to  the 
buyer's  statement  as  to  what  he  or  she  always  wears. 
A  certain  size  in  one  style  may  fit  a  certain  hand,  and 
the  same  size  in  another  style  may  not  do  so  at  all. 
The  customer's  hand  should  be  measured  across  the  back 
and  also  for  the  length  of  the  fingers.  If  a  customei-  bo 
properly  fitted  wiith  satisfactory  gloves  at  a  certain  shop 
ho  is  very  liable  to  return  to  that  shop  at  another  time, 
a  strong  incentive  for  the  doalrr  to  do  his  utmost  to 
please,  and  pleasid  customers  denote  a  growing  business. 

If  a  rip  appears  when  a  glove  is  tried  on,  it  should 
be  attended  to  at  once,  so  as  to  prevent  all  danger  of 
its  being  overlooked,  and  becoming  larger.  Should  it  be 
found  that  a  glove  does  not  fit,  or  for  some  reason  does 
not  please  when  it  is  tried  on,  it  .should  at  once  be  care- 
fully pulled  back  into  shape,  the  fingers  smoothed  out, 
hold'ng  the  thumb  firmly  on  the  scam  at  the  base  to 
prevent  pulling  out  of  shape. 

Be  very  considerate  of  childi.sh  eiistomers,  for  they 
are  advertisers.  The  little  boy  or  girl  who  goes  shopp- 
ing alone  keenly  appreciates  good  merchandise  and  the 
right  kind  of  salesmanship  and  he  or  she  has  no  hesita- 
ttion  in  announcing  the  fact  in  no  uncertain  manner  that 
a  good  tht'ng  has  been  bought  from  a  good  clerk  at  a 
good  store.  The  children's  elders  are  pleased  at  the  way 
the  child  has  been  treated,  and  follow'  in  the  footsteps 
of  the  little  one. 

Cleanliness  pays — clean  showcases,  clean  floors,  clean 
merchandise,  clean  methods,  win  trade  and  keep  it. 

For  many  years  the  glove  department  in  many  stores 
was  looked  upon  as  a  losing  department  and  few  shops 
showed  a  profit  there.  Now,  however,  in  the  hands  of 
a   competent    manager,    this   department   may   be   as   suc- 


cessful financially,  as  any  other.  For  many  years,  one 
dealer  states,  the  ratio  of  profit  realized  has  been  much 
too  low.  The  day  no  longer  emsts  when  consumers  can 
buy  the  same  quality  of  gloves,  in  season  and  out  of 
season,  at  a  uniform  price.  Glove  materials  vary  with 
the  season  and  there  is  a  steadily  upward  trend,  and 
has  been  for  some  time.  Higher  wages  arc  being  de- 
manded and  received  by  the  labor  employed  tin  the  man- 
ufacture. It  would  seem,  therefore,  a  good  policy  for 
the  merchant  and  his  emploj'es  to  frankly  explain  these 
conditions  to  customers  when  charging  a  price  which 
allows  the  usual  percentage  of  profit  to  be  made. 

Then  again,  good  sales  people  must  be  well  paid. 
A  merchant  can  no  longer  obtain  clerks  at  the  old  scale 
of  w-ages,  and  realize  the  poor  policy  involved  in  cutting 
salaries  to  reduce  expenses.  Rents  have  become  a  for- 
midable  item  of  expense. 

^ 


111  urging'  the  desirabilily  of  cash  in  bus,iness,  the  mer- 
chants of  Edmonton  are  considering  some  'action  by  which 
employers  may  be  induced  to  pay  their  staffs  in  money 
instead  of  by  cheque.  There  are  so  manj-  strangers  in 
Edmonton  that  the  merchant  does  not  always  know  who 
is  who.  Consequently  when  a  cheque  is  presented  he  can- 
not, in  every  ease,  tell  whether  it  is  bona  fide  or  n<A. 
Oheques  issued  on  Saturday,  for  example,  eannot  be  cashed 
at  the  bank  on  tihat  day,  but  usually  presented  in  the 
stores  in  the  afternoon  or  evening.  In  the  case  of  the  old 
resident,  this  is  all  right,  but  in  many  cases  it  proves  a 
source  of  ineonvenienee  to  the  new  larrival,  especially  to 
the  man  who  eannot  get  up  town  during  the  day. 


WHAT YOU NEED 

TO  INCREASE  YOUR  UMBRELLA  SALES  IS 

m  "BROPHEY" 

SUIT  CASE  UMBRELLA 

(BEEHLER  PATENT) 


This  is  a  new  feature  in  umbrella  buying,  getting  a 
folding  suit  case  umbrella  with  "detachable  handle" 
at  the  price  of  an  ordinary  one.  When  folded  will  go 
into  a  24-inch  suit  case  diagonally. 

IT  IS  SIMPLE,  IT  IS  STRONG 


Folded  ready  for  suit  case. 


Can  be  retailed  at  $1.50  and  upwards.  Our  travellers  are  now  on  the  road  for 
Spring;  ask  them  to  show  you  this  "wonderful"  umbrella,  or  write  us  for  samples, 
naming  prices  you  wish  to  retail  them  at.     Made  in  both  ladies'  and  men's  styles. 


THE  BROPHEY  UMBRELLA  COMPANY,  Limited 

MAKERS  OF  UMBRELLAS,  PARASOLS  AND  SUSPENDERS 

11  DUNCAN  ST.,  TORONTO,  ONT. 
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Braids  Dress  Trimmings  Ladies'  Neckwear 

High  Class  Novelties  in  all  Lines.  Excellent  IJalues. 


OUR  OIVN  MAKE.  ENQUIRIES  SOLICITED. 

The  Moulton  Manufacturing  Company,    Limited       ::       Montreal 


Very  Busy  for  Spring  1911 

ALL  THE  LATEST  SELLERS  IN 

I    A  TMCC^    DCT  XC  ^^^stic,  Velvet, 

LfAUilliO        Dill  Li  i  O        Brocaded 

ALL  NEW  SHADES 

Join  the  Procession.     Call  or  write  for  samples. 

LOUIS    SCHLOSS 

621  BROADWAY  NEW  YORK 


Please  mention  The  Revietv  to  Advertisers  and  Their  Travelers. 


Keeping  the  Dress   Accessories  Department   Up   to    Date 


Display  of  Goods  as  an  Investment  —  How  One  Merchant  Keeps  Himself 
Informed  —  Methods  of  Securing  Latest  Style  Features  —  The  Selling 
Power  of    Lines  Which  Attract  Attention  Though  Slow  Movers  Themselves. 


IT  is  generally  conceded  that  dress  accessories  should 
occupy  a  position  near  as  possible  to  the  main  en- 
trance. Again,  even  if  show-cases  are  scarce  this 
particular  department  demands  at  least  one  to 
itself.  Almost  always  articles  of  the  sort  are  bought  in- 
cidentally, not  because  the  customer  came  for  them, 
hence  the  importance  of  making-  effective  display. 

A  merchant  of  long  and  successful  experience  in  this 
line,  whose  store  makes  it  a  specialty,  declared  that  the 
loss  sustained  by  hanging  up  scarves,  neckwear,  etc.,  in 
profusion  and  by  allowing  free  handling  was  more  than 
made  up  in  the  added  custom.  He  regarded  it  not  as  a 
necessary  loss,  but  rather  as  an  investment.  Similarly, 
he  .shows  novelty  lines  ahead  of  time  in  small  quantities, 
though  only  a  certain  portion  of  his  trade  are  able  to 
appreciate  them  as  style  features,  and  even  these  do  not 
always  buy.    This  also  is  an   investment. 

Every  two  months,  additions  are  made  to  the  dress 
accessories  and  old  good.s  cleared  out  even  at  a  loss. 
Travelers  representing  firms  who  keep  in  touch  by  visit- 
ing New  York  every  week  or  so,  make  a  point  of  calling 
at  this  store,  and  frequently  get  orders  on  newly  ar- 
rived special  lines.  This  merchant  pursues  the  admirable 
and  all  too  infrequent  policy  of  treating  every  salesman 
as  if  he  were  bestowing  not  receiving  a  favor,  when  he 
is  allowed  to  recite  his  budget  of  news.  By  this  means 
the  merchant  is  kept  informed  and  does  not  slide  into  a 
backwater  through  the  short-sighted  policy  of  snubbing 
a  man  because  he  has  something  to  sell.  When  he  does 
not  buy  from  them,  these  drummers  know  that  it  is 
because  he  cannot  handle  the  article.  Tn  this  way  the 
department  is  kept  on  a  par  with  those  of  larger  firms 
who  cable  abroad  for  goods  and  clear  out  a  vast  mass 
of  stock  every  week. 

Buying  in  Small  Qyantities. 

Another  secret  of  this  merchant's  success  is  buying 
imported  goods  in  small  quantities,  and  then  having 
favored  numbers  reproduced  by  local  manufacturers,  or 
specially  made  up  for  him  outside.  If  anything  sticks 
after  a  really  fair  trial,  out  it  goes  whether  the  quan- 
tity is  only  small  or  not.  A  great  range  of  shades  is 
earned  and  not  necessarily  rin  a  uniform  line.  Some- 
times one  article  resembles  another,  but  does  not  exactly 
reproduce  it.     Stock  is  taken  once  a  year. 

Change  is  the  Law  of  this  Department. 

A  manager  in  a  large  store  has  an  almost  unequalled 
stock  of  embroideries  and  trimmings.  Some  of  these  run 
as  high  as  $15  a  yard  for  a  new  lattice-work  allover 
made  entirely  of  gold  beads.  Twice  a  year  the  depleted 
stock  is  replaced  by  new  importations,  the  old  being 
cleared  out  at  any  cost.  Nothing  in  trimmings  is  car- 
ried over  from  one  season  to  another.  The  buying 
abroad  is  done  by  the  department's  manager. 

At  all  times  travelers  keep  coming  in  and  new  arti- 
cles are  added.  A  special  buying  agency  of  the  store  is 
established  in  London,  Paris,  and  New  York,  and  in  this 
way  any  new  fashion  that  may  appear  can  be  snapped 
up  at  a  moment's  notice,  and  appear  on  the  store's  coun- 
ters within  a  couple  of  weeks  Twice  a  year  stock  is 
tftVen. 


When  the  Fall  goods  have  arrived  special  notices 
appear  in  the  papers,  so  that  patrons  may  get  a  chance 
to  take  their  choice  of  the  freshest.  Many  dressmakers 
buy  from  this  store,  and  on  this  account  and  because  it 
receives  some  of  the  best  family  trade,  customers  are 
allowed  to  pay  by  the  month.  Every  year  sees  two 
great  sales  of  fancy  robes,  sequined  tunics  and  trimmings, 
etc.,  sometimes  marked  down  to  one-third  or  less  of  the 
original  coat.  Yet  this  is  one  of  the  best  paying  depart- 
ments of  its  kind. 

Clippings  Followed  Up  to  Secure  New  Lines. 
Still  another  manager  has  fresh  arrivals  from  his 
buying  offices  abroad  at  short  intervals  of  a  few  weeks 
all  year  round.  In  case  of  novelty  being  discovered,  this 
store  buys  it,  if  it  can  and  if  it  cannot  obtain  enough, 
has  it  reproduced  at  home  from  the  model.  Again,  if 
a  still  larger  quantity  ds  required,  a  local  manufacturer 
is  given  the  order.  This  store  regularly  imitates  high 
style  lines  in  cheaper  goods  for  popular  trade  and  sells 
both  easily.  This,  it  must  be  remembered,  cannot  al- 
ways be  done   with  success. 

A  specially  noteworthy  feature  is  the  fact  that  clip- 
pings are  made  in  the  home  office  from  papers  (trade 
both  here  and  abroad),  from  catalogues  of  foreign  houses, 
from  any  contemporary  source  whatever.  These  are 
looked  into  and  if  they  prove  true,  the  article  is  hunted 
up  and  bought  for  the  department.  This  system  works 
like  a  gold  washer  in  securing  new  styles. 

Salespeople  are  instructed  so  as  to  sell  intelligently 
when  a  new  line  appears.  Anything  that  sticks  is  cleared 
at  what  it  will  bring  without  loss  of  time,  and  great  as 
is  the  variety  carried,  it  is  never  the  same  from  year  to 
year.  This  firm  believes  in  keeping  the  department  fresh 
in  the  public  mind  and  not  a  day  passes  by  without 
something  in  the  paper.  At  special  sales,  and  stock- 
taking twice  a  year,  as  well  as  at  opening  times,  larger 
advertising  space  is  allotted.  Above  all,  the  motto  of  the 
successful  manager  of  a  dress  accessories  department  is 
"keep  the  goods  fresh  !" 

Small  Merchants  Need  Not  Fall  Behind. 

No  merchant,  even  in  a  very  small  way,  should  buy 
such  articles  as  neckwear,  belts,  sashes  and  handker- 
chiefs the  greater  part  of  his  dress  accessory  stock  twice 
a  year  and  then  feel  that  his  department  is  stocked.  A 
month  often  sees  a  perfect  revolution,  and  if  his  stock 
does  not  reflect  it,  his  customers  go  to  the  post  office 
with  their  mail  order,  compiled  from  the  newspaper  of  a 
large  centre.  And  every  time  they  do  so.  he  loses 
ground. 

Every  month  the  handkerchiefs  in  a  certain  Toronto 
department  store  are  added  to,  and  the  old  thrown  on 
the  bargain  counter  to  fetch  what  they  may.  Every 
day  they  are  advertised.  This  is  not  feasible  for  the 
country  merchant,  but  when  he  does  sell  out  a  fancy 
line  he  can  surely  replace  it  with  something  a  little 
newei'.  Again,  a  clever  and  successful  dry  goods  mer- 
chant in  a  medium-siizrd  store  showed  acumen  lin  buying. 
The  travelers  know  him  of  old.  and  they  take  every  new 
thing  they  can  find   to  him. 


Dry  Goods  Review. 


DRESS     ACCESSORIES 
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PARASOLS 


AND 


UMBRELLAS 


Special  Attention 

to 
Letter   Orders 


THE   IRVING   UMBRELLA    CO. 

LIMITED 
79-83  Wellington  St.   West        -         Toronto 


The  Forsyth,  Kimmel  Co. 

BUTTONS 


We  carry  everything  that  is  new 
and  correct  in  Buttons. 

We  have  made  a  special  study 
of  your  Button  requirements  for 
Spring  and  Summer  trade. 

We  have  the  goods  you  will  need 
at  the  right  prices. 

Wait  for  our  travellers. 

The  Forsyth,  Kimmel  Co. 

Berlin,  Canada 

Successors  to  John  Forsyth  &  Company 


IT'S  A 


FOWNES 

That's  all  you  need  to  know 
about  a  Glove 


Foil  1911  sampfes  now  being  shownby  our  trav  elers 

Fownes  Bros.  ®>  Co. 

Coristine  Building,  Montreal 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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GOLLAR  Supporter 

Simplest  and  Best.       WkW 


T 


Thais 

i!^^(ollar$ttpporior 
iliQV  all  waiif 


Women  who  have  once  used  the 
"VICTORIA"  know  its  superior 
qualities  and  will  wear  no  other. 

If  you  want  to  please  your  women 
customers  stock  and  push  the 
"VICTORIA."  Buy  it  in  good 
quantities  and  varieties  of  setting. 

The  "VICTORIA"  Supporter  is 
stocked  by  all  wholesalers,  and  is 
never  sold  under  any  other  name. 
A  supporter  not  called  a.  "Victoria" 
is  not  a  "Victoria." 

Look  over  your  stock  to-day.  If 
you  have  not  a  good  supply  of  the 
"VICTORIA"  Collar  Supporter, 
get  some  from  your  wholesaler. 


Def  riez  CS,  Woodman 


. 


TORONTO 
64  Wellington   Street  West 


MONTREAL 
204  St.   James  Street 
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Handbags  for  Spring  Selling 

New  Styles  Show  Egyptian  Gold,  Butler's  and 

Antique  Silver  —  Dressy  Numbers  are  the 

Black  Velvet  Cordeliere,  Fancy  Fabric 

and  Five  Mesh  Metal  Bags. 

THE  present  tendency  is  for  smaller  handbags,  cor- 
roborated by  what  is  being  taken  in  New  York  at 
the  moment  and  by  indications  from  abroad. 
Eight  'and  nine  inch  frames  will  be  among  the 
leaders  for  Spring  selling,  and  many  handsome  specimens 
are  now  on  view  in  leading  houses,  showing  both  metal 
moun'ted  and  flap  of  leather  styles. 

Considera'ble  change  may  be  expected  in  two  ways.  A 
good  many  light  colorings,  grey,  fawn,  tan,  etc..  seem  to 
be  coming  forward,  and  much  diversity  in  metal  mount- 
ings is  seen.  While  the  plain  effects  may  be  regarded  as 
staple,  fashion  looks,  a.t  present,  very  favorably  upon  the 
greenish,  Egyptian  gold  shade,  and  upon  various  inlaid 
effectte.  A  handsome  bag  for  high-class  selling  showed  a 
mounting  of  Egyptian  gold,  inlaid  with  placques,  well  set 
in,  of  rich  dark  mother-o'-pearl,  cut  into  the  Paisley  scroll 
pa'ttern.  This  bag  embodied  some  of  the  best  and  newest 
features  seen.  The  genuine  seal  is  still  the  leading  leather, 
but  calf  and  sheepskin  arc  also  excellent.  Black  is,  of 
course,  'the  staple  color,  up  to  date. 

Inlaid,  acid-treated  (or  etched)  and  oxidized  silver  are 
favorite  mountis,  but  none  are  conspicuous,  very  large  or 
showy.  Butler's  silver  is  also  a  much  wanted  metal.  A 
very  handsome  effect  was  seen  in  gun-metal,  inlaid  with 
silver. 

For  dressy  occasions,  the  black  velvet  cordeliere  bag 
is  now  on  the  market,  and  though  it  went  slowly  at  first, 
as  was  'to  be  expected,  it  is  increasing  finely  from  week  to 
week.  This  means  a  steady  and  satisfactory  sale,  with  a 
probable  rush  at  Eas'ter,  when  so  many  velvet  suits  will 
be  worn.  This  bag  'is  the  hig'h  novelty  of  the  season,  and 
is  now  being  displayed  'by  every  store  of  consequence  in 
the  cities. 

For  'Spring  selling,  popular-priced  nunvbers  are  being 
gotten  out.  The  fi-rst  velvet  bags  had  rounded  top,  heavy 
cordeliere,  and  were  rather  small  for  practical  purposes, 
being  intended  for  dressy  wear.  The  new  Spring  articles 
are  of  conventional  (eight  or  nine  inch)  frame,  with  chain 
of  metal  to  match  the  plain,  mclal  top  which  is  like  that 
of  any  other  bag.  These  are  .roomy  and  practical.  Some 
are  shown  stamped  for  embroidery. 

Among  the  fa,ncy  numbers  coming  in  now  appear  the 
fine  mesh  metal  bags,  chiefly  silver,  though  gold  is  also 
seen,  and  the  evening  bags  of  brocade,  tapestry  and  em- 
broidered silks  and  satins.  The  latter  show  many  speci- 
mens of  the  dainty  Pompadour  effects,  Dresden  shadings 
being  used  in  the  embroidering  of  tiny  gairlands,  basheis 
and  bouquets  of  flowers  usually  on  a  white  ,2rt>und.  There 
is  now  much  use  of  very  narrow,  soft  silk  ribbon  or 
metallic  'braid  in  these  embroideries,  either  worked 
Ihrougb  the  fabric  or  meirely  applied  to  form  liny  leaves 
and  petali. 


Usually,  Iiowever,  when  metallic  effects  are  seen  the 
pattern  is  a  large  one  and  either  Persian  or  Mauresque 
(Mooris'h)  in  origin.  Small  jewels  are  also  com'bined  with 
these  styles  of  embroidery  on  bags,  as  they  are  in  band- 
ings and  laces.  Egyptian  gold  and  antique  silver  are 
again  in  'the  lead  'here,  though  one  of  the  prettiest  even- 
ing bags  seen  had  only  cord  mounting  and  was  of  bright 
gold,  sequined,  all-over  netting  of  coai-se  mesh,  lined  wi'th 
Pompadour  silk. 


Embroideries  and  Linens 

Coarse  Linen  Crash,  Burlap  and  Craftsman's  Cloths 

Strike  the  Dominant  Note  in   Embroidery 

Fabrics. 


Coarse  linen  crash,  burlap  and  craftsman's  cloths  are 
the  dominant  fabrics  for  cushions,  scarfs,  and  covers  at 
present.  The  coarse,  "butcher's  linen"  effect  in  natural 
tint,  or  a  shade  greyer  'than  natural,  appeare  to  be  very 
much  in  evidence  in  all  forms  of  decoration,  fabrics  of  a 
weave  which  stands  out  well,  showing  the  threads,  and 
contrasting  tbereby  with  the  smoo'thness  of  the  silks, 
forming  a  fine  baekgi'ound  for  them. 

Doring  cloth,  Bied'amar  linen  and  Aberdeen  crash  are 
three  of  the  new  cloths  use'd  for  cushions,  scarfs  and 
covers.  Burlap  is  also  selling  better  than  ever,  chiefly  in 
colore,  the  ether  lines  being,  on  the  contrary,  usually  seen 
in  natural  linen  tints.  Colored  denims  still  'hold  place, 
with  coronation  braidings  round  stamped  designs,  white  on 
azure  blue  being  a  favorite. 

Solid  designs  in  embroidery  either  completely  or  nearly 
all  filled  in,  predominate  as  last  season,  art  noveau  de- 
signs and  all  conventionalized  pat'terns  such  as  the  pea- 
cock feather.  Egyptian  fan,  Tudor  rose,  etc.,  being  favor- 
ites. Jewelled  effects  and  solid  stemming  are  also'  seen. 
Real  silks  and  mercerized  flosses  of  medium  weight  'are  the 
best  at  present.  Wood  silk  is  also  seen.  These  designs 
are  carried  out  in  one  or  two  colors,  seldom  more  than 
three  and  frequently  without  shadings.  These  'being  used 
more  generally  when  only  'two  shades  are  used,  such  as  a 
delft  blue  and  green.  Naitural  shading-s  have  given  place 
largely  'to  conventional,  as  have  the  designs,  the  effect 
being  di'S'tincly  quieter  and  more  decorative  while  less 
pictorial. 

A  'beautiful  example  of  this  tendency  was  a  cushion  top 
in  imitation  of  the  Dutch  scene  of  a  Delft  blue  plate.  The 
groundwork  was  greyish  linen,  t'h©  design  very  clear  and 
outstanding,  worked  on  in  soft  shades  of  blue,  with  a  little 
blue  Ho'llander  girl  in  'the  foreground.  Tlie  effect  was 
striking  but  quiet. 

Many  of  the  new  cushions  are  made  in  oblong  shape, 
which  best  carries  the  craftsmen's  designs.  Favorite 
colors  are  greens,  browns,  blues  and  pinks,  a.ll  in  soft 
shadings. 
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Pancy  goods,  notions  and  toys 
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Who'll  Buy? 


You  can  make  no  mis- 
take in  linen  quality  if 
you  are  featuring  our 

GOLD  MEDAL 


LINENS 

Awarded  highest  dip- 
lomas at  seven  Interna- 
tional Exhibitions. 


For  Your  Particular 
Customer. 


R.   H.  COSBIE 

30  Wellington    W,     TORONTO 


StrehFs  Hair  Goods 

are  known  to  be  the  best  and  have  for 
many  years  borne  this  reputation. 

We     are    headquarters    for 

SWITCHES 

and  recommend  the  follow- 
ing as  special   good  sellers : 

WAVY  SWITCHES 


Kach 

Per 

Ni). 

WeiKht 

I-eiigth       V 

istuaid 

Dozen 

1)01 

lioz. 

18  inch 

$1.35 

*1.S.00 

602 

2    oz. 

20  inch 

1.61 

18.00 

tn;i 

2     07.. 

22  inch 

2.10 

24.  CO 

B04 

2   oz. 

24  inch 

2.65 

30.00 

i;nri 

2ioz. 

24  incli 

3.15 

36  00 

i;u6 

3   oz. 

26  inch 

4.15 

48.00 

i;07 

3    oz. 

28  inch 

4.65 

54.00 

608 

3  oz. 

30  inch 

5.65 

66.00 

609 

3i  oz. 

32  inch 

6.65 

78.00 

The  above  come  in  assorted  colors. 

In  sending  special  orders,  mail  full  length 
sample  of  your  hair,  cut  near  roots. 


Write  for  new 
Price  List. 


WillimRGrehl  Co. 

34  MONROE  ST.,    -     CHICAGO 


A  Forecast  of  Next  Season's  Toys 

Toy  importers  are,  in  many  cases,  still  abroad  look- 
ing for  new  features  at  the  time  of  going  to  press.  Not 
till  next  month,  will  definite  plans  for  the  coming  year 
be  ready  for  the  public.  It  must  be  remembered  that 
the  great  Leipsig  Fair,  which  so  many  try  to  attend  in 
person,  is  still  a  thing  of  the  future.  Yet  certain  fore- 
casts are  in  the  air,  and  they  may  be  thus  recorded  : 

"Billiken"  and  his  sister  made  a  great  "crush"  on 
the  Canadian  youngster  when  they  first  appeared  a  few 
weeks  ago.  Babies  cry  for  Billiken  now,  and  the  pros- 
pects of  his  future  popularity  arc  splendid.  Long  life  to 
the  "God  of  Things  as  They  Are  !"  He  will  be  with  us 
next  Christmas  in  force. 

The  mechanical  toys  which  are  the  chief  product  of 
the  American  manufacturer  are  selling  increasingly  in 
Canada,  despite  the  tariff.  Demand  may  be  expected  to 
centre  chiefly  about  those  which  reproduce  actual  modern 
every-day  activities.  The  more  up-to-date,  the  better 
the  sale.  Cheapness  and  durability  are  also  great  ob- 
jects. 

'"Caesar"  is  a  more  popular  favorite  than  ever,  per- 
haps owing  to  the  wide  sale  at  Christmas  time  of  the 
little  book  describing  his  devotion  to  his  late  master, 
the  King.    He  lis  now  Queen  Alexandra's  favorite  dog. 

The  character  doll  has  come  to  stay,  and  more  and 
more  natural  and  beautiful  variations  of  the  "real  face" 
idea  may  be  expected.  Recently,  a  delicate  little 
statuette  of  a  doll  was  seen,  dressed  as  a  debutante  of 
the  season,   everything-  absolutely  realistic. 

"Teddy  and  Tafty"  formt^d  a  pair  consisting  of 
Teddy  Bear  and  a  fat  elephant,  creating  considerable 
sensation  in  a  shop  window. 

The  aeroplane  in  all  forms  had  a  fine  sale.  Improve- 
ments are  expected.  The  field  is  open  for  the  introduc- 
tion of  some  new  and  attractive  game  which  shall  rival 
the  lato  popularity  of  "ping  pong." 

Scouts'  suits  are  now  a  staple  and  tremendous  im- 
petus wall  undoubtedly  be  felt  in  this  line  all  through 
the  coming  year.    It  promises  a  good  thing. 


Belts  and  Belt  Buckles 

Suedes  Occupy  Prominent  Place  for  Spring  Selling 

—  Elastic  Belts  in    Steady  Demand  — Buckles 

in  Oxidized  and  Ivory  Effects. 

Suede  belts  retailing  from  fifty  cents  up  to  two 
dollars  and  a  half  are  a  feature  of  this  winter's  selling 
and  as  prospects  now  stand,  the  leaders  for  Spring.  A 
few  velvets  have  been  shown  and  were  well  received, 
and  fancy  fabric  belts  are  also  getting  a  share  of  at- 
tention. 

These  come  in  delicate  shades  with  little  touches  of 
tolor  in  a  garland  or  knot  of  tiny  pomiiadour  flowers, 
(ii  in  Dresden  mixed  effects.  Beaded  numbers  are  now 
nuide  so  that  the  buckle  may  be  adjusted  as  desired 
without  destroying  the  effect  of  the  pattern.  This  was 
a  much  needed  reform. 

Steel  headings  ai'c  very  poi>ular,  t'hiefly  on  black 
elastic,  which  is  selling  well  as  ever,  and  api>oars  firmly 
established   in  popular  favor. 

Much  silver  will  be  seen  in  buckles  this  season,  and 
ivory  finishes  with  faint  touches  of  delicate  color  will 
be  fine  sellers,  retailing  separately  from  belt  at  from 
twonty-five  cents  uiiwaixls.  .Ml  dull.  oNidi/od  "linislies  and 
th(«  greenish  shade  in  gold  are  best   in  this  as  in    other 
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NAIAD 


Naiad  sounds  the  highest  note 
of  progress  in 

Dress  Shields 

The  Naiad  Shield  Value  is  un- 

approached  because  it  does  not 
deteriorate  with  age  and  fall  to 
powder  in  the  dress — is  the  only 
shield  "as  good  the  day  it's 
bought  as  the  day  it's  made." 

Invisible 

Its  beauty  is  unrivalled  and  in 
use  The  Naiad  Shield  is  lost  to 
sight  in  the  lingerie. 


A  Clean 


k^  Naiad  Cleanliness"  is  supreme. 
It  can  be  STERILIZED  after  use 
by  immersing  in  boiling  w^ater  for 
a  few  seconds  only  and  pressed 
with  a. heated  iron.    i-iiJ!^ 

Unadvanced    Price 

As  Naiad  Shields  are  free  from 
rubber  and  its  substitutes,  no  ad- 
vance in  price  has  been  necessary. 

Guarantee  with  Every  Pair 


Wrinch,  McLaren  &  Go. 

MANUFACTURERS 

77  Wellington  Street  W.     -     TORONTO 
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lines,  the  only  difference  being  that  belt  pins  show  many 
specimens  of  delicate  French  grey,  instead  of  the  darker 
oxidized  tint. 

One  of  the  handsome  novelties  just  imported  con- 
sisted of  a  buckle  coming  in  both  silver  and  gilt  finish, 
oblong,  plain  buckle  shape  and  hammered.  Simple  shapes 
and  decorations  are  spoken  of  as  best  for    Spring  trade. 

Though  it  is  impossible  to  predict  with  any  certainty 
asi  yet,  opinion  is  rife  lin  more  than  one  quarter  that 
Spring  will  see  a  revival  of  patent  leathers. 


The  Popular  Jewelry   Lines 

Oxidized  Silver  a  Favorite  —  Bolero  Pin  the  Fad 

of  the  Season — Much  Inlaid  Work  Seen 

on  the  Other  Side. 

The  fad  of  the  moment  consists  of  a  pin  from  New 
York  measuring  about  three  to  five  inches  long,  intended 
for  wear  with  the  flat  collar  and  bow.  The  longer  varie- 
ties are  pinned  cater-comerwise  across  the  bow.  Most 
of  these  are  in  silver  in  the  oxidized  ofTects,  some  very 
pretty  ones  having  settings  of  brilliants.  These  are 
called  B'oh'o  plus.  The  shape  is  generally  a  fancy  one, 
consisting  of  a  sheathed  sword  with  jewelled  hilt  or 
tassel.  Usually  the  decoration  appears  about  one-third 
from  one  end,  the  pin  tapering  very  much  in  shape  to- 
wards the  other. 

Brilliants  arc  still  leaders  among  hat-pins  and  in  all 
popular  jewelry.  Strings  of  pearls  are  now  coming  in 
specially  strong,  and  graduated  coral  beads  in  bright 
pink  are  very  popular  in  New  York.  Amethysts  are  seen 
in  muff   chains     and     in  necklets,   standing  next   to   bril- 


liants in  public  favor.  All  semi-precious  stones  will  be 
popular  in  good  imitations  for  the  coming  season. 

Cashmere  silver  is  a  favorite  metal  for  pendants, 
chains  and  all  dunty,  semi-precious  jewelry  for  Spring. 
Filigree  effects  will  be  much  seen  both  in  single  pendants 
and  more  elaborate  necklets.  Plain-rimmcd  stones  form 
a  favorite  necklet  for  Spring.  Cloissone  beauty  pins 
were  a  new  importation  which  projnises  well. 

A  great  deal  of  inlaid  jewelry  characterizes  the  new 
season  in  the  United  States,  and  the  effects  of  this  is 
felt  here  in  some  of  the  buckles,  pins  and  pendants 
newly  imported.  The  most  important  feature  so  far 
noticed  in  men's  tie-pins  and  links  is  the  careful  match- 
ing to  the  tie  or  shirt  with  which  they  ai'e  to  be  worn. 

A  novelty  of  considerable  interest  was  a  beauty  pin 
which  had  the  pin  made  in  one  piece  wth  the  inside  bar 
so  that  it  could  not  come  more  than  half  open,  or 
loosen  and  drop  out.  This  device  prevents  slipping  when 
pinning  and  renders  the  article  more  durable. 


Coiffures  are  More  Massive 

High  Novelty  is  the  Puff  Pin  — Straight  Band- 
eaux  Giving  Place  to  More  Orna- 
mental Effects. 

Controllers  of  the  world  of  fashion  are  not  content  to 
let  styles  in  hairdressing  come  to  a  standstill  anj'  more 
than  styles  in  anything  else,  and  this 
season  is  no  exception  to  the  rule.  In  the  evolu- 
tion, cniffure  ornaments  plaj-  their  part,  and  already  there 
is  impending  the  departure  of  the  straight  bandeau  of 
metallic  lace,   tapestry   or   jewelled  ribbon,   and   the   ad- 


The  Secret  of  Getting  Satisfaction  in  Hair  Goods 

IS     KNOWING     WHERE     TO     BUY     THEM 


As  manufacturers,  we  claim  to  be  the  right  people.  It  is  certainly  a  mistaken  idea  to  think 
that  you  can  do  better  by  importing  such  goods  for  at  least  two  reasons,  the  saving  of  the 
duty  and  the  shorter  time  it  takes  to  get  them.  Possibly  your  salesladies  have  had  calls  for 
"Ne  Plus  Ultra"  Human  Hair  Pads.  We  are  the  Manufacturers.  The  above  picture  shows 
the  most  salable  styles  at  present.  Before  buying  any  such  goods  consult  us,  we  shall  be 
pleased  to  submit  samples  for  comparison. 


J.  PALMER  C^  SON,  Limited 


5  and  7  DeBresoles 
Street 


MONTREAL 
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Announcement 
to  the  trade 

SPRING  LINE— 1911 


We  desire  at  this  time  to  call  the  attention  of  our  many 
customers  to  the  marked  change  which  has  taken  place  m  the 
styles  of  Ladies'  Collars. 

After  a  long  and  successful  sale  of  fancy  embroidered 
collars,  the  pendulum  of  fashion  has  swung  to  the  other  extreme, 
and  linen,  French  repp,  and  pique,  in  decidedly  plainer  effects, 
have  become  the  vogue. 

The  latest  Parisian  styles,  in  a  variety  of  shapes  and 
heights,  are  found  in  our  samples. 

Ladies'  soft  Lounge  Collars  in  white  sylken  and  French 
repp,  complete  with  pearl  fasteners,  are  novelties  in  ladies'  outing 
neckwear,  for  which  a  large  sale  is  predicted. 

If  you  want  the  correct  Ladies'  Collars  for  1911  we  have 
them. 

Wait  for  our  salesman. 

THE  WILLIAMS,  GREENE  &  ROME  CO. 

Limited 

BERLIN,  ONT. 

Factories:  Berlin  and  Hanover. 

Pleaze  mention   The  Review  to   Advertisers  and  Their  Travelers. 
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HILE  the  people  of  Canada  may  be  divided 
in  opinion  between  the  advisability  of  maintain- 
ing a  Canadian  Navy  and  of  making  direct 
contributions  of  money  to  the  Imperial  Naval 
authorities,  there  is  no  division  of  opinion  as 
to  the  advisability  of  maintaining  Canadian 
Industries. 


Manufacturing  industry  is  as  necessary  to  our  national 
growth  in  the  arts  of  civilization  as  is  Agricultural  Industry ;  in 
fact,  the  two  industries  go  hand  in  hand,  each  providing  a  home 
market  for  the  other. 

VV^e  cannot  expect  to  grow  in  nationhood ;  to  cultivate 
the  prestige  and  racial  cohesion  that  come  as  a  result  of  an 
important  national  commerce,  unless  national  manufacturing 
industry  exists  in  sufficient  variety  to  provide,  in  Canada,  ad- 
equate outlets  for  the  creative  genius  of  a  growing  population. 

Dominion   Textile    C 

MONTPE 
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UT"  "Business  is  Business;"  and  on  pure 
questions  of  profit  and  loss  the  present 
generation  of  Canadian  business  men  must 
leave  posterity  to  take  care  of  itself.  We 
would  be  the  last  to  expect  support  from 
enterprising  merchants  purely  on  the  grounds 
'       '  of  loyalty  to  the  Dominion.     The  point  we  wish 

to  drive  home  is,  that  in  the  textile  business  at  least, 
Canadian  merchants  are  able  to  secure,  here  in  their  own 
country,  as  wide  a  range  of  goods,  and  as  desirable  a  range 
of  values,  as  can  be  had  anywhere  in  the  world.  As  a  matter  of 
fact  there  is  more  profit  for  Canadian  merchants  in  Canadian 
print  goods  than  in  the  generality  of  imported  lines.  Therefore, 
on  principles  of  strict  business,  no  less  than  on  the  important 
principle  of  loyalty  to  national  industry,  our  products  are 
worthy  of  your  especial  attention. 

ompany.   Limited 
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Write  for  These  T^vo 


Dainty  Gifts  Now 


pr  beautiful  little  1911  Cal- 
endar mounted  on  hand- 
painted  linen;  and  "A  Glimpse 
into  Daintyland" — our  book 
illustrating  a  thousand-and- 
one  attractive  novelties  for 
profitable  retailing  in  your 
infants"  goods  department— 
handsomely  printed  on  plated 
stock  and  encased  in  artistic 
hand-decorated  cover. 


^ 


^ 


Let  us  send  these  two 
Dainty  Gifts  to  you — 
a  line  brings   them, 


•J* 


Write  for 
thisDainit 

Hand  Painl 


Wimm 


FREE 


ADDRESS 


RICHARD  G.  KRUEGER 

MANUFACTURER  AND  IMPORTER  OF  NOVELTIES   FOR  INFANTS 

162  West  21st  Street,  .  -  -  .  NEW  YORK 
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The  Novelty  House 

in  Hair  Goods 


FAST  as  anything  new  comes  to  the 
surface  we  get  it.  New  goods  are 
coming  to  us  all  the  time,  and  we  miss 
nothing  that  is  likely  to  be  in  demand.  If 
you  want  the  cream  of  the  trade  in  Hair 
Goods  and  Ornaments,  this  is  the  House 
to  lean  on  for  novelties. 


— We  have  the  Goods! 
— We  have  the  Styles! 
— We  have  the  Values ! 


No  chance  here  to  tell  of  the 
many  things  that  are  new.  We 
are  the  acknowledged  Headquarters 
for  everything  that  is  worth  while 
in  our  line,  with  a  constant  succession  of 
surprises.  Last  year  rounded  out  the  biggest 
trade  in  our  experience.  This  year  we  have 
planned  to  do  still  better.  Write  for  samples, 
or  ask  us  to  call.  We  go  anywhere  for 
business ! 


^T/  / 


Phillips  &  Wrinch 

LIMITED 

80  Bay  Street,  Toronto 

MONTREAL   SAMPLE   ROOM:     24  La  Patrie  Building. 
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vent  of  the  flowered  wreath  of  soft  silver  or  gold  tissue 
beaded  bandeaux  of  silver  or  gold  lace,  with  cabochons  of 
the  beads  at  the  ends,  and  foided  drapes  of  metallic  tis- 
sue, caught  with  jewelled  buckles. 

For  the  mature  woman,  the  wheat  and  oat  shapes 
are  laid  ng  special  favor  in  the  arrangemtnt  of  these 
tissue  oinamtnts.  All  sorts  of  flower  and  leaf  forms  are 
brought  into  play,  and  many  of  the  dainty  silk  buds  and 
flowers  are  powdered  with  that  crystal  mystery  known 
as  diamond  'dust.  For  the  young  girl  at  home  the  classic 
ribbon  band  is  still  a  prime  favorite  and  for  eveming 
wear  the  softer  drapes  of  chiffon  and  tulle  are  much  in 
evidence.  Jewels  and  imitation  jewels  also  find  their  spe- 
cial niche  in  arranging  the  evening  coiffure.  Strings  of 
pearls,  imitation  coral,  emerald  or  sapphire  beads  are 
woven  in  and  out  through  the  soft  waves  of  hair  in  true 
Oriental  styles.  Gauze  flowers,  silver  and  gold  bands 
and  satin  ribbons  chosen  to  harmonize  in  color  with  the 
gown  are  interwoven  with  beads,  or  caught  by  jewelled 
pendants. 

As  regards  the  arrangement  of  the  hair  itself,  coif- 
furiers  claim  that  those  who  think  hairdressing  styles 
have  reached  their  limit  in  massiveness  are  deluding 
thenselves,  and  that  coiffures  will  be  larger  than  ever 
during  the  coming  months.  In  their  arrangement  curls 
will  have  a  vogue  almost,  if  not  quite,  equal  to  that  of 
the  days  of  the  Louis.  There  will  be  puffs  and  ringlets 
galore,  arranged  in  every  concivable  manner. 

The  short  fringe  or  bang  is  creeping  back  into  favor 
for  those  to  whom  it  is  becoming,  and  they  are  not  the 
women  with  low  foreheads. 

One  of  the  newest  arrangements  is  to  have  the  crown 
of  the  head  covered  with  a  mass  of  loose  curls,  a  swirl 


of  hair  drawn  about  the  base,  and  a  few  curls  hanging 
coquettishly  down  the  back.  In  another  style  there  is  a 
wire  hair-covered  frame  adjusted  about  the  head  and 
covered  with  a  thick  braid  of  hair.  For  these  very 
thick  braids  wh.ch  are  so  popular  this  season  there  are 
shown  new  pins  which  are  turned  back  at  the  head  for 
an  inch  or  more,  giving  a  nuich  firmer  catch  in  the  hair 
without  in  the  least  being  a  strain  on  the  head. 

In  another  now  style  the  hair  ds  braided  and  crossed 
at  the  back,  a  number  of  loose  finger  puffs  being  drawn 
out  at  the  sides  to  give  the  necessary  fluffy  appearance. 

The  puff  pin  is  a  device  for  holding  the  evcr-fashlon- 
able  puffs  in  place.  It  comes  in  shell  color  chiefly,  both 
li^ht  and  dark,  and  is  to  be  distinguished  by  its  round- 
ed end. 

Stiand  and  buckle  barettes  are  selling  briskly  as  be- 
fore, and  are  so  far  the  season's  most  fa^'-ii.d  line.  ^\ll 
present  indicaticns  po  nt  to  their  having  a  b-'ng  :uii. 

A  new  Pad  consists  of  sh.rt  hair  (real),  n.'tacbcd  all 
along  the  length  of  a  leather  strip;  this  may  be  brushed 
from  one  end  downwards,  appearing  like  a  switch,  or 
fluffed  to  any  desired  degree.  It  is  impossible 
to  detect  this  form  of  pad  as  it  mixes  quite  readily  with 
the  hair,  and  even  if  seen  appears  absolutely  natural. 
♦ 

W.  E.  Edwards,  Brantford,  has  disposed  of  his  grocery 

business  to  Kobiuson  Bros.,  and  'has  opened  a  new  dry 
goods  store  on  Market  Street,  Bi-'antford.  He  has  had  it 
equipped  with  modern  fixtures. 

W.  R.  Baird,  for  five  years  with  the  dress  goods  depart- 
ment of  Ogilvie,  Loehead  &  Co.,  Brantford.  bas  purchased 
the  general  dry  goods  stock  of  J.  C.  Struthers,  Colborne 
St.,  that  city,  and  will  continue  the  business. 


Maile  in  all  Human  Hair  Shadoa  to  tone  with  the  hair  of  the  wearer,  the  Net  being  quite  invisible  whilst  keeping  the  Coiflfure  in  place  without  flattening. 

I  <i',  ■(  -  I  ; ),   »I  •  I  I  11  il  ;>.  Nir^'H         K.  ii,  Ettra  Lirge        K  34,  AUover        U  26,  Superfine 

ROSEN  WALD  BROS.,  Sole  Manufacturer!  and  Patentees,  London.  Pari>  and  Vienna.     MakerBalao  of  eTcrj-  kiiul  of  Hair  Nets,  Hair  Frames,  Hair  Rolls,  etc. 

Sole  Agents  for  Canada:  DIKCKKRHOFF,  R.VFFLOER  &  CO.,  Limited.  Cor.  Simooe  and  Wellington  Sts.,  Toronto,  and  .')2o  St.  Paul  St.,  Montreal 


We  stock  every  line   of   LACE   and    EMBROIDERY 
trimmings  suitable  for  manufacturers  of  _ 

Ladies'   Garments  and 
Neckwear. 


Buy  from  us 
and  you  deal  with  the  manufac- 
turer and  you  SAVE  the  middleman's  profit. 

Montreal  Representative,   JOHN   HfcBOYLE,   314    Coristinc    BuildlnQ. 
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The  Meeting  of  the  Years  1911 


January  and  December  are  months  that  mark  the  Meeting  of  the 
Years— a  time  for  looking  back  and  a  time  for  looking  ahead. 
As  to  the  year  that  is  past,  our  forecasts  were  fulfilled.  As  early 
as  April  we  announced  the  great  vogue  of  Paisleys,  India  Cash- 
meres and  Velvets  in  Cordeliere  effects  ;  and  the  tide  turned  as 
we  foresaw.  It  has  been  a  big  season — and  the  end  is  not  yet. 
As  to  the  year  that  has  just  opened,  we  are  already  in  a  position 
to  outline  certain  directions  w^hich  trade  will  take.  For  the  first 
three  months  of  the  year  Velvets  will  prevail;  while  Spring  and 
Summer  will  witness  a  new  impetus  to  Tapestries,  Paisleys, 
Indias,  Suedes  and  Mochas.  Cordeliere  Bags  will  lead  as  hereto- 
fore, but'Metal  Tops  and  Leather  Covered  Handbags  in  medium 
sizes  will  retain  their  standings. 

We  wish  our  readers  a  Happy  yVeiv  Year. 

P.  ^V.  LAMBERT  ^  CO. 

Manufacturers   or   Fine    Leatner   Novelties 
64-66   Lispenard   Street  NEW   YORK 
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350%  NET  PROFIT 
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From  handling  the  most  profitable 

SIDE  LINE 

A  Drawing  Card  for  Your  Customers.       Require  Only  One  Foot  of  Space. 
1000  beautiful  embossed,  colored  and  ^oid  stamped 

Picture  Post  Cards 


consisting  of  over  100  varieties  of  Valentine, 
Easter,   St.  Patrick,   Birthday,   etc.,   for   only 


$8.50 


This  Rack  Free 


And  One  Revolving  Display  Fixture  FREE. 

We  make  this  offer  to  only  25  Wide-Awake  Merchants 
to  advertise  our  Cards.     Order  NOW. 


Illustrated  Post  Card  Co.,  334  Notre  Dame  west,  Montreal 
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Silk  Prices  Advancing 

These  Fabrics  Have    Figured    Heavily    in    Winter 

Styles  and  Will  Undoubtedly    Repeat 

for  Spring. 

FOR  some  time  now  ths  most  prominent  fashions 
'have  'been  sucih  as  could  only  be  developed  in 
silk  fabrics,  and  an  additional  incentive  to  the 
free  use  of  silks  has  heen  the  very  moderate 
price  at  which  giood  quality  sil'ks  could  be  oibtained.  Silk 
fa'bries  have  now  a  firm  hold.,  and  duriing  the  coming 
Spring-  and  iSummer,  will  rank  high  amongst  the  season's 
materials.  There  has  been  a  ve'ry  extensive  demand  for 
silks  this  Fall,  and  one  that  has  gathered  increasing 
strength  as  the  season  has  progressed.  The  takings  at  t'he 
silk  and  velvet  counters  have  -been  a  material  help  in 
keeping  up  the  average  returns  in  the  dress  goods  depart- 
ment. 

Foulards  in  Prominent  Place. 

The  most  prominent  place  in  novelty  silks  is  takien  by 
foulards,  and  the  lairg'est  advance  orders  in  many  years 
have  been  placed  for  t'he  coming  Spring.  There  is  every 
indication  of  an  extended  popular  sale  for  these  silks  as 
they  have  been  gaining  in  strengt'h  since  the  early  d.ays  of 
last  Summer.  As  a  fact,  their  sa'e  did  not  drop  with  the 
Summer  season,  for  foulards  have  sold  well  in  the  city 
stores  for  dresses,  Linings,  etc.,  to  som?  extent  also,  for 
foundation  pmrposies  all  through  the  Fall  and  Winter. 

Dot,  sti'ipe  and  ring  patterns  printed  on  soft  twill  am.] 
kid  finished  satin  ground.s  that  are  further  emhellis'hed 
with  jaequard  .effects  are  the  c'ass  of  designs  most  prom- 
iu'ently  'brought  out  for  Spring  selling.  Among  t'he 
novelties  shown   are  falrMume  effect's,   with    widely  spaced 


over-printings  in  ring  'and  spot  designs.     Bordered  effC'Cts 
are  a.'so  included  among  the  high  novelty  lines. 

The  styles  for  Spring  make  soft-fimshed  clinging 
fabrics  desirable,  and  therefore  messalines,  paillettes  and 
other  makes  of  satin-finished  silks  are  desirable.  In 
silks  of  'this  elass,  extensive  preparations  have  beien  made 
for  a  big  hlack  season. 

Extensive  Co'or  Range. 

They  are  also  sihown  in  pencil  stripes,  line  checks,  and 
in  jac(iu'ard  effects  in  black  and  w^hite,  black  and  blue 
chiefly.  There  is  no  question  to  the  fact  that  'blue  is  to  be 
the  leading  eolor,  and  that  an  extensive  range  of  shades 
from  dark  navy  to  soft  royal  and  electric  shades  will  be 
extensively  worn.  Other  good  shades  are  copper,  reseda, 
moss,  heather  and  mauve.  'Fancy  taffetas,  principally  in 
stripe  and  check  patterns  in  white  and  black  and  in  'black 
and  white  are  the  leading  feature  in  blouse  silks. 

Silk  voiles  and  marquisettes  are  selling  well  at  present 
and  'are  expected  to  be  a  leading  feature  in  the  dress 
department  when  the  Spring  season  opens. 

Velvets  and  velveteens  have  been  in  big  demand  ever 
since  the  season  opened,  and  are  at  present  the  leading 
sellers  in  the  dress  department. 

Velveteens  in  black  and  navy,  particularly,  are  decid- 
edly scarce.  The  wholesale  trade  is  practically  sold  out. 
and  the  makers  are  'advancing  prices.  Velveteens  are 
expected  by  many  buyers  to  sell  well  for  early  Spring,  as 
its  weight  and  texture  make  it  a  desirable  fabric  for  'that 
season  in  'Canada.  As  a  fact,  it  'is  more  suited  to  that 
sea'son  than  for  wint'cr  wear.  This  year,  however,  it  has 
been  the  velvet  dress  that  has  been  fashional)l€,  worn,  as 
a  rule,  with  a  long  fur  coat.  Dress  goods  buyers  who  are 
making  plans  for  'the  Fall  season  of  Iflll-l^  are  favoinng 
volveteeU'S  and  velvets  for  that  season. 


Line  checked  taffeta—  Shown 

by  The  Silks  Co..  Limited. 

Toronto. 


Shepherd's  checks  —  Shown   by    WiUiam 
Agnew  &  Co..  Montreal, 


Checker-board   effect  —  A  New 
York  Novelty. 
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Satin-striped  Taffeta. 


Black  and  White  Check  Silk.  Jacquard  Foulard  Silk. 

Shown   by   The   Gault   Blethers   Company,   Limited.   Montreal. 


Pencil-striped  Serge. 


Raw  silks  are  advancing,  and  the  indications  are  all  in 
favor  of  further  advances,  therefore  it  is  very  evident  that 
the  present  prices  fdr  silk  fabrics  canniot  long  be  main- 
tained. In  all  the  silk  markets  of  the  world,  Yokohama, 
Cantoin  and  Lyons,  the  market  quotations  show  the  same 
upward  tendency,  and  it  is  a  significant  fact  that  the 
higher  prices  of  the  raw  material  have  not  checked  the 
buying  of  either  the  Euopean  or  American  manufacturers. 


Buying  Confined  Chiefly  to  Staples. 

Buying  for  Spring  so  far  has  been  re&tiricted  to  almost 
staple  lines,  and  has  been  conducted  on  a  much  more  con- 
servative basis  than  usual.  The  best  sellers  have  been 
fabrics  t!hat  are  suited  to  the  needs  of  the  maiiiufaeturers 
Oif  ready-to-weiar  garm^ents.  (Serges,  taffetas,  and  silk  and 
wool  mixtures  have  been  the  best  sellers  and  both  silk  and 
wool,  and  worsted  voiles  are  meeting  with  favor.  Penicil 
stripes  are  favored  in  all  fabrics  in  serges,  worsteds  and 
voiles,  as  well  as  in  silks,  etc.  Mixture  greys  in  suitings 
and  homespuns  are  also  included.  Rough  serges  and 
tweed  effects  in  black  and  white  and  in  tan  mixtures  are 
selling  to  the  city  retail  stores  and  to  the  ladies'  tailors 
for  suits  and  separate  coats  and  for  this  class  of  trade 
Scotch  effects  and  Bannockburn  tweeds  and  rough  home- 
spuns are  indicated  for  thie  coming  Spring. 


Black   and   White   Featured 

In    Sheer   Wash    Goods    They    Will    Have 

Strong   Position  —  Record    Season 

in    Prospect 

Notwithstanding  the  high  price  of  raw  cotton,  the 
trade  is  preparing  for  a  record  distribution  of  cotton 
fabrics  during  the  coming  Spring  and  Summer.  The 
favored  fabrics  are  of  such  a  nature  that  the  cost  of 
manufacture  is  of  more  importance  than  the  item  of  raw 
material. 

The  bulk  of  the  season  \:  orders  have  been  placed  upon 
sheer  light-weight  fabrics,  such  as  voiles,  marquisettes, 
dimities,  mulls,  lawns,  batistes,  cotton  foulards.  'Some 
buyers  are  doubtful  as  to  the  acceptance  of  voiles  and 
marquisetites,  -chiefly  because  in  their  estimation  it  will  be 
necessary  tio  add  the  expense  of  a  slip  to  that  of  the  dress. 
Though  a  silk  slip  may  be  deemed  necessary  for  some 
occasions  it  is  doubtful  if  this  fashion  will  be  very  gener- 
ally followed.  In  the  majority  of  cases  it  is  extremely 
probable  that  the  usual  lingerie  will  be  deemed  sufficient. 
Buyers  must  remember  that  the  sales  tenden<;j"  in  ladies' 
whitewear  has  for  a  decade  been  in  the  direction  of  sheerer 
and  more  expensive  goods  and  that  the  Avhitewear  made 
bv  Canadinn  manufa.cturer?  and  sti^ckcd  bv  (he  retail  trade 


Striped  and  Checked  Silk  Dress  Voiles  —  Shown  by  John  Macdonnld  &  Co..  Limited.  Toronto. 
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Dress 

Fabrics 

Jfor  Spring,  19U 

Make  a  leader  of  Priestley's  Fabrics 
in    your    Dress    Goods    Department 
They  will  benefit    both   yourself  and 
your  customers. 


Wool  Taffeta 
Wool  Panamas 
Wool  Voiles 
Wool  Rosettas 
The  Abbey  Suiting 
The  Bengal  Suiting 
The  Acadia  Suiting 


Rainproof  Cord 
Chameleon  Resilda 
Tussah  Royal 
Veronese  Ottoman 
Hairline  Stripe  Mohairs 
Hairline  Stripe  Serges 
Hairline    Stripe  Panamas 


Cravenettes 


Sole  Agents  for   PRIESTLEY'S    Dress  Goods 

(Sreensifjielfe  Himiteb 

MONTREAL 


Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers. 
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Wool  Voile   -  Shown  by  The  W.  R. 
Brock    Co.,   Limited.  Toronto  and  Montreal. 


Cotton  Voiles  -  Shown    by    Brophy.   Paisons 
and    Rodden.  Montreal- 


is  of  a  sufficiently  dainty  cbaracler  to  be  effectively  worn 
as  a  foundation  for  the  sheerest  of  voile  or  marquisette. 

Prill  ted  patterns  dominate  and  while  stripe  and  dot 
designs  predominate,  there  are  many  neat  floral  pat;terns 
shown,  and  just  an  indication  that  floral  effects  are  on 
their  way  'back  agmin.  Foulard  patterns  are  strong,  both 
in  black  and  white  and  in  all  Ibe  colors  favored  in  tiie 
silkein  fabric.  Quiet  combinations  in  Paisley  an,d  Persian 
patterns  are  pro^^dng  decidedly  good  sellers,  .and  inexpens- 
ive voiles  are  enriched  with  silk  «nd  satin  stirpes,  either 
real  or  mercerized. 

The  prediction  is  made  that  fewer  chambrays  will  sell, 
their  place  being  'taken  by  zephyr  ginghams.  Contrary  to 
the  rule  in  other  fabrics,  checks  dominate  piaids  an  these 
goods  Prints  will  be  stiwger  counter-sellers  Ihan  for 
some  time  and  are  shown  in  striped,  checked  and)  foulard 
patterns  in  black  and  white  and  in  no^velty  colors.  One 
big  ireeommendalion  is  that  -tliese  novelty  colors  can  'be 
guaranteed  fast  in  the  Wias'h,. 

Mercerized  suitings  in  reps,  pongees  and  linen  effects 
-are  being  sh^own  in  rich  color  lines  and  in  pmce,s  th-at  are 
ealculated  to  insure  -their  sale.  The  city  trade  will  ta.ke 
■these  goods  for  the  making  of  separate  eoats,  but  it  is  to 
the  country  merchant  fhat  they  make  their  chief  appe-ai. 


Canadian  Staples  Outlook 

Year    Opens    With    Bright    Prospects  —  Prices  1 5 

to  25  Per  Cent.  Higher  and  are    Sti.l 

Trending  Upward. 

The  new  year  opens  with  a  bright  outlook  in  the 
Canadian  cotton  trade.  Prices  continue  firm,  with  the 
prospect  of  better  to  come,  and  good  business  is  being 
done.  Mill  men  and  dealers  alike  arc  optimistic  of  a 
splendid  season  to  come  in  all  lines  ol  staple  goods. 

It  is  pretty  generally   conceded  that  price  quotations 
for   staples     are   still     too     low   as     compared  with  the 
prices  which  have  to  be  paid  for  raw  cotton.    As  antici- 
pated   raw  cotton     priaes    have  continued    to  rise,    and 
each  successive  ginning  report  has  established  more  hrm- 
ly   the   need   lor   conservation   in   the  cotton   market.    A 
few   of   the   Canadian  mills  are   still   working  on   Novem- 
ber prices,  preferring  not    to  run  any  risks  of  upsetting 
early    Spring     trade,    and     are  making   offerings      which 
cannot  possibly  hold  good  for  very  much   longer.       The 
last   "-inning  report  for  the  seascn  is  due  about  the    W- 
tccnth  of    .lanuary,   and  it     is  expected  that  that  date 
will  mark  a  settled  change  in  the  price  of  staples  gener- 
•vllv     an.'l    a  change    which     will  be  for    higher,   not    for 
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Cotton  Voile 
,n   by    Brophy,   Parsons   &    Rodden,   Limited,   Montreal 


Cotton    Koulards. 
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To  the  Trade  : 

"CRUMS   PRINTS" 

The  Calico  Printers'  Association,  Limited,  of  Manchester,  England,  the  sole 
producers  of  these  goods  and  proprietors  of  the  name  "  Crums  Prints,"  give 
notice  that  these  goods  are  sold  in  one  quality  only  and  invariably  bear  this  stamp 

SVanD/C\rq 

LOTH 

indicating    that  they  are  the   genuine    article. 


SPRING    1911 


Dress  Goods  Department 

HAIR    LINE    STRIPES     IN    NAVY   AND    WHITE, 

BLACK  AND  WHITE,  AND  CREAM  AND  BLACK 

GOOD  IN  SERGES  AND  PANAMAS       ::     :: 


USE    OUR     WELL-ASSORTED    STOCKS 


Sole  Agents  for  Priestley's  Dress  Goods,  the  mainstay  of  the 
leading    retail  Dress   Goods   Departments   all    over    Canada. 

GREENSHIELDS  LIMITED 

MONTREAL 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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We   desire    to   call     the   attention    of  wi 
new   styles  of   Serpentine  Crepe   prepare 

Deli 'er'es    of    first   selections    of   th( 
all    Jobbers.       Re-orders     already 
Jobbers  show  that  the    new   styles 
permanent   crinkle   of   Serpentine   • 

Elaborate  swatch  books,  measurin 
styles,  have  been  mailed  by  us 
through  error,  any  Retailer  selli 
received  a  swatch  book,  we  shall  es 
to  us  for  one,  and  thus  be  in  posi 
his  Jobber  all  the  new  styles  and  d 


Pacific  Mills,  I 

Serpentine  Crepi 

Greenshields  I 


We  are  preparing  a  large 

leaflets,  showcards,  etc. 

send  samples  to  any  i 


Please  iiientioi!  The  Rei'iezi'  to  Advertisers  and  Their  Travelers. 
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awake    Retailers   to   the   twelve 
for   the   coming  Spring   season. 

styles  have  been  made  to 
ceived  by  us  from  these 
d  colorings,  as  well  as  the 
epe,  are   highly   appreciated. 

6x10  inches,  showing  these 
)  all  leading  Retailers.  If, 
^  Serpentine  Crepe  has  not 
em  it  a  favor  if  he  w'll  write 
)n  to  see  and  purchase  from 
orings  of  this  famous  fabric. 

)ston,  Mass. 

Distributors 

d.,  Montreal 

e  of  circulars,  cuts, 
nd  shall  be  glad  to 
rested  retailer. 
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Tweed  Effects  and  Mannish  Suitings      Shown  by  Nisbet  &  Auld,  Limited.  Toronto. 


lower  prices.  Mill  men  expect  that  a  sixteen-cent  cotton 
rate  will  be  unit'ormly  adopted  within  the  next  thirty 
days,  after  which  price  lists  will  be  finally  arranged  for 
the  coming  season's  trade. 


Good  Demand  for  all  Lines. 

Travelers  home  for  their  holidays  report  the  demand 
on  the  road  for  all  cotton  goods  as  having  been  very 
satisfactory  during  their  fall  run,  and  especially  so  in 
the  heavier  lines,  such  as  ginghams,  shirtings,  denims, 
and  similar  materials.  Judging  by  the  orders  received 
there  are  few  merchants  at  all  well  stocked  in  any  linos 
of  staples,  having  apparently  allowed  their  stocks'  to 
run  fairly  low  before  re-ordering,  in  the  hope  of  obtaining 
them  at  lower  prices.  The  result  has  been  that  while 
orders  have  not  been  phenomenally  large  in  any  particu- 
lar lines,  there  has  been  a  steady  all  round  demand 
which  has  been  very  eneouragfing,  and,  realizing  as  all 
retailers  now  must  do  that  prices  must  inevitably  rise, 
prospects  are  exceedingly  good  for  the  coming  season's 
trade. 


December  Trade  up  to  Usual  Mark. 

The  month  of  December, — a  sort  of  between  seasons' 
period, — proved  rather  slow,  as  usual,  but  no  more  so 
than  the  December  of     other  vears.      With  the  retailers 


the  month  has  proved,  generally,  exceptionally  good. 
Most  of  them  state  that  the  Christmas  trade  has  been 
very  good,  better  than  other  years.  Others  are  even 
more  jubilant,  and  pronounce  it  as  about  the  best  they 
have  ever  had.  Not  only  so,  but  the  public  generally 
seem  to  be  looking  forward  to  doing  considerable  buying 
during  the  early  months  of  the  new  year. 

That  prices  will  undoubtedly  be  from  fifteen  to  twenty- 
five  per  cent,  higher  than  last  year  is  the  belief  of  those 
who  follow  the  cotton  trade  at  all  closely.  There  is  even 
now  a  general  movement  toward  the  change.  The  Dom- 
inion Textile  people  have  already  made  a  radical  change 
in  prints.  Their  number  3  quality,  listed  in  November 
at  9  cents,  less  15  per  cent.,  they  have  -withdrawn  from 
the  market  entirely,  and  have  substituted  a  new  cloth  of 
lower  grade,  listed  at  eight  cents,  less  15  per  cent.,  so 
that  the  trade  may  be  able  to  sell  it  at  eight  cents 
straight.  Number  C  cloth  formerly  listed  at  eleven 
cents,  they  will  now  sell  at  ten  cents,  less  10  per  cent., 
so  that  the  trade  may  sell  it  at  ten  cents. 


The  Murray  Clothing  Co.,  Toronto,  has  been  incorpor- 
ated with  $50,000  capital  to  manufacture,  buy  and  sell 
clothing,  dry  goods,  boots  and  shoes,  haberdashery,  house- 
furnishings,  etc.  The  incorporators  are  J.  W.  Curry,  T. 
.J.  W.  O'Connor,  H.  C.  Macdonald,  N.  L.  LeSueur,  and 
M.  G.  Kaufmann. 


Silk  i\nd  Cotton    Fancy    Stripes  —  Shown    by 

Brophy,  Parsons  and    Rodden.  Limited. 

Montreal. 


Koulard  —  Shown  by    The    W 
R.  Brock  Co..  Limited. 
Toronto  and  Montreal. 


rencilstriped  Scrse— 
Shown  by  G  r  c  e  n- 
shiclds.  Ltd..  Montreal 
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LINEN    DEPARTMENT 

Our  Linens  and  Handkerchiefs  are  a1   Old  Prices, 
Notwithstanding    the    Market    Advances. 

OUR  LINEN  STOCK  IS  COMPLETE  IN  :  — 

TABLE  LINEN  TOWELS  TOWELLING  NAPKINS 

ETC.  ETC, 

FANCY  LINEN  TRAY  CLOTHS  RUNNERS  CENTRE  PIECES,  ETC 

In  Scotch,  Irish.  German  and  Japanese  Manufacture. 

Sole  Agents  for  Canada  for  the  Celebrated  Linens  Manufactured 
by    Jas.    &.    Thos.    Alexander,    Limited,     Dumferline,     Scotland. 

HANDKERCHIEFS,  EVERY  STYLE,    FOR    LADIES  AND  MEN. 

GREENSHIELDS    LIMITED 

MONTREAL 


^T^E  OFFER  to  the  merchants  of  the  Maritime 
^^A/  Provinces,  wide  ranges  for  selection,  good 
values  and  good  service. 

We  ask  for  their  patronage. 

An  order  given  to  one  of  our  representatives 
or  sent  direct   to   us   will   receive   our   prompt   and 

careful  attention. 

■    \ 

VASSIE  CBt.  COMPANY,  limited 

Wholesale  Dry  Goods  and   Woollen  Merchants       St.   John,   N.B. 


Please  ineiitioii  The  Revieiv  to   Advertisers  and  Their  Travelers. 
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Dress  of  Foulard,  Trimmed  with  Satin 
and  Embroidered  Bands. 
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SILK  DEPARTMENT,  Spring  1911 

EVERYTHING    WANTED     IN    SILKS 

TAMELINES  CREPE  DE  CHINE  GROSGRAIN  SATINS 

JAP  SILK  FAILLE  FRANCAIS  SATIN  DE  CHINE  SHANTUNG 

MOSCOVITE  DUCHESS  MESSALINE  TUSSORS  MOIRE 

BENGALINE  CHARMEUSE  COURTLAND  CREPES 

UNTEARABLE  SERGE  BLACK  MERVEILLEUX  VELVETEENS 

TAFFETAS  PAILLETTE  FOULARDS  SILK  AND  COUCHE  VELVET 

SILKS  WILL  BE  VERY  POPULAR  USE  OUR  STOCKS 


GREENSHIELDS  LIMITED 

i  MONTREAL 


s 


OUTHALLC 


SANITARY     TOWELS 


5 


The  Origfinal  and    Best. 


Modern  science  and  the  spread  of  Hygiene  made 
the  invention  and  manufacture  of  Southalls'  Sanitary 
Towels  possible.  Since  1880  they  have  become 
wi  'ely  known  and  appreciated  as  an  indispensable 
article  for  ladies'  use,  possessing  advantages  which 
recommend  them  to  every  woman. 

Apply  for  full  pniticulars  and  samples  to  the  Agent  for  the  Dominion, 

J.  M.  SCHP^AK,  Carlaw  Huildings,  Wellington  Street  West,  Toron  lO 

Southalls'  Accouchement  Sets  (containing  all  Reqiiisites,in  3  sizes). 

Southalls'  Sheets  for  Accouchement  .T.nd  other  Sanitary  Specialities. 

M.llliiftKtMrf<l    bv 

SOUTHALL  BROS.  «S:  BARCLAY  Ltd..  Birmingham.  Eng. 


ESTABLISHED   1849 

BRADSTREET'S 

Offices  Throughout  the  Civilized  World 

OFFICES  IN  CANADA: 
Calgary,  Alta.  Ottawa,  Ont.  Montreal,  Que. 

Edmonton,  Alta.     St.John,N.B.  Quebec,  Que. 

Halifax,  N.S.  Vancouver,  B.C.     Toronto,  Ont. 

London,  Ont.  Hamilton,  Ont.        'Winnipeg,  Man. 

Reputation  gained  by  long  years  of  vigorous, 
conscientious  and  successful  work. 

THOMAS    C.    IRVING,   wTsUm   Canfda 
TORONTO,  CANADA 


KING'S 


■•Ubilahsd  177* 


FAMOUS 


■old  by  leadings  Jobber*. 


SCOTCH 


Every  pleoe  perfect. 


HOLLANDS 


Scotch  Hollands  for  near.v  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  aa  the  most  reli- 
able and  saleable  ■hading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  In  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  eflFective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  orer 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND. 
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>  Vancoumgr 


The^  Home^of 

STAIi  Brand  Garments 
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New  Year  1911 

To  all  our  friends  in  the  Dry  Goods  Trade     -     GREETING ! 
For  your  many  past  favors THANKS  ! 


That  abundant  PROSPERITY 
and     GOOD     HEALTH     may 

attend  you  in  the  coming  year 
is  the  cordial  wish  of 

The 

Star  Whitewear 

Manufacturing 

Company 

Berlin,       -       Ontario 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Preparing   for    Coat   Season 

Good    Business   Expected    in    Separate   Coats 

—  New   Models  are   Smart  and  "Without 

Fresh  Features, 

AS  dresses  promise  to  be  such  a  strong  line  for 
the  coming  Spring,  manufacturers  are  confi- 
dent that  there  will  be  a  big  sale  of  separate 
coats,  conse<iuently  the  line  put  out  is  an  extra 
strong  one.  The  new  models  will  appeal  to  buyers  be- 
cause they  are  smart  in  effect  and  while  following  the 
new,  straig-h't  lines,  'there  are  no  freak  features  to  make 
sales  difficult.  The  collar  is  a  very  important  feature 
and  sailor  or  pointed  collars  and  large  revers  are  freely 
used.  The  exception  is  the  motor  coat  which  as  a  rule 
shows  the  military  collar  and  the  buttoned-over  side 
fastenling.  The  revers,  as  a  rule,  are  of  the  same  cloth 
as  the  coat,  tha  collar  being  of  satin,  matallasse,  moire, 
or  pongee.  Wide  braids,  matallasse  and  metal  buttons 
are  the  leading  trimmings  used.  Serges,  tweeds,  home- 
spuns, satins',  mohairs,  Rajahs  and  lininos  are  the  lead- 
ing coat  fabnics. 

Pencil-striped  serges  in  white  and  black,  black  and 
white  and  blue  and  white  promise  to  sell  freely,  and 
there  is  an  indication  that  mohairs  in  |)cncil  stripes  will 
be  favored. 


A   Popular   Tailored    Effect.  An    "  Eclipse"   Checked   Muslin 

■Waist 
Shown   by  Eclipse  Whitewcar   Co.,  Ltd..   Toronto. 

Dressy  coats  show  a  tendency  to  satins  and  the  high 
novelty  here  is  the  wool-backed  satin-  This  is  a  new 
fabric  that  Paris  has  favored  during  the  i)ast  year,  both 
for  separate  coats   and  tailor-made  suits. 

Wool  back  satin  has  the  rich  sheen  and  lustre  of  a 
silken  fabi-ic  comhined  with  the  sioft  draping'  'and  t'lic 
unciushable  qualities  of  fine  wool  material. 


Heavy  felt  backed  satins  have  scored  a  success  in 
\ew  York  during  the  Fall  and  Winter  and  have  paved 
the  way  for  the  lighter  make  of  cloth  for  the  coming 
Spring.  This  new  cloth  will  be  developed  into  handsome 
high-grade  garments  and  will  constitute  the  chief  novelty 
cloth  of   the   season. 

V 

The    New    Spring    Suits 

They  are  Built   Upon  Straighter    Lines  —  Strictly 
Tailored  With  Little  or  No  Trimming. 

Though  the  advance  orders  for  suits  have  not  been 
particularly  liberal,  the  opinion  is  expressed  that  a  good 
suit  season  is  ahead.  It  is  becoming  more  and  more 
the  rule  for  buyers  to  delay  the  placing  of  orders  for 
suits  until  the  time  they  come  into  the  market  in  .Jan- 
uary. This  policy  certainly  crowds  the  manufacturer 
and  makes  delivery  uncertain,  but  it  means  that  the 
buyer  gets  the  new  styles. 

The  suits  for  Spring,  1911,  are  built  upon  straighter 
lines,  and  are  strictly  tailored  and  made  up  with  little 
or  no  trimming.  The  tendency  is  towai'ds  shorter  jacket 
models,  the  extreme  being  22  tin.  long.  The  26  in.  coat 
seems  to  be  the  length  most  favored,  though'some  smart 
models  are  a  little  longer.  Notched  collars  and  small 
revers,  often  with  the  revers  of  the  cloth  and  the  collar 
of  moire  or  satin,  are  the  usual  neck  finish.  The  closing 
being  accomplished  by  three  or  four  buttons.  The  sleeves 
are  of  the  coat  variety  set  in  with  little  or  no  fullness 
at  the  top,  and  finished  with  buttons  or  a  simple  ouif. 
The  main  ])oint  is  that  the  newer  models  fit  over  the 
shoulders  and  hips  and  not  at  the  waist  line.  This  is 
the  fashion  tendencv.  but  it  is  more  or  less  moditied  and 
the  buyer  can  find  plenty  of  models  that  are  not  extreme 
in  this  particular. 

The  more  dressy  suits  show  sailor  collars  ending  in 
narrow  revers,  and  some  large  revers  are  also  seen. 
Rraid  trimmings  are  also  used,  but  there  is  no  great 
elaboration. 

Skirts  are  plain  and  straight  and  the  width  is  a 
most  (important  factor.  Even  in  high-grade  models  ex- 
tremely narrow  widths  are  not  shown,  from  2i  to  2f 
being  the  almost  invariable  skirt\  width.  A  skirt  of  this 
width  gives  the  narrow  effect  and  yet  does  not  interfere 
with   the  wearer's  movements. 

The  neiw  skirts  have  an  even  number  of  gores  and 
four  and  six  gored  skirts  are  in  the  majority.  Most 
skirts  have  panels  both  back  and  front  and  extra  width 
is  often  given  by  the  introduction  of  pleats  at  the  sides 
of  these  panels.  Those  pleats  are  pressed  perfectly  flat 
and  only  show  when  the  wearer  is  walking'. 

Mixture  greys  and  navy  are  in  close  rivalry  for  first 
place  with  niixtaire  effects  in  tans  fair  sellers.  Striped' 
effects  in  grey  tweeds  and  hair-line  stripes  on  white, 
navy,  black  and  grey  grounds  are  in  high  favor  and 
black  and  white  shepherd  land  fancy  cheeks  are  assured 
sellers. 


I  lO 


R  I-:  A  I)  \'  -  T  O  -  W  E  A  R     G  A  R  M  E  N  T  S 


Dry    Goods   Re^new. 


Skirt  Talks 


T 


No.  5 


Skirts,  like  liiiiiiiiiiity,  arc  naturally 
(liv'f'dod  into  three  clnsscs,  Good,  Bad  and 
Indifferent. 

And  the  really  good  ones  arc  scarce. 

'J'hcre  arc  so  many  things  that  rnnst 
necessarily  he  conihined  in  a  skirt  hcfore  it 
can  ])r()])crly  qualify  for  the  Good  class  that 
not  many  manufacturers  care  to  take  the 
trouble. 

Tt   must  be  properly  cut  from  patterns, 

not  ci'adcd,  Imt  accurately  measured. 

The  material  must  be  of  good  quality, 
and  it  must  be  thoroughly  shrunk  before  be- 
ing cut. 

Then  the  garment  must  be  well  made, 
not  rushed  through  the  factory  at  neck- 
l)reak  speed,  in  order  that  an  operator  on 
l)iece-work  can  make  decent  wages. 

Tlicse  three  essential  qualifications  are 
(•(imhined  in  one  Canadian  skirt — The  Liv- 
iiigsfoii  S:  Scott  Skirt. 

It  is  the  one  skirt  that  any  self-respecting 
merchant  will  not  1)C  ashamed  to  sell  his  l)esi 
customer. 

It  has  the  pr(i])er  hang  on  (he  wearer. 

1 1  looks  as  if  it  were  made  for  her. 

It  will  keep  its  shape  (ill  the  end. 

\{  sells  a(  a  fail'  price  and  is  u)orlh.  every 
(■cut  of  if. 

We  should  like  to  .send  you  a  .sample 
order  of  these  "Different"  Skirts.  We  know 
ynii  will  like  (hem.  and  (hat  -j/our  cii.'<fon}cr.^ 
will  like  them. 

There's  good  ]iroH(  in  (hem,  too. 

Send  for  a  sami)le  lot  to-day. 


Livingston  &   Scott 

Clendennan  Avenue 
TORONTO 


Wide    Variety    of     Fabrics 

Dresse-s  and  Costumes    for    Spring    Selling    Repre- 
sent Adaptability  and  Price. 

-Maniilactuicib  arc  deservedly  cnthu.sia.stic  over  their 
ranges  of  dres.ses  and  costumes  for  Spring  selling-.  This 
is  a  section  of  the  garment  business  that  has  grown 
from  small  proportions  until  it  embraces  a  line  of 
dresses  suitable  for  wear  on  almost  all  occasions  and 
runs  from  llie  useful  serge  or  cotton  g'own  to  hin-h-priceil 
afternoon  and  evening  dresses. 

The  more  dressy  lines  are  excellent  sellers  at  the 
present  time  and  will  continue  to  sell  whnlc  the  social 
season  lasts,     hi  connection  with  this  trade  mention  mav 


Swiss  embroidery  dress,  made  in  white  only. 
Yoke  back  and  front  altern.ite  rows  of  fine 
lace  insertion  and  1-16  inch  tucks.  This 
dress  has  the  Kmpire  back  and  three-quarter 
s'eeves.  Made  by  the  McElroy  Mfg.  Co.. 
Ltd..  Toronto. 

bo  made  of  the  number  of  open  orders  received.  Fabrics 

mid  colors  will,  as  a  rule,  be  indicated,  the  only  other 
proviso  being  that  no  two  dresses  shall  be  made  alike. 
Silk  marquisettes,  ciiilTons,  tine  voiles,  embroidered  nets 
and  messalines  and  handsome  lingeries  are  the  leading 
sellers  in  those  lines. 

The  most  radical  change  noted  in  Spring  models  is 
the  entire  disappearance  of  the  hobble  effect.  Straight 
lino  effects  iiredominate,  but  skirts  are  fairly  wide. 
about  2?  yards  being  the  u.sual  width,  though  in  high- 
grade  garments   narrower  widths  are  shown. 
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NATTY  NEW  STYLES  IN 

"ECLIPSE" 
LINGERIE  DRESSES 


The  increasing  number  of  dealers 
who  specialize  in  Eclipse  Whitewear, 
Blouses  and  Lingerie  Dresses  is  the 
surest    sign    of     these    two   things— 

The  Styles 

are  Right 

The  Values 

are  Right 

Our  new  range  for  1911  selling  is 
wonderfully  complete.  There  are 
values  in  the  Eclipse  Range  that 
have  never  before  been  equalled  by 
us.     See    them. 

''It  s  the  something  different 
tnat  does  it. 


Eclipse  Whitewear  Co.,  Limited 

Toronto         ::         ::         Canada 
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Waists  are  cm  kimona  fashion  with  't'he  sleeve  all  in 
a  piece  -with  the  bodice,  or  with  a  straig-hit  sleeve  'that 
shows  not  a  partiole  of  fullness  put  in  with  the  trimming 
and  prat'liically  iill  slcevos  are  short,  cil'hcr  ihref-quartei-. 
elbow  length  or  shorter.  The  long  sleeve  is  strictly  con- 
fined to  utility  wear  and  as  a  rule  takes  the  form  of  a 
cuff  of  the  fabric  or  of  lace  or  net.  Many  collarless 
necks  are  seen. 

Though  considerable  elaboration  is  the  rule,  the 
whole  effect  is  extremely  simple. 


An  Open-front   Style    from    the 
"Eclipse"    Range. 


Showing   the    Short-sleeve 
Low-neck  Effect. 


Shown   by   Eclipse  Whitewear   Co..   Ltd..  iToronto. 

Dresses  are  developed  in  a  very  wide  range  of  fabrics 
including  silk  and  cotton  marquisettes,  fine  voiles,  mes- 
salines,  both  plain  and  pencil-striped  satins,  foulards, 
mercerized  mulls,  cotton  foulards,  fine  serges  both  in 
plain  and  in  pencil  stripes.  Trimmings  are  also  varied, 
wide  braids  satiin  pipings  and  buttons  are  used  on  the 
heavier  fabrics,  heavy  laces  and  Tosca  nets  being  used 
for  the  yoke  and  sleeve  finish.  Heavy  embroideries  and 
the  Cordelia  effects  in  white,  black  and  white,  and  in 
Per.sian  colorings  on  net,  mull  and  marquisette  grounds 
constitute  the  trimming  novelties.  Touches  of  gold  and 
silver  cont'inue  to  be  used  on  early   Spring  models. 


Place  Quality  First 

January  wliite  sales  are  increasingly  held  as  the  mcr- 
cha.nt  in  the  smaller  towns  finds  that  it  is  good  poiicy  to 
fall  into  line  and  to  get  the  benefit  of  t'he  large  amounl 
of  advertising  done  by  the  larger  stores.  The  m'an  who  is 
building  up  a  whitewear  department  should  even,  at  this 
time,  place  the  item  of  quality  first.  Some  low-piiieed 
goods  always  have  to  be  included,  but  each  year  the  tend- 
ency towards  a  greater  sale  of  better  grade  goods  becomes 
more  marked  and'  this  is  a  tendency  that  it  is  wise  policy 
to  favor,  as  the  better  goods  give  much  better  wear  an<l 
are  more  satisfactory  in  every  way. 

Even  in  cheaper  goods,  t'he  call  is  for  sheer  fabrics 
and  for  dainty  laces  and  embroideries. 

There  has  been  a  very  large  'advance  sale  of  prineesse 
s'liips  and  more  than  ever  the  sale  of  these  garments  has 
cut  into  that  of  skirts.  Where  possible,  without  altering 
the  set  of  the  skirts,  designers  have  eliminated  some 
width  from  the  skirt  and  t'he  flounces.  This  is  because  of 
the  straighter  width  of  the  new  dress  skirts.  And  this 
factor  will  also  increase  the  sale  of  the  prineesse  slips 
and  comhin'iiliiin  garments. 


Sleeve  Question  Settled  Early 

Wliite  cotton  waists  wili  fmiu  an  inipiriani  item  in  the 
January  sale  proposition.  There  will  be  a  good  showing 
of  both  tailored  waists  and  lingeries.  The  important 
sleeve  question  has  been  settled  early  this  year  and  the 
retailer  will  show  lingeries  in  %  and  elbow  lengths  in  full 
confidence  that  he  has  the  right  article.  He  need  fear  no 
change  later  except,  perhaps,  as  warm  weather  approaches, 
an  even  shorter  sleeve,  one  that  does  not  quite  reach  In 
the  elbow,  will  be  wanted. 

Tailored  models  will  possibly  be  of  more  importance 
foir  early  selling  than  lingeries  as  they  will  be  wanted  for 
wear  with  the  new  suits  and  skirts.  The  new  models  are 
severely  tailored  in  style,  the  backs  as  a  rule  showing  no 


Mull  Dress  from  the  range  of  the  McElroy  Mfg. 
Co..  Ltd..  Toronto.  Daintily  trimmed  with 
Plauen  lace  yoke  and  Val.  lace.  It  comes  in  white, 
pink,  sky,  mauve,  tan  and  Nile.  Showing".»the 
three-quarter  sleeve. 


tucks  lliough  some  have  a  narrow  yoke.  Wide  and  nari-ow 
tucks  and  fancy  clc^ings  and  also  a  few  frill  effects  are 
seen.  As  in  lingerie  models,  the  materials  used  are  of  the 
sheerest. 

The  waist  to   match   the  skirt   is  still  high  style  and 
veiled  effects  are  t'he  leading  sellers  lined  with  messaline. 

net  or  lace.  The  peasant  or  kimona  is  the  leading  model. 

Tailored  waists  in  messaline  and  in  black  and  wliite 
effects  in  taffeta  are  big  sellers. 
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Gentlemen, 
We  Are  Ready! 


Enquiries  Solicited 


The 


10  and  12  Front  St.     W^.,    Toronto 


L.  E.  SKINNER 
Western  Representative,  Calgary,  Alta. 


THOS.  J.  WATT 
331  St.  James  St.,  Montreal 
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This  coat  is  one  of  our  leading 
styles,  and  is  made  in  the  new- 
est design  with  large  shawl 
sailor  collar,  inlaid  with  silk 
moire  or  satin.  It  is  made  in 
good  quality  serge,  or  best 
quality  of  French  Panama.  It 
comes  in  all  shades.  Black, 
Navy,  Tan,  Copenhagen  Blue. 
Grey  or  any  other  shade  desir- 
ed.   Style  No.  646.  Price  $9.50. 


Four  Big  Leaders  From 

Coats        Dresses 

On  these  two  pages  we  illustrate 
four  excellent  garments  from  the 
great  range  we  are 
now  showing  for 
Spring.  In  our  new 
and  enlarged  fac- 
tory we  have  in- 
creased facilities 
for  turning  work 
out  promptly,  and 
any  orders  given 
our  travellers  o  r 
placed  direct  will 
be  given  every  at- 
tention. Be  sure 
you  have  some  J.  H. 
Winters  (^  Go's, 
garments  in  your 
new  Spring  stock. 


Garments  of 
Style  and  Quality 


The  suit  illustrated  here  comes  in  a 
good  quality  Panama,  and  is  one  of 
the  new  season's  smartest  styles. 
Coat  is  lined  with  serge  silk.  A 
pleasing  effect  is  produced  by  the 
finish  of  black  and  white  braid 
around  the  collar  and  lapel.  Style 
218,     Price  $10.00. 

J.  H.  Winters 

King  and  Spadina  Ave. 
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3ur  Four  Departments 


Suits 


Skirts 


Send  an  order  to-day  for 
samples  of  each  of  our  four  leaders 
illustrated  here.  We  know  they 
will  prove  to  be  Real  Leaders  in 
your  store.  Every  garment  is  the 
very   acme   of   style,  well-made  and 

hand  som  ely 
trimmed.  They 
represent  the 
concentrated  ef- 
fort of  our  de- 
signing and  fac- 
tory staff  to  turn 
out  four  leaders 
that  will  do  us 
credit.  If  you 
place  an  order 
for  these  gar- 
ments you  w^ill 
be  proud  to  show 
them    t  o    your 

This  leader  from  our  new  skirt  de-  OCSt     CUStOmCrS. 

partment  is  excellent  value  and  good 

style.      It   is   a   handsome   tailored 

skirt   made  in    fine  quality  French 

Panama.     It   comes  in  all  the  new  ^^^ 

season's   shades   and    will   prove  a 

good  seller  in  your  store.     No,  305. 

Price  $3.75. 

md  Company 

Toronto,  Canada 

Please  mention   The  Reviezv  to   Advertisers  and  Their  Travelers 


This  handsome  dress  is  one  of 
the  leading  Spring  styles.  It 
is  made  of  all  wool  Batiste; 
hand  embroidered  front  and 
sleeves:  lace  yoke  and  extension 
of  sleeves.  This  dress  is  made 
in  a  beautiful  range  of  all  the 
new  shades,  and  has  the  new 
kimona  sleeve.  Style  514.  Price 
$12.00 


Winter's  Garments 

are  Sellers  not 

Stickers 
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SKIRTS 


The   Best  Skirts   Made! 

Increase  your  sales,  satisfy  your  custom - 
ers,^and]make  more  money  by  handling 
the  best. 


Our  Special  for  January. 

This  skirt  is  made  of  a  fine  wiry  all-wool 
voile,  beautifully  trinuued  with  silk 
cording. 

Send  us  a  sample  order  and  compare  with 
your  $9.00  skirts  in  stock. 

Our  Price,  $8.50. 

GARDINER,   FOLEY  &  CO.,  LTD., 
24  Ryerson  Ave.,  Toronto 


Why   Paris   Sets   the   Styles 

Designing    is   Fine    Art  —  Some     Designers    Come 

From    the    Workroom — Choosing 

the  Fabrics. 

WHY  is  it  that  Paris  sets  the  styles  for  the  rest 
of  the  civilized     world,   and  how  does  it  come 
that  other  countries  are  content  to  wear  copies 
and  adaptations  of  Paris  styles  instead  of  ori- 
f^inatinf^  their  own  ? 

This  is  a  question  that  must  often  occur  to  those  who 
do  not  know  Paris,  The  only  reason  that  can  be  given  is 
that  the  designing  of  clothes  is  not  a  trade  there  as  it  is 
in  other  cities.  Paris  recognizes  the  designing  of  clothes 
as  one  of  the  fine  arts,  and  not  only  do  designers  look 
upon  themselves  as  artists,  but  the  members  of  the  ar- 
tistic professions  also  take  the  same  view.  Artists  of 
standing  see  no  falling  away  of  dignity  in  working  with 
or  giving  advice  to  designers  of  dress,  and  not  only  ar- 
tists but  noted  literary  men  will  act  on  oommiittees  tc 
decide  competitions  in  dress  gotten  up  by  the  leading  mo- 
distes and  model  houses. 


Facade    of   Paiil    Poiret's    house.    Avenue    d'Antin,    showing 
the  "Persian   Carpet"   fiower  bed. 

This  is  one  reason  why  Paris  can  keep  so  easily  her 
pre  eminence  in  dress  designing,  and  another  is  because 
the  French  people,  as  a  whole,  have  so  much  inherent  cre- 
ative taste,  this  quality  being  just  as  much  their  birth- 
right as  the  air  they  breathe.  As  a  race  the  French  are 
essentially  artistic,  and  this  quality  is  further  developed 
by  environment  and  tradition.  They  see  line,  form,  and 
color  in  clothes  in  the  same  manner  as  an  artist  sees 
them  in  a  picture.  Besides  they  have  been  used  for  so 
long  a  period  to  originating  fashions,  that  there  is  no 
question  of  what  is  being  worn  to  hamper  them  in  origin- 
ating ideas,  as  is  the  case  with  the  designers  of  other  na- 
tions who  for  generations  have  been  trained  to  keep  more 
or  less  in  toucli  with  what  Paris  is  showing. 

Designing  is  an  Art. 

Another  reason  is  because  desiKning  is  approached  in 
a  very  different  spirit  from  that  which  rules  in  America. 
Designing  in  Paris  does  not  merely  present  the  means  of 
making  a  living,  hut  it  means  the  building  up  of  an  ar- 
tistic reputation  of  a  hig-h  order.  Therefore,  it  is  a  life- 
work  that  is  undertaken  seriously  and  studied  and  criticis- 
ed as  an  art  Designers,  it  is  recognized,  are  born  and 
not  made,  and  besides  application  and  study  the  successful 
premiere,  as  a  designer  is  called  in  Paris,  must  possess  a 
large  share  of  natural  ability. 
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S  S  B  H 

HUTTiER   CLOAK   CO. 

B  H  B  H 


B  S  E  S 


HutnerCloak  Company 

S-To  A  Larger 
Factory 


^T^HE  record  year  that  we  had  has  proven  to  us 
^tJ^     that  our  goods  are  desired  by  the  trade. 

To  meet  their  demands  and  serve  them  more 
satisfactorily  we  have  moved  to  larger  quarters  in  the 

BUSINESS  SYSTEMS  BUILDING 
King  Street  and  Spadina  Avenue 

where  we  will  be  able  to  give  better  delivery  and 
turn  out  a  larger  and  better  range  of  infants', 
children's  and  misses'  coats  than  were  ever  shown 
in  the  Dominion. 

Now  that  we  have  more  space,  we  have  given  extra 
attention  to  misses'  coats  to  which,  for  lack  of  space 
in  the  old  building,  we  were  unable  to  give  attention. 

Our  travellers  will  be  showing  their  fall  samples 
for  1911  this  month  and  you  should  not  fail  to  see 
our  complete  range  of 

Famous  "  FAIRSEX  "  Garments 

We  wish  to  thank  our  customers  for  the  splendid  patronage  during 
the  past  year,  and  trust  you  will  continue  to  do  so  in  the  future. 

THE  HUTNER  CLOAK  CO. 

SPADINA   AVENUE     -     (Near  King  St.)     -     TORONTO 
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Advertising 

That  Pays! 


There's  no  more  vital  question  confronting 
the  merchant  and  manufacturer  to-day  than 
that  of  obtaining  forceful  publicity  for  his 
wares  at  an  economical  cost.  Are  you  neglect- 
ing the   pulling   power  of  the 

Artistic  Silk  Woven  Label  ? 

An  attractive  woven  label  is  an  Immediate 
and  forceful  suggestion  of  the  quality  of  the 
goods  you  manufacture  or  sell,  and  its  use- 
fulness is  only  limited  by  the  life  of  the 
garment. 

We  make  all  kinds  of  labels  for  ladies'  and 
gentlemen's  wearing  apparel;  also  ribbons, 
mercerized  skirt  banding,  webbing  for  hose 
supporters,    stay    binding,    etc. 

May  we  design  an  artistic  label  suitable  for 
your  requirements?  Our  prices,  we  feel  sure, 
will  appeal  to  you. 


Colonial  Weaving  Co.,  Ltd 


Peterborough.  Ont 


J.Y.  SHANTZ 


D.  B.  SHANTZ 


UANUFACTliRERS  OF 


FINE  LINES   OF  BUTTONS 

IVORY,  HORN,  PEARL,  PEARLETTE 

AH  leading  Wholesale  Houses  handle  our  eoods  in  Canada, 
and  leading  button  houses  in  the  United  States  who  recoK- 
nize  our  goods  as  of  the  best  manufactured  on  the  continent. 


'"'Jacob  Y.  Shantz  &  Son  G° 


LIMITED 


BERLIN,  ONTARIO 

Factories  :  Berlin,  Ont.;  Buffalo,  N.Y. 
Warehouse  :  Chicago,  III. 


As  in  other  professions  no  two  designers  ever  arrive 
by  precisely  the  same  means,  though  in  most  all  cases  a 
long  and  difficult  course  of  study  has  been  undertaken, 
and  by  some  means  a  thorough  knowledge  of  dressmaking 
has  been  acquired. 

Begin  as  Mannequins. 

Some  designers  begin  as  mannequins  and  having  shown 
special  ability  have  been  appointed  assistants  to  the  pre- 
miere vendeuse.  In  this  capacity  he  orders  materials  and 
trimmings  from  the  manufacturers  and  sees  to  the  dyeing 
of  materials  to  be  used  in  combination,  always  of  course 
under  the  eye  of  the  chief  vendeuse  or  saleswoman.  This 
work  gives  a  wide  knowledge  of  materials,  and  quickens 
and  trains  natural  taste. 

The  next  step  is  to  the  position  of  saleswoman  and  in 
this  capacity  she  suggests  designs  and  chooses  the  neces- 
sary materials  and  trimmings  to  carry  them  out.  If  she 
shows  a  Capacity  to  select  the  colors  and  lines  suited  to 
her  customers  she  is  in  a  fair  way  towards  making  ;»  suc- 


Paul    Poiret    directing    the    niakinR    oi    a    gown. 

cess  in  her  profession.  This  kind  of  knowledge  is  b'lilt 
upon  observation  and  study,  and  if  she  is  to  advance  she 
nuist  both  work  and  study  hard. 

These  designers  seek  inspiration  just  as  artists  in  col- 
or do  from  varied  sources.  They  work  in  a  studio  open- 
ing into  a  Color  room  in  which  is  kept  a  collection  of  art 
works,  copies  of  historical  portraits  and  pictures,  old 
prints  and  other  art  objects  that  may  help  them  in  their 
work  and  give  ideas. 

Consult  with  Textile  Makers. 

They  do  not  take  the  fabrics  the  manufacturers  offer, 
but  send  for  the  leading  makers  of  textiles  and  trim- 
mings and  give  them  their  ideas  and  suggestions.  It  is 
from  these  hints  that  the  manufacturers  get  up  their  de- 
signs, well  knowing  that  if  the  gowns  score  a  success 
there  will  be  a  world-wide  demand  for  these  particular 
materials  and  trimmings.  The  designer  it  must  be  borne 
in  mind  is  the  one  who  gives  the  suggestions,  not  the  ma- 
nufacturer ;  the  designer  is  the  one  that  is  perfectly  inde- 
pendent. 
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Famous  for  their 

Fit,  Cut,  Style,  Hang  and  Finish   ] 


^'?i:r^ 


The  McElroy  Manufacturing  Co.'y 

47  Simcoe  Street,   TORONTO 


Limited  \^'i' 

W' 
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Made  up 
to  a  Standard 
NOT 
down  to  a 

price ! 


"Culture''  Brand 


Designed  and  Created 


STUFF  DRESSES— $7.50  to  $12.50 

in    Panamas,    Voiles,    Serges, 
Delaines,  Lustres  and  Poplins. 

SILK  DRESSES^$12.50  to  $25.00 

in  Silks,  Taffetas,  Payettes, 
Foulards,  Shantungs,  Etc. 


^ 


GOWNS— $20.00  to  $50.00 

For  Dress  and  Evening  Wear, 
in  Velvets,  Marquisettes 
(Draped),  Payettes   (all 
shades). 


Those  who  have 
handled  "Culture"  Brand 
this     season     have     increased 
their  trade  from  25  to  100  per  cent. 

REASON:  Goods  are  made  in  the 
"CULTURE"  BRAND  WAY. 

Better  fit  at  the  try-on — less  altera- 
tion—easier, quicker  sales — arguments 
that  competitors  cannot  duplicate. 


Ontario  Cloak  Co.,Lt(l. 


Please  ntentinn   The  A'r7'j>7t'  m   .-Idrertisers  and  Their  Travelers. 
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Suits,  Dresses  and  Coats 


'  Culture" 
Brand  means 

everything 

that  the  word 

iniDUes. 


14 


m 


In  Our  Own  Factory. 


Suits  and  Coats 

SUITS— $7.50  to  $25.00 

In    Serges,    Panamas    and    Tweed 
effects.     All     the     very    latest 
materials  and  weaves,  tailored  and 
made  in  the  "Culture"  Brand  Way. 
Guaranteed  to  give  good  service,  fit 
well  and  produce  the  Sales. 

COATS— $4.50  to  $25.00 

for  Spring,  both  short  and  long. 
Made   from   latest   Fabrics    in 
Coverts,    Tussores,    Linens, 
Silks,    Serges    and    Hop- 
sackings. 


"  CULTURE^ 
BRANDI^r 
SUITS  and  CLOAKS 


Will  you  listen  to  our 

traveller if  we 

send  one? 


cv^ 


.\? 


CO' 


,o-e 


ot* 


K^-^"^  ... 


Darling  BIdg.  Joronto 


The 

Ontario  Cloak 

C  o..  Ltd..  Toronto. 

Please  have  your  traveller 

call  with  sample  of  new  (roods. 
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Lingerie  Dress  in  New    Hand-made    Effect,  with 
CoUarless   Neck  and   Three-quarter  Sleeves. 


/'rj   Goods  Review. 
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FALL 
ANNOUNCEMENT 

TO  THE  WHOLESALE  TRADE 


A  COMPLETE  RANGE  OF  THElFOLLOWING  GARMENTS 
WILL  BE  READY  FOR  COMPARISON  EARLY  IN  JANUARY 


WRAPPERS  in  printed  wrapperette 
heavy  Kimona  cloth,  with  neat  wrapper 
design,  also  black  and  colored  sateens, 
cotton,  cashmere. 

KIMONAS  in  wrapperette  in  fancy 
Kimona  designs,  also  heavy  Kimona 
cloth  and  printed  near  silk, 

ROBES  in  German  Flannel. 

HOUSE  DRESSES  in  percales^  ging- 
hams, printed  and  woven  flannelette. 


Our  present  capacity  is  200,000  garments  per  annum,  which  willjensure  prompt  delivery. 

THE  G.  N.  BROOKS  CO.,  Limited 

15  to  19  CLARK  STREET,  MONTREAL 
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Shield   Brand  Garments 


Children's 
Department 


We    specialize   in 

CHILDREN'S 

Ready     to     Wear 

GARMENTS 

and 
CLOTHING. 

Everything  for 

baby  and  children 

up  to  12  years  of 

age. 

LET  US  KNOW 
YOUR  WANTS. 


Our  orders  for  Lawn  Waists  and  Whitewear  prove 
the  trade  has  welcomed    our   styles  and  values. 

Send   us  a  Trial  Order  for  Wanted   Lines. 


Bear  Skin  Coats 

Colored  Cloth  Coats  in  all  shades. 
Exclusive'[lines  for  Children  of  all 
ages. 


Furs 

A  select  line  of  Furs  at  popular  prices. 
Everything  in  Ruffs,  Muffs  and  Stoles 
for  Ladies  and  Children. 


Samples  of  these  lines  now  being  shown  by  our  travellers. 
Visit  the  Ready  to  Wear  Department  Avhen  in  the  house. 


Greenshields    Limited 


MONTREAL 


Please  mentioti    The  Rcz'ic7i'  to    .■l(l:'r>ti<i-r.<  n\ui    Ihcir   I'rai'cicrs. 
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FARCY  &  OPPENHEIM,  PARIS 


MODELES   DIRECTOIRE     FOR  SPRING  1911 

OUR  NEW  MODELS  are  extra  long.  In  spite  of  their  length  at  bottom,  wrapping  completely  the 
abdomen  and  the  limbs,  they  leave  the  most  ease  to  all  motions  of  the 
body,  sitting  or  standing. 


OUR   NEW  CATALOGUE   SHOW^S    40  NEW   MODELS 
DO  NOT   BUY  NEW   LINES   BEFORE   SEEING   OURS 

Please  write  at  once  to  our  Canadian  Representative 

J.  H.  GAGNON 

Room  410  Birks  Building  ::  ::  MONTREAL 


aIISirene 

PARIS 

EXIGER  la  MARQUE 
sur  chaque  CORSET. 
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Talks  by  our  Star 
Salesman  on  "Blackeye' 
Underskirts.    No.  (5.) 


!> 


The  quality  of  the  Blackeye 
Underskirts  is  absolutely  reli- 
able. We  guarantee  this  by  our 
guarantee  label  on  the  skirtband  : 


This  label  means  that  every 
point  of  the  Blackeye  is  perfect. 

The  material  is  the  very  best  silk 
moire  mixture,  manufactured 
expressly  for  the  Blackeye  Under- 
skirt. Every  piece  of  material 
is  perfect;  any  defective  piece 
we  reject  at  once. 

There  are  many  imitations  of 
Blackeye,  and  many  silk  moire 
skirts,  but  none  of  these  carry 
this  guarantee  label  : 


Tell  your  customers  that  Black- 
eye  is  better  than  pure  silk,  will 
wear  longer,  and  costs  much 
less.  Ask  your  wholesalers. 
They  can  supply  you. 


^^3'mM 


Please  mention  The  Review  to   Ad7>ertisers  and  Their  Travelers. 
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2nd  Call 
A   Cordial  Invitation 


is  extended  to 


The  Canadian  Trade 

■BY 

M.  BLOCH  &  CO. 

JVlanufacturers  of 

COSTUMES    and    DRESSES 

To    call  when    on    their  S'firing   buying    trif>    at    their    new  ana   commodious 

show    rooms. 

152-156  West  25th  Street,  Kew  York  City 

where  their  J\^ew  Spring  Lines,  consisting  of 

SILK,    LINEN  and  GINGHAM    DRESSES   at    Popular  Prices 

(Gingham,  Dimity  ana  Linen  Dresses  from  $3,75   to  $10.00.      Si1li\Dresses 
$11.75  to  $30.00)    will  he   on   exhibition.  01     jOAa3 

AA'e  annouDcea  our  removal  rrom  our  old  quarters,  41-51  East  lltn  Street,  to 
our  new  aadress  as  above  given,  in  tne  Novemoer  issue  or  tne  Dry  Goods 
Review,  ana  invited  our  Canadian  friends  to  call  upon  us  in  our  new  nome 
■wnen  next  in  Ne'w  York,  and  take  pleasure  in  again  extending  a  most  cordial 
invitation,  ::  ::  ::  ::  :; 

Canadian  buyers  'will  be  made  to  teel  tbat  tbeir  call  is  appreciated 
and  we  believe    tney  will  nnd  our  styles  and  values  interesting, 

Make  a  note   NOW   to  call  ana  see  us.  It  will  pay  you. 
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Profit  in  Children's 

Dress  Department 

Without  exception,  every  merchant  who  has  opened  a  Children's  Dress 
Department  and  has  kept  it  up-to-date,  has  been  more  than  satisfied  with 
the  results. 

We  have  started  a  great  many  merchants  on  the  road  to  better  profits 
by  inducing  them  to  open  a  Home  and   Watts  Children's  Dress  Department. 

It  is  a  department  that  has  great  indirect  benefit,  too,  because  it  brings 
the  women  to  the  store,  and  they  buy  not  only  for  their  children,  but  for 
themselves,  and  the  rest  of  the  family. 

We  want  to  demonstrate  to  every  dry  goods  merchant  in  Canada  that 
Home  &  Watts  dresses  will  bring  business  to  their  stores.  We  want  you  to 
send  for  a  sample  selection  of  our  quick  selling  dresses.  Put  them  in  your 
stock  and  show  them.  We  know  you  will  be  more  than  pleased  with  the 
result. 


HOME  &  WATTS,   Limited 

Specialists  in  Misses' and  Children's  Dresses,    Adelaide  &  Duncan  Sts.,  TORONTO 


Parisian  P.  C.   Corset  Popularity 
Demanded  New  and  Bigger  Factory 


This  new  home  is  the  largest  exclusive  corset  factory  in  Canada. 
Its  erection  and  equipment  ensures  unequalled  service  to  our 
customers,  and  permits  the  extension  of  the  same  efficient 
service  to  many  additional  accounts.  Let  us  help  you  to  a 
bigger,    more  profitable  and  more  satisfactory  corset  business. 

/9//  will  he  a  still  bigger  Parisian  P.C.  Corset   Year. 


Parisian   Corset  Mfg.    Co.,  Limited 

QUEBEC 
Ontario  Branch,  -  -  Brampton,  Ont 
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Above 
All  Others 


Our  Ran<|e  of 

'    Sampleso^ 
FALL  19 1 L 


When  we  say  that  Hygeian  Underwear 
is  "above  all  others"  it  is  not  a  mean- 
ingless phrase.  Hundreds  of  Canada's 
leading  dry  goods  merchants  know  from 
experience  that         ::         ::         ::         ::         :: 

is  above  all  other  makes  in  quality  and  finish.  The  finish  given 
to  Hygeian  Underwear  is  perfect  in  every  particular  not  even 
the  most  insignificant  detail  is  neglected.  This  is  what  makes 
Hygeian  Brand  easily  the  best  selling  underwear  in  the  trade. 

Eagle  Knitting  Company 

LIMITED 

Controlled  by  J.  R.  Moodie  &  Sons,  Limited 

Hamilton,       -       Ontario 
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Have  You  Ordered  Your  Spring 

Supply  of  the 


^  Time's  flying  along  and  you'll  be  right  into  your  Spring 
selling  before  you  know  it. 

^  Can't  exactly  do  without  a  complete  assortment  of  NAZAR- 
ETH WAISTS — not  as  long  as  thousands  of  mothers  in  the 
Dominion  have  been  buying  them  for  twenty-five  years  in 
preference  to  all  other  kinds  of  children's  knit  waists. 

^  The  NAZARETH  WAIST  is  the  best  selling,  easiest 
selling  and  largest  selling  knitted  waist  for  boys  and  girls 
that's  made. 


^  Every    one  is   guaranteed  perfect  by   this  well-known  mark 
of  merit — 


Nazare|-R7     M'U*  »* 
Najiareth, 
Pa.,    U.S.A. 


iHojAilfi^^i^^ 


350   Broadway, 


New   York 


Canadian    Representativea  :— 

E.  H.  WalsK  &?  Co. 

Toronto  and  Montreal 


The  following  wholesale  houses  all  carry 
the    genuine  NAZARETH  Waist: 


Halifax.  N.S. 

Quebec,    Que. 

Ottawa,  Ont. 

Toronto,  Ont. 

J.  4  V).  Murphy 

Thibaudeau  Frercs  &  Cie. 

John  M.  Garland.  Son  4  Co. 

John  Macdonatd  4  Co. 

W.  4  C.  Silver 

McCall    Shehyn  ,4  Co. 

St.  John,  N.B. 

Beattv.  Kerr  4  Verner 

Smith  Bros. 

Gauvreau.  Bcaudry  &  Cie. 

W.  R.  Brock  Co..  Ltd. 

Kinsston,  Ont. 

Montreal,  Que. 

The  Vassie  Co..  Ltd. 
Frank  Skinner  4  Co. 

Cordon.  Mackay  4  Co. 
Denton.  Mitchell  &   Duncan 

Macncc  A  Minncs 

W.  R.  BroclcCo..  Ltd. 

Manchester.  Robertson  4  AUijon 

Northway  Bros.  4  Winter 

London,  Ont. 

Gault  Bros.  *  Co..  Ltd. 
Greenshields  Ltd. 

Scovil  Bros..  Ltd. 

Vancouver,  B.C. 

McMahen,  Graneer  &  Co. 

Hodeson.  Sumner  4  Co. 

Winnipeg;,    Man. 

The  Gault  Bros.  Co. 

R.  C.  Struthers  S  Co. 

A.  Racine  4  C. 

R.  J.  Whitla  4  Co.,  Ltd. 

Calgary,   Alta. 

Robinson.  Little  &  Co. 

Brophy.  Parsons  4  Rodden 

Robinson,  Little  4  Co. 

Dicldson,  Nicholson  &  Co. 

Kyle.  Checsbroush  &  Co. 

W.  R.  Brock  Co..  Ltd. 

Mclntyre,  Son  4  Co. 

Peterboro,  Ont. 

P.  P.  Martin  4  Co. 

W.  J.  Hopwood 

A.  0.  Morin  k  Co. 
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MILL  SELLING  AGENTS  -  and  -  IMPORTERS 

100  Wellington  Street  West,  Toronto 


You    cannot  wisely 
purchase    your 

Ribbed 

Underwear 

for  Women  and  Misses 

FOR  SPRING,  1911 

until  you   have  seen 

Vescent  (^ 
Brand  ^^ 


You  want  the  best  Value  to 
be  had  when  purchasing 

Hosiery,  Gloves 
and  Half  Hose 

FOR  SPRING,  1911 

WE    OFFER    YOU   OUR 


and 


Cotton,  Lisle,  Silk,  Lace 

and    Fancy   Hosiery  for 

Women 


AND 


f^umfy-Cut 

Manufactured  by 

S.  Lennard  &  Sons 


% 


DUNDAS,  ONT. 


which  are  now  complete  and  in  hands  of 
our  agents  who  will  soon  be  with  you. 


Cotton,  Lisle,  Silk,  Fancy 

and  Lace  Half  Hose  for 

Men 

and  solicit   your  orders  purely  on   the 
basis  of        VALUE 

and  ask   you  to   study    your    interests 
by  seeing  these  goods  before  buying. 


Richard  L.  Baker  &  Co. 


Toronto 
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Heavy  Demand  in  All  Lines 

Question    of     Deliveries    a  Serious  One  With 

Raw     Material     Prices    Soaring  —  Strong 

Position  of   Fancy  Knits. 

FROM  wholesaler  and  retailer  come  reports  to  the 
effect  that  the  winter  season  has  developed  an 
exceptionally  good  demand  for  all  kinds  of 
knitted  underwear  and  outer  gannents.  The 
outlook  is  quite  as  promising  for  Spring  and  the  succeed- 
ing Fall.  The  development  has  Sihown  such  strength, 
that  from  many  quarters  one  hears  of  complaints  with 
regard  to  delivery.  From  some  parts  of  the  countiy  the 
call  has  been  "Send  us  anything,  so  long  as  you  get  it  to 
us  in  reasonable  time."  Of  course  these  wide  open  orders 
are  generally  based  on  some  wellLunderstood  standards 
of  quality  defined  by  previous  orders,  or  by  foreknow- 
ledge of  the  class  of  trade  possiible  in  the  district  from 
which  the  call  comes.  But  aside  from  this  altogether 
the  fact  that  there  has  been  some  delay  in  d^elivery  at  a 
most  important  period"  sho-nld  be  a  subject  of  most  serious 
consideration. 

Don't  Know  their  Possibilities 

Speaking  on  this  subject  a  manufacturer  struck  one 
of  the  important  nail 9  on  the  head  when  he  said:  "There 
is  no  doubt  about  it,  in  some  parts  of  the  country  mer- 
chants dto  not  seem  to  know  the  possibilities  of  their 
fields.  I  am  speaking  now  more  particularly  with  refer- 
ence to  sweater  coats.  We  had  determined  that  we  would 
absolutely  refuse  more  orders  than  we  could  guarantee 
delivery  on.  We  made  that  fact  a  feature  of  our  selling 
and  while  the  volume  of  our  placing  business  was  excep- 
tionally large  repeat  after  repeat  has  come  in  from  mer- 
chants who  thought  they  had  bought  too  heavily  and 
liave  been  able  to  handle  this  business  and  deliver  goods 
on  the  date  specified.  The  manufacturer  who  can  do 
that  in  these  days  of  high  cotton,  and  of  great  dafficulty 
in  securing  woolen  and  worsted  yarns  need  have  no  fears 
about  the  outcome  of  liis  season. 

Maintaining  Standards 

While  the  popularity  of  the  sweater  coat  undoubtedly 
accounts  for  the  exceptional  demand  referred  to  by  tlie 
manufacturer,  some  such  condition  is  reported  by  buyers 
of  underwear.  They  point  out  that  there  never  was  a 
time  when  manufacturers  were  so  put  to  it  to  maintain 
the  .standiards  of  their  goods.  They  are  making  conscien- 
tious efforts  in  this  direction  in  "spite  of  the  fact  that 
materials  and  labor  are  only  available  at  prices  that  luust 
mean  a  considerable  deterioration  of  profits  on  the  year's 
turnover.  It  is  a  time  when  volume  counts,  and  every 
effort  is  being  put  forth  to  obtain,  well  in  advance,  the 
best  possible  estimate  of  the  country's  requirements.' 

The  retailer  will  see  that  with"  raw  materials  where 
they  are  at  present,  there  can  be  no  change  in  values  in 
their  favor,  and  that,  buying  onlv  in  quantities  to  meet 


his  assuied  business,  the  manufacturer  is  in  no  position 
to  handle  as  adetjuately  as  the  merchant  desires,  any 
great  midi-season  development.  It  is  a  case  where  the  raw 
material  markets  rule  supreme. 

V 

Cotton  has  them  all  Going 

It  would  appear  that  cotton  is  this  year  again  to  be 
an  uncertain  quantity.  Although  the  United  States  crop 
is  estimated  at  11,800,000  bales,  or  practically  one  million 
more  than  last  year,  the  amount  immediately  available 
is  considerably  less  and  the  demand  from  industries 
outside  of  those  associated  with  dry  goods  is  increasingly 
persistent.  The  call  from  the  China  market  is  also  based 
(in  a  steady  development  and  with  a  seriou.s  shortage  in 
tiie  Indian  cotton  crop,  it  would  seem  that  the  chances 
for  any  considerable  speculation  in  the  market  the  coming 
year  are  decidedly  remote.  One  Southern  autliority  pre- 
dicts that  prices  for  commercial  cotton,  such  as  used 
hugely  by  Canadian  manufacturers,  will  hold  fii-mly  for 
some  time  in  the  neighborhood  of  16  and  17  cents,  and  at 
tluU  tiiere  would  be  little  encouragement  for  a  bull  move- 
ment. This  statement  is  fcorne  out  in  the  experience  of 
some  manufacturers  who  state  that  they  are  to-day  pay- 
ing 16  and  17  cents  for  cotton  which  they  last  year  used 
for  tlie  same  purpose  at  13  and  14  cents.  Yet",  in  spite 
of  this,  it  is  pointed  out,  the  retailer  is  getting  the  same 
values  as  formerly.  On  those  lines  which  have  populariz- 
ed themeselves  by  their  quality  standards,  it  will  there- 
fore be  seen,  that  at  present  prices,  manufacturers' profits 
are  not  what  they  u.sed  to  be.  not  what  they  say  they 
should  be  to  sati.sfactorily  meet  tlie  increasing  cost  of 
production. 

Therefore,  it  would  seem  that,  in  the  knit  goods  mar- 
ket the  retailer  has  the  best  possible  reason  for  placing 
good  orders  well  in  advance.  There  is  no  gettino-  away 
from  the  fact  that  the  manufacturers  are  taking  no  Ion- 
chances  by  anticipating,  while  raw  material  "or  yarii 
prices  are  where  they  are  at  present.  They  must  be  "in  a 
position  to  base  their  efforts  upon  reliable  information 
as  to  the  country's  needs.  Past  seasons'  demands  are 
always  something  to  steer  by.  but  when  the  population  is 
increasing  yearly  at  an  enormons  rate,  the  retailer  par- 
ticularly in  the  newer  parts  of  the  country  must  veariy 
indicate  the  growth  in  some  shape  or  form.  This  can- 
not be  done  in  knit  goods,  in  the  middle  of  one  season 
when  preparations  are  being  made  to  prepare  for  the 
next. 

V 

Cold  Weather  has  Done  it 

The  unbroken  winter  weather  of  the  past  few  weeks 
has  had  its  effect  on  the  retailers'  stocks.  The  country 
trade  has  done  well  in  heavyweights  and  in  the  lai-o-e 
towns  and  cities  the  demand  is  more  diversified  wiUi 
greater  emphasis  on  lighter  qualities.  Throuo-hout  the 
demand,  however,  there  is  noticeable  that  willino-ness  to 
consider  better  prices  which  is  one  of  the  great  features 
of  the  past  two  years  from  one  end  of  the  dry  goodi; 
trade  to  tlie  other.    Combination  gaments  have  been  do- 
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Brains  in  the  Buying 
Means  Profit  in 
the  Selling 


Don't   Duy    black    nosiery    on 
a   mere    fast    blaclc   "say    so. 
Look     for    tlie    HE  RMS- 

D  O  R  F    signature it  s    on 

the    toe    of     every    genuine 

HERMSDORF 

DYED  FAST  BLACK 

STOCKING 

Your  trade   knows   tne    name 
ana    its   meaning. 
That  s   why 

HERMSDORF 
DYED    GOODS 

are  tne  quick  sellers  ana  easy 
earners  in  every  successful 
Hosiery  Department. 

The  Name  That  Sells  the  Stocking 

<^%^ ^ 

WORKS:  AMERICAN  BUREAU: 

Chemnitz,  Saxony         235  W.  39th  Street,  New  York 

^jWrite   for  free   booklets,    cuts, 
show  cards,  etc. 


ing  particularly  well,  especially  in  ladies'  lines.  In  some 
cases  it  is  noted  that  a  grade  which  did  not  move  any  too 
readily  in  the  two-pieec  style,  has  done  slightly  better  in 
the  combination  garment,  and  one  reason  advanced  for 
tliis  is  that  the  line  has  been  somewhat  fortunate  as  re- 
gards sizes  and  actual  fit.  Buyers  point  out  that  where 
sizes  are  reliably  uniform  combinations  will  sell  well,  and 
they  further  state  that  Canadian  manufacturers  have 
been  working  on  that  basis  with  remarkable  success. 

Ladies'  vests  with  fancy  lace  or  embroidered  finish, 
for  evening  wear  have  been  meeting  with  a  good  demand, 
:uul  in  this  connection  the  larger  stores  report  an  increasing 
i-al]  for  the  finer  qualities  and  even  for  silks.  During  the 
lidliday  season,  it  is  reported  that  considerable  volume  of 
llii-sc  finer  garments  were  sold  for  gift  purposes. 


Sweater  Coats  and  Fancies. 

In  the  sweater  coat  and  the  fancy  knit  goods  section. 
the  holiday  season's  trade  was  extraordinary.  Never  be- 
fore has  every  taste  been  so  completely  represented  in 
the  demand.  This  is  because  of  the  great  ranges  in  values, 
and  the  almost  endless  diversity  of  knitted  articles  of 
wear.  To  a  greater  extent  than  ever  before  the  sweater 
coat  was  regarded  as  an  acceptable  Christmas  favor. 

It  is  one  gannent  to  which  the  criticism,  "Every 
person  is  wearing  those  things,"  does  not  effectively 
apply,  because  they  can  be  worn  where  comparisons  are  im- 
possible, and,  again,  they  are  serviceable  where  compari- 
son would  be  out  of  the  question.  Where  people  insist 
upon  distinctive  style,  something  in  the  knitted  coat  that 
their  neighbor  has  not  got,  they  can  easily  obtain  it  by 
paying  the  price.  It  may  be  some  peculiarity  of  stitch, 
some  unique  feature  in  the  cut  or  the  trimming,  whatever 
it  may  he,  the  designers  have  guarded  against  such  emer- 
gencies. It  is  this  adaptability  to  every  purpose,  taste 
and  purse  which  has  given  the  sweater  coat  its  unique 
position,  and  which  discourages  the  question.  How  long 
is  it  going  to  last? 

In  fancy  lines,  there  is  a  marvellous  range.  Cunning 
little  garments  for  the  children — hoods,  coats,  mittens, 
pantalets,  over-stockings  in  great  diversity  of  pattern. 
For  older  people  the  range  is  equally  interesting,  includ- 
ing knitted  neckwear,  theatre  toques,  auto  caps,  mittens, 
sihawls,  etc.,  and  all  in  materials  which  appeal  to  different 
sized  purses. 

Numerous  styles  in  sweater  coats  are  shown,  vari- 
ations for  the  most  part  being  centred  in  the  trimming, 
the  collar,  the  stitch,  and  the  form  of  fastening.  Al- 
though double  breasted  effects  have  taken  well,  the  single 
breasted  syles  are  very  strong  and  the  buttoned-over 
front  has  also  proved  popular.  Fabric  trimmings  and  the 
introduction  of  button  effects  seen  in  fabric  coats  and 
jackets,  are  some  of  the  newer  features.  One  knitted 
full  length  coat  had,  for  example,  knitted  collar  and  cuffs 
ornamented  with  jet  buttons.  Another  novelty  is  a 
knitted  Angora  coat  in  double-breasted  and  single  styles. 
Angora  hoods,  mittens  and  gloves  are  also  being  intro- 
duced.  The  Russian  blouse  effects  have  been  well 
received. 

While  greys,  blues,  browns  and  reds  or  combinations 
of  these  have  done  well,  white  probably  occupies  lead- 
ing place.  Browns  are  receiving  considevation.  Hip 
Iciiijlh  coats  are  in  greatest  demand  for  general  purposes, 
I  he  three-quarter  length  has  been  largely  taken.  A  very 
successful  attempt  is  being  made  to  imitate  caracul  or 
pony  cloth  in  some  of  the  novelty  lines. 

In  spite  of  all  prophecies  to  the  contrary,  the  knitted 
lie  is  still  in  the  market,  and  this  is  due  to  the  fact  that 
manufacturers,   determined   to  produce   a  better   article, 
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Winter  Underwear 


We  are  now  showing  a  full 
range  of  Ladies'and  Child- 
dren's  Vests,  Drawers  and 
Combinations  in  winter 
weights. 

These  are  being  made  on 
the  very  newest  machinery 


from  the  best  cotton  and 
woollen  yarns   obtainable. 

Before  placing  your  order, 
we  should  appreciate  the 
privilege  of  showing  you 
these  lines. 


The  Oxford  Knitting  Co.,  Limited 

WOODSTOCK,  -  -  ONTARIO 
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WHY   WE  GROW! 
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If    any    proof   were   needed  of 
the  quality,  finish  and  wear- 
ing qualities  of 


"Maple 
Leaf" 

BRAND 

Underwear 


it  is  to  be  found  in  the  enormous 

increase  in  our  business  during  the  past  year. 

Not  only  have  we  been  running  16  hours  a 
day,  but  the  demand  for  "  MAPLE  LEAF  "  has 
compelled  us  to  put  in  new  machinery. 

Our  North-West  Trade  has  been  10  times  as 
great  as  last  year,  and  that  of  the  Maritime 
Provinces  5  times  as  great  as  any  previous 
year.     Do  these  figures  appeal  lo  you? 

You  must  surely  see  the  wisdom  of  inspect- 
ing "MAPLE  LEAF"  samples  before  placing 
next  year's  orders. 

THOS.  WATERHOUSE  &  CO.  Limited 

INGERSOLL,  ONT. 


"MAPLE 
LEAF" 


TRAOt^ 


MARK 


MADE  BV 
i"'GOO[RICH  KNITTING  CO 


HOSIERY 
MITTS 


Start  the  Year  Right! 

A  new  era  of  profit -making  will  dawn  in 
1911  for  every  Dry  Goods  Man  who  is 
featuring 

MAPLE   LEAF 
Hosiery  and  Mitts 

They  cost  no  more  than  many  inferior 
brands,  and  have  no  superior  in  point  of 
quality  ,  texture  and  finish. 

Sold  direct  to  the  trade. 

Goderich    Knitting    Co., 


Limited 


GODERICH, 


ONTARIO 


liave  successfully  introduced  patterns  that  are  fa.shionable 
in  fabric  ties.  They  are  produced  in  all  the  newest  color 
combinations. 


A  Promising  Field. 

Knitted  goods  for  babies'  and  children's  wear  have 
ahvays  been  in  demand,  and  always  will  be.  and  this  seems 
to  be  a  field  to  whicli  tlie  manufacturer  l)ent  on  speeializ- 
injr,  could  turn  with  profit.  There  is  liardly  an  article 
of  children's  wear  wliich  cannot  be  produced  by  the  knit- 
ting machine.  One  of  the  latest  novelties  is  the  knitted 
nightie,  made  in  pyjama  style,  with  leggings  and  feet 
all  in  one — the  feet  having  double  soles — with  a  crossband 
at  llie  waist,  buttoning  at   the  back. 


Canadian-Made  Silk  Hose. 

The  hosiery  demaml  during  the  past  month  has  been 
very  heavy  and  the  market  is  full  of  exceptionally  good 
values.  Canadian  manufacturers  are  now  turning  their 
attention  toward  the  production  of  silk  hosieiy.  One  Une 
of  men's  hose,  recently  out,  is  made  to  sell  at  50  cents 
and  is  certainlj-  a  likely  looking  article.  The  cuff,  heel 
and  toe  are  of  cotton  and  the  bodj-  of  silk.  It  is  a  line 
that  is  highly  creditable  to  the  manufacturers,  and  the 
trade  may  look  for  some  interesting  offeiings  in  these 
and  similar  goods,  to  retail  at  50  and  75  cents  the  pair. 

Recent  reports  from  the  Chemnitz  market  indicate 
that  buying  is  markedly  hand-to-mouth,  and  the  higli 
cost  of  cotton  puts  GeiTnan  hosiery  manufacturers  in  hard 
straits.  Increased  American  tariff  has  enabled  American 
manufacturers  to  prevent  Chemnitz  from  selling  cheaper 
merchandise  to  the  United  States,  and  now  a  point  has 
been  reached  where  Germany  must  figure  not  only  upon 
being  deprived  of  50  percent,  of  her  American  trade,  but 
even  upon  losing  the  American  market  altogether  irre- 
trievably. There  is  rea.son  for  this  in  the  advances  made 
along  manufacturing  lines  by  Americans,  especially 
thread  silk  hose,  at  prices  with  which  German  manufac- 
turing is  not  in  a  position  to  compete.  Thread  silk  half- 
hose  at  50  cents,  as  delivered  by  American  manufacturers, 
are  shown  in  Chemnitz  by  buyers.  These  samples  are 
equal  in  quality  and  workmanship  to  any  that  can  be 
made  for  ilie  price.  Conse(|uently  great  loss  is  thereby 
entailed  to  German  manufacturers  who  formerly  made 
thousands  of  dozens  of  thread  silk  socks. 


The  new  knitted  Tyrolean  and  ding^a-ling  caps  for 
motoring,  skating  and  all  general  sporting  wear  have 
taken  decidedly  well.  The  popularity  of  these  caps  is 
assured.  They  are  seen  upon  the  street  with  walking 
costumes  as  well  as  for  outing  wear.  The  newest  var- 
iety shows  little  turn  back  brim,  in  general  effect  not 
unlike  the  Panama  of  a  few  years  ago.  White  is  the 
loading  color. 

Knitted  scarfs  for  neck  wear  never  saw  better  sales 
than  at  present.  All  lines,  ranging  from  mercerized  at 
$1  to  the  soft,  crushable  silk  at  $5  are  being  widely 
taken.  Leading  i^hade«  arc  dark  grey,  a  grey  related  to 
helio,  and  black  and  white,  but  staple  dark  colors  are 
als^o   excellent. 

A  novclt>  which  is  again  sellinc:  well  this  season  is 
the  skating  suit.  This  consists  of  a  knitted  sweater  in 
coat  style  and  a  knitted  skirt  with  trimming  around 
bottom  of  contrasting  shade,  matching  the  trimming  of 
the  coat.  The  cap  also  matches.  The  suits  arc  now 
seen  at   rinks  and  slides  and  have  evidently   "caught  on." 
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SUPERFINE 
QUALITY 


HEWSON 

Unshrinkable  Underwear 


^  Hewson's  standard  heavy  unshrinkable  ribs  have  been  a  great  success  in  1910. 
Next  year  they  will  eclipse  the  past. 

^  We  are  ready  now  with  new  Jine  lines— smooth  stuff — unusual  goods — for  particular 
people.     These  you  will  want  to  see.      Good  profits  in  them  for  you. 

C|  Hewson  Knit  Goods  salesmen  cover  Canada.  Hewson  consumer  advertising 
counts  much.  Wait  for  the  new  Hewson  line.  Very  strong  on  fine  sweater  coats  for 
ladies  and  gentlemen. 

R.  J.  Whitia  &  Co.,  Winnipeg,  Sole  Western  Distributors.         Our  own  staff  of  salesmen  East. 


Hewson  Woolen  Mills,  Limited, 


Amherst,  N.S. 
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Retailers   in   Canada 


find  profit  and  satisfaction  in  handling 


"Beaver  Brand" 


Knitted  Goods 

These  goods  are  manufactured  by 

R.  M.  Ballantyne,  Limited 

in  our  factory  at  Stratford,  Ont. 

The  sales  of  Beaver  Brand  have  greatly  increased 
each  year. 

The  capacity  of  our  factory  is  the  only  limit  to  this 
increase :  that  is  why  Retailers  can  always  depend  upon 
prompt  delivery  when  they  order 

"Beaver  Brand   Knitted   Goods'' 

When  you  sell  "Beaver  Brand"  Gloves,  Mitts,  Toques, 
Caps,  Sashes,  Sweater  Coats,  Sweaters  and  Jerseys,  Hose 
and  Half-Hose,  you  satisfy  your  customers  and  make  a 
handsome  profit.     That's  the    point — Profit    and    Satisfaction. 


R.  M.  Ballantyne,  Limited 


Stratford, 


Ontario 


M 


M 


^ 


m 


m 
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ST.  CATHARINES  FACTORY 


BUFFALO^-FACTORY 


,     11 1  -1j  Til  Tl;  Tli  TT|^^I  _li.J^ 


.r^ 
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UNNVILLE   FACTORY 


FOUR  BIG 

FACTORIES 

ARE  BUSY  ALL  THE  TIME  MAKING 

MONARCH   KNIT  GOODS 


MADE  ONLY  BY 


The  Monarcn  Knitting  Company,  Ltd. 

Head    Office.    DUNNVILLE 
ST.  THOMAS.     ST.  CATHARINES,     ONTARIO.  BUFFALO.    N.Y 
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Trade  In   1911 


Last  year   many  of   Canada's   leading  drygoods  men 
specialized  with  unvarying  success  on 

MONARCH  KNIT  GOODS 


For  your  1911  selling  our  extensive  range  has  been 
enlarged  and  improved  in  every  respect,  and  dealers  may 
confidently  expect  to  do  more  knit  goods  trading  than  ever 
with  the  1911  Monarch  Knit  Goods  range. 

Our  travellers  will  be  on  the  road  early  in  January 
with  a  complete  range  of  samples^  which  we  commend  to 
your  close  inspection  with  the  fullest  confidence. 

Thanking  you  for  your  past  co-operation  and 
wishing  you  all  a  very  prosperous   New  Year. 


The   Monarch   Knitting   Company,    Ltd. 

Head   Office,   DUNNVILLE 

ST.  THOMAS,    ST.  CATHARINES,  ONTARIO.         BUFFALO.  N.Y. 
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Making  Another  New 
Sales  Record  For 

Pen-Angle 

Unde rwe  ar 


Our  mills  are  running  to  their  utmost  capacity.  Every 
mail  brings  a  big  bunch  of  orders.  The  whole  Dominion 
seems  to  be  demanding  Pen-Angle  Underwear. 

The  former  sales  records  of  1907,  1908  and  1909  have 
been  eclipsed.  From  the  present  outlook  the  sales  for 
191 1  will  be  greater  by  many  thousands  of  dollars  than 
those  of  1910. 

Canadians  have  confidence  in  Pen-Angle  Underwear. 
They  have  proved  its  quality  for  many  years.  It  is  the 
brand  they  want,  and  wise  merchants  will  be  sure  to  have 
a  supply  on  hand  so^that  they  will  lose  no  sales. 

There  is  no  "dead"  stock  in  the 
Pen-Angle  line.  Every  garment 
is  a  seller.  You  can  always  get 
full  retail  price  for  goods  branded 
with  the  Pen-Angle. 

Order  through  your  jobber  now. 


Penmans  Limited 

Paris       :       :       Canada 


;??^ 
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The  reason    why   the   demand  for  "St.  George"  Brand 
Underwear  is  taxing  our  productive  capacity  to  the  utmost 
is  not  far  to  seek.  Canadian  Dry  Goods  Men  liave  proved 
it  to  be  the  best  Hne  not  only  for  holding  trade 
but  also  for  guaranteeing  the  'repeat*  orders. 


ff 


44 


St.  George''  Brand 

Underwear 


Invariably  satisfies  because  it  is  made 
from  pure  woolen  yarns,  and  is  excep- 
tionally well  cut  and  finished. 

It  is  unshrinkable,  perfect  fitting 
and  keeps  trade  moving  and  growing 
all  the  time. 


For  your   profit   and  satis- 
faction, specialize  on 

"St.  George" 

Brand 

ALL  JOBBERS  SELL  IT. 

Schofield  Woolen 
Company 

LIMITED 

OSHAWA        -         ONTARIO 
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Stamp  Your  Store  with  the  *QuaHty'  Mark ! 

by  handling  the  full  range  of 

"DOMINION"  Brand  Knit  Goods 


We  have  just  installed  a  number  of  automatic 
knitting  machines  for  makings  ribbed  hosiery 
and  will  be  showing'  a  splendid  selection  of 
these  lines  early  in  the  new  }  ear. 
These  machines  have  effected  a  big  saving  in 
cost  ot  manufacture  and  we  are  offering  these 
high  quality  goods  at  a  very  reasonable  price. 
Don't  overlook  this  unique  chance  for  profit. 
Our  travellers  will  be  with  you  soon.  If  you 
don't  get  a  call,  drop  us  a  line. 
Here's  the  full   DOMINION  range: 


RIBBED    AND    PLAIN    HOSIERY,       SOCKS,        MITTENS.       TOQUES 
OVER-HOSE.        GOLFERS,        COAT-SWEATERS,        Etc  .  Etc. 


A.  Burritt  &  Co., 


Dominion  Hosiery  and 
Underwear  Mills 


Mitchell,  Ont. 


JAEGER 

PURE  WOOL 


The  introduction 

of  The  Jaeger 

Co/s 


MEN'S  AND  LADIES' 

UNDERWEAR 


EWE  Brand  Underwear 

I^wfJ"^"""'   which  is  rendered  as  UN- 
EWE  BRAND   SHRINKABLE  as  any  so- 


called  unshrinkable  brand 
on  the  market,  has  proved 
a  tremendous  success. 


Before  placing  your  orders  for  NEXT  FALL  TRADE, 

see  our  range  of  samples  if  you  handle  goods  selling  at 

$3.00  to  $10.00  per  suit. 

Hi^h  ^rade  at  reasonable  prices.       Write  for  catalogue  and  trade  terms. 


Dr.  JAEGER'S 


SANITARY 
WOOLLEN 


SYSTEM 


COMPANY 
LIMITED 


WHOLESALE  WAREHOUSE:       52  VICTORIA  SQUARE,   MONTREAL 
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UNSHRINKABLE 


WOOL 


NderweaR 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion   where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

'  STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  Specialities  are  made   of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Sill<  and  Merino. 

ANY  GAllMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

Wholrsiih-  onlif 

Me.ssrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  <fc  Co.,  Lon.,  ENG. 


E     LEADING     ENGLISH     UNDERWEAR. 


Established  1752. 


Van^tia^ 


Reg; 


Knitting 

WOOL 


T^EjJrEI~lCL.AI-ID 


S%^ 


KNITTING  WOOL 


BURNLEY'S 
WOOLS 

Prices  and  Terms  Right. 

Ask  our   Canadian  Agent 

David  M.  Chorlton 

30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 

GOMERSAL  MILLS,  near  Leeds,  ENGLAND 
Mfrs.  of  Knitting  Yarns  for  over   150  Years 


OUR    AGENT   has    LARGE  STOCKS   ON    HAND    of    these    BRANDS 

IN    ALL  SHADES. 
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i    HOSIERY   LEADERSHIP!    | 

i 

I 

i 


ALL  WOOL 
UNSHRINKABLE 


SOCKS 

STOCKINGS 

HALF-HOSE 

GOLF-HOSE 

GLOVES 

SHIRTS 

PANTS 

VESTS 

SPENCERS 

JERSEYS 


Hosiery  and  Underwear 


■  MO 


CANADIAN  WHOLESALE  AGENTS  (HOSIERY) : 
TORONTO  :    Messrs.  C,  R.  COPPING  &  SON,  27  Melinda  St. 
MONTREAL;    Mr.  A.  B.  COUCH,  Frazer  Building, 

43  St.  Sacrament  Street. 

CANADIAN  WHOLESALE  AGENT  (Underwear) 
MONTREAL:    Mr.  GEO.  H.  NAPIER,  417  Coristine  Bldg. 


KEEP  WELL 
TO  THE 
FRONT 


I 

I 


i 


Thos.  Griinsha\v  &  Sons 

Limited 

Hosiery  Manufacturers  □ 


27  Dale  Street 
Manchester,  England 


i/L^ 


r-:] 


Works:  Sun  Mill,  LIttleborouah. 


Branches  :    Liverpool— 21  Leigh  Street 

Brimlngham—20  Cannon  Street 
London  Office— 6  Milk  Street,  E.C. 


Agents  for  Canada  : 

narrower  &  Johnston,  Montreal 


speciality: 

*OaK  Tree'  Hosiery  and  Under^wear 
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WHITE  HEATHER 


REGISTERED   TKAPE  MARK 

Baldwin's  2ad  Quality 
ii 


BALDWIN'S 


BEEHIVE 


BEEHIVE 


jy 


AND 


ReeiSTE-REO 

Baldwin's  Best 


JJ 


WHITE  HEATHER 

ARE  THE  BRANDS    FOR 

KNITTING-WOOL    SPECIALISTS 

THEY  ENSURE  A  READY  SALE 

Through  leading  Wholesale  Houses.       Samples,  free  on  application,  from: — 

J.  &  J.  BALDWIN  &  Partners,  ltd. 

HALIFAX,  ENG. 


ESTABLISHED    1785 


Agent : 

Duncan  Bell 

MONTREAL  &  TORONTO 


Do  You 
Stock 

BRITANNIA 

SPORTS- 
SWEATERS 

AND 

KNITTED 
COATS  ? 

FOR  LADIES 
AND  MEN 


Same  Brand  as  Britannia  Underwear 
and  Hosiery 


AGENT    KOR    CANADA 


DUNCAN  BELL, 


MONTREAL  and 
TORONTO 


THE  HALL-MARK  OF  Reglslrred  No.  26'2.005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCi- 

PLE,  and  starting  with  TWO  THREADS 
in    the   TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as   it   descend.. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkabli 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be    had    from  any   of    the     Leading 
Wholesale  Dry  Goods  Houses 
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R.  M.  Ballantyne,  Limited 


<i 


MANUFACTURERS  OF 


BEAVER  BRAND 


yy 


<d> 


eAV^ 


PERFECT  FITTING   HOSIERY 

"BEAVER  BRAND"  is  a  guarantee  of  comfort  and  durability. 
Important  points  in  hosiery  are  shape  of  leg  and  foot— strength  of 
heel  and  toe.     These  points  you  will  find  in 


€i 


BEAVER  BRAND" 


R.   M.   BALLANTYNE,  Limited  -  Stratford,  Ontario 


MARK 

JISTERED 

TIGER  BRAND. 


"TIGER  BRAND" 
UNDERWEAR 


"Tiger  Brand"  Underwear  is  going  to  be  the 
leader  for  Fall  in  the  Underwear  Mart.  It  has 
the  three  most  important  requisites  of  "good" 
underwear— Superior  Finish— D  u  r  a  b  i  1  i  t  y— 
Style. 

If  you  have  tried  other  brands  and  found 
them  wanting  in  "customers"— if  you  find 
your  underwear  department  slack  when  your 
competitors  about  you  are  doing  good  busi- 
nes»— there's  a  hitch  somewhere. 

Ask  yourself— have  I  a  stock  of  the  finest 
Underwear   obtainable  ? 

No"-not  if  you  haven't  Tiger  Brand.  It's 
^he  one  big  customer- getter  and  a  huge  asset 
'O  your  shop.  Send  in  your  order  now— see 
he  result  for  yourself. 


II 


Gait  Knitting  Co.,  Limited 

Gait,  -  -  Ontario 


"^ 

"■ 

THE  TEST  or  TIME 

By  handling  goods   that  will 
stand  the  test  of  time,  you  are 
retaining    for  yourself   an    in- 
valuable  connection. 

PARKS'  HOSE 

AND  HALE  HOSE 

are  made  from  the  best  Eng- 
lish and  Domestic  yarns,  and 
will  wear. 

Another    excellent    line   is    a 
heavy    Stockinette     in     2-ply 
wool  for    boys.     Also    Stock- 
inette  in    English    Cashmere 
for  Ladies'  wear. 

Buy  Direct  and  Save  Money. 

W.  J.  PARKS       .      ST.  JOHN,  N.B. 

__ 

_. 
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High  Cotton  and  Low  Cost  of  Goods 

The  hig-h  price  oi'  cotton  and  the  necessary  struggle  to 
so  economize  that  they  may  still  have  some  margin  of 
profit  is  proving  a  harder  tiisk  than  some  of  the  United 
States  cotton  mills  can  handle.  "The  hard  siege  through 
which  cotton  mills  have  been  passing,"  states  the  New 
York  Commercial,  "is  now  being  evidenced  in  proceedings 
begun  'to  reorganize  plants  that  have  been  losing  money 
since  high  cotton  has  come  to  interfere  with  a  profitable 
distribution  of  cotton  goods.  The  curtailment  plans  that 
are  being  talked  of  among  members  of  different  manufac- 
turing associations  will  need  little  argument  other  than 
the  ones  given  in  the  returns  of  mills  that  have  been  trying 
to  hold  their  working  Oirganizaitions  together  at  'the  ex- 
pense of  profits.  For  months  many  manufacturers  have 
gone  on  taking  business  below  the  cost  of  production  and 
those  mills  that  have  not  been  attending  to  this  phase  of 
trading  are  coming  closer  'to  the  days  of  reckoning  while 
the  demand  for  goods  holds  so  light. 

Many  of  the  strongest  mills  in  a  financial  way  admit 
that  they  are  not  making  money  but  are  trying  to  hold 
their  own  and  distribulo  their  products  at  cost  to  as  wide 
a  market  as  possihle.  A  great  deal  of  the  trouhle  mills 
are  finding  -would  be  eliminated  if  the  cotton  markets 
remained  steady.  The  fluctuations  of  the  early  part  of 
lasit  year  sent  values  to  a  level  that  cloth  sellers  could  not 
meet  profitably,  and  while  final  accounting  has  been  long 
deferred  there  is  no  longer  a  doubt  that  mills  will  be 
forced  to  move  more  conservatively  than  ever.  The  buyer 
is  going  to  feel  the  effects  of  this  enforced  curt  ailment 
eventually  and  the  conviction  is  growing  more  ■-'L'jifn-al 
that  scarcity  will  assert  itself  before  the  middle  of  Feb- 
ruary in  a  way  that  will  bring  about  a  change  of  attitude 
toward  the  placing  of  future  business. 

The  market   has  been   stea.dipr   recentlv    for  solid   v(-:i>- 


ons.  Goods  have  not  been  sold  so  freely  at  losses  and 
converters  and  manufacturers  have  htgun  to  see  that 
mills  will  be  forced  to  close  if  further  orders  are  not 
uiven. 


Quarter  Million  Fire  Loss  in  Montreal 

A  fire  which  completely  destroyed  the  four-«torey 
building  of  the  Anglo-Canadian  Leather  Co.,  Reeollei  &. 
Notre  Dame  Streets,  Montreal,  on  the  morning  of  Decem- 
ber 28th,  also  caused  serious  loss  to  the  property  of  the 
W.  R.  Brock  Co.,  wholesale  dry  goods,  J.  M.  Orkin  &  Co.. 
wholesale  millinery  and  the  Dominion  Corset  Co.  The 
■total  loss  is  estimated  at  from  .$2.50,00'0  to  $300,000. 

The  fire  obtained  a  hold  on  one  corner  of  the  Brock 
building  and  although  extinguished  after  a  hard  fight,  con- 
siderable damage  to  contents  was  done  by  fire  and  water. 
No  authoritative  estimate  of  the  damage  in  this  building 
has  been  given  out.  To  those  departmeiiis  ati'ected  by  tiie 
fire,  assistance  in  filling  orders  is  being  given  by  tlie 
Toronto  warehouse  of  the  W.  R.  Brock  Company. 

J.  M.  Orkin  &  Co.,  214  Notre  Dame  Street,  estimate 
their  damages  at  between  $30,000  and  $40,000. 

The  loss  of  the  Dominion  Corset  Company,  oecupj"ing 
the  first  floor  of  216  Notre  Dame  St..  is  estimated  at  from 
$8,000  to  $10,000,  caused  entirely  by  smoke  and  water. 
The  three  other  storeys  of  this  building  were  occupied  by 
the  Anglo-Canadian  Leather  Co. 

T'he  total  loss  of  the  Anglo-Canadian  Leather  Co.  is 
placed  at  $125y00'0.  damage  to  contents  representing  $80,- 
000. 

Had  the  fire  obtained  a  firm  hold  on  the  Brock  build- 
ing, and  thus  probably  got  beyond  control  of  the  firemen. 
the  result  to  the  downtown  portion  of  the  city  would  un- 
ddubtedlv  have  been   disasti'ou?. 


Woven  Mesh  Underwear 

in  Canada.  Before  we  could  produce  it  we 
were  compelled  to  design  and  manufacture  the  machines 
on  which  the  fabric  is  woven.  It  combines  great  elasticity  with 
unusually  fine  wearing  qualities.     Made  up  in 

two-piece  and  combinations  for  men 

Jobbers'  travellers  are  now  showing  this  line  for  Spring,  1911,  with  our 
well-known  lines  of  Ladies'  Ribbed  Underwear  and  Men's  Lisle. 
Cotton  and  Cashmere  Underwear. 

If  your  jobber's  traveller  is  not  showing  this  line,  write  us  direct. 

80   r.\RK   STRKKT  NORTH 
H.\MILTON.  ONT. 


^rincesisi  Hubertuear  Htb, 


VI: 


•".rjL'.'-.r  "'■  >•  M  »;:z;.;r^t<ji 
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PERFECT  FIT 


Suits, 
Coats, 
Skirts, 
Raincoats, 


$9.50  to  $32.50 
$3.75  to  $25.00 
$3.00  to  $12.50 
$5.50  to  $15-00 


Send  for  a  Sample  Suit. 
A  Perfect  Garment. 


NEW  NOVELTY  COATS 

in  tweed  effects, 
worsteds,  serges, 
$7.50  to  $15.00 

Send   for    Samples. 


Special  attention  given  to  assort- 
ed   shipments    of  newest  lines. 


Travellers  are  now  on  the  road 
with  a  complete  line  of  Suits, 
Coats  and  Skirts.  It  will  pay 
you  to  see  our  line.  Drop  us 
a  card  if  our  traveller  does  not 
call  on  you  in  time. 


M.  Pullan 

Q^  Sons 


EatabltaKed 
1902 


"'  An     Exclusive     Cloak, 


"  The   Suit    of  the   Season 

SPRING  I9II 

*1^    '  •.»         %      ^     \ 


PRICES  RIGHT 


PULLAN 

"QUALITY  SKIRTS" 

ARE  SELLERS. 

$3.00  to  $12.50 

Panamas,  Venetians,  Serges. 


Send  for  a  Sample  Suit. 
You'll  want  more. 


New  Novelty  and  Plain  Tail- 
ored Suits,  in  Serges,  Worsteds, 
and  Cheviots,  $9.50  to  $32.50. 

Send  for  Samples. 


Mail   Orders,    small    or   large, 

receive  careful  attention. 
Try  it.     You  will  be  satisfied. 


30  Page  Illustrated  Catalogue 

ready  in  two  weeks. 
It  will  pay  you  to  have  a  copy. 


NEWEST  DESIGN 


$11.00  --\_j  i 

Man-Tailored   Suit,  ^^ 
Serge,    Silk    Lined.     ^87 


Pullan  Building,   cor.  Bay  ana 
Wellington   Streets 

TORONTO  CANADA 

Suit     and     Skirt     ilouse. 


$11.00 
Made  in  Fine  French  Serges, 
Venetians,  or  Panamas. 


PERFECT  FINISH 


DRY     GOODS     REVIEW 


(jflmited) 


TORONTO 


66 


Shamrock"  Wash  Dress  Fabrics 


have    been    an    immense    success    for 


SPRING  1911 


SIX  NUMBERS.        LA RGE  RANGE  OF  COLORS, 


562  SHAMROCK  STRIPES  to  retail  at 

563  SHAMROCK  SHAN  SU  REP  to  retail  at 

564  SHAMROCK  RAJAH  to  retail  at 

565  SHAMROCK  SPOT  SHANTUNG  to  retail  at 

566  SHAMROCK  JACQUARDS  to  retail  at   - 

567  SHAMROCK  MERCERIZED  STRIPES  fo  retail  at 


15  cents. 

20 

20 

20 

25 

25 


Made    expressly    for,    and    confined    to 
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The  Fourth   Annual   Statistical  Review   Number    of 

THE  FINANCIAL  POST 

OF     CANADA 

Issued   January    7th,    1911. 

Everyone  interested  in  business  or  investments  in  Canada  should  secure  a  copy. 

Prominent  Bankers  and  Business  Men  have  contributed  review  articles  and  commented  on 
the  financial  and  business  outlook.  There  is  no  better  indicator  of  business  conditions  in 
Canada  than  The  Financial  Post. 

There  are  special  articles  of  interest  to  investors  upon  Municipal  Affairs,  Mining  Stocks 
Industrial  Transportation,  Bank,  Telegraph,  Light  and  Power  Stocks,  Bonds,  Real  Estate,  etc. 

Secure  a  copy  at  your  newsdealer's,    or  write  us. 

Address:  Subscription  Price, 

The  Financial  Post,  Toronto.  $3.00  per  year. 

Branches:  London,  Eng.,        New  York,        Montreal,       Winnipeg,  and  Vancouver. 


463  Representatives  463 

The  MacLean  Publishing  Company  have  a  staff  of  463  circulation 
men  in  Canada,  men  who  are  devoting  their  time  to  the  fourteen 
MacLean  publications. 

It  is  a  large  organization— the  largest  and  most  eflficient  of  its 
kind  in  Canada. 

We  are  anxious  to  secure  more  representatives— one  in  every 
centre  of  500  or  more  population  to  look  after  subscriptions,  new 
and  renewals,  of  our  fourteen  papers. 

This  field  offers  the  ambitious  young  clerk  profitable  employ- 
ment in  his  spare  time,  in  addition  to  an  excellent  training  in 
salesmanship. 

Bear  in  mind  it  leads  to  a  permanent  position  to  the  man  who 
is  ambitious  and  not  content  with  the  average  salary. 

Maclean   publishing   company 

143-149   UNIVERSITY   AVENUE,  ::  :;         TORONTO 
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Dry  Goods  Rernew. 


Millinery  for  Spring 


Should  it  be  that  your  place  of  business  is  in  Eastern 
Canada  and  one  of  our  salesmen  has  not  yet  called  on  you, 
a  post  card  will  assure  his  visit. 

Should  it  be  that  you  are  situated  in  a  district  our  sales- 
men do  not  visit,  a  trial  of  our  mail  order  system  would  be 
to  your  advantage. 

We  are  the  largest  wholesalers  of  Millinery  in  Eastern 
Canada  and  can  guarantee  you]  satisfactory  service.  Our 
copyrooms,  showrooms  and  stock  are  unexcelled. 

Visit  us,  see  our  salesmen's  samples,  or  write  us. 


Mailorders  our 
especial  hobby. 


OCK 

^BplesaleJSI^ 


s:B^:fe5^ 


ATERSON 


LIMITED 


Sr.  JoHN.N.B. 
Halifax,  N.  5. 


Montreal  Samplerooms,  232  McGill  Street 


SEWING     COTTONS 


"SHAMROCK" 


BEST 


SIX  CORD 


|k'islitiuoellUiik 


for  COUNTER  Sale,  DRESSMAKERS, 
and  MANUFACTURERS. 

MAKERS 

HICKS,  BULLICK  &  (]0., 

LIMITED 
Sackville  Thread  Works, 

BELFAST,         -         -        IRELAND. 

(not  connected  with  any    combine) 

ENQUIRIES  INVITED,   itating  requirementt. 


"EMERALD" 

BEST 

THREE  CORD 

for  MANUFACTURERS,  &c..  in 
Spools  and  Cops,  also  Reverse  thread. 

"SHAMROCK"  Crochet  Balls 

IRISH  LA.CE 
THREADS 


for  making  IRISH  CROCHET, 
CARRICK  MACROSS.  and  LIMERICK 
laces. 

S  \MPLES  of  a  few  apecifiel  numbcri  free  to  Traderi  or  Manufacturer!  on  requait. 
(  Pleats  mention thia   paper) 


Please  iiieiittoii   The  Reineiv  to   .Idrertiscrs  and   Their  Travelers. 


Of  Interest  to  Canadian  Millinery  Trade 

Turban  in  Endless  Variety  is  the  Form  Many  Hats  are  Taking  —  Light 
Weight  Fancy  Braids — Tuscan  and  Black  and  Black  and  White — Crepe 
Rose  one  of  the  Novelties — Flat  Arrangements  of  Flowers —  First  Hint  of 
Spring  Millinery  in  New  York. 

Staff  Correspondence. 


Office  of  Dry  Goods  Review. 

160  Broadway,  New  York,  Jan.  3. 

THERE  are  many  French  .shapes  in  the 
market,  and  in  spite  of  rumors  to  the  cont- 
rary they  are  still  very  large.  It  is  ex- 
pected that  the  flat  idea  will  predominate, 
and  the  majority  of  shapes  show  this  tendency.  By  this 
it  is  not  necessarily  meant  that  the  brims  are  flat,  for  on 
the  contrary  many  roll  or  turn  upv/ard,  but  the  trim- 
mings it  is  believed  will  not  materially  add  to  the  heig'ht 
of  the  hat,  in  many  cases  will  not  raise  above  the  crown 
or  upturned  brim.  Several  smart  hats,  however,  have 
been  noted  that  nave  bows  of  wide  ribbon  standing  up- 
right at  the  back,  extending  high  above  the  crown,  but 
these  perhaps  are  the  exceptions  that  prove  the  rule. 

There  is  no  notable  decrease  in  the  headsizes — they 
could  hardly  be  larger  since  it  is  only  the  ears  that  pre- 
vent the  majority  of  hats  from  slipping  around  one's 
neck.  It  is  not  very  likely  that  the  close  fitting  ding- 
dongs  and  stocking  cap  effects  will  be  in  demand  for 
straw  goods.  Such  shapes  would  be  unbearably  hot  in 
the  summer,  but  they  are  being  designed  for  early  wear, 
and  instead  of  being  made  on  a  firmer  foundation  are 
being  made  up  on  rice  and  cape  net  or  on  unblocked 
buckram.  The  collapsible  hat  came,  was  seen  and  con- 
quered. 

Hand-Made  Hat  May  Lead. 

It  is  believed  that  the  hand-made  hat  is  going  to  lead. 
Certainly  the  market  is  more  generous  in  its  output  of 
these  goods  at  present,  and  the  turban  in  endless  vari- 
eties is  the  form  they  take.  Light  weight  fancy  braids 
lead.  Cones  and  strips  are  used  for  the  draped  effects 
and  grass  and  rice  cloth  are  utilized  for  the  Tyrolean 
effects,  these  being  unstiffened  and  lined  with  silk.  The 
ever  popular  combination  of  tuscan  and  black  is  being 
shown  as  well  as  black  and  white.  Hand-made  hats  are 
often  made  of  two  kinds  and  colors  of  straw,  the  upper 
part  of  the  hat  and  under  brim  being  of  one  color  and 
the  brim  proper  and  trimming  of  another.  Crowns  are 
large  and  very  full  on  these  ha(s  and  the  brims  hug  the 
head  and  are  rolled  up  or  down. 

Pressed  hats  for  southern  tourist  wear  are  of  fine 
Milan,  of  hemp,  chip  or  some  of  the  fancy  satiny  straws 
are  more  apt  to  be  in  solid  color.  They  are  trimmed 
with  lyre-shaped  fancies  with  feather  bow  effects  in 
speckled  design,  with  wings,  quills  and  smart-looking 
bows. 

Soutache  braid  has  been  found  to  make  very  attrac- 
tive ornaments,  and  is  sewn  on  ribbon  or  velvet  in  straight 
rows,  an  effect  which  is  very  smart  when  the  braid"  is 
black  and  the  foundation  white  or  vice  versa. 

Black  soutache  bands  sewn  on  the  under  brim  make 
a  good  finish  and  are  particularly  striking  on  Milan 
rolled  brim  sailors. 

Rose  and  all  shades  blending  to  and  from  this  color 
seems  to  be  the  "first  best  bet  for  spring."  Combina- 
tions of  rose  and  purple,  of  pink  and  lavender,  are  very 
strong,  shades  of  lilac  that  are  almost  as  much  pink  and 
up  m  price  as  well  as  the  piece  silks,  and  other  silk  pro- 


lilac,  are  considered  good.  Combinations  of  blue  and 
mauve  are  also  seen  in  flowers.  The  color  card  leads  us 
to  anticipate  a  brilliant  .s^eason,  but  it  must  be  admitted 
that  the  hats  seen  to  date  have  been  in  exquisitely 
blended  shades  that  may  be  described  as  dull  or  else  in 
black  and  white  or  black  and  tuscan.  One  importation 
of  hats  that  the  writer  was  privileged  to  see  emphasized 
pink  in  all  shades,  particularly  the  paler  ones,  with 
black.  Pink  crinolines  and  chips,  veiled  with  black 
chantilly  are  most  effective  for  dress  hats.  Dull  maroon 
shades  turning  into  light,  but  dull  pinks  and  mauves  were 
also  featured. 

It  is  the  consensus  of  opinion  that  the  turban  will 
start  off  the  season  and  that  the  rolled  brim  sailor  will 
follow,  trimmed  rather  flat,  the  greater  part  of  the  trim- 
ming being  applied  to   the  under  brim. 

Not  Much  Trimming. 
There  has  been  much  complaining  of  the  stinginess  of 
trimming  used  on  many  of  the  winter  hats,  and  many 
of  the  smartest  tailored  hats  sin  in  the  same  manner. 
Xot  much  trimming  is  used  and  that  only  at  one  place. 
tlie  base  of  the  crown  most  always  being  unadorned.  When 
brims  turn  up,  the  trimming  is  often  placed  on  them,  the 
upper  part  of  the  hat  being  untrimmed.  When  flowers 
are  used,  ribbon  is  often  used  as  well,  and  there  seems 
no  cause  to  complain  of  the  scarcity  of  trimming  then. 
Silk  ribbons,  fine  ribbed,  two-tone  effects  seem°to  be 
most  strongly  favored.  Flat  button  effects  covered  with 
ribbon  folded,  and  perhaps  having  a  picot  edge  or  else 
a  fancy  stitch  of  gold  thread  at  its  edge  are  very  effec- 
tive. Motives  of  ribbon  flowers  in  many  colors  are  also 
favored. 

Novellies  in  Flowers. 

Among  the  novelties  in  flowers,  which  are  rather 
scarce  to  date,  is  a  crepe-rose  which  is  verv  beautifully 
shaded.  The  rough  texture  of  the  leaves  gives  a  soft 
effect  to  the  colors.  This  rose  has  velvet  foliage  some- 
tunes,  or  again  the  foliage  is  of  the  material  the  rose  is 
made  from.  Roses  of  all  kinds  are  expected  to  be  good, 
particularly  the  small  and  medium  varieties.  Primroses' 
in  mauvish  pink,  lilacs,  wistaria  and  moss  effects  are  also 
being  banked  on.  Flat  arrangements  of  small  flowers 
either  m  bouquets  or  garlands  are  engaging  the  attention 
of  the  trade  at  present.  Indeed,  in  both  flowers  and  fancv 
feathers  it  would  appear  that  the  smaller  and  more  con- 


Good  orders  have  already  been  placed  in  all  kinds  of 
ribbons  for  early  .Spring  trade.  Manv  of  these  will  sell 
retail  at  U  per  yard,  several  varieties  costing  65  cents 
per  yard  wholesale.  Of  course  these  are  exceptionallv 
beautitul  varieties,  but  in  any  case  there  is  a  decided 
trend  upwards  in  ribbon  prices,  not  verv  marked  at  pre- 
sent, perhaps,  but  assuredly  on  the  wav.  It  is  simplv  the 
usual  question  of  demand  and  supply.  All  silk  goods  are 
increasing  in  price  owing  to  the  increase  in  the  price  of 
raw  silk,  which  has  risen  from  $4  to  $4.35  per  pound 
within  a  very  short  time,  and  ribbons  must  necessarily  go 
ductions. 


Style    Features    of   the    Year   and   How   They   Originated 

Influence   of    Paris    Has  Been    Very    Easy    to  Trace  —  Short-lived  Chantecler 
Peasant    Styles    Had    More  Lasting   Effect       How  Political   Events  Inspire 
Designers  —  Development    of    the    Oriental  Effects. 


DL'KINU  tlie  year  lliai  is  ending,  tlie  inllueuee  of 
I'ariri  oil  fashions  lias  been  espeeially  easy  to 
trace,  due.  no  doubt,  lo  the  simple  andi  practical 
>tyies  the  leading  diressmakers  have  been  fea- 
turing this  year.  For  when  an  attempt  was  made  to  push 
the  freakish  "Chantecler"  fashions  last  Spring,  they  fell 
completely  llai.  and  though  the  play  aroused  a  world-wide 
interest,  the  stylo  ideas,  based  upon  its  characters,  pro- 
duced no  lasting  effect  and   were  a  total  failure. 

The  simple  styles,  based  upon  the  costumes  worn  by 
the  peasantry  of  southern  Russia  and  the  Balkan  States, 
fared  far  better,  for  the  mod'els  copied  from  t'his  source 
have  formed  the  groundwork  of  the  majoritji  of  the  year's 
style  ideas,  and  their  inffucnce  is  yet  strong  on  euri-ent 
fashions. 

How  Fashions  Develop. 

Fashion  news  naturally:  falls  under  three  headings, 
namely,,  the  first  whispei',  the  advance  idea,  the  develop- 
ing tendency.  Secondly,  the  high  style,  the  accepted  mode 
put  out  for  the  woman  who  is  free  to  follow  tiie  dictates 
of  exclusive  styles,  and  who  is  able  to  take  up  each  new 
thing  as  it  comes  along.  Thirdly,  there  is  the  general 
current  style,  to  which  the  merchandise  carried  by  the  re- 
tailer must  measure  up  if  it  is  to  please  customers  and 
net  a  substantial  profit. 

Originate  with  Paris  Houses. 

Practically  speaking,  advance  ideas  originate  wii'ii  ihe 
Paris  model  houses.  Some  political  incident,  some  lu-w 
masterpiece  of  art,  or  some  extra  talk  about  an  old  one, 
some  pei'iod  play"  or  opera  brings  an  epoch  to  notice,  or  il  e 
advent  of  a  new  singer  or  dancer  will  serve  to  IJiiiiish 
the  basic  idea. 

The  annexation  of  Bosnia  and  the  political  situation 
arising  out  of  Austria's  bold  defiance  of  France  and  Eng- 
land, turned  the  attention  of  French  designers,  in  the 
early  d'ays  of  the  present  year,  to  the  picturesque  and 
semi-barbaric  di'ess  of  the  peasantry  of  southeastern 
Europe.  Their  interest  in  these  styles  received  a  great 
impetus  from  the  success  of  the  Russian  court  dancers, 
Mordkin  and  Pavlowa. 

Simple  Peasant  Type. 

To  this  peasant  type  is  due  the  simple  styles  now  in 
vogue,  the  chief  features  of  which  are  the  seamless 
shoulder  and  the  bodice  and  sleeve  cut  in  one,  the  normal 
waist-line  and  the  uncorseted  figure,  the  straight,  narrow 
skirt,  often  gathei^ed  with  a  band  at  the  foot,  the  un- 
draped  overskirt,  and  the  use  of  heavy,  barbaric  band 
trimmings,  and  the  taste  for  vivid  blues  and  reds. 

Peasant  fashions  are  also  remotely,  responsible  for  the 
"hobble  skirt."  Paris  designers,  however,  repudiate  the 
sensational  extreme  to  which  this  idea  has  been  carried, 
and  'blame  a  certain  class,  who  are  always  ready  to  carry 
novel  ideas  to  the  extreme  limit  in  order  to  attract  at- 
tention, for  the  ridicule  which  has  greeted  this  style.  The 
bandedi-in  skirt,  so  Parisian  designers  say.  was  never  in- 
tended for  street  wear. 

With  ideas  taken  from  a  semi-Oriental  .icnirce  pre- 
dominating, it  was  only  a  short  step  to  the  fashions  pre- 
vailing during  the  time  of  the  Consulate.  These  fashions 
marked  the  period  after  Xapoleon's  campaign  in  Egypt, 
and  showed  Oriental  ideas  grafted  upon  the  high-waist cd 
Grecio-Roma.n   stvles   thai    gave   rise   to   the  so-called   Em- 


pire fashion.-.  It  is  from  tliis  source  that  the  gauze  drap- 
eries, weighted  down  with  trimmings  of  Oiiental  splendjor, 
made  up  of  glittering  beads  and  spangles  and  embroidered 
with  gold  and  silver  threads,  come. 

Paisley  and  Persian  Type. 

To  this  period  is  due  also  the  notable  revival  of  Pais- 
ley and  Persian  patterns.  The  name  Paisley,  as  applied 
to  Indian  pine  patterns  and  colorings,  reall}'  originated 
in  the  thirties,  when  cashmere  shawls  became  so  fash- 
ionable. Excellent  imitations  of  the  real  India  shawls  were 
produced  at  Paisleyi  and  the  name  was  transferred  to  this 
class  of  patterns  and  colorings. 

Early  Fail  fashions  have  favored  the  late  Empire 
period,  the  time  of  Napoleon's  second  Empress,  Marie 
Louise.  To  a  limited  extent  fashion  creators  have  gone 
for  ideas  to  the  Restoration  period,  that  is,  the  time  of 
Louis  XVIII.  and  Charles  X.,  so-called  because  the  Bour- 
bons were  then  restored  to  the  French  throne. 

h  is  from  this  period  that  the  present  vogue  of  ve'- 
vet  and  furs  is  due,  the  fur  ba,nd  at  the  bottom  i.f  the 
dress  skirt,  and  the  huge  muffs  and  scarfs  and  pelerines. 

In  all  these  periods  the  low,  round^neeked  dress  was 
worn,  and  this  fashion  brought  into  use  the  light,  dia- 
phanous scarf,  or  shawl  of  lace,  or  sheer  silk,  as  a  pro- 
tection to  the  exposed  neck  and  bust.  For  the  self-same 
reason  scarfs  are  most  fashionable  now. 

The  Curveless  Figure. 

A  feature  of  the  y-ear's  fashions  has  been  the  great 
influence  exercised  by  the  styles  put  out  by  Paul  Poiret. 
Comparatively  speaking,  he  is  a  new  figure  in  the  world 
of  fashion  designing,  but  his  influence  upon  fashion  ten- 
dencies is  already  verj"  great,  and  in  the  opinion  of  many 
authorities,  he  is  destined  to  be  one  of  the  great  leader's 
in  the  near  future.  Poiret  styles  show  great  individuality. 
The  gowns  he  has  been  featuring  this  year  show  an  abso- 
lutely curveless  figure.  His  dresses  often  hang  in  an 
unbroken  line  from  the  should'er  to  hem,  and  have  the  ap- 
pearance of  being  no  wider  at  the  feet  than  at  the 
shoulders.  Often  two  fabnes  are  combined  in  the  on^ 
gown — the  one  being  used  for  the  upper  bodice  and 
sleeves,  and  the  lower  part  of  the  skirt,  while  the  rest  of 
the  bodice  and  skirt  is  of  the  other  fabric.  Poiret  is 
lespnnsible  for  the  use  of  rich  brocades  in  both  satin 
anil  velvet,  and  for  tapestries  and  Oriental  embroideries 
in   many  colors. 

Colois  Dai  k  and  S  ^mbie. 
With  the  exception  of  the  use  of  one  or  two  high 
colors  for  relief  purposes,  the  year's  colors  have  been 
dark  and  sombre.  With  the  opening  of  the  year  this 
tendency  was  noticeable,  and  it  was  further  emphasized 
by  the  death  of  King  Edward,  which  placed  almost  all 
the  courts  of  Europe  in  deep  mourning  for  a  shorter  or 
h)ngc.r  period.  At  present  b'ack  is  most  fashionable,  par- 
ticularly when  relieved  with  white.  Deep  b'ues.  deep 
irreen.i,  and  garnets  are  almost  the  cMily  other  colors  worn 
at  ])resent. 

The  newest  note  in  faslii(Ui  tendencies  is  a  revival  of 
the  modes  of  the  early  seventies.  Various  model  houses 
are  now  showing  dresses  of  this  period.  At  the  Prix 
D'Antomno  several  dresses  taken  from  the  styles  of 
this  period  were  worn,  but  whether  any  general  following 
will   result    remains  with   the   future. 
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WAKE  UP,  ENGLAND! 


HONE'S  GARMENT  SHIELDS 

British  Gocds  made  by  Britith  Workpeople 


"eartnent" 

SaiiKarp  _ 

Dress  Shields  """'^j' 


Each  Shield  Boxed  Singly 

THE 

AZULIKIT 

Double    Nainsook 

Pure  Milk  Rubber 

As  Sketch 

8s.  lid.  doz. 

All  sizes 


These  Shields  are  Beautifully  Made--They  are  Perfection 


_ 

Made  in  20  Different  Designs  and  Qualities 


Each  Shield  Boxed  Singly 

THE  FAIRY 

Square  Cut  Double  Nainsook 

Pure    Milk    Rubber 

As  Sketch 

14s.  lid.  doz. 


Samples  on  Application 


DANIEL  HONE, 


1  CHISWELL  STREET, 
LONDON,      ENGLAND. 
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Does  Your  Value  as  a  Clerk  Increase  from  Shoulders   Up  ? 

All    Men    From    the   Shoulders    Down    are   Worth    About    $2    a    Day  —  Any- 
thing   Better  Than    That   Depends   on    Brain    Development   and    Application. 

By  an  Ex-Clerk. 


IN  this  artiicle  I  aiii  talking  to  clerks.  And  most  of 
you  do  need  to  be  told  a  few  plain  truths — in  a  way 
that  will  get  uniderneath  your  skin  and  make  you  sit 
lip  and  'take  notice. 

Somebody  Iras  very  truly  said  that  all  men  from  the 
shoulders  down  are  worth  about  $2  a  day.  As  a  mere 
automaton — a  tiling  of  muscle,  but  lacking  brain — no 
man's  earning  capacity  goes  beyond  that  figure. 

Did  you  ever  .stop  to  think  that  the  ditt'erence  between 
you  will  your  few  dollars  a  w^eek  and  the  salesman  who 
makes  $5,000  to  $10,'0'0'0  a  year  is  the  difference  between 
his  thinking  apparatus  and  yours? 

If  you're  an  intelligent,  ambitious  clerk  you  are  only 
in  training.  You  don't  expect  to  be  a  clerk  all  your  life. 
You  hope  some  day  before  long  to  be  in  business  for  your- 
self. 

Are  you  going  to  be  a  fourtli-rate  dry  goods  man,  strug- 
gling along  on  about  the  same  or  a  Uttle  more  tlian  you 
could  earn  as  a  clerk?  Or  are  yiou  going"  to  be  a  good, 
bright,  sound  business  man,  witb  a  bright,  well-equipped 
store,,  and  the  cash  register's  cheerful  music  las  a  (ipnlinu- 
ous  performance? 

It's  entii-ely  up  to  you. 

The  Almig'hty  gave  you  brains — as  many  as  lots  of 
fellows  earning  several  times  your  salary — but  you've  gat 
to  help  yourself  to  'the  extent  of  using  and  developing 
t'h«'m. 

Every  day  you  put  off  stairting  to  bring  out  all  the 
powers  tha't  He  within  yourself  is  an  opportunity  lost — a 
golden  opportunity. 

You've  got  brains,  yo'u've  got  self-respect,  j-ou've  a 
desire  for  'the  good  things  of  life,  you  want  t'O  be  some- 
body in  this  old  world. 

Just  how  far  you  can  climb  depends  entirely  upon 
yourself — depends  uponi  just  liiow  well  you  grasp  the 
opportunities  that  lie  all'  round  you. 

Do  you  realize  that  t'here  is  a  scarcity  of  good  men  i'.i 
every  bran,0h  of  business?  Ask  the  head  of  any  big  con- 
cern and  he'll  probably  tell  you  he  has  a  do^zen  or  two 
positions  fo'r  which  h'igh-grade  men  are  U'Ot  available. 

You  have  starte'd  in  a  splendid  business,  and  one  that 
will  soon  be  immensely  better — for  the  good  m'an. 

'Stack  to  the  dry  goods  business — know  all  tliere  is  .o 
kno'w  :about  it — ^try  to  be  tihe  'best  'dr}*  goods  merchant  in 
Canada. 

Rich  rewa.rdis  await  tlic  clerks  of  to-day  who  prepare 
themselves  intelligently  to  beco-me  the  mea-chants  of  to- 
morrow, and  who  bring  to  bewr  on  their  work  the  best  that 
is  in  tlhem. 

The  most  valuable  training  you  could  have  is  tihat 
which  you  will  get  through  studying  your  employer's  busi- 
ness.    Analyse  it,  pick  out  its  strong  and  its  weak  points. 

If  your  employer  is  successful  you  can  be  sure  that 
there  a,re  certain  definite  reasons  for  it.  If  he  is  only 
fairly  successful  tliore  are  also  clearly-defined  reasons  why 
ho  has  not  climbed  hig'her. 

'Find  out  what  these  reaso'us  are  and  study  tliem  closely. 
If  t'here  are  weak  spots  in  the  business  try  to  rcmed}'  them. 
Be  'as  careful  about  the  store's  welfare  as  you  expect  to  bo 
about  I'liat  of  yiouir  o'Wiii  store. 

See  tsliiat  the  windows  are  always  w.ell  dressed,  wiiii 
goods  tbat  are  seasonable  and  profitable.  Start  out  with 
the  idea  of  making  the  windows  produce  real  business  and 
lots  of  it. 


And  watch  the  results. 

Encourage  your  fellow  clerks  to  be  more  familiar  with 
the  goods  in  stock,  to  develop  their  ability  to  sell,  to 
always  be  as  neat  as  possible  themselves  and  keep  the 
store  the  same  way. 

And  wafceh  the  results. 

If  your  emploj'eir  needs  a  cash  register  or  other  equip- 
ment, encourage  him  to  get  it.  Modern  appliances  inerea.se 
your  efifieioncy,  and  they  generally  pay  for  themselves 
witiliin  a  short  time. 

When  th'ese  modern  appliances  are  installed,  see  that 
they  are  used  so  as  to  bring'  the  maximum  benefit  to  the 
business. 

And  again  I  siay,  watch  the  results. 

One  of  the  greatest  aids  to  success  at  the  present  time 
is  the  use  of  modern  equipment  and  appliances — appliances 
that  obviate  wo'rrisome  detail,  stop  leaks,  prevent  mistakes, 
minimize  the  chance  of  dissatisfying  customers  and  losing 
t'hedr  business,  enable  you  to  more  effectively  display  your 
goods,  etc. 

As  a  prospective  merchant,  you  should  study  all  the 
successful  methods  of  buying  and  selling  goods,  apply  the 
best  of  these  methods,  and — 

— watch  the  results  as  vou  go  along. 


The  Coronation  Robe 

There  is  reason  to  believe,  says  The  London  Times,  that 
according  to  present  intentions  the  KJing  will  wear  at  his 
Coronation  the  Imperial  mantle  or  pall  which  was  -worn 
by  King  Edward  on  the  occasion  of  his  Coronation  in 
1902. 

This  mantle  resembles  a  cope  and  just  fits  on  the 
shoulders,  being  fastened  in  front  by  a  morse  or  clasp. 
It  is  made  of  cloth  of  gold  woven  of  plate-gold  threads 
worked  upon  silk.  It  was  desired  to  obtain  for  the  cloth 
of  gold  a  peculiar  shimmering  appearance,  so  that  in  any 
light  and  from  any  point  of  view  the  cloth  should  glitter 
and  sparkle  with  splendid  effect.  A  very  great  number 
of  specimens  of  cloth  were  made,  submitted,  and  rejected 
before  the  one  finally  adopted  was  approved.  Upon  the 
cloth  of  gold  is  embroidered  a  design  of  laurel  leaves 
forming  a  background  rather  subservient  to  the  general 
adornment  of  the  robe,  which  eonsists  of  emblems  em- 
broidered in  various  colors.  This  background  is  produced 
by  fine  stitches  of  the  various  silks  used  in  the  emblems. 
and  these  stitches  again  are  covered  over  with  silver  and 
gold  threads,  the  whole  being  drawn  together  with  an 
outline  of  fine  gold.  The  background  was  introduced 
because  the  cloth  of  gold  alone  would  have  been  too  mon- 
otonous in  its  splendor,  and  also  because  the  emblems 
could  not  be  embroidered  upon  the. surface  with  satis- 
factory effect  without  the  provision  of  some  subordinate 
scheme  of  decoration. 

The  emblems  aire  encircled  by  the  laurel  leaves  (which 
foi-m  wreaths  or  chaplels).  and  consist  of  the  Imperial 
Crown,  the  Imperial  Eagle,  the  Rose.  Shamrock,  and 
Thistle,  and  the  Lotus  Flower,  the  emblem  of  India.  The 
eagles  are  embroidered  in  silver,  the  Lotus  Flower  in 
white,  the  Rose,  .^^liamrock  and  Thistle  in  their  natural 
colors.  Those  emblems  are  repeated  over  the  whole  sur- 
face of  the  robe,  and,  with  the  laurel  leaf  ornamentation, 
add  greatly  to  its  richness  and  magnificence. 


FUR  TOADE  riEXX^^ 


Fur    Sales    Tell    the  Story 

Statistics  From  London  Market  Give  Fair  Idea 

of  Proportionate  Business  —  Quantities 

and  Values. 

LONDON,     Eng-Iand,     is     the     central  distributing 
IJoint  for  the   raw  fur  market  of  the  world,   as 
ariplied   to  the  class  of  skins  referred  to  in  this 
article. 
The    Hudson's    Bay    C^ompany    handle    on    their     own 

account   their   enormous   collection   of   skins.  Outside     of 
them   the  bulk   of   the   collection   is   disposed    of   through 

the  firm  of  C.  M.  Lampson  &  Company,  and  the  sales  are 

conducted    by    public    auction.      To   date    of  the    present 
year  the  following  quantities  of  skins  to  which  has  been 

added   an   estimated    value,   have   been   sold.  The    fig'ures 

are  interesting  since   they  gi\e   an   excellent  idea  of    the 
l)roportion  of  business  tiansaeted  in  the  different  furs  : 

Apiiroximate 

Skins,  1!)10.  value. 

Raccoon    .365,6.3.5  .$4(!0,000 

Musquash     2.611,6.58  1,300,000 

Musquasli,     hlark     .57,032  43.000 

Skunk     800,2.5.5  2.225,000 

Cat,    Civet    145,472  IIO.OOO 

Oppossum,    Amoiican     .589,289  295.000 

,  Mink    179,228  000,000 

Marten    23,351  235,000 

Marten,   .Tapanesc    16,307  40,000 

Sable,    Russian    14,529  580.000 

Sable,    Japanese    1,245  12.000 

Fox,    Red     67,046  470.000 

Fox,    Cross    2,489  25,000 

Pox,    Silver    913  68,000 

Fox,    Grey    30,672  61,000 

Fox,   Kitt    20.191  20.000 

Fox,   White    11,641  93,000 

Fox,    Blue    2,664  40,000 

Otter    15,828  1,58,000 

Sea   Otter    307  60,00() 

Cat,    "Wild,    elc .38,022  114,000 

Cat,    House     68,610  34,000 

Lynx    2..570  51 .000 

Fisher    1  ,.38'.>  20,000 

Badger    17,000  13,000 

Beaver    21,359  107,000 

Bear    17,833  270,000 

Wolf    66,8,89  335,000 

Wolverine     1,344  11,000 

Hair    Seal,    Dry    .    10,411  11.000 

Fur  Seal,   Dry    716 

Fur    Seal,    Salted    ■»13,1(;5  1.000,000 

Squirrel,    Russian    668,906  136,000 

Sacs,   etc.,    Russian    21,9.58  132,000 

Fox,    Japanese    .37,020  75,000 

Badger,   Japanese    3,662  2,000 

Kolinsky    " ]43,.301  72,000 

Opossum,    Anslralian     ■_',09.5,932  1,048,000 

Wallaby.     Aiistrali.-ui      613,210  307,000 

Kangaroo,     Australi.in     11.3.58  3,000 

Wombat,    Australian     9,648  4,000 

Fox.    Red,    Australian     7.5,452  75,000 

Chinchilla,    Real     1],.377  .59.000 

Chinchilla,    Bastard     7,390  22.000 

Grebe    61,266  15,000 

Marten,   Bauni    2,195  17,000 


Marten,    Stone 

Fitch     

Ermine    


0,898 

15,970 

203,7a5 


41,000 

32,000 

204,000 

.'Sll,505,000 


Mistakes  by  Small  Furriers 

Some  Helpful  Criticisms  -  Overcrowded  Show 
Windows  —  Bad  Lighting  —  Poor  Ventila- 
tion —  Lack  of   Neatness. 

What  criticisms  of  a  helpful  character  have  j^ou  to 
make  with  reference  to  the  merchandising  of  the  small 
fur  dealer?  was  the  question  which  the  Review  recently 
asked  of  several  prominent  wholesale  men. 

"What  are  some  of  the  wrong  methods  followed  by 
the  small  fur  merchants?"  repeated  one.  "I  should  say 
tliey  overcrowd  their  show-windows  for  one  thing,  most 
of  them.  This  will  show  you  what  I  mean.  Look  at  this 
sliop  over  iiere  to  the  left,  and  then  at  the  one  down  there 
iin  the  next  corner.  It  seems  to  me  the  man  who  runs  a 
small  fur  shop  is  bo  afraid  the  public  will  think  that  if  he 
puts  only  a  few  pieces  in  the  window,  that  they  are  all  he 
has,  that  he  sticks  a  specimen  of  everything  in  his  shop, 
caps  and  muffs  and  stoles,  and  gloves  and  moccasins  and 
bags,  and  perhaps  two  or  three  jackets,  all  crammed  and 
crushed  into  a  six  by  ten  window,  so  that  yon  cannot  tell 
where  sable  ends  and  mink  begins,  nor  whether  a  collar  is 
a  collar  or  a  pie'ce  of  a  cape  made  of  six  or  seven  varieties 
of  fur.  And  I  am  sure  you  eould  never  tell  whether  those 
jackets  were  made  to  fit  or  not. 

"Now  look  here.  There  is  just  that  one  long  Persian 
jacket,  probably  not  a  bit  better  in  either  quality  or  fit 
than  the  ones  in  the  other  window,  but  you  can  see  every 
line  of  this  one,  just  how  long  the  sleeves  are,  and  how 
the  collar  lies  on  the  figure.  And  you  can  count  all  the 
heads  and  tails  on  that  mink  stole  and  muff.  Thej-  just 
look  as  if  they'd  been  hung  up  there  carelessly,  ^as  if  the 
merchant  didn't  care  who  saw  them.  Then  there  are  only 
these  two  O'r  three  pieces  on  the  window  floor.  Of  course 
this  man  has  seven  windows,  and  he  can  show  a  good  deal 
of  stuff  in  so  many,  while  the  other  dealer  has  only  one. 
But  the  sm'all  dealer  has  to  get  out  and  hustle,  anyway, 
in  order  to  keep  pace  with  the  bigger  man,  and  inste^ad 
of  trying  to  crowd  seven  windows  full  into  one,  why 
doesn't  he  change  his  windows  oftener  and  put  less  into 
them.  Ten  chances  to  one  his  customere  in  any  case  are 
going  to  be  the  people  who  are  continually  passing  and 
repassing  his  sihop,  'and  not  often  the  odd  stranger  who 
may  go  by.  And  in  any  case  the  stranger  and  the  other 
people  too.  will  be  attraeted  more  by  a  nicely  dressed 
window  with  two  or  three  good  pieces,  than  by  a  medley 
in  which  they  cannot  distinguish  anything.  Of  course  I 
don't  say  'ahey  flll  m^ake  this  mistake,  but  I  do  sfly  that 
a  great  many  of  them  do." 


Good  Advertising  Reflects  Merchant's  Idea  of  News  Values 

How  I.  E.  Pedlow  Encouraged  Early  Shopping  —  Good  Work  for  Sussex 
Mercantile  Co.  —  Dauphin  Mercantile  Present  Facts  Forcibly —Chas.  Deans 
Advertising  ---  Where    Macdonald      &      Co.      Might      Have      Done      Better. 


THERE  is  a  store  in  Renfrew  tha't  dues  unil'ormly 
.s-ood  advertising.  Tliat  store  is  I.  E.  Pedlow 's. 
A  page  from  The  Journal,  carrying  a  Pedlow 
advertisement  is' reproduced  liere.  This  appeared 
on  November  3rd.,  IQ'IO,  and  shows  that  Mr.  Pedh)w  be- 
lieves in  encouraging  the  early  siiipping  idea.  That 
encouragement  takes  a  very  practical  form.  It  sliows  tlie 
prosptctive  customer  just  why  it  will  be  to  her  advantage 


TOYLAND  IS  NOW  OPEN 


CHRISTMAS  DOU.S-  ".;,r^t;,i"j::.-:.:rrjr„i::frx^c:  -extraordinary  values 


H  ^c 

h2V     OS 

l^if  L  E.  PEDLOWS  ss^  Renfrew  t!  ^^— 


A    first-class   Christmas   ad.    run    early    in     November   by   I.    E. 
Pedlow.   Renfrew.   Ont.      This  ad.  produced   good    results. 

to  buy  the  goods  advertised  about  seven  weeks  before 
Christmas,  instead  of  leaving  the  purchase  until  the  last 
day  or  two  before  the  holiday.  This  advertisement  has 
Ihe  grea.t  merit  of  showing  the  goods  advertised,  and  sliow- 
ing  them  atlractively.  It  is  pretty  safe  to  assert  that 
every  woman  reader  of  the  Journal,  with  a  baby  at  the 
doll  'age  will  spend  some  time  looking  over  this  advertise- 
ment. It  is  seldom  'that  one  sees  a,  toy  advertisement  as 
attractively  gotten  up  as  that  repi'oduced  here.  It  is  one 
which  will  command  attention,  and.  what  is  more  import- 
ant, it  demonstrated  in  the  most  practical  kind  of  a  way 
t'hat  it  was  a  good  adver'tisement  by  selling  the  goods 
shown  in  large  quantities.  And  it  must  be  remem'bered 
that  it  appeared  a  good  many  weeks  before  the  period 
wlien  the  Christmas  shopping  actually  begins,  in  most 
cases. 


The  Sussex  Mercantile  Company,  'Sussex,  N.B.,  has  a 
self-fanght  adverti^enl(Mlt  writer,  and  a  sample  of  his  work 


is  shown  here.  It  is  a  very  creditable  full  page  ad., 
especially  .so  when  it  is  remembered  that  the  writer  of  it 
ha.-j  had  no  training  in  tliis  work  beyond  the  experience 
gained  in  actually  doing  the  ad. -writing  for  this  store. 
Su-ssex  is  not  a  city,  and  the  facilities  for  executing  adver- 
tising ideas  at  all.  ou't  of  the  ordinary,  are  limited  to  the 
neee.ssarily  small  equipment  of  a  eountrj'  newspaper 
otfice.  Wi:h  ihe  material  at  hand,  therefore,  this  j"oung 
man  'has  made  a  goodi  job.  There  is  one  defect  in  this 
advertisement  which  every  ad.-writer  should  try  to  avoid. 
It  is  not  easily  read.  In  many  of  the  paragraphs,  partieu- 
larlji  at  the  top  of  the  page,  several  lines  are  run  in  to- 
gether without  any  break,  and  the  result  is  that  the  para- 
graphs are  unattractive  to  the  eye.  They  look  long  and 
are  hard  to  read,  because  tbe  type  used  is  small.  It  must 
always  be  borne  in  mind  that  an  advertisement  that  is 
not  read  might  as  well  not  have  been  printed,  and  an 
advertisemeii't  that  is  hard  to  read  will  not  get  the  atten- 
tion it  would  receive  if  it  is  attractively'  arranged  and 
easily  read.  It  is  better  to  get  less  matter  into  an  adver- 
tisement, and  have  that  matter  attractively  set,  than  to 
crowd  in  a  mass  of  tj'pe  that  repels  one.  This  does  not 
necessarily  mean  that  the  type  used  should  be  large.  On 
the   eontrarv.   we   believe   it   is  better   to  avoid  as  far  as 


Jixst    THree    '^Vgg^.s    to 


riSx^o""""*  ■ 


.ixi.a,s. 


Myers  Pumps  !     ^ycr»  Pumps  I 


When  H  Comes  lo  DOLl-S 


~^'xLr,r^;::^^-^^Jr    ^^ 


MM 


Zflut.  SossutiOBs 


Ow    Prioca    &rc    Ricbt. 


LADIES,    MISSES    AND    CHILDRENS    NECK    FURS  I 


VtxG^  S-ussiex  nSer-caxLtile  Oo^    X<t<|. 


As   a  Christmas  ad.   this  would   h.ivc   been    better    had 
the   pump   talk    been    left    out. 

possible  the  use  of  lai-ge  type,  e-cept  for  heading,  which 
of  course,  must  be  sufficiently  large  to  attract,  and  tell 
their  story  in  a  few  strong  words.  In  the  advertisement 
referred  to  there  is  one  jarring  note.     It  is  the  inlroduc- 
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PETERBORDUGH.  OliTTlRIO fir5_i'__i9ii 


A  new  Company  has  been  incorporated  with  a  capital 
of  $350,000.00,  and  has  taken  over  the  buaineaa  of  the 
Brinton  Carpet  Company,  of  Canada,  Limited.   The  stock,  every 
dollar  of  which  is  subscribed  and  paid,  is  held  by  a  number 
of  the  best  known  business  and  financial  men  in  Canada. 

When  the  Company  went  into  liquidation,  and  a 
reorganization  became  necessary,  this  was  easily  effected 
by  the  interests  referred  to  above.   They  realized  that  the 
products  of  the  Brinton  factory  were  eminently  satisfactory 
from  every  point  of  view,  and  ample  Canadian  capital  was 
made  available. 

The  assets  of  the  old  company  have  been  taken 
over  by  the  new  interests,  and  the  splendid  factory  at  Peter- 
borough will  be  considerably  enlarged.   An  addition  is  being 
made  to  the  dyeing  plant,  and  plans  for  a  new  spinning 
plant  have  been  called  for. 

These  enlarged  manufacturing  facilities  are  felt 
to  be  necessary  in  order  to  take  care  of  the  increase  of 
business  that  is  bound  to  come  as  a  result  of  the  increased 
working  capital,  the  aggressive  policy  decided  upon  and  the 
fact  that  the  Brinton  goods  have  already  established  for 
themselves  an  excellent  reputation  in  the  Canadian  trade. 

The  workmen  employed  in  this  factory  have  been 
especially  brought  for  the  purpose  from  the  centre  of  the 
world's  carpet  centre — Kidderminster,  England. 

Travellers  will  soon  be  out  and  will  present  for 
your  inspection  a  better  range  of  samples  of  Brinton  Carpets 
and  Rugs  than  ever  before.   It  will  be  to  your  advantage 
not  to  place  further  orders  until  you  have  seen  this  range, 
as  the  values  and  styles  offered  are  unusually  good. 

BRINTON  CARPET  CO.,  LIMITED. 
Factory— Peterborough,  Ontario. 


o 


G.  R  Copping,  J.  M.  Mackie,        H.  E.  Wadely 

President  and  Man.Dir.   Vice-President.      Mgr.  and  Sec'y 

Please  mention  The  Review  to     Advertisers  and  Their  Travelers. 


DRY     GOODS     REVIEW 


169 


tion  in  the  nmst  prominent  plaice  in  the  page  of  a  long- 
paragraph  devoted  to  pumps.  This  looks  decidedly  out  of 
place  in  a  Christmas  page.  Chrsitmas  gifts  and  pumps 
will  net  mix  very  well,  and  unless  there  is  some  good 
reason,  whit-h  is  not  apparent  in  the  advertisement  itself, 
wihy  pumps  should  luvve  been  brought  in'to  ibis  ad.,  it 
would  seem  to  have  been  better  left  out.  cr  at  any  rate 
given  a  less  promineuit  place  in  an  otherwise  rather  attrac- 
tive advertisement.  There  is  every  indication  that  eon- 
sideraible  thought  has  been  given  li  this  advertisement, 
and  with  the  e.xceptions  referred  to  it  is  a  creditable  elifort. 


Two  three-column  advertisements  from  the  Dauphin 
Mercantile  Company,  of  Dauphin.  Man.,  are  reproduced 
here.  In  the  reprodaietion  they  suffer  si.imewhat.  The 
particular  feature  which  distinguishes  these  advertise- 
ments, a,n'd  especially  one  of  them,  is  the  vigorous  way  in 
which  the  change  in  stDre  policy,  from  credit  to  cash  is 
announced.  This  is  evidently  a  very  radical  change,  and 
some  strong  facts  are  hammered  home  pretty  forcibly. 
P'or  instance,  this  sentence  should  carry  conviction  :  ''On 
and  after  November  1st  we  guarantee  to  equal  or  better- 
both  in  price  and  quality — any  article,  garments  or  ma- 
terials, listed  in  the  mail  order  catalogues.  These  cata- 
logues will  be  displayed   prominently   on   a!l   our  counters 


A  Change  "'System 

CREDIT  TO  CASH 


Dauphin   Mercantile'  t]o. 

DAUFHnrS  OREATEST  3TOR1L 


An  Epoch  in  Our  Business  History 


DoUan  and  Cenb 


Next    Tucaday,    November    Irt.  we  adopt  our    Ni^wl 
Method  of  Coaductioi  Buaioes&  J 

TUM  nuoiY  am      usoiittclv  bo  oitDn    , 

iONE  PRICE  TO  ALLii 


"Extra  Special'*  Ecx>nomy  News 

To  help  out  tho  Last  Two  Doltb  of  our  "  OhMiK« 
of  Systom  "  Sale,  SatunUy  kud  HondAy. 


t  Mmil  Order  Store* 
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Patronize  a  Home  Industry 


Pay  By  Coupon  If  Ton  Wish 


THE  DAUPHIN  MERCANTILE  CO.    '  ]  THE  DAVPHIN  MERCANTILE  CO. 


A  couple  of  Western  ads.     They  are  weU  written,  but  poorlv  set. 

tor  handy  reference."  The  point  is  very  properly  taken 
that  it  is  only  by  the  adoption  of  the  cash  system  that 
a  local  merchant  can  hope  to  compete  with  the  mail  order 
stores,  and  this  is  an  argument  that  must  appeal  to  any- 
one who  gives  the  matter  a  moment's  thought.  So  far  as 
the  subject  matter  of  these  two  advci^tisements  is  con- 
cerned, there  is  little  room  for  improvement.  They  are 
well  written,  and  arc  convincing.  In  arrangement,  how- 
ever, they  might  be  much  better.  There  is  too  much  dis- 
play type  used  in  both  ads.  to  obtain  a  pleasing  effect. 
The  too  liberal  use  of  rules  running  entirely  across  the 
ad.  gives  it  a  jerky  disjointed  appearance.  Then,  too 
many  different  kincLs  of  type  have  been  used.  This  is  a  criti- 


cism which  should  be  directed  more  to  the  compositor  than 
to  the  writer.  The  use  of  cuts  would,  of  course,  have  ad- 
ded to  the  attractiveness  of  these  advertisements. 


Chas.  Dean,  of  Glencoe,  sends  in  a  couple  of  advertise- 
ments, upon  which  an  opinion  is  asked.  We  do  not  be- 
lieve Mr.  Dean  is  making  the  best  use  of  the  space  he  is 
buying  in  his  weekly  paper  If  he  were  advertising  in  a 
daily  paper,  and  could  devote  all  of  his  space  each  day  to 
a  talk  about  one  line,  that  style  of  advertising  would  no 
doubt  be   as  good  as  any  he  could   do,   but   with  a   paper 


PEOPLE  BUY  HERE  WHO  KNOW 


/^ 


^^> 


C3  lEx: 


Snme  susjuestions  lor  improving  this  advertisement    are    given. 

puhlishcil  only  diici'  ;i  wi'ek.  and  ;\  limit  of  fifty-two 
times  a  year  upon  the  opportunities  this  merchant  has 
for  talking  to  his  customers,  and  those  whom  he  wants 
to  become  customers,  it  would  seem  undesirable  to  con- 
fine tl'.c  whole  of  the  space  to  a  talk  on  iurs  or  men's 
clothing.     With    this    space    one   could    run   every    week    an 


THEV    ALL    SAY 

OUR  OVERCOATS  ARE  THE  BEST 


A    sample    of     advertising     from    Glencoe. 

attractively  arranged  advertisement,  dealing  with  at 
least  half  a  dozen  lines  in  the  store,  and  could  quote 
prices.  Experience  has  shown  that  store  advertising  is 
most  effective  when  actual  goods  or  articles  are  described 
and  priced.    Department  store  advertising  has  been  eaor- 


170 


DRY     GOODS     REVIEW 


inously  successful,  and  its  success  may  be  traced  to 
nothing  else  than  the  practice  of  telling  the  people  what 
the  store  had  to  sell,  and  what  price  they  would  have  to 
pay  for  it.  Wc  believe  this  style  of  advertising  w-ould  be 
more  effective  than  the  talks  on  furs  and  clothing  in  the 
iwo  advertisements  reproduced  here.  This  kind  of  adver- 
tising has  some  value  of  course,  but  why  be  content  with 
creating  a  moderately  favorable  impression  when  it  is 
possible  to  obtain  much  better  results.  Why  not  try 
something  like  this  :  Announce  a  "Profit-Sharing  Week," 
and  for  that  period  give  the  clerks  a  small  commission  on 
sales,  say  two  or  three  per  cent.,  in  addition  to  wages. 
Tell  about  this  "Profit-Sharing"  plan  in  the  advertise- 
ment, and  announce  for  that  period  only  say  six  good 
specials  This  will  help  to  give  the  clerks  a  personal  in- 
terest in  boosting  sales,  and  will  be  something  out  of  the 
ordinary.  There  arc  fifty  other  plans  which  might  be 
worked  allernately.  and  which  wmilil  help  to  infu.se  hu- 
man interest  into  the  advertising. 


A  good  advertisement  is  not  always  the  one  that  is 
pleasing  to  the  eye,  or  that  expresses  in  a  pleasing  way 
a  good  sentiment.  A  good  advertisement  is  one  that 
makes  the  reader  want  to  purchase  the  thing  advertised, 
or  that  impels  him  or  her  to  visit  the  store  whose  adver- 
tisement he  or  she  is  reading.  In  a  word,  an  adver- 
tisement that  does  not  inspire  action  is  of  little  practical 
or  immediate  value.     Judged   by  this   standard   the  adver- 


A  PARTICULARLY  HELPFUL 
STORE  NOW 


MACDONALD  &  CO. 


A    picliy  ad.    from   Glace    Bay.  but   is  it 
as  good  as   it    really    ousht  to    be.' 

tisement  of  Macdonald  cV  Co.,  shown  here  is  not  measur- 
ing up  to  its  oi)portunities.  It  is,  in  appearance  an  at- 
tractive advertisement.  The  illustrations  used  are  cxeel- 
lent,  above  the  average,  by  a  good  deal,  but  as  a  Christ- 
inas ad  wc  believe  it  could  have  been  improved  if  a  great 
deal  more  had  been  said  about  the  goods,  and  if  more 
specific  information  about  the  lines  referred  to  had  been 
furnished.  There  must  have  been  a  hundred  and  one  other 
holiday  suggestions,  too,  that  could  have  been  brought  in 
to  an  iidvertisement    for  Christmas  goods.     As  an   attrae- 


ti\c  looking  ad  ,  we  consider  it  splendid,  but  as  an  ac- 
tion-impelling effort,  it  could  have  been  improved,  in  our 
opinion  along  the  lines  indicated.  It  is  hardly  fair  to 
judge  the  general  advertising  of  a  store  by  one  advertise- 
ment, and  we  should  like  to  sec  half  a  dozen  samples  of 
Macdonald  and  (,'onii)iiii\'s  ads.  In  all  probability  the  de- 
fects which  appear  to  us  in  the  one  reproduced,  may  be 
entirely  absent  in  others  from  the  .same  source.  This  is 
not  intended  as  a  severe  criticism.  It  is  simply  a  sug- 
gestion.   Accept  it  for  what  it  is  worth. 


Cash  IS  the  Explanation. 

"Half  of  the  failures  in  business  may  be  explained  by 
disregard  of  two  things,"  writes  John  Carruthers,  an 
Orillia  merchant.  "One  is  the  cash  system  and  the  other 
is  selling  goods  at  a  profit. 

"In  the  first  place  do  not  try  to  do  all  of  the  business. 
Never  be  jealous  of  a  competitor.  Of  course,  get  all  tiie 
business  you  can,  but  get  it  with  a  profit.  By  selling  for 
cash  you  retain  part  of  the  profit,  pay  expenses  and  have 
enough  money  at  all  times  to  take  discounts— that  is  if 
you  watch  your  buying  and  dating.  At  any  rate,  by  sell- 
ing for  cash,  you  don't  have  your  money  out  when  j'ou 
need  it  to  pay  your  bills. 

"There  is  no  man  living  to-day  who  should  not  get  an 
honest  percentage  on  all  sales.  This  selling  goods  at  cost 
and  below  to  create  a  sensation  is  all  humbug.  Now,  I 
don't  mean  to  say  that  you  must  never  try  to  draw  a 
crowd,  but  if  a  man  in  the  retail  trade  has  any  ability  he 
will  have  opportunities  to  pick  up  tines  that  will  be  trade 
v.inners,  and  sell  at  a  profit. 

"Adherence  to  the  cash  system  is  the  explanation  of 
the  success  I  have  attained  in  my  business.  I  have  been 
at  it  over  nine  years  and  have  less  than  $200  on  account 
—some  of  them  being  contras.  Before  starting  business  I 
reasoned  out  that  if  you  haven't  the  money  for  your 
creditors,  but  have  the  stock  in  your  shelves,  they  would 
likely  give  you  a  chance  to  realize  on  them,  but  if  the 
goods  were  given  to  some  people  and  you  had  their  names 
on  the  books,  it  would  be  no  guarantee  that  they  would 
Continue  to  carry  vou  " 


Death  of  Wm.  McTaggart. 

William  ]\IcTao-iiart.  secretary  and  one  of  the  direc- 
tors of  the  Gordon.  Mackay  Company.  Toronto,  died  Dec. 
27.  About  two  weeks  before,  lie  had  underg-one  an  opera- 
tion at  the  hospital,  and  following  this,  failed  to  secure 
his  usual  good  health. 

Mr.  McTaggart  was  born  in  Clinton,  fort.v-two  years 
ago,  the  son  of  Malcolm  ^IcTasjgart.  a  banker.  He  had 
been  with  the  Gordon.  Mackay  Company  twent.v-two 
years,  becoming  secretary-treasurer  and  director  upon  its 
re-organization  as  a  .ioint  stock  company  about  10  veal's 
ago. 

Members  of  the  Gordon.  Mackay  Company  pay  high 
tribute  to  his  business  ability  and  to  his  many  fine  quali- 
ties. "He  was  a  man  in  whom  you  could  place  the  most 
;il)>oiiitc  confidence,"  said  one.  "He  was  very  metho- 
dical, and  as  a  close  student  of  commercial  systems  he 
applied  his  initiative  and  originality  to  his  work  as  an 
accountant  with  gi'eat  success." 

Mr.  ^McTaggart  was  unmarried.  He  was  a  mcmWr  of 
the  National  Chib.  and  the  Royal  Canadian  Yacht  Club. 
Toronto. 

W.  .1.  Hidwn  succeeds  to  the  position  of  secretary- 
Ireasiirer.  made  vacant  hv  Mr.  McTaggart 's  death. 


Pantaloon  Gown  Latest  Production  of  Fashion  Designers 

Paris  Comments  on  Sensational  Style  Features  —  Velvet  and  Satin  Trim- 
med With  Fur  and  Lace  —  Draped  Waists  of  Two  or  More  Fabrics  the 
Latest    Idea  —  Velvets  in    High     Colors     Fashionable     for     Evening    W^ear 

Staff  Correspondence. 


Paris,  France,  Dec.  24,  1910. 

NU  sooner  is  a  -style  launched  than  a  disposition  to 
carry  it  to  a  sensational  extreme  is  evinced. 
Just  at  present  it  is  the  very  low  cut  of  the 
fashionable  evening  gown  that  is  inviting  criti- 
cism. Nor  is  that  the  only  point  in  which  the  new 
fashions  are  causing  unfavorable  comment.  The  contour 
■of  the  figure  at  the  back  is  made  so  prominent  in  both 
eventing  and  street  gowns  that  the  effect  is  both  ugly 
and  indecent. 

This  may  have  a  bearing  on  future  fashions.  Just  as 
the  present  tight  skirt  is  an  evolution  of  the  hobble, 
some  feature  based  upon  these  two  extremes  may  be- 
come later  a  factor  in  poiJular  fashions.  The  pantaloon 
gown  has  in  fact  made  its  appearance,  thouo^h  in  very 
conservative  form^  the  divided  effect  beincp  barely  dis- 
cernible. 


Costume  of  brick  red  velvet.  Jacket  plainly  garn- 
ished with  velvet  buttons  and  self-colored  zibeline 
cloth  collar.  The  skirt  cut  up  one  side,  opened 
over  a  2ibeline  cloth  panel  and  was  finished  with 
band  of  skunk  fur  and  velvet  buttons.  Worn  by 
Princesse    Nicholas  of    Greece. 

All  the  newest  evening  dresses  are  made  with  a 
draped  bodice  of  two  materials,  generally  of  mousseline 
de  sc«e  and  lace.  Velvet  and  lace  can  be  treated  in 
precisely  the  same  manner.  Thus  an  evening  gown  of 
cerise  velvet  had  the  waist  composed  of  cream  Chantilly 
lace  crossing  bftck    find    front  and  vesting  op  a  similar 


crossing  of  the  velvet.  The  sleeves  were  of  the  lace, 
and  were  short  and  plain,  and  edged  with  a  band  of 
cerise  velvet  under  the  border  of  the  lace.  The  skirt  of 
this  gown  was  perfectly  plain  save  for  the  overlapping 
width  at  the  back,  and  was  a  trifle  long— just  trailing — 
which  is  much  more  elegant  than  the  short  skirts  for 
evening'  wear. 

The  sleeves  are  in  one  piece  with  the  bodice  and  there 
is  a  yoke  of  maline  net  and  a  high,  well  boned  trans- 
parent collar  of  the  same  edged  with  a  narrow  ruche. 

Often  there  is  a  wide  band  of  embroidered  lace  or 
heavy  embroidery  around  the  bottom  of  the  skirt  headed 
with  a  narrow  band  of  fur,  and  a  band  of  the  same  fur 
is  used  to  outline  the  yoke.  With  the  dress  of  this  de- 
scription  illustrated  is   worn   the  new  coolie-shaped  hat, 


Sensational  gown  of  black  velvet  worn  at  the 
Ritz  luncheon.  Tunic  of  Venetian  silver  embroid- 
ered lace  finished  in  a  deeper  border  of  ermine. 
Ermine  brettelle  fichu,  edged  with  skunk  fur  over 
lace-covered  bodice. 

also  bound  with  fur  and  for  the  street  the  addition  of 
a  flat  scarf  or  stole  of  skimk,  ermine  or  seal  will  be 
made,   with  a  largo  flat  muff  to  match. 

Brocade  and  Velvet. 

Brocade  is  rivaling  velvet  for  evening  wear.  Bro- 
cades are  in  all  colors.  Taut  cream,  orange  and  gold  seem 
to  be  the  favorites.  The  gowns  of  brocade  are  made  dn 
extremely  simple  styles,  and  have  tunics  of  mousseline 
of   the  same  shade    edged    with   a  narrow  band  of    fur. 
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The  vary  low  bodice  is  of  brocade,  mousselinc,  and  lace 
in  crossover  ofleCt.  The  short  sleeves  are  edg-ed  with  a 
band  of  fur  finished  with  a  flounce  of  the  lace. 

Over  these  ghittering  yellow  gowns  handsome  even- 
ing cloaks  in  vivid  shades  are  being  worn.  One  seen  was 
of  velvet  brocaded  crepe  in  cerise.  The  neck  opening  was 
pointed  both  back  and  front,  and  there  were  no  sleeves 
but  only  a  space  left  to  put  the  hands  through.  A  wide 
band  trimming  af  white  bear  fur  enveloped  the  neck  and 
came  down  to  the  waist  in  front.  Othci-  cloaks  are  of 
black  velvet  or  double-faced  satin,  and  are  draped 
around  the  figure  and  drawn  to  the  side  and  invarial)l\ 
have  wide  shawl  collars  of  fur. 

Many  handsome  gowns  have  been  seen  recently  at  the 
luncheons  given  at  the  Ritz  Hotel,  and  on  not  a  low 
occasions  these  entertainments  have  been  graced  li\ 
Royal  visitors.  The  dresses  worn  have  naturally  been  ot 
great  elegance  and  have  included  the  latest  models  ot 
the  9ea!-on.  'i'hc  maiority  of  the  gowns  seen  are  ol 
velvet  or  satin,  trimmed  with  lace  and  ermine,  or  other 
rich  furs. 

The  Cloth  Tunic  a  New  Idea. 

Smart  dresses  of  the  black  cloth  or  satin,  and  satin 
or  velvet  suits  made  with  short  narrow  .skirts,  and  a 
new  idea  is  the  cloth  tunic  over  the  satin  or  velvet 
skirt.  One  sensational  gown  was  made  of  black  velvet 
over  which  fell  a  loose  cut-up  tunic  of  silver  embroidered 
Venetian  lace,  finished  with  a  deep  band  of  ermine  fring- 
ed with  tails.  A  bretelle  fichu  of  the  same  fur  edged 
with  skunk  was  posed  over  the  lace  bodice,  the  upiier 
part  of  the  sleeves  being  of  lace  and  the  tight-fittinu 
lower  part  being  of  black  velvet  with  a  band  of  .skunk 
at  the  cuff  and  a  band  of  ermine  just  below  the  elbow. 

Tailored  gowns  are  notable  for  their  exceeding  sim 
pMoity,  the  smartest  tailormades  having  no  trimmin.; 
save  a  little  looped  braid  and  a  few  buttons.  Street 
dresses  now  rely  upon  the  quality  and  the  beauty  oi 
the  fabric  and  the  perfection  of  the  cut  for  their  etTec 
tivencss. 

New  Skirts  Gain  in  Width. 

The  newst  skirts  are  not  so  short  as  they  have  been 
and  have  also  gained  in  width  just  enough  to  counteract 
the  ungraceful  tightness  of  the  back-breadth.  They  are 
also  raised  a  few  inches  above  the  normal  waist  line. 
Coats  are  of  the  sack  shape. 

Elegant  afterncon  tailoi-mades  are  developed  in 
satin  feuti'c  or  velvet  and  are  trimmed  with  tubular 
braids  of  jjassementerie. 

The  materials  or  the  useful  tailoied  gown  are  home- 
spuns, ratines,  plain  and  pin-striped  serges  and  Scotch 
tweeds. 


R.  D.  Fairbairn  Elected  to  Education  Board 

R'hy.<  1).  Fairbairn.  President  «f  the  R.  1).  Fairbairn 
rnmpaiiy.  Limited,  lias  been  e'ected  to  the  Toronto  Board 
(if  Kd  neat  ion.  Returns-  show  tbat  lie  was  but  seventy- 
one  votes  behind  the  "reg'ular"  ea,ndidaie.  the  ehairm.an 
of  the  Bo'ard.  and  tlvat  lie  secured  Ki.')  votes  more  than 
a  "slated"  candidate  in  his  ward.  In  view  of  the  fact 
tihat  he  was  looked  upon  somewhat  as  a  "new  man"  and 
eii'tererl  the  field  unwedded  'to  any  org'anizatiou  ov  identi- 
fied by  "slate."  he  is  all  tive  more  entitled  to  eongratula- 
tinn  upon  his  .success. 

Undoubtedly.  Mr.  Fairbairn 's  well-understood  views 
•111  education,  his  broad  outlook  a.nd  practical,  though 
unostentatious  'activity  upon  qnestituis  of  na'lional  import- 
iuice.  Irnd   much   to  do  wit'li  Iws  sLandina-  in   the  e'ection. 


llis  educational  policy  as  outlined  to  the  electors  is  big 
enough  for  Toronto— 'big  enough  for  Caivada.  He  urges 
the  necessity  for  development  along  lines  which  h-ave  been 
somewhat  negleeted.  Canada,  he  points  out,  is  years 
behind  many  other  countries  in  technical  education  and 
voeatdonal  training  in  schools  and  he  adv(»cates  a  course 
calculated  to  give  to  the  country  an  educational  equip- 
ment which  its  youth  and  future  deserve.  The  advance<l 
classes  of  the  public  schools,  more-over,  he  declares,  should 
nio't  merely  be  limited  to  a  commercial  course,  but  should 


RHYS   D.   FAIRBAIRN 

President  R.  D.  Fairbairn   Co..  Limited,  recently  elected 
to   Toronto    Board   of    Education. 

afford  a  good  all-round  English  education.  Mr.  Fairbairn 
believes  in  the  ''gospel  of  play"  and  holds  that  school 
sites  shoiild  be  ample  in  area  and  properly  equipped  to 
serve  as  supervised  playgrounds. 

As  vice-president,  for  Ontario,  of  the  Association  of 
Canadian  Clubs,  which  has  for  its  ideal  that  unity  of 
Ca.nada  essential  to  its  highe.*!  development,  Mr.  Fair- 
bairn has  frequeiwly  addressed  meetings  in  different  parts 
of  t'be  province.  He  sees  great  things  in  the  map  of 
Canada,  and  his  convielion.  based  on  first-hand  knowledge. 
is  that  the  pn/blem  of  this  country  to-day  is  transporta- 
tion, not  arilT,  that  the  great  aim  in  national  economics 
should  be  the  union  of  provinces  and  territories  by  railway 
and  waterway  in  such  a  manner  that  tiieir  great  natural 
resources  may  be  made  available  to  the  whole  on  the  most 
advantageous  plan  possible.  For  instance,  he  holds  that 
railway  lines  from  the  heart  of  the  great  West  to  Hudson 
Ray.  there  to  connect  with  navigaldon.  would  facilitate 
an  exchange  of  western  and  eastern  preduets  and  would 
prove  the  natui^al  exit  from  western  grainaries  ifo  the 
markets  of  the  world. 

The  unity  and  development  of  Canada  and  the  proper 
education  of  young  Canada  are  two  of  the  great  responsi- 
bilities of  tlie  national  heritage.  Mr.  Fairbairn  has  the 
i-ight  viewpoint.     May  his  effort  lia.ve  full  scope. 
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LOOK  Al  YOUR    CEILING  ! 

A  few  dollars  would  replace  that  with  a  tine  new 
Art  Metal  Ceiling,  that  won't  crack,  fall  down  or 
discolor.  Fire  proof,  permanent  and  ornanient- 
al.  too.  A  post-card  brings  particulars  without 
ohlitiation  to  you. 

The  Gait  Art  Metal  Co.,  Ltd.,  Gait,  Or  t. 


HANSON'S 

WOOLLEN  SOCKS 


G.  E.  Hanson 


Hull.  Que 


Be  Prosperous  -  Start  1 9 II  on  the  Right  Road 

Never  in  the  history  of  advertising  was  there 
su'^h  a  success— such  a  producer  of  business  as 
our  Successful  Special  Sale  System.  Our  plans 
will  assist  you  to  do  Three  Months'  Business  in 
Ten  Days.     Investigate  our  proposition. 

The  Only  Successful  Special  .'  ale  Promoters. 

FRED  W.  WEBER  &  COMPANY 

427  East  47th  Street,  .  Chicago,  Illinois 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Kushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical   Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicatro.  III. 


This  space  will  cost  vou  only  $20 
a  year,  and  your  ad.  will  go  to 
5,000  merchants  each  month. 

Counter  Check  Books 

F.  N.  BURT  COMPANY,  Limited 
Toronto  and  Montreal 

Write  for  samples. 


Correspondence  Invited 

E.  R.  BOLLERT 

MANUFACTURERS'  AGENT 

BuiS'"*"^  Vancouver,  B.C. 

Can  give  strict  attention  to   one  or  two  first -class 
Agencies.     Highest  references. 


Window  and  Store  Decorations, 

Cut  Flowers,  Vines,  Palm,  Etc. 

L.  BAUMANN  &  CO. 

359  W.  Chicago  Ave.  CHICAGO 

Largest  Importers  and  Manufacturers 

Send  for  Catalogue  R 


The  Commercial  Account  Register 

pays  for  itself  in  a  few  months.  For  siuiplicity  quick 
ness  in  operation,  durabihty  and  elegance  in  con- 
struction it  has  no  equal.  Cuts  out  bookkeeping  and 
tits  any  safe.  Send  postal  for  catalogvie  and  Can- 
adian testimonials. 

COMMERCIAL  REGISTER  CO. 

178-180  Victoria  St.,  Toronto,  Ont, 


What  Other  Merchants 
Have  Found  to  Pay 

A  men's  furnislier  origiuatod  a  suspender 
sale.  To  his  farmer  trade  lie  sent  half  a 
pair  of  suspendei-s,  with  an  explanatory  cir- 
<-nlar,  stating  that  every  man  who  brought  it 
l)ai-k  to  tlie  store  would  l)e  |)resented  with 
the  other  half  and  the  two  would  be  sewn  to- 
getlier  for  five  cents  to  repay  postage  on  the 
package.  Or,  if  he  returned  the  half  per- 
sonally and  (lid  not  want  the  pair,  he  would 
be  given  ]0  cents  for  it.  Tlie  offer  held  good 
for  the  three  Inst  days  of  the  week,  and  at- 
tracte<l    .i    lot    of   people   to    the   store. 


.V  comparatively  small  store  recently  con- 
ducted a  successful  package  sale.  The  pack- 
ages numbered  one  thousand,  containe(l  ar- 
ticles (jf  men's  wear  and  women's  dress  ac- 
cessories.    There   was   but   one   price — 2.5   cents 

and  one  package  to  a  customer.  About  SOO 
liMckages  were  displa.yed  in  the  windows  three 
days  in  advance,  with  appropriate  cards.  The 
Iiackages  contained  excellent  value  for  the 
money.  The  sale  was  announced  by  circular 
and  in  the  newspajiers  about  two  weeks  in 
advance.  In  one  day  the  store  sold  is'i.OOO 
worth   of  goods. 


It  c;innot  be  denied  that  (he  person;il  letter 
is  a  great  factor  in  building  up  and  retain- 
ing liusiness.  Many  merchants  employ  it  as 
a  means  of  imforming  certain  of  their  <-us- 
toniers  with  reference  to  new  goods  or  lines 
in  which  some  special  offering  has  lieen  made. 
.Many  cases  are  known  wIkm'C  iieople,  having 
left  the  district  of  the  merchant  with  whom 
tlicy  h.-id  been  dealing,  still  indicated,  by  let- 
ter, their  desire  to  purchase  certain  lines 
from  them.  This  has  given  (he  merchant  his 
inspiration.  Kegularly  he  writes  these  peo- 
pl(>  person.-il  letters,  descriliing  goods  in  wliich 
they  show  an  esjjecial  interest.  It  keeps  him 
in  touch  with  old  customers  and  always 
brings  bini  a  certain   ainount  of  business. 


Ry  means  of  personal  letters  to  the  par- 
ents .-nnong  his  customers,  a  retailer  built  up 
.in  exceptionall.v  good  business  for  his  chil- 
ilren's  deiiartment.  He  kept  a  record  of  sizes, 
which,  though  subject  to  slight  change  from 
time  to  time,  he  found  very  helpful  in  clinch- 
ing s.-iles.  The  fact  that  he  took  the  trouble 
to  keep  some  record  whi(di  could  be  referred 
to  at  all  times,  had  a  tendency  to  create  con- 
fidence in  his  customers.  In  some  cases,  peo- 
ple in  the  surrounding  district  sent  him  re- 
peat orders  liy  ni.-iil  for  little  articles  of  wear 
in  which  the  exact  size  was  not  <an  all-im- 
portant matter,  but  for  which  the  record  gave 
all     iKvessarv     inf'orination. 


Special  events,  sm  h  as  the  Charity  Fair, 
have  sometimes  been  espoused  by  retail  mer- 
chants with  considerable  advantage  in  the 
way  of  business  and  advertising.  The  general 
lilan  is  to  contribute  10  per  cent,  of  one  or 
two  days'  sales  (o  the  institutions  interested. 
The  latter  send  some  of  their  representatives 
to  the  store  to  iiie(>t  and  sometimes  to  wait 
upon  customers.  The  grejtt  advertising  value 
of  such  a  feature  consists  in  the  fact  that  it 
gives  the  merchant  an  exceptionally  good 
chance    to    exploit    the    policy    of   his    store. 


One  merchant  gave  away  a  lucky  cent,  of 
tlie  most  recent  coinage  possible,  in  the  form 
of  a  watcdi  fob,  to  every  purchaser  of  goods 
in  his  men's  wear  deiiartment  whose  bill 
amounted  to  00  cents,  the  one  condition  being 
that  a  dollar  bill  be  tendered  in  payment. 
The  f(di  comprised  the  change  and  the 
sniiveiiir. 


METALLIC  CEILINGS 

of  attractive  design  help  to  make  your 
store  an  attractive  place  in  which  to  shop. 
Our  designs  are  exclusive  and  come  in  a 
great  range.  Plain  or  ornamental.  You 
should  have  our  catalogue.  Send  to-day. 
The  Metallic  Roofing  Co.,  Limited,  Toronto 


Buttons !    Buttons  !    Buttons ! 

Are  you  looking  for  up-to-date  novelties?  We  are 
specialists  in  Ivory,  Pearl,  Metal  Covered  and  Fancy 
Buttons,  Paris  and  New  Yorli  designs,  suitable  for 
the  manufacturing  trade.  Will  gladly  submit 
samples. 

Embroidery  and    B'aidinsr 
Machine  and  hand  work.      Write  us  for  particulars. 

A.  WEYERSTALL  &  CO. 
145  Wellington  St.  West,  TORONTO 


Do  You  Want  Agencies 
for  any  line?  If  you  do, 
write  to  The  Dry  Goods 
Review,  Toronto       ::       :: 


WHOLESALERS 

Before  you  go  nny  further  wun  your  buying 
consid.-r  this  :  The  old  reliable  firm  of  Herm. 
Palz.  Oelsnitz  (Saxony)  is  now  represented  in 
Canada,  and  is  prepared  to  show  you  excep- 
tional advantages  in  their  Axminster  Squares. 
Rugs  or  Mats. 

Designs  and  price  lists  upon  application. 
OttoT.  E.  Veit,   Wellington  Si.  W.,    Toronto 


WE  CAN    GET    YOU    BUSINESS 
Give   us   the   representation     of    your    line    for 
Western  Canada.     We   cover  entire    west    with 
travellers  Manufacturers      o  f      Underwear. 

Hosiery.  Neckwear.  Shirts. Fancy  Vests.  Gloves. 
Hats  and  Caps.  Haberd.ishery.  Etc  ,  are  invited 
(O  write  us.     Good    connection    with   the    trade. 

The  G.  A.  Tranter  Co. 

Suite  9       Capitola  BIdg.  Vancouver.  B.C. 


ADVERTISING    CUTS 

For  Dry  Goods.  Department  and  General  Stores, 
For  Newspaper.  Catalogue  or  Circular  Adver- 
tising. Send  for  our  big  catalog.  It's  free. 
Cuts  20  cents  each. 

Syndicate   Cut   Company 

18  Park  Row  -  NEW  YORK 


Write  for  Information. 

about  any  line  of  goods  you  do  not 
see  advertised  in  The  Review.  We 
will  gladly  procure  the  information 
and  supply  it  free. 

THE  DRY  GOODS  REVIEW. 


fi^S&TERSpN 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

IVI4IL  O  (DERS  OUR   ESPECIAL  HOBBV 


I  WILL  BUY  FOR  YOU 

With  headqufirters  in  Paris,  I  am  prepared  to  act  as 
buying  agent  toi  Canadian  firms.  I  am  particularly  well 
sitwuted  to  buy  all  kinds  of  millinery,  hat  forms,  ostrich 
feathers,  flowers,  trimminiis.  ribbons,  etc.  Can  furnish 
best  of  references.     Inquiry  solicited. 

ERNEST  VEIT 

1 9    Passage  de   Pe*its-curie».         -       Paris.  France 
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HOUSEFURNISHINGJ^ 
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THE  HOME  OF 


^FbDO-BJilSLEU'LC: 
/e)    DEUnRAtlVE'HUP.i /■ 


DOMINION  Oil  Cldth 


Company  -'^ 

MONTRE/ 


CANADIAN-MADE 

LINOLEUMS 

FLOOR  OIL  CLOTHS 
TABLE  OIL  CLOTHS 


Enamelled  Oil  Cloths 
Carriage     Oil  Cloths 
Sanatile      Oil  Cloths  for  Walls 
Shelf  Oil  Cloths 


Stair  Oil  Cloths 

Key  Border  Passage  Cloth 

Cork  Carpet 

Cotton  Stair  Oil  Cloths 


Prepared  Decorative  Burlaps 


Handled    by   all    the   Wholesale  Dry    Goods  Trade 


MANUFACTURED  BY 


The  Dominion  Oil  Cloth  Co.,  Ltd. 

MONTREAL 


Please  mention   Hie  Reviezi'  to  Advertisers  and  Their  Travelers. 


Furnishings  and  Decorations  for  the  Home 


The  Popular  Spring   Colors 

Brown    a    Favorite,    Especially    in     Pumpkin 
Shadings  —  Blue    Prominent    for    Dining- 
Rooms  —  Floral  Patterns    for  Bedrooms 
—  French    Grey    and    Ivory. 

IN  nearly  all  lines  of  carpets,  upholstery  goods  and 
wall  paper,  the  new  color  scheme  is  the  same.  Green 
is,  of  course,  staple,  Rose,  for  driawing-rooms  chiefly, 
and  in  combination  with  champagne  is  also  ex- 
cellent as  usual.  Brown  stands  out  as  a  high  novelty, 
and  pumpkin  shades  will  be  much  used.  French  grey  is 
also  popular,  and  ivory  bed-room  decorations  are  a 
selling  line.  These  are  designed  to  uo  well  with  white 
or  cream  enameled  furniture. 

More  and  more  is  being  sern  of  the  soft  new  blues. 
Tills  color  is  iisoil  for  halls,  bed-rooms,  drawing  and 
dining-rooms,  but  it  is  suitable  only  where  there  is 
plenty  of  light.  This  fact  ought  to  make  it,  if  enticingly 
displayed  in  the  handsome,  new  patterns,  a  great  favor- 
ite in  the  country  and  towns. 

Among  the  above  colors  a  well-received  combination 
was  that  of  orange  with  brown.  This  may  be  used 
equally  well  for  library,  den  or  hall.  Any  dark  place  is 
treated  with  bi'own  or  orange,  as  these  shades  are  the 
most  illuminative  of  all. 


Natural  linen  shades,  running  into  cream  on  the  one 
hand  and  pumpkin  on  the  other  are  very  much  in  evi- 
dence, chiefly  in  wall-papers. 


Hangings    and    Upholsteries 

High  Class  Lines  Show  Pompadour  Brocades 

—  Tapestries  and  Velours  are  Good  Sellers 

— Demand    for   Craftsman's   Cloths. 

Certain  lines  of  hangings  for  portieres,  and  wherever 
a  certam  heaviness  and  dignity  are  desired,  continue 
much  the  same  from  time  to  tiime.  X'elours  are  favorites 
for  the  purpose,  but  this  season  sees  a  great  leaning  to- 
wards tapestries  in  verdure  efiects  and  in  imitation  of 
the  ancient  scenic  tapestries.  The  latter  are  also  being 
widely  used,  both  real  and  imitation,  as  mural  decora- 
tions. A  recently  imported  masterpiece  representing 
Diana  with  her  nymphs  cost  the  firm  which  is  now 
showing  it  in  their  pailors  $3,000,  and  was  not  consid- 
ered dear  at  the  price. 

These  high-class  goods  are  bound  to  affect  the  gen- 
eral demand,  and  many  reinoductions,  especially  in  the 
practical '  verdure   lines,   ai'e   seen. 

T'ompadour  brocades  being  another  new  and  favored 
material,   has   peeped  through   into     the  cheaper  lines   to 
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Hcusefurnishings  Window  by  T.  W.  Byam  for  The  Ritchie  Co..   Belleville.     Materials  are  draped 

trracefully  in  rear,  rope  portieres  introduced  with  good  effect  and  rugs. 

blankets  and  curtains  tastefully  grouped. 


Nothing  will  ever  quite  supplant  the  rose  and  cham- 
pagne combination  for  drawinglroom  use,  but  a  little 
wider  color  range  is  seen  now.  Pompadour  is  the  note 
struck  by  fashion,  and  this  means  a  decidedly  mixed, 
Dresden  effect.  Just  as  this  has  leapt  into  popularity  in 
(I'ress  goods,  so  it  is  in  decorations.  Tiny  bouquets  of 
many  tints  are  seen  on  light,  creamy  backgrounds,  small 
baskets  of  flowersi  in  natural  shades  being  also  favored. 
All  colorings  are  delicate  but  clear,  and  touches  of  a 
clearer,  brighter  pink  than  the  rose  of  convention  strike 
one  of  the  new  season's  notes.  This  pink  runs  into'  the 
bright,  flesh  tints  called  "Henner." 


such  an  extent  as  to  popularize  every  foi'm  of  the  small, 
dairfty  pattern  and  Dresden  coloring  in  wash  goods. 

Cheap  lines  of  curtains  or  portieres  show  mercerized, 
brocaded  effects  and  are  popular  as  ever.  Many  self- 
colored  effects  may  be  looked  for  as  the  season  opens, 
as  these  will  be  chosen  to  correspond  with  the  wall 
papers  and  carpetings  which  are  now  showing  self- 
eolorings.     At  present  mixed  effects  are  selling  well. 

Monk's  cloth  and  burlap  retain  their  popularity  with 
the  general  public,  though  no  longer  a  novelty.  High- 
grade  numbers  invariably  show  more  elaborate  decora- 
tion   schemes,    stencilling   being     widely    employed,     and 
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Dry   Goods  Reiiew. 


Better  than  the  New  Year's 
resohition  to  work  harder 
IS  the  resolution  to  sell  Wall 
Paper  that  works  harder 
for  you. 


STAUNTONS  Limited 


941  Yonge  Street, 


TORONTO 


.some  very  handsome  effects  are  obtained  by  the  u.se  of 
a  white  paint  of  considerable  thickness  on  dark  back- 
grounds to  outline  stencilled  patterns  in  colors.  Natural 
Colored  monk's  cloth  when  trimmed  with  the  Gobelin 
edgiiii;-  makes  an   ideal  liang-ing. 

Much  the  same  as  the  portflere  and  hang-ing  fabrics 
are  the  new  upholsteries.  Brocaded  effects  lead  for  the 
drawing-room,  and  tapestries  are  a  popular  line,  show- 
ing verdures  as  leaders.  Gobelin  numbers  sell  well,  and 
are  repiodiu-ed  on  wasli  sroods.  so  popular  liave  they 
become. 

A  high  style  feature  noticed  was  the  Gothic  pattern 
ill  a  rich,  daik  brocade.  This  Gotiiic  is  already  seen 
in  wall  papors  and  "in  carpet  patterns,  and  it  would  not 
he  surprising  if  it  turned  out  to  be  one  of  the  star  lines 
u|:on    whi-h    the    decorators   occasionallv    hit. 


Rugs,  Carpets  and  Mattings 

Rugs    Still    in     the    Lead    as    Sellers  —  Much 
Oriental    Seen    in    Handsome     Imitations 
—  Brussels  and  Wilton  Popular  Favorites. 

Rugs  continue  in  the  lead  over  piece  goods,  but  many 
.specimens  are  now  seen  of  piece  goods  made  up  in  rug 
effect.  These  iucdiulc  popular  numbers  in  Brussels  and 
Wilton    weaves. 

Large  metropolitan  houses  are  having  a  rug  made 
up  to  their  order,  in  England,  showing  the  same  article 
in  Brussels  and  in  Wilton.  These  come  at  cheap  prices 
and  yet  have  the  features  of  good  design  and  coloring. 
Smaller  merchants  may  emulate  this  ridea  by  carefully 
choosing  among  the  handsome  new  \j;ool  squares,  im- 
ported and  home-made,  which  show  admirable  de.'jigns  in 
very  simple  yet  etfective  color  schemes.  A  self-colored 
brown  ru<>-  liad  art  nouveau  design  in  the  border  done 
in  pumpkin  yellow.  Similarly,  a  soft  French  grey  *iuare 
showed  pink  floral  boixler.  Either  of  these  would  retail 
at  $15.00  and  were  as  artistic  in  their  -way  as  could  be 
bought. 

Imitation  oriental  rugs  have  prosiiect  of  continued 
1  o:nilarity  for  Spring.  Many  of  the  reproductions  rival 
the  originals  in  beauty  at  astonishingly  low  prices. 

Large,  floral  designs  continue  best  sellers  in  matting, 
but  city  trade  is  asking  for  the  neat,  small  patterned 
cftocts,  just  as  in  linoleums.  .Japanese  matting  squares 
show  some  very  handsome  designs.  A  Yutaka  rug  was 
in  soft  green  with  pretty  Oriental  central  motif  and 
edge.  This  would  retail  well  under  ten  dollars,  and  was 
three  yards  each  way.  Mattings  in  squares  show  great 
variety  of  color  and  pattern,  imitations  of  the  best  de- 
signs now  being  put  on  the  market. 


New  Spring  Wallpaper  Lines 

Many  Fabric  Mats  are  Seen.   Including  Linen, 

Japanese  Grass,  Chambray  —  Small  Floral, 

Pompadour   Designs  and    Little    "Art 

Nouveau"  Patterns. 


The  new  Spring  goods  are  uow  ready   ta  be  shown, 
it  behooves   the  merchant   \rto   viesirps  to   get    the 


and 
best 

possible  selection  to  study  out  the  Spring  "ideas.  In  the 
first  place,  a  high  style  feature  is  the  use  of  a  very  small 
■'art  noveau"  pattern  in  place  of  the  favorite  Horal 
scheme.  This  is  seen  on  a  background  self-colored  and 
cither  ingrain,  imitation  of  .lapanese  grass,  or  of  linen 
or  chambray.  Fabric  mats  are  the  new  fl^ature,  and 
come  to  suit  excrv  imrse. 
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"One    good    resolution    which    I 
propose  to  keep,  anyway,  is  — 
to  use 

WATSON.  FOSTER 

WALL  PAPER  during 

1911 
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REALLY  THE  BEST 
THAT  CAN  BE  MADE 


Remember  that 
Victoriaville   is 

THE  BIG 

4 

CARLOAD     POINT 

We've  got  here  a 
Bedstead  Factory, 
Mattress  Factory, 
and  Furniture 
Factory,  as  well  as 
our   own. 

Order  in  carload 
lots  from  our 
salesmen  and  save 
heavy  freight 
charges. 


No,  330K  Dreuer,  Double  Top  19x36,  Mounted  Top 

Dre$ser,  Oval   British  Mirror  20  x  24,  Surfac* 

Oak  Finith,  $23.70  List 


No.  500,  Ladies'  Princess   Dresser,  Shaped 

Tod,  19x35,Shaped  British  Mirror  18  x 

36,  Surface  Oak  Finish  $26.55  List 


^  You  can  be  tKe  jud^e  of  tKese  two.  Consider  the 
quality  of  the  materials  and  the  high-priced  labor  on  them 
and  then  look  at  the  price.  Of  course  these  are  only  a 
couple  of  a  vast  line  all  built  on  the  same  principle. 

^  What  has  made  it  possible  for  you  to  buy  such  furni- 
ture as  this  at  such  a  moderate  price  ?  Think  of  the 
fact  that  we  own  the  timber  limits  and  operate  our  own 
saw  mills,  getting  only  tKe  best  of  tKe  lumber  at  a 
rocK  bottom  price.  Also  think  of  an  actual  increase 
in  output  of  nearly  50  per  cent,  in  two  years. 

^  Victoriaville  Surface  Oak  Finish  is  the  best  that  can 
be  made. 

The  VictOx  iaville  Furniture  Company 

THE   BIG 

Victoriaville  4  Quebec 

CARLOAD   POINT 
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BOOKS 


FOR  THE  CARPET  AND 
UPHOLSTERY  DEPARTMENTS 


Oriental  Ru^s  and 
Carpets 

Contains  199  pages  and  141  il- 
lustrations. Particular  attention 
is  called  to  the  great  numtjer  ol 
illustrations,  as  these  are  of  high 
importance  in  identifying  the  va- 
rious makes  of  rugs.  It  gives  the 
history  of  Oriental  rug  making  ; 
tt'Us  where,  of  what  materials  and 
how  each  particular  make  is  wo- 
ven; describes  the  characteristic  tex- 
ture, designs  and  colorings  of  all 
the  various  kinds,  their  respective 
values  and  how  to  buy  them. 
Price     $1.50 


The  Upholstery  and  Drapery  Guide 

The  reading  matter  and  illustrations  relating  to  period 
styles,  ancient  and  modern,  deserve  special  attention.  Every 
salesman  in  an  upholstery  or  furniture  department  will  also 
be  deeply  interested  in  the  chapters  on  upholstery  terms  and  fa- 
V  brics,     the   laws     of    harmony    and 

contrast  in  colors,  and  the  numer- 
ous descriptions  and  illustrations 
of  schemes  for  draperies  and  fur- 
niihings.  The  dictionary  of  up- 
holstery and  drapery  goods  com- 
prises every  fabric  employed  in 
the  trade,  describing  its  character- 
istics, uses  and  the  method  of  its 
manufacture. 

The  practical,  working  uphol- 
sterer will  also  find  in  "The  Up- 
holstery and  Dra"pery  Guide"  a 
complete  handbook  of  his  trade, 
the  reading  matter  comprising  full 
instructions  for  executing  every 
kind  of  upholstery  and  drapery 
work.    Price     $2.00 

The  History  and  Manufacture  of 
Floor  Coverings 

The  first  part  of  the  book  is  devoted  to  the  history  of  floor 
coverings  in  various  countries  from  the  earliest  times  to  the 
present  day.  The  technical  side  of  the  trade  is  taken  up  in 
(Chapter  IV  which  is  devoted  to  Oriental  rugs  and  carpets. 
The  various  makes  of  Turkish, 
Persian  and  other  Eastern  Hugs 
are  dealt  with  in  detail.  The  ma- 
nufacture of  Savonneries,  Aubus- 
sons,  hand-made  and  Chenille  Ax- 
minsters,  Wiltons,  Brussels,  Ta- 
pestry Brussels.  Moquettes,  ma- 
chincrmade  Axminsters,  Ingrains, 
straw  matting,  cocoa  matting, 
floor  oil-cloth,  linoleum,  animal 
skin  rugs  and  mats,  etc.,  are  de- 
scribed in  detail.  To  those  who 
know  little  or  nothing  of  the 
technique  of  the  trade  Chapters 
XVIII  and  XIX.  comprising  an  il- 
lustrated explanation  of  the  prin- 
ciple of  the  loom  and  brief  de- 
finitions of  the  technical  terms 
used  in  weaving  floor  coverings, 
will  be  found  especially  useful. 
Price    $1.00 

The 
Carpet  Workroom 

A  guide  for  measuring,  cutting 
and  laying  carpets  and  other  floor 
coverings,  with  numerous  dia- 
grams of  wook  actually  performed. 

The  book  also  contains  a  Dic- 
tionary descriptive  of  all  Floor 
Coverings  and  the  processes  em- 
ployed in  their  manufacture,  with 
much  other  useful  information  for 
the  novice  and  expert.    Price... $1,00 

Alt  hnok^  ^ffit  poj.1  paitl  on  reccifyt  of  price. 

The  Maclean  Publisliinii  Co. 

Tecliiiic.'U   Book  Department 
143149  Uuivrrsily  Arenae      :     :     TORONTO 
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licside.s  tliose  mciilioiied,  tlic  eliambray  fabric  pafKT, 
perfectly  plain,  in  .shades  of  champagne,  (natural  cham- 
bray),  blue,  brown  and  green,  seems  one  of  the  prettiest. 
Cut-out,  floral  design  will  be  used  to  relieve  it,  tJiiher  in 
lianci  or  in  simple  bordor  decoration.  Usually  the  cut- 
out stripe  comes  in  two  styles,  wide  and  narrow,  to  give 
the  requisite  diversity  of  effect. 

Pompadour  wreaths,  bouquets  and  flower  baskets  are 
seen  for  bedroom  and  drawing-room  use ;  all  these  delicate, 
dresden  shades  appear,  but  there  is  great  demand  for 
browns  and  a  considerable  feeling  for  blues  for  other 
rooms. 

.Jasper  papers  will  hold  their  place  as  a  high-class 
noNclty,  and  some  of  these  in  amber  shadings  were 
among  the  most  effective  in  a  large,  inclusive  display. 
The  name  is  taken  from  the  fact  that  the  cross-section 
of  the  Ja.<per  stone,  with  its  strata  of  delicate  lines,  in 
spired  the  decorators  who  first  printed  this  paper. 

French  grey  in  fabric  (linen)  effect,  with  a  small  bou- 
quet of  natural  roses  was  one  of  the  most  delicate 
papers  seen.  This  might  be  used  either  with  a  drop 
ceiling  or  with  a  border.  Much  natural  linen  coloring 
will  be  combined  with  bright  shades  in  this  way. 

Stencilled  effects  are  still  very  popular  in  certain 
lines.  There  are  many  of  them  almost  impossible  to 
diistinguish  from  the  hand-made  varieties,  but  the  pat- 
tern must  be  used  sparingly  to  produce  the  best  effect. 
In  the  ever-popular  green  these  seem  to  be  chiefly  in  de- 
mand. For  eeilino's,  while  and  g'reyish  white  are  in  use 
as  usual. 

As  a  novelty,  a  wall-paper  in  Gothic  design  is  worth 
mention.  The  handsome  large  pattein  showed  the  con- 
ventional oak  leaf  and  acorn,  and  another  had  the  full 
figure  of  the  gryphon    (griffin). 


Treatment  of  Window^s. 

Simplicity  is  the  key-note  of  the  Spring  decorative 
idea  as  applied  to  windows.  Double  sets  of  curtains, 
both  inside  and  casement,  are  characteristic  of  the  bay 
wiindow,  with  its  cushioned  seat,  in  typical  English 
country-house  style,  or  of  th?  French  windows  in  the 
drawing-room;  bul  the  vast  majority  of  sales  are 
made  where  only  one  set  of  curtains  is  to  be  used,  and 
this  with  the  high  class  as  well  as  the  popular  trade. 
Even  when  the  two  sets  are  employed,  great  preference 
is  shown  for  simplicity  of  outline  and  graceful,  straight- 
falling  folds.  This  idea  is  distinctly  of  this  continent, 
and  even  period  decoration  has  to  take  it  into  account, 
so  that  frequently  the  place  of  a  silk  brocade  is  supplied 
by   a   handsome   washable  material. 

Large  wash  nets,  in  ecru  and  deep  linen  shades  are 
leaders  everywhere,  in  cheap  lines  and  expensive.  No 
dealer  should  fail  to  stock  these  "Arab"  nets,  with  their 
coarse,  open  patterns  and  Maltese  motifs.  For  general 
selling,  the  season  has  so  far  seen  large  orders  placed 
and  larger  still  are  expected.  Other  popular  selling  lines 
include  the  stencilled  effects  on  muslins,  scrims  and  in 
iMadrases.  This  last  is  newer  than  the  regulation 
Madras,  and  very  handsome,  while  by  no  means  dear. 
The  color  is  cream  with  little  medallions  or  scrO'Us  of 
(litTiMcnt  shades,  which  may  be  selected  to  corrc.spond 
with  tho  room. 

V 

New  Chintzes  and  Linens. 
shadow  dresden   effects  in  pattonis,   both  large    and 
small,  wore  greatly  favored  last  season  for  bed-room  use 
chiefly,  in  chintzes.    The  Spring  offerings  show  small  pat- 
terns hut   similar  colorings,   and  both  sort.s  are  expected 
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THE  QUILT  QUESTION! 

Many  Dry  Goods  Men  do  not  realize  how  a  bed   quilt  can  'make'  or 

'mar'  a  room,  and  it  is  exceptional  to  find  a  merchant  making  the  most 

i^^^^^^K^^        of  this  attractive  and   profitable  line.        ^h^^^^^^^h 


Dearden^s  of  Manchester 

are  famous  for  their  big  range  of  artistic 
Quilts — they  are  a  specialty  of  this  old- 
established  firm. 

May  we  send  you  prices  and  descriptions 
of  newest  Quilt  patterns.^  It  w^ill  surely 
convince  you  of  the  comparative  values  of 
'Dearden'  Quilts. 

Sell  'Dearden'  Quilts!  Your  Quilt  Depart- 
ment is  capable  of  large  and  profitable 
expansion  if  you  are  featuring  this  favor- 
ite line. 

We  will  make  any  description  of  Quilt 
that  your  market  requires. 


Gibraltar  Mills,  Bolton,  England 


Jonathan  Dearden  &  Co.,  Limited 

11  and  13  Bridgewater  Place,  Manchester  Mills — Bolton,  Lanes. 

Sole  Canadian  Agent:     R.  H.  COSBIE,  Toronto 
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Barry*s 

TTTE    offer    the    greatest    aggre- 
VY     gation  of  up-to-date  designs 

and     modern     color     effects     ever 

shown  in  America.     In  W^ALTON 

PATENT    INLAIDS    we    show    a 
collection    of    entirely    new    styles 

SCOTCH 

specially     manufactured     for     the 

Canadian     buyer— the     "something 

different"    that     cannot    fail    to 

I   *         1 

interest  discriminating  buyers.     In 

l^inolpiiin 

FOUR    YARD    WIDE     PRINTED 

I^IIIV/IVUIII 

LINOLEUMS    our    offerings    are 

strong— a  wide  departure  from  the 

stereotyped     styles    of     years    ago, 
printed    in    the    thorough    fashion 

THE 

which    has     made     the    B.  O.  &  S. 
Mills    leaders    in    their    line    for    a 

STANDARD   OF   PERFECTION 

quarter    century.       PLAIN    LINO- 

LEUMS,   including    the    BATTLE- 

SHIP   grade,    are    our    specialties, 
the  BARRY  goods  being  the  stan- 

Spring Lines 

dard  of  the  w^orld's  navies. 

Now  on  Show 

AGENTS 

SCOTT  &  WEST  CO. 

510  Coristine  Building,  MONTREAL 

ALEXANDER  H.   YULE,  Manager 

Please  tnoition   The  Rcvieiv  to   ^Idverliscrs  luui   1  lieir  T)\}z'elets. 
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Write  for  sample    cards  of  the   complete  new    line. 
These  cards  are  ready  for  immediate  delivery. 

These   sample    cards    show    the     Three    Maish      Maisilk,     brilliant    sheen — printed   in   exquisite 


Coverings. 

Maisaline,  an  Art  Cambric— with  the   brilliancy 
of  silk. 

Maisateen,   a  closely    woven    Sateen — yet    light 
in  weight.  Special  finish  givessoft,  satin  lustre. 


French      designs      in     pale     colorings,    with 
brocaded  Jacquard  designs. 

These  New  Materials  bring  out  to  the  fullest 
extent  the  lightness  and  fluffiness  of  the 
Maish  comfort. 


WHAT  THE  MAISH  MEANS  TO  YOUR  TRADE. 


It  means  that  you  can  sell  a  woman  a  feather- 
light  ctimfort,  affording  the  greatest  amount  of  warmth 
without  \veight. 

It  means  that  you  can  sell  a  piece  of  merchan- 
dise you  can  stand  back  of,  absolutely  guaranteeing 
its  purity  and  workmanship, 

It  means  that  you  can  carry  a  line  of  patterns  that 
will  exactly  suit  your  trade  conditions,  no  matter 
what  they  may  be. 


If  you  have  never  slept  under  a  Maish  yourself, 
you  cannot  realize  its  selling  possibilities.  If  you 
have  not  seen  the  new  m.Tterials,  you  cannot  ap- 
preciate their  value  from  the  standpoint  of  your 
women  customers. 

Use  the  coupon  to-day.  and  get  sample  cards  of 
Maisaline,  Maisateen  and  Maisilk,  filling  and  com- 
plete catalog.     DO  IT  NOW. 


The  Chas.  A.  Maish  Co. 

Factory  and  General  Office:  Bank  St.,  Cincinnati,  Ohio 

New  York  Office:  Canadian  Branch  : 

41  Union  Square.  43  St.  Sacrament  St.,  Montreal,  Can. 
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Greenshields  Limited 


Montreal 


Carpet  and  House  Furnishing  Dept. 

"~^^^^~  SPRING  1911  "^^ 
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YISIT   THE    UP-TO-DATE   CARPET   DEPARTMENT 

You  will  find  the  largest  assortment 
in   the  trade  of  all  wanted   lines  :: 

SOME  SUGGESTIONS 


Squares  in  all  qualities 

Wilton  and  Axminster  Carpets 

Tapestry  and  Brussels  Carpets 
Hemp   Carpets 
Oilcloths  and  Linoleums 

(all    widths   and    qualities) 

Large   assortment  of   mats 

China    and   Japanese    Mattings 


Nottingham  and  Swiss  Curtains 
Tapestry  Curtains 

Latest  Ideas  in  Curtain  Nets 
and    Madras    Muslins 
Extensive   range    of   Art    Muslins 

Chenille   Curtains    and    Covers 
Cretonnes 
Furniture   Coverings   and    Art    Draperies 
Pillows  and  Cushions 


Examine    our    extensive   range  of  above   lines 
and  compare  our  prices  before  buying     ::      ::      :: 


GREENSHIELDS  LIMITED 


MONTREAL 


Please  mention    The  Revieiv  to    .-Idi'crtisi'rs  and    I'lwir   Traveicrs. 


DRY     GOODS     REVIEW 


185 


to  be  g-ood  sellers.  As  is  usual  at  this  season  consid- 
erable uncertainty  prevails,  and  a  great  variety  of  wash 
ooods  of  every  kind  is  being  taken  to  such  an  extent  as 
to  render  it  difficult  to  say  what  is  best. 

Floral  destigns,  large  and  small,  are  seen  in  great 
variety,  but  a  leaning  is  felt  towards  the  tiny  patterns 
of  "art  nouveau"  orig-in,  really  specimens  of  "'art 
moderne,"  which  are  now  being  shown  in  wall  papers. 
These  small,  conventional  designs  will  be  seen  in  many 
lines  for  Spring. 

Tiny  pompadour  wreaths,  bouquets  and  flower- 
baskets  have  great  prominence  at  present,  cushions  of 
chintz  or  linen  being  made  up  with  plain  band  edg'ing  nf 
the  color  of  the  pattern.    These  come  in  popular  prices. 

High-class  linens  are  being  larg'ely  stocked  now  by 
all  progressive  firms,  and  they_  stand  very  hig-h  in  favor 
as  upholsteiiies  and  hangings  with  better  class  trade. 
These  are  beautifully  piinted  in  imitation  of  the  finest 
tapestries,  in  verdure,  or  floral  effects.  Persian  patterns 
are  alsO'  seen  and  many  conventional  modem  diesig'ns, 
such  as  will  readily  correspond  with  the  rugs.  Many 
striped  numbers  are  seen  for  Spring,  and  some  are  de- 
signed to  be  cut  out  and  laid  as  trimming  on  self- 
colored   linen    or   chintz    curtains. 

One  of  the  new  linens  served  for  the  carrying  out  of 
a  novel  idea  for  a  'bedroom  se't.  This  co'nsistsi  of  pillow- 
slip, bureau  scarf,  pim-cushion,  and  workbag  made  to 
match  with  solid  embroidery  in  arts  and  crafts  design  on 
natural  stade  material,  edged  with  a  little  %  inch  Vmen 
lace.  The  pillow  top  was  oblo'ng  in  shape,  the  lace  sup- 
plying the  place  of  fringe. 

Many  varieties  of  fringe  are  now  seen.  Self-fringed 
cushions  have  the  fringe  knotliedi  with  silk  of  the  differeart 
shades  employed  in  embroidering  the  cushion,  in  lattice 
pattern.     Fringesi  for   siewing-on    come  in   great   variety. 


c(jlors  being  chieily  natural,  Arab  linen,  or  greyish  linen. 
A  favorite  was  a  jute  fringe  about  three  inCh'es  in  depth, 
much  in  use  on  oMong  cushions. 

Regular  sets  of  centerpiece,  cushion  top  and  taible 
coiver  come  fringed  this  season,  and  mainly  in  natural  tint 
linen  with  crafts'  designs. 


Want    Conditions    Improved 

Travelers  Would  Place  Responsibility  for  Poor 

Hotel  Accommodation  in  the  Local  Option 

Districts  —  Their  Annual  Meeting. 

At  the  annual  meeting  of  the  Commercial  Travelers' 
As-sociation  held  in  'St.  George's  Hall,  Toronto,  a  resolu- 
tiun  was  passed  urging  upon  the  Ontario  Government  the 
necessity  for  the  inspection  and  regulation  of  all  hotels  in 
municipalities  adopting  local  option  by-laws;  the  Govern- 
ment's respo'nsibili'ty  to  the  traveling  public  in  permitting 
municipalities  to  pass  local  option  by-laws  without  at  the 
same  time  making  provision  for  hotels  to  be  under  public 
inspection  and  control;  and  the  duty  of  the  Government  to 
assume  direct  ecntirol  of  all  hotels,  catering  to  supply  the 
pu'blie  with  meals  and  board,  or  to  enact  that  all  muni- 
cipalities passing  local  option  by-laws  shall  assume  the 
responsibiUty  of  inspection  and  control  of  all  houses  for 
the  accommodation  of  the  puiblie. 

In  his  address  as  president,  John  Gibson  referred  to 
the  progress  of  the  association.  The  membership  in  1908 
was  8,640;  at  present  it  was  10,099.  During  the  past  five 
yeai-s  it  had  paid  out  .$12647.")  in  mortuary  benefits,  and 
now  had  a  reserve  of  711,076  as  compared  with  .$616,201 
in  1008. 


Carpet  Department Spring  1911 

All  qualities  and  patterns  of  Carpetings  and  Rugs  imported 
by    us  for  the   Spring  Season,    1911,   are  now   in    stock. 

Our  selections  are  the  most  comprehensive  in  our  history. 

It  is  advisable  to  make  early  selections. 

Seamless  Axminster  Rugs  from  2  x  2  to  4  x  5 

Desirable  Designs  and  Colorings. 

MAKE  USE  OF  OUR  MAIL  ORDER  DEPARTMENT. 
We  will  send  you  colored  designs  of  Carpets,  Rugs,  Etc,  of  lines  in  stock. 

The  Gault  Brothers  Co.,  Limited 

St.  Helen  Street,       -       -       -       MONTREAL 
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Mir.  Melding  moved  tliat  as  the  fimances  of  the  associ- 
ation warraii'ted  it,  members  of  over  30  years  standing  and 
75  years  of  age  be  allowed,  with  the  consent  of  their  bene- 
ficiaries,  to   (li;uv   TO  per   cent,   of   th-eir  benefits   for  ten 


ROBERT  GEMMELL 

Of   John   Macdonald   &.   Co.,   President  of   the 

Commercial  Travelers'   Association. 

years,  and  t'lrat  the  direc'toa"s  during  the  coming  year  should 
investigate-  and'  ireport  upon  the  feiasibility  of  tihe  plan. 
The  resolution  was  received  with  fa,vor,  the  age  limit  being 
fixed  at  seventy. 

'George  Moore's  resolu'tion  that  a  commi'ttee  of  five  lie 
appointed  to  consider  the  aidvisability  of  erecting  a  suil- 
able  buil'ding  for  'the  assoeiation,  to  contain  travelers' 
sample  rooms,  bowling  'alleys  and  lunch  room,  was  carried. 

The  Pollowinig  oflficers  were  declared  elected:  President. 
Robert  G-emmell,  of  John  Macdonald  &  Co.;  2nd  viee- 
presidenit,  J.  G.  Kaiue ;  treasurer,  E.  Fielding;  directors, 
Toronto:— F.  J.  Zame.-;,  G.  W.  Moore.  John  Everett.  W.  H. 


Scott,  Ale.\.  Couke,  C.  J.  Tudhope,  J.  W.  Charles,  D.  H. 
Mackey,  Joseph  Pease.  Hamilton— A.  F.  Hatch,  W.  H. 
Dean.  E.  0.  Zimmerman,  C.  C.  Smith,  H.  G.  \V night,  G.  M. 
McGregor.  Berlin — W.  J.  Moody,  Fred.  G.  Doran.  Mon- 
treal— Wm.  Williamson. 


Banqueted   Their    Salesmen 

Ladies'  Wear  Limited   Honor   Their   Stafi 

—  End  of   Prosperous  Year  Marked  by 

Felicitous  Event. 

.\mong  the  festal  gatherings  held  by  tlie  business 
houses  of  Toronto  during  the  Christmas  season  was  a 
complimentary  banquet  lo  the  salesmen  of  Ladies'  Wear 
f.imited,  l)y  the  management  of  the  company,  at  the 
King  Edward  Hotel,  Dec.  .30.  \  picture  from  a  flashlight 
of  the  happy  group  is  reproduced  here.  The  menu  card 
was  very  striking,  consisting  of  a  small  facsimilie  of  a 
club  bag  as  a  cover,  with  the  bill-of-fare  and  toast  list 
enclosed.  The  place  cards  were  neat  leather-bound  memo 
books,  each  guest's  book  cover  being  lettered  with  his 
name  in  gold.  George  G.  Dunning,  sales-manager,  occu- 
pied the  chair  to  the  eminent  satisfaction  of  all  present. 
R.  G.  Morton,  who  represents  the  company  in  Nova  Sco- 
tia proposed  a  toast  to  "The  Firm,"  which  was  ably  re- 
sponded to  by  F.  P.  Evans,  president  of  the  company.  A 
toast  to  "The  Salesmen"  was  proposed  very  happily  by 
W.  F.  Goforth,  vice-president,  and  in  response  to  this 
toast,  W.  G.  Dunseith,  the  company's  .\lberta  represent- 
ative, exhibited  that  thorough-faced.  enthusiastic 
optimism  wliich  distinguishes  the  business 

men  of  the  great  Canadian  West.  Among 
the  musical  selections  were  a  well-rendered  song 
l)v  .1.  ('  Dean,  Manitoba,  and  a  habitant  recitation  by  C. 
.\.  t'uuningham,  Quebec.  D.  C.  Haig,  Credit,  Man.,  con- 
tributed a  piano  solo  , 

liesides  the  gentlemen  alreadv  mentioned,  there  were 
present:  A.  J.  Westlake,  L.  R.  McCrae,  F.  Westlake,  A. 
F.  Ileakes,  L.  McClure,  J.  A.  Haines,  J.  McTavish,  J.  P. 
Keating,  B,  L.  Waddell,  C.  R.  Wing,  W.  H.  McClellan,  F. 
R.  Turner,  B.  B.  Gillespie,  D.  W.  Mcintosh,  H.  D.  Luff- 
man  and  \V    \V    MaRce. 


Ladies'   Wear.  Liniitca,   Toronto.  Honor   tlu-ir   Salesmen  iit   a   Banquet. 


Seasonable  Hints  to  Dry  Goods  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


CORONATION   SOUVENIRS. 

As  the  premier  British  possession, 
Canada  will  have  a  direct  and  very 
deep  interest  in  the  approaching  cor- 
onation of  the  new  monarch,  King 
George  V.  Anticipating  this.  Brown, 
Graham  &  Co.,  Glasgow,  are  making 
special  preparations  to  supply  tlie 
Canadian  trade  with  some  particular- 
ly attractive  souvenir  handkerchiefs, 
flags  and  decorations,  embracing  a 
wide  range  of  special  designs  in  ap- 
propriate colorings.  One  handker- 
chief which  will  have  special  interest 
here  is  the  "Empire,"  which  siiows 
portraits  of  the  King,  Queen,  Prince 
of  Wales,  and  maps  of  Canada,  and 
the  other  colonies.  Another  has  sim- 
ilar portraits  and  the  words  and  music 
of  the  National  Anthem,  while  a  third 
shows  the  King,  Queen,  and  the  stir- 
ring naval  hymn,  "Rule  Britannia." 
These  are  all  presented  in  color,  but 
there  are  many  others  shown  in  rich 
combinations  of  red,  white  and  blue. 
These  attractive  souvenirs  are  being 
stocked   by   the   wholesale   houses. 


OPENING  WAREROOMS   IN  TOR- 
ONTO. 

The  output  of  the  Domininn  Linen 
Mills.  Bracebr'idge,  has  deiveloped  so 
rapidly  that  it  has  become  nece.s's,ary 
to  provide  la  sales  cen'tre  with  fiacili- 
tiies  for  handlling-  a,nid  siiipping  tiie 
goods   made    in    tliese     mills.      A.    \. 


Cockburn,  who  has  up  to  date  been 
European  and  Canadiani  buyer  'and 
manager  of  the  stap'e  and  linen  de- 
partment of  the  W.  R.  Brock  Co.. 
Toronto,  ha.s  severed  his  connection 
with  'that  firm  for  the  purpose  of  ac- 
cepting the  position  of  manager  and 
director  of  ihis  company. 

Mr.  Cockburn  will  be  in  charge  of 
the  new  warehouse,  and  will  denion- 
.strate  io  all  prospective  buyers  the 
various  advantages  afforded  the  trade 
by  handiling  Canadian  made  linens. 
Tliese  linens  are  produeed  by  'Can.a- 
ilian  workmen  and  the  rapid  develop- 
ment of  the  business  demonstrates 
their  adaptability  to  the  needs  of  the 
Canad'an  market.  The  new  wiare- 
ro'oms  are  at  30  Wellington  St.  West. 


MONTREAL  BRANCH  OF  A.  WEY- 
ERSTALL  &  CO. 

A.    Weyerstall   &   Co.,    manufactur- 
ers and  importers,  145  Wellington  St. 

West,  Toromto,  have  just  est'ablished 
a  branch  office  in  Montreal'  in  the 
Jacobs  Building,  St.  Catherines  St. 
West.  This  office  will  open  after 
January  first,  and  a  full  line  of  all 
that  the  firm  carries  will  be  on  viiew. 
This  includes  silks,  laces,  embroider- 
ies, 'buttons,  and  fancy  ti-immings  of 
all  sorts. 

H.  L.   Levine   will   be  in   cliarge  of 
the  olfice  on  and  after  lliat  diate. 


GOODS   OF   MERIT. 

The  National  Pin  Co.,  Limited,  St. 
Mai'ys,  Ont.,  manufacturers  of  hooks 
and  eyes  and  hairpins  are  giving  the 
Canadian  trade  a  fine  interpretation 
of  the  term  "high  grade."  A  strik- 
ing example  of  the  quality  which 
stamps  all  of  their  goods  is  found  in 
the  Gnu  safety  pin,  the  Gnu  hairpin 
and  the  Gnu  hook  and  eye  lines,  in 
which  the  dry  goods  merchant  will 
immediately  recognize  genuine  merit. 
The  National  Pin  Co.  make  no  goods 
which  will  not  prove  their  worth.  The 
best  materials  are  used  in  their  dif- 
ferent productions.  They  are  best 
by  test. 


A  SENSATION  IN  WALL  STREET 

The  Robert  Ryan  Co.,  glove  manu- 
facturers, Three  Rivers,  Que.,  have 
identified  the  New  Year  season  in  a 
very  dainty  way  by  distributing 
among  their  friends  "A  Sensation  in 
Wall  Street."  This  is  not  the  har- 
rowing yarn  of  an  exploit  in  frenzied 
finance,  but  the  feature  of  a  very 
pretty  calendar  in  which  an  artisti- 
cally executed  mount  in  colors  de- 
picts an  unwonted  cause  of  thrills  to 
the  heart  of  New  York's  financial  dis- 
trict—the sudden  appearance  "on  the 
curb"  of  a  queenly-looking  young  wo- 
man in  velvet  and  ermine. 

The  calendar  is  a  generous  one, 
about  28  by  15  inches,  and  is  cer- 
tainly one  of  the  finest  of  the  high- 
clas.s  productions  that  have  made 
their  appearance  with  the  advent  of 
liHl. 


The  above  is  a  reprodueticn  of  a 
beautiful  "Haby  (.rift"  sign  wh't-h 
Richard  tJ.  Krueger,  manufacturer 
and  importer  of  everything  that  is 
dainty  and  artistic  in  infants'  novel- 
ties, has  prepared  for  the  tiado. 


The  sign  which  is  lithographed  in 
colors,  very  closely  resC'rabling  hand- 
painted  work,  is  twenty-nine  inches 
long  and  twelve  and  one-half  inches- 
high.  It  is  of  voiy  heavy  board  and 
is  suspended  on  blue  satin  ribbon.  It 


is  a  handsome  example  of  the 
printer's  art  and  will  brighteji  up 
any  dci)artmcnt  wherein  it  is  di,s- 
piayed.  If  you  have  not  already  re- 
ceived this  beautiful  tign,  send  for 
one  at  once  to  Richard  G.  Krueger, 
162  West  Twentv-first  St.,  New  York. 
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SUIT  CASE  UMBRELLA  A  TRADE 
WINNER. 

A  i'ulding'  suit  case  umbrella  with 
"deladhMe  handle"  at  the  price  of 
one  ordiin'ary  one,  is  a  feature  wbieh 
will  undoubtedlj-  appeal  foreefull}^  to 
buyers  in  making  their  selections  for 
Spring.  The  Brophey  Suit  Case  Um- 
brella (Beehler  patent)  combiiips 
s'implioity  wiih  stirength  in  the  great- 
est degree,  ^and  may  ha  relied  upon  to 
give  that  measure  of  satisfaction 
which  creates  pleased  customers. 
When  folded,  the  unibrell'a  will  go  in- 
to a  24-inc'h,  suit  case  diagon'ally.  It 
is  one  of  the  m'any  strong  featui-es  in 
lh(>  Sjjring  line  of  the  Bropliey  I'm- 
l)rclla  (/o.,  Ijimiled.  Toronto,  a,iid 
travelers  are  now  showing  them  or 
samples  and  price  partaculars  may  be 
obtained  by  wiriting  the  Brophey  IJm- 
l)rella  Co.  * 


CHANGE  IN    WHOLESALE    BUT- 
TON BUSINESS. 

The  Forsyth,  Kimmel  Co.,  Berlin, 
infoirm  the  tra,de  that  tihey  huve  taken 
over  'the  wholesale  button  busi'ness  of 
John  Forsyth  &  Company,  the  new 
firm  consisting  of  Mr.  John  Forsyth 
and  Mr.  A.  H.  Kimmel. 

Both  have  had  wide  expewence  in 
the  button  business.  They  start  the 
year  1911  "wit;h  much  enlarged  facili- 
ties to  meet  the  wants  of  the  trade. 

This,  with  t'heir  past  reputation  as 
the  leading  button  house  of  Canada, 
should  assure  them  the  continued  and 
increased  patronage  of  their  many 
customers    throughout    the    Dominion. 


WHEN  NIAGARA  FALLS  WENT 
DRY. 

A  most  unique  souvenir  of  an-  un- 
usual ocurrence  is  the  1911  calendar 
being  issued  by  the  Dominion  Sus- 
pender Co.  and  Niagara  Neckwear 
Co.,  Niagara  Falls.     One  ikiy  in  Feb- 


ruary, 190y,  the  spectacle  of  Niagai-a 
Falls,  with  no  water  running  over 
them  was  witnessed.  A  photograp.'i 
of  the  Falls  as  they  appeared  on  the 
morning  in  question  is  shown  in  the 
centre  of  the  calendar  and  its  unique 
and  artistic  character  is  such  to  make 
it  of  great  interest.  These  calendars 
will  be  ready  for  distribution  early  in 
January  and  the  Dominion  Suspender 
Co.  or  Niagara  Neckwear  Co.  will  -il' 
glad  to  send  one  by  post,  free  of 
cli'ai-ge,  to  any  merchant  who  would 
like  one.  They  are  vei"y  handsomelj' 
gotten  up.  and  any  merehant  'receiv- 
ing one  will  appreciate  it  foi-  lis 
artistic  uieril. 


WALL    PAPER    DISPLAY    RACK. 

One  of  the  chief  dilhculties  in  hand- 
ling wa.ll  paper  has  been  thai  of  ade- 
quately displaying  the  samples.  The 
method  of  using  sample  books  li.ss 
many  disadvantages,  one  of  the  chief 
of  which  is  that  when  a  book  of  new 
samples  is  shown  the  old  stock  re- 
mains on  the  slielf  unsold.  Only  one 
customer  can  look  at  the  book  at  a 
time.  Others  have  to  wait.  Tliis 
may  all  be  eliminated  by  the  use  of 
llu-  Onward  I-f-otary  wall  paper  disp'ay 
rack,  which  takes  away  the  drudgery 
lit  wall  p.iper  selling.  This  is  absolute- 
ly the  most  practical,  most  efficient 
wall  paper  display  fixture  ever  offered 
the  trade.  With  this  device  your  cus- 
tomers can  look  through  and  select 
the  samples  without  the  assistance  of 
a  salesman,  thus  saving  half  the  time 
of  the  salesman.  Several  customers 
may  look  over  the  leaves  of  the  fix- 
tures at  the  same  lime.  It  is  a  plea- 
sure to  .show  the  stock.  Samples  for 
a  number  of  rooms  can  be  lined  up 
side  by  side  so  that  the  customer  can 
sec  Just  how  they  harmonize.  Should 
they  desire  to  examine  the  samples 
more  elnsely.  the  racks  can  easily  be 
removed  from  the  centre  disks,  being; 
made  interchangeable.  No  pasting  of 
samples   is   necessary.    Perfectly   sim- 


Racks  all  equipped  with  tape,  ready 
to  receive  the  samples.  100  samples 
may  be  shown  on  the  rack  at  one 
time.  These  samples  are  easy  to  put 
on  and  easy  to  take  of!. 

The  display  stand  is  made  of  metal 
throughout.  It  has  nickel  plated 
trimmings,  and  is  an  ornament  to 
any  store.  It  is  made  by  the  Onward 
Manufacturing  Co.,  Berlin,  Canada. 
Every  merchant  who  handles  wall 
paper  sliould  be  interested  in  this  dis- 
plav  stand  and  should  consult  the  ad- 
vertisement of  the  Onward  Maniifac- 
turiiip;  Co.  o!i  another  page. 


p!p.    nol'hing    to    get 


of    order. 


TUCK'S   ARTISTIC   PUBLICA- 
TIONS. 

The  great  variety  of  artistic  publi- 
cations produced  by  Raphael  Tuck  & 
Sons  Co.,  fine  art  and  book  publish- 
ers, was  never  more  strikingly  em- 
phasized than  during  the  season  which 
has  just  passed.  Gift,  juvenile,  and 
toy  books,  calendars,  post  cards,  and 
autograph  stationery  in  many  differ- 
ent designs,  are  not  only  illustrative 
of  the  high  standard  of  art  attained 
in  the  conception  and  execution  of 
original  themes,  but  the  high  grade 
workmanship  as  exemplified  in  the 
color-printing  is  also  an  element 
which  has  contributed  tu  tho  world- 
wide reputation  of  Raphael  Tuck's 
goods.  Although  the  season  of  the 
year  has  passed  which  brings  the  hea- 
viest demand  to  the  retailer  for  these 
lines,  it  must  not  be  imae^ined  that 
they  have  application  solely  to 
Christmas  and  New  Year.  There  are 
many  occasions  during  the  year,  such 
as  birthdays,  weddings  and  numerous 
anniversaries,  to  which  Raphael  Tuck 
publications  are  applicable,  and  in 
their  advance  ordering  the  retailers 
sliould  bear  this  fact  in  mind.  For  the 
children's  department,  there  are  many 
interesting  works  which  are  always 
suitable,  no  matter  what  the  season, 
while  for  the  post  card  section  there 
is  an  extensive  and  very  desirable 
range. 


Where  Knowledge  is  Power  'tis  Folly  to  be  Ignorant! 

Particularly  when  the  knowledge   can  be   readily  acquired  at  a  very  low  cost. 
MERCHANTS  and  SALESMEN  will  find  their  efficiency  greatly  increased  by  a  careful  perusal  of  any  of  the  books  listed 
below.     WRITE   FOR   FULLER   PARTICULARS, 


Tho    Making    of    a    Merchnnt    $1.25 

Men     Who    .Sell    Things    1.00 

Human    Nature   in   Selling    Goods    ..y.    .50 

Management    and    Salesmanship    50 

Sm1'-8    Plans    / 2.50 

Practical    Publicity     2.15 

Tho    Art    of    Retail    Selling    2.00 

It-tail    AdvcrliRlng    Complrtc    1.00 


Bookkeeping   Self   Taught   1.00 

Success   in   Letter   Writing 15 

How   to  do  Businrss   by   Letter   1.00 

Repp's    Commercial    Calculator 

Omce    Kditlon    (Cloth)    1.00 

Pocket  Kditlon   (Leather)   1.00 

(Cloth)     50 

Vest  Pocket   Edition   (leather)    .50 

ALL    BOOKS    SENT    POSTPAID 


THE  MacLEAN  PUBLISHING  COMPANY, 


Ropp"8   Vest   Pocket  Edition    (cloth)...     .35 

Spices   and    llow   to   Know  Them   3.50 

Tea    Hints    (or    UctJiilers    2.00 

Tea.   Its   History   &   Mystery   2.00 

Coffer.     Its    History     2.00 

100   Good   Ads  for  Grocery   Store   1.00 

Art   &   Science  of  Window  Decorating  2.00 


TECHNICAL  BOOK  DEPT. 


14.i-140   UNIVERSITY   AVENUE,    TORONTO 
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Condensed  Advertisements 


AGENTS    WANTED. 

AGENT  WANTED  FOR  CANADA  on  commis- 
sion by  an  English  firm  ;  actual  manufactur- 
ers of  Hair  Nets,  Hair  Switches,  and  all  hair 
goods;  also  preparers  of  all  kinds  of  Hair  for 
high-class  hairdressers.  Applicants  must  have 
established  connection  with  first-class  wholesale 
bouses,  and  references  must  bear  the  strictest 
investigation.  Write  full  par  icular*  in  first  In- 
stance to  DRY  GOODS  REVIEW,  Box  679,  92 
Market  St.,  Manchester. 


A 


M 


AZAMET  WOOL— Agent  wanted  selling  on 
commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 


PREMIER  English  Millinery  Manufacturer, 
specialising  in  untrimmed  straws,  desires 
first  class  representation  in  Canada.  Gen- 
tlemen with  connection  amongst  first-class  retail 
•  tores  will  find  this  a  valuable  line.  Commission 
only.  Box  48,  DRY  GOODS  REVIEW,  88, 
Fleet  Street,  London,  England.  (1) 


AGENCIES   WANTED. 


A 


GENCIES  for  British  Columbia  wanted.  Com 
municate  Canadian  Importing  and  Jobbing 
Co.,  Caner-Cottan  Block,  Vancouver. 


ADVERTISING  CUTS. 


LIVEN  UP  YOUR  CHRISTMAS  ADVERTIS- 
ING by  using  our  holiday  cuts.  We  have 
prepared  a  Kreal  many  attractive  and  timely 
illustrations  which  will  lend  character  and  dis- 
tinctiveness to  your  advertising.  Send  to-day  for 
proof  sheet  and  prices.  Advertisers'  Stock  Cut 
Agency,  Mall  Building,  Toronto,  Canada.      (4-1  1 ) 


BUSINESS  OPPORTUNITY. 


FOR  SALE-Old   established   Dry   Goods  busi- 
ness in  good  town    on  Hacific   Coast.     Turn- 
over    about     $40,000.        Owners     retiring. 
Stock   at  valuation   (about   $25,000).     Box    101, 
Dry    Goods    Review   Office,  347    Pender  Street, 
Vancouver,  B.C. 

pOR  SALE— Dry  Goods  and  Men's  Furnishings 
^  business  in  a  thriving  industrial  town  in 
British  Columbia-  Turnover  more  than 
$40  000.  Profits  between  $7,000  and  $8,000. 
Doing  practically  all  cash  trade.  This  can  be  con- 
siderably increased.  Owners  retiring  and  will 
sell  at  cost  price,  about  $25,000.  About  $12,000 
cash  is  required,  balance  can  be  arranged.  This 
is  a  good,  sound  business  and  will  stand  the 
strictest  investigation.  Box  101,  DRY  GOODS 
REVIEW,  347  Pender  St  ,  Vancouver,  B  C.      (l.t) 

TO  RENT — A  handsome  new  building  in  Brant- 
ford's    business    centre;  two   large   modern 
stores,  well  lighted,  high  ceilings,  easy  terms. 
Apply  UNION  REALTY  CO.,  Brantford.      (3ch) 

TO  RENT— A  large  dry  goods  store  in  tir^t  class 
condition  in   a   town   of   thirty-five    hund'cd, 
situated  in  the  centre  of  one  of  the    best   fruit 
districts  in  Ontario.    Apply   54    Hambly  Avenue, 
Toronto.  (1) 

FOR  SALE. 

CASH  REGISTER,    stylish     nickel-plated   detail 
adder.     Registers  one  cent  to  twenty   dollars. 
5  year  guarantee.      For  quick  sale,  $50.     Par- 
ticulars, R.  O.  Smith  Company,  Orillia,   Ontario. 

(2) 

POSITION  WANTED. 

EXPERIENCED  LINEN  BUYER  wishes  good 
position  ;  Scotchman,  mall  order  expert,  cor- 
respondent, advertisement  writer,  good  staff 
organizer  and  business  man.  Fifteen  years' ex- 
perience linen  and  fancy  goods  from  production 
to  selling  point.  Up-to-date  man,  married.  First 
class  references.  Connected  with  best  foreign 
manufacturers.  Write  Box  2,  DRY  GOODS  RE- 
VIEW, Toronto.  (1) 

VT'OUNG  married  man,  with  seven  years'  ex- 
•»  perience  retail  general  merchandise,  (speci- 
ally gents'  furnishings,  will  be  open  for  en- 
gagement on  March  1st.,  1911.  Yearly  contract 
preferred.  Speaks  French  and  German.  Address 
Box   X,  DRY  GOODS  REVIEW,  Toronto. 

dp) 


SITUATIONS  VACANT. 

GOOD  OPENING  for  dressmaker  in  Han- 
ley,  Sask.  Rooms  in  connection  with  mil- 
linery store  available.  If  good  dressmaker 
willing  to  go  We«t  will  write  to  MRS.  M. 
GRINDHEIM,  Hinley,  she  will  learn  of  a  grod 
proposition.  (I) 

WANTED.  January  1st.  —Two  representatives, 
one  for  Winnipeg  and  vicinity  and  one  for 
Vanco  iver,  for  jewellery.  Notions  and  Small- 
wares,  to  sell  to  the  wholesale  and  large  depart- 
mental store  trade  only  on  commission.  Ap- 
plicants must  give  first-class  references.  Address 
first  to  -  NOTIONS,  c/o  DRY  GOODS  REVIEW, 
Toronto. 

MISCELLANEOUS. 


A  book-keeping  staff   in   Itse.f  — doing   the   work 
with     machine     precision   and  accuracy,    the 
National    Cash   Register.     Write   lor   demon- 
stration literature.    National  Cash   Reg  ster   Co., 
285  YongeSt.,  Toronto. 

A  CCURATE  cost  keeping  easy  with  a  Dey  Cost 
fX  Keeper.  Automatically  and  exactly  records 
time  spent  on  each  job.  Several  jobs  record- 
ed on  one  card.  For  small  firms  Dey  combines 
employees' register  and  cost  keeper.  A  machine 
for  every  business.  Write  for  catalogue.  Inter- 
national Time  Recording  Company  of  Canada, 
Ltd.,  29  Alice  Street,  Toronto. 

BUSINESS  MEN,  professional  men,  merchants 
and  church  workers,  find  innumerable  uses 
for  Fulton  Sign  and  Price  Markers.  The 
Fulton  Rubber  Type  Company  of  Elizabeth,  N.  J., 
are  makers  of  Ink  Pads,  Daters  and  Business  Out- 
fits of  high  quality.  Sold  by  all  stationers.  A.  R. 
MacDougall  &  Co.,  Toronto,  Canadian  Agents. 

pOPELAND-CHATTERSONSYSTEMS-Short, 
Vy     simple.     Adapted  to  all   classes  of   business. 
Copeland-Chatterson-Crain,     Ltd.,     Toronto 
and  Ottawa.  (tf) 

COUNTER  CHECK  BOOKS- Especially  made 
for  the  dry  goods  trade.  Not  made  bv  a  trust 
Send  us  samples  of  what  you  are  using— we'll 
send  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 
tems. Business  Systems,  Limited,  Manufacturing 
Stationers,  Toronto. 

COUNTER   CHECK  BOOKS-Write  us  to-day 
for    samples.     We   are    mauutacturers  of  toe 
famous    oUKETY    NON-SMUT     auplicating 
&    Triplicating  Counter  Check  Books,  and    bingle 
Carbon    Pads  in  all  varieties.    Dominion    Regis- 
ter Co.,  Ltd.,  Toronto. 

DOUBLE  your  floor  space.  An  Otis-Fensom 
hand-poA'cr  elevator  will  double  your  floor 
space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 
only  $70.  Write  for  catalogue  ''B."  The  Otis- 
Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tt) 

DURING  1910  the  MONARCH  displaced  hun- 
dreds of  Typewriters  of  all  makes.  In  1911 
we  anticipate  a  still  greater  demand.  We 
have  cut  down  the  allowance  on  these  second-hand 
machinesand  consequently  can  sell  them  cheaper 
to  you.  They  are  carefully  rebuilt  and  are  guaran- 
teed to  give  satisfaction  or  your  money  back.  If 
you  want  a  good  strong,  clean  working  Typewriter 
at  a  mere  fraction  of  the  original  cost,  write  us  for 
catalogue.  THE  MONARCH  TYPEWRITER 
CO.,  Ltd.,  46  Adelaide   St.   West,  Toronto,  Ont. 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 
iults  up  to  the  requirements  of  merchants  and 
manufacturers.  Inquire  from  our  nearest  office. 
Egry  Register  Co.,  Dayton,  Ohio;  123  Bay  St., 
Toronto;  25S'A  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT-FISHER     Standard     Writing-Adding 
Machines     make    toll    easier.     Elliott-Fisher 
Limited,  513    No.  83  Craig  St.  W.,  Montreal, 
and  Room  314  Stair  Building,  Toronto. 

ERRORS  AVOIDED,  LABOR  SAVED  — Using 
the  Shouperior  Autographic  Register.  Three 
copies  issued  at  one  writing.  Isi,  Invoice; 
2nd,  Delivery  Ticket ;  3rd,  Charge  Sheet,  perforat 
ed  for  filing.  No  handling  of  carbons.  High 
grade  printing  and  neat  invoices.  Make  full  In- 
quiry. Autographic  Register  Co.,  191-193-195 
Dorchester  St.  East,  Montreal.  (if) 

FIRE  INSURANCE.    INSURE  IN  THE  HART- 
FORD.    Agencies  everywhere  in  Canada. 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigraph  Typewritten  Letters. 
The  Multigraph  does  absolutely  every  form  of 
printing.  Saves  you  25  p.c.  to  75  p.c.  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circular  letters.  Write  us.  American 
Multigraph  Sales  Co.,  Ltd.,   129  Bay  St.,  Toronto. 


TF  YOU  have  been  afflicted  with  one  of  those 
*■  fountain  pens  that  won't  write  when  you  want 
it  to,  or  leaks  when  youdon'l  want  it  to,  give  it 
away  to  one  of  your  poor  relations  and  buy  a 
Moore  Non-Leakable  Fountain  Pen  and  you  will 
be  happy.  Consult  your  stationer.  W.  J.  Gage 
&  Co.,  Toronto,  sole  agents  for  Canada. 

INDISPENSABLE  in  office,  store,  home-Cana- 
1  dian  Almanac,  1911 — a  National  Directory. 
Complete  classified  information  on  every  sub- 
ject of  Dominion  interest.  Full  postage,  customs, 
banking,  insurance,  lega',  educational,  newspaper, 
army,  clerical,  governmental,  particulars  of  lead- 
inginstitutions  and  societies.  Paper  covers,  60c.; 
cloth,  leather  back,  75c.  All  stationers,  or  sent 
postpaid  on  receipt  of  price  by  The  Copp-Clark 
Co.,  Ltd.,  Toronto. 

KAY'S    FURNITURE   CATALOGUE    No.  306 
contains  160  pages  of  fine  half-tone   engrav- 
ings of  newest  designs  in  carpets,   rugs,   fur- 
niture, draperies,  wall    papers   and    pottery,   with 
cash    prices.      Write    for    a   copy-it's  free.     John 
Kay  Co.,  Limited,  36  King  St.  West,  Toronto. 

T  ACE  CURTAINS  AND  NETS.- See  the  latest 
Iv  novelties  and  makes.  Special  make  of  Fish 
Net  Curtains.  Be  wise,  see  the  smartest 
range  in  the  trade.  Callorwrite.  Representative: 
E.  Fenton,  713  Empire  Buildings,  Toronto.  Note 
address:  Philip  Peach,  Curtain  Maker,  2  Low 
Pavement,  Nottingham,  Eng. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 
successfully  used  in  many  of  Canada's  larg- 
est buildings,  give  better  results  at  lower  cost. 
"Astrongstatement,"  you  will  say.  Write  us  and 
let  us  prove  our  claims.  That's  fair.  Leach  Con- 
crete Co.,  Ltd.,  100  King  St.  West,  Toronto.      (tf) 

THE  MAXIMUM  REDUCTION  in  Insurance 
Rates  results  from  installing  our  Fireproof 
Windows,  Doors  and  Skylights.  We  are 
specialists  in  this  line  and  give  you  a  close  price 
consistent  with  really  fireproof  goods.  Manufac- 
turers of  Fire  Bucket  Tanks,  Fire  Extinguishers, 
Oily  Waste  Cans,  Corrugated  Iron.  Metal  Ceil- 
ings, Cornices,  etc.  A.  B.  ORMSBY,  Limited, 
Toronto. 

THE  "KALAMAZOO  "  LOOSE  LEAF  BINDER 
is  the  only  binder  that  will  hold  just  as  many 
sheets  as  you  actually  require  and  no  more. 
1  he  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 
ca;ed  mechanism.  Write  for  booklet.  Warwick 
Bros.  &  Rutter,  Ltd.,  King  and  Spadina,  Toronto, 

THE  METAL  REQUIRED  IN  A  MODERN 
CONCRETE  BUILDING.  Our  special 
facilities  enable  us  to  produce  at  minimum 
cost.  Concrete  Reinforcements,  fenestra  Steel 
Sash,  Automatic  Fire  bhutters  and  Steelcrete 
Metal  Lath.  Complete  stock;  quick  delivery. 
Before  deciding  write  us  for  catalogue  and  prices. 
Expanded  Mettl  and  Fireproofing  Co.,  Ltd., 
Eraser  Ave.,  Toronto.  (tf) 

V)^AREHOUSE    AND    FACTORY    HEATING 
"'       Systems.       Taylor-Forbes     Company,    Ltd. 
Supplied  by  the  trade  throughout  Canada. 

SALESMAN  WANTED. 

SALESMEN  AND  SALESWOMEN  WANTED— 
Thousands  of  good  positions  now  open,  pay- 
ing from  $1000  to  $5000  a  yearand  expenses. 
No  former  experience  needed  to  gel  one  of  ihem. 
We  will  teach  you  to  be  an  expert  salesman  or 
saleswoman  by  mail  in  eight  weeks  and  assist  you 
10  secure  a  good  position,  and  you  c  n  pay  for  your 
tuition  out  of  your  earnings.  Write  to-day  for  full 
particulars  and  testimonials  from  hundreds  of  men 
and  women  we  have  placed  in  good  positions,  pay- 
ing from  $100  to  $500  a  month  and  expenses. 
Address  nea^e^t  office.  Dept.  265,  NATIONAL 
SALESMEN  TRAINING  ASSOCIATION,  Chi- 
cag>.  New  York,  Minneapolis,  Atlanta,  Kansas 
City,  San  Francisco. 

HOTEL   DIRECTORY. 


THE    GRAND    UNION 

The  most  popular  hotel  in 
OTTAWA,    OXT. 


.T.\MES  K.  P.\ISLEY, 


Proprietor 


HALIFAX   HOTEL 

HALIFAX,   N.S. 


A.CCOUNTANTS   AND   AUDITORS. 


JENKINS  &  HARDY 

Assignees,  Chartered  Accountants,  Estate  and 

Fire  Insurance  Agents. 
15i  Toronto  St.  52  Can.  Life  Bldg. 
Toronto  Montreal 
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Special   Section   Devoted    to    Men's  Clothing   and    Furnishings 
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Americans  favor  English  modes  of 


men  s  wear. 


For  Summer  Neckwear 
Printed  Twill  Foulards  are 
to  be  featured  in  the  States. 


Our  new  1000  Design  Collection 

is  being  shown  by  our  Representatives. 


Welch,  Margetson  &  Co. 


Representative 

GEO.  T.  WILSON 

TORONTO 


HYNDMAN  COMMISSION  CO- 
WINNIPEG,  MAN. 
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MEN'S     FURNISHER 


Dry   Goods  Review. 


THE  "MILITAIRE 


>> 


(Full  Dress   Protector) 


When  Worn  for  Full 
Dress  — 


W^hen  Worn  for  Ordin- 
ary Wear — 


I 
SPEAKS  FOR  ITSELF 

THE  "Militaire"   speaks   for   itself,    a    protector   in 
every    sense    of   the   word,    fits  the  neck  closely 
back  and  front.     No  sagging  below  coat  collar. 

You  will  have  a  strong  demand  for  the  "  Militaire." 
If  you  do  not  handle  it,  particular  dressers  may  conclude 
that  you  are  not  up-to-date.  They  are  insisting  upon 
the  "  Militaire." 


DESIGNED  AND  MADE  ONLY  BY 


The  Sword  Neckwear  Company 


TORONTO 


JPitasi  mention  The  Review  to     Advertisers  and    ihcir  Travelers. 


Latest  News  of  Men's  Wear 


PUBLISHED    IN    CONNECTION    WITH    THE    DRY    GOODS    REVIEW 


Demand  for  Ordered  Clothing 

It  is  Steadily   Growing  —  Success  as  Separate 
Business  —  Wholesalers  Have  Taken  it  Up. 

CLOTHING  made-to-oider  is  a  feature  of  the  men's 
wear  demand  which  is  developing  most  insis- 
tently. Houses  which  are  specializing  in  this 
business  not  only  report  a  steady  growth,  but 
tho  houses  handling  ready-to-wear  clothing  wholesale 
have  been  compelled  to  acknowledge  that  it  is  a  devel- 
opment whi(h  they  cannot  afford  to  overlook.  Hrncc, 
there  are  few  wholesalers  who  are  not  equipjTcd  to  handle 
a  limited  number,  at  least,  of  these  special  orders.  In 
almost  every  town  of  importance  throughout  the  country 
where  formerly  custom  tailoring  was  a  profitable  bu.si- 
ness,  there  are  one  or  more  agencies  for  exclusive  madc- 
to-order  houses,  the  majority  of  them  held  by  progres- 
sive men's  fuinishers  and  clothiers  who  also  carry  a 
number   of   ready-to-wear   lines. 

Although  the  ready-made  clothing  represents  all  that 
can  possibly  be  secured  as  regards  style,  and  is  giving 
great  satisfaction  in  tho  matter  of  fit  and  quality — good 
all  round  values  at  the  prices  asked — there  seems  to  be 
something  about  the  made^to-order  clothing  which  a 
large  section  of  the  public  will  not  resist.  It  may  be 
that  this  class  represents  those  who  have  a  sort  of 
traditional  prejudice  against  rrady-mades,  which    prejudice 


they  do  not  hesitate  to  sacrifice  so  long  as  they  know 
that  their  measure  has  been  taken  and  a  .suit  is  being  con- 
structed in  accordance  therewith,  out  of  excellent  mater- 
ials and  at  a  price  which  the  old-time  one  or  two-maa 
tailor  shop  could  not  touch. 

Prefers  to  be  Exclusive. 

Then  the  average  man  prefers  to  be  exclusive,  es- 
pecially when  the  financial  consideration  is  not  out  of 
the  question,  and  the  fact  that  he  may  select  his  ma- 
terials and  have  his  measure  taken  may  come  nearer  to 
his  ideas  in  that  respect  than  where  he  chooses  one  suit 
from  a  pile  of  clothing  in  which  there  may  be  several 
other  similar  suits.  Buyers  of  ready-to-wear  clothing 
are  able  to  guard  against  this  danger  of  garment  repe- 
tition to  some  extent,  but  where  the  customer  has  the 
privilege  of  choosing  and  ordering  everything  from  cloth 
to  buttons,  the  proposition  appears  to  have  an  appeal 
which  the  ready-to-wear  cannot  touch.  The  retailer  hai^ 
immediately  realized  that  it  is  profitable  to  be  so 
equipped.  He  is  able  to  do  business  with  the  people  who 
buy  ready-mades.  and  at  the  same  time  have  a  means 
f)f  attractiuir  those  who  prefer  the  made-to-order  suit  or 
nvereoat . 

The  steady  development  of  the  ready-to-wear  clothing 
has  been  responsible  for  the  disappearance  of  many  of 
the  local  tailor  shops  ;  now  the  man  who  handles  ready- 
to-wear  has  placed  in  hiis  hands  an  instrument  by  which 
he  can  give'  his  people  tho  same  service  as  the  custom 
shop,  but  without  carrying  a  dollar's  worth  of  stock. 


Interior   of   the    Trudell  &   Tobey   store.    Hamilton.      The  show    case    display   in   the  foreground  is 
characteristic    of    the    arranifement    throughout    the    store. 
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Buy 

"N.  T.  VELVO" 

CRAVATS 


*'N.T.  VELVO" 

is  the 
SOFTEST, 

STRONGEST, 
BRIGHIEST, 
TOUGHEST 
CRAVATTING 

made 

This  Cravatting  is  made  for  the  fold  collars. 
It  never  binds.  Tell  your  customer 
this. 

BUT  REMEMBER 

**N.  T.  VELVO"  is  the  best  Cravatting 
made  for  all  collars  -fold,  wing,  straight  or 
turn-down. 

It  is  absolutely  without  a  rival. 

A  NOVEL  DESIGN 
IN  18  SOLID  COLORS 

Price  $6.50  Per  Dozen 
Retails  for  One  Dollar 

NOVEL-TI,    LIMITED 
PETERBOROUGH,    CANADA 

WESTERN  BUYERS: 

Call  and  see  us  in  our  new  Sample  Room,  Hammond 
Block,  Winnipeg^,  while  in  the  city  for  the  Bonspiel, 
Mr.  A.  E.  Ham  will  be  pleased  to  see  you  and  you 
will  be  pleased   when  you  see   "N.   T.   VELVO" 


Where  Processes  are  Sp«  tialized. 

Specialization  in  •i^ainiint  <on-iiii(  tlon  has  mads 
possible  prites  \\hi(h  arc  exceptionally  attractive  when 
it  comes  to  a  consideration  of  the  madis-toorder  hnes. 
A  ffarment  in  the  making'  passes  throiig-h  several  depart- 
ments, each  equipped  with  special  machinery  an  1  work- 
men vsho  arc  specialists  in  the  work  required  of  their 
respective  departments.  It  is  not  a  case  where  one  or 
two  hands  have  the  responsihility  of  making-  the  garment 
comi)lcte.  The  processes  are  so  systematized  that  one 
bran  h  of  the  woik  follows  another  in  nitural  sequence 
until  it  issues  as  a  completed  garmen'. .  There  is  econ- 
omy of  effort  with  efficiency  of  workmanship,  and  at  the 
same  time  closest  possible  observance  of  individual 
measurements  to  guarantee  satisfaction  in  the  completed 
tfarmcnt. 

The  equipment  nr'cessary  in  a  wholesale  clothing 
house  is  in  every  way  adapted  to  the  requirements  of  the 
special  order  business,  and  while  there  are  wholesale  men 
wh  >  deciate  that  a  combination  of  the  two  is  a  nuisance, 
that  each  should  be  run  on  an  absolutely  separate  basis 
there  are  others  who  assert  that  the  special-order  busi- 
ness properly  manned  and  regulated  seems  to  be  a 
natural  supplement  to  the  wholesale  business.  "What 
more  natural,"  say  they,  "than  that  a  merchant  when 
he  finds  he  cannot  please  a  customer  from  his  ready- 
made  stock,  should  immediately  suggest  a  suit  made  to 
oiflei.  When  the  wholesaler  can  handle  the  business,  it 
is  a  good  th'nr.  but  w^hen  it  interferes  with  his  other 
work  he  hid  better  leave  it  alone." 

Full  Equipment,  No  Stock. 

l*]xcliisive  made-to  order  houses  are  now  represented 
in  all  of  the  larger  towns  and  cities  from  one  end  of 
Canada  to  the  other.  They  equip  thair  agencies  with 
swatches  of  the  latest  materials,  representing  a  very 
extensive  ran.e,  and  in  the  latest  patterns.  The  differ- 
ent seasons  are  carefully  observed  in  the  distribution  of 
these  swatches.  The  agents  are  also  supplied  with  forms 
illustrative  of  standard  figures  and  containing  instruc- 
tions dn  marking  deviations  therefrom,  in  the  measure- 
ments they  take.  These  instructions  are  based  on  abso- 
lutely accurate  knowledge  of  every  detail  in  the  tailor- 
ing of  clothes,  and  so  satisfactorily  do  they  work  out 
that  manufacturers  declare  the  number  of  returns  for 
alterations  to  be  \ery  small.  The  agents  are  also  sup- 
plied with  reliable  style  information  through  the  me- 
dium of  fash'on  plates  from  which  the  customer  may 
select  the  stylo  of  garment  he  requires. 

The  ideal  representative  for  a  made-to-order  house  is, 
of  course,  the  man  w^ho  has  a  practical  knowkedge  of 
the  tailorinir  business,  and  the  fact  is  that  there  are 
many  of  these  men  who  have  actually  taken  it  up  in 
connection  with  some  other  line  such  as  men's  furnish- 
ings. Cases  are  even  known  where  custom  tailors  doing 
a  very  small,  but  select  and  hardly  profitable  business, 
have  taken  on  the  agency  for  the  special-order  house  and 
have  thus  been  enabled  to  increase  their  financial  returns 
very  materially.  Where  he  could  formerly  only  handle  a 
suit  a  week,  he  finds  that  with  the  force  of  a  large  fac- 
tory behind  him  he  eoild  book  orders  much  more  ex- 
tensively and  what   is  more,  guarantee  deliveries. 


Plenty  of  Business  for  Both. 
"There  is  plenty  of  room  for  both,"  said  a  manufac- 
turer when  asked  whether  there  was  any  danger  of  th« 
made-to-order  business  cutting  in  upon  the  position  of 
the  ready-to-wear.  His  statement  would  appear  to  b« 
true,    for  each   season   the  wholesale  houses  report    satis- 
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iaotory  returns  ironi  that  end  of  their  enterprise.  The 
style,  the  ht,  the  hnish,  and  the  quality  of  the  ready- 
mades  represent  such  a  higrh  standard  that  slackening  oi 
demand  wouJd  appear  to  be  out  ol  the  question.  Placing 
lor  bpring  was  heavy  and  orders  are  now  well  in  hand. 

'i'he  radical  change  in  style,  making  for  the  disap- 
pearance of  the  so-called  freakish  effects,  has  proved  as 
much  an  dnoentive  to  business  as  the  introduction  of 
unique  features  a  few  years  ago.  When  fads  move  out 
they  move  rapiofy,  because,  in  this  case,  comparisons 
easily  reveal  the  quiet,  conservative  styles  as  belonging 
to  the  newest  order  of  things.  Novelty,  however,  is  not 
being  altogether  eliminated,  but  it  is  taking  the  form 
of  a  delicacy  rather  than  a  feast  regardless.  Manufac- 
turers stale  that  they  would  not  be  surprised  to  see 
these  modified  styles,  along  distinctly  English  lines,  hold 
good  for  some  time.  The  present  season  has  seen  a 
marked  tendency  in  their  favor  and  there  are  those  who 
see  in  the  growing  popularity  of  neat  tweed  effects  an 
increasingly  strong  position  for  quiet,  natural  style  fea- 
tures. 


Great  Color  Range  for  Spring 

Men's  Neckwear  Will  Show    Many    Different 

Applications  of  the  Panel  and  Bias 

Stripe    Idea. 

Neckwear  manufacturers  are  now  busy  with  their 
Spring  lines,  and  it  "is  evident  that  Ihey  will  have  some 
very  mterestiiiig  things  for  the  trade  to  consider.  The  fact 
that  higher  priced  fines  took/  so  exceptionally  well  prev- 
ious to  and  during  the  holiday  season  is  regaided  as  a 
criterion  of  the  country  s  willingness  to  consider  the 
better  grades,  and  of  the  ability  of  the  men  s  furnisher 
to  handle  them. 

It  can  hardly  be  said  at  the  present  time  that  any 
one  color  will  be  exceptionally  i)opular.  I'aneis  and 
stripes  will  be  worked  out  in  a  great  variety  of  con- 
trasting shades  and  colors,  but  it  would  seem  that  there 
IS  to  be  no  marked  emphasis  placed  on  any  one  con- 
stituent. Browns  are  likely  to  come  into  a  good  posi- 
tion again.  The  trade  appears  unwilling  to  drop  this 
color,  for  after  a  lapse  of  one  or  two  seasons  it  is  again 
to  be  taken  up  in  almost  every  department  of  men's 
clothing.  White  and  black  combinations  have  done  well 
and  are  still  in  good  position,  but  with  the  approach  of 
Spring  these  and  other  effects,  in  which  greys  played  a 
very  important  part,  that  followed  upon  the  king's 
death,  will  likely  share  less  prominently  in  the  demand. 
Scarlet  and  black  is  a  combination  which  is  now  being 
strongly  featured  by  some  houses.  Jasper  stripes,  large 
broken  stripes,  and  in  fact  almost  every  conceivable 
grouping  possible  in  stripes  are  being  made  up  in  these 
colors  and  are  likely-looking  goods.  The  same  stripe 
effects,  however,  come  in  other  colors  as  well,  and  the 
s'hort  bias  and  longitudinal  panel  will  be  featured  in  a 
very  extensive  range.  The  approaching  season,  while  it 
will  undoubtedly  put  great  emphasis  on  stripes,  will  not 
ignore  the  absolutely  plain  effects  which  have  taken  so 
well  during  the  past  few  seasons,  and  along  with  these 
some  very  dainty  figured  designs  are  to  be  expected. 
From  New  York  comes  the  report  also  that  crossbars 
and  variations  of  Scotch  plaids  and  chocks  will  represent 
a  fair  sprinkling  and  will  add  to  the  season's  brilliance 
in  the  matter  of  neckwear. 

For  midsummer  wear,  as  the  ties  narrow  down  for 
close-fitting  collar  purposes,  it  is  stated  that  the  plain 
colored  tied  with  end  bordered  in  contrastinsr  color  will 


We  are 


Headquarters 

for  the  following  famous 
English  Lines: 


YOUNG  and  ROCHESTER 

London  and  Londonderry. 

Specialties 

in  Shirts,  Vests    and 

Underwear. 


TRESS  and  CO. 


London,   Eng 


A  complete 
range  of  sel- 
ect styles  in 
high  class 
Hats,  Caps 
and  Pana- 
mas. 


CELLULAR  CLOTHING  CO 

London,  Eng. 


Manufacturers  of  the  cele- 
brated "  Aertex  "  Underwear. 
Unrivalled  for  comfort  and 
health. 


T.  H.  DOWNING  &  CO. 

Leicester,   Eng. 

Makers  of  Hosiery  and  Knit    Goods 

A  full  range  of  new  neckwear  for 
Easter  has  arrived.  Don't  fail  to  see 
our  latest  novelties  in  SHOT  RIBBED 
TIES. 

If  you  don't  get  a  call  from  our 
traveller — write  us. 

Wreyford  &  Co. 

WHOLESALE  MENS  FURNISHERS 


Romain    Building 


Toronto,    Ont 
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FIELD  CLUB" 


Three  Heights 


No.  1  -  2  in. 
No.  2  -  21  in. 
No.  .3     -     2i  in. 


Corliss-Coon 

Made    VxOll3.rS 

retain  their  distinctive 
style  and  accurate  fit  after 
many  trips  to  the  laundry 

A  prominent  firm  in  Michigan  wrote  awhile  ago  : 

"With  regard  to  the  sample  collars  received,  would  say 
that  we  shall  endeavor  to  give  these  an  impartial  trial 
along;  with  two  other  makes  which  we  are  trying  out 
at  present,  and  the  collars  which  we  shall  select  when 
making  our  change  this  Fall  will  be  the  collars  which 
stand  the  laundry  best.  As  our  collar  department  is  a 
very  important  Irne  with  us,  we  are  obliged  to  use  the 
utmost  care  in  making  any  change." 

They  decided  to  put 
in  our  complete  line. 

"FIELD   CLUB"   will  help  your  sales. 

SI.  10  the  dozen. 

Corliss,  Coon  &  Co. 

Makers  of '' Better  Collars'' 


Nl>:w  YORK  CHICAGO 

HALTIMORF 


ST.  LOUIS  BOSTON 

^Ro^■,  N.v. 


make  its  appeal  to  the  ve-stle.s.s  youn^  man.  Somewhat  the 
same  feature  wa.s  introduced  several  jears  ago,  when 
both  knot  and  tie  were  in  fxjlors  contrasting  with  the 
rest  of  the  tie.  The  fad  was  hardly  a  success  because 
of  the  fact  that  not  every  man  can  tie  his  four-in-hand 
neatly  enough.  The  bordered  end,  however,  is  a  different 
propo.sition. 

What  has  been  said  of  colors  also  applies  to  mater- 
ials. The  range  includes  about  everything  from  cheaper 
mixtures  to  bengalines  or  foulards.  In  the  latter  ma- 
terials a  large  range  of  very  choice  patterns  is  shown, 
and  for  the  better  class  trade  they  promise  exceptionally 
well. 

Manufacturers  of  kntitted  ties  are  reaping  the  reward 
of  their  efforts  to  turn  out  an  article  which  will  appeal 
to  the  better  class  trade.  While  it  is  a  fact  that  the 
knitted  tie  has  not  the  very  extensive  popular  demand 
that  it  had  a  few  years  ago,  buyers  state  that  there  is 
good  money  in  them  by  reason  of  the  success  with  which 
stripes  have  been  introduced.  In  the  £ne  silk  lines  some 
of  the  stripe  effects  seen  in  fabric  tries  have  been  faith- 
fully reproduced.     Plain  knits  are  also  taking  well. 

For  tuxedo  wear  a  novelty  that  has  taken  well  is  a 
combination  stock  and  bow  tie.  This  embodies  .  the 
stock  idea,  but  finishes  in  a  neat  bow  in  front. 

Discussing  the  width  proposition,  manufacturers 
state  that  as  summer  approaches  tics  will  be  of  a  width 
best  adapted  to  the  close-fitting  collar.  The  succeeding 
Fall,  however,  may  see  some  preference  for  a  more  open- 
spaoed  collar  and  wider  ties.  One  neckwear  manufacturer 
reports  some  agitation  in  favor  of  the  wing  collar,  but 
it  is  not  Mkely  that  this  type  of  collar,  which  can  best 
be  worn  with  a  stiff  shirt  will  wrench  any  of  the  pop- 
ularity away  from  the  fold  collar,  which  is  more  adapt- 
able to  general  purposes. 


Will  Colors  Figure  More  Prominently  ? 

The  very  strong  run  that  has  been  made  upon  black 
and  white  stripes  during  the  past  few  seasons  has  sug- 
gested to  shirt  manufacturers  and  retailers  the  ad\«is- 
ability  of  some  change  which  would  direct  the  vogue 
away  from  the  dangers  of  repetition.  There  is  now, 
however,  a  marked  tendency  to  get  away  from  designs 
which  are  in  style  season  after  season,  and  which  has 
threatened  to  make  buying  more  of  a  sorting  proposi- 
tion than  one  in  which  decidedly  new  effects  have  to  be 
considered.  The  introduction  of  neat  figures  with  stripes 
n  the  Spring  lines  is  the  first  indication  of  the  ap- 
proaching change,  and  for  next  Fall  it  would  not  be  sur- 
prising to  see  a  more  extensive  but  not  an  offensive 
play  upon  colors  and  patterns.  The  king's  death  has 
had  a  marked  influence  in  favor  of  black  and  white  in 
all  departments  of  men's  clothing,  and  while  the  dainty 
effects  which  the  occasion  evolved  will  always  have  a 
very  extensive  jtatronage,  the  tendency  that  is  said  to 
be  developing  in  favor  of  something  decidedly  new  will 
not  be  unwelcome. 

From  the  other  side  of  the  border  come  reports  to 
the  effect  that  there  is  likely  to  be  some  reversion  to 
the  stiff  bosom  shirt  for  Fall  and  Winter.  The  m^ligec 
collar  as  a  natural  accompaniment  of  the  n^ligee  shirt, 
will  also  be  a  likely  feature. 

The  price  situation  as  regards  shirts  and  shirtings 
still  appears  to  be  considerably  in  favor  of  the  re- 
tailer, considering  the  advances  made  in  materials  and 
tho  fact  that  these  are  by  no  means  fully  represented  in 
prices  asked  for  the  finished  garment. 
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LITRE 


THAT 


THINGS 


COUNT ! 


O  fear  of  your  rest  being  disturbed  by  the  night-mare 
of  scanty  profit  or  dissatisfied  customers  if  you 
are  featuring 

"Challenge  Brand" 
Collars  and  Cuffs 

They  cannot  possibly  be  distinguished  from  the  best  linen 
collar  your  most  progressive  customer  insists  on  having. 

And  the  added  advantages  of  wearing  "Challenge"  Collars 
are  so  manifold  that  they  are  now  prime  favourites  with  every 
class  of  wearer. 

They  save  laundry  bills,  being  cleaned  in  a  moment  with  a 
rub  of  a  damp  cloth ;  they  are  absolutely  unaffected  by  damp ; 
they  keep  their  pure  white  colour  under  all  weather  conditions, 
and  they  will  not  wilt  or  crack. 

Here's  a  line  full  of  talking  points  that  make  it  a  very  ready 
seller.     And  the  profit,  too,  is  all  there. 

Get  Details  of  Our  Proposition  TO-DAY. 

The  Arlington  Company  of  Canada,  Limited 

54-64  Fraser  Avenue,  TORONTO 

REPRESENTATIVES  :-Onlario,  J.  CHANTLER  &  CO..  Toronto  :  Eastern,  DUNCAN  BELL,  Montreal : 

Western,  R.  J.  QUIGLEY.  8-10  Wellington  St.  East.  Toronto  (temporarily)  Headquarters,  Winnipeg  near  future. 
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Men's  Belts  for  Spring. 


"The  Pocket  with  the  Inner  Pleat" 

You    should    insist    upon    having    Bartell 
Patent    Pockets  in  the   garments  you 
order  tor  spring  deH\er)'. 

They  cost  you  nothing,  "^'our  manufac- 
turer will  supply  them  if  you  specify  on 
your  order : 

"These  clothes  must  contain 

Bartell  Patent  Pockets" 


Don't  overlook  this  j^^ood  clothes  feature.  From 
now  on  you  will  have  many  calls  for  clothes  fitted 
with  these  pockets. 

Our  jjreat  advertising-  campaign  has  already 
interested  more  than  ten  million  men  in  Kartell 
Patent  Pockets,  who  never  knew  of  them  before. 
We  shall  continue  to  advertise  until  old-fashioned 
pockets  are  a  thing  of  the  past. 

Don't  Run  the   Risk  of  Losing 
Sales  Next  Spring 

if  \o\w  Spring  order  did  not  specify  Bartell 
Patent  Pockets,  and  you  wish  it  had,  write  to  us 
immediately  and  we  will  take  up  the  matter  willi 
the  manufacturer,  if  you  will  give  us  his  name. 

WRITIC     rO-D.\Y. 

Ask   uft  to  send  you  our 

"  DEMONSTRATION     CARD  " 
IT'S     FREE 

THE    .     .     . 

Bartell  Patent  Pocket  Co. 

13    ASTOR    PLACE 
NEW  YORK 


In  mens  belts,  all  .-.tyles  favor  the  neat,  quiet  effects 
in  black,  browns  and  greys.  There  is  al.so  some  demand 
lor  the  green  shades.  The  inch  and  in-hand-a-quarter 
widths  predominate.  Buckles  arc  not  elaborate  and 
among  those  preferred  are  the  gun  metal,  oxidized  silver 
an!  <opper,  nickel  and  gilt.  The  narrow  tubular  belt 
piomisres  to  be  a  feature  during  the  coming  season,  and 
one  of  the  very  neat  things  in  buckles  is  one  that  does 
away  entirely  with  the  ordinary  style  of  fastening.  It 
was  introduced  last  season,  but  has  since  been  improved 
in  that  instead  of  a  ratchet  form  of  fasteners  which  work- 
ed and  damaged  the  leather,  the  belt  is  now  held  in  place 
by  means  of  a  clamp  which  answers  every  purpose  of  the 
ordinary  buckle  without  the  holes  and  without  injury  to 
the  belt.  To  the  observer  this  fastening  has  the  appear- 
abee  of  a  neat  plate  about  two  inches  in  length  and  of 
the  same  width  as  the  belt.  It  comes  in  all  of  the  dif- 
ferent metal  effects.  The  name  of  the  wearer  may  be  (in- 
scribed upon  the  surface  of  the  plate. 

V 

Gooa  Hat  Business. 

The  present  season  has  been  marked  by  a  good  volume 
'if  bu.siiiess  in  stifif  and  soft  hats  and  caps.  All  kind.s  of 
headwear.  pspeeially  adopted  to  auto-drivin.?.  outing  or 
knockabout  purpose.s,  have  done  well,  and  in  novelties  the 
fedoi-a  types  in  velours  have  taken  better  than  some  were 
at  first  inclined  to  prophecy.  Retailers  state  that  this  is 
one  hat  that  seems  partienlarly  adapted  to  gift  purposes 
and  they  declare  that  this  fact  explains  some  of  the  busi- 
ness done  in  these  hats  during  the  holiday  season. 

So  far  as  it  has  been  sized  up.  Spring  business  is  very 
encouraging-.  Stocks  were  found  to  be  in  fairly  good 
condition  and  the  retailers  Avilling  to  consider  the  new- 
lines  on  a  normal  basi.s.  This  is  taken  to  mean  that  par- 
ticularly g-ood  sorting  business  is  likely  to  be  develope-.l 
ill  soft  and  stiff  hats  and  also  in  straws.  There  is  a  wide 
range  of  dimensions  in  the  stiff  hats  shown  for  the  Sum- 
incr  season,  extending  from  43,4  by  2  1-8  to  S^  by  2  1-S. 
M>  tliat  tlio  trade  has  a  particularly  good  assortment  to 
dioose  from.  Soft  hats  also  represent  a  i-ange  extending 
from  2J  by  H  to  H  by  2f.  The  great  bulk  of  the 
CaiKiflian  trade,  however,  is  being  done  in  the  moderate 
choose  from.  Soft  hats  represent  a  range  extending  from 
sizes. 


Men's  Wear  Accessories. 

In  fancy  vests,  smoking  jackets  and  lounging  robes,  an 
excellent  business  has  been  done  during  the  present  season. 
The  knitted  vest,  so  constructed  as  to  imitate  closely  the 
neater  woven  fabrics,  has  had  an  exceptionally  good  run 
as  have  also  the  fabric  lines. 

•         •         • 

ft  has  been  a  bumper  glove  season,  not  only  in  the 
regular  leather  lines,  but  in  imitation  materials  and 
knitted  lines  as  well.  Some  of  the  retailers  com- 
plain of  the  problem  which  follows  fast  upon  holiday'  buy- 
ing— that  of  returned  or  exchanged  gloves.  In  some  cases 
these  gloves  are  damaged,  owing  to  careless  handling,  and 
it  requires  an  considerable  amonnt  of  backbtme  on  the 
part  of  a  merchant  to  enforce  a  policy  in  which  he  will 
iln  himself  and  his  staff  .iustiee.  It  will  help  him  con- 
siderably if  he  insists  upon  proper  fitting  by  his  sales- 
people and  the  positive  knowledge  that  the  goods  are  in 
perfect  eonditi<ni  before  leaving  the  store. 


Show   Card   Advertising    Applied   to   Men's   Wear   Lines 

Use  and  Abuse  of  the  Air  Brush  —  Valuable  Accessory  That  Can  Very 
Easily  be  Overdone  —  Great  Variety  of  Effects  Can  be  Produced  ^A^ith- 
out   It  —  Neat   Examples   Executed   With   the   Sable   Brush    or   Pen. 

By  J.  C.  Edwards,  with  A.  W.  Cressman,  Peterborough. 


WHILE  very  attractive  cards  may  be  made  with 
the  air-brush,  the  card  writer  should  guard 
against  those  effects  which,  being  too  elabor- 
ate, are  not  dainty — overdo  the  thing  to  such 
an  extent  that  they  do  not  suggest  the  best  taste.  The 
air-brush  is  a  valuable  accessory,  but  at  a  time  when 
neat,  artistic  designs  are  called  for  in  every  department, 
there  is  little  room  for  the  freakish  in  show  cards.  There- 
fore the  air-brush  must  not  be  over-worked. 

It  was  ever  thus — the  wealthy  woman  of  taste  does 
not  look  chiefly  to  novelties   to   adorn  her  person,     the 


Cards  in  Keeping  with  Goods. 
The  cards  here  shown  were  all  produced  without  the 
aid  of  an  air-brush.  We  have  prepared  eight  s>ets  con- 
sisting of  eight  long  panel  cards,  size  8x20  inches  and 
eight  panel  tickets  size  about  3x10  inches  to  match.  Our 
idea  is  to  show,  vaguely,  the  different  effects  one  can 
get  with  plain  white  or  colored  card  board,  by  using  the 
brush  alone  without  an  air  brush  or  making  the  cards 
over  elaborate  with  the  application  of  colors.  These  are 
cards  which  we  believe  to  be  in  keeping  with  the  goods 
sold  in  a  first-class  men's  wear  store. 


.  ToThe 
y  I/ast 


APeck  f 
Orifeed  ■ 
>VortK 


AFall 
Bushel 


Bio 

in. 


ff&^es 


V:-  -^-- 


Vorth 
Counts 


Nauoht 


Oftnios 


Show   cards   by   J.  C     Edwards,   with   A.   W.     Cressman,  Peterborough.      Note   that  the   smaller   price 
cards  duplicate  the  designs  and  lettering  on  the  larger  cards. 


man  ot  money  and  taste  does  not  clothe  himself  in  ex- 
treme fashions  of  the  day  ;  they  go  more  on  the  plain 
(good)  stuff.  Some  of  the  finest  stores  in  New  York  or 
other  large  cities  furnish  examples  in  favor  of  the  very 
neat  artistic  card,  but  by  no  means  against  the  use  of 
the  air-brush. 

The  sable  brush  well  handled  will  give  wide  variety. 
The  air-brush  can  be  used  as  an  accessory  in  working 
up  a  design,  but  not  to  spoil  its  exclusiveness.  There  is 
no  excuse  for  those  splashy  effects  which  sometimes  have 
their  excuse  in  the  desire  to  cover  up  some  defect  of 
the  original  design. 


No.  1  set  is  made  of  plain  black  cardboard,  lettered 
in  white  and  partially  shaded  with  grey.  It  is  a  plain 
card  with  very  little  decorations  and  tells  a  plain  short 
story. 

Panel  and  Ticket. 

No.  2  set  consists  of  panel  and  ticket  to  correspond, 
which  we  may  say  here,  is  a  strong  feature  of  our  card 
advertising.  All  tickets  in  a  window  must  be  made  to 
match.  This  set  is  white  with  a  square  of  wood  fibre 
card  glued  to  one  corner,  and  the  wording  carries  out 
the  idea,  the  shading  is  a  light  brown. 
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Y    You  will  sell  more 

Linen  Waterproof  Collars  than  you  ever 
thought  possible  when  you  put  in  that 
assortment  of 

I^antI/racI/^ 

Collars 

Every     Kant    Krack  Collar    you    sell 

helps    to    sell    more  because   it  is  the 

one  collar  that  will  give  satisfactory 
service. 

It  is  very  pliable — conforms  easily  to 
every  movement  of  the  wearer's  neck. 

See  the  illustration — note  the  patented 

flexible  lips 
that  relieve 
the  strain  on 
the  front  fold. 

Note  also  the 
patented  slit 
in  the  back— 
which  pre- 
vents the  col- 
hard      on     the 


Patented  Feb.  20,  1906 
May  5,  1908 
Oct.  27,  iyC8 
Oct.  27,  1908 

All  InfrinKsments  Prosecuted 


lar     button     pressing 
wearer's  neck. 


There  is  an  excellent  profit  for 
you  on  Kant  Krack  Collars — 
so  be  sure  you  see  the  samples 
when  the  Kant  Krack  sales- 
man comes  along,  or  write  for 
sample  collars  before  [placing 
order. 


THE 

Parsons   &  Parsons 

CANADIAN  CO. 

Hamilton,  :  Ontario 


K 


Set  No.  3  is  another  effect  which  can  be  arrived  at 
by  scoring  the  corner  of  the  card  near  the  top  and  turn- 
ing it  over  and  pasting  it  down.  The  card  color  is  deep 
champagne  w^ith  block  letters  and, a  sepia  shade,  the  effect 
is  rather  out  of  the  ordinary  and  striking. 

Take  set  4  next  and  you  will  notice  the  odd  corner 
pieces  ;  the  color  effect  which  ds  lost  in  the  reproduction, 
is  green,  red  and  yellow  nicely  blended,  the  two  last 
lines  of  the  inscription  on  the  panel  is  shaded  with  yel- 
low carrying  out  the  color  .scheme.  The  reproduction  of 
these  cards  loses  the  real  effect  as  shades  and  tones  are 
not  shown. 

Set  No.  5  is  made  of  brown  board  and  lettered  with 
white  and  shaded  with  a  mild  tan  shade,  which  gives  a 
pleasing  two-tone  effect  in  the  original.  Often  the  in- 
scription on  a  card  makes  a  plain  sign  attractive — a 
short,  crispy  announcement  which  tells  its  tale  in  a 
snappy  night-to-the-point  way.  Sets  6  and  7  border 
somewhat  on  this  style.  No.  6,  is  a  brown  board,  white 
lettering-  and  black  shading  ;  the  price  card  treated  the 
same  as  the  panel  is  a  simple  form  of  decoration  (prac- 
tically none,  whatever)  is  made  catchy  with  the  few 
words  appended  to  the  price,  as  also  is  the  Set  No.  7, 
which  is  made  of  dark  grey  board  wiith  white  letters 
shaded  with  two  shades  of  grey  and  black. 

One  of  the  most  attractive  sets  of  the  eight,  we  be- 
lieve, is  the  last  (No.  8) ,  it  iS'  a  white  ground  with  deep 
champagne  or  onion  overlaid  panel  at  top,  which  bears 
the  words  "Popular  Prices"  in  black  and  shaded  in  a 
tone  of  tan.  On  the  maiin  part  of  the  card  the  words 
"High-grade  Suits'''  are  shaded  with  the  same  tint.  The 
price  ticket  is  carried  out  the  same,  but  the  small  let- 
tering at  the  bottom  is  done  with  a  flat  broad  pen  used 
to  quite  an  extent  by  the  modem  card  writer. 

You  will  notice  the  difference  in  the  lettering  on  the 
price  ticket  No.   8   and  the  others  which  are  done  with 
a  brush,  the  pen  work  is  much  neater  and  cleaner    cut. 
Many  Effects  Possible. 

While  these  cards  are  somewhat  varied  in  style,  yet 
they  represent  only  a  very  few  of  the  many  effects  which 
a  card-writer  can  execute.  He  is  only  limited  so  far  as 
his  own  originality  is  concerned.  With  a  few  moments' 
thought  one  can  often  create  ideas  quite  original  to  him- 
self and  to  other  people. 

Many  a  man  thinks  he  has  invented  something  which 
will  revolutionize  the  world  and  turn  things  upside  down 
generally.  He  sends  his  plans  aijd  drawings  to  the  pa- 
tent office  to  be  returned  with  the  unwelcome  informa- 
tion that  he  has  at  least  half  a  dozen  infringments  upon 
other  patents  already  filed.  So  it  is  with  cards.  Every 
card-writer  thinks  he  has  something  new  up  his  sleeve, 
but  when  he  looks  around  he  is  behind  the  times  ;  some- 
body is  ahead  of  him.  Borrow  ideas  of  others  if  you 
like,  for  others  borrow  yours,  and  you  will  find  that 
this  old  world  is  made  up  of  such  as  you.  There's  noth- 
ing new  under  the  sun.  So-called  new  things  are  only 
rehashed  from  the  old  time  worn  out  things— new  ideas 
are  only  old  ones  discarded  and  bom  again,  only  to  be 
discarded  in  a  very  short  time  and  called  "back- 
numbers." 

* 

Joseph  Simpson  Sons,  Limited,  Toronto,  have  been 
incorporated  with  one  million  dollars  capital,  to  manu- 
facture knitted  goods.  The  incorporators  are  R.  M. 
Simpson,  J.  M.  Lalor,  J.  P.  Oakley  and  T.  A.  Doherty. 

The  E.  J.  Von  Gal  Company,  manufacturers  of  hats, 
caps  and  furs,  have  been  incorporated  with  jr)0,000  cap- 
ital, with  head  office  and  factory  at  Niagara  Falls, 
(^nt.  The  proWsional  directors  are  :  H.  W.  Maw,  G.  D. 
Conant.  E.  C.  Paterson.  F.  M.  Nancekivell  and  G.  S. 
Hodgson. 
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Spring — Nineteen  Eleven 


BIAS    STRIPES 

Why  not  have  the  "  Right  Thing?" 

Bias  stripes  are  correct  for  men's  neckwear  and  we  are  there  with  the  stripes. 

Fifty   ranges   of  handsome   bar   stripes  to    make    into  bias  stripes  at  $4.00,    $4.50  and 
$6,00  the  dozen. 

Note — There  is  a  way  of  making  bias  ties  that  will 
give  sat  sf action  to  the  wearer.     We     know     how. 

Send  us  a  mail  order,  stating  number  of  dozens,  and  we  will  attend  to  the  rest. 

A.  T.  REID  CO.,  LTD., 

Toronto 

Makers   of  Reid's  Real  Bengalene    in   twenty-five  shades. 

"  NECKWEAR  OF  THE  BETTER  SORT." 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 


Display  windows  and   entrance    lo    the    Trudell    &    Tobey.  store.   Hamilton. 


Unique  Advertising  Which  Overcame  Location  Handicap 

How  Trudell  &  Tobey  Diverted  Their  Share  of  Business  in  Hamilton 
—  Monthly  Post  Card  Remembrance  for  the  Children  —  Discussing  Local 
Topics    in    Advertising    Space  —  Using    the  Psychological  Moment. 


HOW  to  overcome  the  disadvantages  of  poor  loca- 
tion is  a  problem  which,  because  they  were  un- 
able    to   apply   the   right     solution,   has   caused 
some    merchants     to    go     to  the    wall    and  so 
handicapped  others  that  they  have  seemed  to  make  very 
little  headway. 

But  it  was  not  so  when  Trudell  &  Tobey,  clothiers 
and  furni-shers,  went  to  Hamilton.  All  of  the  central  busi- 
ness spots  in  the  Ambitious  City  were  occupied  at  the 
time.  Business  seemed  to  bunch  itself  about  the  corners 
of  King  and  James  Streets.  Trudell  &  Tobey  came  down 
from  Chatham  and  looked  the  situation  over. 

To  Divert  their  Share. 

"Let  us  divert  our  share  of  the  business,"  said  Mr. 
Trudell,  and  Mr.  Tobey  made  it  unanimous.  They  started 
in  to  divert  in  the  direction  of  50-52  James  St.  North. 

Now,  when  a  new  merchant  in  a  city  like  Hamilton 
wants  to  overcome  the  location  handicap,  he  has  to  do 
several  things.  First,  he  must  have  an  attractive  store, 
second,  he  must  introduce  attractive  features  in  his  adver- 
tising, third,  his  merchandising  methods  must  go  a  little 
further  than  the  other  fellow's  in  attractiveness. 

The  store  of  the  Two  T's  (a  short  crisp  rendering  of 
the  firm  name)  has  an  exceptionally  fine  front.  Compar- 
ed with  some  windows  that  are  met  with  in  a  day's  jour- 
ney, it  is  a  work  of  art.  A  deep  arched  vestfbule  is  flank- 
ed by  large  display  spaces.  They  have  permanent  oak 
backgrounds,  but  these  are  not  regarded  as  a  standing  ex- 
cuse for  absence  of  appropriate  settings  for  seasonable 
trims.  In  other  words,  while  a  permanent  oak  back- 
ground with  fancy  glass  finish  is  a  good  thing  to  have, 
little  schemes  of  a  supplementary  character  are  often  in- 
troduced in  connection  with  it  to  set  off  the  goods  to 
better  effect.  Prisms  and  art  glass  are  combined  to  give 
a  fine  appearance  to  the  upper  section  of  the  window  and 
reinforce  the  light.  The  Trudell  &  Tobey  front,  therefore, 
has  considerable  stopping  and  diverting  influence  upon  the 
people  when  attractively  trimmed  and  changed  three  times 
a  week. 


Store  Always  Decorated. 
The  store  is  always  brilliantly  lighted  and  decorated 
throughout  in  some  scheme  that  enhances  the  general  ap- 
pearance. For  example,  several  weeks  before  Christmas, 
the  decoration  took  the  form  of  a  profusion  of  evergreen 
and  autumn  leaves  and  shrubbery.  At  Easter,  the  florals 
appropriate  to  the  season  were  employed  to  advantage, 
and  so  on  throughout  the  year.  These  decorations  are 
never  allowed  to  become  stale  in  appearance  or  in  their 
impression  upon  the  people's  sense  of  fitness. 

Flags  Have  Advertising  Value. 

Another  unique  feature  in  the  decorations  is  a  display 
of  flags  of  all  nations.  These  are  of  silk,  suspended  from 
the  ceiling  at  a  point  midway  of  the  store's  depth,  and 
where  they  will  surely  attract  attention.  Not  only  are 
these  flags  interesting  because  of  various  heraldic  form- 
ations, but  they  have  an  advertising  value.  There  are  in 
Hamilton,  as  in  any  city  of  the  size,  quite  a  large  num- 
ber of  foreigners,  and  Mr.  Tobey  states  that  one  reason 
why  he  obtains  a  good  share  of  this  trade  is  to  be  found 
in  the  fact  that  the  preferences  of  every  nationality  in 
the  matter  of  flags  had  been  respected  by  representation 
in  the  display. 

An  interesting  story  is  told  of  the  Jap  flag.  A  ban- 
quet was  arranged  in  honor  of  some  noted  Japanese  visit- 
ors and  it  was  considered  only  fitting  that  the  Japanese 
flag  should  have  a  place  of  honor.  But  where  in  Hamilton 
was  there  a  Jap  flag  to  be  found  ?  The  collection  at  the 
Two  T's  suggested  itself  and  saved  the  day.  One  of  the 
visitors,  afterwards  remarked  that  although  people  had 
seen  fit  to  banquet  them  elsewhere,  it  had  remained  for 
Hamilton  to  pay  them  the  distinct  honor  of  giving  the 
flag  of  their  country  at  prominent  position.  Now  that  was 
good  advertising  for  the  Two  T's. 

Bm    —  Fined  for  Obstructing  Traffic.  "*-  1  ' 

A  little  scheme  which  worked  in  the  same  direction 
and  helped  to  divert,  took  the  form  of  a  display  illustrat- 
ing  the  changes  in   styles  of   men's  garments   during   the 
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Dry  Goods  Fixtures 


OUR    NEW   FLOOR   CABINET 


Table  and  Storage  Cabinet  combined. 

Adopted  by  all  the  leading  department  stores  m 
Canada  and  the  United  States. 

This  is  only  one  of  fifty  different  styles  of  Show  Cases 
and  Fixtures  made  by  us  especially  for  the  Dry 
Goods  Trade. 


<  i  T>i     I  I 


They  are  all  shown  in  our  Catalogue  "D. 
It  will   pay  you  to  send   for  it. 


JONES  BROS.  &  CO.,  Limited 

DRY  GOODS  STORE  OUTFITTERS 

TORONTO,  ONT. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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GOOD  COAT  LININGS 

ARE  ESSENTIAL 

IF   YOU   WISH  TO   PLEASE  YOUR  CUSTOMERS 


-0 


THE  BEST 
ITALIAN 
LININGS 

BEAR  THE 

KIRK 


STAMP  AS' BELOW: 


Kirk's  Permanent  Finish  t 


There  are  twolfinishes 
with  this  name  as  a 
guarantee  of  excellence 
in  brilliancy,  perman- 
ency and  strength. 


(1)  The  Original 

'Permanent  Finish/ 

(2)  *  Velper '    {Reg.) 

The  Velvety  PermanentI  Fin- 
ish   for   thosei  whol  prefer,  a 

soft  handle. 


PATTKR.XS     SJfOU'IiXC     EITHER 
FINISH  can  be  had  on   application   to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  Ltd. 


past  100  years.  The  required  outfits  were  secured  from  a 
costumer,  and  one  window  of  the  store  was  made  the  set- 
ting of  a  very  interesting  series  of  living  pictures,  faith- 
fully depicting  a  century's  changes  and  emphasizing  the 
good  sense  and  style  merit  of  the  particular  clothing  that 
the  store  was  handling.  The  crowds  that  gathered  in 
front  of  the  store  were  such  that  Mr.  Tobey  was  sum- 
moned to  police  court  on  a  charge  of  obstructing  the 
street.  He  was  fined  and  told  not  to  do  it  again,  but  he 
appealed  and  eventually  the  sentence  was  quashed  and  the 
fine  remitted.    This,   too,  made  good  advertising. 

Then,  the  attention  of  the  children  was  selected  as  a 
particularly  strong  line  to  work  upon.  A  competition  was 
started  in  which  a  prize  was  ofiered  the  boy  or  girl  who 
handed  in  the  greatest  number  of  words  containing  two 
"t's."  Hundreds  of  lists  were  received  and  after  the 
prize  was  awarded,  Mr.  Tobey,  who  is  in  charge  of  the 
Hamilton  store,  announced  that  the  other  children  would 
receive  a  prize  on  calling  at  the   store.    They  were  pre- 


^ouU  Be  A  Wise  aad  Just  Raler 


Mirntrj  P.^^  N»  I. 


39,  Well  Street 


BRADFORD 


O  U  JUMBO  SALE 

In  connection  with  their  jumho  sale,  Trudell  & 
Tobey  offered  prizes  for  the  best  pen  and  inkC 
sketch  of  Hamilton's  probable  mayor  for  1911.  he 
to  be  seated  or  standing  on  an  elephant.  The 
cartoon  shown  here  suggests  Rev.  P.  W.  Phil- 
pott  for  mayor,  and  below  is  stated  ""whati  his"* 
platform   might  be 

sented  with  a  little  favor  and  the  Two  T's  took  a  place 
in  their  opinion  which  it  might  not  otherwise  have  had. 

From  this  contest  originated  the  post  card  remem- 
brance system.  It  is  a  plan  which,  in  a  way,  shadows  the 
stork.  To  the  several  hundred  children  who  entered  the 
contest,  picture  post  cards  are  sent  out  every  month,  and 
to  this  list  is  added  names  taken  from  the  birth  columns 
of  local  daily  papers.  Each  month  post  cards  are  ad- 
dressed to  the  new  babies  as  well  as  the  old  babies  until 
now  there  is  a  list  of  over  two  thousand  to  remember  in 
this  way  each  month.  Each  card  contains  some  attrac- 
tive message.  When  the  child  cannot  read,  he  becomes 
sufTiciently  interested  in  the  picture  on  one  side  to  arouse 
liis  curiosity  about  the  writing  on  the  other.  In  October, 
for  example  a  suitable  Thanksgiving  card  was  sent  out 
extending  greetings  and  bearing  the  following  message  : — 

"My  Little  Friends, — Tell  your  p.trents  th.tt  if  our  btt8lnes» 
rcMches  the  $250.000-n)iirk  by  the  first  of  January,  I  am  going  to 
mil  for  mayor  of  Haiiillton.  We  arc  makiiiK  our  store  40  feet 
(iocpor,  and  adding  a  now  eustoni-inade.  ready-to-wear  suit  and 
overcoat  department. 

"We  are  still  giving  an  lugersoll  watch,  the  same  as  I  carry, 
with  every   boy's  suit  at  ?5  and  over.'' 

••TOBEY,  THE  2  T'S." 
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OUR 


MEN'S  FURNISHINGS 


have  always  been  successful  both  for  ourselves  and 

our   customers,  but  we  are  out  for  a 

record  this  Spring. 

The  range  which  our  several  representatives 
carry  has  already  w^on  its  spurs.  We  consider  it 
the  brightest  and  most  attractive  that  w^e  have  yet 
offered  to  the  trade. 

Special  attention  has  been  given  to — 

HALF     HOSE    (Fancies  and  Plain) 

^J^J^X\^  J_  ^    (with  and  without  soft  collars  and  cuffs) 
Y  lll/O    (Four-in-hand  and  Bow) 

I  1  l\  I  J  Pv  rx  Vv  rC  A  fx     (combination    and  two-piece) 

As  well  as  the  above,  which  we  draw  specially 
to  your  notice,  we  offer  a  full  range  of  men's  dress 
accessories. 


IF  YOU  ARE  INTERESTED,  OUR 
REPRESENTATIVE  WILL  DO  THE  REST 


JOHN  M.  GARLAND, 


SON  ^  CO. 


'■*«*'-tJJs£__ 


OTTAWA, 


CANADA 
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Canada's  Largest  Exclusively 


SHIRTS  _! 

W^e     have     the     Biggest     Range     ever 
proaucea — every  line  Sometning  New. 

MATTHEWS,  TOWERS 
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Men's  Furnishing  House 

Beautiful   Range   of   Summer 
Hosiery    ana    Unaer^vear 


Batn   Robes 

Dressing     Gowns 

S"weaters 


Und 


er^\^ear 


ilandkerchiefs 


®,  CO. 


Montreal 
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Ivory  Buttons 

For  Men's  Garments 

and  for 

Women's  Suits  and  Coats 

Discriminating  buyers  say    that    we    make 

THE  BEST  DESIGNS,  THE  FINEST 
FINISH  and  THE  WIDEST  RANGE 
OF  CORRECT  COLORS. 

Our  buttons  are  out  of  the  ordinary.     They 
will  SATISFY  you  because  they  are  RIGHT. 

Write  us  for  Samples 

Rochester   Button    Co. 

ROCHESTER,  N.Y. 


Toronto  ^cpresenlalfoe: 
FRANK  GOUDY 

64  Wellinglon  Street     West 


^HContreal  Representative: 
G.  W.  LAWSON 

210  St.  James  Street 


"KING  EDWARD" 

SUSPENDERS 
Retail  30c  P"^^ 


^ 


•/Ire  so  Eas/ 

F 


Easily  the  best  value  in  suspenders.  The  comfort- 
promoting  construction  and  excellent  finish  of  "  King 
Edward  "  Suspenders  make  them  very  rapid  sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


The  personal  message  represented  by  these  cards  has 
had  considerable  diverting  power.  Some  children  have 
saved  them  and  now  have  an  interesting  collection. 
Moreover,  the  child  thus  remembered  asks  to  be  shown 
the  Two  T's  store  and  there  comes  a  day  when  the  par- 
ents must  take  him.  This  means  sales  and  permanent 
customers. 

Mr.  Tobey  believes  that  the  best  customers  are  those 
who  are  caught  young,  and  the  boy  in  skirts  or  knickers 
soon  becomes  the  well-dressed  youth  with  increased  pur- 
chasing power. 

The  post  cards  cost  $6  or  $7  a  thousand,  and  the  plan 
calls  for  an  outlay,  monthly,  of  about  $35.  It  takes  a 
boy  the  best  part  of  two  days  to  apply  the  addresses. 

Unique  Advertising. 

The  newspaper  advertising  had  to  be  unique,  in  order 

to  help  out  the  diverting  process.    The  result  is  that  the 

advertisements  which  have  represented  the  Two  T's  in  the 

local  papers  have  played  hob  with  well-anchored  traditions 


WHAT  ROY  TOBEY  OF  THE  2  T's  INTENDS  DOING 

WHEN  HE  BECOMES  MAYOR  AND  CZAR  OF  HAMILTON 
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A   Trudcll   &.   Tobey  advertisement   arranged   in    the    form   of    a 
newspaper  page,  and  in   which  he    discusses   topics  of    cur- 
rent   interest    in   a    rather   unique   way.   tactfuily    intro- 
ducing  information   about   his   goods. 

on  advertisement  construction  and  on  business-pulling  con- 
tents. The  specimens  which  stand  out  as  extraordinary, 
absolutely  ignored  drescribed  styles  in  tj'pe-arrangement, 
and  cut  loose  entirely  from  stereotyped  descr  ptions  and 
lists.  These  advertisements  discussed  almost  every  sub- 
ject under  the  sun,  but  throughout  it  all  there  was  a  well- 
defined  point  which  brought  the  people  nose  to  nose  with 
the  Two  T's.  It  was  not  the  kind  of  talk,  however  which 
leads  the  unsuspecting  reader  up  to  a  certain  point  and 
then  springs  the  unwelcome  boost.  The  advertisements 
run  on  Friday  nights  introduce  news  and  views  about 
things  of  local  interest  in  such  a  way  that  people  bought 
the  papers  to  read  that  particular  page  and  everybody 
knew  it  was  the  Two  T's  page.  No  attempt  was  made  to 
conceal  that  fact.  Newspaper  men  said  it  was  good  stuff, 
and  it  is  understood  that  it  increased  the  circulation  of 
one  paper  by  1,000  copies. 

Advertisements  Arranged  in  News  Page  Style. 
The  majority  of  theso  advts.  were  arranged  in  the  form 
of  a     page  of  news  matter.    For  example  the  top  of  one 
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^yfeHYMO: 

effect 


eWRONQ 
effect 


\  No  fanfare  heralded  the  advent  of 
Hymo,  but  quiet  demonstration  here  and 
there  amongst  tlie  few  who  know,  quick- 
ly secured  recoginition  of  its  intrinsic 
merits. 

\  As  surely  as  good  wine  needs  no  bush, 
so  Hymo  requires  no  puffing,  and  to-day 
stands  established  as  a  warm  favorite 
with  discriminating  tailors. 

\  To  have  achieved  such  success  in  so 
short  a  period  speaks  volumes. 

f  That  bete  noir  of  all  good  tailors,  the 
cockled    coat    front,    may    henceforward 


be  considered  as  obsolete  as  the  dodo. 
for  Hymo,  costing  only  as  much  as  hair- 
cloth and  canvas,  is  the  ideal  interlining. 
It  gives  firmness  to  fronts  and  shoulders, 
smartens  the  appearance  of  the  coat,  will 
not  shrink,  has  none  of  the  vices  so  pre- 
valent in  many  other  inter  linings,  and 
possesses  good  and  exclusive  features  of 
its  own. 

If  Those  wise  and  discriminating  tailors 
who  selected  Hymo  for  their  interlinings 
are  already  reaping  the  benefit  of  their 
wisdom. 


j>^       :— Y 


Cloths  made  from  horse-hair  have  a  rough  surface,  and  the  hair  must 
always  work  through.  Hymo,  being  made  from  specially-selected  soft 
hair  and  wool,  guaranteed  free  from  cotton,  has  none  of  these  disadvantages 

Hymo  has  no  stiffening,    is  unshrinkable,  and    retains   its 
spring   better  than    any  other    product    of    its    kind. 

GUARANTEED  NOT  TO  CURL. 

Obtainable  from  all  High-class  Wholesale  Houses. 

Look  forEthe  Trade  Mark  stamped  every  five  yards 
on  "Hymo"  Cloths.      None   genuine  without. 

Sole  Manufacturer 

JAMES    HYMANS 

(WHOLESALE  ONLY.) 

8  and  10  CRESCENT  MINORIES,  LONDON,  ENGLAND 
SAMPLES   ON  REQUEST 
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If  you  are  interested  in  Boys' 
Clothing,  write  for  Spring 
Catalogue,  just  out.  It  is  il- 
lustrated with  cuts  of  what 
w^e  make,  and  show^s  how 
well  they  are  made. 

Our  three  factories  are  busy 
all  the  time,  which  speaks  for 
itself. 

The  Jackson  Mfg.  Co. 

CLINTON,   ONT. 


Liven  up  your  Haberdashery 
Department   with    this    new 

"OXFORD" 

Necktie   Holder 

A    demonstration  of   it    will 
help    every  sale  you  make. 

It    oliminates   all  collar 
and  tie  difficulties. 


P2very  man  who  w.iiits  lie-s  or  collars 
is  a  possible  customer  for  the  "Oxford" 
if  you  have  one  to  show  him. 

Its  construction  and  operation  are  so 
simple  that  it  appeals  to  him  instantly. 

The  wearer  ties  his  scarf  upon  the 
Holder  to  suit  his  own  taste.  It  is  then 
always  neat  and  natty,  and  is  put  on  and 
taken  off  without  the  necesssity  of  tieing 
and  untieing'  the  scarf.  Simply  attach  the 
Holder  to  the  collar  button  and  the  trick 
is  done.  It  is  the  only  method  of  making 
a  quick  and  perfect  adjustment  of  the 
scarf  with  the  fold  collar. 

The  "Oxford  ''  is  finished  in  gold  plate 
and  put  up  in  a  neat  display  box.  It  re- 
tails for  25c.  Try  it  in  your  store.  Sam- 
ple 3  dozen  box  forwarded  to  responsible 
dealers. 

Order  now.     Price,  $1.75  perdoz. 

The  Oxford  Novelty  Mf^.  Co., 


Bad  View  Tia  Allachrd      145-147  Mulbtrr;  St..  Ntif  York. 
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page  was  traversed  by  this  heading  in  large  type  :  "What 
Hoy  Tobey,  of  the  Two  T's,  intends  doing  with  the  ofTicers 
and  members  of  the  police  force  of  the  city  when  he  be- 
comes Mayor  and  Czar  of  Hamilton." 

The  announcement  had  been  made  sometime  before 
that  when  the  business  of  the  store  reached  the  $2.50,000 
mark,  Mr.  Tobey  would  run  for  mayor.  The  page  referred 
lo  contained  stories  which  hinged  on  some  piece  of  police 
incident  or  history.  These  were  headed  and  arranged  in 
regular  newspaper  style,  and  each  one  tactfully  introduced 
some  information  about  men's  wear  lines  and  prices  at 
the  Two  T's.  One  heading  read  thus  :  "Great  changes  to 
be  made  in  Police  Force  Regulations.  Salaries  of  all 
wearers  of  the  uniform  to  receive  substantial  advances. 
New  chief  and  deputy  chief  to  be  appointed.  Benefit  fund 
to  be  put  on  a  sound  basis  and  retiring  allowances  to  be 
increased." 

Now,  coming  at  a  time  when  this  particular  subject 
was  being  much  discussed  this  heading  made  people  sit 
up.  The  subject  was  treated  in  a  serious  way  by  Mr. 
Tobey,  as  pro.spective  mayor,  and  in  working  up  to  com- 
ment upon  his  goods  he  proceeds  in  one  place,  as  follows  : 
"Now,   what  do  they  do  with  a  man  after  he  has  given 


TOBEY  WLLJLVV^  EAOURTiaE  LABELED 
WIEN  HE  i  MAYOR  AND  CZAR  OF  THIS  OTY 


ONE  TIME  WHEN  THKIEEN  :-^^-^-_' 

PROVED  A  UJDO.  NUMBER  ^^  1  j^.^ 


i^l  THE  KIND  OF  ADVEFTISmC 

>"■;■=  HOST  OTIES  DO  NOT  WANT 


.  a  QuU  W^  Du  K^i  Lwi  b  b  Ik  tio^  I  J.''Jr  '. 


]|^|. 


X  k^  Ud   H  lad«>  «^  Wm 


,      ^:f*^^ 

IP^. 

fi^^^^M.i 

& 

fl 

t     M ---/ 

^' 

Jt^ 

u 


Trviclell  «s  T,o)Ut.'>-  v^^^i? 


;TrutIf  11  &  Tofagy 


Another   Trudell    &  Tobey  advertisement   in   which   as   prospec- 
tive   mayor.    Mr     Tobey    states    what    his    proeram     will     be 
and    how    he    will    receive   larpc    American    manu- 
facturers   who   propose    locating    in  Hamilton. 

his  whole  life  which,  if  he  has  served  26  years,  means  102 
years  of  a  man  who  works  eight  hours  a  day?  They  turn 
him  loose  with  a  pension.  Sergeant  Pinch  will  draw  the 
hic;liest,  $280  a  year,  while  the  lowest  goes  to  constable 
Halliscy,  who  will  draw  only  $180  a  year.  There  is  one 
thing  these  men  may  do  if  they  want  to  make  a  little  ex- 
tra money.  They  should  come  to  our  stock-raising  sale 
and  buy  one  of  our  $20  and  .$25  suits  that  we  are  selling 
at  $14.25. 

Another  advertisement  had  this  heading  :  "Tobey 
will  not  take  the  job  of  Mayor  and  Czar  of  this  city  under 
$1,000  per  year,  as  he  will  need  $2,000  for  an  assistant 
with  a  front  for  glad  hand  act."  Then  follows  an  article 
in  which  the  qualifications  of  the  glad  hand  artist  are  de- 
tailed. "The  only  condition  that  this  man  gets  the 
job,"  runs  the  article,  "will  \w  that  he  must  first  buy  one 
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of  our  new  spring  hats,  a  Christy  at  $3  ;  or  the  Control- 
ler Special,  at  $2.50  ;  the  Board  of  Health  Special,  at  $2 
or  the  Alderman  hat,  at  $1.48."  On  this  page  is  introduc- 
ed a  number  of  panels  giving  prices  of  certain  lines. 

Discussed  Many  Subjects. 

It  was  in  advertisements  of  this  class  that  Mr.  Tobey 
discussed  in  a  gossipy  way  the  dog  situation,  Hamilton 
gas  question,  changes  in  the  school  system,  teachers' 
salaries,  Hamilton's  necessity  for  up-to-date  railway  sta- 
tions and  several  other  matters— all  done  in  such  a  way 
that  it  made  good  reading. 

To  perform  these  kind  of  advertisements  required  a 
considerable  fund  of  story,  a  distinct  literary  style,  and 
the  ability  to  make  unlikely  material  apply.  In  a  page 
discussing  local  school  problems,  the  inspectors'  report 
is  referred  to.  The  figures  are  given,  and  this  is  followed 
up  with  the  following  :— "Out  of  the  4,851  boys  attending 
the  public  schools,  there  are  many  who  are  not  wearing 
the  Two  T's  clothing.  Now  boys,  we  want  you  to  get 
onto  the  Two  T's  just  as  fast  as  you  can.  When  I  run 
for  Mayor  and  Czar  of  Hamilton  I  will  want  your  vote, 
but  I  will  want  your  trade  in  the  meantime  to  help  build 
this  business  up  to  two  hundred  and  fifty  thousand.  We 
have  a  splendid  boys'  department,  and  I  have  just  bought 
a  gross  of  IngersoU  watches  and  you  can  have  one  of 
them  or  a  Swiss  gun  metal  watch  with  every  suit  at  $5 
and  over." 

In  the  stories  relating  what  he  would  do  when  he  be- 
came mayor,  Mr.  Tobey  increased  the  salaries  of  teachers, 
firemen,  policemen,  and  other  officials,  and  his  advertise- 
ments were  in  this  and  other  ways  made  of  direct  inter- 
est to  all  classes.  It  was  something  unique  and  it  count- 
ed strongly  in  the  diverting  process. 

The  latest  departure  of  the  Two  Ts  is  to  attract  busi- 
ness from  Toronto.  An  advertisement,  is  placed  regularly 
in  one  of  the  Toronto  papers  announcing  that  on  purchas- 
es amounting  to  $9.95  and  over  the  store  will  refund  all 
railway  fare  over  25  cents,  from  Toronto  and  intervening 
points,  and  deliver  the  goods.  Not  only  has  this  attract- 
ed business  from  Toronto,  but  people  from  the  towns  and 
villages  intervening  have  taken  advantage  of  this  propo- 
sition. 

Mr.  Tobey  is  half  Scotch  and  half  Irish.  This  fact  is 
the  theme  of  a  picture  post  card  on  which  the  subject  is 
worked  up  in  a  half-and-half  costume.  The  Scotch  half 
appears  somewhat  gnarled  and  knotted  as  though  it  bore 
considerably  more  work  and  worry  than  the  well  fed  Irish 
half.  Mr.  Tobey  explains  that  the  Scotch  half  does  the 
buying  and  the  smooth-looking  Irish  half  the  selling.  Even 
this  postcard  has  brought  business. 

Turns  Stock  Over  Three  Times  a  Year. 

The  stock  of  the  Two  T's  is  turned  over  three  times 
a  year  and  the  advertising  amounts  to  something  like  five 
per  cent,  of  the  turnover.  This  is  a  high  average  but  the 
outlay  is  well  directed. 

Freak,  but  Necessary. 
"I  do  not  hesitate  to  say,"  remarked  Mr.  Tobey, 
•'that  much  of  our  advertising  has  been  of  the  freak  or- 
der. There  is  no  incident  that  we  cannot  take  up  and  dis- 
cuss it  with  some  advantage  in  our  advertising.  We  found 
that  it  paid  us  a  short  while  ago  to  take  up  the  inter- 
ests of  a  man  who  came  to  this  country  specifically  to 
work  on  a  farm.  He  found  it  more  profitable  to  work 
at  his  trade  but  the  immigration  people  got  after  him, 
made  trouble  and  to-day  he  is  working  out  the  specified 
time  on  a  farm.  We  took  this  man's  case  up  in  our  ad- 
vertisements, aroused  much  sympathy  and  secured  assist- 
ance for  him.  These  things  attract  attention  in  our  direc- 
tion, but  mind  you,  had  we  a  good  location,  we  would  do 


nothing  but  straight-away  orthodox  advertising.    As  it  is, 
we  have  to  step  out  of  the  beaten  path." 

How  Sales  Records  are  Kept. 

The  system  of  sales  records  adopted  by  the  Two  T's 
gives  complete  returns  regularly  and  is  also  a  correct  in- 
dex to  the  condition  of  the  stock.  Each  department  of 
the  store  is  indicated  by  a  distinctive  letter  which  is 
written  in  by  the  salesman  for  each  sale,  together  with 
the  necessary  description  of  article  sold  and  the  price. 
These  slips  all  go  to  the  office  and  the  information  there- 
on so  entered  in  the  books,  that  they  will  show  the  efiect 
upon  stock  and  daily  sales.  It  is  possible  to  tell  the 
amount  of  sales  at  the  end  of  each  day,  and  at  any  time 
a  comparison  of  one  season  may  be  made  with  another. 
It  serves  as  an  excellent  stock  thermometer  and  compar- 
ed with  the  returns  at  stock-taking  the  difierence  is  very 
slight. 

Mr.  Tobey  is  a  personal  friend  of  J.  F.  Cairns,  the 
Saskatoon  merchant,  who  has  from  time  to  time  intro- 
duced, with  good  results,  a  line  of  advertising  somewhat 
similar  to  that  adopted  by  Mr.  Tobey  in  the  Hamilton 
store.  Both  are  close  students  of  the  psychological  mo- 
ment, the  local  point  of  view  and  the  go-a-little-further- 
than-the-other-fellow  idea  as  applied  to  advertising— and 
they  have  found  it  worth  while. 

With  regard  to  the  success  of  his  advertising  and 
merchandising  methods,  Mr.  Tobey  estimates  that  dur- 
ing the  month  of  October  they  made  a  sale  to  one  in 
every  twenty-five  of  Hamilton's  population,  that  they 
went  considerably  beyond  that  in  November  and  will 
be  ahead  of  that  in  December. 

Two  extra  special  sales  are  held  during  the  year — 
one  in  January  and  another  in  July  each  of  which  places 
the  stock  in  good  condition  of  the  approaching  new 
season.  There  is,  however,  some  special  feature  at  the 
store  eveiy  Saturday,  and  it  is  strongly  advertised  on 
Friday.  There  are  some  who  hold  that  people  get  tired 
of  these  continued  sales,  but  the  experience  of  Mr.  Tobey 
is  that  if  the  people  are  given  good  values,  they  will 
come  and  "come  good"  every  time. 


JCrisp  Advertisement  Paragraphs. 

They  fit  and  they're  fit  for  you.  A  little  bit  better, 
not  a  little  bit  more. 

Clothing  that  avoids  conspicious  extremes,  yet  meet 
all  the  demands  of  fashion. 

When  you  see  these  elegantly  fitting  garments,  no 
further  argument  will  be  necessary. 

Keep  warm  and  comfortable  this  winter.  It's  easy — 
just  a  question  of  getting  the  right  undergarments. 

These  cravats  cost  only  fifty  cents,  but  they  cannot 
be  surpassed  in  beauty  and  exclusiveness  of  pattern  at 
any  price. 

Because  the  hat  is  the  most  conspicuous  article  of 
men's  attire,  its  selection  should  receive  the  most  careful 
consideration. 

A  good  coat  must  have  "character" — as  well  as  the 
man  inside  it.  And  the  one  is  almost  sure  to  be  indicat- 
ive of  the  other. 

You  young  men  in  college,  in  high  school,  in  busin- 
ess— everywhere — ^have  a  right  to  indulge  a  taste  for 
clothes  that  show  your  aggressive  personality.  Individual- 
ity is  your  ideal  in  clothes. 

Expression  is  to  clothes  what  flavor  is  to  food — the 
spice  and  piquancy.  It  is  more  ithan  style — more  than 
fit.  It  is  personality-in-cloth  which  can  only  be  conferred 
by  tailored-to-measure  garments. 
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umRUumiE 
NDERWEAR 


This  sheep    trade    mark  is  well 
known     as  the    symbol    of    the 
strongest  guarantee   back  of  any 
line  in  the  Underwear  business. 
We  seldom  have  to  fulfill  the  terms  of  our  guar- 
antee— to  replace,  at  our  own  expense,  any  CEETEE 
garment    that    shrinks — for    the    simple    reason    that 
CEETEE  garments  never  shrink. 

The  one  thing  that  induces  us  to  maintain  our 
guarantee  is  the  certain  knowledge  that  CEETEE 
garments  are  perfect  in  every  respect. 

Sell    "Ceetee' — the  guaranteed,   well    advertised 
line  that  pleases  the  people  and  pays  you  good  profits. 
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The  Great   Cap 
Makers  of  Canada 

Let  your  Caps  for  Fall  1911  be  made  by  men  specializing  in  Men's 
Caps  only;  who  have  devoted  their  full  time  for  years  in 
perfecting  caps  and  raising  their  standard  of  excellence  until 
to-day,  when  a  nice  cap  is  as  important  in  a  man's  wardrobe  as 
a  pair  of  drawers. 


EASTERN  KNIT  BAND 

(PATENT      NT    IO<iaO  ) 

DOES  NOT  BIND  LIKE.   FUR  BAND, 
YET  WARM    «  COMFORTABLE. 


Only  a  staple   shape  shown  with  the 
Patented  Inside  Band,  which  in 
future  is  guaranteed  against 
cold   in   any   climate. 


A    Summer    Golf    which    will   be    in 

great  demand  next  Spring  and 

Summer,  and  will  be  shown 

by  our  travellers  for 

assorting. 


Things  Worth  Remembering— 

If  the  Eastern  Originated  and  Patented  the  Leather  Shield 
for  Summer  Golf  Caps  and  the  Knitted  Inside  Band  for  all 
kinds  of  Winter  Caps,  both  of  which  nearly  all  competitors 
are  now  trying  to  imitate  and  copy,  which  is  a  fair  admission 
that  these  inventions  are  O.K.,  why  should  you  not  wait  to 
see  what  we   will   have   to  show  you   for   Fall   1911? 

Our  Travellers  are  supposed  to  visit  every  town  in  Canada. 
Should   they  fail   to  see  you,  please  write  us. 

Eastern  Hat  &  Cap  Mfg.  Co., 


Limited 


Truro, 


Nova   Scotia 


NO  TE — Should  any  ?fierchant  have  a  prejudice  against  Knitted  Bands, 
re?nember  we  have  an  equally  strong  range  of  Furs^    Seals,  Etc. 
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Stories  From  Day's  Work  Tell  How  Sales  are  Lost  and  Won 


Incidents  With  Practical  Point  Described  by  Members  of  the  Staff  —  Im- 
portance of  Knowledge  of  Stock  —  Remember  Names  and  Faces  —  Be 
Careful   With    the   Children 


The   Welcome   Will    Make    or    Mar    a     Sale. 


THERE  is  little  excuse  for  ignorance  of  stock  con- 
dition or  location,  in  a  men's  store.  It  often 
loses  a  sale,  and  in  no  event  does  it  help  the 
store's  reputation. 

"Sell  me  a  pair  of  gloves,  and  do  it  quick,"  said  a 
husky  looking  individual  to  a  boy  behind  a  counter  that 
was  covered  with  holiday  lines. 

"What  kind  would  you  like?"  asked  the  salesman 
meekly. 

"Do  I  look  like  a  suffragette  or  a  man  who  wears 
silks?"  returned  the  individual.  "What's  them  there?" 
pointing  to  a  box  full  of  lined  Capes. 

"They're  $1.50  a  pair,"  replied  the  boy,  picking  out 
a  bundle  of  eights,  and  handing  them  to  the  man. 

"Say,  I'm  not  buying  for  my  wife,  you  know,"  said 
the  customer,  whose  four  fingers  just  about  took  up  all 
of  the  space  in  the  glove  he  tried  on.  The  man  knew 
what  size  he  wanted,  and  told  the  clerk.  The  latter 
ducked  under  the  counter,  fussed  among  some  boxes,  ran 
through  the  gloves  strewn  on  the  counter,  and  finally 
hustled  off  to  the  head  of  the  section  to  ask  if  they  had 
such  a  size. 

"Certainly,"  said  the  head,  "they're  down  there 
somewhere,"  pointing  to  a  spot  in  front  of  the  customer. 

More  fussing  in  the  boxes,  failure  to  find  the  gloves, 
return  trip  to  the  head  of  the  section,  united  search,  dis- 
covery of  the  gloves  in  another  part  of  the  fixtures.  Ten 
minutes  had  been  wasted  looking  for  the  gloves  wanted. 
Then  when  they  were  located  and  placed  on  the  counter, 
the  salesman  was  pained  to  find  that  his  customer  had 
disappeared. 

Thiti  was  an  actual  occurrence  in  one  of  the  large  city 
departments,  but  it  will  serve  to  prove  to  any  merchant, 
no  matter  how  limited  his  field,  that  a  sales  force  familiar 
with  the  stock  is  the  big  factor  in  efficiency  of  service. 


Keep  Posted  on  Names  and  Faces. 

Every-day  experiences  prove  that  the  merchant  or 
salesman  who  knows  the  greatest  number  of  customers 
by  name  is  adding  to  his  selling  ability.  In  smaller  places 
this  is  more  easily  possible  than  in  the  large  cities,  but 
the  fact  that  salesmen  there  find  it  to  work  to  advantage, 
stamps  it  as  an  excellent  idea. 

"We  have  always  endeavored  to  encourage  among  our 
staff  alert  memories  in  the  matter  of  names  and  faces," 
said  a  men's  wear  merchant.  "The  other  day  a  young 
woman  entered  the  store  and  intimated  somewhat  ner- 
vously that  she  wanted  to  buy  some  men's  heavy  under- 
wear. She  was  evidently  embarrassed  about  it,  and  the 
clerk  very  tactfully  learned  from  her  that  she  wanted 
a  suit  of  very  soft  wool.  Suit  after  suit  was  shown  her, 
but  that  she  had  some  idea  what  she  wanted  was  evident, 
for  after  running  her  hand  over  garments  she  still  asked 
to  be  shown  "something  softer." 

"  'You  see'  she  said  'my  husband,  Mr.  Watts,  is 
away  on  the  road,  and  as  it  has  turned  very  cold  I  thought 
I  would  see  what  I  could  do  about  buying  some  heavy 
underwear  for  him.' 

"Now,  Watts  was  a  regular  customer  of  ours.  All  the 
clerk  knew  him,  and  as  soon  as  this  salesman  heard  his 
name  mentioned  he  stated  that  he  knew  exactly  the  kind 
of  goods  Watts  wanted. 


"That  particular  brand  of  underwear  had  not  been 
shown,  as  it  happened,  and  when  it  was  described  as  'the 
kind  he  always  wore,'  his  wife  took  it. 

"You  see,  we  knew  they  had  been  recently  married, 
and  the  young  wife  was  so  successful  at  buying  under- 
wear, that  Watts  depended  upon  her  judgment  for  other 
things.  Of  course,  we  knew  Watts'  likes  and  dislikes  so 
well  that  we  could  help  her  out  in  many  of  her  selec- 
tions." 

Don't  Try  to  be  Funny. 

"Wish  you  would  say  something  to  salesmen  about  the 
indescretion  of  those  time  worn  jokes  pertaining  to 
mothers-in-law  and  the  like,"  said  a  men's  wear  mer- 
chant. "There  are  young  men  who  seem  to  think  they're 
smart  when  they  spring  one  of  those  gags  in  the  presence 
of  a  customer.  It's  not  smart;  it's  fresh.  There  are 
men  who  resent  that  sort  of  thing,  or  any  hint  to  the  effect 
that  they're  not  the  whole  works  about  their  own  home. 

"A  man  whom  I  should  judge  would  be  about  45, 
entered  the  store  the  other  day.  I  had  been  talking  to 
my  salesmen  shortly  before  about  the  importance  of  en- 
thusiasm, but  the  man  who  took  this  customer  thought  I 
meant  something  else.  He  showed  the  visitor  a  suit  that 
pleased  him.  Tried  the  coat  on  and  it  was  an  excellent 
fit.  I  could  see  that  the  sale  was  as  good  as  made  when 
the  salesman,  putting  his  hand  familiarly  on  the  shoulder 
of  the  man  said:  'Why,  your  own  wife  won't  know  you  in 
that  suit.'  The  customer  didn't  say  a  word.  I  could  have 
shrunk  through  a  crack,  for  I  knew  that  for  six  months 
the  man  and  his  wife  had  been  estranged,  and  were  not 
living  together.  He  took  the  suit  and  paid  for  it,  but 
we  haven't  seen  him  since. 

"The  attempt  to  be  funny  might  have  cost  the  store 
the  one  sale;  certainly  it  explains  why  the  man  has  never 
returned.  The  respectful  clerk  is  one  who  knows  his  own 
business  and  keeps  out  of  the  pantry  where  other  people 
store  their  ghosts." 

V 

Be  Careful  with  the  Children. 

The  children  are  not  to  be  trifled  with.  Anything  that 
is  said  in  their  hearing  is  sure  to  be  repeated.  Therefore 
when  they  enter  a  store  on  an  errand  for  "dad"  they 
are  entitled  to  careful  treatment. 

"Dad  wants  a  fifteen-and-a-half  collar  same  as  this," 
said  a  counter-high  youngster,  entering  a  furnishings 
store,  and  put  a  rather  dirty  looking  collar  down  in  front 
of  the  salesman. 

The  latter  picked  up  the  collar,  sniffed  at  it,  and  turn- 
ing to  a  clerk  beside  him  said,  "I  wonder  how  long  old 
man  Jones  has  worn  this  here  collar.  Didn't  know  he 
was  driving  a  coal  wagon." 

The  boy  heard  all  this,  and  it  was  not  a  great  while 
after  that  the  merchant  called  the  salesman  into  the 
office,  and  asked  him  what  he  had  said  to  him  when 
he  asked  for  the  collar. 

It  was  some  moments  before  the  salesman  remembered 
just  what  had  been  said.  The  remark  about  the  clean- 
liness of  the  collar  had  been  so  thoughtlessly  uttered  that 
it  had  been  all  but  forgotten. 

"Do  you  know,"  said  the  merchant,  "that  your  little 
talk  about  Jones'  collar  and  the  coal  wagon  and  all  that 
has  cost  us  a  good  customer  f" 

It  was  a  lesson  wliich  the  salesman  Lever  forcot. 
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For  "CHESTER"  Semi-elastic  Suspenders— $4.50 
a  dozen  for  the  all-elastic  model.  At  these  prices 
"  CHESTER  "  Suspenders  are  as  good  a  money- 
maker as  a  men's  furnishing  store  can  have.  They 
are  big  sellers,  and  steady  all-the-year-round  sellers 
because 

CHESTER 

SUSPENDERS 


have  good  stuff  in  them  and  give  the  wear.  Made 
practically  wear-proof  by  patented  fabric  ends — 
chemically  toughened  Wear  Points  and  solid 
woven  inserted  back  button-holes.  You  can  sell 
"  CHESTER  "  Suspenders.  We  help  you,  too,  by 
advertising  them. 

Send  for  a  sample  dozen  $4.25  for  the  semi- 
elastic  model — $4.50  for  the  all-elastic.  Order  from 
our  factory  at  Brockville  or  from  the  Winnipeg 
Warehouse. 


chester  line 
guarante'ed 


HALLS,    LIMITED 


Manufacturers 
BROCKVILLE,  ONT. 


FULL  STOCK  CARRIED  AT  OUR  WINNIPEG  WAREHOUSE.  148  PRINCESS  ST 
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Salesmen    Relate    Experiences   With    Elusive   Customers 

Comment  and   Helpful    Criticism    in    Connection  With    The   Review's  Compe- 
tition -  Where     Circumstances    Alter     Cases  -  Western     Form    ol     Address 
Suggestion    as    a    Sales    Winner  -  A     Veteran    Clothing     Mans    Opmion. 


FUO.M  one  end  of  Canada  to  the  other  have  come 
leplies  to  tlie  salesmanship  problem  depicted  m 
the  November  Dry  Goods  Review.  As  announced, 
these  contests  will  be  made  a  regular  feature. 
and  are  to  appear  in  the  mid-monlh  numbers  of  the  paper, 
•md  from  time  to  lime  in  the  men's  wear  section.  It 
is  evident  that  sales  people  appreciate  the  opportunity 
tims  o-iven  to  express  themselves  upon  these  problems,  and 
the  replies,  therefore,  represent  a  very  helpful  range  of 
practical  opinion.  ,  .  .  . 

Naturally,  there  has  been  some  kindly  criticism  with 
reference  to  Ibe  decision  of  the  judges  in  the  December 
number      The  problem  is  one  in  which   different  circum- 
stances play  an   important  part.     In  awarding  the  first 
prize,  the  object  of  the  judges  was  to  select  an  answer 
which  indicated   absolutely  no  influence  of  circumstance, 
but  one  which  sought  to  overcome  the  problem  by  sales- 
manship based  on  the  actual  merit  of  the  goods.     Then,  ■ 
tlie  words  in  which  the  case  was  presented,  the  likelihood 
of     the     appeal     to     break     down     every     objection     m 
the    customer's    mind,    the    tact,    originality,    resourceful- 
ness of  the   salesmen,  were   taken  into   consideration   m 
selecting  replies   which,   in   the  mind   of   the   judiges.   at 
least  appeared  to  be  entitled  to  first  place. 
Problems  of  Location. 
11    may    be    that    with    circumstances    fresh    in    their 
naud  which  convinced  them  of  the  merit  of  their  replies, 
tliere  are  salesmen  who  will  hardly  agree  with  the  decis- 
ion     One  man,  for  example,  states  that  m  his  town  the 
hotel  at  which  the  majority  of  the  farmers  stay  on  Sat- 
urdays is   k)catcd   nearer  to  his  store  than   it  is   to  his 
competitor's      Tn  hunting  about  for  best  values,  as  farm- 
ers will  often  do,  many^of  them  first  go  to  the  nearest 
store    and  often  seeing  what  they  can  do  there,  pass  on 
lo    the    other   store.      Should  they   find   the    same   values 
there   some  of  them  overlook  the  promises  they  may  have 
made'  to  "come  back   after  looking  around,"  and  make 
purchases  in  the  second  store.    Tn  such  a  case  as  this,  it 
would  be  unfair  to  say  that  the  salesmanship  in  the  first 
store  is  defective,  or  that  the  salesmanship  in  the  second 
store  is  superior.    Tt  is  one  of  those  problems  of  location 
in  which  the  merchant's  personality,  the  efficiency  of  the 
staff,  the  fine  reputation  of  the  store  and  its  stocks,  will 
hold'a  full  share  of  the  Irade,  as  it  is  doing  in  this  case. 
Doesn't  Like  these  Words. 
Another  critic  exin'esscs  objection  to  the  words    "Just 
a  moment,  friend,"  with  wliich  the  first  prize  man  again 
starts  after  the  customer. 

Considering  that  the  reply  is  somewhat  representative 
of  western  salesmanship,  the  criticism  should  not  be  look- 
ed upon  as  very  important.  A  salesman  in  the  older 
parts  of  Ontario  or  in  the  Maritime  provinces  might  not 
address  a  customer  thus.  In  equalizing  matters,  there- 
fore the  judges  gave  the  words  no  consideration.  They 
merely  suggested  the  greater  elasticity  of  personal  ap- 
peal, so  typical  of  the  West.  Of  course,  the  words  could 
be  so  used  as  to  increase  the  customer's  anxiety  to  get 
away  from  the  salesman.  A  strenuous  objectiou  to  such 
a  form  of  address  might  liave  been  entered  had  the  sales- 
man immediately  set  to  work  and  exhibited  more  clothes, 
oi'  presented  some  new  proposition,  but  he  didn't.  He 
merely  followed  the  words  up  with  an  argument  on  the 
merit   of  the  goods,  calculated   to  convince  the  man   of 


tile  fallacv  of  looking  elsewhere,  or  lo  give  him  some- 
thinu-  that  would  stick  to  him  when,  confronted  with  sim- 
ilar "values  in  another  store,  he  would  come  to  the  point 
where  he  must  make  up  Ids  mind.  The  salesman  had  to 
say  something  that  w.uild  >ink  in.  Used  in  a  western 
store  and  bv  a  judicious  clerk,  as  this  man  evidently  is. 
the  objection  to' the  four  words  cannot  be  considered  as 
detracting  from  the  effectiveness  of  the  reply. 

Suggestion  Did  It. 

llhislralive  of  tiie  value  of  resourcefulness  in  meeting 
.objections  raised  by  customers  is  the  experience  of  Mr. 
Hall,  of  The  J.M.  Young  Co.,  Brantford,  Ont.  It  has 
a  direct  bearing  on  the  salesmanship  contest  in  the 
November  issue  of  The  Review,  and  the  incident  shows 
how  Mr.  Hall  successfully  met  the  objection  that  the 
customer  could  not  find  in  his  stock  the  goods  she 
wanted. 

A  woman  came  in  and  asked*  Mr.  Hall  if  he  would 
show  her  some  Wilton  carpet  which  she  wanted  for  a 
special  purpose.  He  took  her  to  the  carpet  department 
and  explained  that  while  they  had  no  Wiltons,  they 
had  a  good  line  of  Brussels  and  Tapestry,  and  asked  her 
if  she  would  not  look  at  some  of  them.  She  was  deter- 
mined, however,  that  what  she  wanted  for  this  particular 
purpose  was  a  Wilton,  and  would  not  take  anything  else. 
He  saw  that  she  had  made  up  her  mind  to  this,  and  she 
was  just  leaving  the  store  to  look  some  place  else  when 
he  said  to  her,  "Well,  possibly  you  will  be  requiring  some 
carpet  for  some  of  your  other  rooms."  She  replied  that 
she  was  thinking  of  getting  some  others,  and  he  sug- 
gested that  she  might  look  at  them  while  she  was  in  the 
store,  to  which  she  agreedi.  She  bought  carpet  for  two 
rooms,  and  then  he  asked  if  she  would  not  look  at  some 
curtains,  which  she  did.  The  result  was  that  before  she 
left  the  store,  she  had  Ijought  .$100  worth  of  carpets  and 
curtains.  The  probabilities  are  that  had  she  left  the  store 
without  liim  making  the  suggestion  referred  to  above. 
she  would  not  only  have  bought  the  Wilton  carpet  some- 
where else,  but  also  the  other  carpets  and  curtains,  and 
he  would  have  lost  a  splendid  sale. 

In  dealing  with  customers  it  pays  to  have  a  head  on 
one's  shoulders,  and  to  use  it  in  the  way  suggested  by 
this  incident. 

That  Pleasant  Smile  Again. 
One  men's  furnisher  writes  as  follows  to  The  Dry 
Hoods  Review:  "Your  salesman's  competition  has  aroused 
remarkable  interest  among  my  clerks.  They  have  dis- 
cussed your  problems  enthusiastically,  and  two  of  them 
have  sent  tou  replies.  Heretofore  it  has  been  very  dif- 
ficult to  get  them  to  express  themselves  on  matters  of 
this  kind.  One  of  my  salesmen  went  so  far  as  to  ask 
a  customer,  who  is  a  good  friend,  how  he  would  prefer 
to  be  treated  under  circumstances  described  by  The  Re- 
view, and  the  man  replied  that  he  would  like  to  feel  that 
he  still  had  some  personal  liberty  left.  He.  however,  re- 
lated an  experience  which  shows  that  there  is  a  sales- 
manship which  makes  a  selling  impression. 

"That  man  had  gone  with  his  niece  to  help  to  select 
a  new  suit.  She  went  to  two  ready-to-wear  departments, 
in  neither  of  which  did  the  salespeople,  on  learning  that 
she  was  considerably  in  doubt,  display  any  great  inter- 
est. Finally,  slie  entered  a  department  where  a  bright- 
looking  young  woman   took  us  in  charge.     By  that   time 
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my  niece  was  pretty  tired  and  had  decided  not  to  buy 
that  day.  She  told"  the  clerk  that  she  didn't  intend  to 
buy.  'That's  all  right,'  said  the  young  woman.  'We  are 
here  to  show  you  the  .garments.  You  needn't  buy  to- 
day, you  know,  but  probably  I  can  show  you  something: 
that  may  suggest  what  you  want.'  The  saleslady  showed 
us  several  garments,  never  losing  her  pleasant  smile.  My 
niece  did  "ot  buy  that  day,  but  the  fact  did  not  affect 
the  cheerful  disposition  of  the  clerk.  When  we  left  slie 
said,  'Now,  you  many  not  come  back  again,  but  if  you  do, 
I  should'  appreciate  it  if  you  remembered  my  number.' 
Several  days  afterwards  he  met  his  niece  and  asked  her 
about  the  suit.  'Oh,'  she  said,  'I  went  back  to  that 
bright  young  woman  in  So-and-So's  store,  and  had  her 
show  me  some  garments  again,  and  T  bought  one  that  I 
took  a  fancy  too.'  " 

"That,"  writes  the  merchant,  "is  the  kind  of  sales- 
mansliip  that  counts.  Cheerfulness  and  courtesy  are 
two  of  the  greatest  factors  in  selling  goods."- 

Buyers  and  Liars. 

The  head  of  a  large  men's  clothing  department,  dis- 
cussing the  problem,  said:  "The  salesman  should  go  on 
the  proposition  that  all  men  are  buyers,  and  that  a  good 
few  of  them  are  liars.  People  who  say  they  want  to 
look  around,  don't  always  mean  it.  If  the  salesman 
knows  his  business  he  will  make  an  impression  on  that 
man's  mind  that  would  stick,  at  the  same  time  giving 
him  to  undierstand  that  it  is  his  privilege  to  buy  wherever 
he  pleases.  One  sees  more  of  that  in  the  very  large 
cities  than  elsewhere.  We  know  perfectly  well  that  many 
of  tlie  sales  here  are  made  to  men  who  have  come  in 
from  some  other  store  and  have  seen  something  that 
suited  them  better.  The  other  store  has  the  same  experi- 
ence.    The  mule  kicks  both  wavs. 
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You  will  find  you  have  a 
winning  hand  when  you  are 
selling 

Deacon  Shirts 

because  looked  at  any  way 
you  like  they  are  the  best 
possible.  The  seams  are 
double  stitched,  buttons 
securely  sewn,  and  body 
cut  large  and  roomy.  Every 
shirt  guaranteed  free  from 
defects. 

Deacon  Shirt  Co., 

Belleville,         \-  Ontario 
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You  must 

have 

"Cravenette" 

Shower -proofs 

for  wet 

weather ; 

they  are 

waterproof 

and  hygienic 

because 

porous. 


Rec°  Trade  Mark 

proofed  by 

The  '<^mvenet!cZ°-  L^? 


Fafsimilo  of  stamp  on  back 
of  VJeiiuino  Liootls, 


You   can  wear 

them  for 

fine  weather, 

because 

they  are 

smart  and 

fashionable. 

Dust-proof 

as  well  as 

shower-proof. 


TO     BE     OBTAINED     FROM     ALL     LEADING     DRAPERS 

IN  CASE  OF  ANY  DIFFICULTY,   PLEASE  ^VRTTE  TO 

The  CRAVENETTE  CO.,  LTD.,  BRADFORD,  YORKSHIRE 

(Proofors  to  tlu-  Truile.) 
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Correct  Style  in  Jewelry 

Should    Never     Give     Appearance    of     Flashiness 
—  Accessories  for  Evening  and  Day  Wear. 

There  are  few  men's  wear  dealers  or  frunishers 
tliioiij;lioiit  the  country  who  do  not  find  it  helpful  and 
profitable  (o  carry  a  fair  rang-e  of  dress  accessories  in  the 
shape  of  jewelry.  Scarf  pins,  shirt  studs,  fancy  vest 
buttons,  cuff  links,  collar  buttons,  and  some- 
times watch  chains  and  fobs,  constitute  a 
line  which  can  often  be  handled  to  advantage 
in  the  men's  w'ear  store  and  department.  The  dealer  is 
often  consulted  as  to  the  correct  thing  for  every  occasion 
in  this  line,  and  if  he  is  in  a  position  to  make  an  author- 
itative statement  in  the  matter,  it  sometimes  means  a  sale. 
It  is  a  problem  which  calls  for  refined  taste  and  nice  dis- 
crimination, for  while  a  man  may  be  faultlessly  arrayed 
in  the  matter  of  clothing,  an  injudicious  display  in  jewelry 
will  often  act  as  a  discordant  note  in  the  sartorial  sym- 
phony. 

Jewelry  for  Evening  Dress. 

"Small  pearls,  while  still  widely  in  vogue,  are,  how- 
ever, not  the  only  style  of  studs  correct  for  evening  wear. 
nor,  while  thoroughly  good  form,  can  they  be  called  the 
smartest.  Little  wiiite  crystals  without  metal,  except  at 
the  back,  are  among  the  latest  fashions,  and  one  may  find 
some  pretty  simple  designs  in  pearl  and  gold-thread  ef- 
fects, and  in  moonstones  and  enamels  to  match  waistcoat 
buttons  and  cuff  links. 

"The  colored  jewels,  such  as  ametliyst  and  turquoise, 
as  well  as  baroque  pearls,  are  also  somewhat  used — the 
foi'mer  sometimes  set  in  small  heart-shaped  settings  of 
dull  gold,  or  in  little  square  or  diamond  shapes — 'but  the 
more  simple  the  design  the  better,  and  generally  speaking 
the  colored  gems  are  not  to  be  advised. 

"In  spite  of  the  fact  that  jeweled  waistcoat  buttons 
have  become  so  popular  that  sets — imitation  and  otlier- 
wise — are  sold  at  all  the  haberdashery  shops  and  jewelry 
stores,  they  remain  a  broad  fashion.  On  the  other  hand, 
that        they        liave         lost         caste        is        undeniable. 

M 
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and  I  am  inclined  to  believe  that  the  crystals,  the  mother- 
of-pearl  with  gold  thread,  the  moonstones  or  the  buttons 
of  the  waistcoat  materia!  are  the  smartest  from  the  con- 
servative standpoint. 

"However,  the  amethysts  cut  in  crystal  form,  without 
metal  I'ims,  are  ultra-fashionable,  and  the  mothei-of-pearl 
set  with  ^mall  pearls  are  not  only  good  in  fashion  but 
in  style.  Though  old  in  idea,  it  is  pretty  to  have  the  cuff 
links  match  the  buttons,  and  one  can  almost  always  find 
them  in  sets,  or  get  somctliing  so  nearly  the  same  in  design 
as  to  correspond  well. 

"Watch  chains  or  guards — at  least  visible  ones^are 
not.  as  a  rule,  worn  with  full  evening  dress,  and  althougli 
the  simple  black  silkril)b(iii  fob  with  seal  is  quite  frequent- 
ly seen,  I  think  it  unadvisablo.  And  so  the  only  other  ar- 
ticles for  evening  that  can  be  classed  as  jewelry,  with  the 
exception  of  rings,  are  the  small  clips  of  gold,  set  with 
very  small  pearls,  to  keep  the  tie  from  slipping  up  on  the 
standing  collar.  AVitli  the  dinner  coat  the  studs,  buttons 
and  jewelry  in  general  should  be  less  elaborate  than  with 
the  full  dress  suit. 

Jewelry  for  General  Day  Dress. 

"Because  soft  front  plain  or  plaited  shirts  with  but- 
tons on  them  are  now  so  much  more  genei'ally  worn  than 
the  stiff,  except  for  formal  afteinoon  dress,  one  has  little 
use  for  studs,  and  undoubtedly  those  of  best  style  are  of 
plain  gold,  although  there  is.  of  course,  no  objection  to 
gold  set  with  very  small  pearls. 

"Plain  gold  cuff  links,  oval  in  shape,  flat  on  top  and 
sharply  cut  with  monogram,  are  alwaj's  good  style,  for 
day  dress,  but  one  may  wear  the  simple  semi-precious 
jewel  (enamel  or  jade)  styles  to  match  shirts,  or  scarf- 
pins,  and  for  distinct  outing  dress  the  designs  may  be 
of  the  sporting  character. 

"As  has  been  said,  the  single  pearl,  with  or  without 
small  jewel  below  it.  is  the  acme  of  good  style  in  scarf- 
pins,  but  there  ai'e  so  many  pretty  designs  ranging  in 
pi-ice  from  $5  to  $2.5  that  the  choice  is  unlimited.  The 
simple  ovals  of  gold  with  semi-precious  stones  to  matcli 
neckties  and  shirts,  are  generally  good,  and  there  are 
hundreds  of  pretty  twists  of  gold  with  small  jewels  and 
hundreds  of  simple  conventional  designs."' 


Nciit  background  f  jr  lial  or  furiiisliings  display.     Frnmework  covered  smooth  with  felt,  earnishod  with  few  sprays  of 
oranee  blossoms  at  top.     SuBBCstion  by  J.  A.  McNabb. 


DETAILS  OF  MALE  ATTIRE  FOR  ALL  OCCASIONS  OBTAINED  FROM  AUTHORITATIVE  SOURCES 
AND    CORRECTED    FROM    TIME    TO    TIME    IN    ACCORDANCE   WITH    CHANGE    OF    VOGUE 


Evening  Dress — Formal 

Weddings,  Dinners.  Receptions 
Theatre  or  Dance 

Overcoat— Light-weiglit  black  Chesterfield, 
opera  cape  or  Inverness.  Coat — Swallowtail 
of  vicuna  or  dress  worsted,  with  lapels,  silk- 
faced  to  the  edge.  Waistcoat — White  fancy 
silk  or  white  wash  material.  Trousers — Same 
material  as  coat,  with  silk  braid  down  out- 
seam.  Collar — Poke,  wing  or  band,  cuffs 
with  square  or  round  corners.  Shirt — Plaiu 
linen  or  pique,  stiff  bosom,  with  one  or  two 
studs.  Cravat — White,  of  silk,  pique,  liuen  or 
canil)ric.  Gloves — Wliite  glace  kid  or  white 
silk.  .lewelry — Pearl  links  and  studs  to 
match.  Ilat — Black  silk  or  opera  hat.  Foot- 
wear— Patent  leather  pumps,  with  black  silk 
or    lisle   socks,    plain    or   self-clocks. 


Evening  Dress — Informal 

Informal  and  Home  Dinners 
Club  or  Stag 

Overcoat — Light-weight  evening  coat  of 
Chesterfield  of  black.  Coat — Dinner  jacket  in 
plain  or  self-striped  black;  swallowtail  if 
worn  with  black  waistcoat  and  tie.  Waist- 
coat— Same  material  as  coat  and  bound  with 
braid  if  desired.  Trousers — To  match  coat, 
outseams  plain  or  braided.  Shirt — Plain 
dress  shirt  or  pleated  bosom.  Collar — Wing 
and  band;  double  styles  are  often  worn. 
Cuffs  —  Single  or  double.  Cravat  —  Black. 
Gloves  — •  White  buckskin  or  pale  grey 
suede.  Jewelry  —  Pearl  or  gold  cuff 
links  and  studs  to  match.  Hat — Derby  or 
soft,  black  tuxedo.  Footwear — Pumps  or  pat- 
ent low  shoes,  bluchers  or  bals.  Black  silk 
or  lisle  half-hose,  white  shot  or  white  clocks. 


Day  Dress — Formal 

Aflernooa  Weddings,  Receptions,  House  Galls.  Matinees 
Overcoat — Chesterfield  in  black  or  grey 
cGeviot  or  vicuna.  Coat — Full  frock  of  black, 
or  morning  coat  of  black  or  dark  grey.  Waist- 
coat— Fancy  white  pique,  delicate  shades  of 
silk  or  same  material  as  morning  coat.  Trous- 
ers— Grey-striped  cheviot  or  worsted.  Shirt — 
White  stiff,  plain  bosom,  with  frock  coat; 
with  morning  coat,  neat  stripes  or  white 
pleats  are  permissible.  Collar — With  frock 
coat,  the  wing  or  straight  collar  to  meet  in 
front  and  lap  over.  Cuffs — Stiff,  single  or 
double.  Cravat — Four-in-hand  or  once  over 
In  neat  black  and  white  effects  or  grey. 
Gloves — Grey  suede  or  tan  glace  kid.  Hat — 
Silk.  Derby  is  sometimes  worn  with  the 
morning  coat.  Footwear — Dongola  kid  or 
calfskin  shoes.  Hosiery  of  plain  black  or  with 
clocks. 


Day  Dress — Informal 

Business  Purposes 
Travelling, 'Stc. 

Overcoat — For  Fall,  light-weight  <'hestpr- 
field.  For  Winter,  Chesterfield  or  double- 
breasted  overcoats;  ulster  for  stormy  wea- 
ther. Coat — English  walking  coat,  sacque  and 
morning  coat.  Waistcoat — Same  material  as 
coat.  Trousers — Same  material  as  coat.  Shirt 
— Soft,  plain  or  pleated  bosom.  Collar — Fold 
or  wing.  Stiff  cuffs,  corners  round  or  square. 
Necktie  —  Four-in-hand,  with  open  end. 
Gloves — Cape  walking  gloves  and  natural 
chamois.  Jewelry — Links  and  studs  of  pearl 
or  grey,  neat  watch  chain  or  fob.  Hat — 
Derby  or  soft  fedora  style.  Footwear — Black 
or  tan  calf  boots.  Plain  or  fancy  socks  in 
quiet  shades. 


For  Outing  Wear 

Nearly  every  form  of  sport  or  outdoor  ex- 
ercise has  its  adaptable  outfit.  Ltility  and 
not  style  is  often  the  governing  point,  and 
it  is  difficult  to  tell  very  often  just  where 
the  serviceable  business  suit  should  be  dis- 
carded. In  motoring,  for  example,  the  man 
who  is  well  protectecl  by  an  ulster  of  a  color 
that  will  not  e.isily  l)econic  travel-soiled  need 
not  worry  if  the  distinctive  motoring  garb 
ends  there.  These  ulsters  are  made  in  loose, 
double-breasted  style,  with  belted  back,  giv- 
ing a  military  effect,  wide  collar,  wind  cuffs, 
etc.  Sweater  coats,  knitted  gloves,  knitted 
vests,  Alpine,  golf  and  driving  caps,  flannel 
or  Oxford  shirts,  tweed  knickers,  heavy  tan 
shoes,  reefers  or  Norfelk  jackets,  are  all  ac- 
cessories which  mark  departure  from  regular 
garb   for   outing   purposes. 


Dress  for  Funerals 

For  funeral  wear,  the  man  who  adheres 
strictly  to  black  is  on  the  safe  side.  The 
black  frock  coat,  with  trousers  to  match,  or 
dark,  unobtrusive,  striped  pattern,  white  laun- 
dry, black  necktie,  black  silk  hat,  with  mourn- 
ing band,  black  gloves  and  shoes,  constitute 
the  correct  dress  for  mourners  and  pall- 
bearers, but  generally  there  are  many  de- 
partures from  the  rule.  The  cutaway  coat 
often  replaces  the  frock  coat,  the  stiff  hat  is 
seen  where,  to  be  correct,  the  tall  silk  hat 
should  be.  and  the  black  sacque  suit  is  more 
fre(]uently  seen  than  either  the  frock  or  the 
cutaway.  Strict  style  ethics  in  the  matter 
of  funeral  is  often  more  closely  adhered  to 
in  the  large  centres  of  population  than  in 
those  sections  where  a  funeral  creates  an 
emergency  for  which  wardrobes  are  by  no 
means    properly   equipped. 


Seasonable  Hints  to  Men's  Wear  Buyers 

For.n  Inrormition  supplied  by  sellers,  but  for  which    Ihs    editori    of   The   Review  do  not  neiejsirily  holJ  themselves  responsible. 


JOINS   THE   HOBBERLIN   STAFF. 

Geo.  A.  White,  formerly  with  the 
E.  V.  Price  Company,  a  large  whole- 
sal©  tailoring  house  in  Chicago,  has 
taken  a  position  with  the  House  of 
Hobberlin  and  will  have  directly 
under  his  control  the  nine  hundred 
nr    mnro    neencics    of    thp    wbolnsnle 


GEO.    A.    WHITE 

Formerly  with    the   E.    V.    Price     Co..     Chicago, 
will  have  control  of  the  Hobberlin  agencies. 

tailorinsj  wing  of  this  progressive 
Canadian  firm.  Mr.  Whit«  is  an  ex- 
pert, and  the  field  which  he  has  chosen 
for  the  application  of  his  practical 
experience  and  capabilities  will  un- 
doubtedly show  a  development  in 
keeping  with  the  strides  which  the 
House  of  Hobberlin  has  been  con- 
stantly making.     He  comes  to  Canada 


with  a  most  optimistic  outlook  in  i<  - 
gard  to  the  future  of  this  country 
and  brings  with  him  the  conviction 
that  only  the  most  energetic  form  ot 
enterprise  will  keep  pace  with  ili.- 
remarkable  growth  which  is  takini: 
place  here. 

The  House  of  Hobberlin  appears  i.. 
be  s\Tnbolic  of  this  progress  and  h\ 
enlisting  the  service  of  the  strongesi 
men  obtainable,  as  they  have  been 
doing,  their  continued  success  seem^ 
assured. 

TRIP  AROUND  THE  WORLD. 

Charles  J.  Doran,  whose  picture 
appears  in  this  issue,  left  on  Decem- 
ber 28th  for  a  trip  to  Capetowi;. 
South  Africa,  Perth,  Western  Aus- 
tralia, Melbourne  and  Sydney,  East- 
ern Australia,  Auckland,  New  Zea- 
land, Vancouver  and  back  to  Niagara 
Falls  in  the  interest  of  the  Dominion 
Suspender  Company  and  the  Niagara 
Neckwear  Company,  Niagara  Falls, 
Canada,  who  have  agencies  in  these 
different  countries  taking  care  of  the 
business  in  their  respective  territor- 
ies. The  Dominion  Suspender  Com- 
pany and  the  Niagara  Neckwear 
Company  aire  doing  a  large  and  in- 
creasing business  every  year  in  these 
countries.  Every  month  on  either  of 
the  boats  leaving  the  Atlantic  coast 
or  the  Pacific  coast  are  large  ship- 
ments of  goods  to  their  differeni 
agents.  It  is  not  generally  known  by 
the  trade  that  these  large  factories 
at  Niagara  Falls  make  shipments  and 
have  selling  agents  in  the  countries 
named ;  in  fact,  their  business  there 
is  increasing  just  as  largely  as  in 
their  home  market  in  the  Dominion 
of  Canada.  Mr.  Doran 's  trip  there 
is  one  that  he  takes  about  every  year. 


CHAS.  J.  DORAN 
Of  the    Dominion    Suspender  Co..    Niagara   Falls.  ' 

This  time  an  extensive  campaign  of 
advertising  is  to  be  extended  to  the 
publications  in  these  countries  same 
as  is  being  done  in  the  Dominion  of 
Canada.  Their  goods  being  substan- 
tial Canadian  productions  are  well- 
known     and    are    favorablv    received. 


EASTERN  KNIT  BAND 

CN,  ~.  ,o.,ao) 
DOES  NOT  BIND  like:  F\JR  BAND 
YtT  WARM  &  COMFORTABLE. 
A  staple  shape  Golf  Cap.  with  the  Patent- 
ed Knitted  Inside  Band,  as  shown  by  The 
Eastern  Hat  and  Cap  Mfg.  Co..  Limited, 
Truro,  N.S.  Note  that  this  Inside  Band 
will  be  shown  in  over  one  hundred  new 
styles  and   500   cloths    for     Fall    1911. 


Whitt  Wine*. 


De  Lesscps. 
Three  of  the  new  Collars  shown  by  TooUe  Brothers.  Limited,  Montreal. 


Aviator. 
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Demand  for  Comeptent  Salesmen 

XJ"  ARDLY  n  week  has  gone  by  during  the 
■^  -^  past  few  months  without  some  evi(ienee 
that  the  demand  for  competent  dry  goods 
and  men's  wear  salesmen  is  far  greater  than 
the  supply.  There  appears  to  be  an  ampli- 
tude of  those  people  who  can  stand  behind  a  counter 
and  go  through  tlie  motions  neces.sary  to  placing  an 
article  in  the  hands  of  a  customer  to  permit  him  to 
look  it  over  himself,  without  any  .special  effort  on 
the  part  of  the  sales  per.son  to  fa.sten  his  interest 
upon  it.  There  are  many  so-called  salespeople  who 
can  .show  goods  which  sell  themselves,  and  take  the 
money.  The  market  is  glutted  with  that  kind  of 
people,  hnt  there  are  good  positions  waiting  for  men 
who  call  sell  goods  in  spite  of  the  whims  or  mistaken 
prejudices  of  customers,   men   who.se  knowledge  of 


the  goods  they  are  handling,  and  how  to  handle 
them,  gives  the  store  or  department  a  reputation  for 
educative  reliability — that  which  inspires  the  confi- 
dence in  the  customer  that  he  or  she  is  buying  what 
is  right,  when  it  is  wanted,  at  the  right  price. 

A  men's  wear  dealer  said  to  The  Review  recently: 
"On  account  of  the  scarcity  of  salesmen  we  have 
to  take  men  who,  while  declaring  that  they  have 
been  thoroughly  trained,  don't  know  how  to  keep 
stock,  have  poor  address,  fall  down  entirely  when  it 
comes  to  .suggesting  to  customers,  and  have  plainly 
mistaken  their  calling.  I  noticed  one  of  these  men 
the  other  day  showing  a  customer  a  line  of  heavy 
overcoats.  He  did  not  vary  prices,  but  seemed  to 
hammer  away  at  one  value.  Finally  he  came  to 
me  and  said  he  could  not  sell  as  the  cu.stomer  had 
no  money.  Now,  T  knew,  that  was  absurd,  so  I  went 
over  to  the  man.  and  after  a  little  talk,  found 
that  he  had  been  attracted  by  a  coat  shown  in  the 
window,  marked  a  trifle  below  the  figure  sliown  him 
by  the  clerk.  In  no  time  he  had  bought  one  of 
those  coats  and  paid  cash  for  it.  Now  that  .sales- 
man didn't  know  enough  to  find  out  what  the  cus- 
tomer wanted.  When  the  man  talked  about  having 
no  money,  he  was  merely  preparing  to  escape." 

The  salesman  nf)wadays  who  has  his  eye  fastened 
on  .success  cannot  afford  to  overlook  anything  that 
will  add  to  his  fund  of  useful,  practical  knowledge, 
or  improve  his  efficiency  in  any  way. 


The  Merchant  and  the  Public. 

IWT  ERCH.-\NTS  are  beginning  to  wake  up  to  the 
-^'A  fact  that  while,  without  doubt,  a  trad'e 
depends  to  large  extent  upon  the  demand  in 
their  section  of  the  country,  much  may  he  done  by  the 
use  of  clever  methods  to  build  it  up,  enhance  it,  and, 
finally,  expand  it  out  of  all  recognition.  The  law  of 
supply  and  demand  works  first  the  other  way,  too,  in 
many  cases.  If  the  inventor  had  waited  for  the  pub- 
lic to  ask  for  the  article,  where  would  any  of  the  great 
fortunes  made  from  patents  have  been  ? 

"Get  a  thing  that  can  be  used  and  advertise  it  till 
it  is  wanted,"  is  the  motto  of  the  modern  merchant. 
Old  lines  yield  only  a  small  margin  of  profit.  Novel- 
ties, especially  exclusive  novelties,  mean  big  gains. 

Now,  this  may  be  all  very  well  for  the  city  mer- 
chant, who  has  widely  varied  classes  of  customers  on 
whom  to  unload,  but  w-hat  about  the  merchant  in  the 
town  who  knows  already  what  his  customers  will  and 
what  they  will  not  take?  Is  he  to  stock  high  novelties 
only  to  see  them  dwindle  and  die  out?    The  answer  is 
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that  he  should  stock  a  sprinkling,  making  such 
arrangements  that  he  can  at  any  time  get  more  with- 
out delay,  and  if  the  thing  takes,  push  it  ahead.  Some- 
one objects  that  this  makes  staple  lines  slower  and 
ends  in  loss.  But  it  stands  to  reason  that  if  a  man 
sells  a  large  quantity  of  novelty  articles  at  a  good 
profit  he  can  afford  to  lose  a  little  on  regular  lines 
being  slow.  Besides  this,  the  unusual  thing  gives  his 
store  a  name  and  standing  which  the  staple  never 
could.  Persons  who  do  not  care  for  it  and  would  not, 
themselves,  wear  it  will  be  struck  with  the  fact  that  it 
is  new,  and  come  for  some  regular  line  to  the  same 
store. 

This  is  one  side  of  the  question.  The  other  is  that 
the  merchant  must  use  common  sense.  He  cannot,  for 
instance,  expect  to  sell  an  article  which  is  unseason- 
able, no  matter  how  high  style  in  New  York  and  Paris. 
Constant  complaints  of  the  slowness  of  the  Canadian 
trade  may  be  traced  back  to  a  certain  want  of  judg- 
ment, both  wholesale  and  retail.  No  doubt  our  people 
are  sometimes  slow  to  grasp  some  admirable  style  fea- 
tures. Equally,  our  firms  do  not  always  give  them  the 
credit  of  being  one  of  the  best-dressed  peoples  in  the 
world.  For  instance,  the  public  generally  take  on  the 
one  side  the  finest  and  greatest  quantity  of  furs  per 
capita  and  on  the  other,  the  widest  range  of  mulls  and 
muslins  for  street  wear  that  could  be  combined  in  a 
merchant's  dream  of  an  ideal  trade. 

Many  attempts  are  made  by  foreign  firms  to  palm 
off,  what  they  cannot  themselves  use,  on  the  public  of 
this  continent.  Canada,  it  appears,  suffers  far  less 
in  this  regard  than  does  the  United  Stales,  in  spite  of 
the  latter's  high  tariff.  Yet  even  Canadian  merchants 
make  mistakes  which  the  simplest  study  of  climatic 
and  social  conditions  would  obviate. 

P"or  example,  some  merchants  refuse  to  consider 
that  our  climate  is  one  of  extremes,  and  as  a  result, 
show  goods  only  feasible  for  Spring  or  Pall  wear. 
Dyed  articles  which  will  not  stand  the  sun,  or  summer 
goods  to  which  dust  will  readily  adhere  ,  are  some- 
times imported.  Such  cases,  where  failure  was  certain 
from  the  first,  tend  to  balance  those  where  the  public 
has  seemed  really  unappreciative. 


No  Room  for  Carelessness. 

ONE  of  those  instances  wliich  properly  come 
under  the  heading  of  "downright  careless- 
ness," occurred  ehe  other  day  when  a  mer- 
chant whose  building  was  damaged  by  fire  discover- 
ed that  an  important  insurance  policy  had  expired 
some  days  previously,  leaving  him  comparatively  lit- 
tle with  which  to  make  good  the  setback.  It  is  not 
known  whether  he  received  a  notice  of  expiration 
from  the  local  agent  or  not.  As  a  general  rule, 
notices  of  this  character  are  sent  out  well  in  advance, 
and  the  agent  sees  to  it  personally  that  all  pending 
renewals  are  well  looked  after.  But  in  this  case, 
there  undoubtedly  was  carelessness  on  the  pai't  of 

some  person. 

It  is  not  an  infrequent  thing  to  hear  of  fires 
where  the  loser  had  neglected  to  renew,  and  where 
notices  had  been  entirely  disregarded.  The  mer- 
chant must  realize  to-day  that  his  insurance  man 


i:;ipo  («-  iip(jn  him  an  in.si.stent  obligation.  It  is 
not  enough  to  leave  it  to  the  in.«urance  man  to  .see 
tliat  policies  are  in  good  .shape.  In  many  cases 
.somebody  falls  down  and  the  merchant  wakes  up 
.some  morning  to  find  that  he  is  a  poorer  man 
because  he  had  side-stepped  his  own  responsibilities 
in  the  matter  of  insurance. 

There  are  merchants  on  the  other  hand,  who 
annually  have  their  insurance  agent  thoroughly  in- 
spect every  floor  of  their  establishment.  Nothing 
is  taken  for  granted  in  writing  up  the  renewal.  The 
visit  of  the  insurance  man  is  regarded  as  a  time  of 
serioas  consultation  by  the  merchant.  Possible  im- 
provements are  discussed  with  a  view  to  oljtaining 
the  best  posssible  rate.  The  waste  paper,  for  ex- 
ample, may  not  be  well  taken  care  of.  where  proper 
receptacles  are  installed  and  ri.sk  reduced,  the  rate 
Ijenefits.  The  stairways  or  doors  leading  from  the 
furnace  room  may  not  be  .so  built  or  placed  as  to 
meet  with  entire  approval.  It  may  be  possible  to 
make  slight  improvements  at  little  expen.<e.  and 
again  the  rate  benefits.  Tliere  may  not  be  anvthing 
at  hand  by  which  an  incijiient  blaze  could  be  headed 
ofl'.  A  few  fire  buckets  throughout  the  building, 
ready  for  u.se,  would  again  benefit  the  risk.  There 
are  many  such  points  as  this  which  it  is  possible  for 
a  merchant  to  improve  his  rating,  and  in  not  a  few 
of  them  the  changes  prescribed  make  for  an  im- 
proved building. 

The  sooner  the  merchant  realizes  that  his  insur- 
ance agent  owes  him  a  .-service,  and  .«hould  at  all 
times  be  available  for  consultation,  the  sooner  will 
he  see  that  there  is  no  room  for  carele.ssness. 


Know  When  Big  Fellow  Will  Jump. 

T_T  ^  )W  many  merchants  have  taken  the  trouble  to 
■*"  -*■  equip  themselves  with  a  means  of  reference 
which  would  inform  them  as  to  the  particular  line  of 
advertising  that  the  large  mail  order  houses  are  likely 
to  feature  for  any  one  month?  Doubtless  there  are 
many  who  hastily  scan  these  ads.  in  the  papers  which 
they  receive  from  the  cities,  but  it  is  safe  to  say  that 
there  are  very  few  who  fyle  these  sheets  away  for 
future  reference. 

One  merchant  tells  The  Review  that  he  has  copies 
of  mail  order  house  advertising  for  several  years  back. 
He  clips  the  ads.  from  the  daily  papers.  By  referring 
to  these  he  states  that  he  is  able  to  obtain  a  fair  idea 
of  the  system  or  regular  sequence  which  these  ads. 
represent.  He  has  been  enabled  to  shape  the  adver- 
tising of  this  store  to  good  advantage  at  times  when 
he  knows  the  large  city  stores  will  undoubtedly  come 
out  with  a  particularly  strong  appeal  to  outside  shop-' 
pcrs  on  some  certain  lines.  It  has  also  helped  him  in 
his  ad. -writing  and  in  his  buying — this  close  perusal 
of  the  values  made  by  the  large  houses — and  he  has 
directed  many  a  dollar  towards  his  cash  box  which 
might  otherwise  have  gone  out  of  town. 

To  know  something  about  the  other  fellow's  buy- 
ing opportunities  and  the  jisychology  of  his  advertis- 
ing policy  is  to  ccjuip  one's  self  with  two  very  import- 
ant aids  to  effective  merchandising. 
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Our    Factory   was    Destroyed   by    Fire— But 
we    will    Fill    all    Spring    Orders   Promptly 


AX/HILEithe  fire  which  destroyed  the 
entire  plant  of  the  Deacon  Shirt 
Co.,  Belleville,  on  January  7th,  has 
proved  a  serious  loss  to  us,  it  will  not 
interfere  to  any  extent  with  the  service 
to    our   customers. 

Pending   the   reconstruction    of  our 
plant,    which  will  be  proceeded    with  at 
once,  temporary    factory    premises   have 
been  secured,  and  machinery  has  already 
been   installed. 

At  the  time  of  the  fire  we  had  a 
large  quantity  of  material  in  bond,  and 
this  is  available  for  immediate  use. 
Manufacturers,  too,  from  whom  we 
have  been  heavy  buyers  in  the  past,  have 
promised  prompt  delivery  of  all  goods  to 
replace  stock  burned. 

May  we  impress  upon  our  customers 
and  the  trade  generally  that  we  will  fill 
all  our  Spring  orders  with  little  or  no 
delay,  and  customers  will  sufier  no  incon- 
venience. 

The  Deacon  Shirt  Co.  are  still  doing 
business,  and  our  travellers  will  soon  be 
on  the  road  with  samples  of  the  Deacon 
Hnes  for  Fall  1911. 


The  Deacon  Shirt  Co.        Beiievine,  ont. 
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Presentation  to  Mr.  Cockburn. 

On  the  occasion  of  his  Jeavinjj  the  services  of  the  W. 
It.  Brock  Company,  Toronto,  A.  A.  Coclibum,  who  has 
for  twenty-one  years  been  the  manager  of  the  Print  and 
Staples  Department,  was  made  the  recipient  of  two 
unique  presentations.  On  behalf  of  his  former  associates  in 
ilie  W.  R.  Brock  Company,  Mr.  Cockburn  was  presented 
with  a  handsome  cabinet  of  sterling  silver  numbering 
eighty-soven  pieces.  The  presentation  was  made  by  R- 
W.  Pentecost  who  expressed,  on  behalf  of  the  firm  and 
the  staff,  regret  that  circumstances  took  Mr.  Cockburn 
from  them.  Similar  expressions  of  regret  were  voiced 
by  Messrs.  Smallpiece  and  Anderson  and  best  wishes 
were  expressed  for  his  future  success. 

The  second  presentation  and  mark  of  esteem  took 
the  form  of  a  banquet  given  Mr.  Cockburn  by  the  sales- 
men representing  The  Dominion  Textile  Company,  Mon- 
treal Cotton  Company  and  Canadian  Cotton  Company, 
three  firms  from  whom  Mr.  Cockburn  in  his  capacity  as 
buyer  for  the  W.  R.i  Brock  Company  has  purchased  large 


A.  a:   cockburn 

Managing    Director  Dominion    Linen    Mfg.  Co  ,   to    whom 
two  interesting  presentations  were   made 

quantities  of  Canadian  cotton  goods.  He  has  always  been  a 
strong  advocate  of  Canadian  manufacturers,  and  this  ban- 
quet and  presentation  was  no  doubt  a  recognition  of  this 
fact.  It  was  held  at  McConkey's  and  Mr.  Cockburn  was 
presented  with  a  diamond  i)in  during  the  course  of  the 
evening  as  well  as  American  beauty  roses  for  Mrs.  Cock- 
burn and  floral  baskets  for  the  children.  A.  E.  Robert- 
son, of  the  Montreal  Cotton  Company,  was  chairman, 
and  T.  McQuillan,  Toronto  manager  of  Dominion  Textile 
Company,  was  vice-chairman.  In  addition  to  the  Toronto 
salesmen  of  the  three  firms  mentioned  there  were  repre- 
sentatives from  the  head  ottiees  of  each  in  Montreal. 
Letters  of  regret  were  read  from  C.  B.  Cordon,  Mr. 
Howe  and  D.  Morrice  of  Montreal. 

Mr.  Cockburn  has  taken  ovei-  the  duties  of  his  new 
position  as  managing  director  of  Dominion  Linen  Manu- 
facturing Company,  Limited.  He  has  established  his 
olTice  at  30  Wellington  Street  West,  Toronto,  where 
sales  rooms  wi,l  also  be  located. 


Deacon  Shirt  Co.  Resume  Operations. 

The  factory  of  the  Deacon  Shirt  Company,  Belleville, 
was  destroyed  by  hre  Jan.  7.  The  loss  on  plant  and 
stock  is  estimated  at  $50,000,  and  on  building  $ir..OOO. 
In.surance  amounts  to   $."0,000.     One  hundred   hands   were 


temporarily  thrown  out  of  employment.  How  the  fire  or'- 
iginate<l  is  not  known.  It  is  known  positively  that  at 
!).:50  the  night  previous  everything  appeared  safe.  The 
hre  was  discovered  at  1.30  the  following  morning 
and  at  that  time  smoke  and  flame  were  issuing  from  one 
uf  the  windows. 

The  Deacon  Shirt  Company  was  organi;'.ed  in  !!^03 
with  W.  S.  Deacon  president,  and  F.  S.  Deacon,  secre- 
tary-treasurer. It  became  one  of  Belleville's  most  thriv- 
ing industries,  for  Deacon  shirts  met  with  a  demand 
from  one  end  of  Canada  to  the  other.  It  speaks  well  for 
the  progressive  energy  behind  the  concern  that  steps 
have  been  immediately  taken  to  overtake  the  setback 
caused  by  the  fire.  The  company  will  rebuild  at  once 
and,  in  the  meantime  they  are  oceui)ying  a  large  part 
of  a  newly  constructed  addition  to  the  Springer  Lock 
Company's  building.  They  had  a  lot  of  imported  cloths 
en  hand  and  together  with  other  goods  to  be  shipped 
after  .Tan.  1st,  they  will  be  in  good  shape  to  take  care 
of  S|)rin;<-  orders.  Manufacturing  has  already  been  resum- 
ed and  the  fire  will  not  interfere  very  much  with  deliver- 
ies for  the  next  season. 


Joins  the  Review  Staff. 
.James  L.  Maude,  formerly  with  .J.  C.  TumbuU  & 
Co.,  Pcterboro'  and  later  with  Madill  Bros.,  Napanee, 
has  joined  the  staff  of  the  Dry  Cioods  Review.  Mr.  Maude 
is  a  thoroughly  schooled  dry  goods  man  and  an  experienc- 
ed window  trimmer,  ad.  writer,  buyer  and  salesman.  He 
is  closely  in  touch  with  conditions  in  the  dry  goods 
trade.  The  Review  has  always  endeavored  to  give  to 
merchants  sound,  practical,  helpful  information  upon  the 
many  matters  pertaining  to  their  business,  and  Mr. 
Maude  is  well  equipped  to  further  develop  the  paper 
along  these  lines.  He  has  done  g'ood  work  in  the  de- 
partments with  which  he  has  been  identified,  and  will 
always  be  available  to  merchants,  salesmen  or  window- 
trimmers  in  any  case  where  they  may  require  authorita- 
tive information,  or  when  they  may  feel  that  some  bene- 
fit  will  accrue  from  consultation  or  enquiry. 


Novehy  in  Store  Architecture. 

One  doesn't  often  strike  a  show  window  entirely  out- 
side the  store  pioper,  but  this  is  seen  in  t-onnection  with 
Geo.  W.  Sulman's  "Beehive"  bookstore  at  Chatham, 
Ont. 

The  >huw  window  occupies  the  interior  of  a  comci 
pillai'.  V\ht'n  the  store  was  remodelled  by  the  present 
occupant,  a  deep  entrance  was  made  at  the  corner,  and 
space  was  left  for  a  pillar  at  the  extreme  corner  of  the 
building.  Instead  of  constructing  something  of  brick  or 
stone,  a  hollow  pillar  about  three  feet  square  running 
the  entire  height  of  the  first  storey  was  built.  All  four 
sides  were  fitted  with  glass,  which  permits  a  ^iew  of  the 
interior  from  all  directions.  The  innermost  comer  i,-: 
cut  off  a  little,  and  fitt.Hi  with  sliding  panels,  which  give 
access  to  the  interior.  The  inner  side  of  these  panels  is 
lined  wuth  mirror  glass,  on  each  side  of  which  is  a  row 
of  incandescent  bulbs.  Thus,  the  interior  of  the  pillar  is 
well  lighted  both  by  day  and  night.  Besides  the  bottom 
of  the  window,  which  is  several  feet  above  the  sidewalk, 
there  are  two  plate  glass  shelves,  thus  permitting  three 
displays  simultaneously,  all  within  easy  view  of  the 
public.  Small  articles  show  to  good  advantage.  The 
idea  is  adaptable  to  any  corner  store,  thoui^h.  of  course. 
the  occupant  should  first  assure  himself  that  no  sub- 
stantial comer  support  is  needed. 
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Back  Up  Store's  Reputation 

This  can    Best  be  Done  by  Training  the 

Sales  Force  —  Customers  Held  or 

fLost  by  Service  Given 

No  merchant  or  manager  of  a  department  should  over- 
look the  importance  of  training  sales  people,  so  that 
through  them  the  reputation  of  the  house  will  be  main- 
tained and  the  possibility  of  complaint  from  customers 
reduced  to  a  minimum.  W.  C.  Freeman,  in  the  New  York 
Evening  Mail,  illustrates  the  point  well  in  the  following 
story: — 

"John  C.  Wetmore,  who  is  one  of  the  most  intense 
ajdvertising  men  it  has  ever  been  my  pleasure  to  know, 
went  into  a  shoe  store  the  other  day,  was  waited  on 
politely  by  a  salosman,  selected  a  pair  of  shoes,  and 
said: 

"  'These  are  all  rig-ht.  T  will  wear  them.  Give  my 
old  shoes  to  somebody.' 

"The  store  in  question  is  one  of  many  controlled  by 
a  big-  manufacturing-  company,  which  has  spent  millions 
of  dollars  in  advertising  ^  %^.r>0  shoe. 

"I  will  not  give  the  name  of  this  concern,  although 
T  am  sure  it  would  not  object  to  the  use  of  its  name 
urder  the  circumstances,  because  T  know  the  men  back  nf 
it  well  and  T  know  that  they  do  not  approve  of  the 
methods  employed  by  this  particular  salesman  who 
wilted  on  Mr.  Wetmore. 

"Mr.  Wetmore  had  every  reason  to  believe  that  he  was 
iro'ng  to  have  a  pair  of  $.S..50  shoes  put  on  his  feet,  be- 
nuse  that  was  the  only  price  he  knew.  When  he  tend.^red 
?1f  in  payment,  he  received  %^  in  change. 

"Mr.  Wetmore  said  to  the  young  man: 

"  'Now,   1   want  to  tell     y'-;u   ?ome'hing.    '"■•nnj:   ni  in 
1   dcn't  oh.iect  to  payine:  $5.00  for  this  pair  of   -hoiis,  \r- 
cai  s.'  they  :<u't  me,  and  I  have  no  doubt  they  are  -.vo.-in 
rh<>  mercy,  buf   T  came  in  here     to  buy  a  $3.50  pair      of 
s'-io-  •. 

"  *Yon  didn't  say  to  me  that  yon  hnd  shoes  for  $5.00 
that  possibly  T  mipht  prefer  to  the  $3..'i0  ones.  You 
iust  put  the  $5.00  pair  of  shoes  on  mv  -feet  and  you 
tho'ie-ht  it  was  smart  salesman.'^hip  to   sell   them  to  me. 

"  'Tt  is  min-htv  noor  salesmanship  because  the  first 
sale  is  that  which  must  make  the  most  favorable  im- 
pression on  the  piirchaser  so  that  ho  will  some  back 
ae-ain. 

"  'T  d'^n't  mind  paying"  $.5.00  for  the  shoos,  but  never 
I'Sram  nut  a  $5.00  pair  of  shoes  on  a  man's  feet  before 
vou  asV  him  the  price  he  wants  to  pav,  and  don't  tear 
do^Ti'  the  reputation  of  vour  house  that  has  cost  =- 
manv  dollirs  to  build  un.' 

"Ry  th's  time  the  mamcer  of  the  store  stepped  up 
and  wanted  to  know  the  trouble,  and  when  told  he  said: 

"That  isn't  right  at  all.  We  rion't  do  business  that 
wav.  This  voimg-  man  hnd  no  rig-ht  to  nut  tho=e  shoe* 
on  vour  feet  without  telling  vou  the  price  beforphnnd.  T 
anoloeize.  We  must  maintain  our  reputation.  We  cannot 
afford  to  be  tricksters.  You  have  taught  me  a  lesson 
that  T  will  impress  on  everv  salesman  in  this  store.' 

"T  am  telling  this  story  to  illustrate  how  imT>ortant 
it  is  for  the  manag-ement  of  a  business  to  train  sales- 
people. 

"Advertisine  can  onlv  bring-  customers  to  a  store — it 
depends  upon  the  service  given  whether  that  customer 
is  retained.* 


q^HIS  IS  THE  FIRST 
of  the  new  mid- 
month  issues  of  the  Re- 
view. It  devotes  itself 
largely  to  the  Ready-to- 
wear  Department,  and  it 
is  the  confident  belief  of 
the  editors  that  every 
subscriber  of  this  paper 
will  find  in  this  issue  a 
great  deal,  not  only  of  in- 
terest, but  of  value. 
The  new  semi-monthly 
Review  has  even  in  this 
issue  demonstrated  that 
it  is  filling  a  place  in  the 
Dry  Goods  trade. 

This  number,  however,  does 
not  by  any  means  represent  our  ideal. 
The  mid-month  issues  are  g'oing  to 
be  bigfger  and  better.  They  are 
going  to  help  make  the  Review  of 
greater  service  to  its  subscribers  and 
its  advertisers. 

See  announcement  on  an- 
other page  about  the  plans  for  our 
February  mid-month  issue. 
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Tailored   Tub    Dresses 


Made  in 
Chambrays 

plain, 

stripes  and 

checks. 

Colors: 

Light  Blue 
Blue 
Navy 
Grey 
Pink 


Li 


men 


Trimmed  with 

fancy  or  plain 

to  match. 


Stylish,  Exclusive  Designs 


Perfectly 
made. 

Dressmaker 
finished. 

Suitable  for 

street,  house 

and  seaside 

wear. 

Sizes: 

Small  Women's 

Bust, 

30.  32,  34. 

Women's 

Bust, 
34  to  42. 

Stout  Women's 

Bust, 

36  to  42. 

Large  hips 

and  waist. 


Price  $30.92  net  dozen 
1000  Dozen  Ready  for  March  1st  Delivery 


Orders  will  be  filled  accord- 
ing  to   time   of    acceptance. 
Wire  at  once. 


Sample  dozens,  assorted, 
sent  upon  application. 


Our  Spring  samples  of  Cloth 

Suits    and    Coats  ready 

January  21st. 


NOVI-MODI  COSTUME  CO.,  Limited 


302-4-6  CHURCH  STREET.    TORONTO 


Plcaic  mention  The  Review  to   Advertisers  and  Tl\en  Travelers, 


Dresses  and  Costumes 

Lingeries   and  Lightweight  Materials  Dividing  At- 
tention—More Variety  in  Fabric  than  in  Styles. 

SO  successful  has  been  the  selling-  in  this  depart- 
ment that  buyers  are  sending  in  nice-sized  orders 
for .  immediate  delivery  to  sort  up  and  tone  up 
their  present  stocks  and  the  sale  of  dresses  suit- 
able for  evening-  and  dressy  wear  is  keeping  the  staff  in 
many  of  the  larger  stores  e>xceedingly  busy.  Though 
i;n^eries  are  both  shown  and  sold,  this  year,  dresses  of 
light  weight  fabrics  such  as  marquisettes,  hne  voiles  and 
veilinj^s,  as  well  as  niessalines,  foulards,  and  velvets  aie 
dividing  the  attention  ol  buyers.  It  is  apparent  that 
the  sale  of  this  class  of  garment  is  meeting  with  an  in- 
creasing sale,  and  more  departments  are  putting  in  a 
stock  and,  in  departments  where  it  is  nat  ^  new  feature, 
more  attention  is  Iwung  given  to  this  class  of  garments 
for  mid-winter  selling. 

The  Si)iing  line  with  most  manufacturers  is  a  very 
large  one  and  dresses  are  shown  in  a  wide  range  of 
fabrics.  As  a  fact,  the  fabric  list  is  moi-e  varied  than 
the  styles. 

Simple  straight  line  ellects  ate  universal,  the  waist 
being  the  butterfly  model  or  some  yo'kc  and  sleeve  modi- 
fication  with   the   three-(|Uartei-   sleeve. 

Skirt  widths  run  from  2  yards  to  two  and  three 
quarters  and  tunic  effects  formed  by  the  cut  or  trimming 
or  Panels  at  the  front  and  back  with  two  or  four  side 
pores  are  shown.  Designers  produce  many  variations  and 
ni;  nv  new  effects  on  these  lines. 

Buyers  are  taken  with  veiled  effects  and  there  prom- 
ises to  be  a  big  sale  of  marquisettes  and  fine  voiles 
mounted  over  messalines  and  *nft  bright  finished  taffeta 
foundations.  Satins,  messalines,  paillettes,  and  foulards 
are  the  leading  silk  fahrics.  Velveteen  dresses  have  sold 
well  this  Fall,  and  for  early  selling  the  combination  of 
velvet  and  cloth  is  featured.  One  dress  had  the  butter- 
fly waist  in  surplice  effect,  the  crossing  accomplished  by 
means  of  two  points  fastened  with  velvet-covered  but- 
tons. The  outline  of  the  points  was  marked  by  a  twisted 
braid,  having  a  fleck  of  gold  in  the  edge  and  this  braid 
edged  the  yoke  opening,  and  the  simulated  tunic  as  well 
as  the  cloth  belt  that  joined  waist  and  skirt. 

The  plain  straight  skirt  showed  a  tunic  of  the  velvet 
pointed  both  back  and  front.  This  tunic  was  in  reality 
a  deep  yoke  and  the  rest  of  the  skirt  was  of  fine  face 
cloth  cut  in  as  straight  lines  as  freedom  in  walking 
would  allow.  This  combination  of  velvet  with  other 
fabrics  is  a  new  idea  and  one  that  is  favored  extensively 
in  Paris  at  present. 

In  lingerie  lines  manufacturers  are  busy  with  the 
designing  of  the  late  Summer  models.  Marquisettes  will 
figure  largely.  This  fabric  has  met  -with  great  favor  and 
manufacturers  are  finding  it  difiRcult  to  obtain  for  pre- 
sent delivery.  Cotton  voiles  will  also  compete  with 
lawns  and  mulls. 

Simple  dresses  in  lawn  mull,  batistes,  voile,  cotton 
foulards  and  cbambrays  are  selling  freely.    These  dresses 


are  trimmed  with  embroidery  and  lace.  White  predom- 
inates, but,  black,  and  white  effects  are  big  sellers,  and 
navy,  blue,  pink,  mauve,  grey  and  tan  are  always  in- 
cluded in  the  assortment  taken. 


This  is  one  of  Paul 
Poiret's  models  and 
illustrates  the  border- 
ed effects  which  are 
to  be  so  much  used  in 
foulards  next  Spring. 
The  material  of  the 
gown  is  net.  with 
plain  selvedge  em- 
broidered in  silver. 
The  borders  are  usu- 
ally narrow  and  are 
used   as   trimmings. 

Courtesy  Dehenhanis 
(Canada)  Limited 


GARMENT  MODELS  FOR  THE  EARLY  SPRING 

Straight  line  effects  lead  in  dresses  and  cos- 
tumes, but  skirts  are  wider. 

Bolero  effects  the  new  feature. 

Novelty  -waists  are  in  surplice  effects,  with  sailor 
collars. 

Marqusettes,  voiles  and  mercerized  mulls  the 
lingerie  £a.brics,  and  linen  Cluny  the  leading  trim- 
ming  lace, 
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One-piece  dress  in  combination 
effect  of  foulard  and  messaline, 
the  waist  in  the  new  surplice  style 


Lingerie  gown,  showing  the   use 

of   wide   embroidery    bands  as  a 

trimming. 
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New  Models  Braid-Trimmed 

Features  [of    the    New   Suit   and    Skirt   Lines 

—Interest  in  the  Skirt  Width— High  Class 

Trade  Favor   the    Narrow  Garments. 

The  first  week  in  January  always  sees  an  extensive 
display  of  Spring  suits  by  the  retail  trade  in  New  York 
for  the  benefit  of  customers  who  go  south  for  the  early 
months   of  the   year. 

This  display  would  indicate  by  its  size  that  buyers 
are  expecting  a  good  business  in  the  suit  department. 

Many  satin  suits  are  shown  both  in  perfectly  plain 
and  in  more  elaborate  styles.  The  plain  tailored  suits 
are  made  witji  a  plain,  straight  line  coat,  24  or  26  ins. 
long  and  a  gored  or  semi-circular  skirt  with  no  trimm- 
ing. The  dressy  models  aie  trimmed  with  braid,  both  on 
the  jacket  and  the  skirt.  Wide  handsome  braids  are 
used  and  the  effect  is  very  striking. 


Automobile  Coat,    with   High 
iMK^  Neck  Closing. 


Wrap  Coat,  showing  Large  Re- 

vers  and  Low  Side   Closing 

with  three  buttons. 


Strictly  tailored  serge  suits  are  shown  in  navy, 
white,  and  in  white,  navy  or  black  with  pencil  stripes. 
White  serge  and  white  and  black  models  are  trimmed 
with  sailor  collars,  or  with  large  revers  of  black  satin. 
Bound  button-holes  on  the  slant,   as   well   as  braid   and 


cord  frogs  are  the  approved  fastening.  Pongee  and  linen 
suits  are  showing  chiefly  in  white  and  tan.  The  majority 
are  plainly  tailored,  but  some  models  shown  are  trimmed 
with  braid   and  embroidery. 

Separate  skirts  and  suit  skirts  differ  very  little 
this  year,  the  chief  interest  centring  around  the  width 
of  the  skirt.  Buyers  doing  a  high-class  trade  are  favor- 
ing the  narrower  skirts  averaging  from  2^  to  2i  yards 
around  the  bottom.  In  popular  priced  models,  no  skirt 
is  less  than  2.^  and  many  models  are  wider. 

The  high  waist  band  is  a  feature  of  some  of  the  best 
of  the  new  skirt  models. 

Separate  skirts  are  selling  in  serges,  panamas,  voiles, 
and  grey  mixtures  and  also  in  novelty  checks  in  black 
and  white,  as  well  as  hair-line  stripes.  In  plain  fabrics 
black  is  the  best  seller  with  navy  a  close  second. 


Suits  in  Better  Position 

Straight  Line  Effects  the  Style   Feature— Skirts  are 
Narrow — Many  Four  and  Six-gored  Models. 

There  is  every  prospect  ahead  for  a  better  suit 
season  in  the  coming  Spring,  and  since  the  turn  of  the 
year  the  manufacturers  who  make  suits  their  specialty 
are  decidedly  better  satisfied  with  the  Spring  outlook. 

Every  woman  now  includes  at  least  one  suit  in  her 
list  of  necessary  garments,  and  the  majority  of  women 
are  less  inclined  than  ever  to  wear  a  suit  that  carries 
with  it  the  brand  of  a  previous  season. 

Straight  line  effects  are  the  style  feature  of  the  new- 
models,  and  when  moderately  developed  are  not  so  radi- 
cal as  to  necessitate  a  large  amount  of  introducing  on 
the  part  of  the  selling  force.  On  the  other  hand  their 
presence  makes  it  impossible  for  a  1910  suit  to  be  mis- 
taken  for   a    1911    model. 

The  length  of  the  coat  is  always  an  important  fea- 
ture, and  the  fash'on  tendency  is  strongly  in  favor  of 
the  shorter  models.  So  pronounced  is  this  that  ^ome 
bolero  effects  will  be  show-n  by  high-class  manufacturers, 
not  with  the  idea  of  sell'ng  many  models  of  this  kind 
but  to  emphasize  the  vog«c  for  shorter  models.  The 
2i;-inch  coat  seems  to  be  the  lcn?th  most  favored, 
though  22  inch  coats  are  selling,  and  semi-staples  run 
as  long  as  28  in. 

The  collar  is  nn  important  feature,  and  every  de- 
signer seems  to  have  strived  to  introduce  new  varia- 
tions, but  as  a  rule  the  new  collars  are  wide  at  the  back 
and  narrow  towards  the  front  and  close  rather 
higher  than  Inst  year.  Manv  collars  are  so^are  cut 
at  the  back.  Oen°rallv,  the  closinsr  shows  three  but- 
tons of  med'um  si7e  and  nined  button-holes  often  on  the 
slant  are  used.  Metal  buttons,  particularly  in  silver 
effects  which  look  well  on  grev,  are  much  in  evidence. 
Where  the  suit  is  trimmed  with  braid  matalasse  buttons 
are  used.  The  popular  button  has  a  bomb  centre  and  a 
wide  outer  rim.  Collars  are  inlaid  ."nd  matalasse.  moire 
nnd   satin  are  used. 

The  sldrts  on  the  new  suits  are  narrow  and  tight 
nnd  where  pleats  are  introduced  thev  are  placed  at  the 
sides  of  the  ppnels  or  gores  and  pressed  so  fat  that 
thev  do  not  show  until  the  wearer  moves.  Mnnv  four 
and  six-gored  models  nrc  shown  nnd  a  Panel  back  and 
front  is  a  very  popular  effect.  Verv  wide  front  panels 
are  seen  on  some  skirts.  All  skirts  are  cut  short  in 
walking  lenrth.  as  the  tieht  skirt  is  verv  uncrracpful  in 
effect  if  too  long-.  Widths  varv,  but  as  a  rule,  the  city 
trade  is  taking  a  narrower  skirt  than  the  buyers  in  the 
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smaller  centres  dare  offer  to  their  customers,  but  2\  to 
2^  for  the  city  trade,  and  H  to  2|  in  the  smaller  centres 
seems   to  be  thcrule. 

Serge  is  the  leading-  material,  and  navy  serge  pro- 
mises to  be  a  close  rival  to  the  mannish  mixtures  in 
tweeds  and  suitings-  Fancy  black  and  white  plaids,  and 
pencil-striped  effects  in  serges,  white  on  blacic  and  blue 
grounds  and  blacl<  on  whito,  promise  to  be  very  much 
worn.  Black  and  white  effects  in  Shepherd's  and  fancy 
checks  and  in  stripes  are  also  prominent  in  Spring  lines. 
Tan  and  brown  mixtures  are  ha\ing  a  fair  sale. 

The  novelty  material  both  for  suits  and  separate 
coats  is  the  new  wool-backed  satin,  but  its  use  of 
course  is  necessarily  confined  to  high  priced  models. 


Kimona  Model  in  Waists 

It  Has  Successfully  Invaded  Lingerie  Lines—  Lean- 
ing Towards   Simple  Effects  —  Surplice  or 
Cross-over  Styles. 

The  successful  peasant  or  kimona  model  haS  invaded 
the  lingerie  lines  and  promises  to  repeat  there  the  suc- 
cess it  has  had  in  chiffon  and  silk  effects.  Designers 
have  produced  many  variations  and  effects  designed  to 
make  the  garment  more  practical  for  useful  wear.  In 
this  they  have  had  a  very  fair  measure  of  success.  There 
is  the  usual  lingerie  elaboration  formed  by  the  combina- 
tion of  lace,  embroidery  and  tuckings,  but  the  general 
effect  is  one  of  simplicity.  The  new  hand  embroidery 
effects  are  extensively  used  and  the  newest  lingerie  models 
are  trimmed  with  a  combination  of  hand-embroidery, 
linen  Cluny  and  German  Valenciennes  lace.  The  effect  of 
the  cream  tinted  Cluny  with  the  white  of  the  rest  of 
the  trimmings  and  materials  is  very  rich  and  is  well 
liked. 

Owing  to  the  limitations  in  the  cut  the  sleeve  in 
the  butterfly  waist  has  tO'  be  short.  Therefore  it  is  the 
three-quarter  or  even  shorter  sleeve  that  is  put  into  the 
majority  of  the  new  waists. 

Lingerie  models  approach  as  nearly  as  possible  the 
French  hand-made  waists.  The  lawn  or  mull  is  as  sheer 
and  as  fine  as  the  price  will  permit,  and  the  embroideries 
are  of  the  hand-worked  order,  while  the  laces  are  dainty 
and  varied.  Maltese  patterns,  fine  torchons  and  Cluny 
effects  are  combined  with  Valenciennes  embroidery  on 
the  majority  of  waists.  The  straight  sleeve,  three- 
quarter  length  with  the  cuff  a  portion  of  the  trimming 
scheme,  and  little  if  any  fullness  at  the  elbow  is  con- 
firmed as  the  right  sleeve  now  that  the  selling  season 
has  Commenced.  This  does  not  apply  to  tailored  waists; 
there  it  is  the  long  sleeve  with  the  stiff  cuff. 

Necks  are  varied.  For  present  selling  the  high  neck 
is  favored,  but  for  warm  weather  wear,  collarless  necks. 
V  and  Dutch  necks  are  all  showing. 

For  early  Spring  and  Easter  selling  many  houses  arc 
putting  out  special  lines  of  waist  novelties.  The  gen- 
eral style  is  much  the  same,  the  peasant  or  butterfly 
effect  is  still  the  leading  style  idea,  but  fashion  is  lean- 
ing- towards  simple  effects.  Nothing  has  appeared  as  yet 
to  take  the  place  of  veiled  effects  and  models  developed 
in  chiffon  are  shown  in  numbers.  One  of  the  newest 
effects  is  the  surnlice  or  cross-over  style.  One  of  these 
models  Was  developed,  in  navy  blue  messaline.  The  yoke 
was  of  Persian  printed  chiffon,  lined  with  white  and 
pipings  of  Persian  silk,  finished  both  neck  and  sleeves. 
a  lino  of  piping  edging  the  yoke  nnd  defining  the  surplice 
effect  both  front  and  back.     Another  now  waist  from  this 

line-  Wfis  ol  white  marquisette,  lined  with  messaline,  made 


perfectly  plain  save  for  the  round  yoke  of  lace,  and  for 
the  elaborate  braided  and  hand  embroidered  pattern  that 
covered  the  front  of  the  blouse. 

Chiffon  waists  for  Spring  selling  are  lined  with  net, 
lace,    Swiss  embroidery  China  silk. 

Grey  will  be  one  of  the  leading  colors  this  Spring 
and  a  waist  of  grey  chilTon  lined  with  net  showed  new 
touches.  The  small  round  yoke  had  a  bib  effect  in  front 
trimmed  with  a  double  ruffle  if  lace  to  match  the  yoke 
and  ornamented  with  a  row  of  siher  buttons.  The  lower 
half  of  the  net  lining  had  a  .'■haped  band  trimming  of 
Persian  silk,  giving  a  bolero  effect  to  the  waist.  This 
bolero  effect  is  gained  in  many  ways,  a  simple  means 
much  favored  being  the  use  of  a  bias  fold  put  on  in 
wide  points.     This  is  especially  effective  in  silks. 

Braided  and  embroidered  chiffon  waists  are  shown  in 
all  colors,  but  are  particularly  effective  in  pale  colors. 
These  waists  are  perfectly  simple,  the  round  yoke  of 
lace  and  the  elaborate  braiding  or  embroidery  pattern 
being    the    only   decoration.     Rlack    and    white    and     grey 


Spring    Model    ill    Navy    SerRe.   coat   showing    low- 
side  fasteiiint.      Wide    braiil    bar    IriniminK   on 
both    coat   and   four-fifored   skirl" 

and  white  effects  show  a  new  touch  in  the  use  of  pipings 
or  narrow  velvet  in  bright  shades  such  as  King's  blue, 
cerise,  fuchsia  or  emerald.  Smart  waists  are  developed 
in  Persian  bordered  silk  mixtures,  the  waist  being  drap- 
ed in  such  a  "lanuci'  that  the  border  forms  the  trimming. 


Pry   Goods  Review. 
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TWO  SPRING   LEADERS 

Now     is     the     time  to    have    your    skirt    stock 
ready  for  Spring  Trade. 

Our    New    Range    is    on   the    road.       Here  are 
two  Specials  to  introduce  our  line. 


Black  Voile  Skirts 

They  are  Garments  that 
pass  the  criticism  of  buyers 
of  judgment,  and  satisfy 
wearers  of  taste. 


F  1161 — Tailored  Skirt,  as  illustrated, 
made  in  good  Voile,  and  trimmed  with 
Moire  Silk  and   Buttons. 

Special,    $3.75   each. 


F  1164--Very  Nobby  Voile  Skirt,  as 
illustrated.  Trimmed  with  the  new 
Bootlace  Braiding. 

Special,    $3.90  each. 


F  U64 


F  1161 


We  are  showing  a  line  for  Spring  1911  of 
Waists,  Dresses,  Skirts  and  Petticoats  that 
will  command  attention  of  all  buyers. 

WAIT   FOR    OUR    REPRESENTATIVE. 

R.  D.  Fairbairn  Co.,  Limited 

107  SIMCOE  STREET,  TORONTO 


President:   RHYS    D.  FAIRBAIRN 


Vice-Presidents  :   F.   J.  KNIQHT.,  W-  C.  CLIFF 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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Butterfly  Styles  for  Children 

Simple  Lines   in    Women's    Wear    are    Easily 
Adapted  to  the  Immature  Figure. 

Nowadays  the  rule  is  for  garments  lor  misses'  and 
children's  wear  to  follow  the  styles  brought  out  for  their 
elders,  but  the  designers  of  children's  wear  may  be  safely 
relied  upon  to  perfectly  adapt  the  prevailing  style  features 
to  the  lines  of  the  immature  and  childish  figure.  The  pre- 
sent simple  styles  that  are  ruling  for  women's  wear  are 
easily  adaptable,  and  designers  have  been  particularly  hap- 
py in  dealing  with  the  butterfly  or  kimona  effects  so  pro- 
minently featured  in  grown-up  fashions. 

Dainty  little  butterfly  dresses  for  the  small  girl  are 
developed  in  fine  zephyr  ginghams,  and  are  equally  attrac- 
tive when  developed  in  the  waist  and  shirt  dress  and  in 
the  one-piece  model  belted  in  at  the  waist.  Butterfly 
waists  and  butterfly  yokes,  that  is,  the  sleeve  or  a  por- 
tion of  it  and  the  yoke  is  cut  in  one  and  is  joined  on  to 
the  rest  of  the  waist  by  a  lace  or  embroidery  trimming 
or  a  piping  or  band  of  contrasting  color,  and  further 
marked  by  lines  of  mercerized  soutache  braid. 

A  dainty  little  dress  of  this  class  showed  the  yoke 
and  sleeves  cut  in  one,  the  yoke  long  enough  to  give  a 
suggestion  of  bolero  cut.  This  dress  was  developed  in 
checked  zephyr  gingham  in  blue  and  tan.  The  square  cut 
Dutch  neck  and  the  edge  of  the  sleeve,  and  the  yoke  was 
a  two-inch  wide  embroidery  beading  run  with  narrow  black 
velvet.  This  beading  also  formed  the  belt,  the  skirt  be- 
ing perfectly  plain  and  finished  with  a  wide  hem. 

An  extremely  pretty  model  with  the  butterfly  waist 
and  full  skirt  was  made  of  tartan  plaid  zephyr  gingham. 
It  should  be  noted  that  these  high  colors  and  fancy  ef!ect 
are  perfectly  fast  in  the  wash,  owing  to  the  many  improve- 
ments made  in  recent  years  in  dyeing  and  finishing  cotton 
goods. 

The  trimming  was  both  novel  and  striking  and  con- 
sisted of  blue  and  red  bands  ot  batiste.  Bands  of  the  blue 
about  1-1  inches  wide  went  around  the  neck  and  sleeves 
and  a  wider  hand  formed  the  belt.  These  ended  in  V 
points  decorated  with  a  red  button,  leaving  a  four-inch 
space  filled  in  by  a  hand  of  blue  This  effect  is  seen  in  red 
and  blue,  blue  and  white,  red  and  white,  and  pink  and 
white  on  many  children's  and  misses'  .dresses. 

Butterfly  dresses  made  upon  much  the  same  lines  as 
previously  described  are  prominent  in  misses'  lines.  One- 
piece  belted  models  are  also  shown  in  novel  effect.  One 
seen  was  decidedly  in  military  effect  having  turned-back 
cuffs  and  a  wide  band  of  blue  concealing  the  fastening 
from  the  shoulder  to  the  edge  of  the  skirt.  Both  the  cuffs 
and  this  band  had  military  strappings  of  white  soutache 
in  groups  finishing  under  an  ivory  button.  The  col- 
larless  neck  of  blue  and  the  belt  had  also  a  double  row 
of  braid.  This  style  ot  dress  commends  itself,  by  its  con- 
venience, as  well  as  its  attractive  appearance,  as  it  opens 
up  its  full  length,  and  is  therefore  easily  laundered 
Pipings  and  bands  of  plain  color  mercerized  cotton  sovi- 
tache,  ivory  buttons  in  white  and  color,  covered  braided 
buttons,  Swiss  embroidery  and  lace  are  the  trimmings 
used  on  the  new  dresses.  Zephyr  ginghams  in  checks  and 
stripes  and  in  fancy  effects  are  decidedly  the  fashionable 
f  ibric  for  children's  wear. 


Coats  Cut  on  Straighter  Lines. 
There  is  little  change  in  Spring  coat  styles  save  that 
the  coat  for  the  coming  season  is  cut  upon  straighter 
lines.  It  does  not  define  the  waist  so  definitely,  and  it 
fits  closer  around  the  hips  and  there  is  no  flare  or  full- 
ness around  the  hips.  The  sleeve  is  generally  the  plain 
straight  coat  sleeve  put   in  with  as  little  fullness  as  pos- 


sible at  the  shoulder.  Large  revere  collars,  often  cut 
square  at  the  back  and  with  the  low  side  closing  are  still 
good,  though  some  models  have  the  high  buttoned  over 
closing.  These  models  are  as  a  rule  intended  for  motor 
coats. 

In  wrap  models  and  models  built  upon  more  dressy 
lines  black  satin  is  the  fabric  that  is  high  style  and  the 
novelty  here  is  the  wool-lbacked  satin.  Coats  of  this  class 
are  often  cut  with  the  body  and  sleeve  in  one  and  the 
sleeves  are  three-quarter  length  with  a  wide  turn-back 
cuff.  Handsome  wide  braids  are  used  to  trim  these 
coats. 

Serge  coats  are  very  much  favored,  white  serge  is 
well  shown,  as  well  as  white  with  black  pencil  stripes. 
Tweeds  are  developed  into  motor  coats  and  into  coats  for 
street  wear,  and  for  later  in  the  season  tussah  and 
linen,  chiefly  in  natural  and  tan  shades,  will  be  wanted 
for  wear  over  the  light  spring  dresses. 

The  Underskirt  Situation  Interesting. 

The  underskirt  situation  is  interesting  at  the  present 
time.  Though  the  hobble  skirt  is  gone,  fashion  indica- 
tions seem  to  point  to  the  continuance  of  a  narrow  skirt, 
and  just  how  general  its  acceptance  will  be  is  the  point 
that  is  interesting  the  skirt  maker  at  present. 

For  popular  selling,  manufacturers  have  been  careful 
not  to  carry  out  this  feature  to  any  extreme.  There  has 
been  a  pretty  general  cutting  out  ot  superflous  fullness, 
but  even  this  has  been  done  judiciously  as  in  many  dis- 
tricts it  requires  time  and  education  before  fashion 
changes  are  accepted.  Therefore,  save  tor  tJie  tact  that 
the  flounce  is  not  so  full  nor  so  deep,  and  that  shorter 
lengths  are  selling  there  is  little  change  in  the  Spring 
models. 

Petticoats  thus  cut  will  fit  under  a  moderately  tight 
skirt  because  of  the  soft  finish  ot  the  fabrics  employed. 

Soft  bright-finished  taffetas  are  particularly  good  sel- 
lers and  both  plain  and  changeable  are  well  represented 
in  the  new  line. 

The  selling  colors  are  pearl,  steel  and  taupe  grey, 
emerald,  navy,  Copenhagen  and  cadet  blue  In  changeable 
white  and  black,  and  black  and  white  are  particularly 
good. 

In  the  city  trade,  where  extremes  of  style  are  more 
generally  taken  up,  the  tight  skirt  this  Fall  has  resulted 
in  a  decreased  sale  of  petticoats.  Just  what  the  spring 
situation  will  be  is  not  settled,  as  the  skirt  now  favored 
is  wider  than  the  one  exploited  during  the  Fall. 

Manufacturers  who  make  a  specialty  of  novelties  have 
not  as  yet  commenced  upon  their  late  spring  line,  as 
Easter  is  late  this  year.  There  has,  however,  been  some 
modified  models  shown  which  have  made  a  fair  success, 
and   should   the  demand   spring  up,   others  will  follow. 

One  of  these  shown  to  the  Review  had  the  gored  part 
of  the  skirt  cut  longer,  and  was  finished  with  a  scant 
flounce.  Two  groups  of  shirrings  placed  about  four  inches 
apart  had  tabs  of  the  fabric  caught  in  at  each  end  in  the 
shirred  groups.  Through  the  tabs  was  run  a  ribbon  of 
the  fabric  that  could  be  drawn  up  or  lengthened  at  the 
pleasure  of  the  wearer. 

.'\nother  result  ot  the  tighter  skirt  is  that  petticoats 
are  cut  with  a  higher  back,  giving  a  pull  from  the  front 
breadth  that  prevents  any  possibility  of  the  petticoat 
wrapping  over  in  front  when  worn  under  a  tight  outer 
skirt. 

Apart  from  the  sale  of  soft  finished  taffetas  before 
inentioned  there  is  a  decided  preference  for  soft  satin 
flnished  fabrics.  Soft  finished  silk  and  linen  moires  are 
also  meeting  with  favor.  In  purely  cotton  fabrics,  imita- 
tions of  taffetas  and  satins  are  now  produced  that  are  a 
wonderfully    close    copy    of    the    silken    article. 


I}r\i   Goo'^s   kevieiv. 
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Waist  of  black  and  white 
striped  voile,  with  trim- 
mings of  black  satin. 


f^iiii''iiiaifnii-i>  i'^aiftil8fc.'«- — '... 


'Ill'  riiiiiM«!li 


Trouser  Skirts  of   To-day  and  One  Hundred  Years  Ago 

Doucet  Model  Has  Broad  Panel  Passing  Between  the  Feet  —  Poiret  In- 
troduces! Pantaloon  Effect  by  Stitching  Up  the  Band  at  Foot  of  Tunic 
Gown  —  Scant  Skirts    Were  Worn   with  Chemise  Dresses  One  Century  Ago 


Just  at  the  turn  of  the  season;  when  the  trade  is 
looking'  towards  the  advent  of  new  styles,  is  the  moment 
chosen  by  two  of  the  leading  Parisian  model  houses  to 
launch  a  trouser-skirt.  The  houses  responsible  are  Paul 
Poiret  and  Doucet. 


Opera  dress  of  mother  and  daughter  — 1808-  These  '  cheniise- 
dresses"  were  shaped  precisely  like  the  sack  chemise-  It 
was  of   similar  material,  thin    linen    lawn    or   sheer  percale- 

—Two  Centuries  of  Costume. 

The  house  of  Doucet  is  a  very  important  one,  and 
has  a  large  following  among  the  fashionable  women  of 
Kurope  and  America.  This  house  has  always  had  a  ''o- 
putation  fof  the  designing  of  original  creations,  nnd  the 
models  they  launch  are  closely  watched  bv  irainunt 
nifcufacturers. 

It  is  onlv  dur  ug  the  |)ast  few  years  rhat  mucL  h.i.-> 
b(en  heard  of  f-^aul  Poiret,  but  he  is  known  to  be  a  dar- 
in.;'  originator  of  new  modes.  To  his  great  talent  for 
design'ng  and  supreme  artistic  taste,  he  seems  to  add  a 
facinty  for  arresting  and  drawing  attention  to  the 
models  he  shows  that  goes  far  to  win  for  them  that 
general  adoption  that  spells  both  fame  and  shekels. 

Paul  Poiret  was  the  couturier  who  held  the  historic 
reception  in  Downing  Street,  London,  that  called  down 
the  wrath  of  the  West  End  drapers  and  dressmakers 
upon  the  present  Prime  Minister  of  England. 


Recently  he  has  been  in  Berlin  showing  gowTis  to  the 
Empress  of  Germany  and  the  ladies  of  her  court.  It  is 
said  that  the  dress  reform  movement  in  that  country  is 
somewhat  responsible  for  the  advent  of  the  new  trouser 
skirt. 

The  Doucet  model  illustrated  has  a  broad  panel  of 
material  caught  in  with  the  waist-band  and  brought 
down  between  the  feet  and  up  again  over  the  gown, 
forming  a  corresponding  panel  at  the  back  of  the  skirt. 
The  skirt  flows  free  at  the  sides,  and  the  effect  is  some- 
what that  of  a  very  full  Turkish  trouser. 


H-- 


The  Poiret  trouser-skirt.  His  A  trouser  skirt  by  Doucet.  The 
tfown  is  the  usual  tunic  gown  broad  band  of  material  that 
down  to  the  broad  band  at  the  hangs  from  the  waist  band  is 
foot,  which  is  divided  and  stitch-  brought  between  the  feet  and 
ed  up  the  middle.  up  over   the   eown  at   the   back. 

Fiom  sketches  published  by  John  Wanamaker,  New  York 

The  Poiret  model  is  much  more  original.  It  is  the 
usual  tunic  gown  with  a  broad  band  at  the  foot,  and 
this  band  is  divided  and  stitched  up  in  the  middle. 

With  this  model  is  worn  an  Eastern  looking  pelisse 
of  mousseline  de  sole,  the  trimming. of  which  is  unusual. 
The  edges  of  this  garment  are  ornamented  w'ith  two 
hands  of  fur,  put  on  close  together,  the  outer  one  being 
of  black  fur  and  the  inner  one  white. 
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Drx   Goods  Review. 


'^he  Egyptine   Underskirt 
Advertisement  No.  5. 


The  Question  of 
Value 


Egyptine  Underskirts  repre- 
sent the  BEST  VALUE  of  any 
silk  mixture  on  the  market. 

The  material  is  GUARAN- 
TEED to  us — we  guarantee 
every  garment  to  you  with  this 
guarantee  label : 


The  value  is  in  the  MATE- 
RIAL, in  the  wearing  quality 
of  the  goods. 

Egyptine  |has  all  the  rich 
rustle  [of  pure  silk,  but  wears 
threejtimes  as  long. 

Egyptines  look  well,  wear 
well,  hold  their  shape  and  are 
guaranteed  satisfactory 

Value  for  Value,  Egyptines 
are  beyond  comparison.  Be 
surelof  this  label  on  the  band  ; 


^GV#\^^ 


^^3/uM 


^/lUntlcaC 
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Trouser  Dress  Century  Old. 

Though  the  influence  of  a  dress  reform  society  may 
have  had  something  to  do  with  the  advent  of  the  new- 
skirt  at  this  moment,  and  though  the  movement  for  the 
advance  of  women  may  give  it  point,  it  is  altogether 
likely  the  fact  that  the  trouser  dress  played  a  part  in 
women's  fashions  one  hundred  years  ago  has  had  in- 
fluence with  these  French  designers. 


Evening  dress.  1811.  Long  pink  satin  trousers  to  the  ankie 
are  eaged  with  three  ruches  of  white  and  pink.  Over 
these,  reaching  only  to  the  knee,  a  scant,  pink  satin 
'■  chemise-dress."   short,   edged  with   the   same   ruches. 

—Two  Centuries  of  Dress. 


Just  one  hundred  years  ago  Napoleon  Bonaparte  was 
at  the  height  of  his  power — it  was  in  March,  1810,  that 
he  was  married  to  Maria  Louise  of  Austria.  It  was  lo 
his  Egyptian  and  Syrian  campaign  that  he, owed  his  ele- 
vation to  the  rank  of  Consul,  which  paved  the  way  to 
his  advancement  to  the  higher  dignity  of  Emperor.  The 
high-waisted  classic  adaptations  from  Greek  and  Roman 
sources  known  as  Empire  styles,  had  been  worn  for  some 
time  then,  and  it  was  easy  to  flatter  the  rising  sun  by 
giviBg  an  Oriental  note  to  the  prevailing  mode. 

From  an  old  French  fashion  plat©  dated  1808  is 
taken  the  illustration  of  a  mother  and  daughter  in  the 
latest  mode  in  opera  gowns.  This  gown  is  called  a 
chemise  gown  and  is  of  sheer  India  muslin  with  flounces 
of  lace.  Full  Turkish  trousers  of  the  same  fabric  gath- 
ered at  the  ankles  appear  below  the  short  scant  skirt. 


That  this  fashion  was  by  no  means  a  passing  freak 
but  one  that  lasted  for  some  time  is  shown  by  the  sec- 
ond illustration,  taken  from  the  same  source.  It  is  inter- 
esting because  it  is  for  1811 — the  corresponding  year  in 
the  last  century  to  the  one  just  entered  upon. 

It  is  an  evening  gown  of  pale  pink  satin  and  is  also 
called  a  chemise  gown,  though  to  the  eye  of  the  present 
day  it  looks  more  like  some  freak  pyjama  arrangement. 
The  trousers  are  of  the  satin  and  the  dress  is  trimmed 
with  ruffles  of  laco  and  satin. 

Probable  Adaptations. 

The  real  interest  to  the  trade  of  this  new  fashion 
lies  in  the  styles  tendencies  that  may  develop  from  it. 
From  the  experience  gained  in  recent  seasons  when  the 
Paris  designers  have  put  out  daring  and  eccentric  modes 
such  as  the  slashed  Directoire  skirt  and  the  Moyen  Age 
long^waisted  models,  it  is  not  the  mode  itself  that 
counts.  It  is  the  adaptations  that  arc  made  from  it  in 
order  to  bring  the  idea  down  to  a  practical  selling 
basis. 

More  than  all  these  is  the  advertising  value  of  an 
idea  so  startling  that  it  arouses  the  interest  of  the  press 
and  the  people.  Shrewd  merchants  have  in  the  past 
made  much  of  these  fads  from  an  advertising  standpoint 
and  no  doubt  will  welcome  and  make  much  of  this  new 
feature. 


Mannish  Cloths  in  Raincoats 

Fawn  and  Reseda  Leading  Shades  in  all  but 

the  Rubberized  Coats — Little  Decoration 

in    Spring  Lines. 

A  raincoat  is  an  all  important  item  in  a  spring  ward- 
robe, and  also  one  which  demands  attention  even  before 
the  Spring  girl  begins  to  think  of  her  Easter  costume. 
That  must  wait  until  Easter,  to  be  worn,  but  raincoat 
weather  often  springs  surprises  on  her  very  much  earlier 
in  the  season  than  Easter. 

There  is  very  little  difference  of  style  promised  be- 
tween the  raincoats  of  last  season  and  those  which  will 
be  in  vogue  during  the  coming  Spring  and  Summer.  The 
same  fabrics  will  be  in  favor  and  the  same  general  outline 
followed. 

Mannish  cloths  will  rule  the  day.  Paramattas,  can- 
tons and  coverts  will  all  come  in  for  their  share  of  atten- 
tion. Cravenettes  will  be  worn  somewhat  more  freely 
than  last  year.  Judging  by  early  orders  gabardines  and 
rosebarrys,  the  former  a  fine  wearing  covert  effect,  the 
latter  a  closely  woven  mercerised  and  especially  good 
wearing  material,  will  have  a  leading  place  in  raincoat 
fabrics  for  the  coming  trade. 

Fawn  and  reseda  will  be  the  leading  shades  in  all  ex- 
cept the  rubberized  coats,  the  latter  being  shown  in  all 
the  season's  most  fashionable  shades.  Fifty-two  to  fifty- 
four  inches,  or  full  length,  will  be  a  rule  pretty  generally 
followed. 

Every  feature  of  these  new  raincoats  points  to  mannish 
effects.  The  general  cut  is  on  mannish  lines,  calling  tor 
little  decoration,  except  stitching,  and  little  that  is  un- 
necessary of  that.  The  sleeves  are  mannish,  plain  and 
smooth  fitting,  with  tailored  cuffs,  when  cuffs  are  used. 
The  collars  are  almost  exclusively  the  double-band  motor- 
ing collars,  fitting  closely  about  the  throat. 

A  few  fancy  styles  in  raincoats  will  be  worn,  as  is 
always  the  case,  but  these  will  be  in  a  small  minority. 

There  will  be  pockets  on  most  of  the  coats,  in  either 
square  or  slash  styles,  both  of  which  will  be  fashionable. 
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One-piece  dress  of  black  and  white 

striped  taffeta,  the  waist  in  kimona 

style,  trimmed  with  black  braid  and 

black  lace. 


Dry  Goods  Review. 
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Make  These  Lines  Your  Leaders 

Tailored  ^c^^mp^  Waists 


in  twenty-three  different  fashionable  shades  of  silk, 
including  the  much-favored  shot  effects. 

THIS  IS  A  BRAND  NEW  LINE— TRAVELERS 
ARE  NOW  OUT  WITH  SAMPLES. 

These  waists  embody  all  the  latest  style  features, 
and  each  one  in  the  range  possesses  a  distinctive- 
ness of  design  that  will  prove  irresistible  to  your 
women  customers. 

The  "Kaybro"  line  of  Tailored  Waists  will  certainly 
add  materially  to  the  popularity  and  success  of  your 
ready-to-wear  department. 


The  For. jvL  Fitted 
Ihe  one  Perfect-  petticoat 

fitting   Petticoat 


PATCNTeO  AUG.  31,  ISUB 


The  one  petticoat  that  cannot 

bunch  up  at  the  waist — see  the 
cut  on  this  page — it  explains  itself ;  no  elastic ;  no  draw- 
strings; no  opening  at  the  back.  Note  the  flat,  narrow 
waistband  and  the  new  method  of  adjustment  that 
prevents  all  bunching.  Every  dressy  woman  is  inter- 
ested in  the  "Form  Fitte." 

It  is  made  in  Silk,  Silk  Moire,  Kaybrotaff,  Princess  Taffeta,  British  Taffeta,  Sateen. 
The  silk  lines  come  in  23  different  shades,  including  all  the  leading  tashionable  shades 
of  to-day.     Cotton  lines  come[in  Navy,  Greens,  Browns  and  Greys. 


Kaybrotaff — Special 


This  material  is  the  very  latest 
development  in  the  treatment 
of  cotton  fabric.  W^hilst  hav- 
ing the  lustre  of  silk,  its  finish 
is  absolutely  permanent  and 
every  garment  is  guaranteed 
to  retain  the  crispness  and 
swish  of  silk,  while  it  is  far  more 
desirable,  and  the  finish  is 
guaranteed  to  be  unaffected  by 
atmospheric  changes. 


McKAY  BROS.,  Limited 


112931  QUEEN  STREET  WEST, 


TORONTO,  CANADA 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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THE  NEW  YORK    MARKETS 


Still  the  straight  Line  Effect 

New  York    Retailers   Making    Big    Display    of 

Spring  Suits  in  Satin  Serges,  Tussahs 

and   Linens. 

(Staff   Correspondence) 

Office  of  The  Dry  Goods  Review, 

160  Broadway,  New  York. 

MANUFACTURF]KS  are  preparing  for  an  exten- 
sive sale  of  dresses  and  costumes  for  the  com- 
ing Spring  season.  The  straight  line  effects 
adopted  for  the  late  Fall  and  Winter  models 
is  still  the  leading  style  feature. . 

Manufacturers  have,  however,  made  the  skirts  of  the 
new  models  a  little  fuller,  as  many  buyers  made  objec- 
tions to  the  extremely  narrow  skirts,  as  they  found  the 
majority  of  their  customers  would  not  accept  them.  The 
skirts  on  Spring  models  measure  from  two  yards  up  to 
two  and  one-half. 

Tunics  are  general,  and  are  shown  in  both  long  and 
.shorter  effects.  The  long  tunics  are  straight  around,  and 
are  finished  with  a  wide  band  of  lace  or  several  rows  of 
trimming.  This  tunic  effect  isi  often  simulated  by  a  fold 
of  silk  or  material.  Many  of  these  long  tunics  are  de- 
veloped in  bordered  fabrics  and  a  very  new  idea  is  to 
edge  them  with  ball  fringe,  and  this  fringe  often  appears 
as  a   sleeve  finish. 

The  shorter  tunics  are  more  of  a  yoke  finish  to  the 
skirt.  This  is  a  very  favored  effect  when  the  material 
of  the  dress  is  one  of  the  new  pencil-striped  messalines, 
foulards  or  paillettes.  The  yoke  tunic  is  made  with  the 
stripes  iunning  across  and  is  often  in  a  slightly  pointed 
effect  at  the  sides  and  is  edged  with  a  fold  of  the  goods 
running  in  the  opposite  direction.  The  skirt  is  pleated 
in  scant  pleats  and  is  stitched  to  the  tunic  yoke,  and  has 
a  wide  horizontal  band  of  the  silk  at  the  foot. 

This  yoke  tunic,  outlined  with  a  wide  embroidery 
band  trimming  and  with  a  flounce  stitched  on  below  to 
complete  the  skirt,  is  a  frequent  feature  in  lingerie  lines. 

Many  of  the  later  novelties  show  bolero  effects,  and 
another  Paris  idea,  in  process  of  being  worked  out,  is 
the  use  of  the  pcplum  extention  below  the  waist  line. 
This  effect  is  applied  to  the  high  waisted  Empire  models 
and  appears  as  a  scant  frill  headed  with  a  coid  girdle 
having  tassellcd  ends. 

Bolero  Effect  in  Lingerie  Models. 

Beautiful  lingerie  models  are  making  their  appear- 
ance and  many  of  them  show  this  bolero  effect  developed 
in  the  new  Vandyked  Swiss  embroidery  or  lace  trimm- 
ings. The  new  waists  are  cut  with  the  yoke  and  sleeves 
in  one,  and  this  yoke  is  either  of  heavy  lace  or  of  lace 
and  embroidery  medallions  put  together  with  sections 
of  fine  pin  tuckings  in  net  or  mull.  The  embroideries 
used  closely  simulate  hand-work  and  are  in  Madeira  and 
heavy  padded  blind  work.  Linen  Cluny  lace  is  decidedly 
the   fashionable  lace. 

Wide  Vandyked  embroideries  form  the  bolero  effect, 
and  the  material  finely  tucked  simulates  the  short  waist 
under  the  bolero.  Short  simulated  tunics  are  formed  by 
bands  of  embroidery  or  tucks  broken  by  large  motifs 
and  wide  band  embroideries  are  used  to  trim  the  edge 
of  the  skirt. 


Often  the  bolero  and  the  motifs  for  the  tunic  are 
obtained  by  cutting  the  embroidery  trimming  of  the  edge 
of  the  deep  flounce.  The  missing  part  is  then  filled  in 
with  sections  of  tuckings,  put  in  with  a  narrow  lace,  and 
the  wide  embroidery  band  forms  the  trimming  below.  A 
new  note  is  the  edging  of  the  \'  neck,  the  elbow  sleeves 
and  the  bottom  of  the  skiit  with  bands  of  chiffon  form- 
ing a  straight  hem  finish,  lilack  chiffon  is  very  much 
used  as  black  and  white  is  decidedly  the  leading  color 
combination. 

Heavy  Venise  la:^s  are  brought  into  requisition  in 
the  development  of  lingerie  gowns.  High-priced  models 
are  shown  in  this  lace  combined  with  hand-embroidery 
worked  on  the  .sheerest  of  handkerchief  linen,  batiste  or 
silk  mull.  The  lines  are  much  the  same  as  those  pre- 
viously described— that  is  the  yoke  and  sleeves  are  in  one 
and  the  embroidery  simulates  the  bolero  and  v\-ide  shaped 
panels,  bandings  and  motifs  give  a  tunic  effect  to  the 
skirt.  There  is  a  tendency  (juite  in  line  with  Paris  stj-les 
to  give  a  divided  effect  at  the  sides  to  the  tunic  by  the 
use  of  bandings  and  panels. 

Many  new  models  are  developed  in  fine  chiffon  or 
marquisette  over  a  messalinc  foundation.  A  trimming 
very  much  favored  is  a  fine  cord  embroidery  that  gives 
the  effect  of  the  porcelain  bead  trimming  now  so  widely 
favored.  Marquisettes  are  shown  with  heavy  floral  em- 
broideries in  Persian  colors,  and  also  in  the  fashionable 
black  and  white  effects.  These  come  in  flouncings  and 
bandings. 

Another  idea  is  the  combining  of  two  colors  of  the 
one  fabric  in  the  one  gown,  thus  a  voile  dress  was  of 
black  and  white  over  a  white  silk  foundation.  The  over- 
skirt  and  the  waist  was  of  the  white  voile,  while  the 
.sleeves  and  bolero  yoke  cut  in  one  and  the  flounce  that 
finished  the  skirt  was  of  the  black  voile.  The  trimming 
lace  was  of  black  and  white.  This  same  idea  was  also 
shown  developed  in  blue  and  white. 


Surplice     Effect    in    Waists 

Large,  Square  Collar  Styles— Bright  Red  and 
Coral  Shaded  Trimmings — Lace  Embroid- 
ery  Motifs    on    Lingerie    Models. 

Waists  to  match  the  suit  are  still  high  style  and  veil- 
ed waists  are  just  as  fashionable  as  ever,  the  only  differ- 
ence being  that,  instead  of  taffetas  and  satins,  nets, 
printed  mulls,  Jap  silks,  laces,  and  Swiss  embroideries 
are  used  for  the  under  fabric.  Persian  effects  in  one  color 
are  used  on  many  waists. 

There  is  really  more  novelty  in  ..these  waists  than  the 
description  of  fabrics  would  lead^one  to  suppose,  for 
though  the  materials  arc  similar,  new  touches  arc   added. 

Surplice  or  cross-over  fronts  with  large  square  collar 
effects  at  the  back  are  the  newest  feature  and  these  col- 
lars are  often  made  of  lace  covered  with  the  veiling 
fabric. 

Though  the  beaded  effects  so  popular  in  the  Fall  are 
repeated  in  .Spring  lines,  cord  embroideries  and  French 
knot  patterns  that  give  the  beaded  effect  arc  much 
newer. 

K  decidedly  new  touch  is  the  appearance  of  bright  red 
and  coral  shaded  trimmings  on  waists  of  the  darker 
shades   of  color. 

These  trimming  touches  show  in  buttons,  cordings 
and  pip-'ngs  and  form  very  striking  effects. 

\  new  feature  in  the  voile  and  marquisette  models  is 
the  combination  of  colored  voiles  with  white  in  producing 
trimming  effects.  Tliis  can  be  safely  done,  as  the  new 
voiles  are  fast  color  and  are  said  to  wash  as  well  as  the 
white   fabric. 
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A  CANADIAN 
STYLES   NUMBER 


The  February  15th  issue  of 
the  Review  will  be  a  big  Cana- 
dian Styles  Number. 

Canadian  women  are  de- 
manding—and getting —-gar- 
ments conforming  to  the  rapidly 
crystallizing  sentiment  of  "Can- 
dian  styles  for  Canadian 
women." 

What  are  the  features  of 
the  Canadian  styles  for  the 
approaching  season? 

In  the  February  15th  issue 
of  the  Review  you  will  be  told. 
It  will  be  illustrated  with  cuts 
of  garments  turned  out  in  Cana- 
dian factories,  the  work  of 
Canadian  designers,  and  to  be 
worn  by  Canadian  women. 


This  is  a  subject  in  which 
every  Canadian  dry  goods  mer- 
chant is  bound  to  be  interested. 
It  is  something  that  vitally 
affects  him. 

If  there  is  a  standard  of 
Canadian  styles  he  wants  to 
know  about  it,  and  his  customers 
want  to  know  just  what  that 
standard  is. 

This  information  will  be 
given  in  the  February  15th  issue 
of  the  Review,  and  this  will  be 
the  first  serious  attempt  to  set 
before  Canadian  dry  goods  mer- 
chants the  facts  about  Canadian 
styles. 

This  announcement  is  of 
great  importance  to  every  Cana- 
dian retailer  and  manufacturer. 


Canadian  Styles  Number  of  the  Dry 
Goods  Review^,  Out  February  15th. 


Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers. 
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WASH    BELTS 


For  this  Spring's  business  we  have  got  together  possibly  the 
largest  and  most  exclusive  range  procurable. 

These  illustrations  are  from  our  range  of  fine  Swiss  Embroid- 
ery Belts.     They  all  have  pearl  buckles  and  some  of  them  are  lined. 

Our  splendid  connection  with  the  embroidery  markets  of 
St.  Gall  and  greatly  increased  facilities  enable  us  to  specialize 
in  this  line. 


Our  present  range,  of  which  three  samples  are  shown  above, 
sells  from  $22.00  per  gross  up. 

See  salesmen  or  write  us 

LADIES'  WEAR  LIMITED 


84  Wellington  Street  W. 


TORONTO 


F.  P.  EVANS,  President 


W.  F.  GOFORTH,  Vice-President 


Please  inentioii  The  Revieiv  to   Advertisers  and  Their  Traz'elers. 
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Collars,  Jabots  and  Bows 

The  Long  Jabot  the  Feature  at  Present — New  Ideas 
Make  Fancy  Lines  Practicable  for  Wash- 
ing  Articles. 

THE  long  jabot  is  the  feature  of  the  Spring  neck- 
wear.   Whatever  the  kind    of     collar,   in     which 
considerable  diversity  is  seen,  the  jabot  will  be 
universally   wanted,     and     the     trade  may     rely 
upon  it. 

While  there  is  consiiderable  variety  in  shape,  includ- 
ing the  square,  the  two. peaked  pleated,  which  the  public 
still  clings  to,  the  cascade  and  the  double  and  triple 
pleated  styles,  the  long  jabot,  quite  narrow  and' at  most 
only  medium  width,   with   trimmings  of  lace   oi-     silk,   is 


Novelty  Dutch   Collar,   with   Venise   Edge  —  Shown 
by   Flett-Lowndes   <»   Co.,   Limited.   Toronto. 

the  best  and  newest.  This  model  comes  in  net,  trimmed 
in  lace  and  in  lingerie  in  all  fancy  styles  of  embroidery, 
including  the  latter  mixed  with  lace.  Maltese  edgings 
are  seen  in  high-class  numbers,  as  also  is  Guipure  and 
Point  Venise. 

Dutch  collars  now  appear  in  lingerie  for  Spring  sel- 
ling, with  jabot  attached  in  many  numbers.  All  the 
laces  mentioned  above  are  favorites  for  trimming,  Valen- 
ciennes being  of  course  the  staple.  Sailor  shapes  of  con- 
siderable size  and  flare  are  often  seen. 

The  high  novelty  in  the  Dutch  collar  for  Spring  is 
the  use  of  lace  and  embroidery  woven  together,  one 
motif  to  a  collar.  This  makes  an  article  which  is  hand- 
some enough  for  wear  over  silk  or  velvet,  while  wash- 
able at  the  same  time.  In  the  finest  specimens,  only  a 
medium  of  linen  lawn  next  the  band  is  plain  ;  sometimes 
the  motif  runs  up  to  the  band  in  points. 

Collars  are  seen  in  Vandyke  points,  mostly  some- 
what modified,  and  selling  chiefly  as  a  high  class  novelty. 

All  Dutch  collars  in  lingerie  are  fairly  well  sot  up  on 
th«  neck,  only  the  all-lace  ones  being  quite  flat.  • 

One  feature  which  the  retailer  will  welcome  in  the 
articles  now  being  put  out  for  Spring  trade  is  the  wash- 


ability  of  those  numbers  which  are  obviously  destined  to 
the  tub.  Little  devices  for  holding  pleats  in  place  will 
be  found  on  many  numbers  which  at  first  do  not  appear 


Black    and    White    Bow       Shown    by    Forth. 
Potter   &   Co..   Toronto. 

washable.  These  should  be  snapped  up,  and  their  wash- 
able quality  advertised  in  selling,  as  they  frequently  are 
both  dressy  and  practical. 

Regular  lines  of  stock  collars,  mostly  of  net,  silk- 
trimmed,  show  black  and  white  combinations,  touches  of 
check  and  stripe  trimming,  braidings  on  net,  very  neat 
and  plain,  and  widow's  ruchings  or  plain  satin  fold  at 
the  throat.  Ecru  is  much  seen,  and  occasionally  a  glint 
of  red  appears,  but  on  the  whole,  the  effect  is  tailored. 
Dressy  numbers  differ  chiefly  in  point  of  coloring,  with 
perhaps  a  fuller,  lacier  jabot,  but  of  very  fussy  collars 
there  is  not  much  sign. 

Bows  for  Dutch  collars  are  made  of  velvet  or  satin 
with  edge  cither  of  contrasting  material  or  color;  they 
are  flat,  of  no  great  depth  but  considerable  span  and  will 
be  worn  with  the  bolero  pin. 

Tailored  collars,  both  the  stiff  and  neglige  models, 
will  have  small  bows  of  satin  with  peaks  or  in  butterfly 


Real    Venise   Lace   Collar  —  Shown   by  the   Sterling 
Lace  and   Novelty   Co..   Toronto. 

shape.  Many  'abots  will  be  worn  with  tailored  collars. 
Bows  are,  at  present,  chiefly  black  and  white,— Shep- 
herd's check,  or  stripe  of  black  and  white,  or  a  touch  of 
color  being  used  to  trim 
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Embroideries   and   Laces 

Combination    Lace    and     Embroidery    Effects    the 

Feature  of    New   All-overs,  Flouncings    and 

Bandings  —  Laces   Favored    are    Guipure, 

Venise  and   Maltese. 

Wash  bandings,  all-overs  and  (louncings  are  showing 
now  in  great  quantity  for  the  niaking-up  trade  and  for 
retailing.  The  new  feature  in  these  lines  is  the  combin- 
ation of  lace  effects  with  embroidery.  Guipure  and 
Irish  laces  are  favorite  for  this  purpose,  and  several  sorts 
had  insets  of  filet  lace,  worked  in   in  the  same  way. 


Handmade   Linen   Cluny   Laces,   imported   by    the    lingerie 
waist  department  of   Ladies'  \Vear  Limited.   Toronto- 
Lingerie    dresses   will    be    seen    with    these    bannings    in 
varying  widths,   used   in  conjunction  with  all-overs,   with 
embroidered  flouncing  or  used  with  the  mull  alone. 

Every  variety  of  white  embroidered  goods  shows  the 
same  tendency  to  combination  of  lace  and  embroidery. 
Much  of  the  lace  is  worked  in  in  points,  these  being  spe- 
cially noticeable  in  the  new  Vandyke  collar,  berthe  and 
blouse  front. 

While  the  general  effect  is  of  great  richness  and  weight 
when  the  patterns  are  looked  into,  the  designs  are  seen  to 
he  small  and  dainty. 
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6-Inch   Novelty    Embroidery    Band       Shown    by 
Flett-Lowndes   &  Co.,   Limited.   Toronto. 

Handings  will  probably  be  most  in  demand  in  widths 
of  from  five  to  eight  inches.  Ordinary  imitations  of  gui- 
pure edging  run  from  1  cents  a  yard  up — the  five  to  eight 
inch  sizes  in  fair  grade  coming  higher  in  proportion. 


Scalloped  Hems,  New  Waistings 

Lingerie  dresses  will  he  turned  out  by  many  I'lictories 
and  everywhere  asked  for  by  the  public  with  scalloped  em- 
broidered lower  edge  or  flouncing,  but  a  newer  line  shows 
a  hem  of  plain  material  beneath  the  elaboration  of  the 
embroidery,  which  is  frequently  seen  in  tunic  effect. 

Tlie  newest  net  waists  which  will  be  made  up  and  re- 
tailed  at   five   dollars   or    thereabouts   show   various   trim- 


ming designs  devised  to  give  diversity  from  the  five  stripes 
of  fembroidery  so  much  in  use  of  recent  seasons.  The 
whole  front  is  embroidered  with  a  single  motif,  including 
lace,  usually  Irish  or  Guipure.  This  may  be  either  length- 
wise or  crosswise,  in  medallion  effect,  or  it  may  tend  to 
outline  a  round  or  square  yoke.  Devices  are  setn  special- 
ly arranged  for  the  cutting  of  blouse  and  sleeve  in  one 
piece,  peasant  fashion.  Nets  are  very  fine,  and  dainty  all- 
overs  appear   for   blouses  and   yokes. 


The  Laces  in  Vogue 

Besides  Guipure,  Irish  and  Point  de  Venise,  the  ever 
popular  \alenciennes,  and  the  Maltese  laces,  a  general 
tendency  towards  filet  mesh  and  lace  seems  observable  in 
all  lines.  New  designs  for  both  insertions  and  edgings 
are  seen,  and  the  filet  mesh  is  widely  in  use  for  next  sea- 
son's bandings  in  color. 

M 

Medallions  and  Vandyke  Points 
A  very  noticeable  feature  of  the  moment  is  the  intro- 
duction of  medallions,  both  for  use  singly  as  a  blouse 
trimming,  and  by  the  yard  on  skirts  or  as  shoulder  trim- 
ming. The  larger  motifs  come  singly,  the  smaller  by  the 
yard.  All  are  being  taken  by  the  making-up  trade.  Va- 
ried shapes  and  sizes  appeared. 

Vandyke  points,  very  deep,  were  intended  for  use  dowtj 
the  front  of  the  waist,     in  effect  not     unlike  the  cascade 
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Torchon   Lace   with  Beading   Woven   in   and    Draw    String^s 
ready   threaded       Shown  by  Spitzer   Bros.  &  Co.,  Toronto. 

jabot,   though,  of  course,  laid  on  flat.    Both  the  one-sided 
and   the  double  trimming  effect   would  be  used. 


New  Veilings  and  Scarfs 

spring  Brings  Out  Daintier  Shades — Magpie  Veil- 
ings Coming  in  in  Quantities— Medium  Meshes 
in  Staple  Patterns  Hold  Public  Favor. 

Motor  scarfs  are  now  appearing  in  lighter  shades,  an- 
ticipating warm  weatlier  sales.  Several  new  shades  may 
be  looked  for,  including  Parma  violet  and  coronal icm  blue. 
.Ml  the  scarfs  in  fancy  lines  now  look  toward  the  summer 
trade,  and  washable  numbers  will  be  in  order.  A  big 
trade  is  expected  in  these  lines  which  have  now  become 
staple.  Spring  should  see  special  sales  arranged  in  water- 
proof lines. 

Veilings  are  still  in  demand  along  the  more  staple 
lines,  small  mesh  and  delicate  threads  being  preferred 
Still,  a  certain  demand,  chiefly  metropolitan,  lies  with 
the  striking,  lacy  patterns  of  the  conspicuous  meshe.s. 
.Many  black  and  white  combinations  arc  now  on  the  mar- 
ket, mostly  in  regulation  style  mesh,  square  diagonal 
with  tiny  dot  of  black.  The  use  of  a  very  brilliant,  lu.s- 
tjrous  white  silk  in  a  tone  verging  on  oyster  gives  a 
touch  of  novelty  to  the  exportation  of  a  notable  French 
firm. 
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Black  and  White  Effects 

Another  new  feature  consisted  of  a  very  open  black 
diagonal  in  filing  t.iread  over  a  separate  mesh  of  thinnest, 
white  silk  ISrussels  net,  the  two  held  together  by  the  com- 
bination black  and  white  dot  at  the  corners  of  the  dia- 
gonal mesh.  This  is  an  inconspicuous  and  modest,  but  pret- 
ty member  of  the  double  mesh  family,  far  more  practical 
and  likely  to  succeed  than  the  showier  si)C'cimens. 

Spider-web  meshes  are  still  leading  the  novelty  lines, 
though  greatly  modified  and  of  daintier,  smaller  patterns 
than  formerly. 


New  Trimmings  and  Braids 

Wide  Bandings  Break  Outline  of  New  Narrow, 

Straight  Skirt— Showy  Effects  in  White  or 

Black  Cashmere  Net. 

All  novelty  lines  of  wide  band  trimming's  create  in- 
terest as  they  appear,  for  there  is  no  doubt  but  that 
Spring  will  show  them  in  greater  use  than  ever.  The 
present  day  skirt  being  both  narrow  and  vnth.  perfectly 
straight  falling  lines,  is  quite  impossible,  save  in  most 
.strictly  tailored  numbers,  and  frequently  even  then  with- 
out a  break  of  some  sort.  This  break  is  supplied  by  the 
wide  band  of  braid  or  other  trimming.  As  colors  are 
dark,  and  violent  contrasts,  save  in  the  case  of  black 
and  white  are  not.  courted,  this  has  led  to  the  introduc- 
tion of  the  '"old"  metal  shades  in  preference  to  the  bril- 
liant, and  of  the  Persian  shadings,  which,  however,  arc 
fully  expected  to  stand  aside  in  favor  of  black  and 
white,    and    liglit    Dresden    conilj'nations    for    Sprins-.     At 


Banding  of   White   Cordelia   Braid    on    Black  —  Shown    by 
The   Canada   Veiling   Co..  Ltd.,    Toronto. 

present,  the  weight  of  the  trade  is  with  the  magpie 
effect. 

These  black  and  white  bandings  are  scarcely  to  be 
classed  with  embroidered  nets  of  the  floral  type,  though 
cashmere  nettin?  is  usually  their  foundation.  Patterns 
tend  to  be  showy  and,  of  the  darned-in  type,  white  Cor- 
delia fa  very  fine  braid,  almost  a  thread),  showing  up 
well  on  the  black  in  wheel,  mercury  wing  and  other 
.striking  designs,  among  which  many  are  directly  classi- 
cal in  origin  and  others  Oriental.  Wood  fibre  is  a  fav- 
orite medium  of  embroidery.  It  has  a  lustre  superior 
to  that  of  silk  and  is  sufficiently  durable  to  outlast  any 
modern  fashion.  In  all-black  embroidered  bandings,  the 
best  a)ipearing  and  newest  were  of  the  fibre. 

A  novelty  which  should  be  much  in  demand  right  up 
till  Summer  opens  was  a  black  net  banding  very  heavily 
appliqued  with  velvet,  embrqiderpd  on.  and  in  fancy  dc 
sign  also,  and  with  touches  of  gold  and  sihor,  tarnii^hcd 
and   dull.    This  is   really  goods  designed    for  next    Fall 


trade,   but  orders  have  been  placed  for  it  for  use  on  the 
Spring   velvets. 

Imitation  of  White  Porcelain  Beading. 

Owing  to  the  good  reception  with  which  white  por- 
celain headings  began  the  season,  there  now  appear  imi- 
tations of  these  in  bandings  and  all-overs.  On  black  net 
the  effect  is  particularly  good,  embroidery  of  white  wood 
silk  well  representing  the  headings.  On  colors  and  in 
white,  this  type  is  also  to  be  seen,  and  is  prornksed  a 
fine  run  owing  to  its  reasonable  price  and  eflectivene^is. 

Filet  net  forms  a  foundation  for  many  of  the  newest 
laces  and  trimmings,  and  is  specially  favored  for  cer- 
tain new  designs  not  unlike  the  stitches  which  one  sees 
on  the  scrim  samplers  of  the  past. 

So  far.  Spring  lines  cannot  be  said  to  show  much 
colors  of  ^ny  sort,  though  touches  of  Dresden  shades, 
(Pomi)adour),  are  the  books  for  future  selling.  The  more 
striking  thing  is  the  cropping  up  every  here  and  there 
of  a  little  touch  of  bright  red,  on  ecru  and  in  piping, 
bandings,   and  dots. 

V 

Jewelled  and  Beaded  Motifs. 

For  evening  and  dressy  wear,  fashion  continues  to 
favor  all  sorts  of  beaded,  sequined  and  jewelled  effects. 
In  goods  by  the  yard,  designed  for  use  in  making  tunics 
and  scarves,  dew-spotted  chiffons,  nets  and  chiffons,  steel 
spotted,  and  patterned  effects  in  tiny  soquins  in  new  me- 
tallic shades  are  specially  good.  There  are  also'seen  all- 
over  metallic  embroideries,  open-work  fabric  entirely 
composed  of  strung  beads  and  fancies  on  mixed  metallic 
ground.  Black  with  porcelain  beading  continues  much 
favored.  New  nets  are  seen  with  spangles  in  crescent 
and  other  fancy  shapes.  Tinseled  scarves  were  another 
novelty. 

Fancy  medallion-like  trimmings  for  bodices  show 
pearls  in  all  shades  mixed  with  the  flashing  jewels.  Pat- 
terns are  very  .showy,  not  a  few  of  the  medium-sized 
Persian  motifs  showing  in  light  colors.  Bugles  are  much 
used.  Touches  of  color  that  are  specially  favored  are 
Coral, 'turquoise  and  amethyst.  Beaded  and  jewelled  band- 
ings stand  high  in  favor  as  ever. 

V 

Bolero  Novelty 
A  novelty  consists  of  the  Bolero  jacket,  which  is  now 
coming  back  into  favor,  in  .style  as  above,  for  evening 
wear  solely.  The  winter  that  is  passing  has  seen  a  re- 
cord sale  of  fancy  even'ng  accessories,  notably  of  jewelled, 
sequined  or  beaded  tunics,  many  of  which  showed  the 
popular  white  beads  on  marquisette  or  net.  These 
tunics  will  be  good  for  evening  wear  throughout  the 
coming  season.  Steel  upon  black  will  also  survive,  in 
all  likelihood,  well  on  to  next  Fall  if  not  later,  owing 
to  the  black  and  wliite  rage. 


Wide  Braids  for  Skirts  and  Suits 
Wide  braids  in  black,  in  plain  and  fancy  weaves  and 
wide  \vidths,  continue  solid  in  public  favor,  and  the 
new  tailored  suits  will  be  trimmed  with  them  as  Spring 
opens.  Colors  will  be  seen  in  the  wide  braids,  but  black 
remains  a  favorite.  Fancy  weaves  include  the  ribbon 
woven  in,  and  jilain  diamond  plane  pro^ed  oJie  of  last 
season's  best  sellers,  registcrine:  many  advance  orders  for 
the  Spring.  Some  manufacturers  are  making  these  wide 
braids  their  chief  praduct,  so  great  is  the  domand 
throughout  the  country. 
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The  Wash  Belt 

A  particularly  interesting  line  of  fine  linen  and  lawn 
goods  embroidered  in  the  daintiest  designs  is  now  being 
turned  into  wash  belts  as  fast  as  the  manufacturers  can 
get  them  out.  In  the  dearth  of  any  specially  exciting 
feature  in  the  belt  situation  since  suedes  came  in  a 
couple  of  months  ago,  these  new  belts  are  sure  to  catch 
public  fancy.  They  are  dainty,  durable  and  in  greater 
variety  than  over  before,  and  the  prices  will  bo  right,  as 
they  are  priced  to  sell  from  twenty-five  tO'  fifty  cents. 
Buckles  of  linen  or  lawn  covered  in  more  repansive  speci- 
mens, others  of  pearl. 

V 

Popular  Ruchings 

Widow's  ruch'ng  and  very  narrow  ruches  of  chiffon  or 
not,  backed  by  a  satin  fold,  are  now  the  important  sell- 
ing line.  Satin  folds  are  also  used  alone,  or  with  very 
fine  cordings.  Frequently  black  and  white  are  combined 
in  the  same  ruche  or  in  a  double  fold  ruching.  Small, 
puritan  looking  styl  s  prevail  in  this  department,  em- 
phasis being  upon  white. 


Whitewear  of  Sheer  Material 

Lawn,   Nainsook    and  Mercferized  Mull  Being 

Used   for    Better    Garments  —  French 

Embroidered    Lines. 

The  tendency  in  white-wear  is  still  towards  the  use  of 
sheer  materials,  lawn,  nainsook,  and  mercerized  mull  l.e- 
ing  used  for  the  better  garments,  while  fine  cottons  arc 
used  for  the  cheaper  grades  only.  Dainty  trimming  ef- 
fects of  good  quality  and  with  less  elaboration  is  the  idea 
towards  which  manufacturers  have  been  working  for  a 
decade.  This  means  that  not  only  does  the  whitewear 
offered  now  present  a  more  attractive  appearance,  but  it 
both  wears  and  launders  better  than  it  used  to  do. 

Canadian  makers  as  a  rule  have  been  exceedini^ly 
jealous  of  their  reputation  for  producing  well-made,  well- 
finished  goods,  and  to  this  guarding  of  their  reput.i.tions 
is  due  in  a  great  measure  the  great  progress  that  the  in- 
dustry has  made. 

High-priced  lingerie  is  elaborately  trimmed,  but  the 
quality  has  not  been  sacrificed , to  price,  and  a  great  portion 
of  the  attractiveness  is  due  to  the  filmy  fabrics  and  beau- 
tiful, high-grade  laces  and  embroideries  used  in  producing 
these  garments. 

Lace  and  embroidery  combined  trim  the  great-er  num- 
ber of  lingerie  garments,  simply  because  the  best  effects 
can  be  obtained  by  combining  two  trimmings.  Blind  eye- 
let and  lace  efiects  lead  in  embroideries. 

As  in  the  past,  few  seasons'  designers  are  not  confin- 
ing themselves  to  the  use  of  Valenciennes  alone,  but  are 
using  Maltese,  Torchons  and  Ciunys  with  good  effect. 
Wide  and  narrow  headings,  medallions  and  motifs  arc 
freely  used. 

Not  all  the  French  embroidered  underwear  shown  now 
is  hand-worked— that  is,  needle-worked— for  both  sprig- 
ging and  scalloping  can  be  done  by  machine  and  in  a  man- 
ner that  so  closely  imitates  the  real  hand  embroidery 
that  only  an  expert  can  tell   them  apart. 

If  present  plans  prosper  the  trade  will  soon  be  able 
to  buy  garments  embroidered  in  the  French  manner  com- 
bined with  the  distinctive  cut  that  suits  the  Canadian 
trade.  These  garments  will,  of  course,  be  made  by  ma- 
chine, but  in  appearance  and  essentials  will  have  the  ap- 
pearance of  the  imported  garment. 

A  feature  of  the  whitewear  sales  so  far  has  been  the 
big  demand  for  princess  slips.  Princess  slips  and  cotn- 
bination  garments  are  ready  sellers. 


The   Corset  and  the  Figure 

If  Customers  Wore  Perfectly  Fitted  Corsets 
Fewer   Alterations   in   Garments    Would 
be  Called  For. 

Many  merchants  do  not  clearly  recognize  the  intimate 
connection  that  exists  between  the  ready-to-wear  depart- 
ment and  that  devoted  to  corsets.  The  fact  that  the  cor- 
set is  the  foundation  of  the  figure,  apparently  escapes 
notice.  It  is  most  true,  however,  that  of  every  customer 
that  bought  garments  wore  a  new  style  perfectly  cut, 
and  perfectly  fitted  corset,  alterations  would  not  be  half 
the  number,  and  the  changes  to  be  made  would  be  trifling. 

When  there  is  a  change  in  corset  styles  the  garment 
manufacturers  discard  their  old  figures,  and  fit  over  the 
new  one,  and  all  patterns  are  cut  to  the  new  shape. 
Though  the  new  garments  are  cut  to  the  latest  models, 
there  are  many  corset  departments  that  do  not  put  in 
these  shapes  until  the  customers  insist  upim  having  them. 
Meanwhile  the  customer  who  is  not  wise  is  making  work 
for  the  alteration  department.  If  the  average  of  alter- 
ations in  the  garment  department  is  higher  than  it  ought 
to  be,  the  merchant  should  not  blame  the  manufacturer 
until  he  has  investigated  the  state  of  things  in  the  corset 
department.  If  the  corset  department  is  doing  its  duty 
by  the  store,  it,  is  introducing  the  new  models  to  its  cus- 
tomers, not  waiting  for  the  customer  to  introduce  them 
to  the  department. 


Palatial  Houses  of  Paresian  Designers 

The  establishments  of  the  leading  Paris  firms  are  mag- 
nificently housed.  Two  of  them,  Beer  and  Martial  &  Amand 
occupy  noble  mansions  of  the  time  of  Louis  XIV  and  the 
interior  fittings  are  in  keeping  with  the  palatial  aspect  of 
the  exterior. 

Paul  Poiret  in  many  respects  the  most  remarkable 
figure  among  Parisian  costumiers  has  a  handsome  mansion 
in  the  Ave.  d'Antin,  notable  for  the  Persian  carpet  flower 
bed  in  front  of  it.  The  interior  has  been  recently  decor- 
ated in  accordance  with  the  Poiret  taste  for  rich  color- 
ing. The  entrance  hall  and  staircase  are  Egyptian  and 
one  noted  room  is  in  Pompean  red. 

Though  established  a  number  of  years  it  is  only  dur- 
ing the  last  two  or  three  years  that  Paul  Poiret  has  come 
to  the  front.  His  creations  are  often  eccentric  but  he  is 
a  master  in  the  art  of  using  color,  and  the  styles  he  has 
put  out  for  the  past  season  have  been  wonderfully  suc- 
cessful. 

Since  M.  Beer's  death  an  F'nglish  corporation  have  ac- 
quired control,  retaining  of  course  the  staff  of  designers 
and  salespeople.  Redfern  is  an  English  house,  the  resid- 
ent and  managing  director  being  Pointer  Redfern.  Since 
the  death  of  her  husband  about  two  years  ago,  Madame 
Paquin  has  taken  charge  of  the  establishment  on  the  Rue 
de  la  Paix.  Doucet  is  located  on  the  same  street,  the 
dressmaking  establishment  being  on  the  ground  floor,  the 
street  floor  being  devoted  to  two  shops,  one  for  selling 
high  class  men's  furnishings,  and  the  other  waists,  petti- 
coats, negligees,  neckwTar,  parasols  and  laces. 

Drecoll's  now  belongs  to  an  Austrian  firm  and  its  mo- 
dels are  very  well  known  on  this  side  of  the  Atlantic. 
Another  house  that  does  a  big  American  business  is  Ber- 
nard's. New  York  garment  manufacturers  and  drygoods 
houses  buy  largely  from  this  firm.  The  house  of  Cheruit 
is  managed  by  Madame  Cheruit  who  took  over  the  busi- 
ness a  few  years  ago  from  the  Raudnitz  sisters. 

The  most  celebrated  maker  of  coats  and  wraps  in 
Paris  is  Drukle.  The  head  of  this  business  is  Mons. 
Drukle  and  he  has  the  reputation  of  being  a  very  clever 
designer. 
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What  would  you  do  ?  Oblige  this 
Customer  or  Not? 


Lady — I  bought  this  sweater  coat  by  mail  order,  but  it  is  too  small. 
I  want  to  wear  it  right  away  and  you  would  oblige  me  greatly  if 
you  exchanged  it  for  a  size  larger.  Wouldn't  mind  paying  a 
little  more  if  I  got  the  fit. 


THIS  cartoon  depicts  a  prob- 
lem which    every  merchant, 
every  salesman  in  the  smaller 
centres  of  population,  at  least,  is 
familiar  with,  though  with  many 
it  is  rare. 

The  policy  adopted  by  some  is  to 
refuse  to  accommodate  such  a 
customer. 

There  are  merchants  who  regard 
such  a  case  as  an  opportunity  to 
emphasize  the  advantages  of 
home  shopping.  But  they  refuse 
to  exchange  and  lose  a  probable 
customer. 

Then  there  are  merchants  who  do 
oblige  such  a  person  and  are  some- 
times able  to  bring  forward  lines 
which  are  better  value  than  when 
obtained  through  mail  order. 

But  there  are  people  who  don't 
appreciate  the  merchant's  kind- 
ness and  send  away  a  mail  order 
next  time  they  have  a  little  ready 
money. 

Looks  like  a  thankless  courtesy, 
doesn't  it. 

The  Review  wants  to  know  how 
salesmen  or  merchants  would 
handle  a  case  of  that  kind  and 
what  the  general  policy  of  their 
store  is.  If  they  will  relate  actual 
experiences,  replies  will  be  all  the 
more  interesting. 

For  the  best  answers  the  follow- 
ing prizes  will  be  paid: 

FIRST 
$3  and  Revieiv  for  One  Year. 

SECOND 
$2  and  RevieU)  for  One  Year. 

THIRD 
$1  and  Review  Jor  One  Year. 


The  Review  will  be  sent  for  one  year  to  every  merchant  c  clerk  who  sends  in  a  statement  considered  by  the  editor 
good  enough  to  be  published.  If  salesmen  winning  prizes  are  already  subscribers  their  subscriptions  will  be 
extended   one    year. 

All  accepted  contributions  to  be  published  in  one  issue  ol  the  Review. 

This  competition  is  not  confined  to  salespeople  in  departments.  The  same  problem  applies  to  every  department.  It  is 
an  opportunity  lor  any  member  of  the  staff.     This  contest  will  be  a  monthly  feature  of  the  Review. 

Address  all  answers  to  The  Editor  of  '^he  Dry  Qoods  T^evieW,    143-149  UnioersHy  Avenue,   Toronto 


Please  mention   J  lie  Keviezv  to   Advertisers  and   Their  Travelers. 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming,  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
to  the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
paid    J ; ?3.50 

Window  Trimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    ., $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  hy  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    ?2.50 


Card  Writers'  Chart 


il 
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Retail  Advertising 
Complete 

This  book  covers 
every  known  method  of 
advertising  :i  retail 
business  ;  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them    Jl.OO 


50]Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
pertaining  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
Jostpaid    for    $2.50 


A  complete  course  in 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice,  Punctua- 
tion, Composition.  Price 
Cards,  Directory  Cards. 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....$1.50 


Koester  System  of  Draping 

A  complete  self-instructor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 
with  drawings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 
is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 
tically.   Price,    prepaid    $3.00 

Atl  books  sent  postpaid  on  receipt  of  price 

MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 

143-149  University  Ave.         ::         TORONTO 


Please  mciitiou   The  Reinei^'  to   Advertisers  and  Their  Travelers. 
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BRADLEY 


FULL- 
FASHIONED 


MUFFLER 


WITHOUT  A  PEER! 


OOKING  FORWARD  to  your  next 
Winter's  Muffler  Trade  you  can  be 
sure  of  unqualified  success  if  you 
are  handling  the 

BRADLEY  MUFFLER 

It  is  the  best  Muffler  for  you  to  handle, 
and  the  best  your  customer  can  buy. 

Only  the  choicest  Egyptian  mercerized 
yarns  are  used  in  the  manufacture  of  the 
"Bradley,"  the  fit  is  perfect  (it  is  the  only 
muffler  with  the  genuine  V-neck),  and  the 
dealer's  profit  is  a  very  liberal  one. 

This  year  the  dealer  has  even  more 
inducement  than  before  to  handle  the 
"Bradley,"  because  our  price  has  been  re- 
duced to 

$4.00  per  dozen. 

WAIT    FOR   OUR   TRAVELLERS; 
THEY  ARE  NOW^  ON  THE  ROAD 


^ 


The    Monarcn    Knitting    Company,    Limited, 
Dunnville,    St.  Catharines,    St.  Thomas,     Buffalo 


Flcaie  mention.   The  Rcinciv  to   Advertisers  and   I'heir  T r az- el c '-,<:. 


Who  Makes  Bulk  of  Profit? 

Is  Distribution   Unreasonably  in  Favor  of 

the   Retailer  ?  —  Statistics   Compiled 

by  Underwear  Manufacturers 

At  a  time  when  underwear  manufacturers  have  to  do 
some  very  careful  figuring  in  order  to  make  anything 
like  a,  Hvin;?  profit  and  still  maintain  popular  quotations, 
some  analysis  of  the  situation  from  the  manufacturers' 
viewpoint  will  be  of  interest.  The  conviction  of  The  Tex- 
tile Manufacturers'  Journal  (New  York)  is  that  the  dis- 
tribution of  profits  in  the  underwear  business  is  unrea- 
sonably in  favor  of  the  retailer. 

"So  much  is  continually  being  heard  in  the  knit 
goods  market  regarding  unreasonable  and  excessive  ,  de- 
mands of  jobbers,"  states  the  .Journa],  *'that  it  seems 
but  right  that  manufacturers,  and  especially  their  repre- 
sentatives who  take-  active  part  in  selling  merchandise, 
should  investigate  as  to  where  the  bulk  of  profit  on  an\ 
given  class  of  knit  goods  really  goes. 

"It  is  but  natural  that  manufacturers  should  be  dis- 
inclined to  itemize  the  cost  of  manufacturing  any  sort  of 
goods,  giving  each  minute  detail  in  regard  to  cost  of 
trimmings  and  salaries  paid,  and  a  thousand  anid  one 
other  minutial  things  that  go  to  make  underwear  manu- 
facture expensive.  The  figures  used  in  this  article  have 
been  co^mpiled  from  estimates  made  by  selling  agents  of 
mills  located  in  different  parts  of  the  country. 

"The  difference  in  these  estimates  is  no  greater  than 
would  be  the  diffident  costs  of  manufacturing  and  mer- 
chandising a  given  number  by  one  manufacturer  \\dth 
certain  facilities  in  the  East  and  a  competitor  in  some 
other  section  of  the  country  with  a  mill  of  different 
equipment.  All  the  estimates  as  compared  with  the 
prices  quoted  by  the  manufacturer  in  question  would  seem 
to  show  that  it  is  practically  impossible  for  an  under- 
wear manufacturer  under  existing  conditions  tO'  moro 
than  break  even  after  covering  costs. 

How  Can  They  Do  It  ? 

"Consideration  of  statistics  which  have  been  receiv- 
ed in  regard  to  the  cost  of  manufacturing  men's  12- 
pound  ribbed  garments  leaves  a  grave  question  in  one's 
mind  as  to  how  manufacturers  Can  afford  to  operate  on 
so  close  a  basis.  The  following  table  represents  the  es- 
timate of  the  few  rather  than  the  many,  as  the  majority 
feel  that  manufacturers  could  obtain  yarns  at  less  than 
22c.,  while  more  than  half  state  that  13  pounds,  rather 
than^2^  should  be  allowed  in  order  to  cover  waste. 

"However,  the  figures  as  given  here  take  it  for  grant- 
ed that  by  hook  or  crook  the  manufacturer  can  get  the 
yam  used  in  manufacturing  these  garments  for  21^c., 
while  only  half  a  pound  has  been  allowed  to  cover  waste, 
as  it  is  known  that  the  12-pound  garment  is  based  on 
size  42,  whereas  a  large  portion  of  the  business  is  for 
smaller  sizes.  The  cost  of  $1.03  per  dozen  to  cover  all 
expenses    of   manufacture   and     merchandising    represents 


the  minimum  amount  submitted,  while  $1.25  is  the  aver 

age. 

Cost  of  1  doz.  12-lb.  ribbed  shirts  to  the  manufacturer: 

12i  lbs.  yarn  at  21^  cents  $2.6875 

Manufacturing   and  materials 8627 

Seconds  1025 

Merchandizing  0725 


5.7447 


"In  spite  of  the  fact  that  almost  minimum  prices 
have  been  reckoned  in  the  above  table,  and  that  the 
amount  to  cover  cost  of  manufacturing  includes  buttons, 
facings,  agents'  commissions,  etc.,  $3.74^  is  obtained  as 
about  what  the  manufacturer  has  to  pay  out  in  cold 
cash  for  making  a  dozen  12-pound  ribbed  shirts.  Disre- 
garding such  concessions  as  $3.65 — a  price  at  which  one 
reputable  manufacturer  has  been  offering  these  goods  all 
season — it  becomes  at  once  apparent  that  those  who  are 
)eceiving  $3.75  for  men's  12-pound  ribbed  garments  can- 
no^  be  making  much  of  a  "profit. 

"Working  on  the  same  basis  with  figures  for  manu- 
facturing costs  of  11-pound  ribbed  underwear,  conditions 
are  estimated  to  be  about  as  follows: 

ilh   lbs.   yarn  at  21^  cents  $2.4/25 

Manufacturing   materials  and  merchandizing  1.0075 


$3.48 


"Very  little,  if  any,  advantage  has  accrued  to  the 
underwear  manufacturer  who  has  spun  his  own  yarn  this 
season,  as  the  liigh  cost  of  cotton  made  it  almost  im- 
liossible  for  him  to  spin  it  more  cheaply  than  he  could 
buy  it.  It  is  at  once  apparent  that  in  cases  where  manu- 
facturers have  to  pay  22  or  22ic.  for  yarn  it  is  practic- 
ally impossible  to  make  these  numbers  at  the  prices  for 
which  they  are  now  being  sold.  Foi-  operating  on  the 
spot  yarn  basis  the  cost  of  a  11-pound  ribbed  garment 
would  be  $3.61,  which  on  the  face  of  it  is  prohibitive  if 
these  goods  are  offered  ar  $3.60,  which  is  the  level  at 
which  most  manufacturers  are  presenting  them  to  the 
jobbing  trade.  Furthermore,  manufacturers  stand  firm 
on  the  statement  that  it  is  _ exceptional  when  the  cost  of 
manufacturing  a  dozen  garments  can  be  held  down  to  $1, 
including  buttons  and  facings,  while  they  are  inclined  to 
the  belief  that  $1.25  would  be  nearer  the  proper  estimate. 
In  other  words,  the  profit  to  the  manufacturer  cannot 
well  exceed  12c.  on  this  number,  even  though  he  sells 
near  the  top  end  of  the  market. 

"Without  going  into  elaborate  statistics,  a  manufac- 
turer of  a  16-pound  union  suit,  which  he  offers  to  the 
jobbing  trade  at  $7,  figures  on  making  7c.  a  dozen  only 
on  this  class  of  merchandise,  or  1  per  cent. 

"In  like  manner  it  is  seen  that  jobbers  are  to-day  re- 
ceiving comparatively  small  returns  for  sales  after  ex- 
penses have  been  paid.  The  average  price,  according  to 
several  jobbers,  which  they  obtained  from  retailers  for 
an  11-pound  garment  which  has  cost  the  jobber  about 
$3.60,  is  $4,  while  for  goods  which  cost  him  $3.75  he  can 
obtain  at  the  outside  $4.25.  In  other  words  his  profits 
are  about  40c.   a  dozen,  provided  he  has  bought  at  the 
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UNDERWEAR 


holds   the   unique   position 

of  being  at  once  the  wearer's 

favorite  and  the  dealer's  most 

satisfactory    line.      "Ceetee"    has 

won  a  host  of  friends  by  its  comfort 

and  wear,  perfect  fit  and  superior  finish, 

and  the  dealer  finds  it  the  best  line  to 

handle,  because  he  has  our  guarantee  of 

"unshrinkable"  back   of  every   garment 

he  sells. 

Make   a    generous   provision    for 

"Ceetee"  Underwear    when 

you  place  your  coming 

order. 


THE  C.  TURNBULL  CO.  OF  GALT 


GALT,  ONTARIO 


Limited 


THE  HALL-MARK  OF 


Registered  No.  262,005 


Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI-^ 

PLE,  and  starting  with  TWO  THREADS 
in    the    TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be   had  from    any   of   the    Leading 
Wholesale  Dry  Goods  Houses 


minimum  and  sold  at  the  maximum.  However,  it  is  esti- 
mated that  on  an  average  the  jobber  works  on  a  basis 
of  about  18  per  cent,  net  profit. 

"When  one  returns  to  the  retailers'  end  of  the  business 
it  becomes  apparent  that  this  is  where  the  bulk  of  pro- 
fit is  secured.  On  the  12-pound  ribbed  garment  in  ques- 
tion the  retailor,  after  admitting  that  he  pays  as  high 
as  $4.25,  makes  $l./5,  where  as  more  often  the  quarter 
of  a  dollar  is  in  his  favor.  He  is  aided  in  this  through 
the  agency  of  so-called  popular  prices. 

"It  has  come  to  be  regarded  as  imperative  that  a 
garment  be  offered  at  the  beginning-  of  the  season  for 
25c.,  50c.,  $1  or  some  such  popular  price.  For  a  12- 
pound  ribbed  garment  retailers  intend  to  obtain  50c., 
and  they  will  not  offer  them  to  customers  a  shade  lower. 
Nor,  for  that  matter,  can  the  consumer  be  made  to  pay 
55c  for  an  undershirt  because  the  cotton  market  is  higher 
than  it  was  when  he  purchased  a  year  ago.  Further- 
more, retailers  sell  11-pound  ribs  at  the  same  price  as 
12-pound  garments,  thereby  adding  to  their  profits  the 
saving  in  cost  of  materials  and  manufacturing  which  are 
not  reflected  to  the  manufacturer. 

Granted  that  expenses  of  equipping  a  store,  rental, 
etc.,  amount  to  a  considerable  item  with  which  the  re- 
tailer is  confronted,  ne\ertheless,  it  hardly  seems  reas- 
onable that  he  obtain  $2  to  every  50c.  made  by  the 
manufacturer  and  jobber  combined.  Yet  it  is  on  a  basis 
such  as  this  that  thd  retailer  works  all  the  time,  and  it 
is  against  a  proposition  such  as  that  of  making  prices 
comply  with  demands  of  consumers  that  continually  con- 
fronts manufacturers   and  jobbers. 


Features  of  the  New  Spring  Hosiery. 


Colors  in  spring  hosiery  both  for  men  and  women 
show  strikingly  new  ideas.  Parmej  violet,  olive  green, 
oyster  grey,  pheasant  brbwn  and  American  beauty  rose 
shades  are  among  the  novelties.  Much  softer  shadings 
are  seen  than  formerly  and  little  crude  coloring  of  any 
idnd  will  be  tolerated  as  "chic." 

Saxe  blues  run  stron?-ly  into  greyish  shades  in  socks, 
but  women's  lines  remain  a  fairly  clear  blue.  The 
Parma  violet  appears  chiefly  in  women's  wear,  the  cor- 
responding shade  in  socks  being  a  very  grejnsh  purple, 
not  so  pink  as  lavender  and  somewhat  deeper  in  tone. 
Ties  are  making  up  in  shades  that  will  exactly  match 
with  the  above.     Smoke  grey  will  be  good  for  both  sexes. 

A  novelty  for  men  consists  of  a  very  high-class  look- 
ing shot  effect  in  blue  and  mauve,  both  shades  soft,  and 
in  olive  and  drab.  These  are  as  different  as  possible 
from  some  of  the  raw  combinations  which  past  seasons 
have  seen. 

The  three  best  sellers  are,  of  course,  black,  grey  and 
tan.  Besides  the  above  mentioned  greys,  all  plain 
shades,  especially  the  darker,  are  likely  to  be  good.  Tans 
show  Paris  and  darker  shades  as  the  likeliest  numbers. 
Many  russets  and  the  more  modified  golden  brown  tans 
will  sell  best.  Pheasant  brown,  above  mentioned,  was 
the  novel  feature. 

In  fancies,  clocks  are  better  than  other  embroidery 
for  men  just  now.  Almost  all  socks  for  Spring  are  self- 
colored  and  plain.  Women's  fancies  consist  chiefly  of 
open  work.  Some  pretty  embroideries  were  seen  in  self- 
color  schemes.  Navy  blue  is  much  spoken  of  in  some 
lines  and  may  be  worn  with  patent  leathers,  to  corres- 
pond with  the  Popular  blues  of  the  oostume.  All  light 
shades,  pink,  blue,  etc.,  particularly  the  new  rose  shade, 
will  soil  well  for  summer  wear. 
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Retailers   in  Canada 


find  profit  and  satisfaction  in  handling 


"BeaverBrand" 
Knitted  Goods 


These  goods  are  manufactured  by 

R.  M.  Ballantyne,  Limited 

in  our  factory  at  Stratford,  Ont 

The  sales  of  Beaver  Brand  have  greatly  increased 
each  year. 

The  capacity  of  our  factory  is  the  only  limit  to  this 
increase :  that  is  why  Retailers  can  always  depend  upon 
prompt  delhery  when  they  order 


4( 


Beaver  Brand  Knitted   Goods" 


When  you  sell  "Beaver  Brand"  Gloves,  Mitts,  Toques, 
Caps,  Sashes,  Sweater  Coats,  Sweaters  and  Jerseys,  Hose 
and  Half-Hose,  you  satisfy  your  customers  and  make  a 
handsome  profit.     That's  the    point — Profit   and    Satisfaction. 


R.  M.  Ballantyne,  Limited 

Stratford,  -  .  .  Ontario 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Toys  and  Dolls  on  the  Market 

Why  Retailers  Should  Place  Orders  not  Later 
than  the  Month  of  March  —  Improvements  Seen 
this  Season  in  the  New  Lines  — Novelties  Described 

A  I'    the  present   time   the  situation  in   toys,   dolls 
and  holiday  goods  is  better  than  it  ever    has 
been  before  from  the  point  of  view  of  the    re- 
tailer, not  all  merchants  are  living  up  to  their 
pii\il(ges  in  this  respect,  nor  do  all  realize  how  advan- 
tageously the  market  stands  for  them. 

in  the  first  place,  Canadian  importers  are  now  show 
ing  all  the  new  features  in  toys  as  they  appear,  aud 
despite  some  old-fashioned  prejudice  to  the  contrary, 
they  are  not  one  whit  behind  their  neighbors  of  New 
York.  A  brief  comparison  of  advertisements  in  trade 
papers  will  prove  this.  Not  only  do  Canadian  im- 
porters go  abroad,  and  keep  in  touch  with  German  mar- 
kets, but  they  receive  new  goods  by  special  arrangement 
as  fast  as  turned  out.  No  buyer  need  go  out  of  the 
Canadian  market  for  the  best  and  newest  features. 

In  view  of  this  fact,  there  is  little  excuse  for  not 
making  up  early  orders.  The  advantages  on  the  side  of 
the  early  order  are  many.  The  importer  can  send  abroad 
and  have  unbroken  packages  delivered  just  as  it  came 
out  of  the  factoi"y- 

If  orders  are  not  placed  early,  goods  arrive  so  late 
in  the  fall  as  to  be  of  little  use  for  the  first  rush.  In 
case  of  a  novelty,  the  public  is  given  no  chance  to  see 
it  often  enough  to  be  used  to  it  before  buying.  Thus 
many  fine  features  have  been  known  to  gO'  flat  in  past 
seasons.  It  is  of  prime  importance  in  special  lines  to 
get  good  deliveries,  so  that  early  buying  is  essential. 

An  example  will  show  how  the  importer  has  risen  to 
the  occasion  in  showing  lines  of  the  greatest  possible 
value  at  least  possible  price.  A  novelty  character  doll, 
in  large  size,  which  was  made  only  in  dollar  lines  last 
year  will  now  appear  at  tw«^nty-five  cents,  and,  while 
not  oE  the  same  materials,  is  exactly  like  it  in  appear- 
ance and  equally  durable.  This  sort  of  thing  means  en- 
terprise on  the  part  of  the  wholesaler. 

Character  dolls  will  be  big  for  next  season.  Large 
ones,  jointed  and  with  unbreakable  celluloid  heads  are 
the  novelty.  Baby  dolls  are  now  sup])lcmented  by  num- 
bers showing  all  the  costume  ideas  seen  on  the  streets 
to-day. 

A  multitude  of  beautiful  toys  in  mohair,  made  under 
absolutely  sanitary  conditions,  will  be  a  feature  df  the 
season's  outinit. 

1  he  New  Spring  Buttons. 

Buttons  for  Spring  .'iuits  will  show  many  combina- 
tion metal  and  celluloid  effects.  These  consist  of  a  centre 
of  Celluloid  over  fabric  in  dome  shape  with  a  rim  of 
metal,  usually  antique  silver,  greenish  gold  or  gun-metal 
in  high,  style  numbers!  Others  are  of  gleaming  silver  or 
dull  finish  in  the  regular  gilt. 

Tliese  buttons   come   with   centres    in    all    the    shades 


demanded  by  the  Spring  color  card,  including  taupe, 
Saxo,  Parma,  wine  reds  and  purples,  royal,  etc.  The 
twenty-two  and  fifty  numbers  are  most  in  demand. 

Crochets  are  in  a  better  position  than  ever,  and  will 
be  used  both  on  coats  and  wraps  and  on  tub  suits.  The 
latter  are  usually  white. 

Flat,  large  varieties  are  used  for  cloaks,  while  the 
small,  globular  ones  are  being  much  taken  by  the  making- 
up  trade  for  use  on  the  new  net  and  lace  waists.  These 
small  buttons  are  soft  filled,  and  absolutely  washable. 
Silk,  waists  will  be  trimmed  with  the  same  in  colors. 

Novel   Lines  in  Hair  Goods 

Barrettes  of  Increased  Size — Much  Jig -Sawed 
Shell  in  Combs,  Pins  and  Barrettes  —  Colored  as 
Well  as  Rhinestone  Settings  —  High  Backed  Combs 

Considerable  change  is  seen  in  popular  lines  of  hair 
goods  for  Spring.  Barrettes  which  were  formerly  so 
plain,  are  now  very  elaborate,  many  jig-sawed  and  not  a 
few  rhinestone-trimmed  varieties  being  shown.  There  is 
DO  question  that  these  new  numbers  will  be  universally 
worn  inside  a  few  weeks.  Strand  barrettes  are  also  very 
good. 

The  barrette  of  the  moment  is  larger  than  the  one 
whose  vogue  is  just  over,  and  considerable  elaboration  in 
pattern  appears.  Those  which  are  at  all  plain  are  the 
buckle  barrettes  which  sold  so  well  during  the  past  month 
and  there  are  now  some,  jig-sawed  specimens  in  this  shape. 
Tliough    appearing   very   large    off    the    head,    they    do    not 


Puff    Pin  -    Shown    by    Pniilips  at    Wrinch. 
Limited,   Toronto. 

seem  so  when  worn  with  the  coiffure  of  curls,  puffs, 
strands  aod  ringlets  which  is  now  so  firmly  established. 

Combs  show  the  same  elaborate  jig-saw  patterns  as 
the  barrettes,  and  a  noticeable  tendency  is  toward  the 
high  back  comb  of  early  \ictorian  times.  This  is  due  to 
the  fact  that  curls  and  puffs  look  well  piled  against  such 
a  ctnnb,  which  holds  them  in  place,  whereas  the  narrow- 
mounted  comb  is  lost  in  the  coiffure. 

While  the  present  high  style  feature  is  the  above  comb, 
both  plain  and  with  rhinestones  set  in  the  shell,  there  is 
considerable  talk  of  metallic  trimmings  and  these  will  be 
placed  on  the  market  in  the  course  of  the  next  few  weeks. 

A  very  pretty  novelty  among  the  high  top,  jig-sawed 
combs  was  slightly  more  conventional  in  shape  and 
lower.  t>ut   hail  colored  stones  instead  of  i)lain  rhinestones. 


Drv   Goods  keznew. 


kancy  goods,  notions  and  toys 


This  was  well  received  whcrevei-  seen,  beinp;  taken  at  me- 
dium price  for  the  regular  trade.  A  Utile  touch  of  color 
seems  needed  at  present  in  all  lines. 

Another  pretty  and  high-class  novelty  was  a  comb  of 
black,  set  with  sparkling  jet.  Barrette  and  puff  pins  of 
the  same  were  also  seen.  A  mourning  set  was  of  dull- 
finished  jet. 

Grey  Hair  Accessories  Showing  in  all  New  Styles. 

Grey  hair  goods  now  come  in  all  regular  lines,  the 
same  as  the  shell  or  black. 

Demand  is  found  for  the  most  up-to-date  features  in 
this  shade.  Handsome,  jig-sawed  grey  barrettes  are  seen, 
grey  combs,  plain  and  fancy,  and  puS  and  braid  pins. 
Tlie  grey  with  delicate  rainbow  tintings  running  through 
it  is  in  use  for  the  dressier  numbers,  and  is  among  the 
prettiest  goods  to  be  found  on  the  market.  These  are  set 
with  rhinestones,  a  few  with  colored  stones,  and  as  a  high 
novelty  with  sparkling  jet. 

PufI  pins  are  now  arriving  in  place  of  the  turban  or 
braid  pins  in  popular  favor.  The  one  pin  in  many  styles 
might  pass  for  the  other,  but  the  strictly  high  novelty  is 
the  puff  pin  with  rounded  top  of  circular  shape  usually 
either  stranded  or  jig-sawed.  Fancy  numbers  have  rhine- 
stone  settings. 

Strand  Bandeau  and  Adjustable  Pad. 

Curls  and  pufis  sell  as  well  as  ever  for  general  trade. 
Ringlets  are  carried  chiefly  by  the  hair-dresser  and  seen 
in  use  for  evening  wear.  Pads  come  in  great  variety,  a 
new  pad  for  the  back  of  the  head,  in  turban  shape,  being 
made  without  wire,  on  a  frame  of  stiffening.  Wavy  pads 
and  the  regular  lines  of  net-covered  all-round  pads  are 
selling  much  as  usual. 

A  novelty  roll  pad  has  drawn  thread  so  that  it  can 
be  made  of  any  desired  thickness  and  shortened  or  length- 
ened to  suit  coiffure. 

Foundation  curls  or  puffs  over  which  the  hair  of  the 
head  may  be  arranged  are  now  seen,  coming  in  all  shades, 
including  grey.  This  should  be  well  taken  as  it  is  a  need- 
ed convenience  for  the  woman  of  scanty  tresses. 

Tubular  netting  now  comes  in  form  to  be  sold  retail 
so  that  women  may  make  up  a  pad  at  home  from  their 
own  combings. 

Great  Changes  in  Spring  Bags 

Fabric  Represented  Chiefly  by  Velvet — Decided 

Change  in  Shape  Toward  Dressier   Effects 

—Models  Have  Fancy  Metal  Mountings 

The  newest  velvet  bag  is  the  shopping  model,  now 
carried  by  all  leading  wholesalers,  and  ooming  with 
chain  and  metal  mount,  stamped  to  be  embroidered  or 
beaded.  A  few  of  this  model  have  cords  instead  of 
chain.  Many  will  be  worked^  with  sequins,  and  steel 
beads  will  be  a  favorite  trim. 

The  high  class  velvet  bag  appears  now  in  all  jewelers', 
and  will  be  shown  off  against  suitings  for  early  Spring 
trade  by  leading  department  stores.  It  should  prove  an 
Easter  favorite. 

This  bag  has  rounded  top  of  metal  and  is  always 
finished  with  a  cordeliere  and  tassel.  Frequently  it  is 
quite  plain,  but  is  also  seen  steel-beaded  or  otherwise 
trimmed.     It  is  smaller  than  the  shopping  bag. 

So  far,  the  above  styles  have  appeared  in  black 
only. 

L'eather  bags  are  not  sOi  oblong  in  shape,  and  many 
are  not  so  large  as  recently.  More  tendency  to  color  is 
observable.     Frames  are  nine  and  ten  inches,   and  many 


have  no  metal  mount  at  all,  ha\ing  the  folded  flap  of 
leather  in.stcad,  with  dome  fastener.  These  are  very 
neat  indeed  in  nine-inch  size.  A  great  many  fawn  colored 
numbers    were    seen,  but  so    far  no  bright   s;hade.      Soft 


Cordeliere   Bags       From    the    line   of    P.    W. 
Lambert   &   Co  .    New    York. 

)  osoda  and  deep  blue,  to  navy,  seemed  widely  popular. 
Alligator  bags,  are,  as  usual,  of  long,  narrow  shapes, 
and  almost  unaffected  by  the  changes  seen  in  other  lines. 
They  make  a  fine  staple  line. 

New  Umbrellas  and  Parasols 

Ebony  Handles  in  12-inch  Lengths  for  Umbrellas  — 
15-inch  Lengths  in  Light    Colors  for  Parasols 

Ebonies  are  the  leading  umbrella  handle  of  the  season. 
These  are  plain,  silver  trimmed  on  stick  shape,  etched 
with  acid  or  carved.  A  few  are  table  tops,  but  most  are 
IJircctoire  and  the  prevailing  length  for  the  coming 
season  will  be  twelve  inches.  More  colored  umbrellas  in 
dark  shades  are  now  sold  in  three  months  than  formerly 
in  a   year. 

Parasol  handles  are,  of  course,  in  the  light  and  en- 
ameled woods  and  are  fifteen  inch  lengths  instead  of 
twelve.  Some  ai'6  delicately  tinted  to  match  the  canopy. 
Table  to'ps  are  very  good,  measuring  from  two  inches  to 
three  across,  put  on  plain  or  tipped.  Some  are  mirror 
set,  some  carved  as  daisies,  some  porcelain  and  others 
celluloid  over  a  floral  design  to  match  the  general  color 
scheme.  Crooks  will  average  about  25  p.c.  of  the  par- 
asol handles.  Straight  sticks  will  be  the  chief  sellers 
as  in  other  lines.     .All  new  parasols  show  tassels. 

Many  canopy  tops  were  observed,  and  the  eight-rib 
frame  is  universal  now.  Parasols  are  quite  small  and 
rounded.     Gold  ribs  are  the  rule  in  all  fancy  lines. 

Materials  consist  almost  exclusively  of  silk  and  linen, 
plain  and  embroidered  or  striped,  checked  or  figured,  but 
no  lace  and  no'  frills.  Dark  silks  are  seen,  diversified  by 
white  bars  and  stripes,  colors  being  mainly  Parma 
violet,  green,  dark  blue,  saxe  and  black  and  white.  In 
lighter  numbers  natural  linen  shades  reign  supreme,  raw 
silk  and  pongee  being  favored  mediums,  both  plain,  em- 
broidered, and  Satin  striped  in  contrasting  shade.  White 
covers  are  also  seen  in  abundance,  chiefly  in  popular 
lines. 


Serges,  Taffetas,  Panamas 

These  Will  be  the  Steady  Selling  Lines— Bannock- 
burn    Tweeds,   Plaid-back    Serges    and    Wool- 
backed    Satins    are    Novelties. 

Serges  are  indicated  for  a  large  sale  and  have  been 
ordered  in  a  variety  of  weaves  both  for  the  garment  trade 
and  for  counter  sale.  Navy  blue  is  decidedly  the  leading 
color,  although  several  shades  of  blue  arc  extremely 
fashionable. 

Plain  white  serges  arc  fashionable,  both  for  coats  and 
suits,  and  white  and  black  efiects  in  serges  are  the  height 
of  fashion.  Pencil  stripes,  white  on  blue,  white  on  black, 
and  black  and  a  white  ground  are  to  be  most  extensively 
worn.  All  the  leading  garment  houses  are  showing  suits 
and  coats  of  this  fabric. 

Next  to  navy  and  white  serges  come  light  g^ey  suit- 
ings in  neat  mannish  effects  chiefly  in  subdued  stripes  and 
checks.  The  color  scheme  runs  from  light  silver  grey  up 
to  quite  dark  mixed  effects,  that  are  almost  black  and 
these  are  being  made  up  in  high  color  trimming  effects. 

Tan  and  brown  mixtures  in  narrow  stripes  and  me- 
langes are  a  new  feature,  and  one  that  the  trade  will 
watch  with  interest.  Another  novelty  is  mixture  effects  in 
checks  and  stripes  in  blue  and  green.  Bannockburn  tweeds 
showing  splashes  of  high  color  are  the  ultra  novelty. 
Plaid  back  serges  are  another  novelty  for  suits  and  separ- 
ate coats  and  indications  point  to  plaid  back  cloths  being 
a  leading  feature  in  Fall  lines. 

The  high  novelty  in  silk  and  wool  efiects  are  the  new 
wool  backed  satins.  Felt-backed  satins  were  brought  out 
as  a  leading  high-class  fabric  by  ladies'  tailors  and  high 
class  stores  for  the  mid-winter  trade,  and  the  lighter 
weight  wool-backed  satin  is  now  shown  for  the  Spring 
season. 


In  popular-priced  lines,  the  steady  selling  staples  are 
serges,  taffetas  and  panamas.  Plain  lustres  are  also  good 
sellers.     Silk  and  wool  poplins  are  in  good  demand. 

V 

Wool-backed  Satin,  High  Novelty. 

The  trade  is  looking  forward  to  a  big  silk  season,  and 
the  silk  department  will  he  the  leading  one  in  the  piece- 
goods  section  this  season.  Foulards  are  the  novelty,  but 
some  buyers  are  rather  sceptical  of  their  success  outside 
of  the  big  city  stores. 

The  range  of  designs  is  a  very  large  one.  AUover  pat- 
terns in  dots,  stripes,  diamonds,  etc.,  are  shown  in  big 
variety,  but  the  newer  designs  show  considerable  space 
between  the  figures,  the  ground  having  a  figured  pattern  in 
the  weave.  Bordered  effects  are  shown  in  high-priced 
goods. 

The  high  novelty  for  Spring  selling  is  the  wool-backed 
satin.  This  fabric  has  been  bought  by  cutters-up  catering 
to  the  better  trade  and  will  be  made  up  into  tailored 
suits,  dresses    and  wrap  coats. 


Novelty  Cottons  for   Spring 

Lightweights   Rule  in  all  Grades— Sheer  Fab- 
rics, Such  as  Marquisettes,  Voiles  and  Nets 
—  Great  Demand  for  Ginghams. 

During  the  next  few  weeks  the  retail  departments  will 
open  up  their  initial  lines  of  cotton  dress  goods  for 
Spring  selling.  The  range  of  fabrics  is  an  extensive  one 
as  the  promise  is  for  an  early  and  an  extensive  sale  of 
cotton  fabrics.  Light  weight  fabrics  rule  in  all  grades  of 
cotton  goods,  and  fabrics  of  a  sheer  nature  such  as  mar- 
quisettes,    voiles   and  nets,     are   shown   in  qualities   that 


Satin-striped  Taffeta,     Shown  by 
A.  S.  Kinc  &  Co..  Toronto. 


Black  and  White  Check  Silk  Taf- 
leta.  Shown  by  The  Gault  Bros. 
Co  .  Limited,  Montreal. 


Jacquard    Foulard   Silk.     Shown 
by  The  Silks  Co..  Ltd..  Toronto 


Pencil-striped  Serce.  Shown  by 
The  Oaull  Brothers  Co.,  Limited. 
Montreal. 
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call  for  a  foundation  of  a  silken  fabric.  At  the  present 
time  marquisettes  are  decidedly  scarce  and  the  manufac- 
turers have  no  cloth  on  hand  for  immediate  delivery. 

In  medium-priced  lines,  ginghams  form  the  staple  ar- 
ticle and  already  there  are  complaints  as  to  the  delivery 
of  these  goods.  Plaids,  stripes,  and  novelty  effects  were 
never  more  attractive  and  the  fact  that  novelty  colors 
can  be  recommended  for  their  washing  qualities  is  an  ex- 
tra recommendation  of  these  goods. 

In  printed  fabrics  a  high  place  is  claimed  for  the  cot- 
ton foulards.  These  goods  are  shown  in  the  leading 
foulard  designs  and  colorings,  and  there  is  a  splendid 
range  of  patterns  and  effects  in  the  favorite  black  and 
white  combinations. 

The  high-class  trade  is  making  a  big  showing  of  bor- 
dered goods  and  there  are  many  artistic  designs  in  floral 
effects  included  in  these  goods. 

In  printed  goods,  neat  eSects  in  floral,  stripe  and  spot 
patterns  in   voiles  and  dimities  are  shown. 

Beautiful  novelties  in  sheer  weaves  in  expensive  qual- 
ities of  white  goods  are  a  feature.  These  are  on  the  mar- 
quisette, voile,  or  crepe  order,  and  show  fancy  stripe  ef- 
fects and  embroidered  spot  and  small  figure  patterns. 


THE  NEW  YORK   MARKETS 


Silks    and     Satins     Leading 

Satins  are   High    Style   for   Many  Purposes — 

Heavy   Advance   Business  in   Foulards — 

Silk  Veilings  Move  Freely. 

(Staff  Correspondence.) 

Office  of  The  Dry  Goods  Review, 

160  Broadway,  \'ew  ^'ork. 
Silks  and  satins  occupy  a  leading  place  in  dress  fabrics 
and  for  the  coming  Spring-  are  shown  in  a  wide  variety  of 
weaves  and  weights.  Not  for  many  years  have  satins 
been  so  much  worn  as  at  present.  They  are  high  style 
for  many  purposes.  They  are  the  leading  evening  fab'ic 
and  are  equally  fashionable  for  street  suits  and  for  outer 
garments.  They  form  the  foundation  silk  for  slicer  .silken 
fabrics,  and  for  dressy  wear  are  fashionably  »'o.";i)'^ned 
wilh  velvet  and  broadcloth. 

Printed  silks  are  in  a  leading  position  and  printers, 
both  in  America  and  abroad,  state  they  were  never  so 
busy  in  silk  fabrics  ais  this  year.  A  heavy  advance  busi- 
ness has  been  done  in  foulards'  and  the  range  of  designs 
is  large,  including  hair-line  stripes,  fancy  stripes,  dashes 
and  dots,  and  faconne  jacciuard  effects.  Bordered  pat- 
terns and  also  small  tioial  designs  are  shown.  Fashion 
says  foulards  will  be  wanted  for  dre.sses  and  costume-; 
for  street  suits  and  for  combining  with  other  fabrics, 
and  also,  to  a  more  limited  extent,  for  found.ition  ?nd 
lining  purjioses. 

There  is  an  excellent  sale  for  silk  veilings,  niav(|ui- 
settes,  chiiTon  cloths,  grenadines  and  sheer  weaves  of 
this  class.  Goods  of  this  class  are  selling  freclv  and 
their  vogue  is  expected  to  continue  through  the  .-ouiing 
season. 

Tub  silks  are  being  used  for  simple  dresses  and 
waists.  Some  very  attractive  striped  lines  are  shown, 
the  stripes  woven  in,  not  printed. 

Pongees  and  tussabs  are  being  taken  for  separate 
wrap  coats.  These  silks  are  being  brought  out  with  a 
waterproof  finish  that  adds  to  their  attractiveness  for 
this  purpose. 


N  . THE     NEXT 

ISSUE     OF 

THE  REVIEW, 

FEBRUARY  1st, 

special  attention  will   be 

paid  to  the    Knit  Goods 

Department. 

It  will  be  the  feature 
of  that  issue,  and  will 
contain  information 
about  Knit  Goods  which 
will  make  it  invaluable  to 
every  dry  goods  mer- 
chant. 

The    editors    of  the    Review 

have  worked  out,  in  conjunction 
with  Canadian  underwear  manufac- 
turers, a  Knit  Goods  Size  Chart, 
the  first  purely  Canadian  chart  that 
has  ever  been  prepared.  It  will  be 
published  in  the  next  issue  of  the 
Review. 

This  chart  will  be  of  e^re  it 
service    to      every     buyer    of    Knit 

Goods. 

This  is,  however,  only  one  of 
the  splendid  practical  features  of  the 
Knit  Goods  number  of  the  Review. 

Published  February  1st. 
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YOU  MUST  GET 


«  LAMBA 


( Registered) 
if  you  wish  to  be  handling  the 

World's  Best  Fabric 

for  Shirts,  Blouses,  Pyjamas  and  all  under- 
wear. Its  pleasing  wooly  softness,  charming 
design,  fast  colors  and  perfect  washing  and 
wearing  qualities,  all  combine  to  make  it  the 
admiration  of  countless  thousands  all  over 
the  world. 

Equal  to  Ceylon  Flannel  at  Flannelette  Price 

The  genuine  Lamba  is  stamped  Lamba 
on  the  selvedge.  No  imitations  can  g'ive 
you  half  the  satisfaction  in  selling  or  your 
customer  in  wearing,  therefore 

GET  A  STOCK  IN  NOW 

And  be  sure  it  is  the  genuine  article 


LAMBA 


will  be  adverti«ed  in 

the  Canadian  Press. 


Stocked  by 

Mclntyre  &  Son  Co.,  Ltd.,  Montreal,  Canada 
J.  &  N.  Philips,  Manchester,  England 
I.  &  R.  Morley,  London,  England 


LATEST  HALF-FORMS 

Skirt  may  be  Removed  from  Waist  and  Used  Separately 


No.  80  K.J. 

Jointed  arms  with  adjustable  tiands.    Also 
with     plain     arms     and    without     arms. 
Write  for  Catalonuc  No    16L.     Also  for  Circulars  on  Fur  Standi 
Manners,  Mirrors,  Etc. 


J.    R.    PALMENBERG'S    SONS 

Est.  1852 

710  Broadway,  New  York. 

Factory  87,  89  and  91   West  3rd  Street.  New  York 

30  Kingston  St..    I  10  Bedford  Si.     Nos.  10  and  12  Hopkins  Place 


Boston 


Baltii 


Fashion    Talks   and    Classes 

Means  Whereby  the  Dressmaking  Department 

May    be    Made    to    Pay  —  Plans    that 

Draw   Trade 

DOES  the  dressmaking  department  pay  and  how  can 
it  b(^  made     one  of  Ihe  trade-drawing     feature.s 
of  the  business  ? 
There  has  always  been  a  feeling  that  there  is 

a  remote  possibility  in  this  day  of  readj--to-wear  garments, 
that  the  dressmaking  department  of  the  big  store  was 
superfluous;  that  the  ready-to-wear  gowns  and  costumes 
for  women  had  limited  the  need  and  the  usefulness  of  the 
"store  dressmaker"  and  that  more  and  more  women  were 
ignoring  the  dressmaker  for  the  garment  so  easily  pur- 
chased, so  quickly  ready-to-wear. 

One  firm  had  felt  this  fact  and  with  a  determination 
to  make  the  two  departments  work  together  for  the  good 
of  the  entire  store,  they  adopted'  the  following  plan,  which 
has  proven  itself  to  be  one  of  the  best  trade  pullers  of 
many  new  experiments  recently  tried  out. 

The  modiste  in  charge  of  this  department  is  not 
only  a  dressmaker,  hut  more.  She  is  a  designer,  and  a 
woman  with  a  fine  personal  presence  and  one  who  can 
talk  to  the  general  public. 

The  first  experiment  was  made  in  the  Spring  season 
of  1909.  A  fashion  talk  was  given  to  dressmakers  with 
living  models,  showing  the  effectiveness  of  the  season's 
styles,  the  nature  of  trimmings  used  and  certain  new 
lines  demanded  in  the  costumes. 

These  talks  were  given  once  a  week  during  the  Spring 
season.  They  were  so  largely  attended  that  the  next 
Fall  season  a  second  series  of  talks  was  inaugurated  for 
customers. 

Customers  were  delighted  and  the  store  shopper  was 
glad  to  direct  those  who  inquired  for  certain  fabrics. 
trimmings  and  linings,  to  the  various  departments. 

This  led  to  dressmaking  classes  being  established.  If. 
without  experience,  the  customer  wished  to  learn  in  a 
practical  way,  to  make  her  own  gowns,  the  classes  were 
the  greatest  help,  for  the  line  of  instruction  was  varied. 
ian2'ing  from  a  simple  house  frock  to  tailored  suits  and 
elaborate  costumes.  The  instruction  was  absolutely  free: 
no  fees  nor  restrictions.  However,  in  the  recommending 
of  fabrics,  linings  and  trimmings,  the  customer  was  told 
just  where  to  purchase  them  in  the  store  and  was  given 
Ihe  aid  of  the  store  shopper  if  she  desired.  If  anyone 
wished  to  procure  a  pattern,  those  that  were  sold  in  the 
store  were  recommended.  If.  however,  a  model  was  dis- 
played from  New  York  or  Paris,  it  was  copied,  a  flat 
pattern  made  and  this  pattern  sold  to  the  customer  at  a 
nominal  price,  with  instructions  as  to  its  correct  use. 

I>ast  Fall,  the  fashion  talks  were  e:reatly  enlarged, 
more  models,  domestic  and  imported,  were  displayed,  and 
dressmakers  from  the  city  and  neighboring  towns  crowded 
the  assembly  room  of  the  store  every  morning  for  the 
t.a.lk  and  many  were  turned  away. 

So  many,  indeed,  were  disappointed  in  not  being  able 
to  secure  seats,  that  an  extra  week  was  arranged  and  an 
entire  day,  "Dressmaker's  Day,"  was  advertised.  At  9 
o'clock,  a  morning  talk  was  given,  mode's  from  Paquin. 
Francis.  Callor  and  others  were  shown  and  flat  patterns 
C(Mild  be  purchased  if  desired.  At  .^  in  the  afternoon, 
another  talk  was  given,  illustrating  evening  gowns  and 
wraps,  materials,  trimmings  and  designs  for  making. 

The  flat  patterns  were  sold   for  fifty  cents. 


Salesmen  Tell  How  They  Deal  with  "Looking"  Customers 

Interesting  the  Customer  Without  Being  Over-persistent  and  "Without 
Giving  Offence  —  The  PoUcy  of  Introduction  —  Prize  Winners  are  :  1st., 
F.    J.    Thompson,    2nd.,    J.    Brunner ;    3rd.,    Carl    H.    Balcom. 


OUT  of  the  large  number  of  replies  received  this 
month  in  response  to  the  cartoon,  "How  to  in- 
terest the  customer  who  is  just  loolcing  and  does 
not  intend  to  purchase  anything,"  those  entitled 
to  awards  cover  many  ideas  and  suggestions.  They  are 
given  below.  There  is  a  note  of  similarity  in  some,  but 
no  doubt  this  is  due  to  the  meaning  derived  from  the  car- 
tbon  and  the  treatment  of  the  subject  under  one  heading. 
The  proposition  is  a  time-worn  one  with  most  sales- 
people and  all  have  learned  in  their  experience  the  neces- 
sity for  introducing  goods  especially  to  customers  of  this 
class.  One  writer  says,  "We  must  study  human  nature," 
and  this  is  exactly  where  human  nature  comes  in,  for  it 
is  just  natural,  or  so  it  seems,  for  nine  women  out  of  ten 
t9  be  "just  looking." 

One  can  hardly  blame  them  as  that  is  their  only  way 
of  confirming  ideas  gleaned  from  the  merchant's  advertise- 
ments, the  different  journals  and  style  periodicals.  That 
accounts  for  the  "note  of  uncertainty,"  because  they  come 
to  the  store  hoping  to  have  these  ideas  and  information 
confirmed,  looking  to  the  salespeople  to  strike  tlie  right 
note,   and   thereby,   gain  their  interest. 


SALESLADY:    "I    should    be     pleased     to     show     you     these 
skirts.     They  are  excellent  value. 

CUSTOMER:    'Well.  I  don't  know.     You   see    I'm    just    look- 
ing, and  really  do  not  intend  to  buy  anything-." 

The  clever  saleswoman  or  salesman,  full  of  enthusiasm 
with  new  lines  or  leader  values.  Spring  importations,  new 
shipments,  express  parcels  just  received,  last  minute  sug- 
gestions, ■  or  lines  advertised,  has  hundreds  of  opportun- 
ities to  interest  this  purchaser.  The  fact  that  she  is  in 
the  store  is  incentive  enough  to  make  it  worth  while  to 
endeavor  to  close  a  sale.  It  is  an  understood  thing  in 
well  regulated  departments  that  just  such  a  customer  is 
going  to  buy. 

With  all  the  advantages  to  command— stock  display, 
advertising,  knowledge  of  the  naaterials,  workmanship, 
and  style  features,  price,  etc.,  and  with  the  respectful 
tact,  which  comes  by  keen  observance  and  study  of  cus- 
tomers from  day  to  day,  should  be  an  easy  matter  for 
the  sales  person  to  complete  the  sale,  and  also  while 
making  it  to  add  a  valuable  and  enthusiastic  customer  to 
the  store's  clientele. 

In  awarding  the  prizes  this  month,  attention  is  given 
to  the  treatment  of  the  subject  under  the  two  headings, 
(1)  What  to  reply,  and  (2)  General  policy  to  pursue.  The 
1st  award,  $3  in  cash  and  The  Review  for  one  year;  is  given 
to  P.  J.  Thompson,  with  N.  A.  Hewer,  Tillsonburg,  2nd, 
$3  in  cash  and  Review  for  one  year,  to  J.  Brunner,  with 


F.  Krug,  Tavistock,  and  the  3rd  award,  .$1  in  cash  and 
The  Review  for  one  year,  goes  to  Carl  H.  Balcon,  with 
.John  Lockett  &  Son,  Bridgetown,  N.S.  The  replies  pub- 
lished are  also  awarded  The  Review  for  one  year  or  their 
subscription  renewed  for  a  similar  period. 

In  placing  the  first  award  attention  was  directed  by 
the  fact  that  the  salesman  placed  high  value  upon  thor- 
ough knowledge  of  the  stock  under  his  care.  The  sales- 
man is  doubtless  thus  enabled  to  make  many  sales  by  in- 
troduction. There  is  also  an  absence  of  undue  persistence 
or  anything  calculated  to  give  offense  in  the  manner 
adapted  by  the  salesman. 

In  the  second  instance  the  enthusiasm  displayed,  the 
desire  to  please  and  the  general  demeanor  is  bound  to 
succeed  and,  in  the  third,  it  is  noted  that  while  sales- 
manship is  essential  the  general  policy  is  particularly 
good. 

In  these  competitions  the  opportunity  is  for  every 
member  of  the  staff.  The  salesman  should  not  feel  that 
he  will  he  undulv  criticized  because  the  competition  is  for 
the  mutual  benefit  of  all.  The  salesman  should  piit  himself 
in  actual  touch  with  the  problem.  It  is  neither  custom- 
ary or  advisable,  for  example,  to  use  such  words  as 
•'Madam"  or  "Lady"  or  stunted  sentences  as  is  the  case 
in  some  letters  and  which,  it  is  certain,  are  not  used  in 
every  day  language  by  aggressive  salespeople. 

Further,  in  the  replies  the  salesman  need  not  be 
afraid  to  express  an  opinion,  as  is  done  each  and  every 
day  in  all  departments. 

Others  are  having  the  same  problems  and  an  idea  mav 
move  a  help  tending  to  greater  efficiency  in  salesmanship 
The  possibilities  of  average  salespeople  to  improve  by 
knowing  the  experiences  of  others  is  brought  out,  en- 
abling them  to  benefit  and  thus  giving  them  opportunities 
to  improve  their  standing  and  connection.  It  is  ccmcen- 
tration  to  the  detail  of  their  business  which  makes  sales- 
men and  salesladies  invaluable  to  the  business  or  depart- 
ment in  which  they  are  engaged.  This  should  be  the  ideal 
of  all  thorough  up-to-date  salespersons. 

1.-F.  .T.  Thompson,  with  N.  A.  Hewer,  Tillsonhtirg  — If  yo„ 
w,n  nllow  me.  I  shnll  be  pleased  to  show  voi,  some  of  our 
speci,-,!  lines  in  this  department.  If  not  to-rtav.  von  may  at 
some  future  time,  wish  to  purchase.  Ton  will  then  remornl.er 
the  values  you  have  seen  here. 

We  guarantee  every  rendy-made  jrarmeiit  to  {rive  sati-sfa.-tlon 
in  fit.  quality  and  style,  even  to  those  .$3  skirts  vou  were  ad- 
miring. That  particular  line  was  made  to  our  special  order 
You  can.  therefore,  rely  on  the  excellent  value  we  offer.  Oh, 
yes,   we  can    fit  anyone  at  any   price   up   to  .$10  each. 

Now.  here  is  the  finest  selection  of  coats  and  suits  in  town. 
This  is  a  lovely  suit.  .Tust  try  the  coat.  The  fit  is  perfect 
and  style  up-to-date.  Certainly.  I  will  send  it  up  on  approval. 
at  is  very  rare  that  there  is  not  some  direct  result  from  in- 
teresting  a    prospective   customer). 

The  hest  policy,  in  my  opinion,  is  that  every  cleric  in  his 
own  department  should  be  ever  ready  with  his  leadin-  lines  for 
introduction,  especially  to  "lookers."  When  the  new  season's 
goods  begin  to  arrive.  T  have  repeatedly  made  good  exl-ia  sales,  by 
asking  customers,  on  their  way  to  and  from  other  departu'ents, 
for  a  few  minutes  to  sliow  them  the  latest  designs,  long  Iicfore 
the  season  opens.  The  greatest  mistake,  however,  is  the  per- 
sistence with    which    some   clerks    press   for   a    sale. 


2.— .T.  Brunner.  with  P.  Krug,  Tavistock.— If  you  will  allow 
me  to  take  up  a  little  of  your  time  I  would  be  pleased  to  show 
you  the  skirts  and  other  nice  things  we  have.  We  are  alwavs 
pleased   to   show   our  goods,  whether  you   wish   to   buy  or  not. 


i2 


DRY     GOODS     REVIEW 


My  first  endeavor  would  be  to  make  the  lady  feel  tier  pres- 
euce  is  appreciated,  by  showing  her  goods,  stating  pru-os,  a;id 
having  a  nice,  friendly  talli  about  tilings  in  general,  and.  If,  by 
my  judgment,  I  knew  I  had  won  her  confidence,  I  would  In  a 
courteous  manner  try  to  make  a  sale,  but  this  would  have  to 
be  done  with  great  care,  iis  I  have  promised  to  show  her  the 
goods,  not  expecting  her  to  l)uy  unless  she  wished.  \Vli(;ther 
I  met  with  success  or  not,  1  would,  by  courteous  treatment, 
look  for  future  Iiiisiness,   if  it  <-ould   not  be  done  at  the  time. 


3. — Carl  H.  H.iliom,  with  John  Lockett  &  Son,  Bridgetown. 
N.S. — It  will  give  nil)  mucli  pleasure  to  show  you  these  skirts 
(I  would  take  down  several  skirts,  and  make  inijuiry  regarding 
size  w'orn).  Notice  the  excellent  material  they  contain,  and  this 
shade  is  very  popular  this  season.  This  skirt  is  exactly  the 
size  you  mentioned.  Notice  how  well  every  part  is  finished,  also 
the  excellent  style.  If  you  don't  mind,  I  should  like  for  you  to 
try  it  on  over  your  own.  I  am  sure  it  will  please  you.  (While 
customer  is  putting  on  the  skirt,  I  would  be  commenting  upon 
the  advantages  of  buying  a  ready-to-wear  skirt).  It  fits  you 
perfectly,  and  the  style  is  very  becoming.  I  leave  it  to  your 
good  judgment  to  decide  if  it  is  not  a  genuine  bargain.  I  am 
sure  you  would  be  more  than  pleased  with  it.  Yes,  madam, 
only  $3.     May  I  have  it  done  up  for  youV — Thanks. 

As  the  fir.st  object  of  the  salesman  is  to  interest  the  "looker," 
I  find  the  following  is  the  best  "general  jiolicy"  :  In  a  pleasing 
manner  tell  her  that  it  always  gives  you  much  pleasure  to  show 
goods.  Call  her  attention  to  some  article  which  you  think  will 
be  of  interest,  and  at  the  same  time  display  the  goods  to  ad- 
vantage. To  find  if  the  customer  can  be  "interested"  in  the 
article  shown,  an  observing  salesman,  in  most  cases,  needs  to 
say  but  a  few  well-selected  words  in  explaining  the  merits  of 
the  goods.  If  not  interested,  hold  her  attention  by  a  few 
pleasing  remarks,  and  by  tact  in  showing  other  goods,  and 
keenly  observing  the  customer's  tone  of  voice  and  movements, 
the  salesman  at  last  succeeds  in  interesting  the  "looker."  After 
she   is   once   interested,    good    salesmanship    completes    the    sale. 


Angus  McNaughtoii,  Huntingdon,  <Jue.-- The  fact  that  ii 
person  is  looking  goes  to  prove  that  they  want  something.  Now, 
common  sense  teaches  that  a  person  cannot  buy  everything  they 
see,  so  it  Is  up  to  the  sales  person  to  use  every  customer  well. 
We  had  a  customer  who  for  years  back  always  bought  before 
they  came  to  our  place,  and  were  "just  looking,"  who,  after 
looking  for  years,  became  so  well  satisfied  with  our  goods  and 
way  of  doing  business  that  for  years  and  years  afterwards  every- 
thing they  wanted,  and  could  get,  were  bought  from  us;  also 
their    frionds    were   sent    to    us.      Tlioy    loulie<l    until    satisttcd. 

.lames  DriscoU,  Fairville,  St.  John,  N.B. — Yes,  quite  true,  but 
we  are  pleased  to  show  you,  just  the  same.  We  have  such  beau- 
tiful  things,    we   take   a   special   delight   in   showing   them. 

Then  proceed  to  show  the  various  skirts,  talking  of  the  new- 
est fashions,  the  ones  that  would  most  become  your  customer 
in  shade  and  style,  and  give  your  reasons  why,  never  alluding 
to  any  of  her  uii.ittraitive  features,  should  she  be  short,  fat. 
small  or  thin.  I'ind  out  from  her  if  slie  be  pleased  witli  the 
one  she  Is  wearing,  and  if  not,  show  her  where  It  is  unlieioni- 
Ing,  always  exhibiting  one  in  stock  that  will  overcome  these 
unattractive  effects.  Talk  on  the  new  and  popular  color  shades. 
She  probably  has  some  waists  or  coats  or  hats,  and  will  men- 
tion the  colors.  Show  her  shades  tli;it  will  harmonize  with 
these   and   will    look   good   on   her. 

Use  your  judgment  as  to  the  <inality  she  is  wearing  and 
show    her    prices    within    her    range. 

When  you  have  shown  lier  just  wkere  and  wliy  the  style  and 
shade  will  become  her.  persuade  her  to  try  it  on.  Use  no  force, 
always  letting  her  know  slie  is  under  no  obligation.  Most  women, 
when  they  see  a  new  garment  on  tliemselves,  the  style,  pattern 
and  color  schenn-  wholly  harmonizing  and  becoming,  feel  llat- 
tered.  Tlie  sale  is  ilicii  as  good  as  completed.  Have  them  put 
their  jacket  and  I'nis  mi  over  the  skirt,  showing  the  beautiful 
outdoor  effect.  I'licy  I  hen  feel  as  if  they  already  owned  it.  and 
if  the  sale  is  not  niadc  by  this  time,  it  usually  is.  after  the 
customer  has  taUcii  olT  the  new,  attractive  skirt  and  again  l)e- 
liolds  herself  in  the  old  one,  which  has  become  too  familiar 
to   her. 


Clirlstlna  Stephen,  Grimsby,  Ont. — When  customers  come  In 
to  "just  look  around"  I  show  them  what  they  want  to  see,  but 
I  don't  suggest  their  buying.  If  there  is  anything  new.  I  draw 
their  attention  to  It.  They  very  often  buy  something  unite 
different  from  what  they  asked  to  see  when  they  came,  and 
always   aeem   pleased   to   be   shown   things. 


.\I.  Ratney,  with  J.  Shapiro,  Toronto. — I  would  allow  customer 
to  look  around  to  her  heart's  content.  At  the  same  time  I  would 
try  to  discover  which  skirt  she  most  fancied,  and  on  this  I 
would    try    to    make   a   sale. 

I  would  try  to  convince  her  of  its  excellent  qualities  and  ex- 
ceptional value,  also  telling  her  that  they  were  on  sale  at  this 
time  only  and  might  not  be  at  the  same  price  again  for  some  time. 
I  would  also  tell  her  that  now  she  had  an  excellent  choice,  while 
after  a  few  days  the  best  would  be  all  gone,  and  she  would  not 
liave  near  the  same  choice.  I  would  show  the  utmost  courtesy, 
but  at  the  same  time  I  would  try  to  get  her  under  the  impres- 
sion that  though  unintentionally  on  her  part  she  was  causing 
me   a   lot   of   trouble. 


Frank  O.  Hollis,  with  Frank  O.  Hollis,  Brampton. — I  had  a 
similar  experience  last  week.  A  customer  of  mine  came  and 
wished  to  look  around  at  some  of  my  garments.  I  showed  her 
tlie  material,  outside  and  in,  the  trimmings,  etc.,  and  finally  got 
her  to  try  some  on.  She  seemed  well  pleased  with  the  fit,  ma- 
terial and  price,  but  left,  stating  she  would  be  back  in  half  an 
hour.  I  was  as  pleasant  as  possible;  gave  her  to  understand, 
whether  she  bought  here  or  elsewhere,  we  appreciated  her  cus- 
tom and   interest. 

I  think  that  was  all  that  was  necessary.  She  did  not  find 
fault  with  anything,  and  I  tried  to  convey  a  good  impression 
of  the  house. 


E.  P.  Burns,  with  the  Robert  Simpson  Co.,  Toronto. — Y'es;  we 
don't  object  to  your  looking,  and  we  have  other  displays  of 
skirts  which,  I  think,  you  would  be  pleased  to  see,  providing 
you  have  the  time.  These  styles,  colors,  etc.,  might  help  you  for 
future  purchase.  But,  of  course,  we  don't  urge  our  patrons  to 
buy,  but  delight  in  showing  them  the  newest  and  correct  styles 
which  we  feature. 


H.  E.  Sample,  with  W.  L.  Cameron,  Lloydmlnster,  Sask. — We 
have  just  received  an  early  Spring  shipment.  Let  me  show  them 
to  you;  it  will  give  yon  an  idea  of  the  new  styles  and  materials 
for   Spring. 

Customer. — Oh,  don't  go  to  any  trouble. 

Salesman. — No  trouble  at  all;  we  are  here  to  show  our  goods. 
If  we  don't  show  them,  we  can't  expect  to  sell  them,  and  there's 
nothing  gives  us  greater  pleasure  than  showing  Dame  Fashion's 
newest,  whether  you  buy  or  not.  (Showing  skirts  and  noting 
customer's  preference  for  a  certain  shade).  That  is  one  of  the 
new  shades.  It  would  be  most  becoming  to  you,  and  mohairs 
are  much  in  evidence  this  season.  They  are  so  serviceable  and 
hang  so  nicely.  I  consider  tliis  one  of  our  smartest  garments. 
Handsomely  tailored,  beautifully  trimmed;  in  fact,  a  high-class 
garment   in    every    respect. 

Customer. — What   is   the   price? 

Salesman. — $7.!)0,    madam. 

Customer. — I  like  the  skirt,  but  I  didn't  expect  to  pay  quite 
so    much,    and   am   not    prepared    to    buy    to-day. 

Salesman. — If  you  feel  like  leaving  a  small  deposit.  1  will  put 
it  away  for  you. 

Customer. — Thank   you,   very    much.     I    will   leave  $5. 


II.  W.  Clark,  Ridgetown,  Ont. — That  will  make  no  difference; 
wo  will  be  pleased  to  show  them.  You  may  want  one  later  on. 
and  it  is  a  good  plan  to  know  where  the  best  values  and  latest 
styles  are  to  be  found. 

Just  take  this  chair  for  a  few  minutes,  and  I  will  show  you 
what  I  think  is  the  smartest  skirt  we  liave  yet  shown.  It  is  all- 
wool  Panama,  hand-finished,  that  will  shed  the  dust  readily,  at- 
tractively designed  in  the  newest  cut  of  modified  hobble  style,  and 
the  tailoring  is  perfect,   too. 

If  it's  a  black  one  you  had  thought  of,  I  can  recommend  this 
one  for   permanancy   of  color. 

Your  size  is  24-in.  band  and  40-in.  loniith.  1  should  think.  At 
any  rate,  we  have  all  our  skirts  scini-finished  so  they  can  be 
made   the   required   length. 

Would  you  like  to  fit  this  one  on,  or  could  we  send  this  and 
another  size  to  your  house  for  you  to  try  on?  Our  driver  could 
call   for  the  one  you   wish  to   return. 

Yes,  the  price  Is  only  $5.75.  Very  well,  thank  you,  I  will  do 
that.     I   will   send   it    this   afternoon    for   you. 

Good   afternoon. 


w.  C.  Inkstcr,  Marmora.  Ont.— If  you  will  permit  uie,  I  would 
be  pleased  to  accompany  you.  and  look  at  the  goods  from  your 
point  of  view,  and  1  .-ini  sure  that  your  own  ideas,  combined  with 
my  knowledge  of  the  stock,  would  prove  Interesting  and  in- 
structive to  both  of  us. 
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6.  Christopher  Stevens,  with  W.  K  Perrott,  London,  Eng. — 
Salesman. — Thank  you,  madam,  but  just  allow  me  to  show  you 
this  skirt;  it  is  our  latest  from  New  York  or  Paris  (as  the  case 
may  be),  and  although  you  do  not  want  it  just  now,  I  really 
think,  when  you  have  it  home,  you  will  be  pleased  you  did  not 
miss    this   opportunity. 

Policy  to  adopt: — Without  letting  customer  know  it,  keep  a 
smart  look-out  on  what  she  seems  to  fancy,  and  keep  it  well  in 
front  of  her,  showing  her,  at  the  same  time,  other  things,  so 
that  she  does  not  see  you  are  trying  to  push  what  she  faufies. 


H.  S.  Henderson,  with  Joseph  Patou  &  Co.,  CharlottPtow  ii. 
P.E.I. — Would  try  to  make  the  customer  feel  perfectly  at  home, 
and  say:  "Madam,  if  you  have  time,  allow  me  to  show  you  some- 
thing in  the  new  hobble  skirt  (or  anything  new  that  happens 
to  be  on  the  market).  Don't  you  think  this  a  real  novelty?  It 
is   one   of   the   lines   designed   expressly    for   us." 

Would  slip  the  skirt  off  the  fixture  and  over  a  form,  enthuse 
over  the  hang  and  artistic  lines,  the  up-to-date  weave  or  quality 
of  the  material,  point  out  any  particulars  regarding  trimmings, 
etc.,  the  class  of  the  maker,  and  would  use  every  endeavor  to 
arouse  her  interest. 

If  not,  I  would  keep  my  mind  active,  my  thinking  apparatus 
working  overtime,  and  would  try  and  get  her  to  express  a  pre- 
ference for  a  partail  make.  Then  I  must  make  no  mistake. 
If  I  am  conversant  with  my  stock  I  should  know  just  what  skirt 
should  catch  her,  and  demonstrate  as  before,  but  I  would  be 
careful  not  to  tire  her.  Would  handle  the  sale  very  carefully,  my 
whole  object  being  to  keep  the  interest  up  and  gain  her  con- 
fidence, and  If  I  could  not  make  the  sale  that  day  she  would 
probably  be  tripping  into  the  department  before  long  to  make 
her   purchase.. 

In  summing  up,  the  best  general  policy  to  pursue  would  be 
courteous  treatment,  with  the  object  of  arousing  a  customer's 
interest  sufficient  to  make  a  sale  on  the  spot,  or,  failing  this, 
the  leaving  of  a  good  impression,  which  would  naturally  result 
in   future  business. 


A.  Eraser  Little,  with  Regina  Trading  Co.,  Regina,  Sask. — 
Why,  certainly,  that's  all  right.  You  see,  it's  really  our  duty  to 
show  and  display  our  goods.  We  have  many  customers  through- 
out the  day  who  drop  in  to  have  a  look  around.  Why,  you  know, 
it's  a  weakness,  we  women  have  to  like  to  look  around  and  see 
the  latest  styles  and  to  know  what  is  being  worn  each  season, 
skirts,  and  they're  always  so  serviceable,  aren't  they?  Besides, 
you  see,  they  have  that  new  shadow  stripe  effect. 

Here's  a  line  of  skirts  on  this  rack  tliat  I  always  like  to  show, 
because  I  know  they're  such  good  value,  and  every  lady  who  pur- 
chases  one   will    feel   thoroughly   satisfied.     Yes,    they're   Panama, 

Yes,  we  have  all  sliades  in  this  line.  Which  color  do  yon 
favor?  Well,  I  would  suggest  blue,  as  you  liave  a  fair  com- 
plexion. 

Now,  here's  your  size  exactly.  Wo  liavo  these  specially  priceil 
at  $3.  Hadn't  you  better  let  me  wrap  one  up  for  you?  You  knnw 
one  always  likes  to  have  an  extra  skirt  or  two.  Thanks,  I'm 
sure  you  will   be  perfectly  satisfied. 


Lillian  Frankum,  Acton,  Ont. — That's  all  right,  madam;  wo 
are  always  pleased  to  have  anyone  look  at  our  skirts. 

Just  let  me  show  you  a  couple  of  special  lines,  and  give  yon 
an  idea  of  our  prices. 

Would  you  mind  slipping  off  your  coat?,  I  would  like  you 
to  try  a  few  skirts  on,  so  you  can  see  for  yourself  how  nicely 
they  hang  and  how  well  they  are  made,  both  in  style  and  finish. 
We  are  never  too  busy  to  show  our  goods,  even  if  a  person  does 
not  wish  to  buy. 


Cecil  Swackhammer,  Acton  West,  Out.-^Just  a  moment,  since 
you  are  here,  let  me  show  you  these  skirts  more  thoroughly.  Did 
you  notice  the  quality  and  finish  of  that  skirt  there,  and  also 
the  remarkable  low  price  of  it,  also  notice  the  smart,  dressy 
effect  that  braiding  gives  to  its  appearance?  Now,  madam,  since 
It  suits  you  in  every  respect,  why  not  grasp  the  opportunity  and 
have  a  smart,  dressy  skirt  of  exceptional  (lunlity  for  the  same 
price   as   you   would   pay   for  an   ordinary,    plain   skirt  elsewhere? 

Furthermore,  I  am  satisfied  we  will  receive  your  future  pat- 
ronage. 


Fred  A.  Carter,  with  Messrs.  A.  N.  Whitman  &  Sons,  Ltd., 
Canso,  N.S. — We  are  pleased  indeed  to  have  you  look  at  our 
stock,  and  you  can  feel  assured  that  in  this  store  you  will  not 
be  bored  by  clerks  >vho  are  annoying  U\  their  attempts  to  force 
goods  on  you. 


What  Lesson  Will 
You  Learn  From 
Your  Stock  Sheets? 

Will  your  stock-taking-  show 
you  a  lot  of  your  hard-earned 
money  tied  up  in  dead  stock 
or  slow-sellingf  merchandise  ? 

YOU  SIMPLY  CANNOT  AFFORD 

TO  CARRY  OVER  ANY 

WINTER  GOODS 

In  this  age  of  keen  competi- 
tion it  is  suicidal.  Every 
dollar  you  own  must  be  work- 
ing all  the  time. 

TURN  YOUR  SLOW  STOCK 

INTO  REAL  HARD  MONEY 

Then  take  your  money  and 
make  more   money  out  of  it. 

WE  CAN  SELL  OUT 

YOUR  OLD  STOCK 

AT  A  PROFIT 

CLEAN    OUT    YOUR    WINTER 

GOODS    AND    MAKE 

MONEY  FOR  YOU. 

Write  or  wire  right  away, 
and  find  out  about  our 

NINE-DAY  SUCCESSFUL  SALES 

THEY  MEAN  MONEY 

FOR  YOU. 

The  INTERNATIONAL 
BROKERAGE  CO. 

Head    Office    in   Canada 

DOMINION   BANK  CHAMBERS 
LONDON.  ONTARIO 
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We  oonsidLT  it  ii  privilege  to  have  you  look,  and  we  are  not 
wrong  In  assuming  that  you  are  an  excellent  judge  of  value  in 
your  directing  attention  to  these  stylish,  tailor-made  sliirts,  at 
the  extremely   low   price   of  $3. 

Our  motto,  which  is,  "Satisfactiou,  or  money  refunded,"  will 
.•ilways  protect  you  should  you  wish  to  try  one  of  these  gar- 
ments, the  fit,  and  style,  and  worUniansliip  of  whicli  is  fully 
guaranteed. 

I  always  find  in  cases  of  customers  who  are  "lookers"  that 
Ity  a  little  careful  leading  they  will  become  buyers,  sometimes 
liefore  the  more  decided  ones  do.  And  in  this  case  the  lady  will 
bo  attracted  by  some  special  shape  or  style,  and  selling  talk 
should  be  centered  on  that  particular  article,  whatever  its 
especially  good  points   may   be. 


1'.  J.  Lumsden,  with  A.  N.  Whitman  &  Sons,  Ltd.,  Canso,  N.S.— 
Just  looking  around?  That's  right;  we  have  some  values  here 
that  are  well  worth  your  inspection.  .Tust  look  at  these  skirts,  for 
instance.  Splendid  value  at  three  dollars,  aren't  they?.  Al- 
though the  price  is  so  low,  the  quality  can  be  relied  upon.  You 
see,  we  sometimes  get  hold  of  a  line  of  goods  at  a  price  that  en- 
ables lis  to  offer  them  to  our  customers  at  much  less  than  their 
real  value.  Of  course,  our  stock  is  limited,  and  ,as  such  a  low- 
price,  is  bound  to  sell  rapidly.  So  the  best  time  to  buy  is  now. 
when  you  have  "a  full  range  of  sizes  and  patterns  to  select  from. 


J.  C.  Carruthers,  Oriliia. — Salesperson  should  t:ike  no  notice 
of  what  was  said,  but  continue  to  show  the  goods,  even  witli 
more  skill,  if  possible,  than  before.  Talk  a  little  about  sonic 
subject  of  the  day  or  something  you  think  will  interest  the  per- 
son; then  come  back  to  the  goods,  show  the  extra  values,  and 
if  you  do  not  land  them.  you.  no  doubt,  have  made  an  inipr'^s- 
sion  for  yourself  or  for  the  store,  and  will  likely  bring  her  or 
him  back. 

I  have  sold  people  goods  when  they  have  told  me  they  were 
just  looking  and  had  no  money  by  them.  Adopting  the  above 
principle,   they   have  produced   the  money  and   taken  the  goods. 

I  hope  this  thought  will  be  a  help  to  some  salesperson.  I 
believe  in  helping  them.  We  need  more  salespeople  who  know- 
how  to  handle  customers.  I  have  been  selling  goods  over  thirty- 
five   years,   and    am   still   learning. 


Farmer  Having  His    Innings 

Purchasing  Po-wer  of  his  Products  Shows 

Much    Greater  Advance  Than   Those 

of  the  Mine  or  the  Factory 

"The  fanner  is  relatively  better  off  than  any  other 
portion  of  the  population,"  states  A.  0.  Dawson,  man- 
aging- direcor  of  Canadian  Cottons,  Limited,  Montreal, 
in  an  article  in  Financial  Post  dealing  with  conditions  in 
the  cotton  trade  and  g-iving-  his  \news  upon  the  question 
of  reciprocity  with  the  T^nitod  States.  Mr.  Dawson 
quotes  statistics  which  show  that  the  purchasing  power 
of  farm  products  has  increased  very  materially  during 
the  past  fifteen  years. 


"The  country  has  been  making  wonderful  progress," 
he  states,  discussing  tariff  matters,  "and  nothing  should 
be  done  to  hinder  thi.s  proj^ress.  No  one  class  of  our 
people  should  be  made  to  suffer  for  the  benefit  of  the 
other  class.  The  faimei-  has  been  particularly  fa\ored. 
While  the  prices  of  practically  all  commodities  have 
shown  some  advance,  the  products  of  the  farm  show  a 
much  greater  advance  than  do  the  products  of  mines  and 
factories.  Farm  land  itself  has  advanced  in  value  rapid- 
ly, and  everything  produced  on  the  farm  ihas  also  advanc- 
ed materially.  The  figures  now  given  show  that  the 
farmer  is  relatively  better  off  than  any  other  portion  of 
our  jiopulation.  though  he  does  not  always  think  so. 

"WTiat  we  need  as  much  as  anything  at  present  to 
build  up  a  strong,  united,  prosperous  and  satisfied  people, 
is  to  develop  all  our  industries,  including  the  farm,  the 
mine  and  the  factory.  It  will  be  fatal  if  distrust  or 
suspicion  should  be  developed  between  the  various  in- 
terests. 

"We  must  strive  to  harmonize  the  several  views  now- 
prevalent,  and  continue  the  policy  of  'IJve  and  let  I^ive' 
that  has  existed  for  many  years,  and  that  has  helped 
towards  the  very  great  growth  of  the  last  decade- 

"You  will  notice  that  T  have  taken  some  of  the  prin- 
!ipal  articles  produciMi  by  the  farmer,  and  measured  their 
value  by  the  prices  of  the  staple  articles  required  by  him. 
The  real  value  of  any  article  is  its  exchange  value.  The 
real  worth  of  farm  produce  is  measured  by  its  value 
when  Compared  with  the  value  of  articles  which  the  farm- 
er desires  to  purchase." 

From  information  received  from  many  of  the  whole- 
sale houses,  he  adds,  "I  take  it  that  they  have  closed 
one  of  the  best  years  in  their  history.  Sales  have  been 
large,  profits  fair,  and  losses  small.  Tn  fact  I  believe 
that  no  country  in  the  world  has  had  a  year  of  greater 
prosperity. 

"Of  course  there  is  always  an  exception  to  the  rule, 
and  cotton  manufacturing  the  past  year  has  been  the  ex- 
ception. The  cotton  crop  of  1909  was  a  very  short  one — 
the  Fnited  States  raising  only  some  10.300,000  bales, 
when  the  crop  of  the  previous  year  was  13,800,000  bales. 
This  shortage  proved  a  serious  one,  but  not  disastrous. 
as  there  was  quite  a  quantity  of  cotton  carried  over 
from  the  previous  crop.  The  high  prices  prevailing  in 
the  Spring  of  1910  induced  a  large  cotton  acreage,  and 
it  was  expected  that  a  crop  as  large  as  that  of  1908 
would  be  harvested. 

"TTnfortunately  these  expectations  were  not  realized: 
and  the  cotton  manufacturers  have  another  hard  year  be- 
fore them  " 


WHAT  THE  FARMER  GETS    FOR    HIS    PRODUCT. 
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Article 


Unit 


1910  lSt)5 

10  bus    whe:it 
boucht 


IQtO         1S96 
20  bus    potatoes 
houcrht 


1910  1896 

1  ton  h,TV 

bouffht 


1910  1S96 

A'l.500  lb    steer 
bousrht 


1910  1896 

A  300-lb.  hoK 

boucht 


1910         1896 
30  do7.  Eprtrs 
bouRht 


Coffee.  Rio  No.  7     Pounds 

Molasses.  New  Orleans Gallons 

Rice,  Domestic,  choice    Pounds 

Salt.  American Barrels. 

SuKar.  Granulated Pounds  . 

Tea.  Formosa,  fine Pounds- 

Carpets.  Brussels    Yards  . . 

Carpets.  Inttrain Yards  •  ■ 

Cotton  Flannel.  2K  yds  to  lb Yards  .. 

Ginprhams.  Amoskeas Yards  . . 

Sheetincs.  Bleached  10-4 Yards  . . 

Sheetintts,  Brown  4-4  Yards  ■  • 

Shirtines.  Bleached  4-4    Yaras  . . 

Shoes,  Men's  Vici  Kid Pairs 

Suitings.  Clnv  ^A,orgtcft.  12  07   Ynrds  ■  • 
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40 

300 
19 

358 
71 
14 
32 

189 

243 
60 

220 

170 
nO 
IS 


85 
34 

222 
10 

2.3S 
45 
12 
27 

175 

000 

03 
207 
1.'>4 


1.115 

205 
1.707 

112 
2.005 

409 
81 

ISO 
1.092 
1.404 

351 
1.20S 

982 
37 
75 


383 
154 
994 

72 

1.007 

204 

54 
125 
784 
994 
283 
927 
092 


361 

86 

572 

36 

069 

132 

26 

60 

353 

454 

113 

410 

318 

12 


87 

35 

228 

16 

244 

46 

12 

28 

180 

^^28 

05 

212 

159 

5 

15 


87 
20 

138 
8 

162 
32 
6 
14 
85 

110 
27 
99 


27 

n 

72 
5 

77 
14 
13 
f» 
57 

20 

07 

.59 

b1 

4 


(Tables   compiled   by   A.   0.   Dawson,   Canadian    Colored    Cottons,    Ltd..    Montreal. 


Practical   Art   Gives    Show    Card   its    Advertising   Value 

Given   Proper   Equipment   and    Aptitude   for   the   W^ork,    Clerk   can    Achieve 

Most    Gratifying    Results  —  How    One    Man    Succeeded  —  Examples    of    his 

Work  —  Nailing    the  Exclusive  Idea 

By  Roy  M.  Theobald.  Merlin.  Ont. 


WHILE  the  old  idea  that  any  member  of  the 
store's  staff  conld  strike  oR  a  supply  of  show- 
cards  that  would  in  every  way  answer  the 
purpose,  still  holds  in  some  places,  the  wise 
merchant  recog-nizes  that  there  is  such  a  thing  as  prac- 
tical art  in  sho^w  card  writing-.  At  the  same  time,  the 
up-to^ate  writer  is  always  on  the  look-out  for  new 
ideas. 

In  the  samples  here  shown,  some  are  adaptations  of 
ideas  obtained  from  advertisements  in  different  maga- 
zines, though  the  designs  themselves  are  original. 

No.  1. — The  Christmas  card  '"May  your  thoughts  be 
as  happy  as  the  season,"  was  designed  by  the  writer  for 
the  Christmas  and  New  Year  season.  The  holly  sprig 
and  bow  of  ribbon  was  done  in  relief,  applied  with  a  de- 
corator's relief  bulb  and  iirinted  in  natural  color.  The 
card-board  was   tacked    on    a  wooden   frame  to    prevent 


of  scroll  work  was  shaded  with  air  brush  ;  in  fact,  the 
whole  card  was  air  brush  work  ;  the  word  "Winter"  in 
black  was  applied  with  brush.  "Latest  designs"  was  a 
stencil  pattern  shaded  around  letters  in  purple.  After 
the  pattern  was  taken  off,  the  design  was  rounded  up  to 
give  relief  effect.  The  remain'ng  scroll  work  was  shaded 
up  with  yellow  to  look  as  though  it  were  relief  work. 
The  time  to  produce  this  card  after  pattern  was  made, 
was  about  30  minutes. 

These  cards  are  all  half  sheet  size,  14x22  inches,  used 
in  the  windows   during  the  Fall   opening  display. 

The  writer  has  had  many  an  up  and  down  during  his 
three  years  of  card  work.  He  used  to  study  the  other 
fellow's  cards  and  wonder  how  they  were  done,  but 
since  purchasing  an  air  brush,  busher,  pens  and  inks 
and  applying  some  hard  work,  it  is  now  quite  easy  to 
carry   out   any   idea   that   may   suggest   itself.    It   is    his 
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Show  Cards  illustrating  use  of  air  brush  by  Roy  M.  Theobald.  Merlin,  Ont. 


bending  and  to  keep  relief  work  from  breaking  and  shell- 
ing ofl'.  Lettering  was  done  with  flat  brush.  Letter 
"M"  was  applied  on  a  fancy  green  background,  applied 
with  an  air  brush.  Capital  "M"  was  in  two  colors,  red 
and  black  ;  the  balance  of  lettering  was  black. 

No.  2. — The  scroll  work  and  blended  shading  was  ap- 
plied with  air  brush  in  neutral  shading.  Grapevines 
were  painted  by  hand  ;  colors  green  and  purple.  Large 
script  lettering  executed  with  brush  ;  small  script  was 
made  with  soennechen  pen  ;  lettering  in  black. 

No.  3. — "New  Creations"  stencil  pattern,  shaded  in 
neutral  shade,  a  grey  which  can  be  applied  to  show  al- 
most black  to  a  very  light  shade.  Steps  and  scenery 
were  in  neutral  shade,  also  lamp-post.  Steps  and  lamp 
post  shaded  to  imitate  stone.  Sky  was  shaded  to  repre- 
sent sunset.  Colors  used,  pink  and  yellow.  Paint  shade 
of  yellow  was  introduced  to  give  lamp  the  appearance  of 
being  lighted.    Time  to  finish  card,   30  minutes. 

No.  4. — Scroll  work  is  same  as  No.  2,  only  changed 
slightly   in   the   shading   and    colors  ;    outside    and    inside 


experience  that  show  cards  are  one  of  the  best  means  of 
advertising  merchandise. 

Piano  for  Employees 

The  modern  manufacturer  as  a  rule  takes  a  deep  in- 
terest in  his  employes.  In  many  factories  producing 
lines  for  the  dry  goods  trade,  there  are  rest  rooms  and 
tea  rooms  and  other  features  which  tend  to  make  life 
more  pleasant  for  operatives  to  whom  a  little  diversion 
now  and  then  is  equivalent  to  relaxation.  Moreover,  it 
inspires  enthusiasm  and  loyalty  among  the  staff,  and 
that  is  something  these  days  when  help  is  scarce. 

In  connection  with  their  welfare  work,  Home  & 
Watts,  manufacturers  of  children's  wear,  have  installed  a 
piano  in  their  new  rest  room,  and,  what  is  more,  have 
promised  to  pay  the  tuition  fees  of  any  employes  who 
will  take  music  lessons.  In  the  near  future  Paul  Hahn 
the  celloist,  is  to  give  a  noon  recital  to  the  employes  of 
this  firm. 


Modern  Store  Equipment 


be  a  contrast  between     background  and  display  sufficient 
to  make  g-armcats  stand  out  clear. 


Importance  of  Contrast  in  Background  for  Ready-to-Wear 

Inadvisable   to   Show  Goods   in    Front    of    Draperies     of    the     Same    Shade 
—  Garments   Should   Stand   Out     Clear  —  Appearance     is     Thus     Enhanced. 

By  H.  J.   Rutherford,  Koester  School. 

Some  few  days  ago  while  strolling  along  an  avenue 
in  a  cosmopolitan  city,  a  city  noted  for  the  extreme  at- 
tention g-iven  to  the  arrangement  of  displays  of  merchan- 
dise, I  paused  before  a  window  display  of  women's 
suits.  The  suits  were  of  dark  green  corduroy  velvet,  in 
style,  fit  and  workmanship  right  up  to  the  minute,  but 
for  some  reason  they  did  not  stand  out  clear,  and  were 
not  rich  looking  as  this  cla.ss  of  fabrics  are  supposed  to 
be.  The  reason  for  that  was  that  the  display  was  set 
ahead  of  a  heavy  drapery  background  of  green  velour 
plush,  almost  the  same  shade  as  the  suits.  I  called  the 
proprietor  to  the  door  and  directed  his  attention  to  the 
diiiplay,  that  the  merf-andiso  did  not  show  its  worth,  .aUd 
the  reason  for  it. 

His  reply  was,  "That  is  the  finest  background  on  the 
avenue,  the  draperies  alone  cost  $50."  My  answer  was, 
"Then  you  should  invest  $50  more  and  have  two  sets,  or 
four  draperies,  one  of  a  light  tan,  green  or  gray  shade 
so  that  when  sh(j\ving  dai'k  colored  materials  there  would 


Have  Adaptable  Background. 

Here  is  an  incident  emphasizing  the  need  of  attention 
to  this  detail  in  making  proper  display  of  ready-to-wear, 
because  nine  out  of  ten  merchants  everywhere  are  short- 
sighted in  this  regard.  What  to  some  of  them,  is  a 
large  amounted  invested  in  one  set  of  draperies  could  be 
worked  out  to  advantage  in  two  sets  of  cheaper  ma- 
terials having  one  light  and  one  dark,  and  changing  to 
suit  the  different  colorimgs  of  the  merchandise.  The 
story  related  here  is  an  indication  that  this  should  be 
the  plan  to  follow  rather  than  put  all  of  the  appropria- 
tion in  one  background  suitable  for  showing  light  colored 
goods  only. 

Merchants  failing  in  this  haVe  been  known  tO'  put 
$10  to  $20  in  electrotype  headinsrs  for  illustrating  their 
ad\ts.    in    the   newsiiai>eis    and    froqueiitly   this   appropria- 


This  display  of  waists  could  have  been  rendered  more  eflective  by  b.ickground  contrasting 
sharply  with  general  color  of  display 
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tion  was    made  at  intervals   of     twice  a  month.       If  it 
is  considered  ffood  advertisings  to  spend  money  on  cuts  to 


Group    suggestion,  showing   advisability  of  different   backgrounds 
in   same  window   to    set   off    different    colors   in    goods. 

make  the  story  of  the  merchandise  attractive  it  is  just 
as  important  to  watck  details  of  the  kind  mentioned  so 
that  the  garments  on  display  will  look  even  better  than 


the  description.  Often  a  little  neglect  as  this  in  appear- 
ance takes  away  from  the  garments  more  than  the  cost 
of  a  set  of  draperies  of  the  right  shade  to  show  them  off 
to  the  best  advantage. 

Value  of  Contrast. 

In  sketch  No.  1  is  shown  the  value  of  contrast  in 
drapery  backgrounds  for  ready-to-wear,  only  a  few  gar- 
ments and  articles  are  shown  but  all  are  posed  ahead  of 
the  right  contrast  in  draperies. 

In  sketch  No.  2  is  shown  a  stocky  window  of  ladies'' 
waists  ahead  of  a  light  backbround.  How  much  better 
this  would  have  appeared  against  a  background  of  dark 
green  or  black.  It  costs  a  little  in  time  and  money  to 
keep  pace  with  these  changes,  but  if  it  means  enhancing 
the  appearance  of  the  merchandise  (and  it  surely  docs) 
you  know  what  that  means — more  and  better  sales.  That 
is  "the  reason  why"  for  all  of  this  work.  Then  the  ef- 
fort is  worth  all  it  costs. 

Printed  Goods  of  all  Descriptions. 

According  to  the  latest  Paris  report  received  by  De- 
benhams  (Canada),  Limited,  there  is  no  doubt  whatever 
that  the  fashion  for  the  coming  season  will  be  very 
largely  on  printed  goods  of  all  description  ;  foulards, 
printed  voiles,  radiums,  etc  ,  as  well  as  printed  eolie.niies 
and  printed  voiles,  both  silk  and  cotton.  Soft  etamine  is 
also  highly  spoken  of. 

Silks  are  very  much  more  in  favor  than  dross'  goods, 
but  in  the  latter  a  very  good  sale  is  certain  for  voiles 
and  marquisettes. 

Shantung  which  was  considered  finished  last  smuincr 
is  very  likely  to  come  up  again  owing  to  the  fact  that 
nothing  whatever  has  been  produced  to  take  its  place. 


R.  M.  Ballantyne,  Limited 
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PERFECT  FITTING   HOSIERY 

"BEAVER  BRAND"  is  a  guarantee  of  comfort  and  durability. 
Important  points  in  hosiery  are  shape  of  leg  and  foot — strength  of 
heel  and  toe.     These  points  you  will  find  in 
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R.   M.   BALLANTYNE,  Limited  -  Stratford,  Ontario 


Supplanted    Mail    Order    Catalogue    In    Farmers'   Homes 

The  Battleford  Trading  Company  Sized  Up  Situation  and  Met  M.O. 
Houses  on  Their  Own  Ground  —  Issued  a  Booklet  Costing  $3  a  Page 
—  It  is  Prized  as    a  Valuable    Catalogue  and    has  Developed   Good  Business. 


TllEKK  are  districts  in  Canada  where  the  eala- 
logiies  from  the  large  city  mail  order  hous^es 
solve  several  problems  for  the  people  who  receive 
them.  For  that  reason,  the  local  merchant  who 
would  capture  that  share  of  business  which  properly  be- 
longs to  him,  must  adopt  methods  which  will  emphasize 
in  the  minds  of  his  people  the  advantages  of  his  position 
and  llic  possibilities  of  his  store. 

Catalogues  as  Home  Companion. 

It  is  not  necessary  to  imagine  a  case.  Facts  arc 
a.vaila'ble  whieh  go  to  show  that  it  depends  upon  the  local 
merchant  whether  the  catalogue  from  the  outside  mail 
oi'der  concern  is  to  assume  in  the  home  the  position  of 
a  household  companion,  an  exclusive  periodical  of  refer- 
ence in  which  the  housewife  may  find  description  and 
prices  of  what  is  correct  for  any  member  of  her  family, 
in  the  matter  of  clothing,  or  for  any  part  of  her  domain, 
in  the  mater  of  equipment,  and  have  requirements  sup- 
plied wi'th  no  more  difficulty  than  that  entailed  in  mailing 
a  letter. 

When  a  person,  with  a  fully  developed  shopping  in- 
stinct, has  to  travel  several  miles  to  the  nearest  town  to 
find  out  whether  the  merchants  there  can  supply  her  with 
tihings  she  has  read  about  in  the  catalogue,  it  seems  safe 
to  say  that  in  .a  great  many  cases  she  will  take  the 
course  which  simplifies  effort  and  assures  her  of  reason- 
ably satisfactory  results. 

Where  Local  Merchants  Step  In. 

Before  a  person  reacht»  ikait  point  the  local  merchant, 
through  his  advertising,  should  have  stepped!  in.  As  an 
example,  consider  the  merchandising  proposition  as  pre- 
sented 'by  the  western  homesteader  or  the  settler  in  any 
o'ther  sparsely  settled  part  of  the  country.  He  lives 
twenty  miles  or  more  from  ,a  settlement.  Because  of  his 
isolation,  he  orders  a  season's  supplies  at  a  time.  These 
call  for  an  outlay  of  from  $100  to  $500.  Let  it  be  sup- 
posed that  the  merchants  in  the  nearest  town  do  no  ex- 
ceptional advertising — 'the  fact  is  that  many  of  them  are 
loo  much  inclined  to  take  the  distant  customer  for 
granted.  They  are  regularly  represented  in  the  weekly 
paper,  in  which  the  homesteader  may  or  may  not  be  suffi- 
ciently interes'te'd  to  'become  a  subscriber.  Often  ho  pre- 
fers to  receive  the  paper  from  the  place  he  refers  to  as 
"back  home,"  and  is  downright  indifferent  about  acquir- 
ing particular  knowledge  as  to  what  the  nearest  mer- 
chants are  doing.  The  latter  are  sometimes  satisfied  with 
a  fair  'trade  and  do  not  think  it  worth  while  worrying 
about  the  people  living  on  tlie  far  rea.ches  of  their  mer- 
chandising radius. 

Advertising  with  a  Personality. 

There  are  m«i-chanls  who  .seldom  adopt  any  means  of 
adivertising  which,  figuratively  speaking,  will  knock  at 
the  man's  door  and  step  into  vhe  home  as  a  distinct  per- 
sonality. 

No  merchant  in  the  situation  described  can  lose  siglit 
of  the  fact  that  to  be  effective,  his  advertising  must  have 
something  of  a  personal  sftatus  in  the  ho^me. 

In  those  districts  where  inhabitants  are  comparatively 
few,  where  the  farmer  or  the  farmer's  w'ife  do  not  often 
have  an  opportunity  to  exchange  experiences  with  neigh- 
bors, where  companionslvips  are   limited,  altrael'ive   medi- 


ums of  information  are  prized  according  to  their  prac- 
tical value  or  utility. 

It  stands  to  reason,  therefore,  'that  the  merchant  who 
would  have  anyl'hing  like  an  actual  'being  in  the  house- 
hold is  he,  who,  to  the  greatest  degre*.  prolongs  and  em- 
phasizes the  favorable  impression  of  his  jftore  and  of  his 
merchandizing.  They  must  create  preference  by  perman- 
ent means  of  comparison. 

Here  is  a  elearer  view  of  the  proposition.  A  settler 
and  his  family  "loca'te"  twienty  miles  or  more  from  th:r 
nearest  town  or  village.  They  receive  their  mail  once  or 
twice  .a  week,  and  shortlj"  after  fhieir  arrival  a  copy  of  a 
mail  order  catalogue  reaches  them  or  thej"  maj-  have 
taken  one  with  them.  The  farmer,  his  wife  and  children 
become  interested  in  it  and  it  is  finally  placed  where  it  can 
always  be  referred  to.  Full  of  illustrations,  it  suggests 
things  to  that  family.  It  assumes  somewhat  the  position 
of  a  shopping  guide.  Clothing,  housefurnishings,  tools, 
implements,  toys,  etc.,  are  described  and  priced  and  on  a 
good-sized   order  there  are  no  forwarding  charges. 

Those  Bulk  Orders. 

The  settler  shares  in  the  prosperity  of  the  country. 
He  finds  that  he  can  afford  to  buy  things.  He  has  had  a 
good  crop  and  is  optimistic.  The  winter  is  in  sight  and 
the  requirements  of  t'he  family  must  be  attended  to.  He 
consults  with  his  wife.  'She  has  been  to  town  two  or 
three  times  and  has  purchase-d  a  few  things  that  were 
absolutely  necessary.  She  has  an  opinion  of  the  "local" 
stores,  and  it  comes  to  a  point  where  either  thej-  or  the 
mail  order  'houses  receive  their  bulk  order.  That  mer- 
chant has  done  well  who  has  so  informed  the  family  upon 
matters  pertaining  to  his  store  that  the  mail  ord'er  cata- 
logue on   the   peg  in  the  kitchen  has  been   supplanted  to 
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EAU  EAIH  OCrUSEK  lllh  ani  Ulh. 

Cover   and   page    from    special    catalogue    issued     by     BattKtord 

Trading   Co.      Cash  discounts    were   announced   at  the   same 

time   as  cash    system.      The  large  blank   space    on    one 

page  is   for  a    fabric    sample  to   be   pasted   on. 

the  extent  that,  before  purchasing,  the  farmer  and  his 
wife  are  able  to  size  up  t'he  advantages  to  be  obtained  in 
buying  near  home.  The  information  he  has  given  them 
places   him    in.   tha't    position    wliere   comparison   does  him 
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i'llll' fi'eciit  and  leaves  a  good  Inarg-in  in   the  i'avor  of  (lie 

Homesteader. 

-     On  the  other  h'aud.  if  the  information  lias  been  spas- 

modio-,  indifferent,  dias  not   the  right  ring  to  it,   the  mail 

order  house  gets  those  little  orders,  eaeh  amounting  to  one 

or  'Iwo  luniidred  dollars. 

Trade  from  100-Mile  Radius. 

This  is  by  no  means  a  suppositious  picture.  An  out- 
standing' example  is  supplied  by  The  Battleford  Trading 
Co.,  Ltd.,  North  Battleford,  Sask.  The  mail  order 
houses  had  been  their  greatest  competitors,  especially  in 
the  outlying  districts. 

•  To  fully  understand  the  ditliculties  and  obstacles  to 
overcome  a  knowledge  of  existing  conditions  is  necessary. 
The  Battleford  Trading  Co.,  secure  their  trade  from  a 
district  of  about  100  miles  radius,  newly  and  in  many 
parts  sparsely  settled,  without  railway  communication 
but  with  some  25  post  offices  scattered  throughout. 

Travel  at  any  time  is  arduous  and  tiresome  over  the 
trails,  and  the  women  who  are  the  buyers  for  the  house- 
hold, are  loath  to  undertake  an  ox-cart  journey  to  the 
town,  finding  it  much  more  convenient  as  well  as  exped- 
ient to  make  out  their  order  by  the  fireside  from  the 
catalogue. 

Cash  System  and  Booklet. 

"We  tried  ditferent  advertising  mediums  aside  from 
the  colums,  of  our  local  paper/'  states  H.  W.  Detmiller, 
secretary-treasurer  of  the  company,  Kut  found  them  too 
general,  even  the  columns  of  the  local,  reaching  the 
hands  of  but  few  of  the  newcomers. 

"In  the  fall  of  1906  we  adopted  the  |)lan  of  adver- 
tising in  the  form  of  a  catalogue  or  price  list.  We  were 
adopting    the     cash    system,     and    our   first  publication, 


which  took  the  form  of  a  B-page  circular  brought  good 
results.  Still  we  found  that  it  was  not  sufficiently  com- 
plete, thereby  losing  much  of  its  elfectiveness,  whereas  a 
booklet  with  a  greater  list  and  covering  a  wider  range 
would  be  kept  as  a  reference,  and  lead  to  a  comparison 
of  prices  with  the  catalogue  house.  Our  hopes  have  been 
amply  justified  by  results. 

Brought  Direct  Results. 

"The  last  issue  of  1,200,  cost  us  $3  per  page,  and 
were  sent  to  addresses,  in  this  district,  all  being  tribu- 
tary to  the  town,  believing  this  to  be  the  correct  method 
for  direct  results.  This  may  appear  to  many  as  rather 
a  large  litem  for  advertising  along  one  particular  line  in 
a  small  town,  hut  we  firmly  believe  that  the  only  way 
to  meet  the  mail  order  competition  to-day  is  on  their 
own  ground.  We  keep  a  copy  of  Eaton's  catalogue  on 
every  counter,  as  well  as  our  owm  booklet,  and  when- 
ever a  customer  gives  quotations  we  immediately  refer 
him  to  the  catalogue  for  facts,  demonstrating  to  the 
customer  that  we  have  confidence  in  the  goods  we  sell. 
The  result  is  always  satisfactory,  obviating  many  un- 
pleasant discussions  and  arguments. 

Got  the  Homesteader's  Order. 

"We  buy  a  little  heavier  in  the  articles  specialized. 
We  have  every  reason  to  believe  that  this  method  has 
been  a  success  by  the  results  achived,  of  which  we  shall 
quote  you  only  a  few  instances.  In  the  fall  of  '07  just 
after  the  regular  issue,  a  homesteader  who  had,  since 
locating  here,  bought  all  his  supplies  from  Winnipeg,  and 
who  had  received  a  copy  of  our  booklet  through  the 
mail,  came  into  the  store  with  booklet  in  hand,  wnth 
items  checked  for  his  fall  supplies,  the  order  amounting 
to  $8!). 75. 
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Ask  our   Canadian  Agent 
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Thos.  Burnley  &  Sons,  Limited 

GMERSAL  MILLS,   near  Leeds,  ENGLAND 
Mfrs.  of  Knitting  Yarns  for  over  150  Years 


OUR    AGENT   has    LARGE  STOCKS     ON    HAND    of    these    BRANDS 


IN    ALL  SHADES. 


Please  nientioji   The  RcvIck'  to   .Idi'crtisers  and   7  heir  Travelers. 


50 


DRY    GOODS     REVIEW 


It  Scored  Again- 

"Again  from  a  more  recent  occurrence,  after  the  last 
issue,  in  which  we  dealt  more  strongly  with  the  mail 
order  houses,  we  had  a  call  from  a  lady  whose  entire 
purchases  for  the  last  three  years  have  been 
by  mail  order.  Her  purchases  amounting  to 
$76.35,  comprising  their  requirements  in  groceries, 
dry  goods,  hardware,  boots  and  shoes,  which  we  consider 
a  glowing  instance  of  its  ofToctiveness. 
Price  List  in  Post  Offices. 

"Also  in  several  of  the  country  post  offices  it  is  oc- 
cupying a  prominent  place  on  a  nail  or  hook,  for  refer- 
ence for  intending  purchasers,  and  time  and  again  we 
have  had  persons  request  that  their  names  be  placed  on 
our  mailing  list.  Other  instances  we  could  quote  you 
but  trust  that  this  may  be  sufficient  to  bear  out  our 
statements,  and  in  conclusion  may  say  that  we  have  re- 
ceived many  enquiries  from  merchants  in  Ontario,  Man- 
itoba, Saskatchewan  and  British  Columbia,  for  copies 
of  the  booklet,  they  having  seen  it  commented  on  in 
the  columns  of  your  valuable  journal." 

The  above  is  descriptive  of  one  of  the  most  interest- 
ing cases  recently  published  by  The  Review.  By  insis- 
tent, newsy  advertising  the  merchant  not  only  neutraliz- 
ed the  effect  of  the  large  mail  order  catalogue  in  his 
district,  but  impressed  his  people  with  the  distinct  ad- 
vantages in  purchasing  their  supplies  at  short  range. 

The  introduction  of  the  cash  system  is  alvi^ays  a  step 
which  the  merchant  takes  with  more  or  less  hesitation. 
He  cannot  say  absolutely  how  his  customers  will  take  it. 
Ig  many  cases  they  indicate  by  their  attitude  that  they 
see  no  immediate  benefit  to  their  purses.  In  his  determin- 
ation to  make  a  success  of  the  system,  the  merchant  must 
take  steps  to  make  his  merchandising  especially  attrac- 
tive. 

The  Battleford  Trading  Co.  did  this  by  announcing  a 
series  of  discounts  extending  over  four  months.  This  plan 
was  undoubtedly  an  attractive  one.  Coming  at  the  time 
when  the  cash  system  was  introduced  it  appealed  to  peo- 
ple as  a  direct  benefit  arising  out  of  the  new  order  of 
things.  It  helped  wonderfully  to  smooth  over  the  difficult 
phases  of  the  change. 

Upon  introducing  the  cash  system,  September  1st, 
last,  the  Budget  contained  a  short  talk  upon  the  growth 
of  the  company ''s  business,  pointing  out  that  during  the  de- 


velopment credits  had  been  liberally  extended.  Some  of 
these  had  been  met  promptly,  others  had  run  along  inde- 
finitely while  a  third  class  had  been  a  dead  loss.  Then 
again,  many  customers  had  paid  cash,  and  they  had  been 
obliged  to  pay  more  for  their  goods  than  had  cash  been 
l.ing — thereby  paying  the  extra  expense  entailed  in  the 
carrying  of  the  delinquent  and  tardier  ones,  who  also 
paid  more  in  the  end. 

"\Vc  have  been  planning  tor  some  time,"  states  the  an- 
nouncement, "how  we  might  equalize  matters,  which 
would  be  a  just  basis,  cutting  away  every  item  of  unne- 
cessary expense,  thereby  adding  to  the  purchasing  power 
of  every  dollar,  which  is  strictly  cash. 

"This  we  have  not  done  rashly  ;  but  before  taking  this 
step  we  discussed  it  carefully  with  a  number  of  our  cus- 
tomers who  had  been  receiving  accommodations  from  time 
to  time,  and  without  exception  they  heartily  endorsed 
our  forward  step,  and  which  will  appeal  at  once  to  the 
discerning  public  as  a  step  in  the  right  direction  ;  and 
when  considering  that  our  prices  are  already  the  lowest 
in  the  district,  it  will  readily  be  seen  what  a  saving  will 
be  effected  to  you  in  a  year's  purchases. 

"We  are  also  aware  that  considerable  money  finds  its 
way  to  the  Mail  Order  Houses,  who  conduct  their  business 
on  the  cash-before-you-get-the-goods-plan.  We  shall  make 
our  prices  sufficiently  attractive,  quality  for  quality  con- 
sidered, to  induce  many  to  discontinue  this  practice, 
which  will  be  to  their  own  personal  benefit." 

The  Budget  is  well  illustrated  throughout,  contains 
crisp  descriptive  matter  and  selling  arguments,  and  quotes 
prices  in  every  case  w'here  they  are  necessary  to  em- 
phasize values. 

To  Manufacture  Tailored  Waists 
McKay  Bros.,  Ltd.,  manufacturers  of  the  Form  Fit- 
ted and  Kaybo  petticoats  are  putting  on  the  market  a 
line  of  silk  tailored  waist's.  The  making  of  fancy  waists 
is  not  contemplated,  the  line  being  strictly  confined  to 
tailored  models,  which  are  shown  in  a  wide  range  of 
shades,  in  both  plain  and  changeable  taffetas. 

The  Princess  Manufacturing  Co.,  Ltd.,  Toronto,  have 
installed  new  machinery  and  made  alterations  to  their 
plant  that  will  just  about  double  their  present  producing 
capacity. 
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You  cannot  afford,  Mr.  Advertiser,  to  pass  up 
The  Review  if  you  have  anything  to  sell  to  the 
drygoods  and  general  stores  of  Canada.  There 
must  be  something  about  your  goods  that  is 
worth  telling  the  trade  about.  Why  hide  it? 
Tell  The  Review  readers  about  it.  They  have 
to  sell  goods  to  make  a  living  and  are  selling 
someone's.      Are  they  yours? 


AM©  EEMEMBEE  THE 


We  have  a  much  larger  circulation  than 
any  other  paper  in  this  particular  field.  It 
is  a  paid  circulation,  not  a  mailing  list.  It 
has  taken  us  years  to  build  it  up.  You  are  buy- 
ing readers,  not  a  list  of  names,  when  you  buy 
space  in  The  Review.  It  is  the  paper  that  the 
merchant  looks  for  each  issue  that  pays  the 
advertiser.  Do  not  be  misled.  There  is  only 
one  Dry  Goods  Review: — the  paper  that  has 
been  read  by  the  merchants  of  Canada  for  the 
past  23  years ;  the  paper  that  has  a  purchasing 
power  in  its  circulation. 

We  would  be  glad  to  have  you  personally  in- 
vestigate our  subscription  list  which  is  always  open 
for  your  examination. 
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To  the  Trade 


March  15th 


JOHN 
MACDONALD  CS,  CO. 

LIMITED 

TORONTO 


They  have  the  Square  Business 

for  1911. 

By  Having 

A  Larger  Stock 

and 

Better  Value 

than 

Ever  Before 

in 

CARPET   SQUARES 


"Nothing  Succeeds  Like  Success" 

You  Should  See  Their  Stock 
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C^A.  1        ^T^      1      •  '^^^     ^'^^^^     merchant 

OtOCK-  1  aKing   takes    stock  about   this 

Sj   •  season  of  the  year.    Un- 

lJ.§§6SLlOnS       salable   lines   are  sure 

to  reveal  themselves — 
off-color,  possibly  faded  or  soiled  it  may  be.  Whatever 
the  cause,  don't  fool  yourself  by  counting  them  on  your 
inventory  as  they  are.  Pack  them  up  and  send  them 
here  to  be  re-dyed  and  finished,  then  they  will  be  as 
new  goods  fresh  from  the  mill. 

We   have   reached   very   marked  success  in   the 
dyeing  and  curHngof  fine  feaihers  and  plumes. 

R.  PARKER  ^  CO., 

Dyers  to  the  Trade  TORONTO,  CAN. 

ESTABLISHED  OVER  30  YEARS. 
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White  Duck 

Khaki 

Specials 

Specials 

Waiters'  Coats 

Norfolk  Coats 

Cooks'  Coats 

Outing  Trousers 

Barbers    Coats 

Riding  Breeches 

Butchers'  Frocks 

Outing  Shirts 

Porters'  Coats 

Miners'Shirts 

Bar  Vests 

Working  Shirts 

Surgeons'  Gowns 

Auto  Coats 

Dentists'   Coats 

Boy  Scout  Suits 

Outing  Trousers 

Boys'  Bloomers 

Boys'  Bloomers 

Overalls 

Aprons 

BOYS'  KNICKERS,    Do 

able  Front  and    Seat. 

TROUSERS 

OVERALLS 

Robert  C.  Wilkins  Co.,  Limited 

Mon  1 1 

-eal 

THE    PERFECT  SUBSTITUTES   FOR  LINEN 
are 

LINNENE 


>> 


and 


'LINNENE  C2RD 


99 


.'Liniiene  with  a  coril  effect) 


Idi-al  WashinK  Fabrics,  which  have  proved  immense 
successes  in  the  home  market  and  wherever  shewn. 

Now  introduced  to  the  attention  of  buyers  in  Canada. 
There,  as elsew  here  they  should  quickly  outdistance  in 
favour  all  other  wash  goods. 

T  hev  are  free  from  the  crushiness  of  linen  and  drape  more 
gracefully.    In  all  dress  shades  AND  EVERY  COLOUR 

A.S  FAST  AS  COLOUR  CAN  BE  M.\DE  This  fast- 
ness of  colour  has  helped  to  make  the  "T.innene"  success. 


THE  VERY  THING  FOR  TUB  GOWNS 
AND  CHILDREN'S  FROCKS 

Wl.ith,  ;'.4  :mii.1i      I'iec.',  -10-4;!  yariis, 

STAMPED  ■•  LINNENE"  EVERY  FOUR  YARDS  ON  SELVEDGE 

"l.inneiie    ami  "l.iiiiieiio  rciril"  iire  the  |m«i<U'tioiis  of  n  leailing  British  lirni 
Hlin  supply  till-  »  holfsiilo  mill  sliippini!  only,   Viit  terns  anil  the  names  of  firniii 

iilMr  to  suiiply  I'""'  '><■  had  from  their  ailvertisinK  a^ent-s: 

The  British  Textile  Syndicate,  92  Market  St.,  M«nche»t»  r 


I'U'iisc   viciihoii    I  hr    l\r;  ii-:^ 


i,jri'ili.u-rs   (iiid    I  licn     I '-irrcirrs 
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Your  Immediate 
Requirements 

CAN  ALWAYS   BE    FILLED    PROMPTLY 
AND       SATISFACTORILY      HERE 

ATTRACTIVE  VALUES 
IN    EVERY  DEPARTMENT 

THAT  WILL  HELP  YOU 
TO  BOOM  YOUR 

SPRING  BUSINESS 


MAIL  ORDERS  RECEIVE 
PROMPT  AND  ACCURATE 

ATTENTION 

Greenshields  Limited 

MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Priestleys'  Dress  Fabrics 

For  Spring   191 1 

The  surest  way  to  increase  your  Dress  Goods   Business  is  to 
make  a  leader  of  Priestley's  Fabrics 


D 

0 

D 
♦ 

FABRICS  0 

Lave     Distinc-  r 

tion     and      n 

Superiority     a 

This       D 

combination    ^ 
is  perrectea  m 
their  Newest  <^ 

Cloth     0 

0 

D 


Hair  Line  Stripe  Mohairs 

Hair  Line  Stripe  Panamas 

Hair  Line  Stripe  Serges 


Heath 


Coating       ^ 
The  name     ^ 

Q 

0 

D 
^  _  0 

U   is    stamped  every    five   yards  a 
on    the   selvedge.  H 

C3D  O  CTD  O  C=l  0 1=3  <>  1=1 0  CZI  5 
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Priestleys'  Black  Materials 

Veronese  Ottoman  Voiles 

Granule  Resilda  Panamas 

Rainham  Cord  Taffetas 

Wool  Mongolia  Eudoras 

Cravenettes 


Sole  Agents  For  Priestley's  Fabrics 

Greenshields  Limited,  Montreal 


Please  mention  The  Revieiu  to  Advertisers  and  Thetr  Travelers. 
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Deb  en  hams  K  Novelties 


Silk 


SPRING  1911 

Foulards,  single  and  double  widths. 

Black  and  White  effects  in  stripes  and 
fancy  designs. 

Novelty  Shadings,  in  all  plain  silks. 


r)  •11  Satm  Ribbons. 

KlbbonS  g,^^,^  ^^j  ^^^^^^^  y^j^^^  Ribbons. 

Fancy  Ribbons. 

C^   ii'Tiy^  Ninons,  Tulles,  Chiffons,  Veilings,  Metal 

Allovers,  Nets,  Tosca  Nets,  Cotton  and 
Silk  Nets. 

r^  r^      2       Plain   Cloths,   Cotton    Voiles,    Serges, 

Wool  Voiles,  L.otton  roulards,  etc.  etc. 


Millinery 


in  our  Montreal  House  only. 

Latest  novelties    in  Flowers,  Feathers, 

Straw  Braids,  Ornaments,  Laces,  etc. 


DEBENHAMS  (camda)  LIMITED 

BAY  AND  WELLINGTON  STS.,  18-20  ST.  HELEN  STREET, 

TORONTO  MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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"Success"  Overalls 


Stand  the  Strain 


The  men  that  wear  overalls  decide  which 
is  the  best  brand  altogether  on  the  wear 
they  get  out  of  them. 

The  "Success"  Overall  is  made  to  stand 
the  strain  of  the  most  severe  work. 

The  garments  are  cut  on  specially  generous  lines  to  afford  ample  room  in  every 
direction. 

In  the  making,  each  seam  is  strongly  sewn — double  stitched. 

The  "Success"  Overall  is  open  at  both  sides,  but  cannot  rip — it  is  faced,  so  that  it 
is  doubly  strong. 

Men  who  wear  overalls  will  buy  the  "Success, "  because  if  any  one  garment  is 
defective  they  can  get  their  money  back. 

There  are  27  different  garments---Overalls,  Bibs  and   Smocks — all  made  of  the 
very  best  Denim  that  can  be  bought.     Three  colors,  and  three  different  weights. 

Ask  any  big  wholesaler,  or  write  us  direct. 


^0! limited 


'W-cntlea^ 


Flcasc  mention    I  he  Kevteii.'  to    .Idiertiseis  and    I  heir   1  raieiers. 
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COLLARS 

Are  You  Handling  the  "Success"  Line? 


DE 


In  Success  you  show  your  customers  the  newest 
shapes — in  all  sizes — (and   cut  accurate  to  size). 

You  can  guarantee  Success  to  be  better  than 
any  other  2  for  25  collars  in  Canada. 

Success  collars  reach  you  neatly  boxed,  laundered 
to  perfection — ready  to  be  worn. 

Ask  your  wholesaler  about  Success — he  will  tell 
you  that  more  people  are  wearing  Success  than 
any  other  make. 


^flZmVUMC 


Please  mention  The  Review  to     Advertisers  and  Their  Travelers. 
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Obtainable 

From  All  Canadian  Wholesale  Houses 


/j '  cl^n^cUi^4)t^, 


Wm.  Anderson  &  Co.,  Ltd. 

Pacific  Mills 

Glasgow,  Scotland 

Please  mc\iiion   The  Revieiv  to    .Idi-crtiscrs  and  Their  Tim-elers. 
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Spring,    1911 


O  /  Dress  Good 


^' 


ess 

Full  assortment  latest 
styles  and  shades 

Prints   X  /    Linens 


Wash  Goods 


Musli 


ins 


Tablings,  Towelings 

Special   Napkins 
$1,   $1.25 


Silk 


$1  50 


Q 


% 


Full  range  all  staples. 
Special 
cP        X     M^ssalineJ7y2C.     /  *   ^ 


•>.- 


.V 


Gault  s,   Montreal 
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SPOOL      bILK 


SPOOL     SILK 


HAS  MADE  GOOD 

That  is  a  record  unequalled  in  the  manufacture  of 
Silk.  Many  brands  have  been  made,  sold  and  "found 
wanting,"  but  "CORTICELLI"  is  one  hundred  per 
cent,   efficient. 


SPOOJU     SIL,K 


SPOOI.     SILK 


SPOOL     SILK 


"CORTICELLI"  has  always  met  and  satisfied 
every  expectation  of  the  user. 

INCREASE  THE  SALES  OF  YOUR 
STORE  BY  STOCKING  THE  BEST. 

The  Best  is  CORTICELLI 

Gorticelli  Silk  Company,  Limited 

HEAD  OFFICE,  ST.  JOHNS,  QUE. 

ADDRESS  NEAREST  OFFICE  • 

SALESROOMS; ---22  St.  Helen  St.,  Montreal.        56  Albert  St.,  Winnipeg.  24  and  26  Wellington  St.  W..  Toronto 

91a    York    St,    Sydney,    N.S.W.  318    Homer    St.,    Vancouver 

Please  inciitioii    I  he  Rrriric  tf     .  Idm  liscrs  and    J  licir   1  laiciiis. 
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BING  BROTHERS,  Nuremberg, 

the    largest    toy     manufacturers    in    the    world, 

beg  to  announce  that  their  samples 
are  now  ready  for  inspection  at  their 
new  show  rooms,  381  Fourth  Avenue, 
cor.  27th  St.,  New  York  City. 

We  take  orders  for  import  only 
and  would  thank  you  for  an  early 
appointment. 


JOHN  BING, 

Sole  Representative  for  the  United  States  and  Canada. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


DRY     GOODS     REVIEW 


Established  1832 


Cable  Code :  Law-Bradford 


Spring  1911 


REGISTERED 


Exclusive  Designs 


^r     ^     ^ 


Showerproof  Goods 

Mohair  and  Alpaca  Linings 


Buyers  visiting  England  can  see  a  full 
collection  in    Bradford   and    London. 


j^    j^    j^ 


Law,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 
BRADFORD   AND   LONDON,  UNG. 


Please  mention  The  Keztew  to   Advertisers  and   Their  Travelers. 
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A   RETAILING   CERTAINTY 
FOR   SPRING   1911 

A  retrospect  of  styles  will  show  you  the  retailing-  certainty  of  B.D.A.  Mohairs. 

Every  season  for  years  back  has  had  its  absolute  style  difference.  B.D.A. 
Mohairs,  however,  have  been  counted  leading  fabrics  during  every  one 
of  these  seasons. 

B.  D.  A.  English  Mohairs  are  unique  in  their  retailing  success,  as  the 
cloths  that  fill  a  staple  and  a  novelty  demand. 

Always  safe  for  the  retailer  to  handle. 

Because  B.D.A    means  unvarying  reliability  in  texture  and  colorings. 

No  fabric  can  reach  higher  than  B.D.A.  Mohairs  in  beauty  of  colorings  and 
in  range  and  cleverness  of  patterns. 

B.D.A.  Mohairs  are,  as  usual,  in  perfect  harmony  with  the  Spring  Fashions. 

Your  jobber  will  gladly  send  you  samples. 

BRADFORD   DYERS'  ASSOCIATION 

OF 
BRADFORD,   ENGLAND 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Do  You  Feel  Satisfied 

-with  your 

Floor-Covering  and 
Drapery  Departments? 


If  not,  you  must  make  haste,  or  the  rush 
'will  catch  you  napping.  This  means  lost 
sales  and  lost  customers.   Can  you  afford  it  ? 

In  all  probability  there  are  one  or  two  lines 
which  you  want  to  put  the  finishing  touches 
on  your  Spring  stock.  Why  not  write 
to  us  and  allow  us  to  send  samples  by 
return  express? 

Samples  of  all  lines  in  these  departments 
at  the  disposal  of  our  customers.  Just 
drop  us  a  card  and  samples  will  reach  you 
by  return  post  or  express.  Don't  allow 
a  customer  to  go  elsewhere  because  you 
have   not   the   goods   in   stock. 


WRITE  TO  us  FOR  SAMPLES. 


JOHN  M.  GARLAND, 


SON  CBL  CO. 


OTTAWA, 


CANADA 


Please  vicntion  The  Rcvicn'  to    .lJ:ci ti.u-is  and  Their  Travelers. 
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LOUIS  LINDNER  &  SONS,  SONNEBERG, 

New    York    Show    Rooms,    381    Fourth    Avenue,    New    York    City, 

beg  to  announce  that  a  complete  line  of  samples  are  now  on  show  at  above  address 
and  would  thank  you  for  an  early  appointment. 


l3       "*         "^l^ 

JOHN  BING,  Sole  Representative  for  U.  S.  A.  and  Canada. 


/     ABELMORBAIL'S 

BM)NET 
POINT 


HAT  PIN. 

It  penetrates  easily,  gives  a  firm  hold, 
and  when  withdrawn  leaves  no  unsightly  holes. 

liO  MORE  SPOILT  MILLIMERY 


MANUFACTURED  AT 
REDDITCH  ENGLAND. 


L0ND0N-2O,Gre5HAM  St 
MANCHESTER,- 17,  Piccadilly 


Mainly  About  Ourselves 


Tlie  February  mid-moiitli  Review  will  be  "The  Cana- 
dian Styles  Number."  It  will  be  largely  devoted  neces- 
sarily, to  ready-to-wear  garments,  with  particular  refei'- 
enee  to  those  style  features  and  tendencies  which  are  sug- 
gestive of  Canadian  initiative  and  origi- 
Canadian  nality  in  designing,  clever  adaptation  of 

Styles  Parisian  and  New  York  modes  in  accord- 

Number,  ance  with  first  hand  knowledge  of  tlie  re- 

quirements of  the  Canadian  market,  and 
develoj)ment  or  evolution  in  syles  traceable  to  influences 
that  have  been  characteristic  of  the  Canadian  demand. 
The  history  of  ready-to-wear  manufacture  in  Canada  is 
an  interesting  one,  and  an  article  which  will  trace  the 
steady  growth  of  the  industry  will  be  a  feature  of  this 
number.  To  the  retailer  tlie  Canadian  styles  number  will 
not  only  be  a  reliable  index  to  the  styles  of  the  pi-esent 
yeai*,  so  far  as  a  foi'ecast  may  be  obtained,  but  it  will 
also  post  him  upon  important  market  conditions.  Coming 
in  the  middle  of  the  month,  The  Review  will  reach  the 
mei'chant  at  a  particularly  good  time.  Manufacturers 
will,  about  that  time  be  placing  upon  the  market  gai'- 
ments  in  which  the  late  style  features  will  be  represented. 
It  is  then  also  that  lines  make  their  appearance  which 
embody  modifications  or  elaborations  of  those  details 
introduced  earlier  in  the  season.  Novelties  also  are  shown 
at  that  time  and  to  the  alert  ristailer,  anxious  to  make  the 
most  out  of  his  ready-to-wear  department,  that  particular 
stage  of  the  season  is  always  full  of  opportunities  to  pre- 
pare for  the  Easter  season  by  adding  further  numbers  to 
that  stock  which  he  had  previously  stocked. 


To  ad.  writers  and  window  trimmers  the  advance  in- 
formation on  garment  styles  and  fabrics  contained  in 
The  Review  is  of  very  considerable  value.  How  that 
information  may  be  applied  by  tlie  ad.  writer  is  shown  in 

the  suggested  layout  for  a  February  or 
They  Use  early  March  advt.  appearing  in  this  num- 

Review  ber.     This  advt.  will  gi-\^  an  idea  of  the 

For  Reference     importance    which    attaches    to    "news" 

values  of  fabric  styles.  It  is  a  time  of 
year  when  tlie  merchant  sliould  begin  to  tell  his  people 
what  the  new  Spring  goods  are  like,  what  the  leading 
colors  will  be,  what  the  relative  positions  of  the  different 
fabrics  are  likely  to  be  and  much  other  information  cal- 
culated to  interest  customers  in  the  new  stocks.  Ad. 
writers  tell  The  Review  that,  in  preparing  their  publicity, 
either  for  new  season  or  mid-season  they  use  the  editorial 
and  advertising  pages  of  the  paper  for  purposes  of  refer- 
ence in  getting  up  the  descriptive  matter  of  tlieir  ads. 
This  explains  how  it  is  that  so  many  salesmen,  ad.  writers 
and  window  trimmers  are  close  readers  of  The  Review. 
Where  there  has  been  one  paper  going  to  a  store,  sales- 
men have  not  been  satisfied  with  the  haphazard  oppor- 
tunities of  reading  the  paper  tliorouglily  and  have  order- 
ed copies  sent  to  their  homes.  Tliese  men  are  just  so 
ambitious  witli  regard  to  their  future  in  the  dry  goods 
business  that  they  consider  it  inadvisable  to  overlook  any 
of  the  information  contained  in  the  successive  numbeis. 

The  awards  in  The  Review's  raontlily  window  com- 
petition are  now  complete  for  tlie  year,  with  the  excep- 
tion of  tlio  inondi  of  December.     It  is  evident   that  there 


are  many  Christmas  windows  to  come  in  yet.     The  delay 
on  tlie  part  of  window  trimmers  in  send- 
Send  in  Your      ing  in  their  displays  was  the  reason  why 
Christmas  the  gold  medal  last  year  was  not  awarded 

Window  Trims,  until  some  months  later  than  it  should 
liave  been.  The  window  judges  would 
therefore  appreciate  it  if  trimmers  forwarded  their 
Christmas  trims  immediately  in  order  that  the  competi- 
tion for  1910  may  be  cleared  up. 

The  contest  will  be  continued  this  year,  and  it  is  hoped 
that  a  still  larger  representation  of  trimmers  will  enter. 
The  interest  has  spread  during  the  past  year,  and  there 
can  be  no  doubt  that  the  ideas  embodied  in  the  trims  that 
have  been  shown  from  time  to  time  have  been  very  help- 
ful to  aspiring  trimmers  from  one  end  of  Canada  to  the 
other. 

In  addition  to  the  windows  entered  in  the  competition. 
The  Review  lias  shown  trims  arranged  by  men  who  have 
charge  of  the  work  for  the  large  city  stores,  and  who 
are  barred  from  the  contest.  Some  may  say  that  these 
trims  are  "over  the  heads"  of  the  country  trimmer.  So 
far  as  elaborate  fixtures,  properties  and  spaces  are  con- 
cerned, this  may  be  the  case,  but  there  are  few  of  these 
windows  which  do  not  convey  useful  ideas  to  the  young 
man  who  is  looking  for  them. 

The  Review  will  endeavor,  during  the  coming  year, 
to  make  its  Art  of  Display  department  one  of  the  most 
practical  sections  of  the  paper.  Pen  and  ink  sketches 
of  new  drapes,  photos  of  original  trims  and  helpful  sug- 
gestions as  to  window  arrangement,  will  be  featured, 
and  the  assistance  of  a  man  who  has  had  practical  ex- 
perience in  trimming  will  be  available  to  every  person  of 
enquiring  mind.  ^ 

It  is  doubtful  if  card  writers  in  the  'dry  goods  or 
men's  furnishing  business  ever  had  a  more  practically 
applicable  series  of  articles  and  cards  prepared  for  their 
particular  benefit  than   those  by  J.   C.  Edwards  with   A. 

W.  Cressman,  Peterboro.  He  has  dis- 
Helpful  cussed    the   work   of   the   card-writer    in 

Series  of  such  a  way  as  to  inspire  and  guide  the 

Show  Cards       beginners    to   greater   effort,    and    at   the 

same  time  he  has  present  information 
which  must  be  of  interest  to  the  older  heads.  Mr.  Ed- 
wards does  not  claim  a  monopoly  of  originality.  The 
man  who  would  do  this  and  get  away  with  it.  he  says, 
is  a  freak.  While  his  cards  indicate  that  he  possesses 
originality  in  a  large  degree,  they  also  suggest  divei-s 
methods  by  w-hieh  the  card-writer  may  adopt,  or  adapt, 
unique  ideas  with  which  to  feature  his  work.  A  good 
illustration  of  this  is  found  in  the  article  on  show  cards 
published  this  month.  Accompanying  the  cards,  as  pre- 
pared for  use  in  the  windows,  are  smaller  cards  bearing 
the  extracts  from  magazines  or  newspapers  from  which 
the  writer  secured  his  ideas.  The  conclusion  that  can 
only  be  drawn  from  this  is  that  the  resourceful  card  writ- 
er need  never  be  at  a  loss  for  unique  designs — so  long 
as  he  is  able  lo  apply  a  hint. 

Mr.  Edwards'  series  of  articles  and  cards  has  been 
helpful  to  readers  of  The  Re\new.  Some  of  them  have 
not  only  told  him  as  much,  but  have  also  written  The 
Review  expressing  their  commendation,  and  saying  that 
they  had  assisted  them  materially  in  the  development  of 
tlioir  art. 
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1911  is  the  42nd  year  McCall  Patterns  and  Fashion  Publications  have  been  in  constant 
use  by  American  women.  Beginning  in  1870,  with  a  few  feet  of  space  and  a  half  dozen 
employees,  the  growth  of  this  business  has  been  continuous  until  now  there  are  acres  of 
space  and  nearly  a  thousand  people  devoted  to  the  manufacture  and  distribution  of  McCall 
productions. 

1911  begins  with  the  distance  between  The  McCall  Company  and  its  nearest  competi- 
tor greater  than  ever.  It  is  generally  admitted  that  under  equal  conditions  McCall  Pat- 
terns far  outsell  any  other  make  of  patterns  in  existence.  There  are  manj^  more  of  them 
sold  in  the  United  States  than  of  any  other  make.  More  merchants  sell  McCall  Pat- 
terns— over  11,000 — than  sell  any  two  other  makes.  Tn  a  word,  McCall  Patterns  lead  in 
every  important  particular. 

McCall  Patterns  will  do  for  you  what  they  are  doing  for  thousands  of  your  fellow 
merchants — give  you  the  busiest  Pattern  Department  in  town  and  increase  sales  through- 
out your  store. 

Write   for   full   particulars  and  samples.     There  is  no  obligation. 

THE  McCALL  COMPANY 

The    Leading    Paper    Pattern    House    of    America 
236  to  246  West  Thirty-Seventh  Street,  -  NEW  YORK  CITY 

CHICAGO  -  SAN  FRANCISCO  -  TORONTO,  CANADA 

Not  in  the  Trust  No  Connection   With  Any  Other  House 


Please  mention  The  Rcviezv  to   Advertisers  and  Their  Travelers. 
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You  can  get  your  assorting 
orders  filled  promptly  and 
carefully — given  just  the  at- 
tention you  would  give  them 
were  you  in  the  city. 

Not  only  is  the  order  filled 
to  the  letter,  but,  you  get 
clean,  fresh  dry  goods — lines 
that  appeal  to  the  up-to-date 
fastidious  buyer. 

Let's    fill  your    next   list — 


you  will  not  be  disappointed 

A  line  to  our  Letter  Order 
Dept.  will  bring  the  goods 
by  return. 


The  W.  R.  Brock  Company,  (Limited) 


Montreal 


Please  mention  The  Reinew  to   Advertisers  and  Their  Travelers. 
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Trade  and  Fashion  Influence  on  Dress  Goods, 

ALL  sections  of  the  dress  goods  trade  are  very  will- 
ing to  turn  from  the  contemplation  of  the  trials 
and  disappointments  of  the  past  Pall  and  they  are  hoping 
for  better  things  of  the  Spring  season  that  is  opening  up. 
Picking  the  season's  winner  in  the  dress  goods  market 
has  become  a  business  of  some  difficulty.  As  a  matter  of 
fact  many  in  the  trade  would  be  inclined  to  state  that 
there  are  no  particular  winners  at  the  present  moment. 
Moreover,  they  are  inclined  to  become  reminiscent  of  the 
days  not  so  far  back  when  it  was  only  necessary  to  hit 
on  the  right  color  and  the  right  cloth,  and  then  all  that 
remained  was  to  book  orders  and  hurry  up  deliveries. 


The  present  period  would  seem  to  be  one  of  evolution 
ai)(i  change  and  the  Canadian  trade  is  feeling  to  the  full 
the  force  of  these  changed  conditions,  for,  besides  the 
conditions  influencing  the  markets  elsewhere,  a  big  pro- 
cess of  evolution  is  taking  place  in  Canada. 

Expanding  trade  and  the  consequent  demand  for  bet- 
ter goods  is  one  factor;  but  the  one  that  has  most  in- 
fluence is  the  readjustment  that  is  taking  place  between 
the  dress  goods  and  the  ready-to-wear  garment,  the  full 
force  of  which  is  felt  by  the  woolen  fabric  section  of  the 
department. 

The  dress  goods  department  in  many  stores  is  no 
longer  the  supreme  autocrat  and  its  pride  of  place  is 
seriously  threatened  by  its  younger  and  perhaps  more 
progressive  rival— the  ready-to-wear  department.  The 
manager  of  this  department,  and  the  manufacturer  of  the 
goods  he  sells  have  had  to  fight  and  fight  hard  before 
they  reached  their  present  position.  In  so  doing  they 
have  found  aggressive  development  and  strength. 

New  and  changed  conditions  are  now  confronting  the 
dress  goods  department,  and  until  their  possibilities  are 
developed  and  grasped,  and  their  effect  upon  the  buying 
and  selling  worked  out,  there  is  bound  to  be  uncertainty 
and  friction. 

In  addition  to  these  evolutionary  troubles,  fashion 
value,  that  is,  the  highly  important  second  value  in  the 
dry  goods  business,  is  also  making  trouble  in  the  dress 
goods  trade.  One  reason  why  business  this  Winter  has 
been  so  disappointing  is  because  the  sale  of  velvets  and 
satins  and  silken  veilings  has  been  fostered  by  the  pre- 
vailing styles,  and  again  this  Spring  woolen  and  worsted 
fabrics  will  have  to  enter  into  competition  with  fancy 
cotton  fabrics. 

Style  changes  must  always  cause  some  trouble  and 
displacement,  though  ultimately  they  undoubtedly  make 
for  the  good  of  the  trade.  Let  the  man  who  grumbles 
strive  to  realize  how  much  the  volume  of  trade  would 
shrink  if  people  bought  just  what  was  necessary  in  dress, 
and  all  business  was  strictly  confined  to  staple  articles. 
In  this  connection  a  fashion  feature  that  has  had  an  in- 
fluence in  reducing  sales  has  undoubtedly  been  the  much- 
talked-of  "hobble  skirt."  Though  denounced  as  a  passing 
freak,  like  many  more  freaks,  it  has  had  its  influence. 
Though  the  hobble  may  be  gone  it  has  certainly  launched 
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the  vogue  of  the  tight  skirt — not  just  the  tight  skirt 
alone  but  it  is  directly  responsible  for  the  revival  of  the 
severely  plain  suit  model  with  the  short,  fitting  coat. 
This  model  promises  to  be  adopted  to  the  practical  exclu- 
sion of  all  others,  and  the  effect  is  to  reduce  the  number 
of  yards  employed  to  make  a  suit  by  at  least  a  couple  of 
yards.  The  reduction  of  two  yards  of  material  in  a 
suit  may  not  seem  of  much  moment,  but  multiply  that 
two  yards  by  the  consumption  of  woolen  fabrics  used  in 
making  suits  and  costumes  and  the  total  becomes  enor- 
mous. 

Confident  assertions  are  made  from  time  to  time  that 
the  "hobble  skirt"  has  gone,  and  this  assertion  is  quite 
true  as  far  as  it  applies  to  the  skirt  with  the  tight 
band  at  the  foot  into  which  the  fabric  of  the  top  part  of 
the  skirt  is  fulled.  This  mode,  however,  has  given  place 
to  a  plain  narrow  skirt,  and  instead  of  so  confidently  an- 
nouncing the  demise  of  the  "hobble,"  the  trade  could  be 
more  profitably  employed  in  calculating  the  possible  in- 
fluences upon  the  fabric  business,  not  just  for  Spring 
alone,  but  upon  the  Fall  season  of  1911  which  is  just  be- 
ginning to  open  up.  One  very  possible  development  lies 
in  the  favoring  of  heavier  weights  in  cloths  for  the  Fall 
season. 

Place  of  the  Special  Sale. 

IS  the  special  sale  given  too  prominent  a  place  in 
present  day  merchandising?  Those  merchants  who 
follow  event  after  event,  and  at  the  end  of  the  year 
see  no  very  great  benefit  either  by  way  of  cash  or 
customers  will  probably  say  that  they  are  sick  and  tired 
of  the  grind.  Others  who  plan  a  shorter  series,  merely 
for  the  .purpose  of  giving  proper  swing  to  tne  different 
seasons,  or  for  cleaning  out  some  stock  that  is  sticking 
will  say  that  the  sale  idea  when  not  overworked  has  its 
place  in  present  day  merchandising. 

Then  the  man  who  has  only  one  or  two  sales  a  year, 
who  has  educated  the  people  to  look  for  them  through 
the  fact  that  they  are  well  worth  while,  has  the  satisfac- 
tion of  seeing  them  add  to  his  profit  in  many  different 
sections,  materially  through  increased  business.  He  will 
say  that  the  special  sale  in  its  place  is  all  right. 

An  event  planned  to  exploit  purchases  in  May  and 
November,  and  at  the  same  time  prove  to  customers 
that,  on  some  lines  the  merchant  can  give  more  attrac- 
tive values  than  can  be  obtained  through  mail  order,  is 
not  inadvisable  so  long  as  the  merchant  follows  up  the 
kind  of  advertising  he  seeks  to  gain  by  it.  Otherwise 
there  is  not  much  lasting  benefit. 

A  clearing  sale  is  always  permissible,  but  the  merch- 
ant should  not  let  it  pass  without  bringing  something  to 
it  by  way  of  display  of  new  goods  or  some  wise  change 
in  policy. 

There  is  also  the  danger  that  a  merchant  by  concent- 
rating too  strongly  on  specials  may  over'ook  the  n<erclian- 
dising  possibilities  of  certain  regular  selling  lines  forming 
a  distinct  feature  >of  the  season.  There  are  merchants  who 
for  many  years  have  worked  along  regular  lines  steadily, 
only  holding  sales  when  they  appeared  to  be  absolutely 
necessary.     In  the  majority  of  cases  these  merchants  have 


preserved  the  dignity  of  the  store,  yet  made  of  it  a  place 
where  all  classes  felt  they  might  obtain  goods  and  values 
that  are  right.  Had  the  record  been  one  of  continuous 
sale,  it  might  have  meant  a  sacrifice  of  the  better  class 
trade. 

Some  seasons  lend  themselves  more  favorably  to  the 
special  sale  idea  than  others.  It  is  a  question  whether 
the  approaching  Spring  season  will  be  one  of  them.  There 
promises  to  be  many  radical  cnanges  in  garment  and 
fabric  styles,  prices  are  very  firm,  the  people  are  in  a 
position  to  consider  better  values,  and  there  appears  to 
be  little  reason  why  a  merchant  who  has  bought  right 
should  step  aside  very  frequently  to  carry  on  an  elabor- 
ate special  sale  program  or  beat  the  bargain  drum  per- 
sistently. 


Year  Makes  Favorable  Start. 

THE  year  1911  has  started  out  somewhat  favorably 
to  the  dry  goods  trade,  judging  by  those  reports, 
received  from  diBerent  quarters,  upon  which  a  rea- 
sonable opinion  may  be  based.  The  general  prosperity  of 
the  country  has  created  an  enthusiasm  which  will  go  far 
towards  giving  the  Spring  season  its  proper  swing.  Mer- 
chants are  busy  cleaning  up  old  lines  and  taking  in  new 
stocks  which  were  bought  with  a  larger  appreciation  of 
the  people's  improved  buying  ability. 

It  is  evident  that  the  merchant,  generally  speaking, 
is  living  up  to  his  opportunities,  and  while  proceeding 
carefully,  is  enlisting  every  medium  calculated  to  give 
greater  assurance  to  his  foresight.  There  is  nothing  of  a 
reckless  or  speculative  character  about  the  attitude  of  the 
dry  goods  merchant  to-day.  Every  condition  demands  a 
most  intelligent  merchandising.  Rapid  changes  in  styles, 
the  frequency  of  new  developments  in  the  markets  and  the 
necessity  that  they  have  an  immediate  estimate  placed 
upon  their  importance,  require  an  alertness  on  the  part 
of  the  merchant.  He  is  seen  often  in  the  markets,  and  is 
more  conversant  with  the  avenues  through  which  he  may 
conduct  his  buying  to  better  advantage. 

It  is  not  surprising,  therefore,  to  find  that  a  greater 
individuality  than  ever  is  evident  in  the  buying.  The 
merchant  appears  to  be  improving  his  ability  to  outline 
particulars  calculated  to  give  him  a  distinctive  position. 
Manufacturers  point  out  that  not  so  long  ago,  production 
was  influenced  to  a  certain  extent  by  the  difference  in  re- 
quirements of  the  East  and  West.  Now,  while  this  condi- 
tion still  calls  for  some  recognition,  it  is  the  individual- 
ity in  buying  that  is  becoming  a  far  greater  factor.  The 
buyer  is  not  only  a  man  who  knows  style  and  value,  but 
he  also  takes  with  him  to  market  a  pretty  fair  idea  in 
his  mind's  eye,  of  the  goods  that  his  people  will  buy,  if 
properly  handled.  This  fact  undoubtedly  explains  some 
part  of  the  progress  that  has  been  made  in  the  manufac- 
ture of  many  lines  such  as  sweater  coats,  ready-to-wear 
garments,  neckwear,  etc.  Goods  of  class  are  always  sure 
of  a  welcome  from  the  Canadian  merchant. 

The  year  1911,  therefore,  opens  up  with  wideawake 
people  on  both  sides  of  tlie  board.  Deliveries  on  goods 
that  have  been  well  placed  promise  to  be  satisfactory. 
Thf-  man,  however,  who  has  been  so  conservative  as  to 
hold  back,  will  undoubtedly  run  into  difficulties  when  he 
comes  to  look  for  wanted  goods  at  the  eleventh  hour. 
The  prospect  is  that  it  will  be  a  year  warranting  fairly 
liberal  advance  estimates  of  requirements. 
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8AN  FRANCISCO.   CAL., 


HENRY  DCRNHAM,  rRU. 
ALBERT  DERNHAM,   VICC-PRC& 
ANDREW  M.  DAVIS,  stO'T 
WILUAM    KAUFMANN,  TREAt. 
a.  F.  SCHIESINCER, 

A««T.  ana.  Man 


Nov.  10,   1910 • 


The   Butterick   Publishing  Co.  i 

Mr.     Publow:- 

Pursuant  to  your  request,  we  are 

sending  you  a  statement  of  our  pattern  business 

for  the  twelve  months  ending  October  first,  1910, 

compared  with  the  twelve  preceding  months.   Each 

month  showed  a  gain  as  follows: 

October,  1909,  over  the  preceding  year  ,  037i 

November  . 35i 

December  .  2592^ 

January,  1910  "    ••      n       u   435 

February  . 385 

March  .  175 

April  . 149 

May  . 252 

June  .  186 

July  .  134 

August  .208 

September  .  182 

An  average  gain  of  23.3^  monthly  on  the  largest 
pattern  business  in  our  history.   We  trust  the  sales 
will  continue  to  show  as  satisfactory  an  increase  for 
the  coming  year. 

Undoubtedly  the  Butterick  pattern  is  more  than 
ever  appreciated  by  the  buying  public. 

Yours  truly, 


THE  EMB 


BFS/P 


General  Manager* 


Some  Improvements  Desirable  in  the  Spring  Advertising 

Suggested    Plan    and    Headlines    for    February    or    Early    March    Advertising 

—  Use    Display    Cuts  —  Improve    the     Arrangement    and     Descriptive     \Vork 

—  Change   Date    of    Issue  —  Be    Sure    Announcements   are    Authentic. 


ARRANGEMENTS  whereby  many  merchants  and 
ad. -writers  may  improve  their  system  of  adver- 
tising, are  well  worth  the  most  cai-efiil  considera- 
tion during  February.  The  policy  is  to  better 
anef  surpass  if  possible  the  advertising  schemes  of  other 
seasons  or  years.  It  does  not  follow  that  because  a  cer- 
tain advertising  scheme  for  last  year  was  an  enormous 
success,  that  it  must  be  followed  this  year  by  the  same 
system  of  events,  but  if  the  decision  to  conduct  any  sim- 
ilar event  is  made,  do  it  along  broader  lines,  improve 
the  display,  the  mode  of  arrangement,  the  display  cuts, 
the  descriptive  work,  and  thereby  improve  the  general 
appearance  throughout  in  each  individual  case.  Plan, 
too,  to  give  in  the  interval  between  these  announce- 
ments, but  in  smaller  advertisements,  concise,  clear,  in- 
formation regarding  styles,  special  features,  improvements 
in  service,  or  try  any  experimental  advertising  necces- 
sary. 

Plan  now  as  largely  as  the  season's  business  is  in- 
tended to  be.  The  greater  the  plans,  the  greater  the  re- 
sults, provided  the  plans  are  carried  out  intelligently. 
Most  ad-writers  and  advertisers  know  now  just  what 
comes  at  a  certain  time  or  what  they  intend  to  do.  Now 
is  the  time  to  prepare  for  results. 

Change  the  Dates. 

The  adherence  to  a  particular  routine  as  to  time  is  not 
altogether  advisable.  Competitors,  also,  know  that  on  cer- 
tain dates  the  opposition  advertising  scheme  calls  for 
either  annual  or  semi-annual  events.  Spring  the  adver- 
tisement a  week  earlier  or  a  week  later  than  last  year, 
and  expect  to  get  results  surpassing  those  of  former  sea- 
sons, as  confidence  in  each  event  has  been  established. 

Systems  of  advertising  seem  to  have  no  limit,  and  it 
is  therefore  an  easy  matter  for  the  merchant  to  make 
improvements  by  tlie  perusal  of  advertising  matter  other 
than  his  own. 

Planning  the  Ad. 

Improve  the  display — latitude  given  to  the  printer 
sometimes  brings  better  results  than  if  a  set  form  is 
planned  and  adhered  to.  Many  merchants  and  advertis- 
ers write  their  advertising  matter  and  leave  it  to  the 
printing  office  to  lay  out  and  adapt  to  the  possibilities  of 
the  plant  and  the  size  of  the  advertisement.  This  plan, 
while  it  may  work  in  some  cases,  does  not  seem  a  prac- 
tical way  to  improve  the  display,  and  as  a  help  to  the 
printing  establishment,  and  to  get  better  results,  it  is 
suggested  that  a  plan  he  laid  out  to  give  some  idea  which 
is  important  or  headline  type. 

It  depends  a  great  deal  on  the  size  of  advertisement 
to  be  issued,  whether  it  is  four,  five,  six  or  seven-column, 
smaller  or  even  larger,  which  types  can  be  used  to  best 
advantage.  A  great  amount  of  space  that  is  being  paid 
for  can  be  saved  by  a  proper  setting  of  the  advertising 
matter  in  hand.  Merchants  are  paying  for  this  space  so 
much  a  page,  column  or  line,  or  by  yearly  contract,  and 
every  inch  of  space  should  be  used  except  in  cases  where 
better  results  can  be  had  by  using  space  in  the  arrange- 
ment of  display.  Make  the  best  possible  use  of  the  space 
paid  for. 

Headlines  should  be  bold  and  forcible,  the  important 
matter  such  as  dates,  special  events,  leader  values,  pur- 
chases, etc.,  should  be  underlined  to  b&»  given  the  proper 
amount    of    display.     Some    merchants    and     advertisers 


state  the  particular  type  tlicy  require — such  as  8,  10,  12, 
18,  24  or  36  point,  getting  improved  results  thereby: — lay 
out  the  columns  and  the  amount  of  space  to  be  devoted 
to  each  department  or  item  and  make  other  improvements. 
Mistakes  are  also  less  numerous  and  fewer  corrections 
have  to  be  made,  saving  both  the  time  of  the  ad.  man 
and  the  printer  if  this  plan  is  adopted. 

The  Mode  of  Arrangement. 

Allotment  of  space  and  mode  of  arrangement  are  de- 
fined by  the  result  and  importance  of  the  sales  in  each  de- 
partment the  year  previous.  Only  such  items  as  will 
biing  this  year's  sales  up  to  or  increase  on  former  records 
and  the  business  being  done  in  or  warranted  bp  a  parti- 
ccular  department  at  the  time,  decides  the  amount  of 
space  in  the  ai-rangement  of  the  advertisement.  Some- 
times, too,  increased  purchases  make  it  necessary  to  allot 
greater  space  to  the  particular  department,  but  the 
amount  of  advertising  space  contracted  for  by  most  mer- 
chants makes  it  an  easy  matter  to  carry  each  depart- 
ment according  to  the  seasons  and  throughout  the  entire 
year  giving  each  section  the  required  amount  of  publicity. 
Creating  a  demand  or  clearing  lines  too  merit  prominent 
space. 

Use  Display  Cuts. 

Much  diversion  of  opinion  exists  among  merchants  as 
to  the  advisability  of  display  cuts,  merchants  complaining 
at  the  cost  or  at  their  inability  to  secure  cuts  suitable  to 
their  particular  lines  sliowing  garments  in  stock,  novelties, 
etc.  Ad.  writers,  too,  sometimes  abuse  the  use  of  cuts 
using  them  for  fillers  to  the  exclusion  of  interesting  read- 
ing matter  relating  to  the  mercchandise.  The  judicious 
use  of  cuts  is  an  improvement,  and  as  suggested,  arrange- 
ments made  in  plenty  of  time,  planning  about  a  month 
ahead  to  secure  these  cuts  will  prove  beneficial  to  the  ad- 
vertising and  general  scheme  for  the  coming  season. 

Manufacturers  of  whitewear.  corsets  and  most  ready- 
to-wear  manufacturers  provide  merchants  with  cuts  of 
the  lines  purcliased  and  similar  to  those  used  in  printing 
the  season's  catalogues  or  circulars.  These  prove  very 
inadequate  and  merchants  complain,  or  ad.  men  at  least, 
that  most  cuts  could  be  used  to  advantage.  Headliner 
cuts,  cuts  for  holiday  lines  and  display  cuts  for  the  dif- 
ferent sections  devoted  to  their  respective  lines  such  as 
embroidery,  ribbon,  neckwear,  wash  goods,  gloves,  hosiery, 
etc.  are  not  used  frequently  enough.  Some  merchants 
have  arrangements  and  buy  these  cuts  from  time  to  time 
as  a  special  event  is  planned  but  the  tendency  is  to  repeat 
and  use  these  so  often  that  they  lose  value  as  a  drawing 
or  advertising  force,  through  lack  of  suggestion,  familiar- 
ity and  failure  to  portray  any  style  tendency  to  the 
reader. 

The  Dry  Goods  Review  can  often  secure  thes  cuts 
at  a  very  nominal  cost,  and  will  help  merchants  and  ad- 
vertisers requiring  them  by  securing  cuts  similar  to  those 
in  the  advertising  spacce  used  by  the  different  manufac- 
turers and  wholesalers. 

Improving  Descriptive  Work- 
These  announcements  are  not  going  to  create  the  in- 
terest and  demand  desired,  in  any  event.  Enthusiasm 
must  enter  into  the  descriptive  work  and  be  backed  up 
by  forceful  announcements  of  values  and  trade-creating 
inducements.  Tliat  does  not  necessarily  constitute  a  sale, 
altliough  tiie  leaders  are  possibly  as  good  value. 
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If  it  is  an  announcement  of  new  goods  the  same  des- 
criptive ability  must  be  used  to  create  a  desire  to  see 
the  goods,  always  endeavoring  to  tell  in  a  pleasing  man- 
ner, the  merits  in  the  different  items,  giving  informa- 
tion customers  should  have  regarding  them,  and  intel- 
ligently telling  what  there  is  to  say. 

Less  Need  for  the  Sale  Idea. 

Merchants  and  customers  are  tiring  of  the  incessant 
sale  idea  month  after  month.  The  same  result  might  be 
acquired  if  the  items  and  values  were  properly  described, 
and  advertising  conducted  in  the  regular  way,  leaving 
the  sale  idea  for  about  twice  a  year  at  the  end  of  each 
season. 

It  is  all  right  to  advertise  and  describe  regular  mer- 
chandise at  regular  prices,  and  call  it  a  sale,  but  the 
proven  way  is  special  values  for  special  days  and  hours, 
and  for  that  day  and  hour  only,  carried  along  as  regular 
advertising  and  properly  described  and  interspersed  with 
style  or  tone  advertisements  at  intervals  before  holidays, 
etc. 

Another  reason  for  the  disuse  of  the  sale  idea  is  that 
the  majority  of  people  are  pretty  well  informed  regard- 
ing values  by  means  of  daily  papers,  circulars  and  other 
follow-up  advertising,  also  regarding  the  increases  on  all 
lines  of  merchandise,  and  will  not  expect  this  season  such 
remarkable  price  concessions,  if  by  comparison,  in  the 
advertisements  and  throughout  the  store,  values  are 
right.  There  would  seem  to  be  less  occasion,  therefore, 
for  the  sale  idea  than  in  former  seasons. 


Snappy    Spring    Advertising 

Live  and  Instructive  Talks  —  Emphasize 
Departments  in  Proportion  to  Importance  — 
Descriptions   Based   on   Review's   Forecasts 

ADVERTISING  in  February  has  a  wonderful  influ- 
ence on  the  succeeding  seasons'  results.  The 
ad.  writer  must  be  confident  and  thoroughly 
posted  before  he  makes  any  style  announce- 
ments or  comments  regarding  colors  and  anticipated 
changes.  True  he  must  advertise  what  is  on  the  counters 
and  in  the  store,  but  it  must  be  done  with  regard  to  what 
the  result  will  be  and  whether  it  is  correct  and  thereby 
constitute  his  announcement  as  an  authority.  Be  sure  of 
being  right,  then  go  ahead.  The  Review  has  given  many 
instances  during  the  past  months  which  the  live  advertis- 
er can  use,  making  it  possible  for  this  information  to  be 
confidently  given  in  the  February  and  March  announce- 
ments. 

It  is  none  too  early  to  make  these  announcements  in 
the  February  and  March  advertisements.  Dress  goods  and 
ready-to-wear  departments  have  both  received  shipments 
enough  to  warrant  making  a  bid  for  the  customers  who 
want  first  choice  and  are  not  satisfied  until  they  "see  the 
new  goods."  The  silk  section  too,  can  be  given  an  op- 
portunity to  advertise  its  new  showings.  In  February 
the  information  regarding  heads  of  departments  visiting 
the  fashion  centres  is  good  talk  and  the  announcements 
of  their  return  must  be  made  to  secure  appointments  and 
the  placing  of  dates  for  work  in  the  order  of  their  re- 
ceiving, which  is  good  advertising  in  itself.  People  like 
to  feel  the  importance  of  being  able  to  secure  such  ap- 
pointments in  many  establishments. 

In  planning  the  write-up  plenty  of  time  should  be  giv- 
en heads  of  departments,  the  proprietor  and  the  printer 
to  approve  and  to  get  the  best  results,  suggestions,  etc., 
especially  on  the  first  few  advertisements  of  the  season. 


The  February  Advertisement- 

To  write  a  seven-column  advertisement,  a  plan  is  sub- 
mitted this  month  giving  prominence  to  the  departments 
in  relation  to  about  the  required  amount  of  space  and 
publicity.  Plenty  of  room  is  given  to  carry  headlines, 
descriptive  work  and  items  sufficient  to  warrant  expecta- 
tion of  results,  and  the  arrangement  is  made  in  the  order 
of  department  selling  importance  as  far  as  generally  de- 
velops at  this  season  of  the  year.  The  suggestions  em- 
bodied in  the  plan  can  be  arranged  or  condensed  to  4,  5, 
or  6  columns  if  desired. 

In  writing  an  advertisement  first  importance  is  given 
to  the  location  and  store  slogan.  While,  perhaps,  the  ad- 
vertisement has  only  local  importance,  the  paper  in 
which  it  is  published  goes  to  many  towns  and  cities  and 
thereby  proves  through  the  advertisements  the  progres- 
siveness  both  of  the  merchant  and  the  town  in  which  it 
is  published. 

For  a  February  advertisement  new  cuts  either  of 
dress  goods,  ready-to-wear  or  combination  cuts  suggest- 
ing the  coming  of  Spring,  budding,  freshness,  foliage,  etc., 
as  contrasted  with  the  departure  of  Winter,  are  timely 
and  suggestive. 


%Xj\JLtX- 


\>JXXo/v 


-H±^ 


(Q.ckj^X^^crv\.,o-JLJ  ■ 


C^L^'   7. 


iXirry\o 


7, 


3 


(UaX  4 


-^   o-  ^  dL^ 


KoJtlfi 

7 


Cx^  s 


Uji/)^rv\X^  <K^^ 


L 


"sLoOilto 


vAjtrrV\<> 


UjUv>vo 


*^cx^gi-CA^-v^,aJ 


Lo  -■^CO 


ftt<juiU« 


/£ 


Uj/w»o 


IH 


liAjJ,'  b 


S  (X^VA.^^{^^»-tV 


Layout    for    February    or   early    March   advertising. 

Editorials  must  be  clear,  concise  and  comprehensive 
enough  to  carry  the  different  departments — dress  goods, 
silks,  wash  goods,  ready-to-wear,  carpets  and  house  fur- 
nishings and  deal  with  the  readiness  and  ability  to  cope 
with  the  coming  season's  business,  the  profusion  and 
amount  of  the  season's  purchases  and  showing.  Confi- 
dence must  be  expressed  regarding  the  authority  of  the 
display  and  editorial  descriptions,  giving  reasons  for  the 
information  and  the  different  lines  quoted  in  the  order  of 
their  style,  importance  and  selling  probabilities.  Edito- 
rials, too,  dealing  with  the  fact  that  the  people  have  a 
department  store  in  their  own  midst  and  an  appeal  to 
the  loyalty  of  the  customers  are  bound  to  prove  a  decid- 
ed benefit. 

In  headline  and  items  1,  2,  2,  provision  is  made  for 
any  purchases  that  have  been  made  in  order  to  start  the 
selling   of     these     lines,   as     soon   as  possible.    No  doubt 
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FLANNELETTE. 

If  purchasers  of  this  useful  material  for 
underwear  all  the  year  round  would  buy 
the  best  English  make  they  would  avoid 
the  risks  they  undoubtedly  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES 

Flannelettes 


(made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills,  and  Sheetings) 

are  the  best. 

gyr'T*      ii  U  /^D  D  /^ i^  V  C  C  C  ^ ^       Stamped  on    the   selvedge 
SEE  rlUKKUL.IVOll.O  every  5   yards. 


Horrockses^ 

Manchester   and    London. 


Please  mention    The  Rcvieiv  to   Adicitiscis  and   Their   Tioz'elers. 
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linens  have  been  purchased  in  greater  quantity  than  last 
season  and  the  appeal  should  be  made  to  the  large  buyers 
who  replenish  household  supplies  at  this  time. 

Headline  should  read  along  with  descriptive  work  and 
followed  with  price  attractions  in  the  items  something  as 
follows  : 

Replenish  Your  Household  Needs  Now.     An    Immense  Purchase 

of  Hieh  Class  Linens  from  the    Manufacturer  at  One-Third 

Off  Regular. 

In  February  we  always  plan  to  hold  these  events 
with  a  view  to  catering  to  the  needs  of  hotel-keepers, 
boarding  mistresses  and  public  institutions.  Our  pur- 
chases this  year  of  towels,  towelling  and  tablings  sur- 
pass past  seasons,  both  in  quantity,  quality  and  value 
and  the  secret  of  the  unusual  prices  is  our  ability  to 
handle  quantities  and  take  advantage  of  important  price 
concessions  as  they  are  quoted,  the  benefit  of  the  savings 
is  yours. 

4.  Headline  should  be  devoted  to  wash  fabrics,  such 
as  "Dainty  Wash  Fabrics  in  Large  and  Exclusive  Assort- 
ments," and  followed  with  description.  The  season's  se- 
lections in  the  wash  goods  section — prints,  dress  ging- 
hams, zephyrs,  lawns,  white  vestings,  muslins  and  Ramey 
wash  fabrics  are  complete  and  shown  in  a  greater  profu- 
sion than  we  have  ever  had.  Prices,  too,  form  an  im- 
portant feature  and  a  surprise  awaits  you  in  values  not- 
withstanding the  increase  in  cotton  quotations. 

5.  This  headline  might  perhaps  read.  "Staples  at 
Old  and  Low  Prices,"  and  describe  thus— We  have  earned 
an  enviable  reputation  in  our  staple  section  and  prices  ara 
as  low  as  ever  consistent  with  the  standard  quality  main- 
tained, and  the  values  are  undoubtedly  right  as  the  fol- 
lowing items  will  show  : 

6.  In  the  dress  goods  advertising  and  first  announce- 
ment the  headline  might  be  :  "Auspicious  Commencement 
and  Display  of  Spring  Dress  Goods  "  Followed  by  a  re- 
sume of  the  popular  shades  and  fashionable  materials  and 
by  items  making  price  the  feature,  such  as  50c,  75c,  $1, 
$1.25  lines,  featuring  the  leaders  of  the  values  at  $1  or 
add  price  specials  will  be  found  good  advertising  using 
spaces  and  also  for  items  describing  same. 

First  shades  come  under  consideration  and  could  be 
handled  in  this  way  : — 

The  shades  this  season  are  well  defined  with  white  on 
black  leading  and  a  tendency  as  the  season  advances  to 
black  on  white  for  first  place.  Hair  line  and  mixed  ef- 
fects are  in  demand  and  are  shown  white  on  black,  white 
on  blue,  etc.,  in  a  series  of  different  width  stripes.  Silver 
grey  and  light  tan  mixtures  are  seen  and  promise  to  be- 
come good.  The  staple  shades  place  blues  first,  and  ex- 
tensive range  of  shades  from  dark  navy  to  royal  and  elec- 
tric tones,  coronation  blue  being  easily  the  favorite  on 
account  of  the  staple  nature  of  the  darker  shades.  Shep- 
herd checks,  line  checks  and  black  and  white  check  novel- 
ties will  also  lead.  The  shades  in  regard  to  popularity 
range  black  and  white,  navy,  greys,  browns,  greens. 

In  the  materials  the  range  of  the  Spring  showing  com- 
prises, in  the  staple  lines,  serges,  panamas  and  hairline 
worsteds  in  the  heavier  goods  and  taffetas,  cashmeres  and 
fine  serges  on  lighter  weaves  as  well  as  a  greater  showing 
of  fine  mesh  voiles  and  lignt  weight  silk  and  wool  novel- 
ties, marquisettes  and  all  fabrics  adaptable  to  the  one- 
price  dresses.  Tweed  effects  and  mannish  suitings  are 
prominently  displayed.  On  our  counters,  too,  are  numer- 
ous novelties  exclusive  designs  and  lengths  and  in  brilliant 
array  for  which  our  dress  goods  department  is  always 
noted.  Black  dress  materials  have  also  been  bought  in 
greater  assortments  and  every  new  line  that  is  worth 
while  will  be  found  in  this  section  for  your  selection. 

Give  information,  too,  under  this  heading  in  reference 
to  the  pride  in  the  showing,  the  greater  experience  gained 


from  season  to  season  in  buying  and  the  confidence  of 
ability  to  cater  properly  to  your  clientele  combined  with 
increased  departments  to  handle  your  increased  import- 
ations and  the  reasons  of  confidence  which  have  prompted 
you  to  do  these  things  are  all  to  the  point. 

7.  Headline  for  embroideries  and  laces.  "New  Sheer 
Embroideries  and  Dainty  Laces,"  with  description  as  fol- 
lows :— Embroideries  and  laces  will  have  a  wide  vogue 
this  season  and  our  departments  are  showing  many  at- 
tractive novelties  entirely  different  from  anything  we  have 
yet  shown.  We  have  sampled  these  for  quick  selection 
and  quote  prices  much  below  the  real  values  on  allovers, 
(louncings,  embroideries  and  insertions  to  match. 

9.  Bedding  and  Supplies  at  Savings.— This  is  the 
month  for  replenishing  your  bedding,  sheeting,  cottons 
supplies,  etc.,  in  readiness  for  the  Spring  housecleaning. 
Opportunities  of  savings  in  this  department  are  numer- 
ous enough  to  induce  the  economical  housewife  to  secure 
her  requirements  and  start  her  spring  sewing  before  the 
bright  sunny  days,  and  the  values  listed  should  be  suflS- 
cient  inducement. 

10.  Announcing  the  return  of  the  head  dressmaker  and 
the  reopening  of  your  dressmaking  parlors:— Leave  your 
Dressmaking  Order  Now.— It  is  advisable  owing  to  the 
experience  of  other  seasons'  rush  and  disappointments, 
that  our  customers  leave  their  orders  early  to  enable  our 
dressmaking  department  to  complete  their  orders  properly 
and  in  good  time.  Orders  booked  now  receive  first  atten- 
tion on  the  return  of  our  modiste.  You  can  place  your 
order,  confident  of  perfect  fit,  good  style  and  proper  work- 
manship, as  we  are  pleased  to  have  the  same  dressmaker 
in  charge  of  this  department  and  an  increased  staff  for 
next  season  and  every  assurance  is  given  of  the  same 
satisfaction  in  every  particular.     Leave  your  order  early. 

11.  These  spaces  might  be  used  for  lines  from  the 
hosiery,  gloves  and  accessories  departments. 

12 — 14.  The  first  Spring  announcement  from  the 
housefurnishings  departments.  Headings  suitable  for  this 
department: —  1.  Beautiful  Floor  Coverings  and  Draperies. 
2.  Choice  and  Complete  Range  of  Lace  Curtains. 

la. — This  season  we  are  preparing  to  make  the  selec- 
tion of  home  furnishings  a  proposition  filled  with  plea- 
sure. The  natural  pride  we  have  in  our  unrivalled  show- 
ings is  given  fresh  impetus  by  the  unlimited  display  of 
rugs,  Wiltons,  velvets,  Brussels,  tapestry  and  carpets  in 
the  newest  color  combinations  in  green,  rose,  soft  new 
blues,  browns,  etc.,  in  the  handsome  new  patterns.  Drap- 
eries, too,  fill  a  large  section  of  our  home  furnishing  sec- 
tion. Madrasses,  tapestries,  velours,  stencil  scrims  and 
brocades,  all  to  match  the  carpets  and  carrying  out  any 
color  scheme  you  have  in  mind.  The  prices  are  astonish- 
ingly low  considering  the  beauty  as  you  will  see  when 
you  come. 

2a. — Our  lace  curtain  stock  is  now  complete  and 
sampled  ready  for  your  selection.  We  are  showing  the 
latest  novelties  including  "Macraine  net,''  filet  mesh  and 
Arab  nets,  new  insertion  borders  and  plain  centres  in  a 
wide  range,  comprising  white,  cream  and  Arab  shades 
and  two-tone  effects.  We  suggest  the  treatment  of  win- 
dows and  decorative  ideas  according  to  the  latest  inno- 
vations. You  owe  it  to  yourself  and  to  economy  to  see 
our  showing  and  ask  our  prices. 

13.  Silk  Fabrics  Prominent  in  Spring  Fashions. — The 
silk  section,  to  cope  with  the  increased  interest,  in  this 
department  owing  to  the  prominent  fashions  being  such 
as  can  only  be  developed  in  silk  fabrics  has  been  enlarged 
this  season.  During  the  coming  Spring  and  Summer  silk 
fabrics,  foulards,  Shantungs,  American  printed  silks  and 
novelties  are  to  be  featured  and  we  are  ready  with  out 
showing.    Messalines,    paillettes   and   satin    surfaced   silks 
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"VNIO  RANGE" 

OF 

Picture  Handkerchiefs 

Flags  and  Decorations 

Are  now  in  the  hands  of  Wholesalers,  Dry  Goods  and  Hardwaremen. 
The  "Unio  Range"  is  the  LARGEST  AND  MOST  COMPLETE  in  the  world. 
"RULE   BRITANNIA"  and  "NATIONAL   ANTHEM"  printed  on  cloth. 

-p  T  A  (^  Q  FOR  THE  MILLION.  FROM  SMALL  LINES 
^  J-i/xXvJO  on  two  feet  sticks,  for  children,  up  to  six  feet 
■=™— "■"■——    long  in  CANADIAN,  JACKS,  ENSIGNS,  "GOD 

SAVE  THE  KING,"  ETC. 

Wall  Bunting  Flags,  printed  and  sewn,  all  nations 

PRICE  LIST  ON  APPLICATION 

BROWN,  GRAHAM  &  CO.,  GLASGOW 

also  London   and    Manchester 


The  Attractiveness  of  Good  Linen 


T 


HERE  IS  NOTHING  in  the  world  that 
proves  such  a  constant  delight  to  the 
house-proud    woman  as  good  linen,    and 


"OLD 

BLEACH" 

LINEN 


"Old  Bleach^'  Linens 

excel  all  other  makes  in  this  respect.  That's  why  they  are  the  best 
selling  linens  ever  offered  to  the  trade — the  line  whose  durability  is 
unequalled,  because  only  the  reliable  '  sun-bleaching '  process  is  used. 

What  are  you  doing  towards  getting  your  share  of  this  profitable  trade? 
^^^^^^^^^^^^^^^^  You  can  add  to  your  prestige  and  increase  your  profit 

considerably  by  featuring  "Old  Bleach." 

"Old  Bleach"  Linens  are  made  in  Table  Damasks. 
Towels,  Huckabacks,  Diapers,  Sheetings.  Holland  Colored 
Linens,  Embroidery  Linens,  Hemstitched  Sheets,  Pillow 
Cases,  Baby  Towels. 

Try  a  sample  order  of  our  Art  Towels!  They  will 
surely  convince  you  of  the  values  we  are  offering. 


R.  H.  COSBIE 

Irish  Linen  Agency 
30  Wellington  St.  West 


Toronto 


Please  mention   The  Review  to  Advertisers  and  Their  Travelers. 
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are   also   desirable  and   are   given   full    representation     on 
our  counters. 

These  silks  are  shown  in  pencil  stripes,  black  and 
white  checks  and  printed  effects  in  a  full  range  of  after- 
noon and  evening  shades.  Foulards  in  dot,  ring,  jacquard 
and  spot  patterns,  and  waterproof  finished  in  blue  and 
novelty  shades  and  the  American-printed  tussore  de 
chenes,  eoliennes  and  mull  de  soies  come  in  coronation 
cream,  sky,  tan,  beige,  peach,  reseda,  rose,  ash,  and  helio. 

Note. — Foulards  in  blues  and  black  and  white  are  with- 
out doubt  shades  that  promise  to  be  most  in  demand  as 
the  season  advances.  In  black  silk  we  have  made  exten- 
sive preparations,  as  well  as  liberally  stocking  the  differ- 
ent qualities  in  raw  silks.  Shantung  coating  and  motor 
silks, 

In  the  descriptive  items,  quotations  of  prices  of  lines 
specially  bought,  interspersed  with  the  most  popular  50c 
75c  and  $1  lines  can  be  added  with  advantage. 

15.  Headline  for  Ready  to  Wear. — Pleasing  Newness  in 
our  Ready-to-Wear  Section. — Shipments  are  arriving  every 
day  in  our  ready-to-wear  section  and  many  new  and  fas- 
cinating fashions  are  revealed.  The  new  style  changes 
noted  comprise: — 

The  New  Suits. — For  Spring  the  26-inch,  coat  or  even 
shorter,  seems  to  be  the  length  favored;  fitting  over  the 
shoulders  and  hips  and  not  at  the  waist  line,  though  not 
extreme,  revealing  the  form  of  the  figure.  Coat  in  3  or 
4-button  lengths,  strictly  tailored  and  a  lack  of  trim- 
mings except  moire  or  satin  on  revers  and  cuffs.  The 
skirts  are  plain  and  straight  and  almost  invariably  wider 
than  last  season,  four  and  six-gored,  panel  front  and  back 
with  side  pleats  and  folds. 

Separate  coats  are  in  greater  selection  and  will  be 
required  to  wear  over  the  one-piece  dresses.  The  new 
models  show  the  latest  features: — collars,  revers,  trim- 
mings, braids  and  buttons. 

The  cloths,  pencil  stripe  serges  in  white  and  black, 
blue  and  white,  and  black  and  cream,  as  well  as  navy 
and  grey  mixtures,  with  the  usual  number  of  black  and 
white  checks,  exclusive  novelties,  one  of  a  kind,  completes 
this  interesting  showing. 

Authentic  Showing  of  White  Waists. — Fancy  and  tail- 
ored styles  in  hundreds  of  different  patterns  are  ready 
for  your  inspection.  A  choice  is  to  be  had  of  dainty  eye- 
let embroidered  fronts,  lace  trimmed  fronts  and  embroid- 
ery medallion  or  allover  effects,  both  long  and  3-4  sleeves, 
including  also  the  kimona  shoulder  and  tucked  sleeves, 
and  of  the  severe  tailored  styles  with  pleats,  fold  collar 
and  strictly  shirtwaist  sleeve  and  laundered  cuffs.  Ma- 
terials are  Swiss  lawn  and  Persian  lawn,  crossbar  and 
stripe  dimities,  linene  and  pure  linen,  plain  or  embroider- 
ed. 

Follow  this  with  items  relative  to  the  value  of  the 
$15.00  suit  on  the  display  racks  or  in  the  windows  and 
to  the  merits  of  the  $25.00  suits  offered  this  season,  the 
strong  points  of  the  $5.00  skirts  or  $10,000  separate 
coats,  with  value  quotations  from  whitewear,  underwear 
or  blouse  sections  complete  the  ready-to-wear  argument. 

In  the  spaces  marked  Wednesday  and  Saturday,  op- 
portunity is  given  to  describe  the  leader  inducements  for 
those  days  and  those  days  only.  Mere  announcements 
will  not  be  sufficient;  be  sure  of  the  value  and  the  merit 
and  make  the  price  sufficiently  attractive.  Have  these 
articles  in  the  show  window,  attractively  priced,  and  do 
not  sell  them  before  the  time  advertised. 

Spaces  marked  "Items"  at  the  four  corners  are  some 
times  used  for  notices  calling  attention  to  different 
things  of  importance  happening  in  the  store,  directions, 
etc. 


In  cuts  3,  4,  5,  6,  natty,  suggestive  department  cuts 
are  required,  while  under  each  section  direction  to  loca- 
tion of  department  is  given.  Finish  the  advertisement 
with  a  name  cut  in  keeping  with  the  dignity  of  the  estab- 
lishment. This  should  be  a  business-bringing  advertise- 
ment with  beneficial  results  on  the  balance  of  the  sea- 
son's merchandising. 

An  Interesting  Window. 

An  artistic  trim  appealing  alike,  both  to  the  intend- 
ing purchaser  and  the  artistic  eye  of  the  window  trim- 
mer, was  featured  recently  in  the  windows  of  the  Robert 
Simpson  Co.,  Toronto.  Style  demands  and  trends  were 
also  evident  in  the  display,  showing  the  prominence  satin 
finished  mousselines,  the  long  lines  in  vogue,  as  shown  in 
the  drapes,  and  the  banded  skirt  effects  are  to  have  dur- 
ing the  coming  season. 

The  window  was  arranged  by  the  combination  of 
shades  in  blue  of  shot  Duchess  mousseline  satins  with 
chiffons,  banding  and  edges  to  match  in  jet  and  black 
Chantilly,  furs  in  black  and  white  and  accessories, 
gloves — evening  wear,  opera  bags  and  glasses,  and  tassels 
in  gold. 

This  arrangement  was  in  the  form  of  four  drapes  on 
new  half-model  forms,  the  darker  shades  to  each  side  and 
the  lighter  shades  in  the  centre  drapes.  Two  of  the 
forms  were  elevated  on  stands  about  18  inches  high,  the 
darker  drapes  at  each  end  being  made  in  a  banded  or 
hobble  effect.  The  mousseline  satin  was  also  draped  at 
the  waist,  giving  a  high  effect  and  the  idea  further  car- 
ried out  by  the  trimming  banded  at  the  waist,  direct 
across  also  at  the  bottom  of  each  drape  about  eight 
inches  from  the  bottom.  The  blended  silk  and  chiffon 
were  puffed  at  the  foot  of  each  drape  over  the  stands  and 
on  the  floor,  each  being  completed  with  a  wide  band  of  in- 
sertion or  lace  to  match  and  each  drape  finished  with 
chiffon  in  the  same  tones,  gold  tassels  being  used  at  in- 
tervals. 

The  centre  drapes  or  lighter  shades  of  blue  were  more 
elaborate  and  combined  the  use  of  gold.  A  similar  effect 
was  given  in  the  draping,  but  the  beauty  was  more  in  the 
combination  of  the  colorings  and  the  richoess  given  in  the 
arrangement  of  the  gold  or  chiffon  and  trimmings.  The 
gold  tissue  was  caught  in  the  centre  drape,  at  the  waist 
line  front  and  back  and  fell  gracefully  in  the  lines  of  the 
satin  folds.  The  satin  was  also  carried  from  the  high 
point  at  the  back  of  the  drapes  and  giving  a  long  sweep- 
ing or  train  effect.  Each  drape  was  finished  with  insertion 
or  banding  about  six  inches  wide,  similar  to  the  other 
drapes,  while  ermine  added  to  the  richness  of  the  most 
prominent  drape. 

The  bottom  of  the  window  was  plain  green  felt  and  the 
display  completed  with  matched  sets  of  furs  in  black  and 
M'hite  and  accessories  for  evening  wear  displayed  on 
stands  and  on  the  floor.  Millinery  is  also  displayed  to 
advantage  in  this  setting,  a  few  models  only  being  used. 


Frank  Dowler,  dry  goods  merchant,  Guelph,  for  25 
years,  died  suddenly  Jan.  24.  He  had  recently  retired 
from  business. 

At  a  recent  meeting  of  the  Retail  Merchants'  Associa- 
tion, Quebec,  the  following  officers  were  elected: — Jules 
Gauvin,  president;  A.  Plamondon,  first  vice-president;  J. 
L.  O.  Proulx.  2nd  vice-president;  N.  E.  Papillon,  secre- 
tary, and  G.   S.  Marceau,   treasurer. 

John  R.  Prosser,  Toronto,  traveling  salesman  for 
Gordon,  Mackay  &  Co.,  died  in  General  Hospital,  Kings- 
ton, Jan.  28th.  He  was  in  his  36th  year. 


Mail  Order  House  Dividend  Equal  to  1/3  Common  Stock 


Two  of  the  Large  Chicago  Concerns  Have  Turnover  of  $80,000,000  Annually 
—  One  Reason  That  Puts  Vigor  Into  the  Strenuous  Contest  Against 
Parcels    Post  —  Canadians  Interested  in  the  Fight 


THE  fight  against  the  proposal  to  establish  a 
parcels  post  system  in  the  United  States,  has 
brought  home  to  merchants,  with  extraordinary 
force,  a  more  enlightening  itnowlcdge  of  the 
enormous  business  carried  on  by  the  large  mail  order 
houses.  Two  of  these  establishments  located  in  Chicago 
are  alone  said  to  have  a  turnover  of  $80,000,000  annually, 
and  one  has  just  declared  a  dividend  of  33^/^  per  cent, 
on  common  stock  of  $30,000,000  to  holders  of  record, 
April  1,  1911.  There  are  others  whose  receipts  are 
equally  stupendous,  and  merchants  appalled  by  the 
prodigous  drain  upon  the  respective  fields  which  these 
figures  represent,  are  putting  up  a  vigorous  fight  against 
the  proposal  to  place  in  the  hands  of  the  mail  order 
houses  a  means  whereby  the  local  merchant  will  be 
rendered  almost  helpless. 

Canadian  merchants  are  interested  in  this  fight  be- 
cause affairs  are  said  to  be  shaping  themselves  towards 
a  reconsideration  of  this  question  in  Parliament.  Some 
form  of  organization  is  absolutely  necessary  so  that 
when  the  matter  does  re-appear  the  position  of  the  local 
merchant  will  be  well  understood  by  individual  members 
and  by  bodies  charged  with   responsibility. 

Canadian  mail  order  houses  are  yearly  attracting  an 
enormous  amount  of  business  from  the  local  merchants 
and  the  river  of  outflowing  dollars  is  constantly  swelling. 
Some  weeks  ago,  the  Review  published  a  statement  to 
the  effect  that  one  of  llie  large  establishments  carrying 
on  an  extensive  mail  order  business  in  this  country, 
had  a  yearly  turnover  of  more  than  $50,000,000,  includ- 
ing the  business  done  over  the  counter  of  their  stores. 
This  fact,  which  has  since  been  proved  to  be  substanti- 
ally correct,  took  the  breath  away  from  some. 

The  report  as  to  the  returns  to  the  Chicago  mail  order 
houses,  as  well  as  the  figures  relative  to  the  Canadian 
house  is  astounding  when  viewed  through  the  local  mer- 
chant's spectacles.  These  facts  represent  thorough  sys- 
tem, intimate  knowledge  of  the  field,  strong  advertising 
and  extraordinary  buying  and  distributing  ability.  What 
the  result  would  be,  should  such  an  organization  be  given 
larger  liberties  through  the  mails,  can  well  be  under- 
stood. 

Commenting  upon  the  Sears-Roe])uck  plum  referred 
to,  a  Chicago  newspaper  has  this  to  say: 

"This  dividend  amounts  to  $10,000,000,  representing 
the  undivided  i)rofits  of  the  company.  The  Standard  Oil 
Company,  the  greatest  monopoly  that  the  world  has  ever 
known,  does  not  declare  dividends  any  larger  than  this, 
or  as  large. 

"John  D.  Rockefeller,  in  his  palmiest  days  of  profit 
gathering,  never  dreamed  of  $10,000,000  dividends.  This 
dividend  is  indicative  of  wh;it  tlie  mail  order  liousos 
have  been  doing. 

"With  a  start  of  twenty  years,  they  have  been  able 
to  so  organize  and  sy.stematizc  their  business  of  reach- 
ing farmers  that  the  annual  business  of  two  of  the  big 
ones  located  in  Chicago  is  said  by  authorities  to  equal 
.$80,000,000  per  annum. 

"If  the  average  sales  per  year  of  a  small  retail  mer- 
chant are  considered,  and  they  are  put  at  .nbout  $5,000 
per  annum,  Uiis  annual  sales  of  $80,000,000  would  repre- 
.sent  the  sales  of  Ki.OOO  retail  merchants.     To  be  plainer. 


because  the  mail  order  houses  have  educated  the  farming 
community  to  send  their  orders  by  mail  for  delivery  by 
mail  or  freight  or  express,  16,000  retail  merchants,  who 
might  have  been  helping  to  build  up  small  towns  all  over 
the  United  States  have  been  put  out  of  business  or  have 
been  kept  from  going  into  business. 

"These  figures  are  so  stupendous,  and  at  the  same 
time  so  appalling,  that  they  deserve  the  attention  of 
legislative  commission.  In  this  article  they  are  princi- 
pally useful  for  an  argument  against  the  installation  by 
the  Post  Office  department  of  a  local  parcels  post.  The 
bill  for  this  local  parcels  post  will  be  introduced  at  the 
coming  session  of  Congress,  and  any  merchant  who  has 
any  regard  for  safety  of  his  OAvn  business  will,  without 
delay,  set  about  convincing  the  Congressman  from  liis 
district    that    it   should  be  voted  down. 

Local  and  General  Parcels  post. 

"A  local  parcels  post  differs  materially  from  the 
original  idea  of  a  general  parcels  post,  and  the  specious 
argument  is  held  out  that  its  purpose  is  to  benefit  the 
small  retail  merchants  in  the  country  towns.  The  effect 
of  the  local  parcels  post  will  be  to  establish  parcels 
delivery  only  by  rural  delivery  carriers.  The  argument  is 
held  out  that  the  benefit  of  such  a  delivery  can  come 
only  to  the  retail  merchant  in  the  small  town,  who  will  be 
enal)led  to  send  purchases  up  to  eleven  pounds  in  weight 
by  the  rural  carrier  to  the  farmer  along  the  route.  Sup- 
positiously  this  looks  good.  Actually  the  bill  is  aimed 
to  benefit  the  mail  order  houses  in  the  large  cities,  and 
it  is  safe  to  assert  that  the  express  companies  are  equally 
interested  in  it.  In  operation,  the  law  would  work  this 
way : 

"A  mail  order  house  would  establish  an  agent  in  .1 
country  town  of  three  to  five  thousand  inhabitants.  This 
agent,  provided  with  a  buggy  or  possibly  with  a  small 
automobile,  would  make  trips  over  the  surrounding 
country  reached  by  rural  mail  routes  w-ith  his  four 
l)0un(ls  mail  order  house  catalogue  and  his  fulsome  de- 
scription of  very  poor  goods,  aided  by  his  own  very  slick 
tongue,  he  would  sell  thousands  of  dollars  worth  of  goods 
to  the  farmers  and  their  wives,  promising  delivery  by 
mail  within  a  week  or  ten  days.  As  soon  as  he  has 
accumulated  sufficient  of  these  orders  to  .iustify  ship- 
ment, they  would  be  sent  to  the  mail  order  house  in 
Chicago  or  wherever  located. 

Would  do  Business  by  Agencies. 
"There  they  would  be  made  up  into  packages  for 
each  consignee,  and  when  tlie  whole  number  of  orders 
from  that  particular  agent  were  gotten  ready  they  were 
packed  in  larger  boxes  and  shipped  by  freight  or  express 
to  tlie  agent  of  the  mail  order  house  in  the  small  town. 
On  each  package  there  would  be  sutTicient  postage  to  carry 
them.  Arrived  at  the  country  town,  the  boxes  would  be 
opened,  the  packages  taken  out,  and  deposited  in 
the  post  ofTice,  and  the  next  day  would  begin 
a  merry  time  for  the  several  rural  route  carriers  out  of 
that  town.  Their  spring  wagons,  buggies  and  two- 
wheeled  carts  would  be  loaded  to  the  top  with  merchan- 
dise from  the  mail  order  house  that  should  have  been 
bought  in  the  home  town,  and  as  fast  as  possible  would 
1)0   delivered    to  the   farmers   and    their   families. 
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"The  disaster  contained  in  this  sort  of  business  is 
almost  beyond  conception.  Catalogue  descriptions  given 
by  the  mail  order  houses  are  the  most  flattering  reading 
matter  that  was  ever  put  in  a  book.  When  this  is  added 
the  equally  flattering  statements  of  the  agent  for  the 
mail  order  house,  the  arguments  for  the  goods  would  be 
invincible.  Merchandise  of  comparatively  no  value 
would  be  sold  to  the  farmers  at  prices  as  high  or  higher 
than  would  be  charged  by  the  merchants  in  tiie  near-by 
town  for  goods  of  standard  value.  The  retail  merchants 
in  the  near-by  town  would  lose  this  business  and  all 
succeeding  orders,  and  in  the  long  run,  the  entire  busi- 
ness of  the  surrounding  country  would  be  diverted  from 
them  to  the  mail  order  houses  in  the  big  cities. 

Would  Destroy  Country  Towns. 

"As  soon  as  this  would  become  the  case  the  decad- 
ence of  the  country  town  would  be  certain.  With  mer- 
chants making  no  money,  they  would  go  out  of  business. 
They  and  their  clerks  would  seek  other  sections,  possi- 
bly they  would  drift  to  the  cities  and  still  further  con- 
gest them,  there  to  go  to  work  for  the  very  men  who 
have  put  them  out  of  business  in  their  home  town,  the 
mail  order  houses.  The  wiping  out  of  the  smaller  towns 
would  be  complete.  The  country  would  be  in  the  position 
of  having  but  two  elements,  city  people  and  farmers. 

The  Dire  Results. 

"The  farmers  would  find  themselves  of  necessity 
compelled  to  buy  by  mail  from  the  cities.  They  must 
either  buy  from  the  mail  order  house  or  direct  from 
manufacturers.  The  jobbing  houses  in  the  big  cities 
would  be  eliminated  because  there  would  be  no  retail 
merchants  for  them  to  cater  to.  Manufacturers  would 
find  that  they  could  not  sell  to  consumers,  hence  they 
would  be  brought  to  the  basis  of  selling  their  product  to 
the  mail  order  houses.  That  would  lead  eventually  to  a 
commercial  octopus,  a  mail-order  monster  of  such  enorm- 
ous size  and  breed  that  it  would  not  only  control  all  the 
selling  and  the  selling  prices  of  merchandise,  but  it 
would  also  control  the  buying  and  buying  prices  of  mer- 
chandise. 

"To  sum  up,  the  local  parcels  post  is  equally  as 
dangerous  as  the  general  parcels  post,  and  in  some  re- 
spects it  is  even  more  dangerous  because  it  is  insidious 
and  because  it  will  work  under  a  misrepresentation  of 
fact  and  conditions  until  it  will  be  too  late  to  head  it 
off. 

Duty  of  Local  Newspapers. 

"Merchants  in  every  small  town  and  city  in  the  coun- 
try should  lay  these  facts  before  the  editor  of  his  home 
newspaper  with  the  request  that  he  write,  not  one,  but 
twenty  articles  in  opposition  to  the  local  parcels  post 
aimed  to  show  the  farming  community  that  by  buying 
from  mail  order  houses  they  would  be  jeopardizing  their 
own  best  interests.  These  merchants  should  also  take 
immediate  steps  to  lay  these  facts  before  the  congress- 
man from  their  district  and  the  two  senators  from  their 
state. 

"The  parcels  post  is  a  menace  of  so  great  a  threat  as 
to  be  almost  repulsive  in  its  operations  as  a  plague." 


The  entire  stock  of  dry  goods  in  the  A.  C.  Fraser 
store,  Brandon,  Man.,  is  announced  tor  sale  by  the  John 
W.  Peck  Co.,  to  take  place  on  the  15th  of  February.  A. 
0.  Fraser  is  a  veteran  dry  goods  merchant  of  Western 
Canada,  and  is  retiring,  it  is  rumored,  to  accept  govern- 
ment honors.  An  announcement  of  the  stock  and  sale  ap- 
pears on  another  page  of  this  issue. 


1  o  Prevent  Frosted  Windows. 

Merchants  enquire  frequently  regarding  the  prevention 
of  window  frosting  and  preventing  the  proper  display  of 
the  trim  featured. 

It  is  well  known  that  frost  will  form  on  the  glass 
when  the  temperature  inside  the  window  is  higher  than 
on  the  outside  and  it  is  just  as  well  known  that  frost  on 
the  outside  is  formed  as  well,  when  the  window  is  colder 
inside  and  warmer  outside  owing  to  a  sudden  rise  in  tem- 
perature. 

The  moisture  from  the  breath  of  the  window  trimmer 
will  on  a  cold  day  quickly  frost  the  windows  and  it  is  al- 
most impossible  to  keep  the  windows  from  freezing  when 
there  is  no  background,  owing  to  the  moisture  in  the  at- 
mosphere throughout  the  store. 

Cases  are  known  where  heating,  lighting  and  window 
conditions  were  exactly  the  same  in  stores  side  by  side 
and  the  windows  of  one  would  be  frosted  over  and  in  the 
other  case  would  be  entirely  clear. 

Several  things  have  been  tried  and  suggested,  such  as 
rubbing  on  glycerine,  which  is  bound  to  leave  the  glass 
smeared.  A  solution  of  alcohol  or  methylated  spirits  is 
sometimes  used,  but  owing  to  the  cost  is  not  practicable 
to  everybody. 

The  windows  should  be  air-tight  compartments.  By 
some  it  is  claimed  a  free  circulation  of  cold  air  should  be 
allowed  to  pass  over  the  inside  of  the  glass  through  ven- 
tilators at  the  top  and  bottom,  but  it  is  doubtful  whether 
this  is  more  of  a  preventative  than  a  nuisance,  allowing, 
as  it  does,  dust  and  snow  to  blow  in  from  the  outside. 

Backgrounds  then  seem  to  be  the  only  remedy,  enclose 
the  windows  if  only  by  means  of  panels  or  sliding  doors 
formed  by  ordinary  glass  and  sash. 

Many  practical  and  inexpensive  backgrounds  can  be  de- 
signed by  the  window  trimmer,  or  if  the  merchant  thinks 
it  advisable,  permanent  background  can  be  installed. 

The  hazy  look  complained  of  by  some  trimmers  is 
caused  by  the  lace  curtains  and  it  is  impossible  to  relieve 
it  as  such  a  background  is  not  enough  in  contrast  with 
the  goods  on  display. 

Colored  glass  at  the  top  has  nothing  whatever  to  do 
with  the  frosting,  but  it  is  undesirable  on  account  of 
rays  of  light  changing  the  shade  of  the  goods  and  creat- 
ing a  wrong  impression  as  to  color  according  to  the 
amount  of  sunshine  or  light.  In  planning  new  back- 
grounds avoid  all  colored  lights  either  in  front  of  the 
materials  or  behind  them. 


Caster  &,  FinJayson,  the  Arcade,   Stratford,  have    sold 
their  dry  goods  business  to  F.  G.  MoTavish,  St.  Mary's. 

Bennett  &  Reid  is  the  name  of  a  new  firm  handling 
dry  Roods,  men's  furnishings,  boots  and  shoes  recently 
established  at  Merritt,  B.C.  Mr.  Reid  of  this  firm  was 
for  a  number  oi  years  with  Elmerson  &  Fisher  of  St. 
John,  N.B. 

Woodstock  proposes  to  assist  the  Ken  Knitting  Co., 
about  to  establish  a  factory  there,  to  the  extent  of  fixed 
assessment  of  $5,000  a  year  for  ten  years,  loan  of  $20,- 
000  and  electricity  power  and  water  at  tho  same  rate  as 
given  other  factories  in  Woodstock.  The  factory  building 
will  be  120  feet  by  20  feet,  and  three  stories  high.  It  is 
understood  that  Mr.  Harvey,  general  manager  of  the 
Shawinigan  Falls  Knittinb  Co.,  at  Shawinigan,  Que., 
and  of  the  Oxford  Knitting  Co.,  Woodstock,  is  supplying 
a  considerable  portion  of  the  capital.  The  concern  will 
be  equipped  to  i)roduco  sweaters,  sweater  coats,  knitted 
skirts,  suits  and  other  similar  lines. 


28 


DRY     GOODS     REVIEW 


Laces 

Neckwear 
Embroideries 


Motor  Scarfs 

Veilings 

Handkerchiefs 


''^tevling 


» 


THE  STERLING  LACE  & 
NOVELTY  COMPANY 
wish  it  to  be  distinctly  understood 
throughout  the  trade  that  every 
visitor  to  the  Toronto  Market  is  a 
w^elcome  intruder  at  70  WELL- 
INGTON ST.  W.  We  won't 
feel  hurt  if  you  spend  a  little  time 
with  us,  nor  you  won't.  Nor  will 
we  object  to  answering  a  few  ques- 
tions and  explaining  just  how  ex- 
ceptionally we  can  serve  you.  MR. 
CAMPBELL  HAS  JUST  RE- 
TURNED FROM  ABROAD. 
A  larger  selection  of  movelties  and 
really  nice  imported  goods  of  the 
"Sterling"  kind  awaits  inspection  at 
70  Wellington  St.  than  ever  before. 

Every  line  hand  -  picked  from 
Europe.  Nothing  but  imported 
goods    and    nothing  but  novelties. 

Come  and  see  us,  ^M^onsieur,  and 
you  also,  ^^adame.  Do  not  dream 
of  leaving  Toronto  without  a  little 

visit  to  the  "STERLING  LACE." 

SPECIAL  LACES 
PICKED  EMBROIDERIES 
NECKWEAR  NOVELTIES 
EXCLUSIVE  VEILINGS 
FINE  HANDKERCHIEFS 


By-the-Bye:— We  have  a  WATER- 
PROOF CAPUCHON  MOTOR 
SCARF  —  "The  Auto  Queen"  —  to 
Retail  at  FIFTY  CENTS! 


The   Sterling    Lace   & 
Novelty  Company 

70  Wellington  St.  W.     -     TORONTO 


NAIAD    I 

Dress  Shields 


Win  Customers 

Cleanliness  is  a  [first  con- 
sideration with  a  dress  shield. 
It  stands  supreme  in  the 
"Naiad"  Shields. 

The  "Naiad'  can  be  ster- 
ilized after  use  by  immersing 
in  boiling  water  for  a  few 
seconds  only  and  pressed 
with   a   heated  iron. 

This  is  a  strong  selling 
point  with  the  "Naiad."  Put 
it  clearly  before  your  custom- 
ers and  it  will  prove  the  point 
well  made  that  will  clinch 
business. 


The  Naiad  Dress  Shield  "is  as  good  the 
day  it's  bought  as  the  day  it's  made." 
It  does  not  deteriorate  with  age  and  fall 
to  powder  in  the  dress. 


MADE  IN  CANADA  BY 


Wrinch,  McLaren 
and  Company, 

77  Wellington  Street  West,         -         Toronto 
THE  SMALLWARE  HOUSE    OF   CANADA 


Please  mention  The  Rci^civ  to   Adicrtiscrs  and  Their  Traixlers. 


Matched   Sets   Featured 

Greyish  Linens,  Stencilled  or  Embroidered,  in  Bed- 
room or  Sitting-Room  Sets  of  Pillow  Slips,  Scarfs, 
Covers,  Etc.  —  Rep  Novelty  in  Art  Nouveau  Design 

GREYISH  linens  in  coarse  heavy  weave,  are  to  be 
the  leading  line  for  the  coming  year.    They  form 
the  best  possible   foundation  for   the   solid   em- 
broidery effects  which  are  now  popular  favorites. 
Other     linen    shades  are     the   brownish,   natural   and   the 
bleached.    Deep  cream  was  also  seen. 

Many  bedroom  sets  will  be  sold  during  the  coming 
year.  The  fad  for  matched  effects  in  curtains,  wallpapers 
and  furniture  coverings,  etc.,  has  extended  to  linens  for 
cushions  and  covers.  In  many  cases  these  will  be  even 
matched  to  the  former,  making  a  room  done  entirely  in 
one  color  scheme  and  one  design  motif.  Whether  this  is 
done  or  not,  the  sets  will  be  universally  wanted. 

A  typical  set  consisted  of  pillow  slip,  bureau  scarf, 
pin-cushion  and  bag  as  hair-receiver.  The  material  was 
cream  linen  edged  with  Irish  crochet  and  stamped  for 
working  in  delicate,  Dresden  shades  of  silk.  Eyelets  would 
be  worked  in  back  and  front  of  the  pillow  slip  and  cushion 
cover  and  ribbon  or  cord  to  match  the  embroidery  thread- 
ed through  these.  A  bow-knot  in  Pompadour  blue  with 
pink  roses  in  small  garland  was  a  pretty  design,  the 
colors  being  very  bright  and  clear. 

A  novelty  in  the  set  line  consisted  of  deep  cream 
"repp"  stencilled  in  scroll  and  urn  design.  This  was 
plainly  meant  to  complete  an  Adam's  bedroom.  The 
shades  were  soft  green  and  bronze.  Lace  insertion  was 
used  as  an  edging. 

A  Living-Room  Set. 

,  A  novelty  set  of  covers  for  the  living-room,  preferably 
of  a  summer  bungalow,  was  one  of  the  finest  things  seen 
inj  fancy  lines.  The  material  was  Jasper,  or  "Jaspe," 
cloth,  and  would  correspond  exactly  with  a  greyish  wall 
paper  in  one  of  the  new  "Jaspes."  The  design  is  taken 
from  the  vertical  lines  in  the  cross-section  of  a  Jasper 
stone. 

This  set  came  both  in  brownish  and  greyish  fabric, 
the  cloth  being  bonazed  and  tinted.  The  design  conven- 
tional of  art  nouveau  variety,  was  solid  stencilling  with 
corded  edge  and  spoked  hem.  The  set  consisted  of 
oblong  pillow  slip,  oval  library-table  cover,  round  tea- 
table  centre,  sideboard  scarf  and  36"  table  cover. 

Peacock  Designs— Their  Origin  and  Vogue. 

Solid  designs  representing  the  peacock  feather,  both  in 
natural  and  conventional  shape,  were  met  with  in  great 
variety.  This  seems  to  be  one  of  the  favorites  of  thi.s 
year.  Done  in  clear,  bright  colors,  it  is  certainly  a  pat- 
tern hard  to  be  surpassed  for  cushions  and  draperies.  The 
peacock  feather  has  a  long  pedigree  as  a  scion  of  the 
minor  arts.  It  was  used  by  the  ancient  Egyptians,  with 
whom  it  appeared  in  expanded  form  as  a  rounded  fan, 
which  we  still  reproduce.  It  passed  on  into  the  more 
effete  Oriental  decorations,  its  skeleton  being  preserved  in 
some  eastern     rugs.    But      Spanish-Mauresque    decoration 


was  its  happy  hunting  ground  during  the  middle  ages,  due 
no  doubt,  to  Coptic  influence  in  Spain.  The  whole  bird  is 
seen  in  some  of  these  creations. 

The  modern  form  consists  of  the  feather,  singly  or  in 
group  effect,  though  Queen  Alexandra's  school  at  San- 
dringham  has  recently  produced  exquisite  specimens  of  the 
whole  bird,  which  were  bought,  copied  and  re-sold  by 
Liberty's  of  Paris. 

Egyptian  and  Moorish  geometrical  designs,  and  motifs 
taken  directly  from  the  pyramidical  friezes  are  quite  com- 
monly seen  now  on  popular  selling  linos  of  cushions, 
scarves  and  covers.  This  tendency  is  probably  partly  ow- 
ing to  the  effectiveness  of  the  highly  polished  silk  flosses 
when  worked  in  massive,  solid  designs.  Colors  corre- 
spond exactly,  being  bright,  clear  and  striking  even  when 
seen  in  the  darker  tones,  many  bronzes  and  old-metal 
shades  are  used. 


Fringes  and  Lace  Edgings. 

Fringes  are  popular  as  ever,  many  of  the  cheaper  bur- 
laps, woolenized,  chiefly  being  self-fringed  in  imitation  of 
the  most  costly  monks'  cloths.  These  are  ready  to  em- 
broider, and  when  this  is  done,  the  fringe  is  tied  with 
wood  silk  in  corresponding  tints  at  each  knot.  Russia 
crash,  popular  as  ever,  is  also  seen  in  this  effect. 

Lace  edgings  in  very  coarse,  heavy  pattern,  natural 
linen,  colored  and  quite  narrow  are  very  much  used  this 
season.  A  few  real  Irish  crochet  will  be  seen  on  expen- 
sive articles. 

Crochet  edging  in  all  forms  is  a  feature  of  this  year's 
product.  Pillow  slips,  covers,  etc.,  will  show  more  of 
this  trimming  than  for  many  years,  and  materials  for  cro- 
cheting of  all  sorts  should  be  in  excellent  demand. 

® 

Braid  Embroideries. 

From  England  comes  news  of  a  novelty  on  heavy  linen 
for  cushion  cover  or  scarf.  This  is  the  new  braid  em- 
broidery, done  like  ribbon  embroidery,  combined  with 
solid  stitch  of  floss. 

Effects  resembling  enameled  jewelry  are  got  by  out- 
lining the  new,  very  clear  color  tones  with  black,  which 
gives  the  same  "right  of  way"  to  the  shade  as  the  metal 
rim-setting  does  to  the  enamel.  This  was  also  seen  in 
peacock  feather  design. 

® 

Pyjama  Bags. 

The  latest  cry  from  the  other  side  of  the  line  is  the 
pyjama  bag.  This  is  oblong  in  shape  and  has  a  neat 
folder  over  the  top.  The  pyjamas  are  to  be  carefully 
squared  and  placed  inside.  The  bag,  which  is  made  of 
crash,  scallop  embroidered  and  with  the  single  word 
"Pyjamas,"  may  be  used  for  the  bedroom  or  the  suitcase 
in  traveling.  This  will  be  an  excellent  idea  for  women 
v/ho  wish  to  make  a  simple  and  inexpensive  present  to  a 
relative.    The  bags  may  now  be  had  in  wholesale  houses. 
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SELL  AND  SATISFY ! 

We    have  a  very  extensive    range  of 
season's  specialties  in 

Hat  Pins,  Barrettes, 
Side  and  Back  Combs, 
Embroideries  and  Laces, 
Trimmings  and  Hair  Goods 

These  goods  will  be  found  to  be  novel 
in  design,  well  made  and  finished, 
and  they  will  make  your  Smallwares 
Department  the  most  profitable  in 
your  store  ! 

A  full  range  of  Hair  Pins,  etc. 

Write  for  Samples  and  Details. 

223-225  Queen    Street, 
OTTAWA. 


E.  H.  CODE, 


More  Money  for  YOU ! 

Here's  a  money-maker  that  cannot 
fail  to  enlarge  your  connection  and 
increase  your  profit.  Get  after 
Hotels,  Clubs  and  Institutions,  and 
fill  their  requirements  with 

LIDDELL'S 

Crested  Linens 

For  these  uses  they  are  unsurpassed, 
their  patterns  being  very  handsome, 
their  whiteness  permanent  (they  are 
entirely  grass  bleached)  and  their 
durability  very  pronounced.  Get 
particulars.      No  order  too  small. 

R.  H.  COSBIE 

30  Wellington  Street  West 
TORONTO 


English  Embroidery. 

Much  eyelet  and  embroiderie  .\nglais  will  be  seen  next 
season.  Sets  as  described  above  were  much  admired 
when  accompanied  by  a  hand  scalloped  guest-towel,  all  be- 
ing of  white  damask  or  plain  linen  in  English  embroidery. 
This  is  as  pretty  as  and  preferred  by  some  to  the  color 
embroidered  or  stencilled  sets  for  bedrooms.  Many  stamp- 
ed dress  accessories  were  also  seen,  for  eyelet  and  satin 
stitch. 

Crochet  and  Knitting  Materials. 

Owing  to  the  prominence  lately  given  to  crochet  laces. 
and  to  useful  wool  articles  made  by  hand,  retailers  in  the 
fancy  goods  line  will  find  good  results  from  careful  atten- 
tion to  the  buying  during  the  coming  year. 

Great  demand  was  felt  all  through  the  holiday  season 
for  a  variety  of  knitted  and  crocheted  articles,  and  as 
most  of  these  would  be  of  home  manufacture,  the  ma- 
terials should  also  be  much  wanted. 

During  the  coming  season,  dresses  will  be  trimmed 
with  Irish  crochet,  and  many  hand-made  imitations  will 
be  produced  by  women  who  love  fancy  work.  A  good 
book  of  designs,  such  as  English  publishers  put  out, 
would  be  an  attractive  feature,  lying  open  upon  the  coun- 
ter of  the  fancy  goods  store.  Many  prominent  wholesalers 
are  sending  out  leaflets  of  instructions  along  with  their 
new  wools  and  threads.  The  up-to-date  retailer  will  see 
to  it  that  these  are  secured  for  distribution  among  cus- 
tomers. 

Opera  bags  of  fine  crochet  over  satin  brocade  are  now 
seen  in  leading  stores.  Imitation  Irish  crochet  is  a  uni- 
versal trimming.  Tatted  and  crocheted  table  mats  are 
being  shown  by  magazines  everywhere.  Hand  crocheted  or 
knitted  accessories  of  all  sorts,  caps,  mufflers,  sweaters, 
mitts,  etc.,  are  rapidly  climbing  in  popularity. 

For  the  benefit  of  the  merchant  who  makes  some  of 
her  own  stock  on  the  premises  or  who  may  wish  to  pass 
on  the  information  to  her  customers,  we  give  the  con- 
struction of  the  new  crocheted  aviation  caps  now  most 
favored  head  wear  in  New  York. 

® 

How  the  Aviarion  Cap  is  Made. 

Materials  required  : — 4  skeins,  Eiderdown  wool  ;  2 
skeins  contrasting  color  of  same  ;  1  crochet  hook.  (A  Hol- 
lywood auto  toque  crochet  hook  No.  4  may  be  used.) 
Chain  .3  and  join  in  a  ring.  Draw  up  the  loop  on  needle, 
wool  over  and  pick  up  a  loop  in  ring,  wool  over  and  pick 
up  another  loop,  wool  over  and  through  all  5  loops  on 
needle,  ch.  1  thus  forming  one  cluster.  Make  8  more  clus- 
ters in  the  ring  and  join. 

Second  round  :  draw  up  the  loop  on  needle,  wool  over 
and  pick  up  a  loop  through  the  joining  stitch,  wool  over 
and  pick  up  another  loop  in  same  space,  wool  over  and 
through  all  5,  ch.  1.  *  Wool  over,  pick  up  a  loop  in  next 
space,  wool  over,  pick  up  another  loop  in  same  space,  wool 
over  through  all  5,  ch.  1,  and  repeat  from  •  all  around, 
increasing  by  putting  an  extra  cluster  in  every  other 
space. 

Third  round  :  increase  in  every  third  space. 

Fourth  round  :   increase  every  fourth  space. 

Fifth  round  :  increase  in  every  sixth  space. 

Sixth  round  :  increase  in  every  tenth  space  or  3  times 
in  round. 

Seventh  round  :  increase  in  the  sixteenth  and  last 
spaces. 

Make  four  rounds  without  increasing  ;  then  draw  a 
loop  of  the  contrasting  color  through  and  turn,  working 
6  rounds,  from  the  other  side,  to  form  the  turn  over. 
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Modish  Gowns  Demand 

CORDELIERE  BAGS 

Continuing  Popularity  Assured 


Sizes,     Leathers,     Fabrics, 
The  Special  Spring  Colors. 


Belts,    Traveling    Slippers, 
Thin  Model  Brushes. 


NOTHING  could  be  better  suited  than  these  Cordeliere  Bags  to  the  narrow  skirts  now  in 
vogue.  Their  el?ects  are  in  perfect  harmony.  Medium  sizes  will  prevail  with  Black, 
Topaz,  Brown,  Italian  Blue  and  Navy  the  leading  colors.  Materials  will  be  Suedes,  Mochas, 
Fine  Long  Grain  and  Fine  Cross  Grain  Moroccos  in  the  colors  named;  though  the  fastidious 
will  continue  to  adopt  Tapestries,  Paisleys  and  Indias.  These  conditions  will  prevail  all 
through  Spring,  Summer  and  Early  Fall.  Our  goods  unite  Quality  and  Style.  Remember 
Belts.     Also  Soft  Folding  Traveling  Slippers  and  Thin  Model  Brushes. 

P.  W.  LAMBERT  &  CO. 

Manufacturers  of  Fine  Leather  Novelties  64-66  Lispenard  St.,  NEW  YORK 


Great  Demand  for  Elastic  Belts! 

I  HAVE  THE  STRONGEST  LINE- 
ALL    FIRST-CLASS    SELLERS! 

JOIN  THE  PROCESSION. 
CALL  OR  WRITE  FOR  SAMPLES. 

LOUIS  SCHLOSS,  ?,°ew  yor'k 


We  stock  every  line  of  LACE   and    EMBROIDERY 

trimmings  suitable  for  manufacturers  of  _ 

Ladies'   Garments  and 

Neckwear. 


.AueN 


Bru0-^. 


CAl.'^^ 


Buy  from  us 
and  you  deal  with  the  manufac- 
turer and  you  SAVE  the  middleman's  profit. 

Montreal  Hepresentatlve,   JOHN  McBOYLE,   314   Coristine   Building. 


Please  mention  The  Kez'iew  to    Advertisers  and  Their  Travelers. 


Of  Interest  to  Canadian  Millinery  Trade 


Dainty  Hats   for  Children 

Same    Shapes    Follow    Those    Shown    for    Elders 

—  Beehive,    Coolie,  Mushroom   and    Bonnet 

Effects  —  Much    Ribbon    Used 

Even  in  children's  millinery,  there  is  an  unusual 
number  of  distinctly  different  models  shown,  and  what  is 
more  to  the  point,  they  are  of  extra  daintiness  and 
charm.  Though  the  drooping  mushroom  models  are  still 
strongly  in  evidence  they  do  not  have  the  monopoly  they 
have  had  in  the  past  few  seasons. 

The  Review  is  illustrating  three  excellent  shapes  that 
are  as  practical  as  they  are  new. 

This  year,  the  variety  of  shapes  observable  in  the  mil- 
linery shown  for  their  elders  is  also  present  in  children's 
millinery,  and  instead  of  one  type  doing  duty  all  along 
the  line  there  is  enough  variety  displayed  to  make  the 
millinery  for  little  folks  specially  interesting. 

Mushromm  shapes  are  by  no  means  dispensed  with,  but 
they  are  not  the  whole  story  this  Spring.  As  an  example 
the  Review  has  selected  three  models  each  entirely  dif- 
ferent, aod  which  ought  to  be  very  useful  to  milliners 
who  are  from  time  to  time  asked  to  make  up  something 
distinctive  in  children's  headgear. 

One  hat  is  for  an  older  girl,  say  from  eight  to  tour- 
teen.  It  is  on  the  lines  of  the  new  Alpine  models  and  is 
distinctly  new  without  being  in  any  way  extreme.  It  is 
a  made  hat  and  is  developed  in  pyroxaline  braid,  fancy 
flowered  silk  and  velvet  ribbon.  The  head  size  is  large 
and  the  brim,  narrow  in  front,  droops  well  over  the  face, 
while  at  the  sides  and  back  it  rolls  up  somewhat  abruptly. 
The  hat  shown  is  of  pyroxaline  braid  in  beige  shades,  the 
flowered  silk  being  in  oyster  white,  embroidered  with  tiny 
flower  effects  in  soft  blue  pink  and  olive  shades.  The  rib- 
bon velvet  being  in  bright  cherry  red.  This  model  would 
lend  itself  perfectly  to  many  other  color  combinations. 

Another  hat  is  a  dainty  little  bonnet  of  unusual,  but 
becoming  shape.  It  is  of  pale  blue  chiffon  over  silk  of  the 
same  shade  with  a  narrow,  pliable  straw  braid  laid  on  in 
a  braiding    pattern.    The  brim  is  of     uncut    velvet  edged 


with  a  shirring  of  chiiTon  over  silk  and  at  the  left  side  is 
a  tight  bunch  of  June  roses  in  deep  pink  shades  with  a 
fringe  border  of  fine  foliage  and  forget-me-nots.  At  the 
back  of  the  bonnet  is  a  large  flat  bow  of  blue  moire  rib- 
bon with  long  streamers. 

A  third  hat  has  a  high  round  crown  and  drooping 
brim  and  is  fashioned  out  of  a  hood  of  fancy  Tuscan  straw 
in  a  deep  maize  shade.  The  underbrim  is  faced  with  crepe- 
de-chine  scantly  shirred  and  leaving  a  soft  flounce  around 
the  face  which  forms  a  foundation  for  the  ball  fringe  of 
satin  finished  straw  that  borders  the  hat. 

Pale  pink  liberty  satin  ribbon  drapes  the  crown  and 
there  is  a  small  chon  of  the  satin  ribbon  on  the  left  side 
and  a  larger  one  on  the  right.  The  crown  drape  ends  un- 
der this  chon  and  loops,  and  ends  droop  over  the  brim  to 
the  shoulder,  the  ends  being  finished  with  the  same  ball 
fringe  that  encircles  the  brim  of  the  hat 

A  pretty  bee-hive  shape  of  blue  pyroxaline  straw  was 
faced  with  blue  mousseline  to  match  and  had  a  flounce 
of  Valenciennes  lace  edging  the  brun.  A  collar  of  black 
satin  with  a  pleated  flounce  of  blue  mousseline  falling 
from  its  lower  edge  over  the  brim  had  a  shower  of  long 
stemmed  field  daisies  covering  it  in  fringe  fashion.  From 
under  the  collar  at  the  sides,  came  ties  of  black  liberty 
satin  that  formed  a  bridle  under  the  chin. 

Another  smart  little  hat  was  a  coolie  shape  in  line 
Milan  straw  with  brim  and  crown  in  one.  This  hat  was 
bound  and  faced  with  cherry  and  velvet,  and  had  a 
wreath  of  long  looped  bows  of  cherry  red  velvet  ribbon 
around  the  crown  mixed  with  dangling  bunches  of  black 
and  red  cherries.  Pretty  Breton  bonnet  shapes  are  of 
eyelet  embroidery  the  underbrim  being  of  chiffon  shirred 
on  wires.  There  is  a  drape  of  liberty  ribbon  around  the 
crown,  bunches  of  mixed  flowers  placed  at  each  side,  or 
there  is  just  one  rose  tucked  into  the  folds  of  the  ribbon. 

Ribbon  always  plays  a  most  important  part  in  the 
trimming  of  children's  millinery  and  the  many  pressed 
straw  models  are  trimmed  with  drapes,  pleatings,  chons, 
cockades  and  bows  of  velvet,  satin,   or  tafleta  ribbon. 

Alpine  shapes  are  shown  in  Milan  and  fancy  straws, 
as  also  the  new  Breton  sailor  models  and  for  trimming 
hats  of  this  kind  quills  are  often  used. 


Dainty  made  hat   of  pyroxyline  braid    fancy 
silk    niedaUions   and    velvet    ribbon. 


Breton    bonnet   of    silk,  satin  braid   and 
Moire    ribbon. 


Hood   of   fancy    tuscan    straw,    trimmed    with 
liberty   satin  ribbon,  b.all  fringe  and  crepe. 


DRY     GOODS     REVIEW 


33 


j^MeParliiM^ai^^ 


Mothers  who  once  buy  a  pair  of  LITTLE  DARLING 
or  LITTLE  DAISY  stockings  come  back  and  insist  on 
"the  same  kind  again." 

This  is  the  reason,  in  a  nutshell,  for  the  constantly  in- 
creasing sales  of  these  two  popular  brands  of 
Infants'  Hosiery. 

Made  in  black,  tan,  cardinal,  sky  blue,  pink  and  cream, 
and  all  sizes  for   infants'    and    young    children's    wear, 

ORDER  FROM  YOUR  JOBBER. 

L:^:a*(|e5t  Hosiery  ^Wlufe^cture^5  in   G^ji'd^dB. 


E.H.WALSH  &  CO. 
SOLE  SELLING  AGENTS 


TORONTO.MONTREAL 
AND    WINNIPEG. 

Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers. 
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KNITTED     GOODS 


THE 


^^S 


ANARCH, 
KNIT 


AnnouD  cement  for  1911 

BO 

WE  have  pleasure  in    announcing'  a   big   increase    in 
the  range  of  knitted  goods  we  are  showing  for  the 
coming  season's  trade,  an  increase  to  our  already 
extensive  lines  that  makes  the  "Monarch"  range  far  more 
complete  than  any  other  on  the  market. 

The  "Monarch"  salesmen  are  now  on  the  road  with 
samples  for  191 1  trade  and  no  dry  goods  man  can  afford  to 
overlook  these  splendid  goods. 

Among  the  many  new  lines  we  have  added  which  cannot 
fail  to  prove  attractive  and  rapid  sellers  we  may  mention  a 
large  range  of 

Aviation  Ca^s 

Automohile   Hoods  and 

f>den  s  y^otor  Scarfs 

It   isjjto  iyour  interest   to   hold   your  orders  till    you    have 
seen  our  travellers. 

MONARCH  KNITTING  CO.,  LTD. 

DUNNVILLE 

St.  Catharines  -:-  St.  Thomas  -•-  Buffalo 


FIT 


FINISH 


?vVLe 


AND 
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THE 


ANARCH, 


<( 


Monarch  " 
Knit  Coats 
and  Suits 


are  miles  ahead 
of  the  next  best 
in 


;^^'^^ 


Sales 

and 

Satisfaction 


i^W 


% 


THE    '910" 

A  full  range  of  Ladies',  Men's  and  Child- 
ren's Coat  Sweaters,  Toques,  Mufiiers,  Petti- 
coats, Slippers,  in  a  large  variety  of  colors. 


) 


THE    -COUNTESS  NO.  4 


The  Monarch  Knitting  Company,  Limited 

Dunnville,     St.  Catharines,      St.  Thomas,  Ont. 
Buffalo,  N.Y. 


FIT 


AND 
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The 

"BRADLEY" 


mS. 


THE 


ANARCH, 
KNIT 


Full 
Fashioned 
Muffler 


A  genuine  insurance  on  the  volume  of  your  Muffler  sales!  The  "Brad- 
ley" is  the  ONLY  muffler  with  the  genuine "V-Neck" — the  part  that  fits! 
Made  solely  from  the  finest  Egyptian  mercerized  yarns. 


Price  for  1911  $4.00  per  d 


ozen 


The  Monarch  Knitting  Company,  Limited 


Dunnville,  g  St.  Catharines,     St.  Thomas,  Ont. 
Buffalo,  N.Y. 


FIT 


FINISH 
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FOUR  BIG 
FACTORIES 
MAKING 


>ONARCH, 
KNIT 


MONARCH 
KNIT 
GOODS 


>h 
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ST.  THOMAS  FACTORY 


BUFFALO  FACTORY 


[-nrnjiTi-nj.tij^ 


nj-n  n 


TlK'i  '^- 


T;igi-ij]r^«— 1-: 


-JT 


•%• 


DUNNVILLE   FACTORY 


Monarch 
Knitting 
Company, 
Limited 


ST.  CATHARINES   FACTORY 


Dunnville, 
St.  Thomas, 

St,  Catharines, 

Ont. 
and 

Buffalo,  N.Y 
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Watson  /ManueJ^cturing\G).Ximited 

PARIS  AND    BRAHTFORD  -  ONTARiO 
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Season  in  Which  Many  Unique  Colorings  Will  be  Featured 


Conditions  in  the  New  York  Market  Described  —  Effect  of  the  Ding-a-ling 
and  Polo  Cap  —  Corals,  Blues,  and  Combinations  of  Purple  with  Cerise 
Very   Strong  —  Black  and  White    Holding   Their  Own  —  Lace    has    Arrived. 

Staff   Correspondence 


Office  of  The  Dry  Goods  Review,    115   Broadway, 
New  York,  Feb.  1. 

THE  season  that  has  just  passed,  to  make  room  tor 
the  one  to  come,  was  let  go  without  any  regrets 
by  the  majority  of  the  millinery  trade,  not  only 
in  New  York  but  all  over  the  country.  The 
rather  poor  showing  was  attributed  to  the  ding-a-ling  hat 
furore.  To  be  sure  this  curious  fashion  in  headwear  call- 
ed for  little  |0r  no  trimming  and  that,  of  course,  was  bad 
for  business,  but  the  house  who  foresaw  this  craze  and 
was  prepared  to  meet  it  by  "having  the  goods"  made 
money.  The  percentage  of  profit  in  this  style  of  hats  is 
of  course  small,  but  they  were  sold  in  such  astonishingly 
large  quantities  that  the  net  result  was  satisfactory.  The 
ding-a-Iing  did  its  real  damage  to  the  small  milliner,  who 
could  not  hope  to  compete  with  the  department  stores  in 
selling  these  goods. 

The  Ding-a-ling  and  Polo  Cap. 

Another  handicap  was  the  polo  cap  of  worsted  which 
refused  to  be  kept  in  its  proper  sphere — which  was  for 
outdoor  winter  sports— but  edged  its  way  in,  until  it 
became  second  in  popularity  only  to  the  ding-a-ling  and 
was  really  capable  of  greater  damage  since  many  of  the 
worsted  hoods  were  made  by  the  wearers,  or  some  of  her 
friends.  The  writer  knows  personally  a  young  woman 
who  made  six  dozen  of  them  at  two  dollars  a  piece,  turn- 
ing out  four  a  day  just  before  the  holidays,  for  one  of  the 
large  Pittsburg  department  stores.  With  the  advent  of 
warm  weather,  however,  the  worsted  cap  must  of  ;ourse 
receive  its  death  blow  for,  quite  naturally,  they  are  ra- 
ther warm.  This  is  true  of  the  ding-a-ling  to  a  smaller 
extent,  for  covering  the  head  closely  as  it  does,  it  c>uld 
of  course  be  a  most  impractical  summer  fashion.  Manu- 
facturers are,  however,  offering  them  for  early  Spring 
wear,  and  they  are  having  some  sale  for  Southern  tour- 
ist wear. 

A  good  many  of  the  hats  shown  at  the  first  openings 
which  took  place  the  first  and  second  weeks  in  Januiiry, 
were  soft,  particularly,  of  course,  the  turbans  and  t:-  se 
fiting  toques.  It  looks  as  though  there  was  cause  for  re- 
joicing among  the  hand-made  people  for  the  smaller  hats 
and  turbans  are  nearly  always  in  that  category,  while  the 
large  hats,  and  there  are  many  that  might  only  be  de- 
scribed as  enormous,  are  usually  pressed. 

All  Straws  are  Good. 

Practically  all  straws  are  good,  particularly  tagal 
hemp,  Jaras,  Manillas  and  fancy  Japs.  The  latter  are 
most  often  seen  in  high  and  mixed  colorings  which  are 
this  season  referred  to  as  Indian  shades.  The  Indian  idea 
is  introduced,  not  only  in  colorings,  but  in  beads,  for 
beads  are  the  ornament  of  the  hour,  and  in  the  method  of 
mounting  feathers. 

The  costume  world  are  talking  glibly  of  the  Racamier 
waist  line  and  the  Racamier  mode,  but  so  far  there  is  no 
particular  person  or  personage  being  responsible  for  the 
new  hats.  They  are  picturesque  enough  to  be  inspired  by 
the  old  masters,  but  they  seem  to  be  a  resume  of  the 
whole  rather  than  a  repelca  of  any  one. 

Almost  Everything  has  its  Use. 
The  trade  has  every   reason   to  expect  a  good   season 
for  this  very  reason.    It  does  not   look   as   though   there 


would  be  a  run  on  any  one  style,  material  or  colors.  It 
is  far  too  early  to  make  a  definite  assertion  to  that  ef- 
fect of  course  but,  at  present,  almost  everything  has  its 
use.  It  is  a  coral  season,  but  it  is  also  a  season  of  blues, 
and  combinations  of  purple  with  cerise  are  very  strong. 
The  English  wallflower  shades  are  strong  and  black  and 
white  holds  its  own  surprisingly,  the  combination  being 
understood.  Black,  blue  and  white  are  as  often  combined 
as  they  were  in  the  season  passed.  Germaine  has  sent  us 
several  smart  turbans  in  very  dark  blue  chip,  stiffly  trim- 
med with  white  wings,  arranged  high,  and  over  the  crown, 
and  broad  black  and  white  strip  ribbon  caught  with  a  flat 
button  of  smoked  and  mother  of  pearl,  also  stripped  and 
looking  of  course  much  like  the  ribbon,  which,  by  the 
way,  is  usually  white  satin  with  black  velvet  strip  al- 
though sometimes  it  is  entirely  satin. 

Great  Assortment  of  Flowers. 

A  good  flower  season  is  expected.  This  preference  is 
for  small  and  medium-sized  flowers.  Roses,  particularly 
moss,  lead  and  then  follow  a  never-ending  assortment  in 
which  small  pansies,  the  single  Russian  violet,  forget-me- 
nots  in  almost  every  color  other  than  their  own,  lilacs, 
white  and  purple,  cowslips  and  French  daisies  stand  out 
prominently.  It  would  not  be  unusual  to  find  all  these 
and  more  on  one  hat,  for  that  matter.  The  arrangement 
of  the  flowers,  is  of  course,  varied.  Roughly  speaking, 
however,  a  severe,  or  rather  a  flat,  stemless  arrangement 
is  most  in  favor,  although  when  the  larger  flowers  are 
used,  they  are  often  arranged  to  nod  from  long  stems, 
falling  over  the  crown  either  from  the  side  or  back.  On 
the  large  flat  brim  hats,  it  is  not  unusual  to  see  a  chain 
of  small  flowers  applied  flat  to  the  brim,  say  about  an 
inch  or  two  from  its  edge  and  on  either  the  upper  or 
lower  brim.  Occasionally,  the  flowers  will  be  on  the  up- 
per brim  across  the  front  and  on  the  lower  at  the  back, 
the  brim,  sometimes  a  pleat  or  fold  at  either  side.  Gen- 
erally speaking,  large  hats  are  not  only  low  but  are  in- 
clined to  be  of  simple  outline,  usually  almost  round,  if  one 
excepts  the  pleats  mentioned  above,  and  the  dashing  off- 
the-face  models,  which,  however,  are  smartest  in  smaller 
sizes. 

Lace  has  Arrived- 

After  two  or  more  seasons  of  endeavor  to  establish 
lace  as  a  favorite  millinery  trimming,  lace  has  "arrived." 
Lace  houses  in  this  vicinity  are  wakening  up  to  the  ad- 
vantages of  the  occasion,  and  are  resolving  to  make  hay 
while  the  sun  shines.  Chantilly,  barbe,  point  Venise  and 
Planen  laces  appear  so  far  to  be  the  favorites.  Lace  is 
used,  however,  to  trim  rather  than  for  the  foundation  of 
a  hat.  Indeed  when  it  is  used  on  the  shape  it  is  almost 
always  put  on  either  plain  or  otherwise  over  straw.  A 
good  idea  for  facing,  seen  many  times  in  the  last  few 
weeks,  is  to  veil  velvet  with  alover  lace  of  rather  fine 
mesh  and  design.  This  idea  has  been  featured  before  using 
chiffon  instead  of  lace,  an  effect  which  is  still  seen.  Large 
hemp  hats  of  the  pressed  variety  are  stunning  when  faced 
with  a  wide  Chantilly  flouncing,  the  border  of  the  lace 
extending  to  about  an  inch  of  the  brim.  Several  very  or- 
nate arrangements  of  lace  have  been  seen  on  the  imported 
hats,  one  suggesting  a  willow  plume,  flowers  being  put 
along  the  wire  from  which  the  lace  falls. 
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No.  2126.     $36.00  doz. 


No.  2126.  A  fine  Lawn  Waist  with  a  semi-butter- 
fly sleeve,  hand  loom  embroidery  in  eyelet  efiect, 
and  trimmed  with  real  linen  Cluny  insertion. 

No.  2123.  All-over  effect  in  raised  embroidery, 
butterfly  sleeve,  and  trimmed  with  very  fine 
Val.  Laces. 

These  two  Waists  are  new.  smart  in  appearance, 
and  will  be  a  credit  to  any  high  class  ladies' 
furnishing  department. 

See  Salesmen  or  fVrile. 


SERVICE 

is  a  general  word  often  used  without  meaning,  but 
in  this  case  it  means  specialized  production. 

We  have  the  experience,  the  method,  the  equipment, 
and  the  men  which  make  for  success  in  this  line  of 
business. 

Specially  regarding  Lawn  Waists,  we  have  a  com- 
plete new  Jactory  doing  this  line  alone.  Our  oper- 
ators are  all  high  class  and  consequently  do  not  turn 
out  articles  other  than  correct  in  fit  and  finish  or 
the  ' '  money  back  ij  not  satisfactory  ' '  variety. 

Our  selling  staff  of  17  regular  men  are  pretty 
nearly  ' '  everywhere,  at  once  * '  and  at  your  service. 


e      -(K.MRBBIilUO     >■ 


No.  2123.     $39.00  doz. 


Ladies'  Wear,  Limited 


F.  P.  EVANS, 

Pretident 


Toronto 


W.  F.  GOFORTH, 

Vice-President 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Fichu   and   Sailor   Collars 

Many   Variations  on   the   Popular    Dutch 

Collar  —  Irish  Lace  Much  Used  — 

Jabots  in  All  Sizes 

WITH  Dutch  collars  as  the  leading  sellers  I'or 
Spring  and  Summer  1911,  not  only  are  manu- 
facturers putting  out  a  great  quantity,  but 
many  novel  style  features  are  seen,  the  fruit  of 
clever  invention  and  of  imported  "wrinkles"  from  Paris. 
The  retailer  should  emphasize  in  his  advertisements  their 
salient  talking  points,  so  that  the  public  may  see  that 
the  Dutch  collar  of  to-day  is  in  many  cases  entirely  dif- 
ferent from  last  season's. 

A  high  novelty  is  the  sailor  collar  with  fichu  ends. 
This  is  shaped  low  at  the  back  in  round  outlines,  and 
pointed  in  front,  calling  for  the  use  of  a  yoke.  Other 
styles  are  a  little  higher  in  front,  meant  for  low-neck 
Summer  dresses.  These  collars  are  developed  in  lace  for 
wear  on  coats  as  Spring  advances,  and  in  lingerie  for 
blouses.  The  latter  show  free  use  of  insertion,  lace  and 
embroidery,  and  of  the  new  combination  lace  and  em- 
broidery effects. 

Point  de  Venise  is  now  seen  combined  with  embroid- 
ery in  the  new  neckwear.  These  styles  would  be  extreme- 
ly costly  were  it  not  for  the  fact  that  they  are  made  in 
one  piece  on  the  special  machines.  The  effect  is  ex- 
tremely rich.  For  general  selling,  however,  nothing  will 
be  better  than  the  new  shapes  carried  out  in  lawn  or 
mull  with  val.  or  torchon  trimmings. 


ISailor   Collar  of   tine   Swiss   Embroidery,  Hemstitched    Border. 
Shox'/n   by   The   R.   D.    Fairbairn    Co..   Ltd..   Toronto 

Many  fichus  of  lace  and  lawn  will  be  seen  on  the 
Spring  model  dresses.  Some  of  these  fichus  are  remov- 
able, and  can  be  worn  with  several  dresses,  while  others 
are  made  of  the  material  of  the  gown,  with  lace  trin^m- 


ings.  Fichus  of  mull  were  seen  with  colored  polka  dots. 
Embroiderie  Anglais  will  be  much  favored  along  with  the 
Irish,  for  coat  collar  and  cuff  sets. 

A  Touch  of  Color. 

A  very  noticeable  novelty  is  a  touch  of  color,  usually 
in  the  form  of  a  tiny  dot.  Fichu  sailors  have  it  in  black, 
pale  blue  or  pink,  and  many  have  a  colored  stripe  around 
the  hemstitching.  Jabots  have  a  splash  of  bright  color 
in  satin,  or  of  dainter  shade  in  meshing  goods.  Many 
embroideries,  both  on  collars  and  jabots  will  be  done  in 
colors. 

The  Tennis  Collar. 

A  tailored  collar  for  tennis  is  now  on  the  market. 
This  is  a  stiff,  laundered  style  on  the  Eton  plan  at  the 
back,  but  much  lower  and  with  greater  flare.  In  front 
the  collar  dips  to  a  deep  V  leaving  the  throat  quite  free, 
and  making  a  cool  and  comfortable  sporting  article.  Car- 
ried out  in  embroidered  linen,  or  with  little  open  work 
motif  in  the  front,  and  mounted  on  a  deep,  firm  under- 
form,  calculated  to  hold  its  shape,  the  Tennis  collar 
should  be  a  wclome  addition  to  the  Summer  girl's  ward- 
robe 


Coat  Set  of   Linen   and   Guipure    Lace  —  Shown   by 
The   R.   D.   Fairbairn  Co.,   Limited,  Toronto. 

Other  stiff  varieties  come  in  the  usual  high,  plain 
styles,  both  embroidered  and  with  open-work  corners.  A 
touch  of  color  will  undoubtedly  be  featured  on  these  also 
in  the  near  future. 

French  Knots  as  Novelty. 
Black  French  knots  give  the  desired  touch  of  "chic" 
to  fancy  stocks  or  jabots.  Frequently  a  combination  will 
be  seen  of  linen,  lace  and  these  knots  done  upon  the  lace, 
in  a  collar  which  may  be  washed,  but  they  are  more 
generally  seen  in  the  more  dressy  stocks  for  Easter 
trade.  These  knots  are  really  an  invitation  of  jet  head- 
ings popular  in  Paris. 
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=Hair  Nets^ 


**HOLD   TIGHT**   No.   43 

SELF   ADJUSTABLE,    REQUIRES    NO    PINS 

The    only    Net   which    deserves   the    name    or    to    be 

called  "Self  Adjustable." 
Made    of    Real    Human     Hair    in    all    shades,  shapes 

and   sizes. 
"HOLD TIGHT"  No.  25,  31  and  37  require   only   two 

pins  to  keep  them  in  place.     Made  in  cape  shape. 

Let  us  sond  you  samples  and  quote  prices 

LEOPOLD  PFEIFFER.  Vienna  VIII 

The  Greatest  Austrian  Hair  Net  Manufacturer 

Sole  Representative  for  U  S.A.,  ADOLF  KLAR 

595  Broadway,  New  York 

Sole  Representative  lor  Canada,  ERNEST  EKSTEIN 

43  St.  Sacrament  St.  Montreal 


PARASOLS 


AND 


UMBRELLAS 


Special  Attention 

to 
Letter    Orders 


THE   IRVING    UVimELLA    CO. 

LIMITED 
79-83  Wellington  St.   West        -         Toronto 


Great  Jabot  Season  Has  Now  Begun. 

•Jabots  show  a  great  variety  of  styles,  both  in  those 
that  come  sewed  to  the  collar  and  in  the  .separate  num- 
bers. On  the  whole,  the  tendency  is  to  deep  close  pleats 
and  considerable  length.  Side-pleated  effects  are  freqently 
carried  half  way  down,  to  end  in  a  cascade.  While  many 
are  given  a  one-sided  appearance  by  slanting  the  ends. 
Collars  with  a  double  jabot,  one  end  of  which  is  looped 
over  the  other  and  the  whole  pinned  down  with  the  new 
Bolero  pin,  are  coming  in  in  round  Dutch,  square,  and 
sailor  shapes. 

The  tailored  jabot  is  represented  by  the  neat  little, 
embroidered,  double  or  triple  tab  to  be  worn  with  the 
mannish  collar.  Frequently  these  are  taken  apart  and 
mounted  on  pleated  nets  or  point  d'esprit  to  give  a 
longer  effect.  A  few  embroidered  Dutch  collars  have  these 
tabs  to  match. 

The  regular  lines  of  net  and  lace  jabots  show  color, 
as  above  mentioned,  usually  in  the  form  of  an  inset  of 
satin.  Dark  blue  and  flame  or  cerise  are  much  favored 
for  the  purpose. 

The   Belt   Situation 

Nothing    New   Has  as  Yet  Appeared,  but 

Staple  Lines  —  Elastics,  Suedes  and 

Wash  Belts  —  are   Going   Well 

As  the  season  opens  up  and  nothing  strikingly  new 
appears  in  other  lines,  it  becomes  pretty  certain  that  the 
embroidered  wash  belt  is  to  be  the  feature  of  the  Spring 
selling.  This  comes  in  styles  calculated  to  win  approval 
on  sight,  and  many  merchants  are  enthusiastic  over  the 
new  stock. 

There  is  but  one  possible  danger  ahead,  and  that  is 
the  putting  of  these  articles  on  the  market  too  soon. 
Last  season's  lesson  should  be  enough  for  the  time.  The 
belts  were  shown  the  public  before  sales  could  reasonably 
be  expected.  Then  the  prices  were  cut  and  cut  till  the 
stock  cleared  out.  Later  when  the  natural,  seasonable 
demand  came  on,  the  goods  were  not  to  be  had. 

The  new  belts  are  good  style  and  extremely  cheap,  but 
a  stock  salted  with  the  high  novelty  numbers  at  medium 
to  high  prices  will  attract  more  attention  and  sell  just 
as  well.    These  consist  of  the  lace  and  embroiderv  com- 
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New    Eflect   in   Patent    Leather    Belt,    dotted    with    Self    Color. 
Shown   by   The   R.   D.    Fairbairn   Co.,    Ltd..    Toronto. 

hination  effects,  a  few  very  line  English  embroideries,  and 
some  medallion  trims  of  Irish,  with  real  crochet  roses, 
on  finest  of  Unen.  These  are  to  be  had  with  good,  stout 
linings  to  give  body  to  the  belt  and  covered  or  pearl 
buckles. 

In  popular  as  well  as  more  expensive  lines,  touches  of 
color,  in  dots  or  iloral  embroidery,  are  seen.  Hem- 
stitched belts  have  stripe  of  color.  Black  and  white  will 
be  widely  used. 

Elastics,  studded  and  plain,  are  selling  well  as  ever, 
and  expected  to  hold  steady  through  the  coming  season. 
Suedes  are  the  favorite  leather  style,  and  all  dark  colors 
are  represented.  Shapes  include  the  polaire  with  its 
many  covered  buckles.  These  are  expected  to  open  up 
vcrv  briskly  in  a  few  weeks. 
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UPPER,  8228  $1.25  doz. 
LOWER,  8426  $2.25  doz. 


8422  $2.25  doz. 
8431  $4.00  doz. 


1200 


$2.25  doz. 


CLAIM 
BETTER 
QUALITY 

SUPERIOR 
DESIGNS 

LOWER 
PRICES 

AN 

INSPECTION 

OF  OUR 

LINE 

OF 

NECKWEAR 

BELTS 

APRONS 

AND 

LEATHER 

BAGS 

WILL 

GIVE 

PROOF 

OF  OUR 

CONTENTION 

3&    3& 


8440 


$1.35  doz. 


8484 


$2.25  doz 


8468 


$2.25  dozen  Sets 


Flett-Lowndes  CBIj  Co.,  Limited 

TORONTO, 


MANUFACTURERS 


ONTARIO 


Please  mention  The  Review  to   Advertisers  and  Their  TrairJcrs. 
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D  1813-2.25 


has  Leen  ti 

I  Jcleaicfoui;  success  Serfectico' 

in  Quality  has  held  it.  Our 

latest  /9// J^velties  are  mere 

attracllye  tiian  ever  They 

y  vt/iil  increase  tiie demand 

\  and  Jb  refit  your J^hvearJ 
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D  I829-4-.00 


D  1865-4.00 


Ji^aU/es yjecka^ear,  J&etts,  <^^ehin^s,7l^ists Qressesjj Skicts 

<Jresl6entS(hys  ^.^iciaica,      nee  Jieslhents  <3^J(i}^l^t.  ^C.  Cliff. 

107   Slmcoe  St.     {To rente. 
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Veilings  and  Scarfs 

Fine  Meshes   and    Chenille    Dots   the   Rule  — 

Magpie  Effect  in  "Marriage  Veiling" — The 

New,  Wide  Scarves  in  Shawl   Shape 

Chenille  dots  are  much  featured  in  the  new  veilings 
as  also  are  the  very  fine  meshes.  Hexagonals  with  fig- 
ures at  intervals,  not  so  conspicuous  or  disfiguring  as 
recently,  are  a  leading  line.  Spider  web  grounds  are 
much  used  for  the  chenille  dots,  and  for  the  simple 
woven  dot  also.  The  former  are  usually  more  expensive, 
though  they  also  appear  in  popular  numbers.  A  veiling 
was  shown  as  a  high-chass  novelty  in  which  there  were 
2,000  dots  to  the  yard,  each  put  on  by  hand  ;  nor  was 
this  veiling  unusually  expensive. 


New   shape   in  Dutch    Collar  made  of    Fancy  Mercerized 

Mull,   assorted   Color   Stripes.  Guipure   Lace   Edee. 

Shown  by  The  R.  D.  Fairbairn  Co..  Ltd..  Toronto. 

Veils  are  worn  much  more  loosely  than  for  some  time, 
many  being  draped  in  such  a  way  as  to  completely  cover 
the  hat.  This  is  possible  only  with  the  fine  meshes, 
which  do  not  spoil  the  appearance  of  trimmings,  while 
at  the  same  time  protecting  them. 

Several  novel  features  were  seen,  including  a  rose  in 
conventional  outline  formed  of  chenille  dots  on  a  small 
diagonal  mesh.  Black  and  white  effect,  called  "marriage 
veiling"  had  the  background  of  the  latter,  and  was  of 
five  thread  square  mesh.  Lace  veilings  will,  as  usual, 
be  seen  in  white  for  Summer  wear. 

The  scarf  of  the  moment  is  in  shawl  shape  and  width, 
measuring  2^x1  J  yds.,  and  having  deep,  fancy  border,  in 
soft  Dresden  colorings.  This  scarf  is  worn  in  the  evening 
about  the  shoulders,  draped  loosely  over  the  arms,  and 
having  trailing  ends.  Fringed  varieties  are  much  used  in 
Paris.  Summer  wraps  of  varying  weight  will  be  in  the 
same  form  as  these  crepe  and  chiffon  scarves. 

Many  made  scarves  will  be  in  demand  for  Spring  and 
Summer  wear,  particularly  for  taking  to  Summer  resorts 
as  accessories  to  dancing  frocks.  Chiffon  shirred  on  the 
plain  length,  and  swansdown  trimmed  on  the  sherrings, 
is  a  dainty  novelty.  Combinations  of  chiffon  or  satin 
shot  effects  with  plain  will  be  also  much  seen. 

A  new  Spring  Paquinette  was  of  black  satin  with 
shot  blue  and  tan  lining,  for  wear  with  black  velvet  suit. 


Dress  Trimmings 

Beads  Particularly  Strong  in  Black,  White, 

Coral  and  Turquoise  —  Egyptian  Bandings 

—  W^ide  Braids  for  Suits 

Porcelain  headings  are  now  seen  on  net  in  all-over 
eBect  in  use  as  crowning  for  Spring  hats,  as  well  as  for 
dress  trimmings.  Frequently  hat  and  dress  will  be 
matched    in    this   respect,    the   chalk   or   porcelain     heads 


being  used  on  both.  The  popularity  of  this  form  of 
trimming  for  scarves,  berthas,  and  all  evening  accessories 
is  assured. 

A  handsome  filet  net  banding  has  embroidery  of 
white  dots  in  effect  exactly  like  the  porcelain  headings, 
but  lighter  in  weight  for  soft  Summer  dresses. 

Coral  in  passamenteries  and  in  small  band  trimmings 
will  be  much  favored  for  dressier  gowns.  Steel  is  widely 
seen,  usually  in  connection  with  the  magpie  and  jackdaw 
effects,  and  New  York  and  Paris  show  much  turquoise. 
With  the  return  of  the  bolero,  fine  opportunity  will  be 
given  for  the  production  of  fascinating  hsh-scale  and 
bead  combinations  for  evening  wear. 

Egyptian  solid  designs  and  soft,  dark  colorings  are  a 
feature  of  the  new  band  trimmings  on  cashmere,  Brussels 
or  filet  net.  These  are  similar  at  first  glance  to  the  re- 
cently favored  Persians,  but  on  inspection  are  seen  to  he 
plainer  and  decidedly  more  effective.  They  are  odd  and 
give  a  needed  touch  of  originality  to  a  dark  costume. 

Wide  braids  will  continue  the  universal  shirt  and  coat 
trimming  for  all  tailored  suits,  black  being  the  great 
seller.  The  new,  short  coats  are  specially  effective  with 
this  trimming  around  the  edge. 


Laces  and  Embroideries 

Great  Run  on  Irish  in  All  Forms  —  Guipure  and 
Point  de  Venise  Follow  —  Scallops  Running  Into 
Venetian  Points   in   New   Embroidered   Bandings 

In  trimmings  of  all  sorts,  bandings  in  graduated  widths 
for  skirts,  allovers  and  medallions,  Irish  lace  is  very  po- 
pular. Insets  of  Irish  are  the  feature  of  embroidered 
trimmings  in  styles  as  enumerated.  Lingerie  dresses  will 
be  trimmed  heavily  with  this  popular  lace  along  with  the 
lighter  weight  laces  and  with  embroideries.  Imitations 
are  scarcely  distinguishable  from  the  real  lace  this  sea- 
son. 

Broad  trimming  bands  running  round  the  skirt  a  few 
inches  from  the  bottom  show  deep  or  shallow  scallops  on 
both  edges,  some  of  these  running  into  Vandyke  points. 
Frequently  another  lace  such  as  Cluny  or  point  Venise 
will  be  used  on  the  same  skirt,  alternating  with  the  wide 
band.  Broken  band  effects  are  also  seen,  the  front  gore 
running  up  in  semi-princesse  style  with  vertical  trim- 
mings. For  lingerie  dresses,  the  leading  feature  will  be 
the  banding  sets  in  two  or  three  widths,  with,  perhaps, 
an  all-over  to  match. 
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Flat  Suede  Leather  Novelty   Bag  —  Manufactured 
by  Flett-Lowndes  &  Co  ,  Ltd..  Toronto. 

Irish  crochet  motifs,  both  real  and  imitation  are  seen 
as  trimmings  on  the  new  collars,  jabots,  belts  and 
blouses.  In  several  instances,  large  motifs  were  worked 
into  lingerie  dresses.  Small  crocheted  roses  were  used  on 
the  fichu  collars,  and  in  place  of  buttons  as  trimming  on 
lace  blouses  and  fancv  coats. 
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Medallions  of  lace  and  embroidery  in  Irish  both  picot 
and  crochet  will  be  a  feature  of  the  new  blouses.  Very 
large  pieces  occur,  and  many  berthas  and  fichus  in  one- 
piece  eflect  will  be  used. 

All-overs  consist  of  lace,  Irish  and  the  flat  laces,  all- 
over  embroideries,  and  the  mixed  effects  with  medallion 
motifs  of  lace  at  intervals.  Val.  all-overs  will  meet  the 
usual  demand,  and  the  market  holds  steady  in  nets,  plain 
and  embroidered,  for  blousings,  the  all-over  embroidery  ef- 
fects preferred. 


Hunting   Stock    of   Kancy   Poplin     in    Assorted 

Stripes      Shown    by    The    R.    D.    Fairbairn 

Co..   Limited.   Toronto. 

Touches  of  point  d'esprit  on  the  newest  accessories 
seem  to  point  to  a  revival  of  the  popularity  enjoyed  a 
few  years  ago  by  this  effective  net. 

Many  trimmings  of  Guipure  lace  and  edging  are  seen 
and  will  increase  as  the  season  advances.  It  is  to  be 
a  fine  year  for  filet  nets  and  laces,  and  combinations  with 
embroideries.  These  are  seen  in  washable  varieties  and 
also  in  the  metallic  laces,  including  cream  thread  with 
pale  gold  admixture,  which  will  be  used  on  dressier  Sum- 
mer creations. 


Great    Variety    in    Parasols 

General   Tendency  Excludes  Frills  and  Lace 
—  Novelty  Effects  in  Silk  and   Linen,  Fig- 
ured, Striped  and  Plain 

Great  variety  of  color  and  fabric  is  seen  in  the  para- 
sols for  Spring  and  Summer,  1911.  While  plain  shapes 
of  23  inch  frame  and  15  incli  handle  are  favorites  for 
genral  trade,  there  are  many  canopy  tops  in  use  on  more 
expensive  models,  with  12  and  8  ribs. 

Handles  come  in  novelty  woods,  and  a  very  wide  range 
is  allowed  for  the  pleasing  of  individual  tastes.  More 
than  ever  before,  plain  silk  parasols  in  medium  to  fairly 
dark  colors  are  seen  and  this  means  the  directoire  stick, 
in  shadings  and  style  not  unlike  the  umbrella  handle  of 
the  past  season.  Many  carved  ebonies,  green  or  of  color 
to  match  the  canopy  are  seen.  The  dark,  sltghtly-colored 
wood  presenting  a  fine  contrast  in  its  dull-finish  to  the  silk 
cover. 

Other  handles  for  the  lighter-covered  parasols  include 
cream  enamel  in  both  stick  and  crook  shapes,  and  in  the 
new  pistol  shape.  Many  of  the  light  woods  are  tinted  to 
match  the  parasol,  and  some  very  dainty  effects  were  seen 
in  the  much-favored,  modified  table  tops.  A  small  mirror 
was  set  in  one  of  these,  anolhcr  was  covered  like  a  big, 


brown  daisy  and  tinted  to  correspond.  Frequently  the 
flower  head  would  be  tipped  to  one  side,  making  a  re- 
semblance to  the  pistol-shape  handle. 

Enamel  is  much  used  in  Dresden  shadings  of  the  soft- 
est and  most  delicate  kind,  carrying  out  the  general  color 
scheme. 

Gold  ribs  are  the  universal  rule  in  all  parasols,  a  very 
few  silver  being  also  seen. 

Wide  Range  of  Color  Schemes. 

Owing  to  the  total  absence  of  lace  or  chiffon  frillings, 
or  of  any  sort  of  fluffy  trim  on  top  or  underneath,  the 
parasol  maker  has  turned  his  attention  to  color  combin- 
ations and  to  the  general  cut  of  the  parasol,  with  the 
result  that  a  very  neat  and  effective  article,  not  easily 
soiled,  is  now  on  the  market.  On  the  whole,  parasols  are 
small  and  well-rounded,  and  the  canopy  top  is  the  rule 
for  all  dressy  numbers.  This  gives  an  exceedingly  grace- 
ful outline. 

Color  effects  include  the  new  coronation  blue  and  the 
free  use  of  black  and  white  stripes  and  checks,  horizontal 
and  vertical,  and  in  all  sorts  of  combinations,  both  of 
themselves  and  with  borders  of  soft,  huge,  crushed-look- 
ing flowers  in  Dresden  shadings,  usually  of  rose  and  pink. 
One  such  parasol  was  wonderfully  pretty  with  deep  grey 
pin-stripes  on  white  as  a  ground,  and  Dresden  border. 

Poppies  are  a  favorite  flower  border,  used  on  buff- 
colored  taffeta  or  raw  silk.  Pongees  show  Persian  touches, 
usually  in  the  form  of  band  trimming  either  on  top  or 
underneath.  While  embroideries  are  very  good,  the  vast 
majority  of  popular  lines  are  of  goods  specially  printed 
and  woven  for  the  purpose,  with  horizontal,  sometimes 
varigated  by  vertical,  stripes  of  contrasting  color  in 
satin,  or  mercerized,  or  with  polka  dots  of  the  same.  The 
favorite  ground  to  show  up  these  effects  is  the  natural 
linen  shade,  the  buff  and  the  raw  silk. 

The  Materials. 

Great  favoritism  was  shown  last  year  to  the  practical 
parasol  of  plain,  unlined,  dark  taffeta  silk,  and  increased 
trade  is  confidently  expected  during  the  coming  season. 

Waterproof  silk  in  deep  green,  coronp'tion  blue,  pru- 
nelle,  Parma  and  brown  with  hemstitched  border  and, 
perhaps,  a  band  of  Persian  trimming,  or  of  the  new 
Egyptian  trimming,  placed  inside  the  hem  underneath,  is 
the  material  used.  This  style  of  parasol  with  carved 
directoire  stick  shaded  to  match,  and  handsome  cord  and 
tassel  will  be  a  fine  seller,  especially  early  in  the  season. 
Many  have  edge  of  tape  instead  of  hemstitch,  this  style 
being  practically  an  umbrella. 

Many  taffetas  will  also  be  seen  in  the  lighter-colored, 
dres.sier  numbers.  These  included  a  soft  shade  of  reseda 
with  under-trimming  of  Paisley  band  inside  the  border, 
edged  on  either  side  with  Valencian  insertion.  This  Pais- 
ley held  a  strong  glint  of  rose  which  tended  to  brighten 
the  whole  eflect.    Shrimp  pink  was  used  in  the  same  way. 

Other  taffetas  are  embroidered  in  self-colored  on  dark 
grounds  with,  possibly  a  little  touch  of  trimming  beneath 
in  contrasting  shade.  Many  plain  creams  and  some  whitei 
were  seen,  but  it  is  widely  held  that  natural  shantungs 
and  raw  silks  will  be  better  in  these  lines,  as  they  do  not 
show  the  dirt  and  are  very  flexible. 

A  novelty  taffeta  was  striped  black  and  white,  with 
ebony  handle  and  cord  and  tassel  to  match.  Magpie  and 
jackdaw  parasols  abound,  and  in  each  case  have  the 
handle  in  black  or  white  according  to  the  dominating  color 
note. 
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THE    GLOVE    HOUSE    OF    CANADA 


Fall  Glove  Announcement 


Entire  Lined  Gloves 

The  entire  range  of  Perrin  Men's  Lined  Gloves  has 

been  revised,  using  better  class  linings  than  ever  before. 

They  retail  from  $1.50  up. 

Fine  Angora  Wool  and  Silk  make  a  lining  never  before 
approached  and  not  previously  shown. 

While  all  number  of  Men's  Silk,  Wool 
and  Fur-lined  Gloves  have  been  im- 
proved,  Prices  remain  the  same. 


Ladies'  Lined  Gloves  in 
Silk,  Wool  and  Fur.  A 
very  wide  variety. 


Men's  Wool  Gloves.  A 
very  strong  line.  Many 
new  numbers. 


Kayscr  Fabric  Clowes  for  Fall  """'^Ze^ZtCT"" 


These  Gloves  are  world  favorites,  and  enjoy  a  splendid 
reputation  in  Canada.  Very  thorough  consumer 
publicity  will  widen  their  popularity  all  over  Canada. 
Merchants  have  appreciated  the  opportunity  to  sell 
Kayser  Gloves. 

TAie  Same  Numbers-'Ttie  Same  Prices 

as  in   U.S.A. 

The  entire  salesforce  all  over  Canada  is  now  showing 
the  above  lines. 


PERRIN  FRERES  <fe  CIE. 

28  VICTORIA  SQUARE  -  MONTREAL 


Please  mention  The  Reviezv  to    Advertisers  and  Their  Travelers. 
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RIBBONS 

Our  reputation  for  these  goods  is  established  and 
our  new  Unes  are  better  than  ever. 

If  it  is  RIBBONS,  we  are  the  people  to  look  to  for 
the  new  things.  RETAILERS  who  keep  an  eye 
to  business  know  that  for  EXCLUSIVE  lines  and 
real  values  w^e  are  always  to  be  counted  on. 

IT  PAYS  TO  TRADE  WITH 
A  SPECIALTY   HOUSE 

W^alter  H.  Barry  &i  Company 

TKe    R^ibbon    House    of   Canada 
Cor.  St.  James  and  McGill  Sts.  MONTREAL,  P.Q. 


M«de  in  kll  Human  H»ir  Shades  to  tone  with  the  hair  of  the  wearer,  the  Net  being  nuite  invisitilo  whilst  keeping  the  Coiffure  in  pl*oe  without  flattening 

S  Sizes-K  20.  Meilium         K  22,  I.,arge        R  JJ,  Extra  Large        K  34,  AUorer        R  16,  Suix'rfine 

ROSF.N WALD  BROS„  Sola  Manufacturers  and  Palaniaea,  London,  Pari*  and  Vienna.     Makers  also  of  ever)'  liind  of  Hair  NeU.  Hair  Pranies.  Hair  Rolls,  etc 

Hole  AgenU  for  Canada:  DIKCKKUHOFF,  RAFFIA)ER  &  CO  ,  I,iniil<Ml.  Cor.  Simooe  and  Wellington  Sts  .  Toronui.  and  52S  St    I'aul  Bl  .  Montreal 


Please  mention  The  Review  to    Advertisers  and  Thrir  Travelers. 
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Announcement 

to  the  trade 
spring  line— 1911 


We  desire  at  this  time  to  call  the  attention  of  our  many  customers  to  the  marked  change 
which  has  taken  place  in  the  style  of  Ladies*  Collars. 

After  a  long  and  successful  sale  of  fancy  embroidered  collars,  the  pendulum  of  fashion 
has  swung  to  the  other  extreme,  and  linen,  French  repp,  and  pique,  in  decidely  plainer  effects, 
have  become  the  vogue. 

The  latest  Parisian  styles,  in  a  variety  of  shapes  and  heights,  are  found  in  our  samples. 

Ladies*  soft  Lounge  Collars  in  white  sylken  and  French  repp,  complete  writh  pearl 
fasteners,  are  novelties  in  ladies'  outing  neckwear,  for  which  a  large  sale  is  predicted. 

If  you  want  the  correct  Ladies*  Collars  for  1911  we  have  them. 

Wait  for  our  salesman. 

THE  WILLIAMS,  GREENE  &  ROME  CO. 

Limited 
Factories :  Berlin  and  Hanover.  BERLIN,  ONT. 


Response  to  the  above  advertisement  has  been  magnificent 
and  the  endorsation  of  our  Spring  styles  in  Ladies'  Collars  for 
1911  most  gratifying. 

Have  you  seen  them  ? 

Write  us  for  sample  or  for  a  salesman. 

THE  WILLIAMS,  GREENE  &  ROME  CO. 

Limited 

.    Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Guaranteed  Gloves 


The  "Ryan  Guaranteed  Gloves"  have 
gained  a  prominent  position  with  glove 
buyers  solely  on  their  merits. 

None     but    the    best    material    used. 

Workmanship  the  highest.  Range  of 
styles  most  complete. 


[RYAN)    ;  The  Sign  of  Hie  Guaranheed  Glove  j 

1^. 


^<^- 


Guarantee 


AN 


r^. 


.M^ 


This  pair  of  Cloves  is  guaranl-eed  ho  give  enhire  sahsfachon.Should 
it  prove  defective  in  mahenal  or  stitching.we  will  repair  or  replace 
eamtf  if  yoti  will  return  them  to  us  witt\  tKis  ticket. 

The  Robert  Ryan  Co.. 

©Three    Rivers,  Que.  ^t^/^ 

^The  Sign  of  hhe  Guaranheed  Glove  ji     fevANJ 


This  guarantee  with  every  pair.     The  buyer  is 

running  no  possible  risk  when  buying 

the  "Ryan  Guaranteed  Gloves." 

Increase  your  sales  by  stocking  oicr  goods. 


JSold  by   Leading  Wholesalers  Throughout  Canadi. 


The  Robert  Ryan  Company 


THREE  RIVERS,  P.Q. 

E.  H.  Walsh  &  Co.,       Selling  Agents,         Toronto,  Ont. 

BRANCH  OFFICES:   MONTREAL,  WINNIPEG,   VANCOUVER. 


Please  mention   The  Review  to 


Uiicrtiscrs  ivid   Their  Tra^'clcrs. 
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A  novelty  in  taffeta  consisted  of  a  ■white  searsucker 
horizontal  stripe,  with  border  of  Paisley  band  trimming 
in  very  mixed,  delicate  blues  and  browns.  Mercerized 
silk  and  linen  combinations  resembling  raw  silk  are  much 
seen  in  cheaper  lines,  chiefly  trimmed  with  stripes  or 
dots.  Prettier  than  these  and  not  greatly  more  expensive 
are  the  satin  striped  or  dotted  real  raw  silks  mentioned 
above.  Either  line  is  presented  to  the  public  in  better 
styles  at  more  reasonable  prices  than  ever  before. 

The  usual  supply  of  lines  is  supplemented  by  canopy 
top  numbers  with  colored  borders.  When  the  natural 
shade  is  used,  bright  colors  give  a  lightening  touch. 
Oyster  white,  with  handle  to  match  appeared  in  a  speci- 
ally handsome  number  in  this  fabric.  Gay  flowers  and 
wide,  bright-colored  stripes  were  fine  selling  numbers. 

The  usual  popular  line  of  embroidered  white  lines  will 
appear  for  Summer  selling  and  these  are  favorites  as 
ever. 

Rajah  and  tussore  will  be  used  with  Paisley  borders 
in  shrimp,  saxe  and  navy.  An  all-paisley  pattern  in  Dres- 
den shades  was  of  satin. 

Children's  Parasols. 

Parasols  for  children,  ranging  in  price  from  25c  to 
$1.50,  are  plain  and  fancy,  many  embroidered  linens  being 
demanded.  The  seventy-five  cent  line  is  counted  one  of 
the  best  sellers  for  the  general  store. 

In  respect  of  shape  and  variety,  the  children's  articles 
resemble  those  for  the  grown-ups,  having  canopy  tops, 
eight  ribs  of  gold,  and  new  style  handles.  Rajah,  tussore, 
taffeta,  raw  silk  and  mercerized  goods  are  represented. 


Increasing  Demand  for  Lace 

Malines,  Chiffon   and    Ribbon  all  to  be  Used  — 

Violet  and  Rose  to  be  Features  for  Early  Spring 

—  Floral  Range  Becomes  Wide  Later 

Laces,  malines,  chiffon  and  ribbon  are  all  to  be  used 
particularly  for  millinery.  There  is  an  increasing  demand 
for  lace  in  millinery  Cluny  in  ecru  and  natural  shades  is 
used  in  imported  hats  and  there  is  a  feeling  that  later, 
heavy  lace  effects  may  be  used.  At  present  light  laces— 
Chantilly  in  black  and  white,  malines  and  Valenciennes 
are  the  laces  used. 


A  new  idea  is  the  shirring  of  deep  flouncings  on  wires, 
giving  a  willow  plume  effect.  This  is  an  idea  that  is  fea- 
tured in  several  of  the  new  hats.  The  flounce  of  Valen- 
ciennes around  the  brim  is  also  shown  and  for  this  use 
Valenciennes  comes  to  the  front.  Filet  laces  are  talked 
about  and  indications  are  in  favor  of  a  later  popularity. 
Bandings,  galoons  and  allovers  are  to  be  used  in  the  pro- 
duction of  the  later  season's  millinery.  Metallic  effects 
are  too  strongly  favored,  and  are  too  strongly  in  line 
with  present  fashion  tendencies  to  be  dropped  from  the 
list  of  trimming  materials  and  their  use  will  last  well  on 
into  the  coming  season.  Both  gold  and  silver  laces,  nets 
and  cloths  are  shown,  but  as  a  rule  they  are  of  the  dull 
tarnished  silver  and  brassy  gold  effects.  Novelties  in  tin- 
sel cloths  are  shown,  and  the  tarnished  effect  in  gold  and 
silver  laces  will  find  a  place  in  the  millinery  effects  for 
the  early  Spring  trade.  Brussels  net  foundations  and  filet 
are  expected  to  lead  in  the  metal  laces. 

Beads  appear  on  many  models.  Large  plateaux  are 
shown  of  horse-hair  worked  up  with  beads,  and  beads  are 
used  extensively  in  connection  with  hemp  Petersham,  rat 
tail  and  other  effects  in  the  production  of  novelty  ban- 
deaux, cabochons  and  ornaments. 

Coral  is  the  high  novelty,  and  comes  in  the  pink  tones 
rather  than  in  the  deeper  reds.  Porcelain  heads  are  freely 
used,  and  newer  still  are  the  chalk  white  beads  So  be- 
loved of  our  great-grandmothers.  Jet  ornaments  will  al- 
so be  seen,  and  jet  bandeaux  and  large  beads  are  making 
their  appearance. 

Malines  and  chiffons  are  freely  used.  The  crowns  of 
both  large  picture  and  small  turbans  are  formed  of  puffed 
maline  into  which  is  stuck  thickly  single  blooms  or  sprays 
of  flowers  and  maline  is  used  for  ruches,  large  swathed 
bow  effects,  full  mob  crowns  and  later  maline  hats  with 
the  brims  covered  with  bands  of  heavy  lace  are  indicated. 

A  new  idea  is  to  veil  hats  of  chip  or  hemp  with  two 
or  three  layers  of  maline  in  different  colors  giving  both 
an  iridiscent  and  moire  effect.  Chiffon  is  also  used  in  this 
manner  and  is  also  used  extensi%-ely  to  trim  children's 
millinery. 

Ribbons  are  always  more  freely  used  in  the  Spring 
and  extra  efforts  are  being  made  to  bring  ribbon  into 
greater  favor.  Large  flat  ribbon  bows,  chons,  and  smart 
cockades  formed  of  ribbon  are  very  much  used.  Velvet 
ribbons  are  much  in  evidence,  the  novelty  being  the  uncut 
or  terry  velvet.  Taffeta,  faille,  liberty  satin  and  duchesse 
in  wide  widths  are  the  popularly  used  ribbons. 


Ledge  arrangement   for   St.    Patrick's   Day.       The   harp   and   shamrock  leaf  are   covered  with   green  silk 
and   are   shown   against  a   draping   of   white.    Shown   by   the   John   Murphy   Co.,   Ltd.,   Montreal. 
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WHERE   KNOWLEDGE   IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrationB  :  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming,  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Eflects,  in  fact  everything  of  interest 
to  the  modem,  up-to-date  merchant  and  decorator.  Price,  post 
paid    ^ $3.50 

W\ndow^  Trimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  In  trims  pictured.  A  complete 
course  In  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    4. $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business.  Including  a  great  variety  of  practical 
plana  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 

A  complete  course  in 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice,  Punctua- 
tion, Composition,  Price 
Cards,  Directory  C&rds, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....$1.50 


Koester  System  of  Draping 

A  complete  Bell-Instructor  In  the  art  of  draping  dresi  goods  for  commercial  display.  Replete 
with  drawings  of  original  drapes  with  full  Instructions  how  to  make  them.  Every  detail  of  draping 
Is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 
tically.   Price,    prepaid   - $3.00 

All  books  sent  postpaid  on  receipt  of  price 


Retail  Advertising 
Complete 

This  book  covers 
every  known  mi'thod  of 
advertising  :i  retail 
business  :  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  In  Increased 
business  tor  the  mer- 
chant who  applies 
them    $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustration* 
pertaining  to  this  Interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  In  green  cloth.  Sent 
jostpald    for    $2.50 


MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 

143-149  University  Ave.         ::         TORONTO 
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Modern  Store  Equipment 


Suggestions   for   February 

Changes  of  Stock  and  Season  Well  Defined  — 

Improvements  and  Repairs  —  Enlarging 

Departments  —  Seasonable  Trims 

FEBRUARY  is  a  season  of  clean  up  in  most  stores 
with  decorators  and  trimmers,  the  season  be- 
tween seasons,  as  it  were,  when  it  is  advisable  to 
make  the  direct  line  defining  the  end  of  Winter 
and  the  commencement  of  Spring — by  arranging  in  the 
displays,  the  materials,  fabrics  and  lines,  which  it  is  ab- 
solutely desirable  to  clear  and  bringing  forward  new  and 
seasonable  lines  from  the  stockroom. 

Stocktaking  is  over  in  all  stores  and  a  season  of 
general  cleaning  is  in  progress  during  February,  in  all 
departments.  It  is  pleasing  to  note  the  fresh  look 
throughout  with  goods  rerolled  and  retickcted. 

It  falls  to  the  decorator  and  window  dresser  to  see 
that  all  changes  are  made  that  have  been  proposed  during 
the  former  season,  such  as  the  location  of  departments; 
the  bringing  of  the  popular  shades,  those  which  are  to  be 
featured  for  the  coming  season,  forward  in  the  dress 
goods  and  silk  section  and  the  arrangement  of  stock  in 
each  department.  Opening,  marking  and  ticketing  new 
stock  and  the  change  of  winter  lines  to  the  Spring  num- 
bers to  be  in  readiness,  for  the  demand  soon  to  come,  are 
included  in  his  duties. 

Especially  in  the  millinery  and  ready-to-wear  depart- 
ments is  this  evident.  The  milliners,  trimmers  and  sales- 
ladies are  away  on  holidays  or  to  the  wholesale  centres, 
and  these  departments  must  be  overhauled;  the  draperies 
and  curtains  taken  down  with  new  drapes  and  materials 
put  in  place,  as  far  as  possible.     The  carpet  or  rugs  must 


be  cleaned  and  relaid,  floors  oiled,  and  any  painting, 
plastering  or  papering  on  the  ledges  or  in  the  window  or 
store  interiors,  new  lighting  fixtures,  etc.,  throughout 
the  store  must  be  done  in  February  to  be  in  readiness 
for  the  return  of  the  complete  staff  by  March  1st  and  to 
start  the  season  with  the  desired  amount  of  enthusiasm. 

Visit  Larger  Centres. 

A  sensible  policy  of  a  great  number  of  window  trim- 
mers during  the  slack  month  is  to  take  advantage  of  the 
lull  and  make  a  trip  to  the  larger  centres  to  secure  ideas 
and  suggestions,  to  carry  them  through  the  coming  sea- 
son. It  is  suggested  that  any  window  man,  who  can, 
and  too  much  stress  cannot  be  laid  on  the  advisability  of 
this,  should  make  a  point  of  visiting  some  larger  business 
place,  where  he  is  bound  to  come  in  contact  with  ideas, 
see  other  windows,  beside  his  own,  and  get  in  touch  with 
what  his  brother  trimmers  are  accomplishing.  Indeed, 
many  window  trimmers  have  arrangements,  whereby  they 
connect  themselves  with  the  window  trimming  depart- 
ment in  the  large  stores  and  gain  more  by  actual  experi- 
ence and  combined  work,  than  they  could  find  in  their  own 
town  or  city  in  months. 

Try  it  this  year;  visit  some  of  the  large  city  stores, 
American  or  Canadian,  and  brush  up  ideas.  One  has  the 
opportunity  and  most  window  trimmers  have  the  artistic 
ability.  What  is  required  are  more  ideas.  It  is  a  good 
chance  also,  from  this  standpoint,  that  the  other  sales 
clerks  look  for  an  authority  and  it  is  also  an  excellent 
advertisement  for  the  store,  the  windows  and  the  decor- 
ator; adds  renewed  interest  and  enthusiasm  in  the  win- 
dows and  the  coming  displays.  People  expect  an  excep- 
tional showing  for  the  following  months. 


February   trims,    combininsf   blouses,    whilcwear   and   embroideries   to    meet   the   dernands   of    the  different 
departments,    by   Jas.   McNichoU,   with    Richard   Hall    &.   Son,    Peterborough. 
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Fixtures  Ihat 
Create  Sales ! 

GOOD  DISPLAY  is  the 
merchant's  biggest  sell- 
ing help,  and  our 

FIXTURES 

and 
FITTINGS 

will  be  found  of  special 
assistance  in  every  dry 
goods  store. 


'^ 


• 


No.  294-Mllllnery  Hat  Stand 


They  are  of  artistic  design, 
general  utility,  and  superior  finish, 
and  will  largely  contribute  to 
make  your  store  the  centre  of  at- 
traction in  your  neighborhood. 

Write  for  Illustrated  Catalogue 

TORONTO    BRASS    MFG.    CO.. 
LTD. 

17-21    Temperance   St.,    Toronto 


Yo 


"u  can 


SPRING ! 

No^v  is  The  Time  for  Changes 

You  certainly 
need  new  Display 
Fixtures  for 
Spring. 

Our  large  com- 
plete Catalogue 
will  show  you  what 
you  want. 


CLOAK   RACK 
Circle     circumference,  99 
in.:    30  in     diameter: 
Circle. nickel.  $10.     Circle, 
oxidized.  $10:50,  with  very 
strong  base. 


Write  to-day  for  a 
copy. 

Established  in 
1900 


DELFOSSE  &  CO., 

t 

Manufacturers    of   Fixtures,    Wax     Figures,     Bus 
Forms,  Mirrors,  Show  Cases,  etc. 

No.  7  Hermine  St.,  MONTREAL 


^ell  manyof  thes? 


AdjiistableDresslorms 


E^ 


'VERY  woman  needs  one — most'tailors 
and  dressmakers  need  several.    And  our 
extensive  advertising  in  widely  circulated  ■wo- 
men's and  general  publications  is  fostering-  this 
already  great  need — creating    new  business  for 
dealers  handling  the  line.     The  display  of  Hall- 
Borchert  Dress  Forms    in  your  store 
linksup  oiir  advertising  vi!\Xh  your  busi- 
ness— resulting  in  liberal  profits  on 
easy  sales  with  assured  satisfaction 
to  your  customers. 

MANY  DEALERS 

t  iind  it  very  ^roptahle  to  display 

HaTI-Borchert  Dress  Forms  in 
the  Dress  Goods  department, — 
Every  dress  goods  buyer  sees  it 
every  time  she  buys.' 

We  are  now  making  iheseforms  ir  "  -n- 

ada  so  that  you  may  secure  them  at  the 

same  wholesale  prices  current  in  New 

York  and  Chicago.     No  duty  to  pay  ! 

Hall-Borctert  Form 

D^<,„    C^      of  Canada 
ress  L.O.  Limited 

70-76  Pearl  Street 

TORONTO 

ONT 


LATEST  HALF-FORMS 

Skirt  may  be  Removed  from  Waist  and  Used  Separately 


No.  80  K.J. 

Jointed  arms  with  adjustable  hands.    Also 

with     plain     arms     and    without    arms. 

Write  for  Cataloeae  \o    16L.     Also  for  CircaUrs  on  Far  Stands, 

Hangers,  Mirro'S,  Etc. 

J.    R.    PALMENBERG'S    SONS 

E.I.  1852 

710  Bioadway.  New  York. 

Factory  87.  89  and  91  West  3rd  Street.  New  York 

30  Kingston  St..    1  10  Bedlord  St.     Nos.  10  and  12  Hopkins  Place 

Boston  Baltimore 


Please  mention  The  Review  to    .Idvertisers  and  Their  Travelers. 
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Plan  for  Opening  Displays. 

It  might  be  seasonable  to  suggest  here  also,  that  as 
soon  as  possible  new  plans  be  made  for  the  opening  dis- 
plays in  March.  Many  trimmers  start  this  week  to  pre- 
pare the  Spring  backgrounds.  Do  not  wait  until  the  last 
minute  to  approach  the  manager  with  ideas  and  the 
amount  of  appropriation  required  this  year.  Give  him 
some  definite  idea  what  the  plans  and  ideas  are.  What  the 
money  will  be  expended  for.  Get  him  interested.  Many 
trimmers  complain  except  in  cases  where  it  is  left  to 
their  own  initiative,  that  they  are  unable  to  get  the  con- 
sent of  the  head  until  the  last  minute.  The  fault  is  this: 
the  merchant  or  manager  has  other  things  to  think  about, 
and  it  is  really  necessary  in  most  cases,  to  bring  the 
matter  before  them  in  sufficient  time,  and  that  they  un- 
derstand they  are  to  get  something  worth  while.  Not 
one  far-seeing  merchant  but  is  willing  to  pay  for  any 
trim,  consistent  with  the  size  of  his  store  and  business 
turnover  and  the  enthusiasm  displayed  by  the  decorator 
in  getting  results  and  not  forgetting  to  prove  it  during 
the  coming  Spring  opening  and  season's  business.  All 
this  tends  to  make  the  merchant  say  next  year  in  good 
time,  "well,  what  display  is  suggested  this  season  ?" 

® 

Arrival  of  New  Goods. 

The  Spring  shipments  are  arriving  and  are  being 
marked — embroideries,  laces,  wash  goods  and  lawns,  ho- 
siery and  fabric  gloves,  cottons,  sheetings,  dress  goods 
and  silks,  as  well  as  new  importations  in  the  home  fur- 
nishing section  ;  rugs,  carpets,  curtains,  etc.,  and  first 
novelties  in  the  ready-to-wear  section. 

Many  merchants,  other  ideas  notwithstanding,  insist 
on  displays  that  show  the  amount  of  the  season's  pur- 
chases, the  diversity  and  range  of  the  new  selections. 

The  window  trimmer  is  asked  to  make  displays,  to 
bring  this  effect  before  the  customers  who  have  been  edu- 
cated to  watch  for  these  displays  from  year  to  year. 


Displays  which  show  the  range  of  hosiery  and  gloves 
in  the  boxes  just  as  they  come  from  the  warehouse. 
Stocky  trims  of  cottons — sheetings,  etc.,  to  show  that 
cottons  are  quoted  at  old  prices.  Dress  goods  and  silks, 
with  the  papers  left  on,  demonstrating  the  particular 
lines  of  manufacture  featured  by  the  store.  Wash  goods, 
lawns,  mulls,  prints,  etc.,  must  be  given  place,  and  a 
carpet  window,  showing  the  new  rugs  or  two-tone  effects 
in  carpets  will  not  be  amiss,  while  whitewear  and  white 
waists  from  the  ready-to-wear  must  not  be  forgotten. 
These  windows,  outside  the  special  Wednesday  and  Sat- 
urday sale  displays,  cover  the  month  of  February. 

Other  displays  which  induce  customers  to  do  their 
purchasing  or  get  their  sewing  done  early  and  command- 
ing the  attentions  of  the  boarding  house  mistress,  or 
hotel-keeper,  who  replenish  their  bedding  and  linen  during 
February,  are  proven  ways  of  getting  results  and  of  in- 
creasing the  selliog  power  and  values  of  the  windows. 

In  the  ledge  trims  the  department  idea  carried  out  on 
similar  lines,  giving  prominence  to  new  shipments,  quan- 
tities and  special  purchases,  or  featuring  the  leaders  of  a 
special  advertising  effort  will  be  effective  from  the  mer- 
chant's and  trimmer's  standpoints. 


February   Embroidery   Trim 

Making  Stands  From   Resources  at  Hand  — 

Cuts  Showing  Drapes  —  How  to  Make 

Them  —  Completing  the  Display 

ALL  window  trimmers  are  a.sUed  to  make  a  display 
of   embroideries   during   the   present   few   weeks, 
and  to  siiow  the  direct  shipments  from  the  manu- 
facturers, new  designs  and  real  values  to  the  best 
advantage.     This  trim  will  be  later  this  year  on  account 
of  late  deliveries. 

Embroideries  come  generally  in  eitlier  yellow  or  blue 
pMl>ei's.   excei>t   otherwise   ordered,   and    tlie   wimlow   trim- 


Plan   for   Opening 


Displays  this  m 
and  foliaee 


onth 
By  W 


Suge 


estion   showing    pillar  arrangement,    velour    background,   pedestals 
erguson,   with    J.    Sutclifie  &  Sons.   Lindsay. 
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INSURING  BIGGER  SALES 


Proper      display      fixtures      are 
etiuivnlent       to      an        insurance 
policy    on    your   sales 
a      powerful      magnet 
stoi'o,      a      constant 
invitation      to      pas- 
scis-Iiy         and         a 
Kiiarantee   of  great- 
er     sales,       by     in- 
ducing     a     greater 
nunil)cr    to     inspect 
your    wares. 

Clatworthy 
Fixtures 

In  point  of  at- 
tractiveness, final- 
ity, utility  and 
finish  are  the  best 
for  every  depart- 
ment of  your  busi- 
ness. 

We  are  specialists 
in  the  effective  dis- 
play of  morchan- 
dise  and  we  glad- 
ly place  our  long 
experience  at  your 
disposal. 

May  we  advise 
you  how  you  can 
increase  y<iur  sales? 
Write  us  fully. 
Send  for  our  new 
l.SO   page   catalogue. 

Clatworthy 

&  Son,  Limited 

161  King  Street  West 
Toronto 


Australian  Trade 


Are  You  Interested? 

If  so,  The  Draper  of  Jlustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     $2.50     Mailed  Free 

Specimen  Copy  will  be  lupplied  on  application. 

Advertismg  rates  may  be  obtained  and  space 
secured  by  communicatmg  with  our  New  York 
Office,  29  Broadway. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 

New  York,  29  Broadway 


SA*lc"Et  CARRIERS 


SAVE  TIME  &  MONEY 


OUR  GUARANTEE 

We  will  instal  a  System  of  Gipe  Carriers 
in  your  store;  you  use  them  TEN 
DAY.S,  and  if  you  do  not  find  that 
they  give  you  nETTERand  CJUICKER 
SERVICE  than  any  other  WIRE 
CARRIER.  PNEUMATIC  TUBES, 
CABLE  CARRIERS  or  CASH  REG- 
ISTERS, we  will  remove  them  at  our 
e?:oenBe. 


-CATALOG  FREE 

THE    &IPE.CARRIER  COMPANY 

.99' ONTARIO  STREET  TORONTO.  ONT 

europcau  officEun  noLBeRN-ioHOtn  e.c.  inc. 


British  America  Assurance  Company 

A.D.   1833 

FIRE  A.  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  G«a  A.  Cox,  Preddent  H.  R.  Brock,  VIei-Praddeat 

Robirt  Blckerdlke,  M.P.,  W.  B.  Melkle,    E.  W   Cox.  Gao.  A.  Morrow 

D.  B.  Hinni,  Aufustu*  Myers,  John  Hoikin,  K.C.LL.D. 
Praderlo  NIoholU,  Alex.  Liird,  Jimei  Kerr  Oiborne,  Z.  A.  Ltib,  K.C. 

Sir  Henry  M.  Pelliil,   E.  R.  Vood. 
IV.  B.  Mmlkl;  a^nmral  Managmri  P.  H.  Slmm,  •eoretary 

CAPITAL  11,400,000.00 

ASSETS 2,102,753.85 

LOSSES  PAID  SINCE  ORGANIZATION       29.833.820.96 


The   Koester  School  Originates 

C  It  does  not  follow  the  ideas  of  others. 

C  The  methods  used  in  windows  of  best  stores  all  over  the  country  were  originated 
in  the  Koester  School — these  methods  are  used  in  New  York  and  Chicago,  as 
well  as  in  all  the  smaller  cities. 

C  Koester  students  have  no  trouble  in  finding  good   positions.     They  are  equipped 
to  fill  any  kind  of  position,  and  they  command  better  salaries,  because  their  displays 
sell  more  goods.      Ask  any  Koester  student  or  any  merchant  who  has  employed 
one — there  are  many  good  positions  open  for  Spring. 
Write  at  once  it  you  want  to  join  the  Spring  classes  that  start  Monday,  February  27th. 

The  Koester  School  of  Window  Dressing.  ^^''ct^^^^"u\^' 


GEO.  ]  COWAN.  Vkt.Pm. 
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mer  can  deci.le  to  make  his  display  in  either  shade,  ac- 
cording to  the  entire  front  effect  and  in  keeping  with 
the  other  displays. 

Cambric  or  sateen  forms  a  good  background,  and  can 
be  used  to  outline  the  window  and  to  cover  stands.  In 
the  matter  of  stands,  it  will  likely  be  necessary  to  make 
them,  and  the  following  is  the  easiest  method.  Four-four 
or  8-4  oilcloth  remnants,  Ijorrowed  from  the  oilcloth  sec- 
tion, form  good  columns  and  are  covered  to  match  the 
liackground. 

The  poles,  whicli  are  used  to  roll  the  10-4  oilclotli.  cut 
in  4  ft.  and  5  ft.  lengths,  form  a  good  upright,  nailed  to 
a  square  6  ins.  x  6  ins.,  or  8x8  ins.,  of  2-inch  widtii  plank, 
for  a  base.  For  the  top  of  this  stand  a  20-inch  cross- 
piece  with  10-inch  piece  at  right  angles  from  the  centre 
top,  completes  a  fairly  good  T  stand.  For  this  purpose 
table  oilcloth  sticks  or  window  shade  sticks  which  are 
got  by  tlie  case,  are  just  the  thing  (see  cut  1.)  These 
stands  can  also  be  covered  plain  with  cambric  or  sateen 
to  luatcli  the  Iiackground,  and  oilcloth  columns. 

To  show  tlie  embroideries  the  background  can  be  di- 
\i(Ied  at  intervals  witli  allovcr,  flouncing,  or  corset  cover 
embroideries,  pinned  on  plain,  and  forming  a  panel  from 
top  to  bottom,  and  leaving  spaces  of  from  4  to  6  inches 
between  each. 

To  give  a  softened  ctfect  the  nai  rower  embroideries 
can  now  be  used,  draped  in  lialf  ovals,  fold  witliin  fold, 
for  about  half  the  depth  of  the  background,  always  l)eing 
sure  to  have  the  worked  edges  to  the  front,  and  caught 
fi-om  space  to  space  l)etween  tlie  back  panels,  formed  l)y 
the  allovers. 

Carry  this  arrangement  entirely  around  the  window, 
sides  and  back.  Full  pieces  of  embroidery,  in  tlie  pa- 
pers, can  now  be  placed  at  tlie  top  of  each  intersection. 

The  columns  and  stands  are  then  placed  in  position, 
according  to  perspective,  the  T  stands  being  covered  with 
wide  or  coi'set  cover  embroideries,  folded  from  one  side, 
dropping  to  the  floor,  over  the  centre,  and  again  to  the 
floor,  and  brought  over  to  the  other  side,  then  fold  within 
fold,  shorter  each  time,  until  the  stiind  is  coinpletcdy 
covered  as  in  cut  2. 


The  columns  are  to  he  Huished  by  winding  embroidery 
and  insertion  to  match  spirally  from  top  to  bottom,  and 
capping  each  with  a  full  end  of  embroidery  or  allover. 

A  fan-shaped  drape  can  be  made,  as  in  the  illustra- 
tion, cut  3.  The  front  can  now  be  finished.  Lay  a  strip 
of  cambric  or  sateen  from  end  to  end,  and  cover  with 
one  of  the  finest  allovers.  The  best  embroideries  can 
then  be  shown  standing  back  to  back  along  the  front, 
while  the  bottom  should  be  filled  with  full  pieces  of 
flouncing,  cambric  or  Swiss  edgings  or  insertions,  where- 
ever  there  is  a  bare  space,  being  particularly  careful  to 
cover  the  base  of  any  stand  that  would  show.  A  3-ft. 
circle  covered  with  embroideries  in  the  papers  and  sus- 
pended between  the  pillars  would  prove  effective. 

Small  price-tickets  on  each  prominent  drape  or  column 
will  add  greatly  to  the  selling  force,  while  a  panel  ticket 
to  one  side,  such  as  "Spring  designs  in  embroideries  from 
Switzerland,"  will  complete  a  creditable  display  and  di- 
i-ect  business  to  the  embroidery  section. 


Short  Shots  from  the  Window  Man. 

Combine  rajah,  shantung  and  natural  silk  drapes  with 
27  inch  habitau  in  blue,  pink  or  nile  and  finish  with  band- 
ings and  crochet  buttons  to  match. 

Two-tone,  .satin  finished  silks  or  messalines  used 
with  chiffons  to  match  or  contrasted  with  gold  and  silver 
gauze  or  allovers  combined  with  bandings,  motifs  and 
trimming  accessories  are  effective. 

Silk  velvet  or  velveteens  are  used  draped  over  fix- 
tures and  puft'ed  on  the  window  floor,  rich  shades  of 
violet  or  Burgundy  blue,  lending  color  to  the  display  and 
an  added  contrast,  with  materials  featured. 

Paneled  backgrounds  of  felt-plain  effects  in  cream 
blue,  pink,  tan,  brown,  etc.,  outlined  with  gold  or 
fresco  and  relieved  at  intervals  with  a  plain  or  shirred 
curtain  drape  in  the  same  shades  of  repp,  brocade  or  silk 
to  lend  softness  are  good  contrast. 

Grouping  effectively  and  combining  a  display  such  as 
coat,  suit,  blouse  or  dress  and  accessories  is  much  more 
pleasing  than  usual  displa\s 


UNIT  SUGGESTIONS  FOR  AN  EMBROIDERY  TRIM 
FOR  FEBRUARY  OR  MARCH  WINDOWS 


20    Inc-mes. 


Finished  T  stand  made  from   2-inch 

planks,  cut  poles  out  of  16-4  oilcloth 

and  table  oilcloth,  or  window  shade 

sticks. 


Showing  method  of  draping  T  stand 

with  wide  or  corset  cover  embroid- 

■  ery  over  cambric. 


Remnant   of   4-4  or  8-4  oilcloth   used 
as  pillar,  covered   with    cambric,  to 
make  embroidery  trim.     The  finish- 
ed drape. 
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NA/RITC     TO 


RICHARD  L.  BAKER  &  CO 


Importers  and  Mill  Selling  Agents 

100  Wellington  Street  West, 


Toronto 


Tl^ 


For 


"QiieenCiiia/i^ 


Stockings  for  "Women  and  Misses 

of  Cotton,  Lisle,  Silk  Lisle,  Pure 
Silk,  in    Plain   and    Embroidery 


and 


inguuai 


mu 


f» 


ftcciSTCmto 


Sox  for  Men,  of  Cotton. 
Lisle,  Silk  Lisle.  Pure  Silk. 
Plain  and  Embroidery. 


Let  us  send  you  sample  dozens  for  this  spring  season's  trade, 
and  you  will  become  a  regular  buyer  of  these  brands. 


S.  LENNARD  &  SONS 

DUNDAS,  ONT. 

Manufacturers  of : 


Wish  to  advise  you  that  their  range  of  productions  for 

AUTUMN  1911 

is  now  completed  and  in  the  hands  of  their  selling  agents,  who  will  call  upon 
you,  and  we  solicit  a  continuance  of  your  esteemed  orders 


No  Retailer's  Stock 
is  complete  with- 
out these  well- 
known   brands. 


JTo^.K^-'^^^SScASAOA 


SOLE  SELLING   AGENTS 


Flease  mention   The  Kevidc  to    Advertisers  and   I'heir  Traveicrs. 


Knitted   Novelties  for  Fall 

New  Lines   in  Ladies'  and    Men's    Sweater    Coats 

—  Styles  and  Colors  — Buying  for  Fall  — Early 

Deliveries  Taken  for  Holiday  Trade 

REGARDING  knitted  goods  of  all  descriptions, 
manufacturers,  jobbers  and  retailers  are  uniform- 
ly of  the  same  opinion  and  the  note  is  not  an 
uncertain  one;  higher  price  is  the  main  issue  to 
be  taken  into  consideration  by  buyers  for  the  coming 
Fall  season  1911. 

In  following  the  quotations  for  wools  during  the 
months  of  1910  it  is  easily  seen  that,  at  the  time  the 
manufacturer  had  to  buy  the  yarns  in  order  to  have  his 
lines  ready  for  the  placing  orders  of  the  wholesalers  and 
jobbers,  that  the  market  w^s  comparatively  firm  and 
had  been  holding  so  for  some  time. 

While  it  is  hard  to  estimate,  in  the  different  lines,  an 
idea  formed  from  the  prices  of  cotton,  also  as  quoted  a 
year  ago  indicates  that  it  is  natural  that  higher  prices 
will  be  asked  and  buyers  of  these  lines  prepared  and  ex- 
pected to  pay  more. 

A  consultation  of  the  market  reports  proves  this  con- 
dition and  the  experience  of  buyers  last  season  has  pos- 
sibly prepared  them   to  expect  it. 

The  purchases  from  the  mills  for  Fall  both  by  the 
wholesaler  and  through  the  jobber  have  been  estimated 
and  although  the  travelers  have  been  on  the  road  since 
the  New  Year,  the  returns  have  not  been  complete 
enough  to  give  a  sufficient  estimate,  for  the  coming  sea- 
son's results.  However,  reports  so  far  indicate  greater 
business  in  the  lines  shown.  Manufacturers  and  whole- 
salers are  apparently  satisfied  that  increases  will  be  re- 
peated all  along  the  line.  The  prospects  for  Fall,  1911, 
are  excellent  on  all  knitted  lines. 

Higher  Grade  Goods  Being  Taken. 

An  important  point  to  be  given  attention  in  placing 
orders  for  1911  is  whether  maintenance  of  price  usually 
paid  or  buying  higher  grade  goods  will  prove  the  better 
method. 

The  buyer  insisting  on  paying  the  usual  prices  of 
other  seasons  must  know  that,  invariably,  the  quality  of 
the  garment  will  be  lessened  or  the  yarn  adulterated,  .^s 
cheaper  grades  are  not  likely  to  prove  as  satisfactory, 
buyers  will  take  the  better  lines  which  is  a  benefit  to  all, 
the  mandfactvirer,  wholesaler  and  retailer.  Customers, 
too,  are  prepared  to  buy  better  qualities  over  the  count- 
er, and  the  merchant  will  find  it  all  to  his  advantage  to 
feature  better  lines  in  anticipation  and  in  placing  Fall 
orders. 

Merchants,  too,  under  these  conditions,  having 
stocks  of  1910,  can  offer  better  values  than  the  placing 
buyer  of  1911. 

In  this  connection,  too,  buying  better  grade  goods  is 
advisable,  especially  in  hosiery  and  underwear.  The  de- 
mand showing  for  the  better  grades  is  given  consideration 
by  the  larger  retail  stores.  The  wholesalers  and  retailers 
who  have  possibly  been  conservative  in  sticking  to  prices 


and  not  showing  better  lines,  should  note  the  tendency 
and  a  demand  by  the  retailer  for  the  better  makes  will 
warrant  stocking  on  the  part  of  the  wholesaler.  Efforts 
made  to  divert  the  business  on  these  qualities  in  the 
merchant's  direction  seem  advisable  in  the  Fall  placing  of 
orders. 

Cater  to  Spring  Trade. 

In  the  knit  goods  sections  of  most  retailers,  shawls, 
toques,  clouds,  mufflers,  etc.,  the  business  is  i)ractically 
completed  for  the  past  season,  sales  being  maintained  ly 
unusual  values  or  efforts  to  further  reduce  the  balance  of 
stock  before  listing  or  storing  for  the  Spring  and  i^nm- 
mer. 

Demands  for  sweater  coats,  ladies'  and  men's,  while 
not  showing  the  usual  activity,  this  being  between  sea- 
sons, will  soon  evidence  an  extremely  good  business  with 
novelties  in  growing  favor. 

In  Spring,  the  lighter  weights  only  are  shown  for 
men  in  sweater  coats  and  while  not  many  new  features 
are  noted,  greys,  blues  and  browns  are  good.  Calls  are 
made  for  club  or  university  color  combinations  such  as 
cream  with  royal  or  white  with  cardinal,  and  white  with 
yellow. 

Merchants  who  cater  to  this  trade  can  give  quotations 
to  clubs  or  athletic  organizations  by  keeping  in  touch 
with  the  new  samples  shown  for  Fall. 

Spring  Lines  Knit  Goods 

.\s  far  as  possible,  underwear  mills  are  completing 
shipments  of  ladies'  underwear,  and  except  in  cases  of 
the  larger  retailers,  have  filled  their  orders.  Those  buy- 
ers who  do  not  take  deliveries  until  after  stock-taking 
will  experience  no  trouble,  as  these  goods  are  now  readv 
to  go  forward. 

Results  of  underwear  sales  in  conjunction  with  the 
January  whitewear  events  have  been  most  successful. 
Other  retailers  are  busy  marking  the  new  shipments  and 
the  underwear  departments  are  being  changed  or  a  repre- 
sentation of  the  new  lines  put  forward. 

No  complaints  are  heard  regarding  the  new  goods  and 
lines  opening  out  satisfactorily.  The  differences  in  values 
are  not  so  noticeable,  not  being  apparent  to  the  public 
eye.  Merchants  have  been  able  to  procure  extra  values 
quoted  at  mill  prices  in  quantities  and  will  use  these  as 
leaders  in  the  coming  season's  selling 

T.ines  to  sell  at  lOc,  2  for  25c  ,  and  25c.,  and  the 
better  Ifsles  and  silk  open  up  well,  some  exceedingly  nice 
garments  having  been  bought.  Many  merchants  arrange 
to  buy  several  sets  of  travelers'  samples  and  procure  a 
profitable  sale  line  to  sell  for  9c.  each,  3  for  25,  in  this 
way.  These  goods  are  also  being  received  now,  travelers 
having  reduced  their  samples  to  sorting  lines. 

Regarding  the  buyers  of  better  class  underwear,  radi- 
cal chan2;es  have  taken  place  in  the  demand  for  light 
weight  garments  of  short  sleeve  and  knee  lengths.  Right 
through  the  Winter  season  this  demand  is  traced  and 
simply  has  to  be  taken  into  consideration  from  the  bu\'- 
ers'  standpoint.  Combination  trade  is  growing  rapidly 
also  and  this  idea  must  also  be  given  consideration. 
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"Silent 
Salesmanship'' 


TT'OU    know    what  Louis  Hermsdorf 
■*■     means  when  stamped  on  a  stock- 
ing's sole — (almost  everybody  does). 

Your  salesclerk  will  not  have  to  answer 
a  dozen  questions  to  sell  a  pair  of 
HERMSDORF  DYED  FAST  BLACK 
STOCKINGS. 

The  name  itself  is  a  quality  argument— 
a  selling  force— a  profit  factor— the  most 
eloquent  name  in  Hosiery  History. 

In  your  store  let  HERMSDORF  be 
The  Name  That  Sells  The  Stocking 


Works  American  Bureau 

Chemnitz,  Saxony     235  West  39th  St., New  York 

Write  for  free  Booklets,  Cuts, 
Show  Cards,  etc. 


Influence  of  Fall  Buying. 

Purchases  for  Fall  will  be  along  these  lines  and  goods 
of  this  class  put  into  stock  where  the  buyers  a  couple  of 
seasons  ago  would  not  have  entertained  such  a  thing,  no 
demand  being  apparent. 

Buyers  must,  therefore,  in  placing  their  Fall  buying 
be  influenced  by  these  demands,  prices  and  the  influence 
this  has  on  the  quantities  to  be  bought  of  the  different 
grades.  The  travelers  are  now  showing  their  samples 
for  Fall  and  the  decision  whether  to  maintain  values  or 
price  must  be  made. 

The  merchant  who  paid  $2.50  for  his  25c.  line  last 
season  and  sold  a  $1.75  line  at  50c.,  will  find  it  harder 
than  the  merchant  who  stocked  both  lines  and  sold  the 
cheaper  or  $2.25  and  $1.00  lines  until  well  on  in  the  sea- 
son, putting  the  better  lines  forward  later  to  increase 
sales.  The  manufacturer  will  probably  quote  the  best 
grade  possible  at  the  popular  prices  but  the  merchant  can 
use  this  advantage  to  force  better  lines  to  the  buying 
public  in  the  displays  or  advertising  and  buy  accordingly. 

For  combination  knee  length  and  short  sleeve  under- 
wear, the  demand  is  possibly  according  to  locality  or  the 
class  of  trade  catered  to.  It  cannot  be  denied,  however, 
that  combinations  were  better  sellers  last  season  than 
usual,  especially  in  December.  This  demand  is  bound  to 
influence  the  buying  for  Fall  of  other  grades  and  the 
quantity  lessened  on  the  cheaper  lines  possibly,  in  favor 
of  this  tendency. 

Wholesale  travelers  are  now  on  the  road  and  it  is 
possibly  premature  to  indicate  returns.  Inquiries  re- 
garding the  outside  demand  for  knee  length  or  shorter 
sleeves  received  the  reply  that  no  demand  has  been  par- 
ticularly noted  but  that  more  special  orders  are  being 
had  by  letter,  the  demand  for  combinations  being  in  ex- 
cess of  other  seasons. 

It  seems  assured  that  no  difficulty  will  be  experienced 
in  delivering  by  buyers  of  quantities  who  place  their  or- 
ders comparatively  early. 

Lighter  Weight  Men's  Underwear. 

In  men's  underwear,  the  spring  lines  are  practically 
all  in  stock.  It  is  noted  that,  in  the  cities  or  larger 
towns,  men  are  wearing  balbriggan  and  fine  natural  wools 
all  the  year  round  on  account  of  weather  conditions  and 
the  sheltered  localities  in  which  they  live.  It  used  to  be 
the  usual  thing  that  men's  underwear  included  heavy 
weight  garments,  but  this  idea  is  lessening  according  to 
the  demand,  and  heads  of  departments  are  increasing  sales 
on  the  light  weight  lines,  also  carrying  the  naturals  and 
balbriggan  through  the  entire  year. 

One  particular  change  is  made  for  Fall  by  some  manu- 
facturers in  cutting  down  the  number  of  lines  and  the 
quantity  of  samples  in  the  hands  of  their  travel- 
ers or  jobbers.  Some  of  the  better  lines  have  already 
been  shown  and  comprise  only  a  few  numbers,  but  giving 
the  buyer  a  greater  choice  in  styles  or  variation  of  selec- 
tion in  each  number.  This,  will  possibly,  eventually  be 
adopted  by  most  manufacturers  and  tends  to  concentrate 
manufacturing  to  more  confined  demand.  More  demand  on 
the  numbers  shown,  and  less  variation  from  fixed  lines  is 
aimed  at  to  overcome  to  some  extent  the  changing  of 
machinery  and  the  loss  of  time  consequant  on  such 
changes. 

Men's  Sweater  Coats  for  Fall. 

For  Fall  the  indications  in  men's  sweater  coats  point 
to  increased  business  and  the  first  reports  from  the  trav- 
elers show  that  greater  confidence  than  ever  is  evinced  in 
the  taking  of  these  lines  shown. 

The  feeling  is  that  greater  business  will  be  done  and 
that  the  demand  will  be  steadier  next  season. 
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HEJVSON 

UNSHRINKABLE 

UNDER1VEAR 


How  it  is  Shown  to  Canada 


The  demand  for  Hewson  Knitted  Goods  is  such  that  arrange- 
ments have  been  made  this  season  to  have  the  Fall  line  shown  to  the 
trade  of  the  Dominion  in  a  most  thorough  manner,  so  that  everyone 
will  have  an  early  opportunity  to  see  the  line. 

Manitoba,  Saskatchewan,  Alberta  and  British  Columbia  will  be 
thoroughly  covered  by  Sixteen  Travellers  from  R.  J.  Whitla  &  Co.,  Ltd., 
Winnipeg,  Man. 

Oiitario  and  Quebec  trade  will  be  visited  by  four  or  five  travellers 
sent  out  with  the  Hewson  Line  by  Sparks  Bros.,  Ottawa,  and  E.  Hamel, 
Quebec  City. 

New  Brunswick  and  P.  E.  Island  are  in  the  hands  of  our  Mr.  C. 
Oran  Thompson,  who  is  so  well  known  to  the  trade  of  the  Maritime 
Provinces. 

Nova  Scotia,  including  Cape  Breton,  is  the  territory  of  Mr. 
H.   E.   Heisler. 

The  way  that  business  is  coming  shows  that  1911  is  bound  to  be 
the  biggest  Hewson  year  yet.  A  Hewson  man  will  see  you  very  soon. 
Be  sure  and  prepare  for  the  demand  that  is  coming. 


Hewson  Woolen  Mills 


Limited 


AMHERST, 


N.S. 
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RIBBED 


T 


UNDERWEAR 

Make  a  generous  provision  in 
your  next  order  for  our  famous 
line  of  Ribbed  Underwear ! 
It  is  the  very  last  word  in  all 
that  is  best  in  quality,  cut, 
finish,  and    wearing    qualities. 

It  is  noted  for  its  comfort  in 
wear  and  softness  to  the  skin, 
and  is  a  line  that  can  be 
handled  with  a  good  profit 
margin,  and  solid  satisfaction, 
to  both  retailer  and  customer. 

Be   sure    and   see  our  samples 
before    you    place  your    order. 

THE  C.   TURNBULL 
COMPANY  OF  GALT, 

LIMITED 


GALT 


ONTARIO 


T 


"MAPLE 
LEAF" 


MADE  BY 
tHtGOOERICH  KNITTING  CO 


HOSIERY 

&ND 

MITTS 


Start  tlie  Year  Riglit! 

by  placing  your  order  for 

MAPLE   LEAF 
Hosiery  and  Mitts 

They   cost    no    more    than     many     inferior 
brands,   and    have    no    superior  in  point  of 
quality  ,  texture  and  finish. 
See  Our  New  Cashmere  Lines  for  Early  Fall 

Sold  direct  to  the  trade. 

Goderich    Knitting    Co., 


Limited 


GODERICH, 


ONTARIO 


Selling  Agents:  Potts  &  Mcintosh.  Vancouver;  A.  J.  Snell. 
Winnipeg  ;  J.  G.  Chown,  Clinton:  H,  Switzcr,  Ottawa;  A  L. 
Gilpin,  Montreal:  Fred  S.  White,  St    Stephen.  N  B. 


Owing  to  conditions  last  season  and  the  impossibility 
of  the  retailer  to  procure  anything  like  satisfactory  ship- 
ments even  for  Spring,  deliveries  are  asked  for  earlier  in 
the  Fall  season. 

Manufacturers  have  planned  to  take  greater  orders 
and  absolutely  confirm  the  promises  of  deliveries  on 
time.  This  has  been  brought  about  by  increased  facilities 
at  the  mills.  The  decision  to  increase  has  been  justified 
and  the  orders  received  so  far  bear  out  the  advisability 
of  this  greater  output,  some  lines  having  been  oversold 
already  and  cancelled. 

Wholesalers  are  also  taking  advantage  of  these  condi- 
tions and  accept  delivery  immediately.  These  deliveries 
are  now  given  by  some  mills. 

On  the  part  of  the  retailer,  in  order  to  avoid  the  con- 
ditions of  last  season,  the  demand  for  earlier  shipments, 
early  placing  of  orders  is  advisable  to  take  advantage  of 
the  outout  at  hand  as  the  mills  are  only  able  to  promise 
contracts  now  being  made.  It  is  as.sured  that  buyers  who 
leave  their  placing  orders  until  late  will  experience  the 
same  troubles  as  heretofore  in  getting  deliveries,  the 
quantities  taken  by  the  buyers  being  greater  in  anticipa- 
tion of  the  steadier  demand.  Apparently  the  mills,  even 
with  the  increa.sed  output,  cannot  promise  to  fill  later 
orders. 

First  Fall  Reports- 
First  Fall  reports  also  showed  that  the  ordinary 
military  collar  on  men's  sweater  coats  is  by  far  the  best 
seller  and  the  new  muffler  collar  is  the  "novelty.  This  col- 
lar lies  flat,  fitting  over  similar  to  a  muffler.  The  colors 
shown,  brown  with  myrtle,  slate  or  myrtle  with  cardinal. 
Royal,  and  white  and  seal  with  tan  combinations,  have 
taken  well  and  also  heathers,  particularly  blue  heathers 
with  cardinal  or  myrtle  or  crimson  heather  with  cardinal. 
.^11  greys  in  the  different  combinations  are  excellent  and 
good  sales  are  booked. 

In  these  lines  the  price  element  has  not  been  so  notice- 
able to  early  buyers  and  some  of  the  samples  seen  in 
boys'  and  men's  sweater  coats  give  every  opportunity  to 
procure  the  leaders  for  Fall,  equal  in  every  way  to  last 
season's,  nevertheless  the  significance  of  the  demand  for 
better  goods  must  not  be  lost  sight  of. 

Ladies'  Sweater  Coats. 

In  planning  for  business  the  retailer  must  give  care- 
ful consideration  to  the  buying  of  ladies'  golf  and  sweat- 
er coats  this  season.  It  is  rather  early  yet  to  give  any 
definite  information.  The  feeling  is  for  30,  34  or  36  inch 
lengths.  Any  quantity  of  Ihe  shorter  garments,  these  be- 
ing staple  novelties,  will  be  freely  taken  and  all  lines  of 
the  popular  prices  stocked,  especially  in  the  36-inch 
length. 

Some  of  the  better  numbers  of  the  new  coats  shown 
are  designed  on  tailored  lines,  mannish  effects  being  fea- 
tured. Also,  with  regard  to  finish,  shoulders  are  made 
to  fit  squarely  and  do  not  droop  over  the  arm.  New  de- 
signs are  cut  to  fit  the  same  as  custom-made  garments. 
Care  is  also  taken  in  the  finishing  of  the  garments,  the 
homs  heing'turncd  up  farther,  seams  overstitched,  and  the 
attention  given  to  better  fitting  throughout  to  overcome 
the  unfortunate  sag  or  pull  of  other  seasons  The  weaves 
are  mostly  1-1  cardigan  rib  and  fancy  stitch. 

F^olid  colors  promise  to  be  more  in  demand  The 
range  includes  white,  sky,  khaVi,  slate  (a  new  color). 
grev.  being  a  combination  of  black  and  white  in  the 
varn,  the  slate  a  dyed  color,  navy  or  roval  blue  and  anv 
combination  of  the  foregoing  colors  with  white,  and  es- 
necinllv  white  and  nnw  Tan.  "hampagne  and  grev  with 
hhie  are  well   represented. 

Tn  the  better  class  earments,  too.  attention  is  given 
to  btitton  holes,  a  "no  tear"  button  hole  being  introduc- 
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Note  the  Superior  Finish  of 


An  exainination  of  any  Hygeian  Garment  will  reveal  the  fact  that  every 
detail  is  finished  with  a  nicety  that  is  beyond  all  things  pleasing  to 
particular  women. 

This  superiority  of  finish,  which  comparison  only  makes  the  more  obvious, 
has  had  a  great  deal  to  do  with  making  "HYGEIAN"  the  leading 
line  of  women's  underwear  in  the  trade. 

Fall  Samoles  are  being  shown  by  every  wholesale  "Dry 
Goods    House    in   Canada,      ^e  sure  you  see   them. 

Eagle  Knitting  Company 

LIMITED 

Controlled  by  J.  R.  Moodie  &  Sons,  Limited 


Hamilton, 


Ontario 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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All  Wool 
Hand  and  Machine  Knitted 

GOLF  COATS 


LATEST 
STYLES, 
COLOURS, 
FINISH. 


PERFECT  FIT, 
LADIES'  and 
GIRLS' 
SIZES. 


LOWEST  MANUFACTURERS'  PRICES 

All  Orders  will  be  executed  through 
your  London  Houses. 

A.  T.  SINGER  CBi.  CO. 

77   FORE  STREET 

LONDON,  E.G.,   -    ENGLAND 


J 


Thos-  GrimshaAV  &  Sons 


Hosiery   Manufacturers 

27  Dale  Street 
Manchester,  England 


Limited 


Works :  Sun  Mill,  Llttleborough. 


Branches  :    Liverpool— 21  Leigh  Street 

Birmingham— 20  Cannon  Street 
London  Office— 6  Milk  Street,  B.C. 


Agents  for  Canada  : 

narrower  &  Johnston,  Montreal 


speciality: 

*OaK  Tree'  Hosiery  and  Under^wear 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Your  1911  Knit  Goods  Trade 

will     be    all    you    could    wish    for    if    you    are     handling 
the  full  range  of 


'^  Dominion" 

Brand 

Knit  Goods 

They  are  real 
quality  goods 
and  the  cost  is 
no  more  than 
that  of  many  in- 
ferior lines. 

The  modern  machinery  and 
methods  we  have  introduced 
in  our  factory  have  lowered 
our  cost  of  production  and  we 
are  giving  the  retailer  the  full 
benefit  of  this  reduction. 
Be  sure  and  see  samples  of  our 
new  lines  of  ribbed    hosiery 

Drop  us  a  line  If  you  don't 
got  a   call  In   good  time. 


^,^^    f 


A.  Burritt  &  Company 

Dominion  IVIIIIs 
IVIITCHELL,       -       ONTARIO 


THE  LABEL 

THAT  STANDS  FOR  QUALITY! 


J 


ONE  excellent  reason  why  you 
should  see  samples  of 


"MAPLE  LEAF" 
Brand  Underiwear 

before  placing  your  order  for  new  season's  goods,  is 
because  the  demand  for  this  well-known  line  is  in- 
creasing by  leaps  and  bounds. 

Quality,  cut,   finish  and  wearing  qualities  are 
found  in  each  "MAPLE  LEAF"  GARMENT. 

Get  wise  to  the  profit  of  handling  the  lines  the 
public  wants. 

SELL 

MAPLE 

LEAF"' 
Underwear 


Thos. 

Waterhouse 
&  Co.,  Limited 


Ingersoll, 
Ont. 


ed.  Silesia  is  used  to  prevent  pulling  and  keeping  gar- 
ments from  stretching  in  the  front  and  the  button  holes 
from  dragging.  Large  pearl  buttons  and  loops  to  fasten 
at  the  collar  are  used. 

Orders  show  turnover,  "presto,"  and  the  ordinary 
military  collars  as  among  the  best  sellers.  The  high  col- 
lats  shown  can  be  turned  over,  neatly  folded  inside  or 
worn  similar  to  lapels  of  a  coat.  The  new  muffler  collar 
is  a  combination  of  the  muffler  idea  and  high  collar,  fold- 
ing over  in  front  similar  to  the  patented  mufflers  or  rol- 
ling collar  efiect.  These  improvements  are  in  keeping 
with  the  feeling  for  better  fitting  and  the  demand  for 
higher  class  lines. 

Merchants  usually  reduced  the  stock  to  the  lowest 
point  possible  in  other  seasons  but  have  found  it  is  not 
altogether  desirable  to  be  sold  out  of  ladies'  novelty  and 
sweater  coats.  Owing  to  the  inability  to  get  deliveries, 
stocks  at  present  are  somewhat  low,  but  it  is  not  an  ac- 
count of  the  merchant  not  wanting  stock.  Merchants 
taking  the  deliveries  immediately,  especially  of  the  light- 
er weight  and  novelties,  will  be  able  to  serve  their  clien- 
tile  when  the  boating,  motoring,  touring  and  excursion 
season  arrives. 

Plans  in  this  direction  are  being  made  and  every  evi- 
dence is  given  of  a  much  better  season  compared  with 
Spring  a  year  ago. 

Slock  the  New  Lines 

Altogether  as  the  season  advances  it  is  expected  that 
the  knit  goods  department  will    show  greater  increases. 

For  Fall,  quantities  of  the  different  lines  are  being 
taken  in  clouds,  toques,  mufflers,  knitted  scarfs  and  nov- 
elties, more  particularly  aviation  caps,  motor  hoods  and 
similar  novelties,  both  imported  and  domestic.  These 
have  had  a  great  run  in  the  city  stores  this  season,  but 
have  not  been  shown  to  any  great  extent  outside.  Merch- 
ants should  stock  the.se  lines  for  Fall  and  it  would  ap- 
pear to  be  a  wise  course  to  increase  their  orders  in  keep- 
ing with  the  increases  of  the  last  Fall  season  and  antici- 
pating the  steadier  demand  which  these  lines  will  have. 

Buyers,  too,  will  have  to  consider  several  smaller 
makers  on  these  particular  lines,  many  new  mills  having 
started  to  manufacture  knit  goods.  This  necessitates 
looking  at  more  goods,  but  some  of  these  smaller  manu- 
facturers are  turning  out  lines  worthy  of  consideration, 
and  advantage  should  be  given  their  representatives  to 
show  their  samples. 

Increased  Import  Business 

For  import,  increased  business  is  reported  by  the  job- 
ber on  all  knitted  goods,  bootees,  infants'  overalls,  gart- 
ers, ladies,'  children's  and  men's  vests  and  drawers,  un- 
derwear, etc.,  and  boys'  and  men's  sweater  coats. 

Prices  are  exceedingly  firm  and  have  been  maintained 
throughout,  it  being  stated  that  any  reduction  in  prices 
by  the  jobber  would  not  be  accepted  at  the  mills. 

Bearskin  coats  have  also  been  placed,  that  is  staple 
lines  principally,  while  novelty  shades  not  being  done  to 
any  extent. 

Importers  of  hosiery  state  that  it  is  almost  impos- 
sible to  get  a  good  line  for  Fall  to  sell  at  S2.2.5,  practic- 
ally forcinc:  the  demand  for  the  better  class  of  goods 

In  ladies,:  children's  and  men's  underwear,  business  is 
reported  increased  by  jobbers  by  2.'i  per  cent  over  the 
corresponding  period  a  year  ago. 

.Mthough  prices  are  higher  by  about  .5  per  cent,  this 
does  not  interfere  with  the  placing  by  large  importers  of 
well  known  lines  which  do  not  compete  with  the  Cana- 
dian market. 

(rond  placing  orders  have  been  received  in  all  lines  by 
jobbers,  wholesalers  and  commission  houses  and  prompt 
deliveries  promised. 
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This  is  the  type  of  man  who 
wears  ZIMMERKNIT  UNDERWEAR 


■fi^^- 
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The  man  who  knows  what  he  wants— knows  what  good  clothes  are. 
and  asks  for  them.     Don't  you  want  to  secure  his  trade?     The  demand   i.s 
now  for  better  quality  and  lighter  weight  in  underwear.      The  heavy  wool  gar- 
ments, so   long  the  staple  lines,  are  now  being  discarded.      Instead  of  imderwear 
which  is  a  burden  through  its  weight,  a  mi-sery  through  its  roughness,  and  constant!, 
menacing  our  health  through  the  unhygienic  state  in  which  it  keeps  our  bodies,  we  now  have 


u 


ZIMMERKNIT"   UNDERWEAR 


The   underwear  of   the   well   dressed    man.     Zimmerknit  goods,    by    reason    of   their  superior 

material,  workmanship  and  style,  are  fast  making  friends.    They  are  more  hygienic  and  nuich  more 

comfortable  than  wool,  and  do  not  shiink  or  stretch  out   of  shape,  but  always  remain  a  perfect  fit. 

(larry   the    '  Zinmierknit"  goods  in   yoiu'   stock,  be  prepared  to  supply  the  growing  demand  for 

light-weight  garments.      The  Trade  Mark  sells  the  goods  these  days,  and  i)eople  are  learning  to  ask 

for  "Zinuuerknit." 

Take  a  Zinimei-knit  garment  to  the  window  examine  the  texture,  the  style,  the  way  its  put 
together,  then  compare  it  with  the  French  Balbriggans  and  other  imported  lines,  you  will  not  fail  to 
note  the  superior  (luality  of  finish  that  supplie.s  the  reason  Zinuuerknit  goods  are  asked  for. 

THE  ZIMMERMAN    MANUFACTURING    COMPANY,   Limited 

HAMILTON,  ONTARIO 

All   dealers  should  insist  upon  Zimmerknit  trade  iimrk  on  their  goods,  which    stands    lor   High  Cla.ss   Inderwear. 


INTERLOCK  VEL\KT  R115:  A  new 
exclusive  line  witli  us,  and  our  leader. 

POROUS  KNIT:  In  all  colors.  Tlie 
ideal  hot  weather  garment 

BALBRKIGAN:    In  all  styles  and  colors. 

OUTING  JRRSIES:  Fast  washable  colors. 

BATHING  SUITS. 

COMBINATIONS;  A  specialty  with  us, 
in  BalbriKK'Uis  and  Interlock  Ribs. 
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Ladies"  and  Misses"  crarinents  in  high 
neck,  loug  sleeves;  low  neck,  no  sleeves; 
low  neck,   short  sleeves;   combination  suits. 

Men's  and  Boys'  long  sleeves  and  ankle 
short  sleeves  and  knee. 
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Spring  Hosiery  Selling 

Merchants  Pleased  With  Values  of  New  Purchases 

—  This  Department  Should  Show  Good  Profits 
This  Season  on  Leader  Lines 

Hosiery  buyers  who  took  advantage  of  the  prices 
placing  orders  for  dyed  and  fancy  hosiery  for  Spring, 
have  every  reason  to  feel  gratified. 

These  shipments  are  now  coming  to  hand,  being 
marked  and  passed  into  stocks  and  deliveries  seen  to  be 
fairly  complete  in  all  cases. 

In  marking  these  lines  the  differences  in  prices  is  par- 
ticularly noted.  Staple  lines  in  black  and  tans  show  op- 
portunities for  '  greater  profits,  some  of  the  prices  of 
these  varying  all  the  way  from  25c  to  45c  on  the  dozen 
less.  Fancies,  too,  while  not  showing  such  marked  dif- 
ferences were  bought  enabling  the  retailer  to  merchandise 
odd  piece  events,  especially  in  colored  hosiery,  a  wide 
range  in  selection  being  given  at  $1.75  to  $1.80  dozen 
for  a  19c  leader,  and  also  at  $3  and  $3.25  for  the  39c 
offerings.  These  assortments  cover  a  wide  variety  in 
colors,  patterns  and  weaves.  Merchants  will  offer  good 
qualities,  firsts  not  seconds,  in  plain  shades,  spots, 
fancies  and  lace  boots,  to  the  consumer  for  special  day  at 
19c  pair,  and  show  a  nice  profit.  In  the  better  lines  fine 
lisle  will  be  featured  and  this  assortment  will  offer  silk 
embroidered  lines  in  plain  shades,  lace  boots  in  black, 
tan  and  colors,  plaids,  ring-spots  and  fancies  in  navy, 
new  blues,   greys,  champagnes,   white  and  black. 

In  the  regular  lines  bought,  $2,  $2.25  and  $4  to  $4.50, 
exceptionally  nice  qualities  will  be  offered  to  the  con- 
sumer as  well  as  novelties  that  cannot  help,  but  be  great 
sellers. 

Children's  hosiery,  too,  in  colors  open  out  well  and 
the  popular  priced  25c  lines  represent  a  superior  showing 
over  other  seasons.  Better  lines  have  also  been  stocked, 
such  as  mercerized  and  silk,  and  judging  from  the  demand 
for  these  toward  the  last  of  the  former  season,  the  wis- 
dom of  this  venture  will  be  fully  substantiated.  True, 
merchants  have  bought  with  a  view  of  being  able  to  re- 
peat and  the  wholesaler  has  been  prompted  to  meet  these 
requirements  by  stocking  better  lines  to  some  extent. 

The  hosiery  department  should  figure  well  in  sales 
and  merchants  will  take  every  advantage  to  properly  dis- 
play goods  to  the  buying  public  and  as  soon  as  possible. 

The  department  will  stock  the  new  lines  as  soon  as 
the  season  lessens  in  demand  for  heavier  weight  hosiery, 
some  departments  carrying  the  Summer  hosiery  in  blacks 
through  the  entire  Winter  season. 

The  merchant  who  follows  his  hosiery  section  in  re- 
gard to  merchandising,  advertising,  and  display,  will  get 
the  results  the  department  warrants  this  season. 


Buying   in   Foreign  Markets 

Buyers  go  Direct  to  the  Mills—  Conditions  Gov- 
erning Foreign  Selections  — Confining  Lines  not 
General  — Terms  of  Dating  and  Discount. 

Buyers  are  now  in  the  foreign  markets  placing  their 
orders  for  the  Fall  season,  1911.  In  view  of  this  some  in- 
formation regarding  buying  conditions  may  be  interest- 
ing. 

Contrary  to  the  general  rule  in  Canada  where  manu- 
facturers place  their  output  through  the  jobber  or  selling 
agent,  these  buyers  go  directly  to  the  mills. 

In  the  French  and  German  mills,  jobbers  may  :-i!ga;e 
or  contract  and  take  a  sufficient  quantity  lo  enable  or 
warrant  the  manufacturer  confining  the  selling  of  ccitain 
lines  to  stated   territories    or  markets.     Shippers   these 


are  called  in  England.  They  are  firms  who  have  lepresen- 
tatives  in  every  principal  city  all  over  the  world.  Other 
shippers  or  jobbers  who  specialize  to  the  eastern,  South 
ADierican  ar  African  markets  are  enabled  to  control 
lines  for  these  territories.  These  firms  buy  lines  thiit 
appeal  lo  them  either  tor  this  special  market  or  a  gei;- 
eral  market  in  the  territory,  contract  with  the  manufac- 
turers for  a  round  quantity  for  such  lines  and  specialize 
thereon. 

Canadian  importers,  therefore,  go  direct  to  the  mills. 
Going  to  the  open  market  and  buying  regular  lines  is  not 
expected  nor  are  the  German  or  French  mills  willing  to 
contract  for  exclusive  Canadian  rights.  Contracts  do  not 
generally  call  for  confining  lines  in  the  Canadian  market. 
It  is  not  to  the  knowledge  of  Canadian  jobbers  as  a  rule 
that  any  of  the  large  buyers  for  wholesales  or  depart- 
mental stores  buy  sufficiently  to  enable  them  to  secure 
confining  or  exclusive  lines  for  the  Canadian  territory. 

The  buyer  in  placing  his  orders  stipulates  or  specifies 
exactly  the  date  goods  are  to  be  shipped,  the  same  as  the 
retail  buyer  here.  The  wholesale  buyer  places  his  Fall 
orders  in  December  or  January,  goods  generally  to  be 
shipped  in  June  so  that  they  may  distribute  them  to  the 
retailer  in  time  for  Fall  consumption. 

The  departmental  store  therefore  places  their  orders 
a  little  later  than  the  wholesale  buyer,  say  ordering  Fall 
goods  in  April  or  May  for  shipment  in  August. 

Every  buyer  who  visits  these  markets  has  carefully 
listed  just  what  he  intends  to  buy  and  generally  fills  his 
requirements  according  to  list.  Sometimes  lists  are  for- 
warded to  buyers  abroad  but  it  is  almost  an  invariable 
rule  that  the  buyer  has  a  specified  list  in  his  pocket. 

The  same  principles  govern  his  buying  also  that  gov- 
ern even  the  smallest  buyer.  It  is  estimated  from  the 
statement  of  business  done  by  the  department  in  his 
charge;  how  much  sold,  how  much  on  hand  in  the  differ- 
ent ranges  of  popular  selling  prices,  popular  shade,  style 
tendencies,  and  the  feeling  for  novelties  all  being  consid- 
ered. 

If  the  department  is  showing  a  gain  over  preceding 
seasons  the  same  allowance  is  given  to  buy  to  the  extent 
of  the  increases  over  past  seasons'  consumption.  If  any 
evidence  of  depression  is  noted,  naturally  lower  values  are 
purchased.  Advices  are  forwarded  from  his  establish- 
ment periodically  noting  any  demand  or  suggesting  quan- 
tities. The  buyer  is  practically  allowed  a  free  hand  in 
the  matter  of  selections  for  his  department. 

Departmental  store  buyers  have  their  buying  down  so 
fine  that  arrangements  are  made  so  that  their  goods  are 
marked  at  the  selling  price  by  the  manufacturers.  Print- 
ing is  done  cheaply  and  the  number,  size  and  note,  the 
actual  selling  price  at  which  the  goods  are  designed  to 
sell  in  Canada,  are  ticketed  on  the  goods  before  ship- 
ment. 

An  estimate  of  the  saving  of  labor  for  the  buying 
house  can  thereby  be  gained.  This  labor  is  done  at  prac- 
tically no  cost  to  the  factory  or  is  quoted  in  the  price  or 
lists  of  the  mill  price  of  the  goods  bought. 

Deliveries  are  similar  to  those  made  by  the  Canadian 
mills.  All  mills  have  their  troubles  according  to  the 
general  conditions,  the  source  of  supply  being  no  better 
than  most  mills.  Customers  whether  wholesalers  or  re- 
tailers are  shown  preference,  the  mills  obliging  the  large 
buyer,  as  seems  natural  in  most  cases. 

Short  Datings,  Reduced  Terms. 

Conditions  vary  slightly  from  the  Canadian  system 
on  the  matter  of  terms.  Mills,  jobbers  and  wholesalers 
are  inflexible  in  their  insistence  on  regular  terms.  Cana- 
dian buyers  are  given  very  little  dating,  2i  per  cent.  60 
days  on  receipt  of  goods,  4  to  6  months  draft  1st  follow- 
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TIGER  BRAMn. 


"TIGER  BRAND" 
UNDERWEAR 


"Tiger  Brand"  Underwear  is  Eoing  to  be  the 
leader  for  Fail  in  tlie  Underwear  Mart.     It  lias 
tiie  tiiree  most  important  requisites  of  "good" 
underwear— Superior  Finisii— D  u  r  a  b  i  I  i  t  y 
Style. 

If  you  have  tried  other  brands  and  found 
them  wantinsr  in  "customers"— if  you  find 
your  underwear  department  slack  when  your 
competitors  about  you  are  doinK  good  busi- 
ness—there's a  hitcli  somewhere. 

Ask  yourself— have  I  a  stock  of  the  finest 
Underwear  obtainable  ? 

No— -not  if  you  haven't  Tiger  Brand.  It's 
the  one  big  customer-getter  and  a  huge  asset 
to  your  shop.  Send  in  your  order  now--see 
the  result  for  yourself. 
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Gait  Knitting  Co.,  Limited 

Gait,  -  -  Ontario 


Britannia 

Sports — 
Sweaters 

For  Ladies  and  Men 


NEW  DESIGNS 


Boys' 
Jersey  Suits 


Same   brand  as 

Britannia   Underwear 

and  Hosiery. 

BRITANNIA 


WHOLESALE    AGENT    FOR    CANADA 


DUNCAN  BELL, 


MONTREAL  and 
TORONTO 


iug,  mostly  4  months,  and  the  tendency  is  to  obliterate 
the  dating  and  reduce  the  terms  as  under  Canadian  con- 
ditions. In  Germany  it  is  four  months  everywhere,  the 
bankers  lately  adopting  the  plan  of  dating  a  month  later 
and  drawing  at  three  months  to  escape  a  tax  call.id  tlie 
German  Bills  tax. 

Large  concerns  who  have  unlimited  capital  are  some- 
times the  most  exacting  in  regard  to  discounts.  Cash 
payments  or  payments  reaching  the  manufacturer  within 
30  days  are  sometimes  allowed  a  saving  of  i  of  1  per 
cent,  for  spot  cash  instead  of  waiting  the  60  days.  This 
discount  it  will  be  noticed  is  exactly  the  monetary  inter- 
est for  one  month  on  the  cash  prepayment  at  G  ;  er  ceit. 
per  annum. 

Display  "Eiderdown"  Wools 

An  Opportunity  to  Increase  Sales  in  the  Fancy 

Goods    Section  —  Knitting    Aviation    Caps   and 

Automobile  Toques. 

Merchanis  who  are  anxious  to  increase  sales  and 
create  renewed  interest  in  wools  and  skein  yarns  will  be 
pleased  by  the  efforts  to  assist  shown  on  the  part  of  the 
wholesalers  and  fancy  goods  houses  in  introducing  the 
new  "Eiderdown"  wools. 

An  opportunity  to  do  increased  business,  advertise 
the  yarns  section,  secure  a  feature  for  a  window  trim, 
and  encourage  knitting  and  crocheting  at  home  among  the 
customers  is  given  to  the  enterprising  merchant,  who  is 
quick  to  take  advantage. 

Merchants,  too,  who  conduct  fancy  work  instruction 
classes  and  have  expert  art  displays  will  also  be  interest- 
ed in  this  innovation. 

Classes  will  be  taught  to  knit  the  aviation  caps  and 
automobile  toques,  which  have  been  so  popular  this 
Winter. 

Fancy  goods  houses  in  placing  this  "Eiderdown  wool," 
which  is  similar  only  larger  than  double  Berlin,  issue  a 
booklet  or  slip  with  printed  instructions.  One  of  these  is 
inserted  in  each  package.  These  instructions  are  given  in 
the  fancy  goods  section  of  this  issue. 

Merchants,  the  advertiser  and  the  window  trimmer  all 
have  an  excellent  opportunity  to  vent  their  enthusiasm. 

Merchants  can  also  keep  the  salesladies  employed  in 
this  section  during  dull  moments  either  knitting  novelties 
or  instructing  customers  in  the  art  of  knitting  these  and 
other  goods.  Invariably  sales  of  the  yarn  will  be  made. 
Striking  window  displays  are  made  of  the  combination 
showing  the  wool,  a  partly  completed  toque  and  the  fin- 
ished article. 

Consideration  by  the  buyer  of  this  new  feature  is  now 
optional.  He  should  if  possible  be  the  first  in  town  to 
take  advantage  of  the  business  "Eiderdown  wool"  should 
cioate  in  the  fanoy  goods  section. 

Each  merchant  will  be  quick  to  see  increased  results 
for  this  department,  whether  he  is  able  to  show  "Eider- 
down" now  or  as  a  feature  for  Fall. 

Placing  orders  are  now  being  made  for  yarns,  Shetland 
floss  and  Berlin  wools,  and  enquiries  on  the  part  of  the 
buyer  should  be  made  regarding  this  new  yarn  in  ease  it 
is  not  offered  through  the  regular  channels. 


The  I'uion  .lack  Industries  League,  London,  Eng.,  are 
the  prime  movers  in  the  inauguration  of  an  ".Ml  British 
shopping  week"  in  the  Old  Country,  for  the  puiuose  of 
demonstrating  to  the  British  shopper  that  patriotism  cud 
the  giving  of  preference  to  British  manufactwrers  are 
identical.  The  project  is  non-political,  and  has  receive.^ 
wide  iMihlioily  from   the  English  newspapers.  , 
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THE  REPUTATION  OF 

R.  M.  Ballantyne,  Limited 

STANDS  BEHIND 

"Beaver  Brand" 

Knitted  Goods 

Made  from  the  best  imported  yarns  by  expert  people. 

WE  MANUFACTURE - 
Gloves,  Mitts,  Toques,  Caps,    Sashes,    Sweater 
Coats,  Sweaters  and  Jerseys,  Hose  and  Half  Hose 

Our  factory  is  equipped  with  the  most  modern  and  up-to-date 
machinery  and  is  acknowledged  to  be  a  model  of  cleanliness 

"Beaver  Brand"  Knitted  Goods 

are  beyond  comparison  in 

Fit,      Finish,      Durability 

When  you    order  "BEAVER  BRAND"  you  are 
sure  of  Quality  and  Prompt  Delivery 

R.  M.  Ballantyne,  Limited 

STRATFORD,  -  -  -  ONTARIO 
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High  Class  Underwear 


IN 


Winter  Weights 

Before  completing  any  of  your 
Season's  purchases,  you  will  do  well 
to  inspect  our  full  range  of 
LADIES'  AND  CHILDREN'S 
VESTS,  DRAWERS  AND  COM- 
BINATIONS IN  WINTER 
W^EIGHTS. 

Neither  time, 
money    nor 


skill  has  been 
spared    in    the 
perfecting     o  f 
these  high- 
grade   garments,   and    in    point   of   cut, 
finish,  quality  of  yarns,  and  comfort  in 
wear,  they  are  just  the  line  to  recom- 
mend  to  your    particular    customer. 

The  'profit'  margin  selling 

Oxford  Underwear 

is    a     specially    good    one. 

Don't    place    your    order    till    you 
have  seen  our  samples. 


The  Oxford  Knitting  Co.,  Ltd., 


Woodstock, 

ONTARIO 


4^. 


r«s»ii 


Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers 


Evolution  of  Sweater  Coat  Developed  Widespread  Demand 

From  the  Day  of  the  Old  Turtle  Neck  PuU-Over-the-Head  Sweater  Progress 
Has  Met  the  Popular  Demand  —  Many  Novel  Features  and  Styles  To-Day 
—  Variety  in  Collars 


THE  <'luiiige.s  ill  .swciiter  inauui'acturc  within  tlio 
past  six  years  are  as  interesting'  as  they  have 
been  radical,  states  The  Textile  Manufacturers' 
Journal.  Since  the  days  of  the  old  turtle  neck- 
sweater,  in  use  a  half  dozen  years  ago,  a  complete  re- 
organization of  the  business  has  been  witnessed  whereby 
sweaters  of  one  sort  or  anotlier  Iiave  been  made  \i>  com- 
ply with  the  needs  of  people  of  every  walk  of  life  ralliei- 
than  appeal  to  a  limited  class.  This  has  been  an  incen- 
tive .for  many  to  enter  tlie  field  of  sweater  manufactur- 
ing who  previous  to  tliat  rejuvenation  of  the  industry 
never  were  concerned  in  this  branch  of  the  knit  goods 
business  and  to  the  universality  of  manufacture  is  due 
Mi(!  rapid  advances  and  great  improvement  that  have 
been  made  along  these  lines. 

Only  a  few  words  are  required  to  recall  tl]e  inconveni- 
ence and  impracticability  of  the  old-fashioned  puU-over- 
the-head  sweater,  wliicli  resulted  in  driving  twenty  or 
more    concerns    out    of    business.      One    need    but    call    to 


quirements  of  the  public.  After  considerable  liesitanc\ 
and  anxiety  as  to  how  th&  style  would  take,  a  sweater 
was  brought  out  which  had  a  "V"  neck  instead  of  the 
turtle  roll.  This  sweater  pulled  on  over  the  head  in  the 
same  way  as  the  old-time  one,  but  with  less  difficulty  on 
the  part  of  the  wearer,  because  of  tlie  fact  that  the  neck 
was  loose. 

In  athletic  circles  this  novelty  was  well  received  from 
the  fact  that  it  could  be  worn  over  a  jersey  or  flannel 
shirt,  protecting  the  trunk  without  muffling  up  the  neck 
and  ears  in  such  a  way  as  to  make  the  athlete  perspire 
excessively.  It  was  found  that  the  neck  of  a  jersey  or 
baseball  shirt  furnished  ample  protection  to  the  athlete 
and  the  reception  accorded  these  sweaters  warranted 
manufacturers  planning  fnrther  improvement  upon  the 
"V"  neck.  In  the  oi-dinary  walks  of  life  sweaters  Avere 
then  not  used  to  the  extent  that  they  are  at  present, 
but  more  men  whose  business  activities  require  them  to 
be  out-doors  a  large  part  of  the  day  cultivated   the  use 


Ladies  Fashion    Knil    Coat   made    of    line    Australian    wool    and  shown    in    a   large    variety    ol    colors   and  qualities.       The 

garment  is  made  up  with   the   Presto  Convertible  Collar,  which   is    shown   both   in    roll   and   military   effect. 

These   coats   are   from  the  range   of   Penmans    Limited.   Paris.  Ontario. 


mind  the  fact  that  in  addition  to  the  inconvenience  of 
having  to  pull  the  garments  ovei'  the  iiead,  danger  to  the 
health  of  the  wearer  was  a  matter  of  concern.  If  a  man 
started  wearing  a  sweater  with  a  neck  which  doubled 
over  and  reached  well  up  under  liis  ears^  it  meant  that  he 
had  to  make  a  regular  practice  of  wearing  this  garment 
throughout  the  wintei',  or  colds  or  something  worse  were 
the  inevitable  results.  School  boards  in  Massachusetts 
and  Connecticut  were  forced  to  prohibit  the  use  of  sweat- 
ei's  among  school  children  as  an  epidemic  of  tonsilitis, 
which  swept  thi-ough  the  New  England  towns,  Avas  attrib- 
uted by  physicians  and  parents  to  tlie  exposure  of  the 
neck,  which  had  been  made  tender  through  the  use  of 
thick  neck  sweaters.  Thereupon,  it  dawned  upon  manu- 
facturers that  no  profit  could  be  realized  from  sweaters 
unless  the  merchandise  was  altered  to  conform  to  the  re- 


of  sweaters  after  the  introduction  of  the  "Y"  neck  thai, 
had  ever  been  the  case  before. 

Sweater  Coat  Comes  to  Stay. 

The  introduction  of  a  sweater  opened  down  the  front 
like  an  ordinary  coat  eliminated  the  great  objection 
which  the  average  man  had  against  sweaters.  From  the 
time  of  the  first  season  in  the  sweater  coats,  a  transfor- 
niatior  took  place  whereby  sweaters  were  regarded  as  a 
necessity  rather  than  a  convenience.  Those  manufactur- 
ers who  were  fortunate  enough  to  get  in  at  the  start  on 
these  lines  have  never  had  cause  to  regret  their  move, 
for  the  last  few  years  have  shown  great  increase  in  de- 
mand for  sweater  coats  and  have  given  them  prominence 
as  one  of  the  principal  branches  in  knit  goods  manufac- 
ture. 
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ATUNSHRINKABLE^ 


^    Trade  /^arK 


IT  PAYS 

to  buy  a  brand  of  g"oods  backed  up  with  a  long  standing 
reputation,   and 

FLEECED 
UNDERWEAR 


bearing  the  Pen-Angle  trade-mark  is  an  assurance  to 
the  purchaser  that  he  is  getting  full  value  for  his 
money. 

Nos.  37  NATURAL 
and  80  STRIPE 

are  the  most  popular  fleeced  lines  in  Canada,  because 
they  wear  like  iron,  and  are  sold  at  popular  prices. 
These  are  now  being  shown  by  every  up-to-date  jobbing 
house,  and  it  will  pay  the  retail  merchant  to  compare 
values  before  purchasing.  We  will  abide  by  your 
decision.  Ask  your  supplier  to  show  you  our  full  range, 
comprising  lines  which  retail  with  a  profit  at  50c.  to 
$1.00  per  garment. 

PENMANS,  Limited 


PARIS, 


CANADA 


Please  nieiitiuii    The   Rei'ieiv  to     .Idvertisers  and    Their    I'larelers. 
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Ufisbrinkable  Underwear^ 


o/^ 


c/z 


Perfect  Underwear 

:iN  ALLlWEIGHTSiAND;?SIZES; 

— that  is  the  high  ideal  we  aim  for  in  every 
garment  sold  with 'the 


it 


St.  George"  Brand 


LABEL 


We  specialize   in  MEN'S   UNDERWEAR 
and  make  no  other  kind. 


As  regards  quality,  fit 
and  finish,  we  invite 
comparison  with  any 
other  line,  and  we 
assert,  without  hesita- 
tion, that  "  St.  George  " 
■>^§^^^^H  Brand  is  without  an 
equal  on  the  Canadian 
or    any    other    market. 


unshrTnkable 

UNDERWEAR 

FOR    MEN 


Make  the  fullest  investigation 
Ask  your  Jobber  for  "St.  George"  Brand 

Schofield  Woollen  Co. 

Limited 

OSHAWA,  ONT. 


lO 


!r>    ! 


,^r 
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Dr\   Goods  Rgznew. 


A  large  field  was  opened  up  in  wliicli  manufacturers 
oould  introduce  various  styles,  such  as  the  crimson  golf 
sweater  coat  with  brnss  biitluiis,  and  other  exclusive 
lines  and  also  cheaper  grades  which  would  ap- 
peal to  the  working  man  of  moderate  means. 
Inquiry  for  solid  colors  became  general,  especially 
for  grey  and  white  with  large  white  or  grey  pearl 
buttons,  and  pockets  wei'c  soon  introduceil.  The  most 
popular  fancies  were  with  collars  and  cuffs  of  a  different 
color  from  the  body,  and  later  these  fancy  ti-imminirs 
were  added  on  flaps  over  the  pockets. 

Adopted  by  Workmen. 

As  soon  as  cheap  .sweater  coats  were  introduced,  it 
became  a  question  of  dollars  and  cents  in  the  working- 
man's  pocket  as  to  whether  or  not  he  should  procure  a 
sweater.  Men,  whose  occupation  requii-cd  them  to  have 
free  use  of  tlieir  liml)s,  found  that  they  could  be  much 
more  active  when  wearing  a  sweater  under  their  coat 
than    if     hindered     in     their     movements     by     a     heavy 


Ladles'    KniiurU    Uo;a    iii   Grey    ;ind    Kcd,    wuh    military 

coM.Tr  and    turned    back    cuffs.     Shown    by   Monarch 

Knitting   Co.,  Limited,   Dunnville. 

overcoat.  In  spite  of  strong  opposition  on  the 
part  of  clothing  manufacturers,  the  sweater  found 
its  way  into  almost  every  home  until  the  over- 
coating   trade    was  decidedly    injured. 

Introduction  of  Ladies'  Styles. 

Shortly  after  the  introduction  of  sweater  coats  it  was 
ii  familiar  sight  to  see  a  young  lady  wearing  a  sweater 
belonging  to  lier  brother  or  somebody  else  when  out  sail- 
ing or  enjoying  a  summer  evening  in  the  country,  while 
at  the  same  time  those  who  were  working  in  town  tool; 
up  the  sweater  to  as  great  an  extent.  This  led  nninufac- 
turers  to  consider  the  question  of  manufacturing  sweater 
coats  of  style  and  shape  suitable  for  ladies. 

Fancy  stitches  have  ever  been  popular  in  ladies'.  At 
present  there  is  a  leaning  toward  plain  stitches,  although 
75  per  cent,  of  the  buying  continues  to  be  for  fancies. 
Various  manufacturers  have  expressed  tlieir  approval  of 
the  protacted  popularity  of  fancy  stitches,  as  they  take 
l)ride  in  showing  originality  which  distinguishes  one  line 
from  another.  Although  white,  gray  and  cardinal  are 
staple  colors  and  best  sellers  in  high  grade  goods,  old  rose, 
wistaria  and  myrtle  green,  with  more  sombre  shades 
such  as  tan,  Havana  brown  and  navy  liave  also  received 


some  call.  Mannish  effects  arc  in  demand  and  Ix.th 
single  and  double-breasted  styles  are  called  for.  Co-ed  and 
Russian  blouses,  with  buttons  running  down  the  left  side 
and  military  collai's.  and  XorfVdk  coats  with  belts  are 
being  more  and  more  sought. 

Collar  Innovations- 
Clianges  from  tlie  '•\""  neck  collar  liave  been  (juite 
genei'al  during  tlie  i)i'esent  season.  This  is  in  the  way  (»f 
a  compiomise  between  the  "V"  neck,  which  <iffers  no 
protection  to  the  throat  and  the  old  turtle  neck  which 
could  never  be  lowered.  Most  popular  among  these  is 
a  loll  collar,  called  by  some  the  storm  collar,  which  can 
be  turned  in  if  so  desired,  giving  the  effect  of  tlie  ordinary 
"V"  neck,  or  turned  u]i  when  protection  is  required. 
Various  muffler  effects  and  other  styles  of  collars  are  al.so 
being  made  for  men  and  women.  The  roll  or  Byron  collar 
described     above       is     peculiarly       adapted       for       young 


Lauiei)     iaiioiea    Ivii.L   Juckci   m    tiiuu    ana     wiuic.    with 

Convertible  CoUar.     Shown   by  F.  W  .   Robinson. 

Toronto. 

boys,  especially  those  whose  parents  do  not  feel 
like  having  their  children  wear  two  or  three 
clean  shirtwaists  a  day.  Unlike  the  "V"  neck, 
which  require  a  starched  collar,  or  some  other 
garments  underneath,  sweater  coats  with  Byron 
collars,  or  other  roll  effect,  may  be  worn  turned  up  right 
over  tlie  undershirts  when  children  are  at  play,  yet  at 
the  same  time  gi\ing  a  well-dressed  api^earance  when 
the  collar  is  turned  l)ack  when  worn  over  a  shirtwaist  at 
school.  It  is  peculiar  features  such  as  these  that  warrant 
manufacturers  in  believing  that  tliese  collar  effects  are 
bound   to  be  good  sellers  fi-om  now  on. 

The  Muffler  Coat. 

It  is  but  natiual  that  certain  collars  should  be  pal- 
eiiled  h\  nianufactureis,  and  this  is  found  to  be  the  case 
to-day.  An  exaniiile  of  such  ;i  coat  is  a  mufHer  coat,  the 
collar  of  which,  wlien  turned  in,  cannot  be  seen  at  all 
and  lies  sinootli  under  the  "V  neck  and  across  the 
shoulder,  but  when  turned  up  tits  snugly  around  the  neck 
and  is  fastened  by  two  clasps  in  such  a  way  that  the 
throat  and  neck  of  the  wearer  are  not  in  anv  wav  expos- 
ed. 

Among  the  novelties  for  men  are  sweater  vests  made 
in  attractive  patterns  and  usually  witli  fancy  stripes  and 
stitches  and  witli  decorative  pockets  and  buttons. 


Size  Measurements  Useful  to   the   Underwear   Salesman 

Standards  Recognized  by  the  Manufacturer  and  Available  to  the  Retailer 
for  Purposes  of  Reference  —  Little  Difference  Between  Sizes  Adopted  by 
Canadian  and  United  States  Makers 


FROM  Canadian  knit  goods  manufacturers,  The  Re- 
view has  obtained     measurements  observed  in  the 
making    of  men's,     women's     and    children's  flat 
underwear.       These    measurements     should    be  of 
practical  value  to  retail     salespeople  for  purposes  of  re- 
liable reference  when  the  tape  line  has  to  be  used. 

The  chart  given  below  differs  very  slightly  from  that 
followed  by  United  States  manufacturers.  In  fact  some 
Canadian  makers  state  that  they  have  adopted  the  so- 
called  American  chart  in  its  entirety.  It  would  appear 
therefore  that  underwear  sizes  are  pretty  well  standardiz- 
ed:— 

Women's  Underwear. 


■2    AND 


Size 


RIBBED    VESTS. 
1  2  3 


Bust     30 

Length      30 

Sleeve,    long-    IS 

Sleeve,    short    


30 

32 

34 

3G 

38 

40 

30 

32 

33 

35 

37 

39 

IS 

10 

20 

21 

21 

22 

i» 

5 

(J 

(i 

G 

7 

Si/e 


AMI    2    UIBBEI)    DUAWERS. 
1  2  3  I 


Waist,   open    b;ak    

Waist,   side   band    

Body,    front    14 

Body,    back    

Inseam,    ankle    drawers 
Inseam,    knee   drawers    . 


25 

2C  • 

27 

2!) 

32 

34 

3(i 

25 

20 

27 

29 

32 

34 

30 

14 

14 

15 

IG 

IG 

17 

18 

n; 

ii; 

17 

IS 

IS 

I'J 

20 

22 

2.i 

24 

2.5 

2G 

2t; 

27 

13 

14 

1-4 

15 

IG 

10 

17 

Size 


RIBKEU   VESTS    (SHAPED,!. 
1  2  3  ! 


Bust      .30 

Lengtli      2S 

Sleeve,    lonff IS 

Sleeve,    short    5 

Width    of    iKidy     ]J 


:'.o 
11) 


3+  :;o  .-.s 

.■;2  .-'.4  :;ii 

20  20  21 

G  G  i; 

l.-,  13  It 


40  42 

:!s       38 


11  15 


Size 


1    A.ND    1    KI1".I;EI)    DKAWEKS. 
1  2  3  4 


Wai.st,    open     back     25 

Waist,    side    band    25 

Body,    front    11 

Body,    back     ic 

Inseam.    nnklo    drawiMs    ...     22 
Inseam,    knee    drawers    ....      I:; 

*Sonie   mannfactnrcrs    linisli    tlicii 
ribbed   drawers   with   tin-   smuic   sized    l)and   on   eacli. 


20 

27 

29 

32 

34   *.3G 

20 

27 

29 

32 

:!!   *3G 

14 

15 

10, 

10 

17    18 

k; 

17 

24 
14 

l.S 

IS 

19    20 

14 

15 

10 

10    17 

I'i  r 

cbiscd 

:ui(l 

open 

1  ,'md  1 

Size 


Kir.ltKI)    IN  ION   SUITS. 
1  2  3  4 


!0 


Bust       

TrniiU      20 

Iiiscaiii.    ankle    lengtli    20 

Inseam.     knee    Icngtli     12 

Sleeve,    long-    is 

Sleeve,    sliort    5 


13 
19 


34 

:;o 

14 

20 

0 


3S 
.",4 
20 
10 
21 
li 


Size 


I'l.AT    VESTS. 

20      2S      :>,o      : 


Bnst      20  2S  30  32 

Lengtil     27  2S  29  29 

Sleeve,     long     IT  IT  is  IS 

Sleeve,    short    5  5  5  5 


34 

30 
19 


30 

:',o 

19 


38 

;;i 

19 


40  42 

;!G  38 

27  28 

17  18 


40  42 

40  42 

31  32 

2(»  20 


Size 


FL.VT     DRAWERS. 

.      20       2S       30       32       34 


30       38       40       42 


Waist      20 

Body,    front    rise    13 

l!od\-,    liack    rise    10 

[nse.ini,     ankle    drawers  23 

liisoani.     kni>e    drawers.  14 


28 

30 

14 

15 

17 

IS 

24 

2.5 

15 

10 

15 

18 


10 


34 
IG 
19 

20 
10 


.30 
10 
19 
20 
17 


38 
10 
19 


40  42 
17  17 
20       20 


Size 


RIBBED   SHIRTS. 

34 


36      38 


40       42       44 


Chest     .34  36 

Length    31  32 

Sleeve,    long    19  20 

Sleeve,    short     6  6 


38  40  42 

33  34  35 

20  21  21 

6  7  7 


Size 


RIBBED  DRAW'ERS. 
30      32       34 


Waist     . 

Body,    front   rise 

Body,    back    rise     17 

Inseam     


Size 


RIBBED    rXION    SUITS. 
34      3G 


Chest     34  36 

Trunk      29  .31 

Inseam      30  .30 

Sleeve,   long    19  20 

Sleeve,    short     G  G 


38 
33 
31 
20 

0 


40 
35 
31 
21 


Size 


FLAT    SHIRTS. 
34      36       38 


Chest     34 

Length      30 

Sleeve,   long   19 

Sleeves,   short    8 


36 

31 

19 

8 


3S 

31 

20 

S 


40  42 

32  .32 

20  21 

9  9 


PLAT    DRAWERS. 
28      .30      32 


34       36       38 


Waist     28 

Body,    front   rise    14 

Body,  back   rise    10 

Inseam,   ankle  drawers    27 

Inseam,    knee   drawers    15 


30      32 


34 


36 


38 


14 
10 


16 


15  15  10  16 

17  17  IS  IS 

29  29  .30  30 

10  k;  17  17 


Child 


ren  s 


Und 


erwear. 


42 

37 
.32 
21 


44 

33 

21 

0 


40 


44 
36 


36      38      40      42 


30 

32 

34 

36 

38 

40 

42 

14 

15 

16 

17 

18 

19 

20 

17 

18 

19 

20 

21 

22 

23 

29 

29 

30 

.30 

31 

31 

;;o 

38      40       42       44 


44 
39 
32 

22 


40      42       44      46 


46 
33 


40 

42 

17 

17 

19 

19 

31 

31 

18 

IS 

17      IS      18 


Kir.i;i;D   vi:sts   ishapeD). 

Size     1          2         3         4         5  6         7         8 

Our   size     12       14        10       IS       20  22       24       26 

Lenprtb       12        14       10       18       20  22       24       26 

Widtli     7         S         8         9         9  10       10       11 

Sleeve       9       10       11        13       14  15        10       17 

IMI'.r.IvD    I'ANTELETS. 

Size      1         2         3         4  5         6         7 

Onr  size— IC       IS       20      22  24      26       28 

Waist      20       22       24       26  2S       30       30 

Body,    front    rise    9        <)V,  10%  11%  12%  I3V2  141,4 

Body,    back    rise    10      10%  11%  12%  13%  14%  15% 

Inseam.    ankle    length    10       11       13       14  16       17%  19 

Inseam,    knee    length     5         0         7         8  9       10       11 

RIBBED   INIOX    SIITS. 

Size     1         2         ;'>         4         5  6         7         8 

Onr   size— 10       IS      20       22       24  26      28      30 

Cliest      IS       20       20       22       22  24      24      26 

Trunk    15       10       IS       19       21  22       24      25 

Inseam,    ankle   length    10      11      i::      14       10  17'-j  19      20 

Inseam,     knee    lengtli     5         G         7         S        9  10       11       12 

Sleeve,    long    10      11      13      14      15  10      17      IS 

Sleeve,    short    3%     3%     3%     4        4  4%     4%     5 

FLAT    VESTS. 

Size   16       18       20      22       24       26       28  30       32       34 

Chest    16       IS       20       22       24       26       28  30       32       34 

Length     13       141/-.   10       IS      20       22       24  2(;      28      30 

Sleeve,    long    7        8%  10      11%  13      141.10  17      18      19 

Sleeve,     short     ....       4        5        5        5        6        0        '•  T        7        7 
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UNSHRINKABLE 


WOOL 


NDERWEA 


LADIES' 

Combinations  fitted  with 
the  Patent  *'S"  WRAP, 
affording  complete  protec- 
tion  where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

'STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Silk  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

Mholrsiilv  loilii 

Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 


THE     LEADING     ENGLISH     UNDERWE 


Established  1752 


BURNLEY'S 
WOOLS 

Prices  and  Terms  Right. 

Ask  our   Canadian  Agent 

David  M.  Chorlton 

30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 

GOMERSAL  MILLS,  near  Leeds,  ENGLAND 
Mfrs.  of  Knitting  Yarns  for  over   150  Years 

OUR    AG£NT   has    LARGE   STOCKS     ON    HAND    of    these    BRANDS 


^he^ 


KHITTIHGV\«)OL  i 


IN    ALL   SH*DES. 


Flcasc  iiie)ttioii   fhc  Kcviav  to   .  Idvcrtiscrs  and   flicir   frazcu-rs. 
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Fh 

i 

■  MO 


HOSIERY   LEADERSHIP 


:7I 


ALL  VV^OOL 
UNSHRINKABLE 


SOCKS 

STOCKINGS 

HALF-HOSE 

GOLF-HOSE 

GLOVES 

SHIRTS 

PANTS 

VESTS 

SPENCERS 

JERSEYS 


Hosiery  and  Underwear 


CANADIAN  WHOLESALE  AGENTS  (HOSIERY)  : 

TORONTO  :    Messrs.  G.  R.  COPPING  &  SON,  27  Melinda  St. 
MONTREAL:    Mr.  A.  B.  COUCH.  Frazer  Building, 

43  St.  Sacrament  Street. 
CANADIAN  WHOLESALE  AGENT  (Underwear)- 
MONTREAL;    Mr.  GEO.  H.  NAPIER,  417  Coristine  Bldg. 


KEEP  WELL 
TO  THE 
FRONT 


@ 

^ 


! 
J 


D 


□ 


♦♦♦♦♦♦♦♦♦♦♦^^♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦4 


Jaeger  Pure  Wool 

Our  new  range  of 

Fancy  Knitted  Vests 
Sweater  Coats  and  Cardigans 
Ladies'  Golfers 

Children's  Jerseys  and  Knitted  Suits 
Neg-lige  Shirts,  Caps 
Gloves,  Hosiery,  Slippers 
Dressing  Gowns,  Rugs,  etc. 
is  now  being  shown  by  our  representatives 

The    "Jaeger"    and    Jaeger   Co.'s 

"EWE    BRAND"    UNDERWEAR 

is  daily  becoming  more  and  more  of  a  necessity  to  dealers  who  handle  High 
Grade  goods.  If  you  are  interested  in  "High  Grade  at  reasonable  prices" 
we  shall  be  pleased  to  call  upon  you. 


Dr.   JAEGER'S 

WHOLESALE     WAREHOUSE, 


SANITARY 
WOOLLEN 


SYSTEM 


COMPANY 
LIMITED 


52     VICTORIA     SQUARE,     MONTREAL 


B 


♦ 
♦ 
♦ 
♦ 
♦ 
♦ 

♦ 

♦ 
♦ 
♦ 
♦ 
♦ 
♦ 
♦ 
♦ 
♦ 
♦ 
♦ 
♦ 

♦ 

♦ 

♦ 
♦ 
♦ 

♦ 

♦ 

♦ 
♦ 

♦ 
♦ 

♦ 


B 


♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦»♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦<»♦♦♦♦♦♦♦♦♦♦♦ 
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K  N'  I  T  T  R  D     GOOD? 


Dr\   Goods   Rtview. 


Size 


FLAT    I'ANTELETS. 
10       18      20      22      24      20 


.■50       32 


Waist     20       22       24  24      24 

I'.ody,    frout    rise     10      lO'/i  11  12      13 

Body,    back    rise    lO'/a  11      12  13      14 

luseani,    anlJle    length..     10      12i^  15  17%  20 

Iiiseani,    liiipo   length    . .       0        7        8  9      10 

BOYS'    FLAT    UUAWBRS. 

24      26 


26 
14 
15 


28 
15 
16 
24 
12 


30  32 

10  17 

17  18 

25  26 

13V2  15 


Size 


28      30      32      34 


Waist     24      26      28      30      32 

Body,    front    rise    10      10%  11      12      13 

Body,    back    rise    11 1/2  12%  13      14      15 

Inseam,    ankle   drawers    19      21      23      25      27 

Inseam,   knee  drawers    12      13      14      15      10 

GIRLS'    AND    BOYS'    RIBBED    1  AND    1    PANTKLETS. 

Size     16      18      20      22      24      26      28      30      32 


32 
14 
16 
29 
17 


34 


Waist  18      10 

Body    length     . . .  7%     8 

Inseam    9      10 

Full    length     ....  10%  18 


Size 


20       22       24 

20 

28 

30      32      34 

9       10%   11 

12 

13 

13%  14      14% 

12       l.l       16 

17 

20 

22      23%  25 

21       25%  27 

29 

33 

35%  37%  39% 

)    1    AND    1 

DRAWERS. 

24 

26 

28 

30      32      34 

Waist     24 

Body    length    12 

Inseam    20 

Full    length    34 


20      28  30      32  34 

12%  13  13%  14  141/2 

22      24  25%  20%  27% 

34%  37  39       40%  42 


Size     . . 

Length 

Width 

Sleeve 


BOYS'    RIBBED    1    AND    1    VESTS. 

16       IS      20       22      24      20      28       30       32      34 


Size 


AND  2    RIBBED    VESTS. 

24       26       28       .JO       32       .'.4 


Length     24  20  2H  :}0  32  34 

Width     8  8  9  9  10  11 

Sleeve,    long    13  14  15  10  17  18 

Sleeve,    short    4  4  Ty  7i  0  6 


Size 


BOYS'  2  AND  2  RIBBED   DRAWERS. 
24      26      28      30      32       34 


Waist     24 

Body,    front    rise    11 

Body,"  back    rise    12 

Inseam,    ankle    drawers    19 

Inseam,    knee    drawers    12 


20  28  30  32 
11%  12  13  14 
12%  13  14  15 

21  23  25  27 
13      14  15  16 


34 
15 
16 
29 


Following  is  a  guide  to  sizes  as  between  shoes  and  hosiery: — 
Size  No.of  Shoe  12      3  4-5  0-7  8-9  10-11  12-13  1-2  3-4    5    6  7 

Inches  of  Hose  4  4%  5  51/2    G    6%       7      7%       8     8%    0  9%      10 
No.   of  Hose ...     000    00012  3        4        5      6 

A    useful    chart    for   childrens     sizes    and    numbers    to    corres- 
pond  with  ages  is   the   following: — 


VESTS. 


Sizes    Nos 0 

Sizes    inches     10 

Child's    Age    1 


123456789 

12     14     16     IS    20     22     24     26     28 

2       3       4       0      8     10     12     14     16 


14 

10 

IS 

20 

22 

24 

20 

28 

30 

32 

Sizes    Nos. 

8 

8 

8 

!) 

9 

9 

10 

10 

10 

11 

Sizes    Inches 

9 

10 

n 

12 

13 

14 

l.-j 

1(1 

17 

18 

Child's    Age 

DRAWERS. 

1       2 


2      3       15      6      7       8      9 

12     1.-.     18    21     24     27     30     33 

2       :;       4       0      8     10     12     14 


Ladies' and  Misses'    Motor    Hoods  and    Aviiilion   Caps   in    Fancy    Knits  —  Manulaciured    by    Tli<;   Monaicli 

Knitting    Company.     Limited.    Dunnville- 
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11  O^^v  '^^^   Retailer  who   is   able  to  guarantee   these 

lines  to  a  customer  is  certain  of  satisfying  him 

^  -  -        "  Beaver  Brand"  Hosiery 

X  XCLXJ.  is  featured  by  strength  in 

TT  Toe  and  Heel 

J~lOS6 

^^  ^*^  ^^  It  is  perfect  fitting,  following  the  curves  of  foot 

and  leg,   and   assures  a   maximum  of  comfort 

Your  customers  will  like 

"Beaver  Brand'*  Hosiery 

and  your  profits  will  increase  by  greater  sales 

R.  M.  Ballantyne,  Limited 


STRATFORD, 


ONTARIO 


THE  HALL-MARK  OF 


Repistered  No.  262,005 


Maximum  Comfort  and  Durability 
at  IVIinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases    in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE   FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be   had  from    any   of   the    Leading 
Wholesale  Dry  Goods  Houses 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands  represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

Tliey  come  in  big  batts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

^     C(~)       ^^^  Goods  Commission  Merchant 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Garments  made  the 

^^  Culture 


w 


ay 


There's    something    superior     and    distinctively  different    about 
garments  made  the 


-CULTURE"  WAY 

tiiat  has   made    them    the   choice  of   every   woman 
of  taste. 

For  Spring  seUing  you  cannot   beat  our 

No.  502 

SPRING  COAT 

It  is  made  of  extra  good  quality  Covert- 
cloth  in  striped,  herring  bone  and  diagonal  patterns, 
is  beautifully  cut  and  tailored  and  finished  in  the 
very  best  style.  Up-to-date  in  every  way.  Made 
in  52  and  54  inch  lengths. 

Price  $7.50 

or  similar  style  made  in  26  inches  at  $3.75. 

Immediate  orders  are  necessary  to  secure 
good  deliveries  in  our  Dress,  Coat  and  Suit  Depart- 
ments, which  are  now  running  overtime  on  a  record 
number  of  Spring  orders. 

Don't  leave  it  too  late  and  get  disappointed. 

If  our  traveller  hasn't  yet  reached  you,  send 
along  an  open  trial  order. 


ONTARIO 
CLOAK 

Co.,    Limited 


THE  ONTARIO  CLOAK  G^ 
TORONTO 


Adelaide   and 
Spadina 

TORONTO 


Flcasc  mention   The  Rcz'icw  to    Adz'erttsers  and   Their   Travelers. 
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READY-TO-WEAR 
GARMENTS 


Plain  Tailored  2-piece  Suits 

Favoring  Shorter  Length  Jackets — Combination 

Collars  —    "Walking    Length    Skirts  —  Lack    of 

Trimmings,  Except  Braids  and  Buttons. 

THE  first   "crocus"   of  the    Spring  is  here,  that  is 
how  one  ad.  man  intimates  to   the  buying  public 
that  the  new  spring  suits  arc  on  show  in  the  de- 
partment.    And  truth  to  tell  it  is  a  very  modest 
crocus  that  is  so  wonderfully  heralded  for  the  suits      in 
question  are  very  reminiscent  of  late  fall  styles,  and  is  a 
very  staple  offering  from  all     points  of  view.      An  early 


Wash     Coat   in    White   and    Tan   Rep,    54   inches 

long,   nicely    tai  ored.    carefully    finished,     right 

lines.      Shown   hv   The   Mc".lroy   Manufacturing 

Company.   Toronto. 

opening  up  of  spring  business  is  what  this  department 
head  is  after  and  it  is  to  value  in  staple  lines  that  he  is 
trusting  to  to  make  sales. 

From  orders  coming  to  hand  it  would  seem  as  though 
buyers  were  favoring   strictly    plain  tailored  suits.     The 


jacket  lengths  selling  best  being  26  and  28  inches,  though 
in  the  larger  centres  buyers  are  taking  quite  a  few  24- 
inch  ,  and  just  a  few  22-inch  lengths  for  opening  show 
pieces  and  introduction. 

Collars,  large  behind,  generally  in  square  efiect  and 
with  notch  or  shawl  fronts  are  well  liked.  These  collars 
as  a  rule  are  of  two  fabrics.  Velvet,  satin,  moire  or 
raattelasse  being  used  for  part  of  the  collar  and  the  cloth 
of  the  suit  for  the  revers  or  shawl  front. 

The  new  plain  skirts  are  well  accepted  when  not  too 
narrow,  city  stores  favoring  2h  yards  and  stores  in  the 
smaller  centres  buying  those  that  are  somewhat  wider 
Skirts  are  all  practically  walking  lengths. 


Spring   Model  in  Black   and  White   Line    Check 
Novelty   Suiting.     Straight   line   effec*. 

If  any  trimming  is  tolerated  it  is  confined  to  the  use 
of  wide  braids  or  to  narrow  braid  worked  out  into  fancy 
motifs,  on  the  collar,  sleeves  or  revers.  Buttons  are  hand- 
some and  are  in  strict  keeping  with  the  cloth.     With  the 
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Skirt  Talks 


No.  6 

Your  cu.stoiiiers  want  skirts  that  combine 
these  qualities: — 

Perfect  Fit 
Correct  Style 
Satisfactory  Quality 

nn.l  ijon  as  a  merchant  want  a  skii'l  that,  in 
addition  to  possessing  these  features,  gives 
you  a  good  profit,  not  alone  on  the  initial 
sale,  liut  on  I'nture  sales  as  well. 

There  is  one  skirt,  whieli,  emhracing 
those  essentials,  eonunands  the  attention  of 
ever_y  progressive  merchant. 

It  is  the  Liviiif/xfoii  ct'  IScott  ISkirt. 

There  is  u  \ery  g(jud  reason  for  the  super- 
iority of  the  garments  we  make.  We  are 
•skirt  specialists.  This  Ijusiness  was  organ- 
ized wit  II  the  idea  of  making  skirts,  and  niak- 
injj  them  in  a  way  that  would  at  once  demon- 
strate to  the  trade  that  (hey  were  better  than 
ordinary  skirts. 

Hundreds  of  niei'cliants  ha\c  found 
t'r(j\ii  their  (lien  experience  that  Livingston  iV 
Scott  Skirts  are  very  profitable  foi'  I  hem  to 
handle,  becau.se  they  give  satisfaction — abso- 
lutely— to  the  women  who  l)uy  them. 

That's  tln'  iiriiiciple  u|)on  wbicli  lbi> 
business  lias  l)een  built. 

Will  you  let  us  send  you  a  .sample  .<elec- 
lioii   of  these  s/.'irts  of  siitisfaetion? 

One  order  will  demonstrate  to  yon  ibeir 
desii'ability. 

Sen<l  in  the  order  to-dav. 


Livingston  &  Scott 

Clendennan  Avenue 
TORONTO 


niatlelasse  collar  and  cufi  finish  niattelassc  buttons  are 
used,  but  as  a  rule  buttons  are  oi  silver  or  gilt  metal, 
and  occasionally  small  silver  or  gilt  buttons  are  used. 

The  advance  selling  lias  only  served  to  emphasize  the 
favor  in  which  serges  are  held.  Grey  mixtures  in  stripe 
effects  coming  second  in  tweed,  wf)rstcd  and  homespuns, 
stripes  being  in  high  favor,  and  black  and  white  .shepherd 
and  fancy  checks  are  decidedly  well  liked. 


Coats  and  Wraps 

Buyers  Favor  Separate  Coats  — Practical  Tail- 
ored Lines  Adhered   To --Full  Length  Models 
Best  Sellers— High  Novelty  Satins. 

Separate  coats  for  Ihc  coming  Spring  are  nianuiactur- 
('(1  on  smart,  yet  useful  and  practical  lines.  The  new 
models,  while  cut  to  give  the  fashionable  narrow  effect 
are  not  extreme  in  that  direction,  and  designers  taking 
the  view  that  the  majority  of  coats  will  be  wanted  for 
useful  wear,  have  been  at  considerable  pains  to  produce 
comforable  and  serviceable  models. 

Sleeves,  therefore,  are  not  made  too  tight  and  some 
models  are  cut  with  the  shoulders  Raglan  fashion.  .\s  a 
rule,  however,  the  straight  or  tailored  sleeve,  shaped  like 


Dress  of  Kine  Mull,  trimmed  with  Val.  Lace. 
Kimona  Sleeve.  Empire  Back.  Lace  Yoke  and 
Skirt,  with  Banded  Effect,  tlireo-quarter  sleeves, 
all  shades.  Shown  by  The  McElroy  Manufac- 
tiinntr    Company.    Toronto. 

A  Mian's  overcoat  ami  with  a  luniback  cufi  or  a  band  lin- 
isii  exactly  like  the  one  used  on  iiien's  coals  is  adhered 
1(1  atid  employed, 

Siinie   few    ei>llars  fasten   high   up   to   the  neck   but     the 
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Lingerie  and  Tailored  Waists  of 
Exceptional  Style  and  Value 


waists  are  right  in  price  and 
correct  in  style.  Those  illus- 
trated here  are  only  a  few  from 
our  immense  Spring  range. 

If  you  have  not  placed 
your  order  for  "Eclipse"  waists, 
send  to-day  for  a  sample  selec- 
tion. 

"Eclipse"  goods  sell.  "It's 
the  something  different  that 
does  it." 


Eclipse  Whitewear 
Company,  Limited 


TORONTO 


Please  mention  The  Revietv  to   Advertisers  and  Their  Travelers. 
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Say, Mr.  Merchant: 

How  about  skirts?  Do 
you  know  the  essential 
points  in  a  good  skirt? 
Does  Style,  Fit,  Hang, 
Lines,  General  Appear- 
ance and  Workmanship 
mean  anything  to  you 
and  your  customers? 
We  think  it  does. 

We  want  you  to  compare 


SKIRTS 


with  any  other  brand  on 
the  market.  Send  us  a 
sample  order  and  if,  in 
the  above  mentioned 
points,  they  do  not  ex- 
cel, send  them  back. 
We  will  pay  express 
charges  both  ways. 

Gardiner,  Foley  &  Co., 

LIMITED 


24  Ryerson  Ave., 


TORONTO 


low  side  closing  is  more  general.  The  full  length  gar- 
ments are  the  sellers  this  season  in  separate  coats. 

Black  and  white  fancies  in  shepherd's  and  fancy  checks 
are  very  fashionable.  Serges,  however,  are  the  leading 
sellers,  and  the  white  serge  coat  or  the  white  serge  with 
pencil  stripes  of  black  are  selling  to  the  better  trade. 

Satin  is  high  style  and  the  very  swell  coat  will  be  of 
black  satin  or  wool-backed  satin.  Pongee  and  tussah 
coats  are  shown  in  a  variety  of  styles,  the  natural  colors 
being  the  sellers.  Linen  coats  are  selling  but  chiefly  in 
natural  and  tan  shades. 


Short  Sleeves  in  Lingerie  Models. 

The  first  of  the  Spring  waists  made  their  appearance 
at  the  January  white  sales.  Both  tailored  and  lingerie 
models  were  well  represented,  but  chiefly  in  lower-priced 
lines.  But  because  of  their  novelty  the  lingerie  models 
have  attracted  most  attention.  Though  the  regulation  set 
in  sleeve  is  well  represented,  models  in  butterfly  and  in 
semi-butterfly  effects  are  very  numerous.  Semi-effects  are 
brought  about  by  the  clever  arrangement  of  the  trim- 
mings and  are  all  designed  with  one  object,  namely,  the 
production  of  a  more  comfortable  model  than  the  true 
butterfly. 

Save  for  the  tailored  models,  the  sleeves  of  all  white 
waists  are  in  J  or  elbow  length,  and  the  trade  seems  to 
have  accepted  the  new  sleeves  and  the  new  lengths  with- 
out question. 

The  majority  of  waists  seen  so  far  have  the  high  finish 
though  a  few  Dutch  necks  are  seen,  but  it  must  be  borne 
in  mind  that  the  models  seen  so  far  are  only  in  the 
cheaper  lines.  Wide  embroideries,  batiste,  and  fine  lawns 
trimmed  with  embroidered  bands,  insertions,  Valenciennes 
laces  and  torchons  are  the  regulation  lingerie  materials. 
Tailored  models  are  made  of  lawn,  linen,  and  linene  and 
trimmed  with  tucks,  embroidery  motifs  and  cluny  laces. 
Fancy  closings  with  scalloped  edges  and  various  vest  ef- 
fects are  seen.  A  feature  of  the  new  waists  is  the  atten- 
tion paid  to  the  buttons. 


Buyers  Favor  Dresses. 

There  is  a  wide  range  of  fancy  costumes  on  sale  in  the 
large  departmental  stores.  Indeed,  the  large  stores  seem 
to  be  giving  a  very  large  space  up  to  the  selling  of  cos- 
tumes and  dresses  and  the  display  includes  garments  that 
arc  suitable  to  many  occasions,  and  in  a  wide  variety  of 
fabrics.  In  making  up  these  dresses,  designers  have  not 
entirely  been  guided  by  either  Paris  or  New  York,  but 
have  made  up  pretty  and  practical  models  with  a  view  to 
their  acceptance  by  the  average  ('anadian  woman.  Cer- 
tain style  features  are  there  but  the  adaptations  are  made 
to  suit  the  Canadian  taste.  One  reason  for  this  is  that 
many  orders  call  for  a  number  of  dresses,  each  differing 
in  color  and  style,  and  because  of  this  the  designer  has  to 
rely  more  upon  her  own  or  his  own  ideas,  and  to  copy 
less. 

Many  high  class  models  are  shown  that  are  strictly  in 
line  with  the  American  and  Paris  modes,  but  they  are  in 
I'.igh  priced  garments. 

Lingerie  dresses  of  mercerized  lawn  and  mull  and  trim- 
med with  Valenciennes  laces,  and  embroidery  bands  are  a 
big  item  in  ready-to-wear  selling.  Popular-priced  numbers 
were  shown  and  sold  during  the  sales  and  there  has  been 
a  good  demand  for  better  garments  running  up  to  $10. 

The  new  models  that  arc  making  their  appearance  are 
very  dainty.  They  are  mostly  in  butterfly  yoke  effect  ; 
that  is,  the  yoke  and  the  sleeve  are  cut  in  one  and  the 
rest  of  the  waist  is  attached  to  the  yoke.  By  using  this 
cut  a  better  and  more  comfortable  fit  is  obtained. 
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Famous  for  their 
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Fit,  Cut,  Style,  Hang  and  Finish 


Another 

of  our 

$2.75 


The  McElroy  Manufacturing  Co'y 


47  Simcoe  Street,   TORONTO 
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Wait  for  the  "LAURENTIAN"  Man ! 


The  highwater  mark  of  perfection 
in  whitewear,  blouses,  hemmed 
sheets  and  pillow  slips  has  been 
reached  in  goods  bearing  this 
mark : — 


Are  you  ready  to  get  your  share 
of  the  profit  that  **  Laurentian  " 
Whitewear  offers  to  the  Dealer? 

This  season  we  are  showing  a  bigger  range 
than  ever  of  new  and   attractive  garments 
u,„^  that  are   unequalled   for  fit,   workmanship 
and  value. 


Our  new  factory  additions  make  it  pos- 
sible for  us  to  promise  you  the  promptest 
shipments  and  the  most  satisfactory 
service. 


Don't   miss    the    NEW   things    the 

'Laurentlan'  IVIan  has  to  show  you  f 

Wait  for  him  ! 


The  Diamond  Whitewear  Co. 

Limited 

THREE  RIVERS,  QUEBEC 

Toronto:W.  H.  Piton,  Empire  Buildinit-  Province  of  Quebec:  J.  A.  Morin.  Sample  Room.  130  St. 
Joseph  Street.  Quebec.  Moatreal  and  Eastern  Ontario:  Z.  P.  Beitoit.  Mark  Kishcr  BIdg..  Monlrenl. 
Maritime  Provinces:  Alex.  Burr.  St  John.  N.B  British  Columbia  and  Northwest  Teriitories: 
Ceo.  Strnchan  and  E,  L.  Burden, 
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Furs  Still  in  High  Favor  with  Parisians  at  Winter's  End 

Striped  Effects  Gained  by  Reversing  the  Furs  a  Feature  —  Stoles  and 
Scarfs  of  Velvet  and  Silk.  Edged  with  Line  of  Fur  Worn  — Ends  of  Fur  Scarfs 
Trimmed    with    Gold    Lace    and    Tapestry    Motifs  —  The    Vogue     of    Laces 

(Staff  Correspondence) 


i  ,.  Paris,  France,  Jan.  25th,  1911. 

^^^  EW   Winters  have   seen   so   much   fur  worn  as   the 
r^        present  one,  and  it  must  be  confessed  that  until 
^  the   severe    cold   arrived    with     the   turn   of   the 

year,  most  women  seemed  to  be  burdened  with 
an  overplus  of  furs.  Having  worn  her  furs  bravely  for 
fashion's  sake,  the  Parisienne  is  now  wearing  them  for 
comfort.  Furs  are  so  fashionable,  and  the  prices  of  re- 
putable furs  have  increased  to  such  a  point,  that  save  in 
inferior  sorts  of  pelts,  the  usual  after  Christmas  price  re- 
ductions will  not  take  place. 

Fur  mingles  with  lace,  tulle  and  mousseline  in  the 
trimming  of  evening  gowns  and  large  fur  collars,  fur  cuffs 
and  bands  of  fur  are  used  on  gowns  and  suits  of  satin, 
cloth  or  velvet  and  rich,  long  mantle-coats  of  fur  or  fur 
and  velvet  are  worn  to  cover  the  iridiscent  beauty  of 
the  robes  of  flimsy  chiffons  beneath. 

Reversing  and  Combining  Furs- 

A  new  idea  is  to  have  the  skins  made  up  running  in 
opposite  directions  giving  a  shadow  stripe  effect  that  is 
most  attractive.  Taupe  or  mole  lends  itself  wonderfully 
well, to  this  treatment  and  Hudson  seal  is  highly  effective 
when  made  up  in  this  manner.  A  lovely  mantle  coat  of 
sable  worked  in  this  way  was  draped  across  the  front  in 
shawl  style,  fastening  with  one  jewelled  bui'j  ^n.  There 
was  an  enormous  collar  cut  square  behind,  and  finished 
in  front  with  a  great  jewelled  ornament,  holdm,.;  .i  iabol 
of  antique  Venise.  This  mantle  coat  was  only  one  of 
many  shaped  on  long,  narrow  enveloping  lines  that  lend  a 
slender  grace  to  the  woman  who  wears  them. 

With  plain,  tailored  suits,  scarves  and  large  muffs  to 
match  are  worn,  but  equally  fashionable  is  the  scarf  of 
velvet  or  satin,  with  narrow  borders  of  fur.  Short, 
straight,  broad  bands  of  fur  have  the  ends  finished  with 
gold  or  silver  lace ,  or  pleated  braid  of  metal,  and  some 
have  medallions  or  rich  brocade  or  tapestry,  as  a  finish- 
ing touch  to  the  ends  of  the  fur.  Motif  medallions  of 
brocade,  tapestry  or  gold  lace  are  used  as  the  centre- 
piece of  the  wide,  flat  muffs. 

There  is  a  growing  fancy  for  combining  furs.  This 
style  ot  mixing  two  colors  of  fur  has  caused  quite  a  sen- 
sation and  judging  by  the  admiration  it  excites,  is  likely 
to  become  a  popular  fashion. 

Typical  of  the  newest  mode  are  the  gowns  de- 
cribed.  One  was  of  black  velvet  elaborately  trimmed 
with  chinchilla  fur  and  the  other  of  black  satin  trimmed 
with  ermine.  The  latter  had  a  long  tunic  cut  up  at  one 
side  and  bordered  with  bands  of  fur.  The  skirt  beneath 
was  of  Venise  lace  having  a  hem  of  black  velvet  around 
the  bottom. 

The  Vogue  of  Laces. 

It  would  be  impossible  to  over-rate  the  vogue  of  lace 
at  the  present  moment.  Frequently  it  is  niixed  with  furs 
on  smart  afternoon  dresses,  and  on  evening  gowns,  broad 
bands  of  Venise.  Ireland  or  metal  laces  are  framed  in 
narrow  lines  of  fur.  Doubtless  lace  will  be  even  more  ex- 
tensively used,  when  the  Spring  arrives  for  quantities  of 
lace  are  being  used  to  trim  Riviera  gowns. 

A  lace-trimmed  tailored  gown  is  something  quite  new 
but  this  has  been  acceptably  achieved  and  will  make  its 
appearance  at  Cannes,  or  Nice  at  an  early  date.  The  ma- 
terial is  a  ribbed  cloth  known  as  "cote  de  chcval,"  in 
dead  white  and  the  trimming  consists  of  a  heavy  make  of 
black  Chantilly.    A  wide  flouncing  of  this  lace  is  put  on 


plain  and  flat  around  the  bottom  of  the  skirt,  under  a 
heading  of  black  fancy  galoon  with  touches  of  gold  and 
red.  A  narrower  flouncing  put  on  under  a  trimming  of 
the  same  galloon  edges  the  coat  and  there  is  a  very  deep 
collar  of  the  same  lace  to  the  coat,  finished  with  a 
crossed  bend  of  dull  red  satin. 

Another  lovely  gown  included  in  the  same  outfit  was 
of  silver  grey  charmeu.se  with  a  deep  band  of  white 
Venise,  around  the  skirt,  and  with  narrower  bands  trim- 
ming the  bodice  and  sleeves. 

The  new  tailored  models  prepared  for  women  who  are 
going  south  are  specially  interesting,  as  they  shadow 
forth  the  new  suits  to  be  worn,  when  the  Spring  season 
opens  up. 

Jackets  are  becoming  shorter  and  shorter  and  bolero 
effects  are  being  revived,  but  under  a  totally  different 
form  from  those  worn  before.  Many  of  the  new  suits  are 
of  cloth  and  velvet  combined,  or  of  velvet  and  satin. 

The  plain,  tight  skirts  mean  that  heavier  fabrics  have 
to  be  used,  and  ratine  and  zibelinc  are  two  favored  suit 
fabrics  for  Parisian  wear.  W'omen,  who  are  going  south 
are  choosing  mixed  tweeds  and  serges,  and  a  kind  of 
rough  cheviot  is  in  high  favor. 

Double  faced  materials  in  Scotch  mixtures  showing 
flecks  and  knickers  of  bright  color  on  the  one  side,  and 
fancy  checks  and  stripes  on  the  reverse,  are  very  fashion- 
able. Serges  and  light  homespuns  in  new  colorings  are 
very  much  used.  Yellow,  tans  and  nut  browns  are  high 
novelty  shades,  and  blues,  greens  and  browns  are  most 
fashionable. 

Beautiful  Gowns  atlNev^r  Year  Functions. 

No  fashion  letter  would  be  complete  without  men- 
tioning the  beautiful  evening  gowns  so  much  in  evidence. 
Many  triumphs  of  Parisian  designing  found  their  way  to 
London  to  be  worn  on  New  Year's  eve.  As  the  festivities 
included  supper  at  one  of  the  great  hotels,  all  the  lead- 
ing hostelries  made  special  preparation. 

At  both  the  Carlton  and  the  Ritz  Hotel,  many  beau- 
tiful gowns  were  worn.  Though  well-known  women  in 
London  society  still  cling  to  black,  superb  gowns  in  rich 
colors  were   seen. 

A  notable  feature  was  the  number  of  low  coiffures, 
and  the  number  of  women,  who  have  adopted  the  bang. 
Long  trailing  skirts  and  clinging  tunics  were  an  all-pre- 
vailing feature. 

One  tall,  fair  woman  wore  an  elegant  robe  of  rose- 
petal  satin,  veiled  with  a  draped  tunic  of  mousseline  ex- 
actly matching  the  satin  in  shade,  with  the  tunic  and 
bodice  opening  edged  with  pointed  motifs  of  Venise  lace. 
There  was  a  draped  ceinture  of  deep  ruby  velvet  and  tiny 
bretelles  of  the  same,  and  a  little  tucker  of  soft  silver 
tulle. 

Two  sisters  wore  remarkable  gowns,  one  of  orange  and 
the  other  of  flame  red.  The  orange  gown  was  veiled  in 
tulle  of  the  same  shade,  embroidered  in  dull  gold  and 
strass  beads.  The  Japanese  sash  with  long  ends  was  of 
shaded  orange  panne-velvet,  and  Venetian  lace  formed  the 
collar  and  the  epaulettes  over  the  shoulders.  The  flame 
red  dress  was  also  of  satin,  veiled  with  embroidered 
mousseline  of  the  same  shade,  heavily  beaded  with  jet. 
This  dress  had  a  kind  of  tablier  front  to  the  tunic,  reach- 
ing to  the  hem  of  the  skirt,  and  caught  low  down  across 
the  back  by  an  emboidered  band  of  satin,  from  under 
which  fell  a  narrow,  short  train. 
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A  Profitable 
Department 


For  You ! 


There  is  not  a  single  dry  goods 
merchant  in  Canada  who  could 
not  make  more  money  if  he  would 
open  a  Children's  Dress  Depart- 
ment. 

Ready-to-wear  dresses  for  child- 
ren are  just  what  nine-tenths  of 
the  mothers  want. 

We  have  helped  hundreds  of 
merchants  to  bigger  profits  by 
inducing  them  to  open  a  Child- 
ren's Dress  Department  and  to 
stock  it  with  Home  &  Watts' 
garments. 

Most  of  them  started  with  a 
small  stock,  but  it  proved  such  a 
money-maker  for  them  that  they 
were  glad  to  enlarge  it. 

There's  an  opportunity  right 
here  for  hundreds  of  other  mer- 
chants. 

Our  travellers  are  now  out  with 
samples  of  the  swellest  line  of 
dresses  for  misses  and  children 
you  have  ever  seen. 

If  they  do  not  get  around  to  you 
in  time,  drop  us  a  line  and  we 
will  be  glad  to  send  you  a 
sample  shipment. 

HOME  &  WATTS 

LIMITED 
Children's  Dress  Specialists 

Duncan  and  Adelaide  Sts. 

TORONTO 


Fabric  Salesman  Must  Know 

Not  Enough  to   Have   Reliable   Goods  —  Must 
Show  that  he  is  Familiar  with   Style  Changes 

TllK  vaiiatioiis  ciiused  by  lasliiun  in  icIaLiuu  to 
weave,  weig-ht,  pattern  and  color  have  become 
the  btrongest  selling  iulluence  in  the  dress 
goods  department.  The  retailer  who  is  doing 
the  best  business  is  the  one  who  is  most  alive  to  the 
great  importance  of  these  fashion  influences.  The  man 
who  is  most  in  touch  with  fashion  and  who  can  show 
the  new  thing  is  doing  the  best  business  and  this  is 
shown  by  the  celerity  with  which  the  dress  departments 
in  the  leading  stores  take  up  the  new  fabrics  as  they 
aie  launched  by  the  Paris  model  houses. 

Manufacturers,  too,  aie  realii^ing  that  fashion  creates 
the  demand  nowadays,  and  not  only  are  they  supplying 
the  high-cla'is  tiade,  but  also  aie  endeavoring  to  produce 
almost  simultaneously  the  same  effects  in  popular-priced 
merchandise. 

It  is  not  sulilicient  to  have  the  reputation  lor  keep- 
ing reliable  goods,  but  the  merchant  must  make  his  cus- 
tomers feel  that  he  is  perfectly  familiar  with  the  trend 
of  style,  and  that  he  keeps  sufficiently  abreast  of  the 
mode  to  be  able  to  show  the  novelties  in  fabrics  as  they 
come  out.  In  other  words,  customers  must  be  able  to 
rely  upon  the  merchant's  judgment  in  fashion  matters. 

This  development  in  the  management  of  the  dress 
goods  department  has  been  greatly  brought  about  by  the 
great  development  in  the  sale  of  ready-made  garments, 
which  has  resulted  in  the  removal  of  the  staple  portion 
of  the  stocks  from  the  dress  goods  department,  leaving 
the  business  to  bo  done  there  on  novelty  lines. 

New  Buying  and  Selling  Problems. 

This  means  that  new  buying  problems  and  new  sell- 
ing problems  have  been  created  and  it  is  to  this  fact, 
and  to  the  fact  that  these  problems  have  not  as  yet  been 
properly  mastered,  that  much  of  the  complaint  as  to  the 
trouble  of  doing  business  in  this  department  is  due. 

The  buyer  who  can  eUicieutly  tackle  the  proposition 
of  buying  for  and  managing  a  dress  department,  has  an 
iutinitely  greater  task  before  him  than  the  old-time 
buyer.  Then,  the  wear  a  fabric  would  give,  was  the 
great  question.  To-day,  the  question  of  due  service  is 
implied,  it  is  the  buyer's  care,  and  part  of  the  depart- 
ment's service  and  reputation.  Will  it  wear  f  is  a 
question  seldom  asked  by  a  customer.  "Is  it  the  new- 
color  ?"  or,  "Is  it  the  new  fabric?"  are  things  a  woman 
wants  to  know.  As  a  matter  of  fact,  however  expen- 
sive a  material  may  be  the  majority  of  women  do  not 
calculate  upon  wearing  it  more  than  the  one  season. 

Travel  to  laiger  centres  is  essential  on  the  buyer's 
part,  as  it  will  often  give  the  key  to  what  is  coming, 
in  the  way  of  demand.  The  buyer  must  be  pretty  sure 
of  his  ground,  for  often,  to  his  chagrin,  goods  that  are 
selling  freely  in  the  larger  centres  will  not  develop  until 
a  later  date,  perhai)s  not  until  a  season  after,  in  the 
remoter  communities. 

In  this  case  he  must  have  backbone  enough  to  hold 
on  to  his  .stuff,  for  it  is  a  case  for  patience  and  intro- 
duction rather  than  cut-price  methods.  To  job  out 
g-t)ods.  and  lind  the  demand  oome  for  them  later,  and 
most  possibly  not  bo  able  to  obtain  them  when  wanted, 
is  an  annoying  experience  that  few  buyers  are  strangers 
to. 

The  reputation  of  always  having  the  new  goods  is  a 
great  asset  to  the  dress  goods  department  under  modern 
cnndKions.       If   customers   ha\e    faith    in    the    merchant's 
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National  Line  For 

19  11 


COMPRISING  ALL  KINDS  OF 

SEPARATE    COATS 

We  make  every  line  of  COATS  from  LINEN  to  SILK  PLUSH,  and 
can  INCREASE  SALES  in  any  COAT  DEPARTMENT. 

The  GARMENTS  are  exquisite,  beautiful  fabrics  in  styles  of  distinctive 
merit  and  have  a  LASTING  VALUE. 

LADIES' 

RAIN,     TOURIST    and     AUTOMOBILE     COATS, 

all    the    new    materials,  Tweeds,     Serges,    Fancy    Mixtures,   Single 
and  Double  Texture  Rubberized  Cloth. 

IT  IS  EASY  TO  TALK  STYLE,  SNAP  AND  VIGOR 
LET  US  PROVE  IT? 

NATIONAL  goods  successfully  meet  all  requirements  for  this  season. 
They  are  DURABLE,  WELL  FINISHED  and  have  held 
PREMIER  position  in  face  of  strong  competition. 

Our  Specialty  as  usual  is  Waterproofs  and  Rainproofs. 

Our  new  factory  will  double  our  capacity.  Watch  for  announcement 
date. 

"THE  SPECIALTY  COAT  HOUSE  OF  CAKAT>Ar 

The  National  Rubber  Co.  of  Canada 

MONTREAL 
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Give  Your  Goods  the 
"Quality"  Hall  Mark! 

Ii.v  itlluc'liinj^  uii  attractive  silk-woven  lalx-l 
(<>  I'iK'li  Kiirmcnt.  Tlicre  is  no  in<-anH  al 
.\'oiir  cojiinian*!  oT  «>1i(ainin]^  kik-Ii  ctm~ 
tiniioiiK    and     forocfnl     piiblicity     as     tlie 

ARTISTIC  SILK 
WOVEN      LABEL 

uhicli  lias  an  advertising  valnr  limited 
only    by    tlie    life    of    the    jfamient. 

We  make  a  very  wide  range  of  labels, 
suitalile  for  every  kind  of  ladies'  and 
men's  wear,  and  would  like  the  oppor- 
tunity of  desig^ning:  a  label  to  suit  your 
partieular    reqiiirenientB. 

(iet  our  priees  on  ribbons,  mercerized 
skirt  binding,  webbins:  for  hose  support- 
ers,   stay    binding;,    etc. 

Kend  along-  details  of  what  you  are 
nianufarturing.      We   will   advise  you   fully. 

Colonial  Weaving  Co., 

Limited 
Peterborough      ::      ::      Ontario 


HOW  TO  ADVERTISE 
A  RETAIL  STORE 

By  A.  E.  EDGAR 

Here  is  a  book  on  the  Art  of  Advertising, 
by  a  Canadian  author,  which  no 

PROGRESSIVE  MERCHANT 

should  be  without.  It  contains  LXXIX  chapters, 
with  over  500  original  newspaper  advertisements, 
and  is  in  nine  parts,  dealing  with  such  subjects 
as  Newspaper  Advertising  ;  Supplementary  Aids 
to  Newspaper  Advertising  ;  Schemes  and  Selling 
Plans  ;  Sales  Advertising  ;  Advertising  of  Spe- 
cific Lines  ;  Mail  Order  Advertising  ;  General 
Advertising  ;   Technical  ;  Miscellaneous 

Pric,  $3.50  Prepaid 
All  Orders  Payable  in  Advance 

TECHNICAL  BOOK  DEPT. 

MACLEAN  PUBLISHING  CO. 

14i-9  University  Ave.,  TORONTO 


lines  and  relies  on  his  selections,  such  a  condition  will 
go  far  to  eliminate  the  trouble  referred  to  above,  simply 
because  customers  will  buy  the  new  thing's  on  his  recom- 
mendation. 

The  question  of  display  is  of  first  importance.  Win- 
dows attractively  draped,  and  accurate  fashion  talk  in 
the  .store  advertisements  .should  introduce  the  new  goods. 
Nor  should  the  question  of  display  be  the  window  alone, 
for  the  department  should  be  one  large  dress  goods 
panorama  from  end  to  end,  both  on  the  counters  and 
!e<lges.  Use  growing  plants,  use  artificial  flowers,  ele- 
gant furniture  if  there  is  room,  but  above  all  show  your 
goods,  and  show  them  in  such  a  manner  that  customers 
can  get  at  them.  Give  the  public  every  encouragement 
to    visit   the   department. 

One  reason  why,  under  modern  conditions,  the  dress 
(Icjiartment  on  the  second  floor  has  proved  such  a  suc- 
cess, in  spite  of  the  predictions  of  failure  from  old  time 
dry  goods  men,  is  the  scope  it  affords  for  effective  dis- 
play. 

Stamped  Goods  and  Linens 

English  Embroideries  for  Lingerie  —  Practical 
Articles  Lead  for  Fancy  Work  —  New  Cap  for 
Sports  and  Street  Wear  —  Cushions  and  Covers 

Emphasis  is  laid  on  useful  articles  in  the  recent  im- 
jjortations  of  fancy  goods,  wholesalers  looking  to  the  sea- 
son of  1911. 

Corset  covers  stamped  ior  English  embroidery,  outline, 
satin  stitch  and  eyelet,  show  very  fine,  dainty  patterns. 
Much,  too,  is  seen  of  infants'  garments  for  hand  work. 
Little  hoods  and  bonnets  are  specially  featured.  New 
V. ash  belts,  whose  popularity  is  elsewhere  predicted,  are 
seen  in  various  patterns  for  English  hand  work.  Aprons 
come  in  great  variety  to  be  embroidered  and  also  for  lace 
trimming  and   inserting. 

Much  crochet  work  will  be  done  during  the  coming 
year,  all  indications  pointing  to  the  increased  demand  for 
crochet  and  knitting  wools,  plain  and  fancy.  Not 
only  infants'  articles  but  many  novelties  for 
adult  wear  will  be  so  made.  Chief  among  these  is  the 
new  skating  cap,  upon  which  New  York  stores  are  now  so 
I'usy.  A  big  advance  trade  is  being  done  in  it  here, 
though  it  is  only  a  few  weeks  old.  Next  Fall  will  pro- 
bably see  it  firmly  established.  This  cap  can  be  crocheted 
from  the  heavy  wools  in  a  matter  of  two  hours  or  so. 
It  is  not  unlike  the  skull  cap,  or  toque,  worn  for  skating 
by  men,  but  it  is  much  larger,  with  deep,  turn-back  brim, 
designed  to  rest  upon  the  present  full  coifiure  without 
crushing  it.  It  is,  on  this  account,  a  much  neede<l  article 
for  warmth  and  comfort  as  well  as  universal  becoming- 
ness.  While  it  is  easy  of  production,  the  demand  is  so 
great  at  present  as  to  put  the  price  up,  making  a  fine  pro- 
fit. Wools  for  these  caps  can  be  obtained  from  any  whole- 
sale. Chenille  and  angora  are  also  used  in  their  making. 
They  are  seen  upon  the  street  as  well  as  for  sporting  use. 

Crocheted  laces  having  come  in  strong  will  place  a  de- 
mand upon  the  crochet  threads  and  patterns.  Irish  cro- 
chet is  much  favored  to-day.  These  edgings  will  be  seen 
as  in  former  times  upon  underwear,  pillow  slips  and  all 
fancy  articles  where  lace  is  used. 

Grevish  and  natural  linens  lead  for  cushion  covers, 
etc  ,  and  designs  show  both  arts  and  crafts  and  floral. 
Flosses  include  mercerized  and  wood  silk  Three  inch 
fringe  will  be  much  used. 

Mercerized  Flosses. 

One  great  advantage  possessed  by  mercerii-ed  (losses  is 
that  thev  do  not  change  color  when  washed  Pure  silk 
when  white  often  yellows. 
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Parisian  P.   C.  Corset  Popularity 
Demanded  New  and  Bigger  Factory 


This  new  home  is  the  largest  exclusive  corset  factory  in  Canada. 
Its  erection  and  equipment  ensures  unequalled  service  to  our 
customers,  and  permits  the  extension  of  the  same  efficient 
service  to  many  additional  accounts.  Let  us  help  you  to  a 
bigger,   more  profitable  and  more  satisfactory  corset  business. 

1911  will  be  a  still  bigger  Parisian  P.  C  Corset  Year. 


Parisian   Corset  Mfg.   Co.,  Limited 

QUECEC 
Ontario  Branch,  Brampton,  Ont. 


KING'S 


EetabllshMl  I77t 


FAMOUS 


■old  by  leading;  Jobbers. 


SCOTCH 


Every  pleoe  perfect. 


HOLLANDS 


Scotch  Hoilanda  for  nearly  a. 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading;  made. 

for  Its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND. 


W 


ESTERN 


Incorporated 
1851 

ASSURANCE 
COMPANY 


FIRE 

AND 

MARINE 


HEAD  OFFICE.    TORONTO.  ONT. 

Assets  over    -    -    -    -  $3,570,000 
Income  for  1906,  over    3,609,000 

HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice-President 

W.  B.  MEIKLE,  General  Manager 

C.  C    FOSTER.  Secretary 


ESTABLISHED  1849 


BRADSTREETS 

Offices  Throughout  the  Civilized  World 

OFFICES  IN  CANADA: 

Calgary.  Alta.  Ottawa,  Ont.  Montreal,  Que. 

Edmonton,  Alta.     St.John.N.B.  Quebec,  Que. 

Halifax,  N.S.  Vancouver,  B.C.     Toronto,  Ont. 

London,  Ont.  Hamilton,  Ont.        Winnipeg,  Man. 

Reputation  gained  by  long  years  of  vigorous, 
conscientious  and  successful  work. 

THOMAS    C.    IRVING,  We"s1e?n'ca"na'd" 
TORONTO,  CANADA 


Please  mention  The  Reviezv  to    Advertisers  and  Their  Travelers. 


98 


DRESS    GOODS 


Dry   Goods  Review. 


^^m 


DOMINION 


Sim 


THE  IDEAL  CLOTH 


FOR 


Every  Rind  of 
Outing'  W^ear 


IS 


AA  Ducn 


The  finish  and  weave  in  these  goods  are 
perfect  and  they  have  a  distinguished 
and  exclusiveness  which  satisfy  fastidi- 
ous people. 

Build  up  a  permanent  and  more  power- 
ful business  by  stocking  this  line. 

A  A  DUCll  will  interest  buyers  of 
discriminating  tastes. 


ASK  YOUR  WHOLESALER 
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Serges,  Leading  Spring  Lines 

Finer  Weaves  -  Panamas  Close  Second — Black 

and  White  Effects  Strong  —  Sorting  Buyers  in 

the  Market. 

Though  the  opening  of  the  retail  season  is  so  near  at 
hand  there  is  no  particular  activity  as  yet  exhibiting  it- 
self in  the  dress  goods  market.  Retail  buyers  are  begin- 
ning to  come  in  but  their  purchases  have  not  been  large 
and  as  yet  are  confined  almost  exclusively  to  staple  lines. 

Serges  promise  to  be  the  Spring  leader,  both  with  the 
manufacturer  of  ready-to-wear  garments,  and  with  the 
counter  trade.  This  fabric  is  being  taken  in  a  wide  range 
of  qualities,  the  principal  demand  being  for  smooth  linish- 
ed  fine  cloths.  The  rougher  etl'ects  are  selling,  and  there 
is  some  demand  for  quite  rough  finishes  in  cheviot  serges. 
Panama  is  a  good  second  to  serge  and  like  the  former 
mentioned  fabric  is  greatly  favored  both  for  retail  selling 
and  for  the  cutting  up  trade. 

In  fancy  effects  pencil  stripes  are  strong,  and  white, 
black  or  blue  serges  woven  with  black  or  white  stripes 
are  in  high  favor.  Fashion  points  to  a  wide  distribution 
of  black  and  white  effects  in  all  fabrics  in  stripes,  checks 
and  mixtures. 

Grey  suitings  in  a  list  of  shades  ranging  from  silver 
grey  to  dark  steel  effects  are  prominent.  Tan  and  brown 
mixtures  are  being  taken  to  a  limited  extent  but  are  like- 
ly to  increase  in  favor  as  the  seascm  opens  up. 

Homespuns  are  also  talked  of  in  some  (|uarters  and 
are  being  taken  by  a  number  of  the  cloak  and  suit  houses 
and  by  the  buyers  of  the  large  departmental  stores. 

A  new  feature  in  higli  class  departnu'iils  is  the  show- 
ing of  satin  faced  fabrics  both  in  silk  and  wool  and  all 
wool  materials.  This  class  of  trade  has  taken  up  wool 
backed  satins,  and  this  fabric  is  being  used  by  the  better 
class  garment  houses. 


Extensive   Variety   of    Silks 

Silks  Selling  Freely  —  Bordered  Effects  and 
Novelties  —  Showing  New  Tub  or  Fancy  Wash 
Silks—  Demand  and  Values  Favor  Wide  Widths 

Silks  in  a  wide  variety  of  fabrics  are  free  sellers. 
Foulards  are  still  the  leading  feature  and  are  shown  in  a 
bewildering  variety  of  designs  for  the  coming  season.  The 
jobbing  trade,  who  have  stocked  foulards  have  sold  them 
freely,  and  arc  sold  out  of  many  patterns  shown  in  their 
advance  lines. 

The  latest  novelties  in  foulards  are  the  bordered 
cloths,  and  as  these  effects  are  endorsed  by  Parisian  de- 
signers, in  the  larger  centres  at  any  rate  they  will  enjoy 
a  large  sale.  Borders  are  not  confined  to  foulards,  and 
bordered  satins  and  other  silks  are  included  in  ultra- 
novelty  lines. 

Wool  backed  satins  in  weights  suitable  (or  suits,  cos- 
tumes and  wrap-coats  have  passed  the  experimental  stage 
and  are  being  successfully  featured  by  high  class  garment 
manufacturers.  Large  buyers  have  also  placed  orders  for 
these  cloths  in  a  variety  of  shades  and  wool  backed 
satins  promise  to  be  xne  of  the  high  novelties  for  the 
season. 

Messalines,  i)ailIeltos  and  soft-finished  satins  are  sell- 
ing both  to  the  cutting  up  trade  aiul  for  the  counter 
trade.  These  goods  are  wanted  as  a  foundation  for  the 
silk  voiles  and  marquisettes  that  are  in  the  front  rank 
for  costumes  and  evening  wear  and  which  are  almost 
invariably     made    up   over  a  satin     surfaced   foundation 


Heavy  soft  satins  of  the  satin  duchesse  order  are  showing 
for  tailor  made  wrap  coats.  The  ultra  novelty  for  this 
purpose  is  the  double-faced  or  Janus  satins. 

P^oulards  and  satins  with  pencil  stripes  in  white  on 
black  or  blue  and  black  or  blue  on  a  white  ground  are 
leading  fancies,  while  black  and  white  stripes  and  novel- 
ties in  taffetas  are  in  high  favor. 

As  Summer  selling  approaches  there  is  a  demand 
springing  up  for  tub  silks.  These  are  developed  in  good 
quality  china  silk  with  woven  pencil  and  novelty 
stripes. 

With  a  more  extensive  use  of  silken  fabrics  has  come 
a  greater  demand  for  wide-width  silks.  The  consumer  as 
well  as  the  cutting  up  trade  are  showing  an  increasing 
appreciation  of  the  utility  of  wider  silks,  and  the  preju- 
dices of  buyers  are  giving  way  before  the  insistent  de- 
mand. 


Likely  To  Remain  High 

Canadian  Cotton  Prices  May  Increase  —  Prospect 

of    Good    Demand   From   West  —  Wash 

Goods   Have   Sold   Steadily 

Canadian  Cotton  prices  generally  are  likely  to  remain 
at  the  present  high  level  for  at  least  some  months  to 
come.  *  As  to  whether  there  is  any  probability  of  further 
change  before  the  season  goes  out  one  man's  guess  is  as 
good  as  another's,  and  no  one  is  in  a  position  to  say 
exactly  what  will  happen.  If  the  demand  for  manufactur- 
ed cotton  continues  at  its  present  level  in  Europe  and 
the  United  States,  prices  are  bound  to  remain  at  least 
as  high  as  they  now  are,  and  may  possibly  increase. 
Should  the  demand  for  any  reason,  fall  of!  in  these  mar- 
kets, through  hard  times,  which  are  not  probable  this 
season;  through  a  break  in  the  money  market,  or  for  any 
other  reason,  then  prices  would  undoubtedly  drop. 

As  the  situation  now  stands  there  is  a  big  shortage 
in  the  world's  cotton  supply  as  compared  to  last  year. 
The  crop  of  1908  averaged  about  12,000,000  bales,  and 
1909  came  in  with  a  balance  on  hand  of  about  2,000,000 
l)ales.  Last  year's  crop  has  been  variously  estimated  at  12,- 
r)00,flOO,  12,000,000  and  a  little  less  than  12,000,000  bales, 
and  <he  balance  coming  into  the  crop  of  1910  was  only 
about  800,000  bales,  consequently  if  the  world  at  large 
consumes  as  much  cotton  as  last  year,  then  this  season 
is  bound  to  face  a  shortage. 

Western  Trade  Prospects. 

\  good  trade  is  anticipated  with  Western  Canada  this 
year.  Last  year's  financial  situation  was  rather  tight  in 
that  section  of  the  country,  and  crop  prospects  poor.  For 
most  of  the  season  there  was  a  general  depression  of 
trade.  This  vear  has  opened  for  Westerners  with 
stock  in  good  condition  and  things  seem  favorably 
situated  for  starting  well  in  the  spring.  Should  the  West 
be  favored  with  an  early  seeding;  t.nie,  and  any  sort  of 
favorable  weather,  then  trade  in  that  part  of  the  cotm- 
try  is  bound  to  advance  very  materially. 

Spring  and  Summer  Selling. 

Good  orders  have  been  placed  tor  both  Spring  and 
Summer  selling  in  all  lines  of  s+a-'es.  There  has  little 
new  developed  in  either  materials  or  prices  since  last 
issue,  but  the  season  of  advance  lines  for  fall  trade  is 
rapidly  approaching.  The  Dominion  Textile,  of  Montreal, 
expect  to  he  ready  with  a  full  range  of  ideas  in  Fall 
goods,  prints  and  staples,  about  the  first  of  March. 

Wash  goods  have  sold  steadily  all  through  the  past 
month,  and  almost  M'ithout  a  single  cancellation  of  ord- 
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ers.  The  demand  lor  printed  wash  goods  seems  to  he 
increasing,  and  there  is  a  hint  that  bordered  fabrics  will 
onjoj'  a  fairly  good  run  later  in  the  season 
Kspecia!l\-  is  this  so  in  the  case  of  {ine  and 
fancy  coUons.  Printed  (liinities,  voiles,  marquiset- 
U'S,  foulards,  lawns,  organdies  and  batistes  are 
proving  good  sellers.  Ginghams  and  yarn  d\ed  wash  fab- 
rics are  also  selling  well,  and  mills  making  a  speciality 
of  turning  out  reliable  yarn  dyed  goods  are  doing  good 
business  in  these  lines.  Leading  mills  have  now  reached  a 
point  of  completeness  where  they  can  guarantee  as  fast, 
colors  that  were  once  looked  upon  as  fugitive.  Weavers, 
during  the  past  few  years  have  accomplished  wonders  in 
the  production  of  semi  novelties,  sufficiently  out  of  the 
beaten  path  as  to  make  them  attractive  as  well  as  ser- 
viceable, and  these  have  done  much  to  increase  the  favor 
accorded  washable  goods. 


Voiles    and     Wash     Fabrics 

Sheer  Weaves  in  Silk  and  Cotton  Mixtures  the 

Best   Sellers  —  Bordered    Effects   are     Latest 

Novelties  —  Zephyr  Gingham. 

Everything  points  to  a  good  season  in  fancy  cotton 
dress  fabrics.  The  fashion  movement  in  these  ggods  is 
all  in  favor  of  open  weaves  and  sheer  materials.  Mar- 
quisettes and  voiles  have  been  freely  taken  not  only  by 
the  leading  retail  buyers  but  by  the  makers  of  high  class 
waists  and  costumes.  The  advance  sale  of  these  fabrics 
has  been  so  great  that  it  is  impossible  to  place  further 
orders  in  some  leading  lines  at  anything  like  a  reasonable 
date  for  delivery. 

Fancy  silk  and  cotton  mixed  fabrics  have  kept  in  high 
favor  for  Fall  and  these  goods  have  done  unusually  well 
for  the  coming  season.  They  have  been  taken  in  printed 
effects  and  in  brocaded  patterns  on  an  eolienne  ground  in 
solid  colors. 

Printed  cotton  voiles,  and  such  fine  goods  as  dimities, 
organdies,  batistes  are  included  in  the  list  of  big  sellers. 
The  latest  novelties  here  are  bordered  effects  and  these 
include  a  number  of  beautiful  novelties  both  for  day  and 
evening  wear.  Metal  prints  are  new,  and  both  Persian 
stripes  and  Scotch  tartans  are  shown,  as  also  are  border 
effects  showing  jacquard  stripes  in  black  or  colors. 

There  has  been  a  big  advance  sale  of  zephyrs,  ging- 
hams, and  re-orders  are  coming  in  freely  on  these  goods. 
Shi.-plierd's  checks,  Scotch  and  fancy  tartans,  fancy  plaids 
in  various  soft  colorings  and  jacquard  stripe  effects  are 
some  of  the  leaders. 

Generally  speaking  the  only  satisfactory  business  done 
by  manufacturers  has  been  in  novelty  fabrics. 


Good  Demand  for  Knitting  Yarns. 

"The  Canadian  cotton  yarn  situation  at  the  present 
time  is  exceptionally  good,  perhaps  never  was  better,"  is 
the  opinion  expressed  by  Canadian  cotton  manufacturers. 
Knitters  are  extra  busy  this  year,  owing  to  the  demand 
for  all  sorts  of  knitted  goods,  a  demand  which  has  re- 
sulted in  a  good  many  rush  orders  for  yarns,  and  a  steady 
demand  for  future  delivery.  All  orders  reported  so  far 
as  placed  for  next  season  are  good,  and  at  rates  on  a 
basis  with  the  high  prices  demanded  for  raw  cotton,  and 
in  accordance  with  cotton    goods  prices. 

The  cotton  yarn  market  is  perhaps  Ihe  best  and  most 
consistent  market  of  current  trade,  although  prices  are 
keeping  well  up  on   all  goods,   and   trade  prospects  in  all 


lines  for   Spring   and  Summer  business  are  exceptionally 
good. 

Rut  although  prices  for  cotton  yarns  are  much  higher 
than  last  year,  from  ten  to  fifteen  per  cent,  higher  de- 
pending on  the  count  of  yarn,  yet  they  are  still  lower 
than  the  prices  to  be  paid  for  raw  cotton  and  cost  of 
production  would  warrant,  though  higher  in  proportion 
to  the  cost  of  materials  than  trade  prices  in  any  at  her 
lines. 


Present  Importance  of  Silk  Section. 

The  advisability  of  increasing  the  amount  of  display 
of  the  silk  stock  is  one  that  should  be  given  the  utmost 
attention  at  this  .season.  The  importance  of  this  depart- 
ment in  view  of  the  increased  purchases  the  merchants 
have  made,  anticipating  greater  business— any  far-seeing 
merchant  knows  that  the  coming  Spring  season  is  to  be 
one  of  money-making  opportunity  in  this  section— de- 
mands that  increased  space  be  given  and  provision  made 
to  handle  this  department  successfully. 

The  Review  has  noted,  from  time  to  time,  the  effect 
prominent  fashions  are  to  have,  and  the  demand  for  silks 
in  the  making  of  the  new  dres.ses  and  gowns.  The  only 
conclusion  is  that  silks  will  occupy  an  almost  unprece- 
dented place  in  popularity  for  the  coming  Spring. 

It  is  advisable,  therefore  that  every  effort  be  made  to 
place  the  silk  section  in  a  prominent  position.  Any  in- 
creased space  that  can  be  so  used  will  be  well  paid  for  by 
.sales  and  renewed  enthusiasm  on  the  part  of  the  sales- 
men. 

In  window  trims  it  will  be  well  to  have  tasty  dis- 
plays showing  exclusive  waistings,  and  exclusive  or  no- 
velty dress  lengths  kept  prominently  before  the  buying 
public  to  keep  interest  centered   in  the  silk  section. 

Many  of  the  best  customers  looking  for  novelty  and 
exclusive  gowns  can  be  interested  at  this  season  and  or- 
ders placed  for  dressmaking  department  in  order  to  se- 
cure early  delivery  and  avoid  the  Easter  rush. 

It  is  none  too  soon  to  make  these  changes  in  the  silk 
section  and  bid  for  the  extra  business  which  the  merchant 
rightly  and  confidently  expects. 


In  the  United  States  a  general  policy  of  curtailment 
is  talked  of  by  the  manufacturers  in  the  effort  to  obtain 
a  better  working  margin.  All  this  points  to  the  main- 
tenance of  the  present  level  in  cotton  prices.  Even  if 
the  most  liberal  crop  estimate  of  12,500,000  bales  should 
be  reached  it  will  bring  the  visible  supply  down  to  the 
very  low  figure  of  358,000  bales. 

An  important,  factoe  in  the  maintenance  of  the  pres- 
ent price  level  is  the  big  export  business  now  being  done 
by  the  Lancashire  manufacturers  which  will  make  them 
continue  to  be  enormous  consumers  of  raw  cotton. 

New  price  lists  from  Belfast,  as  a  rule,  carry  ad- 
vanced rates  and  there  would  seem  to  be  no  chance  of  a 
change  in  prices  in  favor  of  buyers  at  anything  like  an 
early  date  as  both  manufacturers  and  -spinners  have 
])lenty  of  orders  on  their  books. 

Another  reason  for  caution  in  this  respect  is  the  ad- 
vancing prices  in  flax.  The  fiax  crop  this  year  was  not 
up  to  the  usual  figure  neither  wMth  Continental  or  Irish 
producers,  due  to  the  bad  weather  conditions.  Yarns  are 
advancing  in  price  and  spinners  have  to  pay  full  rates  on 
new  orders,  and  owing  to  the  shortage  in  the  flax  crop 
there  is  little  likelihood  of  lower  prices.  Indeed,  the  ten- 
dency is\  all  in  the  other  direction.  Fewer  orders  are 
comin?  from  the  I'nited  States,  and  Canada,  .\ustralasia 
and  South  .\merica  are  the  best  buyers  of  linens  that 
Belfast  has  at  present.  Canada,  it  should  be  noted,  is 
becoming  one  of  Belfast's  best  customers. 
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LOOK  AT  YOUR   CEILING  ! 

A  few  dollars  would  replace  that  with  a  fine  new 
Art  Metal  Ceiling,  that  won't  crack,  fall  down  or 
discolor.  Fire  proof,  permanent  and  ornanient- 
ut.  too.  A  post-card  brings  particulars  without 
obligation  to  you. 

The  Gait  Art  Metal  Co.,  Ltd.,  Gait,  Op  t. 


HANSON'S 

WOOLLEN  SOCKS 


G.  E.  Hanson 


Hull,  Que 


Be  Prosperous  -  Start  1 9 1 1  on  the  Riglit  Road 

Never  in  the  history  of  advertising  was  there 
such  a  success— such  a  producer  of  business  as 
our  Successful  Special  Sale  System.  Our  plans 
will  assist  you  to  do  Three  Months'  Business  in 
Ten  Days.     Investigate  our  proposition. 

The  Only  Successful  Special  >ale  Prcmoters. 

FRED  W.  WEBER  &  COMPANY 
427  Eaat  47th  Street,  Chicago.  Illinois 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations.  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lishted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical   Decorating  Company 

(Incorpt>rat(ul.) 
310  Fifth  Avenue.  Chicago,  III. 


This  space  will  cost  you  only  $20 
a  year,  and  your  ad.  will  go  to 
5,000  merchants  ea(*h  month. 

Counter  Checic  Books 

F.  N.  BURT  COMPANY,  Limited 
Toronto  and  Montreal 

Write  for  samples. 


Correspondence  Invited 

E.  R.  BOLLERT 

MANUFACTURERS'  AGENT 

Buil^fnT"'"^  Vancouver,  B.C. 

Can  Kive  strict  attention  to  one  <^r  t\v(<  fir.-;t-i;laRs 
Agencies.     Highest  references. 


Window  and  Store  Decorations, 

Cut  Flowers,  Vines,  Palm,  Etc. 
L.  BAUMANN  &  CO. 

359  W.  Chicago  Ave.  CHICAGO 

Largest  Importers  and  Manufacturers 

Send  for  Catalogue  R 


The  Commercial  Account  Register 

pays  for  itself  in  a  few  months.  For  simplicity  quid" 
ness  in  operation,  durability  and  elegance  in  con- 
struction it  has  no  equal.  Cuts  out  bookkeeping  and 
tits  any  safe,  ."^eiid  po.stal  for  catalogue  and  Can- 
adian testimonials. 

COMVIERCIAL  REGISTER  CO. 

178-180  Victoria  .St..  Toronto.  Ont. 


What  Other  Merchants 
Have  Found  to  Pay 

All  of  the  signs  in  the  window  of  ji  dry 
goods  store  were  in  the  sh.ape  of  a  hand 
with  the  index  finger  extended.  Each  hand 
bore  the  same  opening  phrase,  "We  point 
with  pride  to  — "  and  then  following  some 
snapp.v  advertising  of  the  article  indicated, 
tlie  finger,  of  course,  in  each  individual 
case,     pointing    to    the    article    mentioned. 


.V  clieck  room  where  the  out-of-town  buyer 
c.in  check  his  or  her  parcels  free  of  charge 
is  operated  by  one  up-to-date  store.  T)ie 
opening  of  the  room  was  announced  In  a 
circular  letter  which  was  sent  to  a  list  of  all 
prospective  customers  in  the  surrounding 
district,  and  enclosed  was  a  card  which  en- 
titled the  recipient  to  the  service  free  of 
charge    on    presentation    of   the    ticket. 


There  will  always  be  a  certain  number  of 
superstitious  people  in  the  world,  and  for 
the  viist  majority  a  forecast  of  the  future  is 
:ihvays  fascinating.  One  merchant  catered 
to  tills  little  weakness  by  placing  in  his  win- 
dow a  framed  placard  giving  the  horoscope 
of  tlio.sc  born  between  certain  dates,  planet- 
ary influence,  lucky  days,  etc.  People  have 
liccii  known  to  go  considerably  out  of  tlicir 
w:iy    to    read    these   cards. 


The  plan  adopted  by  a  clothing  firm  of  en- 
closing in  each  package  sent  out  a  little  slip 
entitled  "Stories  of  Success,"  relating  the 
story  of  some  familiar  character  who  liad 
risen  from  obscurity  to  fame,  might  be  em- 
ployed to  advantage  by  merchants  iu  their 
advertising.  Such  stories,  describing  the 
climb  of  successful  Canadians,  would  be  easily 
available,  and  would,  if  properly  conducted, 
MtliMit    attention    thereto. 


liciierosity  always  pays.  In  one  store  the 
mtiiiiiger  has  one  clerk  clip  from  the  news- 
papers all  items  relating  to  accidents  to 
people  within  the  store's  territory.  When  it 
happens  that  one  of  the  unfortunates  is  a 
person  who  is  paying  for  something  on  the 
instalment  plan,  the  manager  who  is  fairly 
well  ac(iuainted  with  circumstances  sends  .'in 
appropriate  letter  and  encloses  a  receipt  for 
the  next  payment.  The  advertising  makes  it 
worth  while. 


In  amiouiicing  a  "Tag  Day"  in  connection 
witli  their  anniversary  sale,  a  clothing  firm 
pointed  out  that  every  person  "tagged,"  in- 
stead of  being  held  up  for  something  on  that 
(lay.  would  be  given  goods  of  real  value. 
Four  tags  of  different  colors — one  for  each 
of  the  departments — were  enclosed  in  a  neat 
leather  tag-holder,  such  as  attached  to  trunks 
or  bags,  and  schoolbo.vs  or  girls  were  hire<l 
to  distribute  them.  Eacli  tag  entitled  the 
holder  to  a  discount  on  goods  purchased  in 
the   resjiective   departments. 


METALLIC  CEILINGS 

of  attractive  design  help  to  make  your 
itore  an  attractive  place  in  which  to  shop. 
Our  designs  are  exclusive  and  come  in  a 
great  range.  Plain  or  ornamental.  You 
should  have  our  catalogue.  Send  to-day. 
The  Metallic  Roofing  Co..  Limited,  Toronto 


Buttons!    Buttons!    Buttons! 

Are  you  looking  for  up-to-date  novelties?  We  are 
specialists  in  Ivory,  Pearl,  Metal  Covered  and  Fancy 
Buttons,  Paris  and  New  York  desigTis.  suitable  for 
the  manufacturing  trade.  Will  gladly  submit 
samples. 

Embroidery  anri    B'niHinfr 
Machine  and  hand  work.     Write  us  for  particulars. 

A.  WRYERSTALL  &  CO. 
145  Wellington  St.  West.  TORONTO 


Do  You  Want  Agencies 
for  any  line  ?  If  you  do, 
write  to  The  Dry  Goods 
Review,  Toronto  :: 


CANADIAN  MANUFACTURERS 

In  order  to  complete  my  range,  I  am 
prepared  to  accept  agencies  for  a  few 
more  lines.  Manufacturers  interested 
are  invited  to  ask  for  further  information. 

OTTO  T.  E.  VFIT 

Wellington  Street  West.  TORONTO 


WE  CAN    GIT   YOU    BUSINESS 

Give  us  the  representation  of  your  line  for 
Western  Canada.  We  cover  entire  west  with 
travellers  Manufacturers      of      Underwear. 

Hosiery.  Neckwear  Shirts. Fancy  Vests.  Glov.-s, 
Hots  and  Caps,  Haberdashery.  Etc  .  are  invited 
to  vvrite  us      Grod   connection    with  the   trade. 

The  G.  A.  Tranter  Co. 

Suite  9       Capitola  Bide.  Vancouver,  B.C. 


ADVERTISING    CUT5 

For  Dry  Goods.  Dep.irtment  and  General  Stores. 
For  Newspiper.  Catalogue  or  Circular  Adver- 
tising. Send  for  our  big  catalog.  It's  free. 
Cuts  20  cents  each. 

Syndicate  Cut  Company 

18  Park  Row  -  NEW  YORK 


Write  for  Information. 

about  any  line  of  g:oods  you  do  not 
.see  advertised  in  The  Review.  We 
will  gladly  procure  the  information 
and  supply  it  free. 

THE  DRY  GOODS  REVIEW. 


■^^ATERSON 

^^—^  ■■  LIMlTf.O 

The  Wholesale  Millinery  aid  Fancy  Dry  Giiids 
Haute  of  the  Mirilime  Provinces. 

MAIL  0>-DERS  OUR  ESPECIAL  HOB3V 

I  WILL  BUY  FOR  YOU 

With  headquarters  in  Paris,  I  am  prepared  to  act  as 
buying  agent  lot  CHnadiantirmf*.  lam  nartii-nlHr  y  well 
siiu«teil  to  buy  all  kind.*  of  millinery,  hat  forms,  ostrich 
feathers,  flowers,  tiimminis.  ribbons,  etc.  Ian  furnish 
best  of  references.     Inquiry  solicited. 

ERNEST  VEIT 

19   P»8»»g>  d«-  Pe'itt-ruripii.        .       P»r;ii.  Franr* 
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Washable  Hair  Pins 

can  now  be  retailed  in  the  same  quantities 
and  at  the  same  price  as  ordinary  pms.  The 
retail  profit  is  liberal  and  your    customers    get 

a  sanitary  pin  that  can    be  washed    with    absolutely    no  loss    of  shape,  color 

or  finish. 


350/e 
3  IN  BOX 


351/E 

13  IN  BOX 


n 


8IVE 
18  IN  BOX 


352/E 
3  IN  BOX 


PRICE,  $2.00  per  Dozen  Boxes,  F.O.B.  Leominster 


-GLJ 


W!^ 


'1 


O 


D 


'f 


Q 


O 


:5?:^ 


Please  mention  The  Rei'iew  to    .Idiertisers  and   I'lieir   Trazrlers. 
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-WASHABLl 


THE  EARL 


You  Should  Sell 


Hair  Pins  because  no  other  pins  offer  the  same 

advantages  to  your  trade  and  the  same  profit  to 

you.      EVERBRITE  is  a  new  patented  finish 

that  adds  a  higher  lustre  and  makes  the  hair  pin  washable  without  loss  of  shape, 

color  or  finish.     This  we  guarantee. 


810/ E 
12  IN  BOX 


8II/E 
12  IN  BOX 


811/2/E 
12  IN  BOX 


812/E 
f  12  IN  BOX 


390/E 
6  IN  BOX 


391/E 
6  IN  BOX 


391/2/E 
6  IN  BOX 


392/E 
6  IN  BOX 


■WARNING  TO   ALL- 


We  are  protected  by  letters  patent  No.  932,888,  October  1st,  1909. 

All    offenders  offering   goods   infringing   our  goods  and  all  dealers 

offering  for  sale  such  infringements    will    be  liable  under  the  law. 

T"*"'"  is  for  your  protection  and  ^•■— ' 


-ms.  Use  order  blank  on  opposite  page, or  write  our  Canadian  Distributors,  J.  Palmer  &  Son,  5-7  DeBresoles  St.,  Montreal 

W.  D.  EARL  &  CO.,  Leominster,  Mass. 

NEW  YORK,  487  Broadway  MONTREAL,  5  and  7  DeBresoles  Street 

BOSTON,   109  Kingston  Street.  LONDON  (England).    151   Oxford 

SAN  FRANCISCO,    138  Front  Street  Street,  West 


o 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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BRlliTOriCMPEPC-UtllTEP. 

MANUFflCTURERS^HIGH  CLASS 
OO  BRUSSILSWILT0rj6'  O 
TiXMiriSTER  CARPETS  s-RUGS. 

F;\CTOKY&OfFICES 

PETERBOROUGH.  0NT;\RI0.  February   1.    I911 

TO  THE  CARPET  BUYER: 

Dear  Sir,- 

This  month  we  beg  to  oall  carpet  buyers'  attention  to 
our  four  special  lines.   Make  a  note  of  them  and  when  our 
travellers  call  ask  specially  to  see  them.   For  style, 
make,  wear  and  dye  we  have  no  competitors. 

KUHISTAN  CLOTH 

This  is  a  new  fabric,  heavy  in  weight,  all  cotton 
back,  and  the  range  comprises  excellent  reproductions  of 
antique  Oriental  rugs.   The  fabric  is  made  In  rugs,  stairs, 
runners  and  mats  of  all  sizes.   It  is  without  exception  the 
best  value  on  the  market  today. 

QUILISTAN  WILTON 

an  extremely  handsome  Oriental  rug  at  moderate  prices.   A 
fabric  which  we  have  been  making  some  time  and  which  has 
given  universal  satisfaction.   So  much  so  that  we  have 
doubled  the  number  of  designs  carried  by  the  old  company 
and  which  are  compoeed  of  Oriental  motifs  in  rich,  soft, 
Persian  colorings. 

REQINA  AXMINSTER 

The  quality  of  this  fabric  is  well  known  and  we  are 
now  making  it  in  high-class  self-color  designs  and  pure 
Orientals.   This  Axminster  is  made  to  wear  and  in  conse- 
quence finds  favor  where  many  other  Axminsters  are  viewed 
with  disfavour.   The  Regina  Axminster  has  been  put  down  in 
some  of  our  best  Canadian  hotels,  side  by  side  with  imported 
Wiltons,  and  has  never  been  found  wanting. 

REGAL  BRUSSELS 

another  line  which  we  have  been  running  some  time  and  which 
we  are  increasing  owing  to  the  splendid  reception  it  has 
met  with.   The  designs  are  largely  Oriental.   A  splendid 
piece  of  Brussels  which  will  give  undoubted  satisfaction. 

OTHER  LINES  INCLUDE  ALL  GRADES  OF  EXPENSIVE  AND  INEXPEN- 
SIVE BRUSSELS  AND  WILTON  SUITABLE  FOR  EVERY  PUB.POSE. 

OUR  EUDEAVOR  IS  TO  MAKK  THE  BRINTON  LINE  THE  MOST 

COMPLETE,  ARTISTIC  AND  BEST  VALUE 

ON  THE  MARKET. 

Yours  truly, 

BRINTON  CARPET  CO.,  Limited. 

Ficaie  mention  The  Revise  to   Advertisers  and   I  heir   Travelers. 


Furnishings  and  Decorations  for  the  Home 


Carpets  and  Rugs  in  Fawn 

Orientals   Lead,  but  Medallions   After  the 

Adams    Motifs    are    Good  —  Florals 

in  Louis  Quinze  Designs 

THE  strong  color  feature  in  Spring  carpets  and 
rugs  is  the  fawn  range  of  shadings.  At  first  it 
was  widely  supposed  that  yellows  and  the  pump- 
kin browns,  so  popular  last  Fall,  would  be 
leaders  for  the  coming  Spring,  but  fawn  seems  to  have 
stepped  into  first  place  as  the  high  novelty.  Green,  is, 
as  usual,   the  great  staple  line. 

Some  importers  are  making  a  feature  of  the  seamless 
tapestry  square  made  to  their  own  design  and  in  their 
own  chosen  colors.  A  very  handsome  rug  of  this  sort 
retails  at  $16.  It  was  a  change  from  the  universal 
Oriental  in  that  it  had  floral  design  in  each  corner,  in 
medallion  effect  on  a  bufT  ground.  Many  floral  corners 
are  seen  in  this  style  on  self-colored  rugs,  or  rugs  with 
a  tiny  medallion  or  scroll  in  shade  slightly  darker  than, 
or  in  soft  contrast  with  the  self-tone. 

In  all  styles,  a  tendency  to  the  period  motifs  is  ob- 
.servable.  Adams'  urn,  scroll  and  medallion  and  the 
small  Louis  Quinze  floral  effects  in  garland  or  bouquet 
are  seen  at  widely  varying  prices. 

Coral  reds,  running  into  pink,  arc  the  brightening 
touch  preferred  on  a  brown,  fawn  or  green  rug  similar 
to  those  above  described. 

The  medallion  centre  is  a  leading  feature  of  Spring 
importations.  A  very  pretty  effect  was  of  Indian  work- 
manship in  soft  terra  cottas  and  greens,  showing  the 
conventionalized  lotus  and  the  god.  This  rug  also  had 
medallion  centre. 

Many  merchants  provide  a  made  rug  of  piece  goods 
in  place  of  the  somewhat  more  expensive  rug  in  one 
piece.  These  lines  are  extremely  good  looking  at  the 
price,  and  are  made  of  excellent  wearing  material.  Bor- 
ders are  carefully  matched,  and  the  whole  cfl'ect  quite  as 
artistic  as  many  a  rug.  On  the  whole,  however,  it  is 
the  rug  in  which  the  bulk  of  trade  will  be  done. 

In  spite  of  the  cropping  up  of  fine  novelties  in  floral 
and  period  designs,  the  Oriental  rug  will  be  the  season's 
leader.  Excellent  imitations  at  surprising  prices  are  be- 
ing put  on  the  market  in  fresh  styles,  every  day.  For 
softness  of  coloring  and  fitness  for  almost  any  purpose, 
they  cannot  be  surpassed. 


Popular  favor  rests  at  present  with  pompadour 
wreaths  and  garlands,  and  dainty  floral  effects. 

® 

Madras,  Scrim  and  Muslins. 

Printed  scrims  in  stencilled  designs  bid  fair  to  out- 
rival madras  for  a  time.  These  scrims  are  exceedingly 
effective  and  much  cheaper  than  madras,  but  thert  is  no 
doubt  but  that  the  former  shows  up  better  color  against 
the  light.  All  sorts  of  new  designs  are  seen  in  both, 
scrolls  of  color  on  a  cream  ground  being  a  favorite  pat- 
tern in  madras,  while  the  scrims  have  many  art  nouveau 
designs.  Oriental  borders  are  much  seen  on  scrim. 
Moirette  scrim  was  the  novelty  fabric  in  this  line. 

Curtains  will  be  self-colored  in  many  popular  lines, 
especially  those  for  u.se  in  Summer  homes. 

Hope  portieres  continue  to  be  favored  for  this  pur- 
pose. The  popular  trade  takes  them,  many  persons  of 
moderate  means  preferring  to  change  their  heavier  por- 
tieres for  rope  hangings  during  the  Summer. 

Grecian  cloth  is  a  novelty  portiere  for  the  coming 
season.  The  weave  resembles  poplin,  while  one  side  has 
the  satiny  finish  of  a  French  soleil  cloth.  The  color  was 
champagne  by  preference.  Buff  and  tan  were  found  spec- 
ially good  sellers  in  all  lines,  as  also  was  green. 

® 

The  New  Lace  Curtains. 

Lace  curtains  show  a  novelty  line  of  Battenberg  in 
sill  length,  (2-^  yds). 

Arab  nets  in  huge,  square  designs  and  heavy  mesh 
with  maltese  motifs,  are  selling  splendidly  in  all  lines  at 
Avidely  varying  prices,  according  to  quality.  From  thirty 
cents  a  yard  up,  very  handsome  and  up-to-date  designs 
may  be  retailed. 


The  Price  of  Cotton. 

Despite  the  rise  in  cotton,  merchants  will  find  no 
appreciable  difference  in  this  year's  prices.  After  next 
June,  the  effect  will  doubtless  be  felt  in  some  lines,  but, 
till  that  time,  the  manufacturers  and  importers  declare 
that  neither  merchant  nor  public  will  have  to  pay  more 
for  the  same  article  than  at  this  time  last  vear. 


Upholsteries  and  Hangings 

Gothic  Designs  in  High-Class  Numbers  — 

Popular    Favor    Shown    Floral    and 

Self-Colored    Effects 

Gothic  designs,  of  which  a  sprinkling  appear  in  Eliza- 
bethan decoration,  are  being  widely  shown  in  pure  and 
exact  reproductions  for  hangings  and  upholsteries.  Be- 
sides these  little  else  of  unusual  nature  has  as  yet  trans- 
pired. The  Gothic  patterns  include  the  acorn  and  the 
conventionalized  gryphon.  Many  half-mathematical  effects 
are  seen,  reminiscent  of  the  Coptic  art. 

The  chief  beauty  of  Gothic  design  is  in  its  solid  con- 
trasting blocks  of  color,  which  give  great  richness,  while 
at  the  same  time  sombre  in  tone.  Colors  are  by  no 
means  necessarily  dark.  It  is  hardly  to  be  expected  that 
these  designs  will  pass  into  everyday  use. 


Wall  Paper  in  Fabric  Effects 

Variations    on     the    Fawn,    Brown    and 
Champagne    Shades   are    the   Feature 

Spring  wall-papers  are  now  coming  in  full  swing. 
While  many  cream  and  ivory  effects  are  seen,  the  darker 
shades  in  this  range  do  not,  as  expected,  run  so  much 
into  brown  as  into  fawn.  Navy  Jasper  or  "Jaspe" 
efiects  will  be  produced  in  self-colors.  Other  decorations 
in  the  room  being  chosen  to  correspond. 

With  a  paper  of  this  type,  much  use  will  be  made  of 
the  cut-out  or  specially  arranged  border  to  produce  panel 
effects.  Some  very  beautiful  bedroom  designs  had  these 
panels  outlined  with  small  flowers  in  scroll  design. 

Small  to  medium  floral  effects  appear  to  predominate 
at  present,  much  use  being  made  of  these  in  conjunction 
with  an  imitation  fabric  paper.  Linen,  both  coarse  and 
fine,   Chambray  in   shot  weave,   and  cretonne  effects  will 


106 


H  O  U  S  E  F  U  R  N  I  S  H  I  N  G  S 


Dry  Goods  Review. 


T 


HE  more  your  Wall 
Paper  talks  the  less 
you  will  have  to.  If 
anything  can  be  said 
to  sell  itself  it  certainly 


IS 


WAIi^Pi\PER 


STAUNTONS  Limited 

Wall  Paper  Manufacturers 

941   Yonge  St.,  TORONTO 


he  lepioduced  iu  wonderful  likeness  in  iLe  new  wull 
papers.  Tlitse  shades  come  in  delicate  tints  ami  near  I  \ 
all  designed   U)  go   with  (loral  ettects. 

(lotliic    wall    pafter    will    he   a   high   nuwJLy    iur   dining 

nxjijis    and    halls. 


Period  Decoration  Featured 

Strong  Tendency  to  Re-Create  the  Elizabethan 

Manor  House  on  Canadian  Soil  —  Interiors 

of  New  Mansions  Deserve  Attention 

The  day  is  fast  passing  when  luxurious  interiors  are 
confiued  to  our  American  neighbors.  Several  handsome 
mansions  have  recently  been  erected  by  Canadian  mil- 
lionaires. These  contain  the  best  and  latest  ideas  on  in- 
terior decoration,  and  are  all  the  more  important  be- 
cause, instead  of  being  freakish  or  e.vclusive,  they  illus- 
trate certain  well-defined  general  tendencies  to  which  the 
climate  and  character  of  the  scenery  has  given  rise. 

Exteriors  are  of  brick  or  stone,  warm  colors  being 
favored,  owing  to  the  long  winter.  Interiors  are  ample, 
warm  and  well  exposed  to  the  sun.  No  type  of  decora- 
tion so  lends  itself  to  these  uses  as  the  Elizabethan  or 
early  Jacobean.  Consequently,  we  are  seeing  reproduced 
here  the  old  Knglish  manor  house,  with  its  great  hall, 
frequently  galleried,  its  huge,  inviting  fireplaces  and  its 
reception  or  ball-room  on  an  upper  storey.  This  type 
of  house  lends  itself  to  amplitude  without  pretentious- 
ness. The  finest  tapestries  may  be  used  upon  the  walls, 
the  most  expensive  pictures  hung,  and  yet  when  all  is 
done,  raftered  ceiling,  paneled  wall  and  emblazoned  lire- 
place  still  look  absolutely  home-like  and  inviting. 

The  hall  of  the  new  home  of  Mr.  Jack  Katon,  of  the 
T.  Eaton  Co.,  illustrates  some  of  the  finest  of  the 
Elizabethan  characteristics.  It  is  very  ample,  hard-wood 
linished  with  the  addition  of  rugs,  and  has  the  Newel- 
Post  staircase  of  the  traditional  manor-house.  This  hall 
will  be  remarkable  for  its  historic  tapestries,  imported 
by  Mr.  Eaton  for  the  purpose,  and  each  worth  a  small 
fortune. 

An  exquisite  Renacence  design  was  recently  carried 
out  by  a  prominent  Toronto  firm.  The  hall  has  a  stair- 
case at  one  side.  The  fire-place,  opposite  the  door,  is  a 
.specimen  of  Gothic  adaptation  of  rare  artistic  value. 
High-back,  carved  chairs  complete  the  picture  below,  and 
over  the  rail  of  the  encircling  balcony  above.  Oriental 
rugs  are  thrown  carelessl\ .  Oak  is  preferred  for  floor, 
paneling  and  beans,  as  the  color  lightens  the  long,  dark 
winter  days. 

Besides  the  Elizabethan,  the  Louis  types  are  very 
popular  with  the  public.  Drawing-rooms  are  done  in  these 
constantly,  and  demand  is  felt  for  Chippendale  and 
Sheraton.  It  must  be  confessed  that  the  latter  two  are 
better  art  than  the  Louis,  either  Quatorize  or  Quinze. 
French  styles  have  a  certain  want  of  solidity,  of  which 
men  complain  bitterly,  while  women  seem  to  fancy  them, 
in  definance  of  climate  and  suitability.  Chippendale  has 
created  an  admirable  compromise  between  delicacy  and 
strength,  and  many  reproductions  are  being  looked  for. 


In  forty  years  exports  of  oil  and  floor  cloths  from 
the  I  nited  Kingdom  have  grown  from  1,0110,000  square 
yards  to  15,000,000  square  yards,  and  the  prices  in  that 
lime  have  decreased  more  than  30  per  cent.  The  London 
Economist  points  out  that  in  the  last  five  years.  United 
States,  France  and  Holland  combined  have  houglit  as 
imieh  oilcloth  and  linoleum  from  English  manutactnrers  ar 
all  of  the  overseas  colonies 
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HOIISEFURNISHINGS 

CALDWELL'S 
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Canadian-made 


lOO 

PUREWOOL 


WOOLEN 


BLANRETS 


These  are  the  blankets  that  will  give  your  customers  a  life- 
time of  good  service.  Their  quality  will  be  a  perpetual 
reminder  of  your  reliability  as  a  dry-goods  merchant. 

These  blankets  have  now  become  so  well  known,  so  actively 
in  demand  by  the  public,  so  satisfactory  and  profitable  to 
merchants,  that  we  keep  one  of  our  mills  running  full  time 
exclusively  on  blankets. 

They  are  made  white  and  colored  in  two  qualities,  "Sax- 
ony" and  "  Arctic." 

But    remember   this:    both    qualities 
are  one  hundred  per  cent,  pure  wool 

It  will  pay  you  to  examine  Caldwell  Woolen  Goods  if  you 
have  not  yet  commenced  to  handle  them,  because  better 
values  in  woolens  positively  cannot  be  secured  anywhere. 
And  we  sell 

DIRECT  TO  THE  RETAIL  TRADE 

thus  giving  you  a  price  advantage  by  eliminating  the 
jobbers'  profit.  Our  travellers  will  soon  be  calling.  Be 
sure  you  see  their  samples. 

Boyd  Caldwell  CBi^  Company,  Limited 

Lanark  Ontario 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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E  STABP      OVER   \^ 


:^      A     CENTURY 


TRADE 
MARK 


n 
It  pays  to  specialize! 

When  competition  increases  and  profits  decrease  almost  to 
the  vanishing  point— then  is  the  time  to  SPECIALIZE. 
And  a  sure  way  to  help  along  your  business  expansion  is  to 
specialize  on 

DEARDEN   QUILTS 


They  are  noted  for  their  artistic  design,  durable  quality 
and  superior  finish,  and  are  made  in  all  the  latest  quilt  pat- 
terns. 

A  comparison  of  Dearden  vajue  with  that  of  any  other 
will  speedily  convince  you  in  favour  of  the  former. 

We  are  open  to  make  any  description  or  special  design 
of  quilts  to  suit  your  market. 

MAY  WE  HAVE  YOUR  ENQUIRIES  ? 

Sole  Canadi*\n  Agent:  R.  H.  COSBIE,  Toronto. 


ii/i3.BRm^^S^^  Mtinchester^. 
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»ain  Enlarging  Their  Store. 

St.   John,  N.B.,  January  31. 

Some  important  changes  are  being  made  in  the  prem- 
ises of  Manchester,  Robertson,  Allison,  Ltd.,  wholesale 
and  retail  dry  goods  and  house  furnishings  dealers,  which 
will  add  much  to  the  attractiveness  and  convenience  of 
the  company's  stores.  A  two-storey  brick  building,  40  by 
50  feet  in  dimension,  with  a  15  foot  square  jog,  has  been 
erected  in  the  rear  of  the  King  Street  building,  and  into 
this  erection  will  be  removed  the  retail  offices  which  will 
occupy  a  30  by  40  foot  space,  the  rest  of  the  building  to 
be  used  as  a  warehouse. 

The  new  offices  which  will  connect  internally  with  the 
silk  department,  will  be  well  lighted  and  ventilated,  and 
will  have  new  and  up-to-date  office  fixtures.  The  room  at 
present  occupied  by  the  retail  offices  on  the  second  floor 
of  the  King  Street  building,  is  to  be  remodelled,  and  ad- 
ded to  the  ladies'  ready-to-wear  department.  The  main 
stairway  in  the  old  store  will  be  removed  and  the  parti- 
tion between  the  two  stores  on  the  ground  floor  will  also 
disappear,  throwing  the  present  two  stores  into  one  large 
up-to-date  store,  to  be  fitted  with  the  latest  appointments 
and  everything  to  make  shopping  a  pleasure. 

The  parcel  delivery  room  has  been  remodelled  and  en- 
larged, and  the  present  accommodation  permits  of  six 
packers  working  at  the  same  time.  There  are  separate 
bins  for  each  teamster,  who  can  now  drive  up  through  the 
company's  own  alley,  whereas  before  they  had  a  way  in 
common  with  other  firms.  A  new  room,  nicely  furnished 
and  painted,  has  been  added  in  the  rear  building,  and  pro- 
vided with  tables  for  the  use  of  the  mail  order  and  sam- 
ple cutting  departments.  A  novel  feature  is  introduced 
into  the  carpet  department  in  the  way  of  a  metal  rug 
rack,  which  will  have  a  capacity  of  showing  180  rugs, 
with  only  a  trifle  of  effort  on  the  part  of  the  salesman. 
The  oilcloth  racks  will  be  removed,  and  placed  in  the  new 
linoleum  and  oilcloth  department  in  the  ground  floor  of 
the  Wygoody  building,  where  one  of  the  wholesale  depart- 
ments has  been  holding  forth. 

Recently  the  firm  opened  sample  rooms  in  the  Keith 
building,  corner  of  Harrington  and  Granville  Streets,  Ha- 
lifax, and  the  Nova  Scotia  travelers  now  go  out  from 
there. 


$6,000,000   in  Toys  from  Germany. 

The  bulk  of  the  American  toy  purchases  at  Nuremberg 
for  this  year  have  now  been  delivered  and  it  is  notable 
that  they  are  considerably  larger  than  last  year. 

For  the  first  nine  months  of  this  year  the  declared  va- 
lue of  toys  shipped  from  this  district  to  the  United 
States  was  .$1,854,319.    This  is  .f;24(),18fi  greater  than  the 


shipments  for  the  same  period  last  year  and  only  $50,058 
less  than  the  shipments  for  the  entire  year  1909.  Toy  ex- 
ports to  America  for  the  present  quarter  will  probably 
reach  $350,000,  making  the  total  for  the  year  something 
over  $2,200,000,  an  increase  of  more  than  15  per  cent, 
over  1909. 

These  toys  pay  an  average  of  35  per  cent,  duty  or  a 
total  of  about  $770,000,  and  thus,  without  taking  account 
of  freight,  they  cost  the  American  importers  in  round 
figures  about  $3,000,000.  From  the  best  information  ob- 
tainable 100  per  cent,  is  a  small  figure  to  add  for  freight 
charges,  profits  of  wholesalers,  and  profits  of  retailers. 
Thus  the  toys  bought  in  the  single  city  of  Nuremberg  this 
year  for  the  amusement  of  the  boys  and  girls  of  the  Unit- 
ed States  will  cost  the  American  donors  the  round  sum 
of  $fi,000,000. 


Sale  of   Stock   of   Staple 

and    Fancy    Dry    Goods, 

Clothing,  etc. 

Brandon,  Manitoba 

Having  decided  to  retire  from  business,  I  have  con- 
cluded to  offer  my  entire  stock  of  staple  and  fancy  Dry 
Goods,  for  Sale  by  Public  Auction,  as  a  going  concern, 
at  a  rate  on  the  Dollar,  on  the  premises  in  the  city  of 
Brandon,  on  WEDNESDAY,  the  15th  DAY  OF  FEB- 
Rl'ARY,    1911,   at  two-thirty  o'clock  p.m. 

The  .stock  will  be  offered  in  two  lots  as  follows:— 
LOT  .\o.  1— Staple  and  Fancy  Dry 
Goods,  as  per    inven- 
tory.       ....    519.578.0() 
Store  Furniture,  etc.        2,010.60 

S21,588.66 

LOT  No. -.'-Men's    Clothing    and 
Furnishings,    etc.,    as 
per  inventory,        -         12.084.(3 
Store  Furniture,  etc.        1,290.25 

513,374.88 

The  stock  can  be  inspected  on  the  premises,  on  and 
after  Thursdaj',  the 2()th  inst.,  between  the  hours  of 
10  a.m.  and  (i  p.m. 

TERMS: — Cash  or  one  quarter  Cash,  balance  in  two, 
four  and  six  months,  approved  security,  with  interest 
at  seven  per  cent,  per  annum. 

As  this  stock  is  without  exception  one  of  the  best 
assorted  and  up-to-date  stocks  in  the  Province,  it  oflFers 
to  parties  desirous  of  purchasing  a  first-class  business 
a    splendid    opportunity. 

As  I  am  the  owner   of  the    premises,    the    purchaser 

can   obtain  a  lease  of  same  on  the  most    favorable  terms. 

For  further  particulars,   apply   to    Messrs.    John    W. 

Peck  &  Co.,  Limited,  or  the  R.  J.  VVhitla  Co.,  Limited,  of 

Winnipeg,  or  the  undersigned. 

Brandon,  January,  191 1  A.  C.  ERASER  &  CO. 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
Equipped 

DYE  WORKS 

In   the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,    Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED    AND     PUT    UP 

Also 
FEATHERS.    SILKS,    VELVETS.    RIBBONS.    LACE,    ETC 


ALL  WORK  GUARANTEED 
UNEQUALLED. 


MONTREAL 


TORONTO 


OTTAWA 


QUEBEC 


J 
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WE  offer  the  greatest  aggre- 
gation of  up-to-date  designs 
and  modern  color  effects  ever 
shown  in  America.  In  "WALTON 
PATENT  INLAIDS  we  show  a 
collection  of  entirely  new  styles 
specially  manufactured  for  the 
Canadian  buyer — the  "something 
different"  that  cannot  fail  to 
interest  discriminating  buyers.  In 
FOUR  YARD  WIDE  PRINTED 
LINOLEUMS  our  offerings  are 
strong — a  wide  departure  from  the 
stereotyped  styles  of  years  ago, 
printed  in  the  thorough  fashion 
w^hich  has  made  the  B.  O.  &  S. 
Mills  leaders  in  their  line  for  a 
quarter  century.  PLAIN  LINO- 
LEUMS, including  the  BATTLE 
SHIP  grade,  are  our  specialties, 
the  BARRY  goods  being  the  stan- 
dard of  the  world's  navies. 


Barry's 


SCOTCH 


Linoleum 


THE 


STANDARD   OF   PERFECTION 


Spring  Lines 
Now  on  Show 


AGENTS 


SCOTT  &  WEST  CO. 

510  Coristine  Building,  MONTREAL 


ALEXANDER  H.  YULE,  Manager 


Please  mention  The  Rcriezv  to  Advertisers  and  Their  Travelers. 


f  UR  TI?M)E  rSEWS 


[jA  Brisk  Retail  Fur  Season 

■    Sales'in  all  Lines'Reported'Good!—  High  Class 
Novelty  Lines  Sold  —  Business  Good  Since  the 
New  Year  — ^Stocks  Light 

GENERALLY  speaking  the  fur  sales  o£  this  season 
have  been  ahead  ot  last  winter's  sales  in  the  fur 
departments  of  the  merchants  of  the  country.    A 
sufficient  reason  tor  this  is  the  connection  formed 
by  most  stores  direct  with  the  manufacturers. 

Merchants  have  been  enabled  to  show  just  as  select  a 
range  as  the  exclusive  city  furrier.  Furs,  too,  direct 
from  the  manufacturer.  Telephone  communication  and  ex- 
press are  used  to  greater  advantage  each  succeeding  sea- 
son. The  result  is  the  closing  of  the  sales  of  higher  class 
garments  than  formerly. 

Buyers  in  the  fur  departments  would  like  to  c:i  tv  ^he 
better  class  furs  in  stock  and  do  early  in  the  season  to 
the  extent  of  a  few  novelties.  The  usual  experience  is, 
however,  that  the  popular  demand  does  not  allow  of  any- 
thing but  popular  prices. 

Many  ladies,  whose  loyalty  to  the  town  in  which  they 
reside  prompts  them  to  allow  the  merchant  to  secure 
samples  of  these  more  or  less  exclusive  furs  for  their  se- 
lection, buy  expensive  novelties.  Many  garments  and 
creations  that  the  merchant  would  not  be  warranted  in 
carrying,  have  been  sold  in  this  way. 

This  naturally  has  helped  to  increase  the  sales  in  the 
fur  sections  of  many  merchants.  Business,  too,  has  been 
reported  good  on  fur  and  fur  collar  coats  caracul  and 
"silk  seal"  novelty  coats,  matched  sets,  stoles,  mufts  and 
novelties. 

Sealskin,  mink  and  Persian  lamb  coats  in  the  different 
lengths,  pony  coats,  especially  black,  muskrat  coats  and 
exclusive  and  novelty  fur  coats  have  been  handled  profit- 
ably. 

Fur  collar  coats,  in  black,  brown  and  navy,  showing 
mink,  Alaska  sable,  Columbia  sable  and  rat  collars,  ham- 
ster-lined garments,  have  sold  in  the  popular  prices. 
Merchants,  who  featured  a  $50.00  coat,  and  it  is  getting 
harder  each  season  to  keep  up  the  standard  of  this  gar- 
ment, reaped  the  benefits  of  their  foresight.  Semi-fitting 
models  and  fifty-inch  lengths  were  the  best  sellers. 

In  the  competition  between  fur-collar  padded  lined 
coats,  and  the  caracul  and  silk  seal  coats,  the  popularity 
of  the  imitation  fur  garments  has  been  established. 
Caracul  and  silk  sealed  garments  at  $25.00  and  $35.00 
having  experienced  an  exceptional  demand  and  consequent 
sale. 

Matched  sets  of  the  different  furs  have  been  sold  at 
from  $5.00  to  $250.00. 

Mink  stoles,  throws  and  ties,  mink  muffs  in  barrel, 
rug  and  pillow  shapes  have  been  sellers  in  keening  with 
the  vogue  of  this  fur.  It  is  noted  that  customers  were 
willing  to  pay  almost  any  price  for  the  best  grades  and 
novelty  sets  of  mink. 


Sets  in  Hudson  Bay  fox,  black  and  Isabella  fox,  black 
and  blue  wolf,  Alaska  and  Isabella  sable  at  from  $25.00 
to  $100.00  a  set  have  been  the  leaders. 

Especially  noted  is  the  effect  of  the  demand  for  black 
furs,  the  sales  of  ties  and  muffs  in  Persian  lamb  and  the 
inquiries  for  long  haired  and  animal  effects  in  furs  such 
as  fox,  wolf  and  sable  being  exceptionally  increased. 
Quantities  of  matched  pony  sets  and  novelties  in  cara- 
cul, stoles,  ties,  throws  and  muffs  sold  well  in  keeping 
with  this  demand. 

For  elderly  ladies  and  staple  trade  Alaska  sable 
maintained  its  position,  larsjer  sales  of  the  longer  throws, 
round  and  pillow  muffs  being  reported.  Imported  sets  of 
Isabella  and  black  Coney  fitted  well  with  this  demand  and 
sold  well  to  customers  requiring  furs  at  from  $5.00  to 
$15.00  set. 

There  seems  to  be  no  lessing  of  the  popularity  of 
minked  marmot,  collars,  stoles,  throws,  ties  and  muffs 
in  the  difTerent  shapes  having  experienced  a  wonderful 
sale.  Marmot  has  become  an  easy  fur  to  sell  and  many 
people  prefer  to  buy  it  on  account  of  the  stvle  and  servic- 
able  qualities.  Stoles  selling  at  $5.00,  $10.00  and  up  to 
$25  00,  always  take.  One  popular  price  mufT,  a  pillow 
shape  with  heads  and  tails  at  $10.00,  has  repeated  over 
and  over,  resulting  in  an  increase  of  the  price  by  1he 
manufacturers. 

Children's  furs  in  foxaline,  imitation  ermine  and 
Coney  were  striking  enough  in  novelty  to  create  a  demand 
on  the  part  of  the  little  ones  as  well  as  their  parents. 
$2.50,  $3.50  and  $5.00  a  set  were  the  popular  selling 
prices. 

Altogether  merchants  have  every  reason  to  be  pleased 
with  the  season's  results.  Se'ling  un  to  the  New  Year  was 
brisk  enough  to  warrant  the  merchant  in  taking  advant- 
age of  the  clearing  prices  of  the  manufacturer  at  the  be- 
ginning of  the  year.  Many  lines  were  secured  and  sales 
made  to  those  customers  who  buy  cheaper  after  Christ- 
mas. 

Stocks  are  fairly  clean  and  merchants  generallv  will 
not  have  to  carry  anv  quantities  over  into  next  winter. 
The  feeling  rather  is  that  in  some  lines  which  will  be  car- 
ried the  merchant  shows  his  foresight,  being  influenced  by 
the  present  market  quotations  and  advices  in  regard  to 
those  particular  lines,  as  quoted  for  next  season's  buy- 
ing. 

Retailers  should,  therefore,  be  in  a  particular! v  good  po- 
sition to  consider  the  new  lines  which  will  be  shown  by 
manufacturers  next  month. 


The  Standard  Textile  Co.,  Montreal,  has  been  incor- 
porated with  $1 .000.000  caD'tal  to  produce  and  handle  flax, 
straw,  chi^a  erass  and  other  vegetable  fibres,  and  to 
prod'ice  therefrom  merchantaVile  yarns,  threads,  twines 
and  other  textile  fabrics.  The  incorporators  are  G.  B. 
Fraser,  Newton  Smith,  G.  Sumner,  ,1.  Hyde  and  J.  F. 
Stessor, 


How  May  Merchant  Avail  Himself  of  Bank  Accommodation? 


Local  Banks  are  Not  Always  Very  Obliging  to  the  Small  Dry  Goods 
Merchant  or  Milliner — His  Book-keeping  Sometimes  Lacks  System  and  Out- 
standing Accounts  Neglected —  When  Reputation  Good,  Cash  Balance  Counts 


IT  is  sometimes  felt  by  small  dry  goods  merchants  or 
milliners,  that  the  local  bank  is  not  very  com- 
plaisant in  its  attitude  towards  them.  In  some 
cases,  it  is  a  fact  that  women  complain  of  the 
diflieulty  in  getting  accommodation  on  the  same  terms  as 
men  when  they  are  doing  a  similar  business.  This  is  not 
acknowledged  to  be  true  by  some  bankers,  but  others  own 
up  to  it,  more  or  less,  but  assign  reasons  which  should 
make  the  woman  milliner  or  dry  goods  merchant  pause. 

In  the  first  place,  small  concerns  are  almost  as  often 
in  the  hands  of  women  than  of  men. 

Why  Bank  Manager  is  Reticent 

It  does  not  seem  necessary  for  such  a  person  to  have 
an  elaborate  system  of  bookkeeping,  lience  this  is  neglect- 
ed, and  only  perfunctory  attempts  are  made  to  keep  even 
such  important  items  as  invoices  and  assets  and  liabilities 
in  correct  shape.  Now,  no  bank  manager  cares  to  loan 
money  or  accept  the  paper  of  any  concern,  large  or  small, 
which  has  not  a  reputation  for  strict  business  methods  in 
regard  to  its  books.  It  is  a  prime  necessity,  therefore, 
and  a  great  source  of  safety  from  possible  litigation,  lo 
have  the  books  kept  right  up  to  date;  no  matter  how  small 
the  business  may  be.  For  this  purpose  a  certain  bank 
manager  of  high  business  reputation  advised  the  loose- 
leaf  ledger. 

The  first  thing  the  merchant  is  asked  to  do  in  negoti- 
ating to  obtain  a  loan  is  to  submit  a  statement,  filled  in  on 
a  blank  used  for  the  purpose,  as  to  her  assets  and  liabil- 
ities. The  manager  then  must  discover  through  his  own 
sources  of  information  what  the  standing  of  the  merchant 
is,  and  whether  the  statement  is  correct.  It  is  an  offence, 
punishable  by  law,  to  make  an  incorrect  statement,  and 
as  law  is  always  more  lenient  to  women  on  such  points 
than  to  men,  the  manager  must  and  does  exercise  care. 

It  is,  of  course,  possible  for  one  who  has  done  business 
for  years,  whose  methods  and  cliaracter  are  well  known 
to  fellow  citizens,  and  who  has  had  dealings  on  a  large 
scale  with  the  bank,  to  obtain  money  on  her  own  note, 
but  such  cases  are  not  many. 

On  the  other  hand,  except  when  money  is  tight,  money 
may  be  obtained  by  any  merchant  of  respectable  standing 
on  a  note  endorsed  by  a  person  well  known  to  the  bank 
to  be  solvent.  Even  here,  however,  banks,  having  in  view 
the  interest  of  their  own  depositors,  dislike  very  much  to 
touch  a  note  which  may  have  been  endorsed  from  personal 
friendship  and  not  on  business  principles.  In  cases  of 
doubt,  the  status  of  a  person  desiring  credit  is  looked  into 
by  a  special  agency,  at  the  bank's  request. 

While  it  will  be  seen  by  this  that  there  are  several 
ways  of  raising  money,  none  may  be  called  easy.  Delavs 
are  to  be  expected  in  the  case  of  a  person  presenting  a 
statement  of  assets  and  liabilities,  as  this  must  be  passed 
upon  by  central  authorities.  It  may  then  be  asked,  What 
are  the  advantages  of  raising  money,  and  how  can  tlic 
merchant  make  use  of  the  bank  ? 

The  answer  is,  bank  interest  on  money  loaned  is 
cheaper  by  a  considerable  sura  than  the  expense  entailed 
by  failing  to  take  advantage  of  trade  discounts.  These 
are  sometimes  as  much  per  cent,  for  a  month  as  interest 
on  a  note  would  be  for  a  year.  Obviously,  the  advantage 
and  saving  would  lie  with  the  borrower.  The  other  ans- 
wer is  that  the  bank  may  well  be  used  to  tide  tlie  milliner 
over  a  crisis,  such  as  a  bad  year,  bad  debts,  etc. 


Proceeding  to  Borrow 

How,  then,  can  the  merchant  place  herself  upon  such 
footing  as  to  be  able  to  borrow  if  needful?  It  must  be 
remembered  that  the  whole  affair  is  not  profitable  business 
from  the  bank's  point  of  view.  Take  millinery  :  these 
concerns  are  mostly  small  and  do  not  deposit  a  great  deal 
of  cash  at  the  best  of  times.  Again,  the  rate  of  interest 
considering  the  risk,  is  not  an  inducement.  Again,  a 
great  company  deposits  notes  and  drafts  for  the  bank  to 
collect  and  discounts  these,  receiving  cash  to  go  ahead 
with.  But  the  milliner  has  only  her  accounts  not  paid  up 
to  show  as  assets,  and  the  bank  dislikes  the  task  of  col- 
lecting these,  even  through  a  professional  collector,  as  the 
process  is  complicated,  and  offen.se  to  persons  of  import- 
ance is  incurred,  falling  both  on  the  head  of  the  milliner 
and  on  tlie  bank,  if  its  part  in  the  transaction  becomes 
known.  Drafts,  on  the  other  hand,  are  payable  at  definite 
date,  and  no  troiible  ensues  in  their  collection. 

Supposing  that  the  milliner  is  establishins  herself  on 
her  new  site,  or  commencing  business  in  a  town  or  city 
for  the  first  time.  If  she  has  only  suflRcient  cash  with 
which  to  stock  her  rented  shop,  and  no  balance  to  speak 
of  after  running  expenses  are  paid,  her  hope  must  be  to 
save  enough  to  make  a  respectable  deposit  before  looking 
for  help  in  any  form  from  the  bank,  thonsh  if  she  had  a 
good  business  reputation  in  her  former  location  and  found 
a  very  acceptable  endorser,  she  might,  in  a  pinch,  raise 
money  on  a  note.  Later  on.  however,  havin?  prospered 
to  a  fair  extent,  she  is  able  to  keov  three  or  four  hundred 
dollars  in  the  bank  most  of  the  time,  drawin?  it  to  meet 
her  bills,  but  depositine  as  she  collects  her  accounts.  Her 
status  will  now  depend  on  several  considerations,  first,  as 
above  described,  her  books;  second,  the  class  of  persons  to 
whom  she  gives  credit,  and  her  known  abilitv  to  collect 
her  outstanding  accounts:  and  last,  but  not  least,  the  kind 
of  stock  she  keeps,  whether  up-to-date  or  not.  If  all 
these  are  favorable  she  may  occasionallv  get  accommoda- 
tion, thoueh  the  bank  does  not  especiallv  enconraee  that 
sort  of  thin?  and  would  feel  somewhat  imposed  noon  if 
too  often  asked  to  lend.  The  uncomfortable  fact  is  that 
the  milliner  is  between  the  two  fires  of  the  wholesaler 
offerinff  larsre  discounts  for  cash,  the  bank  also  uririne  her 
to  do  a  cash  business,  and  her  own  customers  askinsr  time. 
It  comes  as  a  tremendous  surprise  to  business  men  to 
learn  that  many  of  the  best  customers,  the  surest  pay.  and 
the  freest  bnyers.  pav  once  in  six  months,  perhaps,  some 
even  by  the  year,  while  those  who  are  supposed  to  pav 
monthly  are  always  behind.  A  business  man  will  sav. 
"Do  a  cash  trade  even  if  in  lower  class  soods."  This  is 
his  o-reat  mistake,  just  as  want  of  method  is  the  woman's. 
Hiffh-class  trade,  kept  up.  means  the  final  establishment 
of  a  famous  house,  which  should  be  the  dream  of  everj- 
milliner  with  ambition. 

Should  consult  the  Bank  Manager 
A  banker  of  liberal  turn  of  mind  advised  that  a  mil- 
liner should  consult  carefully  with  some  hank  manasrer  in 
starting  up  in  a  town.  She  would  then  have  explained  to 
her  the  various  methods  of  the  bank,  and  know  what  to 
expect  from  it.  She  should  have  no  fear  whatever,  in 
taking  the  manager  into  her  confidence  as  to  her  business, 
as  such  secrets  are  religiously  kept  by  I  ho  bank.     Many 
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an  "assignment,"  technically  but  not  actually  such,  is 
never  heard  of  by  the  public. 

Of  course,  a  milliner  who  customarily  had  a  balance 
of  a  thousand  dollars  in  the  bank  would  be  in  fine  posi- 
tion, provided  her  business  methods  bore  her  out.  Simi- 
larly, though  a  bank  cannot  accept  property  as  collateral, 
it  she  owned  her  site  and  was  known  to  have  no  incum- 
berances,  she  might  well  raise  a  considerable  sum  to  ex- 
pend in  business  or  for  other  reasons.  Stocks  and  bonds 
are  the  collateral  best-liked  by  the  bank,  but  few  milliners 
possess  these,  not  do  the  best  business  people  dabble  out- 
side their  own  trade. 

Finally,  the  length  of  time  in  which  the  milliner  has 
been  doing  business  in  the  place  will  be  a  great  consider- 
ation. 

In  view  of  these  facts,  and  of  the  immense  desira- 
l)ilily  of  being  able  to  use  the  bank  in  case  of  emergency, 
small  merchants,  milliners  or  women  in  business  will 
see  that  it  pays  to  do  several  things  ;  first  to 
keep  books  and  keep  them  correctly  ;  second,  to  be 
smart  in  attending  to  accounts  outstanding,  as  reputa- 
tion for  collecting  debts  matters  greatly;  third,  to  try 
to  keep  a  good  cash  balance,  and  to  aim  at  having  a 
reputation  for  thoroughness  with  one's  fellow-citizens. 
The  cash  idea  has  often  been  expounded  before,  many 
merchants  wisely  preferring  to  show  only  such  quan- 
tity as  they  must,  rather  than  run  short  of  money  when 
it  may  be  most  needed. 

The  Aviation  Cap. 

It  is  said  that  of  an  averat^e  throng  of  women  in 
New  York  to-day  at  least  seventy-five  per  cent,  of  all 
ages,  features  and  complexion,  appear  to  be  wearing  the 
new  knitted  or  crocheted  aviation  caps.  While  this  style 
will  scarcely  last  long  enough  to  create  a  serious  set- 
back, it  is  feared  in  some  quarters  that  regular  lines  of 
millinery  will   be  affected. 

The  aviation  cap  is  a  handsome  novelty  of  heavy  wool 
or  chenille,  or  of  the  two  mixed.  It's  chief  charm  is  the 
way  in  which  it  fits  the  head,  neatly  and  snugly,  while 
leaving  ample  room  for  the  full  coiffure  without  crushing. 
These  caps  retail  up  to  $2,  and  many  leading  retailers 
are  now  rushing  out  supplies  of  the  wool  and  chenille 
as  well  as  the  ready-made  caps.  The  caps  can  be  crochet- 
ed by  an  expert  in  a  couple  of  hours. 

Many  dainty  color  combinations  are  seen,  white  be- 
ing a  favorite  ground  with  pale  blue  trimmings  in  the 
band  which  turns  back  from  the  face.  Ribbons  of  con- 
trasting shade  are  frequently  run  in  the  turn-back  por- 
tion. ^ 

Petticoats  Made  of  Soft-finished  Fabrics. 

While  narrow  effects  are  desired,  the  very  extreme 
styles  have  been  almost  practically  discarded.  The  new 
models  produced  for  Spring  show  more  fullness  at  the 
skirt  edge,  but  the  ruffles  when  used  are  very  scanty,  and 
the  pleatings  so  much  favored  arc  pressed  as  flat  as  pos- 
sible. The  very  softest  and  lightest  weight  materials  are 
selected  for  petticoats,  high  priced  garments  be'ng  made  of 
chiffon,  crepe  de  chine,  and  messaline.  Pilkoline  is  used 
for  the  cheaper  skirts  as  a  substitute  for  chiffon  cloth. 
Skirts  of  this  fabric  are  often  developed  in  bov'crca 
goods,  the  body  of  the  skirt  being  of  the  plain,  and  pleat- 
ings, pressed  perfectly  flat,  of  the  border.  Persian-printed 
borders  are  freely  used.  Plain  messaline  tops  also  show 
pleated  flounces  of  Persian-printed  sHk.  Groups  of  ruffles 
so  scant  as  to  be  almost  plaio,  and  each  ruffle  edged  with 
a  narrov.-  band  of  bright  color,  forms  a  new  trimminx  idea 
that  is  most  eSective  when  used  for  trimming  black  or 
dark  colors. 


What  Lesson  Will 
You  Learn  From 
Your  Stock  Sheets? 

Will  your  stock-taking  show 
you  a  lot  of  your  hard-earned 
money  tied  up  in  dead  stock 
or  slow-selling  merchandise  ? 

YOU  SIMPLY  CANNOT  AFFORD 

TO  CARRY  OVER  ANY 

WINTER  GOODS 

In  this  age  of  keen  competi- 
tion it  is  suicidal.  Every 
dollar  you  own  must  be  work- 
ing all  the  time. 

TURN  YOUR  SLOW  STOCK 

INTO  REAL  HARD  MONEY 

Then  take  your  money  and 
make  more  money  out  of  it. 

WE  CAN  SELL  OUT 

YOUR  OLD  STOCK 

AT  A  PROFIT 

CLEAN   OUT    YOUR    WINTER 
GOODS   AND  MAKE 
MONEY  FOR  YOU. 

Write  or  wire  right  away, 
and  find  out  about  our 

NINE-DAY  SUCCESSFUL  SALES 

THEY  MEAN  MONEY 

FOR  YOU. 

The  INTERNATIONAL 
BROKERAGE   CO. 

Head  Office  in  Canada 

DOMINION    BANK    CHAMBERS 

LONDON,  ONTARIO 


Seasonable  Hints  to  Dry  Goods  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


REPRESENT    HEWSON    WOOLEN 
MILLS. 

Messrs.  Sparks  Bros.,  Ottawa,  have 
been  appointed  selling  agents  for 
Hewson  Woolen  Mills,  Ltd.,  of  Am- 
herst, N.S.,  for  Ontario  and  Quebec, 
and  are  now  covering  this  extensive 
territory  Avith  samples  of  the  Fall 
range.  Associated  with  Sparks 
Bros.,  are  W.  J.  Harrison  and  E.  N. 
Hennessey,  the  former  having  prev- 
iously represented  the  Hewson  firm  in 
B^astern  Ontario  and  a  portion  of 
Quebec,  and  the  latter  in  Western 
Ontario.  In  addition  Messrs.  R.  R. 
Sparks,  E.  J.  Knight  and  .1.  A.  Car- 
ruthers  will  be  on  the  road  with  the 
Hewson  goods  as  well  as  those  manu- 
factured by  Sparks  Bros. 


SEND     FOR     THIS     CATALOGUE. 

Delfosse  &  Co.,  7  Hermine  street, 
Montreal,  have  recently  issued  an  in- 
teresting and  instructive  catalogue 
dealing  with  their  very  complete 
range  of  store  display  fixtures,  bust 
forms,  wax  figures,  show  cases,  etc. 
Every  merchant  who  is  interested  in 
improving  his  store  appearance  and 
in  the  more  effective  display  of  goods 
should  write  for  copy  of  this  cata- 
logue which  will  gladly  be  ^ent  on  re- 
quest. Delfosse  &  Co.  make  a  spe- 
cialty of  French  wax  heads  which  arc 
very  artistic  and  life-like.  Jhey  are 
also  manufacturers  of  the  Twe'.itietb 
Century  Clothing  Cabinet,  which  has 
demonstrated  its  usefulness  in  a 
great  many  of  the  most  '-.p-T.o-date 
clothing  stores  in  Canada. 


LISSUE   HANDKERCHIEFS. 

One  of  the  season's  novelties  in 
dress  accessories  which  has  "taken" 
remarkably  well  with  the  trade  and 
with  the  public,  is  the  new  "Lissuc" 
handkerchief,  manufactured  by  an 
English  firm,  introduced  early  last 
summer,  and  first  imported  ',o  Can- 
ada in  September,  1910,  since  ^^hich 
date  about  eight  thousand  dozen  have 
been  sold. 

These  handkerchiefs  ;ire  made  of 
mercerised  linen  thread,  in  a  semi- 
transparent  texture,  at  once  line  rnd 
dainty,  with  a  silky  sheen  secured  by 
a  special  chemical  process  in  the  weav- 
ing, and  wh'ch  it  is  claimed  lasts  until 
the  handkerchief  is  worn  out.  They 
come  in  all  white,  or  in  registered  in- 
delible colors;  and  in  two  sizes,  or- 
dinary ladies'  size  and  glove  sizes, 
which  sell  for  twenty  and  fifteen    cents 


each.  There  are  both  plain  and  cross 
bar  weaves,  with  variously  designed 
checks  and  overchecks.  The  white 
have  a  narrow  hemstitched  edge  and 
border  of  self  colored  threads.  Others 
are  daintily  edged  with  hems  and 
narrow  stripes  of  color,  such  as  pale 
ochre,  sunset  grey,  old  pink,  old  grey 
and  mauve.  Fashion  has  decreed 
that  handkerchiefs,  when  not  in  all 
white,  shall  harmonize  with,  if  not 
match  the  gown,  and  these  so  far 
have  proved   very   popular. 


THEY  CALL  FOR  THE  BARTELL 
POCKET. 

That  the  Bartell  patent  pocket  has 
at  once  proved  its  merit  in  i  the  opin- 
ion of  manufacturers  and  wearers  of 
men's  clothing,  is  reflected  in  the 
fact  that  the  Bartell  Patent  Pocket 
Co.,  New  York,  have  received  re- 
newed contracts  from  all  of  the  most 
important  Canadian  manufacturers  to 
make  and  use  the  Bartell  patent 
pockets  in  their  garments  the  coming 
year. 

The  Bartell  "  pocket  has  attracted 
widespread  attention  wherever  it 
has  been  introduced.  The  reason  for 
the  steadily  increasing  popularity  of 
the  pocket  is  that  it  gives  a  coat 
a  better  and  finer  appearance.  The 
corners  of  the  pocket  do  not  rip  or 
tear,  no  matter  how  long  the  coat  is 
worn,  nor  does  it  sag  or  pull  the 
front  of  coat  out  of  shape.  It  re- 
mains continually  in  the  same  neat 
and  dressy  condition  as  when  the 
coat  is  first  purchased. 

Careful,  discriminating  purchasers 
of  clothing  are  demanding  the  Bartell 
pocket  in  all  of  their  clothing. 


INSPECTION  OF   SAMPLES. 

On  January  7th,  John  Bing,  381 
Fourth  .\ve.,  New  York,  sole  repre- 
sentative in  America  for  Messrs. 
Bing  Bros.  .\.G.,  Nuremberg  :  Louis 
Lindner  &  Sons  ;  Sonneberg  :  United 
Toy  Factories  ;  Waltershausen  : 
Koehler  &  Ehman,  Laufamholz  : 
Wilh.  Rudi,  Urach  ;  and  R.  V.  Hun- 
ersdortf,  Nachf.,  Stuttgart,  gave  a 
private  inspection  of  his  samples  to 
representatives  of  a  number  of  the 
leading  trade  papers  in  the  United 
States  and  Canada.  The  extensive 
assortment  of  toys  and  household 
goods  comprising  samples  of  the 
goods  manufactured  bv  the  firms  re- 
presented by  Mr.  Bing,  occupies  a 
space    of     l.^.fiOO     square    feet,     this 


space  being  divided  into  about  20 
rooms,  every  one  of  which  is  filled 
with  samples  from  this  range.  It 
would  be  impossible  to  enumerate 
the  many  mechanical  toys  and  other 
articles  comprising  this  splendid 
range.  When  it  is  said  that  in  the 
toy  department  there  are  30,000  arti- 
cles alone,  some  idea  of  the  extent  of 
the  assortment  can  be  gained.  It  will 
be  a  revelation  to  any  buyer  to 
spend  a  day  going  over  these  sam- 
ples and  an  invitation  is  extended  to 
buyers  of  toys  and  household  goods 
to  make  an  appointment  with  Mr. 
Bing  to  be  shown  his  range.  Fol- 
lowing the  inspection  all  the  repre- 
sentatives of  the  publications  referr- 
ed to  were  entertained  by  Mr.  Bing 
at  Prince  George  Hotel. 


AUTO  CARS  FOR  DELIVERY. 

From  the  old  method  of  parcel  de- 
livery by  messenger  boys  on  foot  or 
by  bicycle  to  the  modem  system  of 
auto  delivery  is  a  far  cry.  It  re- 
presents, however,  the  rapid  devel- 
opment takins^  place  in  every  branch 
of  the  dry  goods  business.  Already 
llie  pi'ogressive  firms  in  the  big  cit- 
ies are  using  commercial  auto  ears 
for  delivery  and  are  finding  that 
the  service  given  is  not  only  much 
superior  to  waggon  delivery,  but 
that  the  cost  is  actually  less. 

The  fir.st  company  to  make  oars 
for  this  purpose  in  Canada  is  the 
Canadian  Commercial  Motor  Car 
Co..  Ltd..  of  Windsor.  Ont.  This 
company  make  oars  for  oommeroial 
purposes  only,  and  one  designed 
specially  for  use  in  tlie  dry  goods 
trade  will  be  on  exhibition  at  the 
coming  automobile  .show  to  be  held 
at  Toronto  Fobrnary  25  to  !Maroh 
4.  This  oar  is  not  only  designed  for 
the  use  of  dry  goods  merchants, 
but  wholesale  houses  and  manufac- 
turers as  well.  They  would  find  th.Tt 
its  use  would  not  only  facilitate  the 
ilolivcry  of  goods,  but  would  be  more 
economical  than  tlie  )iros(Mit  methods 
employed. 


McKay  Bros.  Lid  .  manufacturers  cf 
the  Form  Fitted  and  Kaybo  petti- 
coats are  putting  on  the  market  a 
line  of  silk  tailored  waists.  The  mak- 
ing of  fancy  waists  is  not  contemplat- 
ed, the  line  being  strictly  confined  to 
tailored  models,  which  are  shown  in  a 
wide  range  of  shades,  in  both  plain 
and  chancablc  taffetas. 
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Condensed  Advertisements 


AGENTS    WANTED. 

A  GEM  WANlhD   by   lirst  class    Saxony    lace 
tirin.      Mu  t    DC  wen  cODne.ted.      Apply    to 
''l.H.,   b4i4,''  care  huuolt  Mos&e,   hluucn, 
7V,  Germany. 


A  GENT  WANTED  FOR  CANADA  on  commli- 
^  kiOQ  by  „n  cotitidh  tiriii ;  aCiUal  nianuiaciur- 
ersui  nuir  INcis,  Mair  .3v>  uuncb,  anu  ail  tiair 
gooos;  aUo  picpanrri  t.t  nil  kiuiiK  ut  haii  lor 
biitb-ci  ss  nauuresSvis.  AppliLanis  must  have 
esiabiisn^a  CO  uci.tiun  with  msi-cu^s  wnoKsaie 
bou&cb.  aiiO  leicieitLca  niubl  bear  ihc  »ir.c.ei>t 
inve:>t>Kat  on.  Wriu  luil  par  icular*  in  iir^i  in- 
stance to  UkY  Vj«jOU3  Kt;VitW,  Box  679,  92 
MarKei  at.,  Mancbebter. 


M 


AZAMET  WOOL— Agent  wanted  selling  on 
conimissiun  ID  canaua.  Write  B.  J.  Kives 
01  ^0.,  Mazamct,  l-rauce. 


PRbMIEK  Lnglish  Muhnery  Manulacuier, 
specialising  in  untrininiea  straws,  besires 
tiist  class  lepi etciiiaiicn  ,n  Canaua.  i^en- 
tlemen  witn  cuna(.ctiun  amungst  lirstcla^s  retail 
(tores  will  fiou  thi>  a  vaiuab.c  line.  C<.inmi»!>iun 
only.  Box  48,  DKt  (jOObb  kEVltW,  Js8, 
Fleet  Street,  London,  Ln|>lai.o.  (1) 


AGENCIES   WANTED. 


A 


GEN  ^  lEa  for  Biitish  Columbia  wanted-  Com 
municate  Canauian  Impoiiing  and  Jubbing 
Co.,  v^aner-t^oit   n  BluCK,  Vancouver. 


AN  experienced,  wide-awake  firm  of  Nottinitham 
Atjeots  IS  up.u  to  uudcttake  the  exciu&ive 
Ouyingoi  laccs,  embroidery,  hosury,  Man- 
chester <inu  ah  ory  gouds  toi  a  fiis. -class  Cana- 
dian concern.  Add>e:S  box  1511,  NbYkoUD 
&  ^sONo,  Aaveriisi.  g  Ofiicts,  14  18  Quten  Vic- 
toria street,  London,  c.*^.,  bngland. 


ADVERTISING  CUTS. 

LIVEN  UP  YOUR  CHRISTMAS  ADVERTIS- 
ING by  usiou  our  hoiiui.y  cuis.  We  have 
prepared  a  Kicat  many  .ttraciivc  and  timely 
illustrations  which  will  lend  cuaracier  ma  uis- 
tin.:iiVGiiesa  lb  yuur  advertising.  Sci.d  to-day  lor 
pruof  sheet  and  pri,.es.  Adveitiseis'  Sti.ck  1.  ut 
Agency,  Mall  Building,  Tuiouio,  Canada.      (4-1  I ) 


BUSINESS  OPPORTUNITY. 

FOR  SALE— Dry  Goods  and  Men's  Furnishings 
business  in  a  tiiriving  industrial  town  in 
British  Columbia.  1  urnover  more  than 
$40  OUU.  Profits  beiwetn  $7,U00  and  $8,(i00. 
Doing  practi..ally  all  cash  trade.  1  his  can  be  con- 
sl»erabiy  increased.  Owners  retiring  and  will 
sell  ai  cust  price,  about  $2o, 000.  About  $12,000 
cash  is  requiied,  balance  ean  be  arranged.  This 
is  a  good,  sound  busioe^s  and  will  stand  the 
strictest  invesiigailun.  box  101.  DRY  GOCDS 
RtVlEW,  347  Pender  St  ,  Vancouver,  B  C.      (i.t) 

TO  RENT— A  brick  store   in   the   centre  of  the 
business  sec  ion  of  the   town   of  St.    Mary's, 
Ont.     Well   equipped   and  fined   throughout. 
Very  suitable   fur   riiail    dry  goods  or  b   ois  and 
•hoes    For  lull  pirticulars  address  K.  T.  GlLPlN, 
St.  Mary's,  Ontario. 


"TO  RENT— A  handsome  new  building  in  Brant- 

^      ford's    business    centre;  two    large    modern 

store.<:,  well  lighted,  hich  ceilings,  easy  tei  ms. 

Apply  UNION  RtALTY  CO.,  Brantiord.      (jch) 


TO  RENT—  A  large  dry  goods  store  in  fir.'t  class 
condition  in   a   town    of   thirty-live   hund  ed, 
situated  in  ihe  centre  of  one  of  the   test   fri.it 
districts  in  Ontario.    Apply   54    Hambly  Avi  nue, 
Toronto.  (1) 


FOR  SALE. 

CASH  REGISTER,   stylish     niaelplated   detail 
adder.     Registers  one  cent  lo  twenty   dollars. 
5  year  guarantee.      For  quick  saie,  $50.     Par 
tlculars,  R.  O.  Smith  Company,  Orlllia,  Ontario. 
(2) 


LACES,  NETS,  ETC. 


LACES— 'ob  Laces,   Torchons,  Vals,  Nets,  etc. 
Buy  direct  f  om  the  firm  on  the    pot.  Sample 
parcels.   2,   «  and   .s  dollars  against    Voney 
Order.      Enquiries    solicited        ROSS,    224    St. 
Anns  Well  Ruad,  Nottingham,  Eng. 


SITUATIONS  VACANT. 

AGuOD  OPENlNu  tor   aiessmaker   in    Han- 
ley,  C^asti.       t\ooms  in    Coi.necli^n    wi.h   mil- 
liucr>    siorc    avaiiaoie.     It    gooo   arcasiuaKcr 
willing    lO    go    We.  t     will     wrue     tu     /v.Ko.     M. 
GKiiNUHbim,  Hanley,  she  will  learn  ot    a  g>  od 
pruposuiuu.  Kl) 

VYy  ANTED,  January  Ist.  —Two  representaiives, 
'•  one  i^r  v>  luuipcg  ana  vioiimy  auu  one  lor 
V  auco  ver,  tor  Kweiiery,  NuiioLS  auu  5iriail- 
wares,  iO  seli  to  lOc  whoicsaic  anu  laigc  uepart- 
n.euiai  stoic  iraue  only  on  eoiunnssion.  Ap- 
pliwauis  niuki  give  t.rs.->;iass  relercuoes.  AdQtess 
Jirst  to  InOI  lONa,  c/o  UKK  G(Jv.yLia  hEVlliVV, 
lo.oiitu, 

MISCELLANEOUS. 


A  CCUKAIE  costkecpiug  easy  with  a  Dey  Cost 
fV,  tt...cper.  AUtoniaiicaily  ai-Q  exacily  reCorus 
time  spent  on  cacn  lOD.  beveial  |Ods  reCoru- 
ed  on  one  Caru.  i  or  small  turns  Liey  combines 
eiiipl.y>ecs' reg.sier  anu  cosi  keeper.  A  m..cuinc 
loi  evory  Dusiu>.ss  Vviite  tor  catalogue,  luier- 
nationai  linic  Kccoruing  Company  ut  Canaaa, 
Ltd.,  .:»  Alice  Street,  loronto. 

BUSINESSMEN,  prolessional  men,  merchants 
anu  cnuicii  woi  kers,  ulu  iiiiiini>^i  aLie  u.cs 
lor  buiiou  bigi.  anu  Fr.ee  Maikkis.  1  l.e 
Fultou  huboer  ly^e  Con.pany  oi  tiizabeih,  N  J., 
are  makers  ot  Ink  fads,  balers  anu  business  (jut- 
lits  ot  oigh  quality .  So.u  Cy  all  scaiioners.  A.  K. 
MacUuugail  &  Co.,  1  oroulo,  Lanaoiau  Agents. 

/^OPELAND-CHATThRSON  SYSTEMS- Short, 
\j     simple.     Auapieu  tu  ail   classes   ol    busibCSs. 
Copcland-Cbaiteison-Crain,     Ltd.,      loronio 
and  Ottawa.  Ut) 

COUNTER  CHECK  BOOKS-Especially  made 
lor  the  ory  goous  iraae.  Isot  made  b\  a  trust. 
Senu  us  samples  oi  what  )0U  are  using— we  ll 
»eno  you  rignt  prices.  Our  holuer  wiih  patent 
caroon  attaciiment  has  no  equal  on  the  niaiket. 
bupplies  lor  binders  and  nionibiy  account  sys- 
tems. Business  bysienis,  LimiiCd,  Manuiaciuring 
Siatiuneis,  lorunio. 

COUNTER   CHECK  BOCKS-Write  us  to-day 
lor    samples.     We   a.e    ma..uf«etuiers   ot   toe 
famous    wUkEIY    NoN-bMUT      ouplicating 
&    Triplicating  Countei  v.heca  books,  anu    iiogle 
Carbon    fada  in  all   variciies.     bominion    kcgis- 
ter  Co.,  Ltd.,  Toronto. 


D 


io.         T^ 
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OUBLE  your  floor  space.     An    Otis-Fensom 

nand-poA'er    elevator  will   double  your  iioor 

space,  enab  e  you  to  use  thai  upper  tloor  either  as 
stock  room  or  as  exti  a  selling  space,  at  the  same 
time  increasing  space  on  your  ground  lloor.  Costs 
only  $70.  Wine  tor  catalogue  'b."  The  Otis- 
Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tt) 

DURING  1910  the  MONARCH  displaced  hun- 
dreds ot  I  ypewriiers  of  ah  makes.  In  1911 
we  anicipaie  a  still  greater  utmand.  V/c 
have  cut  down  iht  al.owance  on  these  setond-hand 
machines  and  conscque  nti)  can  sell  them  chcapir 
to  you.  They  aie  >.areiully  rebuili  and  aie  guaran- 
teed to  «ivc  j^atistac  ion  or  your  money  baek.  If 
you  want  a  good  strung,  clean  woiking  Typewriter 
at  a  mere  fiact  on  of  the  original  cosi,  wri.e  us  lor 
caia.ogue.  THE  MONARCH  T*PIlWR1TER 
CO.,  Ltd.,  46  Adelaide    bt.    West,  Toionto,  Ont. 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  departmtni  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 
sults up  to  the  requirements  ol  merchants  and 
manufacturers.  Inquiie  from  our  neaiesi  office. 
Egry  Ri  gister  Co.,  Dayion,  Ohio;  1.^3  Bay  St., 
Toionto;  258J^  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT-FISHER     Standard     Writing-Adding 
Machines     make    toil    easier.     Elliott-Fisher 
Limited,  513    No.  83  Craig  St.  W.,  Montreal, 
and  Room  314  Stair  Building,  Toronto. 

ERRORS  AVOIDED,  LABOR  SAVED  — Using 
the  Shouperior  Autographic  Register.  Three 
copies  issued  at  one  writing.  1st,  Invoice; 
2nd,  Delivery  Ticket;  3rd,  Charge  Sheet,  perforat 
ed  for  filing.  No  handling  ot  carbons.  High 
grade  printing  and  neat  invoices.  Make  full  in- 
quiry. Autographic  Register  Co.,  191-193- 195 
Dorchester  St.  East,  Montreal.  (tf) 

IRE   INSURANCE.    INSURE  IN  THE  HART- 
FORD.   Agencies  everywi. ere  in  Canada. 


GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  U-e  Mult  graph  Typewritten  Letters. 
The  Multigraph  does  abs-  lutely  evt  ry  lorm  of 
printing.  Saves  you  25  p  c.  to  75  p.c.  of  your 
printing  bill.  Multigraph  your  ofiice  forms, 
letterheads,  circularletters.  Write  us.  Amer  can 
Multigraph  Sales  Co.,  Ltd.,  129  Bay  St.,  Toronto. 


INDISPENSABLE  in  office,  store,  bome-Cana- 
ulan  Almanac,  191  i — a  National  Liirecioiy. 
Coiiipicic  cassiiicu  intotniaiion  on  every  sub- 
ject ot  i.ioniiniou  iniei  est.  Fuil  postage,  cubioms, 
bankiuit,  insurance,  lega.,  euucaiiuoai,  newspaper, 
army,  Cicncal.  govci  unienial,  paiticuiais  ol  lead- 
ingiusiitutions  ana  societies,  ^aper  coveis,  btc; 
c.otfa,  leather  back,  7ac.  All  siaiioi.ets,  or  sent 
po^tpaiu  on  receipt  ot  price  by  Tbe  Co|.p-dark 
Co.,  Ltd.,  Toronio. 

KAY'S    FURNITURE   CATALOGUE    No.  306 
coniams  IbU  pages  ol  tine  halt-tone   engrav- 
ings ot  newest  aesigns  in  carpets,    lUgs,    lur- 
niture,  uiapenes,   v>all    papers   anu    potier>,   with 
casn    prices.      Write   tor    a   copy — itstiee.     John 
Kay  Co.,  Limited,  ^6  King  bt.  West,  Toionto. 

LACE  CURTAINS  AND  NETS.- See  the  latest 
novelties  and  makes.  Special  make  ot  Fish 
Net  (curtains,  be  wise,  see  the  smartest 
range  in  the  iraue.  Callorwiite.  kepresentative  : 
b.  Fenion,  7  lo  bmpire  builalngs,  Toionto.  Note 
addiess:  Pbihp  Feach,  Curiain  Maker,  2  Low 
Pavemcni,  Nottingham,  Eng. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  Ol  icinlorced  cOLcreie  woik,  as 
successfully  used  in  many  oi  Canada's  larg- 
est buildings,  give  be<ier  lesulis  ai  lower  cost. 
"  Astron^  staten.ent,'' you  will  say.  Wiiieus  and 
let  us  prove  our  claims.  That's  lair.  Leach  Con- 
crete t_o.,  Ltd.,  100  King  it.  West,  Toronto.      (tf; 

pENS  The  very  best  Pens  made  aie  thos 
^  manul'CtureO  by  Wilham  Miuhell  Fen*, 
Liiiiiteu,  Londin,  England.  W.  J.  Gage  & 
Co.,  Li m -ted,  Toronto.are  soiea^enis  lor  Oanaca. 
Ask  your  staiionei  for  a  2hc.  assor.eo  box  of 
Miichell's  Fens  and  lind  the  pen  to  suit  you. 

THE  MAXIMUM  REDUCTION  in  Insurance 
Kales  results  Irom  instahitg  our  Fiiepioof 
Windows,  Louis  and  bkyl.gl.ts.  V\  e  are 
specialists  in  tnis  line  and  give  you  a  close  price 
consisiem  with  leaily  tireprool  Locds.  Manulac- 
turers  ot  Fire  Bucket  Tanks,  Fire  Extinguishers, 
Oily  Waste  Cans,  Coiru^ated  Iron.  Metal  Ceil- 
ings, Cornices,  etc.  A.  B.  ORMbBY,  Limited, 
T  oronto, 

THE"KALAMAZOO"  LOOSE  LEAF  BINDER 
IB  the  only  binoer  that  wnl  hoia  just  as  many 
sheets  as  you  aciuahy  require  and  no  more. 
1  he  back  is  flexible,  writing  surftie  flat,  align- 
ment peifect.  No  exposed  n,eial  parts  or  ctmpli- 
ca  ed  mechanism.  Wiite  lor  booklet.  Warwick 
Bros.  &  hutier,  Ltd.,  King   and   Spadina,  Toronio, 

AREHOUSE  AND  FACTORY  HEATING 
S)8iems.  Taylor-1  orbes  Company,  Ltd 
Supplied  by  the  trade  throughout  Canada. 

»,.,,-  ^^^LIVE  MERCHANTS  use  Nationil 
72k, 000  Cash  kigsters  We  couldn't  sell 
'  them     unless    ihey     saved    people 

money.  The  National  will  guaid  youi  n  oney  too. 
Write  us  for  proof  Na  lonal  Cash  Register  Co.. 
285  Yonge  St.,  Toront  J. 


^V 


SALESMAN  WANTED. 

SALESMEN  AND  SALhSWOMtN  WANTED— 
Thuusands  oi  gi.oa  positions  now  o^en,  pay- 
ing lr<.m  $100Uio  }5000  ayeaiandexpei  ses. 
No  former  expeience  meocd  lo  get  one  ol  them. 
We  w  li  leach  you  to  be  an  expert  salesman  or 
saleswoman  by  mail  in  e.ght  weeks  and  assist  you 
to  secure  a  goed  po-iiion,  andyuu  c  n  pay  foi  your 
tuitiinoutotyoui  earnings.  Vlriie  to-day  tor  lull 
particulars  and  testimonials  f re  m  hunoi  eds  of  men 
ai.d  women  we  have  placed  it:  good  P'  sitions,  pay- 
ing lr>  m  $100  to  $500  a  nonth  ai.d  evien>e«. 
Aod'css  neaie  t  otticc.  Dept.  265.  NATIONAL 
SALESMEN  TRAINING  ASSOCIATION,  Chi- 
cag  ,  New  York,  Minneapolis,  Ailanta.  Kansas 
City,  San  Francisco. 


HOTEL   DIRECTORY. 


THE    GRAND    UNION 


The  most  popular  hotel  in 
OTTAWA,    ONT. 


JAMES  K.  PAISLEY, 


Proprietor 


HALIFAX   HOTEL 

HALIFAX,   N.S. 


A.CCOUNTANTS   AND   AUDITORS. 


JE^Ki^S  &   HAi  DY 

Assismees,  Chartered  Accountants,  Estate  and 

Fire  Insurance  Agents. 

15i  Toronto  St.  52  Can.  Life  Bldg. 

Tororito Montreal 
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A 

Anderson,  Wm.  &  Co  6 

Arlington,  Co.,  The  137 

Australian  Draper  60 

B 

Baker,  Richard  L.  &  Co 62 

Ballantyne,  Il.M.,  Ltd 7j— 8a 

Bartell  Patent  Pocket  Co  i-j^ 

Barry,  W.H.  &  Co 46 

Baumaun  &  Co.,  L |"i 

Berlin  Suspender  Co '■"'J' 

Bing  Bros...    J 

BoUert,  E.  R • 101 

Botanical  Decorating  Co itJi 

Bradford  Dyers  Association  U 

Bradstrcets  9] 

Brittania  Underwear  '"l 

British  America  Assurance  Co  ...     (>0 

British  Textile  Syndicate  

Inside  front  cover 

British   American   Dyeing   Co 109 

Brock  &  Patterson  101 

Brock,  W.  R.  &  Co.,  Ltd.,  Montreal 

IC 

Burnley,  Thos.  &  Sons,  Ltd  «2 

Burt,  F.  N.  &  Co.,  Ltd  101 

Burritt  A.    &  Co "0 

Brinton  Carpet  Co 101 

Butterick   Pub.    Co 1!^ 

Brown,  Graham  &  Co 21 

C 

Caldwell,  Boyd  &  Co 107 

Canadian  Converters  Co. 

"Success  Overall"   1 

"Success  Collars"    5 

Chipman  Holton   Knitting  Co 33 

Commercial  Register  Co 101 

Corticelli  Silk  Co 8 

"Craftana" 85 

Cravenette  Co 137 

Clatworthy  &  Son  60 

Colonial  Weaving  Co 96 

Code,  E.  H 30 

Canadian  Underwear  Co 131 


D 

Debcnhams   (Canada)   Ltd.. 
Dearden  &  Co.,   Jonathan. 

Dominion  Textile  Co 

Deacon  Shirt  Co 

Delfosse  &   Co 

Diamond  Whitewear   Co... 
Dominion  Suspender  Co... 

E 
Eagle   Knitting  Co. 
Eclipse  Whitewear  Co 
Ernest  Ekstein   


3 

.   ...  108 

98 

.  ...  128 
52—138 
.  ...  92 
126 


(i? 
89 
38 


Ellis  Underwear  Co 71 

Earl,  W.D.  &  Co 102—103 

Flett,    Lowndes    &    Co.,  Ltd, 39 

Fairbairn,  R.   D.  &  Co -10 

Frascr,  A.   C 109 

G 

Gait    Art    Metal    Co 101 

Gait  Knitting  Co   74 

Gardiner,    Foley   &   Co 90 

Garland,  John,  M.  Son  &  <'o      .  .  12 

CJault    Bros.    &    Co.,    Ltd 7 

Godcrich  Knitting  Co 66 

Gipe  Carrier  Co 60 

Grimshaw,  Thos.  H.  &  Sons,  Ltd.  69 

Gordon,  John  &  Sons 

Inside  back  cover 

H 

Hall,  Borchet  Co 52 

Hanson,  G.   F 101 

Henderson,  Robt 85 

Hermsdorf,  Louis  64 

Ilewson  Woolen  Mills  65 

Home  &  Watts  94 

Horrockses,   Crewsdon  &  Co 22 

Hvmans,  Jas 130 

Halls,  Ltd 139 

I 

International   Brokerage   Co 113 

Irving  Umbrella  Co 38 

J 

Jackson  Mfg.   Co 128 

Jaeger,  Dr 83 

"Jay  Finish"  Underwear  82 

Jason  Hosiery  Co 83 

Jones  Bros 132 

K 

King,  John  &  Son 97 

Kirk,  Sam  124 

Kleinert   Rubber   Co 123 

Koester  School,  The  60 

L 

Ladies'  Wear  Ltd 36 

Law,  Russel  &  Co 10 

Livingston  &  Scott  88 

Liddells'  Linens  30 

Linder  &  Son  13 

Lambert,  P.  W.  &  Co 31 

Leonard,  S.  &  Sons  62 

M 

McCall,  D.,  &  Co 15 

McElroy  &  Co 91 

Macdonald,  John  &  Co.,  Ltd 

Outside  back  cover 

Metallic  Roofing  Co.,  Ltd 101 

Matthews,  Towers  &  Co US 


Monarch  Knitting  Co.,  Ltd    

53 — 51 — 55 — 56 
Morall,  Abel  &  Co.,  Ltd 13 

N 

National  Rubber  Co 95 

Xovel-Ti,    Ltd 120 

O 

"Old  Bleach"  Linens  24 

Oxford  Knitting  Co 76 

Oxford  Novelty  Co 138 

Ontario  Cloak  Co 86 

P 

Parker,  R.  &  Co. ..Inside   front  cover 
Parsons  &  Parsons,  Canadian  Co  122 

Perrin  Freres 45 

Penmans,  Ltd 78 

Priestleys  2 

Parisian  Corset  Co 97 

Palmenberg's,  J.  R.  Sons  52 

R 

Rochester  Button  Co 136 

Rosenwald  Bros 46 
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Dry   Goods  Reznew. 


vve  Don  t  Take 

Anything  For  Granted 

If  you  want  a  line  that  will  "make  good"  with 
your  trade — that  will  hold  all  your  old  customers 
and  bring  in  new  ones— and  at  the  same  time 
allow  you   a    correct  profit — you    must  have    our 

MEN'S  FURNISHINGS 


SUMMER 

Snirts 
Halr-rlose 


Und 


erwear 


V  ests 
Belts 

Soft  Collars 
Batnmg  Suits 


SEE  OUR  SAMPLES 

MATTHEWS,  TOWERS  &*  CO 

MONTREAL,    CANADA 


Please  mention   The  Rez'ietv  to   .  Uiicrtiscrs  and    Tlicii    iraid,-}. 


Latest  News  of  Men's  Wear 


PUBLISHED    IN    CONNECTION    WITH    THE    DRY    GOODS    REVIEW 


Forecast  of  Fall   Styles 

Modified  English  Styles  Will  be  Featured 

—  Tweeds  in  Prominent    Position  — 

The  Spring  Prospect 

FUR  next  Fall,  the  regular  street  or  adopted  busi- 
ness suit,  will  be  worn,  the  coat  shorter  in 
length,  the  lines  tending  to  the  so-called  narrow- 
effects,  closer  cut  all  round,  mostly  three-button 
gacks.  Lapels  will  not  show  the  long  rolls,  but  tend  to 
shorter  and  clearer  cut  lines.  The  usual  number  of 
pockets  generally  showing  flaps  will  be  included 

Vests  will  be  shorter  as  a  natural  sequence. 

The  trousers  show  smaller  and  straighter  lines,  sim- 
ilar to  the  "peg  top"  trousers,  the  stove-pipe  trouser 
being  superseded  by  this  straighter  style  and  cut. 

Frocks  show  the  usual  lines  with  regard  to  drapery 
and  fullness,  cheviots  and  Llamas  being  firmly  placed  in 
the  public  mind  and  conforming  with  the  required  dressy 
appearance. 

Overcoats  will  be  fuller,  more  boxy  and  easier  fitting 
garments  throughout,  42—45  inch  lengths,  similar  to 
last  season.  Ulsters  will  vary  according  to  the  personal 
choice  and  at  the  discretion  of  the  tailor  or  buyer  in  re- 
gard to  height,  build  and  general  form  or  deportment  of 
the  purchaser.  The  convertible,  turnover  or  military 
collars  will  be  featured. 

For  the  exclusive  trade  and  dressy  wear,  overcoats 
will  show  lapels  medium,  and  self  collars.  Better  class 
cheviots  and  Llama  cloths  will  show  velvet  collars.  Silk 
facing  will  be  used  on  the  lapels  of  the  lighter  weight 
Pall  overcoats. 

Vents  will  not  be  changed,  centre  vents  being  neater 
and  taken  in  consideration  of  the  length  of  the  Fall  gar- 
ments, as  being  more  practical. 

In  the  foregoing  summary  is  given  the  effect  of  the 
English  styles  on  the  Fall  season  garments  for  men's 
wear,  this  being  a  modified  version  and  following  vir- 
tually the  style  trends  of  London,  as  adapted  to  Can- 
adian or  American  trade 

Retail  merchants  do  not  show  the  new  Spring  over- 
coats, suits,  two-piece  or  Summer  suits  until  15th  Febru- 
ary or  later.  There  is  a  general  tendency  on  the  part  of 
all  that  it  is  not  advisable  to  show  too  early  and  a  dis- 
position on  the  part  of  some  to  hold  their  displays  March 
1st,  or  even  later.  This,  however,  is  a  matter  of  dis- 
cretion and  is  better  defined  according  to  weather  pros- 
pects, early  or  late  Easter,  and  the  more  forcible  provo- 
cation of  stock  not  being  sufficiently  reduced. 

True,  there  are  some  early  lines  which  can  better  be 
featured  as  soon  in  the  year  as  possible.  Still  the  con- 
firming styles  are  possibly  held  till  later  and  later  each 
year. 

In  the  new  Spring  ready-to-wear  showings  the  latest 
overcoats  are  given  much  prominence  at  this  season. 
Tailoring    is    given   greater  attention  and   every   facility 


possible    taken   advantage   of    in    improving    the    standards 
of  the  "ready-to-wear"  garments  for  men. 

The  new  Spring  overcoats  are  42-45  inch  lengths  in 
combination  tweeds,  matte,  diamond  and  diagonal  weaves, 
fancy  stripes,  etc.,  in  the  new  greys,  tan  and  brown 
mixtures  and  black  and  white  mixtures.  High-class  lin- 
ings matching  throughout  are  maintained.  Self-collars 
are  featured  and  an  absence  of  fancy  cuffs  is  noted. 

For  elderly  gentlemen,  black  and  white  worsteds, 
hair  line  stripes,  lined  with  silk  body  and  sleeves,  are 
brought  forward  for  present  sale.  Overcoats  for  business 
men  are  also  being  given  the  first  showing  in  the  win- 
dows. These  include  herringbone  effects  in  six  difierent 
shades  of  grey,  and  have  elicited  a  fair  amount  of  en- 
quiry  and  consequent  sale. 

Some  of  the  manufacturers  are  displaying  the  newest 
Spring  suits  and  giving  prominence  to  character-cut  gar- 
ments. The  Newport  cut  in  men's  business  suits  feature 
a  higher  cut  sack,  the  coat  not  being  as  full,  but  a  closer 
fitting  garment,  •':i-button  length  and  short  lapels.  This 
is  a  distinctly  smart  business  or  personality  cut  garment 
for  early  Spring  wear,  and  combining  throughout  a  typi- 
cal business  man's  suit.  Cloths  come  in  new  greys, 
black  and  white  and  tan  and  white  mixtures,  mostly  all, 
garments  being  in  tweed  effects  for  the  Spring  trade. 

Summer  two-piece  suits  include  Norfolks  with  yoke 
effect  some  with  box  pleats  over  the  shoulders.  Trousers 
are  hip-fitting.  Cloths  are  for  the  most  part  tweeds  in 
Bannockburn  and  Scotch  effects  For  the  holiday  or 
outing  trade,  neat  browns  and  greys  in  the  higher  weights 
will  gain  in  popularity.  Flannels  In  black  and  white,  and 
navy  and  white  pencil  stripes,  cream  serges  in  stripe  or 
plain  effects  are  always  in  demand,  more  it  seems  each 
season  Black  and  white  and  blue  and  white  are  favored 
for  the  high  dresser. 

Woolen  Market  is  Firm 

Advices  from  Bradford  in  regard  to  woolens  are  to 
hand.  Generally  speaking,  the  market  is  firmer  than  it 
was  a  week  ago.  The  concessions  at  the  present  wool 
sales  were  not  anything  near  as  large  as  anticipated  and 
the  result  is  a  firmer  market  than  before  the  wool  sales. 
These  sales  give  a  fair  estimate  to  the  conservative  buy- 
er for  present  purposes  and  an  insight  as  to  future  mar- 
ket conditions. 

Import  overcoatings,  worsteds,  tweeds  and  trouserings 
have  been  placed  by  the  wholesalers  and  manufacturers 
but  so  far  no  deliveries  have  been  received  from  the  mills. 

In  overcoatings  the  fancies  seem  to  be  slated  for  a 
large  demand.  Herringbone  and  tweed  effects  in  greys. 
Bannockburn  and  Scotch  tweeds,  different  diagonals,  fancy 
stripe  and  diamond  effects,  all  soft  finished  cloths  featur- 
ing warmth  without  weight,  honeycomb  browns,  combina- 
tions of  black,  brown,  greys  and  colors  in  matte  weaves, 
meltons  and  beavers  in  staple  shades  are  placed  as  well 
as  friezes  to  fill  the  demand  of  the  tailoring  and  manufac- 
turing trade. 
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You  Buy  Neckties 
For  Profit 
Don't  You  ? 

''N.T.  VELVO" 
Is  a 
Profit  Maker! 

There  is  More  Money  Made  by  selling  One  of 
them  than  by  selling  Three  of  the  kind  that  cost 
$4.50  and  you  retail  at  fifty  cents. 
One  dollar  scarfs  sell  as  easily  as  the  half  dollar 
kind  if  they  are  "  N.T.  VELVO." 

THERE'S  A  REASON! 

Let  us  show  you  one  of  the  threads  which  "  N.T. 
VELVO"  is  made  of.  STRONG?  It  certamly 
is'  Compare  it  with  a  silk  thread  taken  from 
any  other  tie  silk.  There  is  a  difference  !  and 
that  was  only  one  thread,  while  there  are  88  ot 
them  in  every  square  inch,  woven  together  with 
198  warp  threads— every  thread  pure  silk  of  the 
best  quality. 

It  M  these  thraads  that  give  "  N.T.  VELVO  "3  or 
4  times  the  wearing  qualities  of  other  tie  sdks- 
antl  it  is  beeaass  o£  these  wearing  qualities  that 
your  customer  prefers  the  dollar  scarf-it  not 
only  wears  longer  but  it  always  looks  well. 

AND  REMEMBER 

That  it  does  not  bind  with   the  fold  collar  ;  it  is 
very  slow  to  cut  and  it  is  pin-proof. 

A  NOVEL  EFFECT 
IN  18  NEW  PARISIAN  SOLID    COLORS. 

Price  $8.50    Per  Dozen,  Less  10%, 
And  Retails  for   ONE  DOLLAR. 


Iii\    (,(jods   Keview. 


Your    Stock    Is    Not    Complete 

without  "N.T.  VELVO  "-therefore  if  you  have 
not  already  ordered,  write  to-day  for  a  samp  e 
shipment  of  %  dozen  scarfs  of  each  shade-4/4 
«lo'/en  in  all. 

NDVEL-TI,  LIMITED 
PETERBOROUGH,  CAN. 


Suitings  are  on  the  same  lines  as  regard  shades. 
Browns  and  grevs  in  worsteds  and  tweeds  for  the  early 
Fall  trade  are  always  staple  and  with  fancies  leading. 
For  the  exclusive  trade,  Scotch  tweeds,  which  were  so 
popular  some  years  ago  are  being  ordered  out  in  small 
quantities  and  promise  to  have  an  unprecedented  run. 
Blacks  and  navys  in  the  new  London-finish  cheviot  or  soft 
effects  are  taken  in  the  popular  and  better  qualities. 

One  of  the  novelties  shown  is  "Coronation"  tweed  or 
worsted.  This  cloth  features  honeycomb  browns  (a  check 
and  diagonal  combination  for  patterns  similar  to  honey- 
comb), greys  in  the  various  shades  with  a  small  matte 
underwcave  throughout  showing  the  "royal  blood"  or  pur- 
ple, and  combines  stripes  in  black,  navy  and  greys  in  line 
effect.  This  suiting  is  now  shown  for  the  first  time.  For 
Fall   it   will   be   taken   for   every   day  business   and   street 

wear. 

Trouserings  show  the  usual  black  and  grey  combina- 
tion stripes  in  the  regular  staple  cloths,  some  with  silk 
effects. 

® 

Double  Cuff  and  Soft  Collar 
In  shirts  the  soft-fronted  style  with  cuff  attached  will 
be  very  good,  also  the  pleated  front  style  with  cuff  at- 
tached For  out-of-door  and  negligee  wear,  shirts  with  the 
French  double  cufT  and  soft  collar  to  match  will  be  very 
popular,  and  deservedly  so,  as  they  are  both  comfortable 
and  serviceable. 

In  designs  the  neat  patterns  will  lead,  and  altogether 
in  stripes,  even  the  whites  being  designed  in  all  sort  of 
fancy  cords,  or  laid  in  different  sized  pleats.  The  pre- 
sent estimate  is  that  about  ninety-nine  per  cent,  oi  all 
the  shirts  sold  this  Summer  will  be  in  striped  goods  or 
pleats.  As  to  shades,  the  white  ground  with  black,  blue 
and  helio  stripes  will  be  the  best. 

One  manufacturer,  interviewed  on  the  shirt  and 
collar  situation,  had  this  to  say  :  "Spring  and  mid- 
summer will  bring  into  vogue  soft  French  cuff  and  soft 
lounge  collar  ;  the  latter  in  plain  shades  or  to  match  the 
shirt.  Exclusive  men's  furnishers  will  look  for  plain 
shades  and  dyed  cloths,  such  as  mercerised  and  silk 
pongees,  plain  material  with  mercerised  figures,  made 
with  French  cuff  and  laundered  absolutely  soft  except 
neck  band.  This  will  tend  towards  showing  a  better  and 
a  higher-priced  line  as  materials  of  this  nature  m  a 
made-up  shirt  run  from  fifteen  to  twenty-four  dollars  per 

dozen.  ..      <.      i  „ 

"In  the  ordinary  shirt,  ranging  from  nine  to  twelve 
dollars,  stripes  will  again  predominate  with  a  few  de- 
signs showing  figures  on  or  between  stripes.  Black  and 
whites  will  be  as  strong  as  usual.  At  present  there  does 
not  seem  to  be  any  shade  that  will  receive  any  particular 
favor. 

"We  are  not  in  a  position  to  make  any  forecasts  for 
Fall  as  New  York  has  been  late  in  getting  out  their 
Fall  designs." 

All  forecasts  for  Spring  give  emphasis  to  the  impor- 
tance of  the  negligee  or  lounge  collar.  These  undoubtedly 
will  be  very  strongly  featured. 

® 
Good  Belt  Season. 

The  coming  season  promises  to  be  a  very  good  one  in 
belts,  another  effect  of  the  soft  front  shirt  and  two- 
piece  suit.  The  newest  are  in  tubular  effect  m  leather, 
sewed  up  on  the  inner  side,  and  shown  in  blacks,  greys, 
tans  and  chocolate.  They  are  made  in  the  narrow 
widths  and  with  the  ordinary  fastenings. 


How    to    Work    up    Ideas    for    Attractive    Show    Cards 


Clever  Adaptations  From  the  Magazines,  not  Necessarily  Original,  but  so 
Far  as  the  Public  is  Concerned  They  Always  Command  Attention  — 
Illustrations    Which    Show    Designs    and    the    Hints    That    Inspired    Them 

(By  J.  C    Edwards,  with  A.  W.  Cressman.  Peterboro) 


V 


'ERY  clever,"  you  will  hear  some  one  say  on 

the   street,   when   looking   at   an   exceptionally 

fine  show  card.     Perhaps  they  are  right,  but 

they  often  give  the  card-writer  credit  for  some 

clever  idea  borrowed  from  one  of  the  monthly  magazines 

and  used  as  a  decoration  for  the  card. 

Now,  the  card  writer  who  depends  entirely  upon  his 
own  originality  for  designs  and  ideas  is  a  freak,  and  his 
cards  give  him  away  every  time.  Of  course,  originality 
is  the  keynote  to  success  in  card-writing,  but  the  origin- 
ality lies  largely  in  rehashing  other  ideas  and  improving 
them  where  it  is  possible,  or  at  least  disguising  them  so 
that  tlicv  aiii)ear  entirely  different. 


Designs  in  these  cards  were  adopted  from  ad.',  pages'"  in 
magazines  or  newspapers. 

One  often  gathers  ideas  from  the  simplest  things  in 
everyday  life.  The  artist  sees  pictures  in  the  muddy 
crossing,  the  dilapidated  old  milk  cart,  the  rickety  tumble- 
down shack.     He  paints  them  and  is  a  success,  a  marvel. 

The  card  writer  gets  ideas  where  others  see  nothing 
but  the  commonest  everyday  things.  The  magazine  il- 
lustration is  one  of  the  most  likely  of  them  all.  The 
variety  is  so  large  that  one  needs  hardly  to  look  through 
more  than  half  a  dozen  before  he  runs  against  just  what 
he  wants. 

Persistently  Watch  for  Ideas. 

The  ever  watchful  eye  will  detect  a  new  idea  any- 
where, which  will  suggest  others  and  smack  of  the  extra- 
ordinary, and  may  be  called  original  by  those  who  do  not 
know. 


In  thinking  over  a  subject  for  this  article  the  magazine 
comes  to  the  rescue.  A  search  began  which  covered  only 
about  six  magazines  and  weekly  papers  and  dozens  of 
ideas  presented  themselves. 

There  you  have  it.  Keep  the  eye  open  for  new  ideas 
and  a  pen-knife  ready  to  do  the  clipping,  and  your  cards 
Avill  always  be,  when  necessary,  out  of  the  ordinary  and 
attractive. 

Not  only  do  you  glean  ideas  for  designs  of  decorative 
value,  but  the  designs  will  verj-  often  suggest  a  suitable 


Show   card   designs,   for   which   suggestions   were   secured 
from   ad.   pages  of   magazines  or   newspapers. 

phrase  which,  when  twisted  this  way  or  that,  will  fit    the 
place  you  wish  it  for. 

For  instance,  take  card  number  2;  the  idea  was  born 
from  the  magazine  illustration  No.  2,  and  the  phrase 
"Put  Your  Best  Foot  Forward,"  was  an  enlargement 
from  it.  Take  also  card  No.  4  and  clipping  No.  4.  This 
is  certainly  not  an  ordinary  card  decoration;  it  is  simply 
sketched  on  the  card,  with  a  crayon,  from  the  clipping, 
and  the  phrase  was  suggested  by  the  ship  and  water. 

One  may  be  walking  along  the  street  and  pick  up  a 
simple  little  wild  flower,  which  others  would  trample 
underfoot,  and  get  an  idea  for  a  floral  design  which  would 
be  quite  decorative. 
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You  will  sell  more 


Linen  Waterproof  Collars  than  you  ever 
thought  possible  when  you  put  in  that 
assortment  of 

Collars 


Every  Kant  Krack  Collar  you  sell 
helps  to  sell  more  because  it  is  the 
one  collar  that  will  give  satisfactory 
service. 

It  is  very  pliable— conforms  easily  to 
every  movement  of  the  wearer's  neck. 

See  the  illustration — note  the  patented 

flexible  lips 
that  relieve 
the  strain  on 
the  front  fold. 


Patented  Feb.  20,  1906 

May    5,  1908 

Oct.  27,  i9l.'8 

Oct.  27,  1908 

Beware  of  Infringement* 

lar     button     pressing 
wearer's  neck. 


Note  also  the 
patented  slit 
in  the  back — 
which  pre- 
vents the  col- 
hard     on     the 


There  is  an  excellent  profit  for 
you  on  Kant  Krack  Collars — 
so  be  sure  you  see  the  samples 
when  the  Kant  Krack  sales- 
man comes  along,  or  write  for 
sample  collars  before  placing 
order. 


THE 

Parsons   &  Parsons 

CANADIAN  CO. 
Hamilton,  :  :  Ontario 


Suggested  Cards. 

The  card  No.  1  was  decorated  from  the  suggestion 
taken  from  a  calendar,  a  corner  of  which  is  here  repro- 
duced. 

No.  3  design  was  gathered  from  the  No.  3  clipping 
and  though  greatly  simplified  and  only  sketched  roughly, 
it  makes  a  rather  different  decoration  for  a  show  card. 
A  person  can  often  enlarge  on  ideas  where  it  is  prac- 
tical or  can  simplify  them  according  to  his  inclination 
or  time. 

It's  not  necessary  to  see  how  perfect  the  reproduction 
can  be  made.  The  effect  is  all  one  needs  to  strive  for, 
and  it  is  much  better.  In  the  accompanying  show  cards, 
the  absence  of  all  form  of  decoration  on  or  about  the 
inscriptions  themselves,  will  be  noticed.  This  is  done  for 
the  purpose  of  showing  that  it  is  not  necessary,  and,  in 
fact,  useless  to  decorate  the  card  and  inscription  too.  A 
very  fancy  bordered  card  slioukl,  in  my  opinion,  be  let- 
tered plain.  A  card  that  is  plain  can  stand  to  have  the 
lettering  shaded  or  otherwise  illuminated.  The  rest  of 
the  cards,  it  will  be  noticed,  are  decorated  from  ideas 
gathered  from  clippings  of  magazine  advertisements,  etc., 
and  the  inscriptions  suggested  by  the  decorations  in  nearly 
all  cases. 

Place  of  the  Fancy  Card. 

We  do  not  approve  of  over-fancy  show  cards  for  or- 
dinary windows  and  for  ordinary  announcements,  but 
often  it  is  not  only  permissible,  but  necessary  to  use  a 
little  extra  touch  to  attract  attention.  A  fancy  card  will 
be  used  to  advantage  where  the  goods  themselves  are  un- 
attractive, except  from  the  standpoint  of  value;  or  where 
goods  are  rather  of  a  sombre  color,  the  card,  which  is  a 
decided  contrast  both  in  design  and  color,  will  add  weight 
to  a  window  and  attract  the  passer-by,  and  perhaps  in- 
terest him  or  her  in  the  goods  displayed,  either  by  draw- 
ing attention  to  the  style,  or  value. 

Considerable  judgment  has  to  be  exerted  in  the  mak- 
ing of  cards  whicli  will  be  appropriate. 

Best  Inks  to  Use. 
We  have,  through  former  articles,  received  requests 
from  young  cai'd-writers  all  over  the  Dominion  asking 
advice  upon  various  subjects,  the  most  prominent  being 
the  kind  of  inks  to  use.  In  answer  to  this,  we  recom- 
mend the  letterine  in  black,  which  can  be  purchased  in 
pint  bottles  from  anj^  wholesale  stationer  or  from  art 
stores,  even  from  some  retail  stationers.  The  white 
paint  we  mix  ourselves  from  pure  oxide  of  zinc,  pure 
gum  arabic  and  water.  We  find  this  whitest  and  best. 
Other  white  paints  have  been  tried,  but  without  much 
success.  Colors  can  be  mixed  in  the  same  way  by  buying 
the  dry  colors  and  blending  and  reducing  them  to  suit 
the  work. 


Hosiery  Will  be  Plain. 

It  is  going  to  be  a  plain  season  in  the  hoiserj-  mar- 
ket, and  all  sorts  of  shades  will  be  worn.  Grey  and 
greens  will  be  especially  good.  There  is  a  very  popular 
spun  silk  line  in  semi-transparent  effect  which  is  being 
sold  in  all  shades.  Self-toned  effects  are  being  shown  in 
embroidered  hose  in  black,  blues  and  greys.  Cashmere 
goods  are  also  shown  in  hand-embroidered  in  vertical  ef- 
fects, and  in  self  colors.  Plain  blacks  will  be  just  as 
good  as  ever. 

C.  B.  Robinson,  Montreal,  on  his  retirement  from 
the  employ  of  D.  Morrice  &  Co.,  wholesale  dry  goods, 
was  presented  with  a  cabinet  of  silver  from  his  fellow 
employes.  Mr.  Robinson  goes  to  Paris.  Ont.,  to  become 
treasurer  of  Penman's,  Limited. 
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FOR  MEN 


Will  you  accept 
a  pair  of 
"Canada"  Shur- 
On  Garters 
for  your 
personal  use 
free  of  charge  ? 


"IXTE  want  to  send  to  every 
*•  merchant  who  reads  this 
a  pair  of  these  garters.  We 
know  if  you  wear  them  yourself 
you  will  become  an  enthusiastic 
salesman  for  them,  and  will 
strongly  recommend  them  to 
your  customers. 


If  we   had  not   this   confidence 
in  the  merits  of  the  Shur-On  Garter  we  would  not  offer  you  a  pair  free. 

HERE  ARE  SOME  OF  THEIR  GOOD  POINTS: 

They  have  no  metal  parts  to  irritate  or  injure  the  skin. 

They  can  be  worn  at  any  season  of  the  year. 

They  are  made  of  best  quality  elastic  webbing  and  we  guarantee 
the  wear. 

Send  in  the  coupon  at  the  bottom  of  this  page  to-day,  and  we  will 
send  you  a  pair  of   these  superior  garters  free.     There  is  no 
string  attached  to  this  offer.     "We  are  prepared   to   take  our 
chances  on  the  order  later  on. 


I.  B. 
KLEINERT 
RUBBER  CO. 

84  Wellington  St.W. 
TOBONTO 


Mail  the  coupon  to-day. 


Please  send,  with- 
out cost  to  me,  and 
without    placing    me 
under  any  obligation  to 
buy.  a  pair  of  "Canada" 
Shur  On  Garters,  as  per 
your  offer    in    Dry    Goods 
Review 


L  B.  Kleinert  Rubber  Co. 

84  Wellington  Street  West 
TORONTO 


B 
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GOOD  COAT  LININGS 

ARE  ESSENTIAL 

IF  YOU  WISH  TO  PLEASE  YOUR  CUSTOMERS 


S 


(Copyright) 


PATTERNS     SIlOn-lXG     EITHER 
FINISH  can   be  had  on   application  to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  Ltd. 


Novelties  in  Men's  Neckwear 

Soft  Collar  a   Feature    of  Summer   Lines  — 
^^  ..    Bias  Ties  for   Easter  —  Collar  and   Tie 
Sets   are  Being   Introduced 

There  is  little  new  in  shape  in  the  new  collars  for  the 
coming  season.  They  are  very  similar  to  those  which 
have  been  worn  during  the  past  two  seasons.  The  collar 
which  fits  closely  around  the  throat  will  likely  prove  a 
strong  seller,  and  those  which  have  an  open  space  in  front 
between  the  turn  down  portions  will  be  largely  favored 
owing  to  the  favor  accorded  the  larger  tie.  These  will 
likely  be  more  strongly  featured  for  next  Fall. 

During  the  Summer  the  soft  collar  will  be  largely 
worn,  and  with  the  tie  to  match. 

For  Easter  wear  the  bias  tie  will  be  the  leader  and 
manufacturers  are  rushing  out  large  orders  of  these  for 
the  early  trade.  For  later  Spring  there  will  be  the  one- 
and-a-half  inch  and  one-and-three-quarter  inch  straight 
derby.  The  leading  shades  in  the  silk  ties  will  be  all  the 
browns,  leather  and  tan  tones,  and  also  the  new  pennant 
blue,  a  blue  which  comes  in  several  tones,  from  bright 
royal  to  marine.  The  leading  Summer  or  wash  ties  will 
be  in  the  tubular  cottons,  which  are  proving  very  strong 
on  the  later  market  orders. 

These  collar  and  tie  sets  are  shown  in  white  goods,  in 
fancy  stripes,  and  also  in  neat  colored  patterns,  in  black, 
blue,  helio  and  tan  stripes,  as  leaders.  The  collar  and 
tie,  to  be  absolutely  correct,  must  have  the  stripe  to 
match  in  front,  and  to  run  to  the  centre  in  both  collar 
and  tie.  The  collars  are  made  with  buttonholes  in  top, 
instead  of  eyelets  as  heretofore,  and  are  worn  with  a 
link  instead  of  a  safety  pin.  It  is  not  necessary  that  the 
collar  and  tie  should  match  the  shirt,  so  long  as  the  col- 
ors blend.  Many  are  purposely  worn  in  a  different  mate- 
rial, for  the  sake  of  contrast. 

4 
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Short  Paragraphs  for  the  Ad.    Man 

Underwear  light  and  elastic,  yet  very  warm  and  com- 
fortable. 

The  final  word  in  underwear  manufacture.    Light  and 

elastic. 

You  can't  fix  a  price  on  the  comfort  of  mind  and  body 
these  splendid  clothes  give  you.  Yet  their  price  is  as  low 
as  good  clothes  can  be  sold  for. 

In  our  line  of  clothing  you  get  fit  and  workmanship 
that  are  pre-eminently  the  finest — style  that  is  the  most 
authoritative — satisfaction  such  as  clothes  rarely  give. 

New  and  exclusive  shapes  and  shades  in  these  hats 
— becoming,  refined  lines — absolutely  correct  style — the 
finest  fur  felt. 

Men  who  are  particular  about  underwear  buy  this 
line  the  minute  they  see  and  feel  them. 

If  style,  appearance,  fit.  workmanship  and  finish  count 
with  you — then  you  will  select  your  new  hat  here. 

Your  chief  concern  with  winter  underwear  is  comfort, 
warmth,  durability.  These  are  essentials  of  the  satis- 
factory underwear. 

The  look  and  feel  of  a  shirt  depend  more  on  the  maker 
than  the  fabric.  Two  shirts  may  be  of  the  same  material 
and  in  the  same  style — but  one  will  have  a  look  of  dis- 
tinction and  a  feel  of  comfort  that  the  other  lacks.  We 
have  lines  which  look  and  feel  just  right. 

In  olden  days  only  the  aristocrat  was  well  dressed. 
To-day  it  is  possible  for  every  man  to  be  an  aristocrat — 
if  he  will.  Our  clothing  is  modeled  and  tailored  not  only 
to  fit  "the  man  without,"  but  to  proclaim  the  personality 
of  "the  man  within." 
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It's  a  GOOD  List 

Every  name  on  this  list  represents  a  CLOTHING  MANUFACTURER 

who  uses  and  endorses  the 

BARTELL  PATENT  POCKET 

(The  pocket  with  the  inner  pleat) 

They  wouldn't  use  it  and  they  wouldn't  endorse  it  unless  they  knew  it 
was  a  first-class  improvement  over  what  they  formerly  used : — 


DUNDAS. 

Grafton    &    Company,    Limited. 

HAMILTON. 

Sanford    Mfgr.    Co.,    W.    E.,    Ltd. 
Coppley,    Noyes    &    Randall,    I-td. 
Thornton   &   Douglas,   Ltd. 

LONDON. 
Greene,    Swift,    Limited. 

MONTREAL. 

Semi-Ready,   Limited. 

Levinson,    Son    &    Co..    S. 

Murray    and    Miohaud. 

Kellert   &   Sons,   H. 

Fashion-Craft    Mfrs.,    Ltd. 

E,    A.    Small    Company,    Limited. 

Wener  Itros.  &   Hart. 


Peek   &   Co.,  John    W.,   Limited. 
Union    Clothing    Mfg.    Co. 
Samuel    Wener   &    Co. 
The    I'reednian    Compan.v. 
Canada    Clothing   Co. 
B.    Gardner    &    Co..    Ltd. 
M.    Clreenhlalt    &    Co. 
Standard    Clolliing    ^Ifg.    Co.,    The. 
H.     Vineberg    At     Co. 
Hamilton    At    Klout.    Umited. 
Scottish  Rubber   Co. 


QUEBEC. 

Quebec    Clothing    Co. 
I'aquet    Company,    The, 


Ltd. 


SHERBROOKE. 
Walter  Blue   &    Co..   Ltd 


TORONTO. 
Lowndes    Co.,    The,   Ltd. 
Hacliborn    &    Co.,   E.    G. 
Johnson   &    Co.,    W.   R.,   Ltd. 
Crown    Tailoring    Co.,    Ltd. 
Bond    &    Co.,    H.    E.,    Ltd. 
Broderiek    &    Co.,    Frank. 
Taylor,    Henry    A. 
Lailey-Trimble.    Limited. 
Victoria    Mfg.    Co. 
Randall   &  Johnson  Bros..   Ltd. 
The    T.    Eaton    Co.,    Ltd. 
Imperial    Mfg.    Co. 

VICTORIAVILLE. 

Victoriaville    Clothing    Co..    Th< 

WARWICK. 

AVarwiok    Clothing    Mfg.    Co. 


The  only  pocket  in  the  world  that  will  not  sag  under  heavy  weight  is  the  Bartell  Patent  Pocket  Its  peculiar 
patented  construction  prevents  this  defect  and  keeps  the  pocket  straight  and  trim  from  the  day  you  start  to 
wear  the  coat  until  the  day  you  stop  wearing  it.  If  your  manufacturer's  name  is  not  on  this  list,  he  must  give 
you  the  old  style  pocket. 

Don't  Run  the  Risk  of   Losing  Sales  Next  Spring 

If  your  Spring  order  did  not  specify  Bartell  Patent  Pockets,  and  wish  it  had,  write  to  us  immediately  and  we 
will  take  up  the  matter  with  the  manufacturer,  if  you  will  give  us  his  name.     WRITE  TO-DAY. 

Ask  us  to  send  you  our  "DEMONSTRATION  CARD."     IT'S  FREE. 

THE    BARTELL    PATENT    POCKET   CO. 

13  ASTOR    PLACE,   NEW   YORK 
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"PLEXO" 

Suspenders 

Your    customers  have    no  opportunity  to 
torget  the  distinctive  merits  of  "Plexo" 
Suspenders  or    the  fact  that  they   are 
on  sale  at  all  dry  goods  stores.     Our 
advertising    is     widespread   and 
attractive  and  helps  to  brin? 
business  to  your  store 


"NIAGARA" 

SHIRTS 

We  manufacture  a  big  range 
of  Niagara  and  Club  Shirts — 
a  range  that  embraces  all  the 
latest  and  most  popular  ideas 
in  style,  fabric  and  pattern. 
Every  Niagara  and  Club 
shirt  is  well  made  and  neatly 
finished  in  every  detail. 


MITCHELL 

Slide-Easy  Neckwear 

This  is  about  the  only  line  of  neckwear  pro- 
duced in  recent  years  combining  an  improve- 
ment in  convenience  with  f  aultle  ss  n  e  ss 
of  style.  Its  enormous  success  with  discern- 
ing men  buyers  of  neckwear  is  proof  that  it 
fills  a  distinct  demand. 


"PRESIDENT" 

Suspenders 

Unquestionably    the    most   popular    hne    of 
suspenders    on  the  market.      All  over  Can- 
ada and  the    United  States    particular  men 
are  unwavering    in    their     preference    for 
President   Suspenders.      The    personal 
recommendations     of     thousands     of 
men,    coupled  with  our  extensive 
and    persistent     advertising 
makes  a  line  that  no  dealgj- 


can  aflord  to   neglect. 


Dominion  Suspender  Co.      Niagara  Necl(wear  Co.,  Ltd. 

Niagara  Sliirt  Co.,  Ltd. 

Three  Large  Factories  at  Niagara  Falls,  Ontario 
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Where  Merchants  Sometimes  Stumble  in  Everyday  Affairs 

Neglect     Important     Details  —  Don't     Exercise     Caution     in    Giving    Credits 

—  Selling    Goods    Which,    It     is     Known,     May     Not    Satisfy    the    Customer 

—  The   Wrong   Location. 


INTIMATE  with  the  many  weaknessess  which  fre- 
quently mark  mercantile  effort,  Harlow  N.  Higgin- 
bothara,  of  The  Marshall  Field  Co.,  in  an  interesting 
article  in  System,  tells  where  business  men  some- 
times stumble.  Each  point  is  emphasized  by  the  narra- 
tion of  an  actual  experience.  The  tendency  to  put  off  to- 
morrow what  should  be  done  to-day,  the  giving  of  credits, 
the  selling  of  goods  to  customers  who  will  not  benefit  by 
the  purchase,  the  danger  of  wrong  location — these  are 
some  of  the  subjects  in  discussing  which  Mr.  Higgiii- 
botham  holds  up  the  warning  finger  in  the  following 
article: — 

Neglecting  Important  Duties. 

Smith  was  a  responsible  merchant  in  a  Lake  Superior 
town,  and  had  been  doing  business  with  us  for  si*veral 
years.  One  spring  he  made  unusually  heavy  purcha;;es  of 
us.  Business  had  been  prosperous,  the  outlook  was  gooa. 
Before  he  left  for  home,  I  askeh  him  how  much  insur- 
ance he  carried. 

"I  carry  three  thousand  dollars  on  my  goods,"  he  re- 
plied. 

"That  does  not  nearly  cover  your  reduced  stock  as  it 
now  inventories,"  I  warned  him,  "and  you  should  at  once 
take  out  enough  new  insurance  to  protect  the  stock  you 
have  just  purchased." 

This  he  promised  to  do,  immediately  he  got  home, 
but  he  failed  to  do  it,  through  neglect  and  rush  of  work. 
The  new  goods  arrived  and  were  put  on  the  shelves,  and 
every  day  Smith  promised  himself  that  he  would  attend 
to  the  insurance  matter  on  the  morrow.  But  he  waited 
just  a  day  too  long;  for  one  night  the  store  caught  fire, 
and  in  the  morning  Smith  found  himself  a  ruined  man. 

He  got  his  three  thousand  dollars  of  insurance  money 
promptly;  but  our  bill  exceeded  that  amount,  and  if  he 
paid  us  he  would  be  without  capital  with  which  to  begin 
business  over  again.  He  didn't  "squeal."  He  did  what 
any  honest  man  would  have  done — sent  the  money 
straight  to  us.  There  was  no  tear-shedding;  just  a  manly 
straight-forward  statement  from  him. 

"It  was  altogether  my  fault,"  he  wrote,  "that  the 
stock  was  not  fully  protected  as  it  should  have  been. 
This  insurance  money  is  all  I  have,  but  it  rightly  belongs 
to  you,  and  will  almost  cover  your  bills." 

There  was  no  hesitation  in  my  reply.  I  returned  the 
the  draft  to  him  and  wrote:  "Take  this  money  and  put 
it  in  your  bank.  Get  right  to  work  and  buy  a  new  stock. 
I  will  pass  your  orders  and  will  accept  your  notes  in  set- 
tlement of  the  entire  account,  arranging  for  payment  on 
such  time  as  will  enable  you  to  meet  your  obligations. 
Rent  a  new  store,  and  see  how  quick  you  can  open  up  for 
business." 

I  sized  Smith  up  right.  He  not  only  paid  us  in  full, 
but  became  one  of  our  very  best  customers.  To-day  he  is 
the  most  prosperous  merchant  in  his  territory. 

You  might  call  that  wilful  neglect.  But  the  best  of 
business  men  stumble;  however,  the  wise  learn  from  these 
trying  experiences,  and  they  don't  stumble  the  next 
time — at  least,  not  for  the  same  reason.  But  they  all 
trip,  f^ome  time  or  other,  and,  it  you  knew  the  secret 
history  of  a  business,  you  would  find,  in  almost  every 
case,  that  financial  ruin  sometime  stared  the  man  in  the 
face,  at  least  once. 

Then  the  very  important  matter  of  credits.  Too  much 
credit  customers  is  another  danger  point — one  which  many 


men  do  not  see  until  it  is  too  late.  Over-accommodating 
buyers  has  the  same  untoward  result  as  growing  too  fast 
and  over-buying.  In  this  anxiety  for  greater  profits  mer- 
chants often  forget  that  a  sale  might  better  be  lost  than 
risk  the  chance  of  losing  the  entire  value  of  the  goods. 

One  merchant  of  my  knowledge  was  in  the  habit  of 
figuring  how  to  collect  from  customers  after  he  had  sold 
them. 

Once  credit  is  given,  care  must  be  taken  in  the  mat- 
ter of  collections.  There  is  often  a  time  to  collect,  and 
the  wise  merchant  is  he  who  knows  when  to  press  for  the 
amount  of  his  bill.  I  always  tried  to  see  this  psycholo- 
gical moment  in  advance  of  my  competitors.  To  this  end 
T  kept  myself  thoroughly  posted  regarding  local  condi- 
tions in  the  territory  in  which  we  did  business.  There 
was  hardly  a  town  in  our  zone  of  activity  of  which  I  did 
not  know  the  population,  the  various  classes  of  people, 
together  with  their  wants,  the  industrial  and  agricultural 
conditions  thereabouts— in  fact  everything  which  had  any 
bearing  on  the  financial  status  of  the  community,  collec- 
tively and  individually. 

I  was  brought  up  on  a  farm.  Then,  I  worked  in  my 
father's  mill;  then  I  became  a  country  banker  in  my  na- 
tive town,  Joliet;  and  then,  had  a  banking  experience  in 
the  lumber  and  mining  country  of  Wisconsin.  This  train- 
ing enabled  me  to  understand  and  interpret  the  informa- 
tion which  I  received  from  crop  reports,  from  bankers  and 
lawyers  in  every  community  and  from  our  customers 
themselves. 

When  a  customer  came  to  me,  I  would  ask  hir 
about  his  town:  if  there  was  a  public  square;  where  tht 
post  office  was  located.  And  I  would  draw  a  map  as  he 
told  me  these  things.  I  would  locate  the  man's  store, 
and  would  learn  what  route  the  farmers  took  in  driving 
into  town,  hitching  their  horses,  and  going  to  the  post 
office.  Whether  this  beaten  course  of  travel  took  people 
past  or  near  the  customer's  store,  would  enable  me  to 
form  a  judgment  as  to  the  sort  of  location  he  had. 

Without  appearing  curious,  I  would  ask  the  customei 
about  his  family,  and  sometimes  what  church  he  attend- 
ed. The  latter  inquiry  was  to  help  me  in  forming  an 
opinion,  primarily,  about  his  habits;  the  former  that  I 
might  learn  something  about  the  extent  of  his  household 
expenses.  But  I  did  this,  also,  to  put  myself  on  a  friend- 
ly basis  with  the  customer.  I  sincerely  desired  most  of 
the  men  with  whom  I  had  business  relations  to  regard  me 
as  their  friend,  as  well  as  their  counselor. 

There  is  no  reason  why  the  principles  and  ideas  which 
I  have  laid  down  could  not  be  applied,  with  some  varia- 
tion, by  a  retailer  in  extending  credit  to  his  customers. 
For  a  man  right  on  the  job  the  task  would  be  'ar,  far 
easier  than  for  a  credit  man  in  a  city  some  distance 
away. 

Selling  Unsatisfactory  Goods. 

One  danger-point  in  particular  I  would  emphasize.  It 
gets  down  to  the  very  core  of  business  principles.  I  refer 
to  the  attempt,  too  often  made  and  frequently  consum- 
mated, to  sell  goods  to  customers  who  will  not  benefit 
theough  the  purchase. 

"Caveat  emptor"— let  the  buyer  beware— is  not  the 
part  of  wise  merchandising.  Yet  I  have  known  a  great 
number  of  business  men  whose  chief  idea  was  to  sell,  and 
if  the  purchaser  did  not  get  what  was  best  for  him,  why 
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For   withstanding   the    hardest  wear 
there  is  no  shirt  made  the  equal  of 


ear     I 

£1 


DEACON  :E  shirt 


For  Men  and  Boys 

Only  the  very  strongest  and  tough- 
est materials  are  used,  and  the 
'"Deacon"  Shirt  is  cut  roomy  for 
comfort. 

Buttons  are  well  sewn  on,  and 
seams  are  double-stitched. 

There's  pleasure  and  profit  in 
handling    the  "Deacon"   Shirt. 

See  our  new  range  before  ordering. 

The  Deacon  Shirt  Co. 

BELLEVILLE         ;:         ONTARIO 


Boys 

who  are  wearing 
the  College    Suit, 

LION    BRAND 
make,    are    properly 
dressed.     We   make 
this    popular     and 
correct    suit    from 

$2.95  to  $10.00 

It  is  worth  your 
while  to  write  us  for 
a  few  Suits,  in  this 
style,  from  our  new 
Spring  pattern. 


The  Jackson  Mfg.  Co., 
CUnton 

with  Factories  at 
Clinton,  Goderich,  Exeter 


that  was  his  lookout.  Traveling  salesmen  commonly  fall 
into  this  great  error  but  the  house  itself  should  guard 
against  it  in  every  way,  and  train  their  salesmen  to 
study  the  wants  and  needs  of  customers.  To  overload  a 
customer,  or  to  sell  him  the  wrong  goods,  is  unpardon- 
able, and  will  surely  bring  a  disastrous  reaction.  It  is 
a  serious,  very  serious,  danger-point  when  a  house  reaches 
ihe  time  when  the  mere  making  oi  the  sale  supplants  the 
principle  of  actual  service.  No  matter  how  valuable  the 
goods  may  be  of  themselves,  the  transaction  can  only  in- 
jure the  seller  if  the  commodity  is-unsuited  to  the  needs 
of  the  customer. 

I  know  of  a  recent  case  where  a  husband  bought  his 
wife  a  coat,  paying  one  of  the  large  department  stores  of 
Chicago  three  hundred  dollars  for  the  garment.  It  was  a 
beautiful  coat,  well  worth  the  money,  but  when  the  lady 
received  it  she  was  greatly  dissatisfied.  It  was  not  what 
she  herself  would  have  selected,  and  she  attempted  to  re- 
turn it,  and  exchange  the  garment. 

But  the  store  had  been  specially  anxious  to  dispose  of 
this  particular  coat;  for  it  was  not  an  article  readily 
sold.  Then,  too,  the  season  was  well  advanced— it  was 
after  the  holidays— and  the  coat  was  a  fur  garment.  To 
cairry  it  over  meant,  probably,  to  lose  it.  So  the  lady 
was  informed  that  her  husband's  unfortunate  purchase 
coulil  not  be  exchanged  or  returned. 

During  the  succeedmg  days  this  dissatisfied  customer 
told  her  story  to  her  many  friends,  every  one  of  whom 
sympathized  with  her  and  was  made  unhappy  by  her  ex- 
perience. She  did  not  want  that  coat,  she  insisted;  it 
was  entirely  unsuited  to  her  taste  and  ideas.  Every- 
where she  went  she  talked  about  the  garment,  and  a 
shadow  was  cast  upon  the  house  which  had  sold  it  to  her 
husband.  The  matter  came  to  my  attention,  and  al- 
though I  had  no  interest,  save  a  friendly  one,  in  the  cir- 
cumstance, my  training  and  experience  rebelled  against 
such  a  short-sighted  policy  as  the  store  had  shown.  And 
I  sat  down  and  wrote  to  the  house,  in  part,  as  follows:    - 

"You  might  better  take  the  coat  and  burn  it,  rather 
than  force  it  on  a  customer  whom  it  will  not  benefit." 
My  suggestion  prevailed,  and  the  coat  was  taken  back. 

Thi^s  principle  holds  true  throughout  all  merchandis- 
ing. 

The  Wrong  Location. 

I  recall  one  instance  where  a  merchant  selected 
wrong  location— a  very  common  mistake,  yet  one  of  the 
easiest  to  see  in  advance.  If  a  credit  man  could  see  the 
error  of  judgment,  why  not  the  merchant?  This  is 
most  the  first  danger  that  confronts  a  man  starting 
business,  and  he  faces  it  afterward,  whenever  he  seeks  a 
new  location.  Because  men  do  not  analyze  the  proposi- 
tion, they  blunder. 

In  selecting  a  site  or  a  town,  the  first  consideration 
is  markets.  Some  men  do  not  weigh  even  this  factor 
properly.  Others  take  the  market  element  into  account, 
but  go  no  further.     For  this  reason  they  become  misfits. 

A  man  establishes  himself  amongst  a  race  antagonistic 
to  his  own.     He  fails  because  he  is  a  misfit. 

.\nother  man  fails  because  he  attempts  to  do  business 
with  a  people  whose  religion  differs  radically  from  his 
own— a  misfit. 

A  merchant,  brought  up  in  a  certain  environment, 
moves  to  a  town  where  market  requirements  are  decided- 
ly different.  It  is  almost  a  foregone  conclusion  that  this 
misfit  will  not  succeed.  To  him  the  reasons  for  his 
failure  may  appear  trivial  indeed— temperamental  reasons, 
merely— but  the  attitude  of  the  buying  public  is  affected 
by  subtle  considerations. 

Speaking  generally,  a  merchant  should  follow  certain- 
ties, as  nearly  as  may  be.     The  men  who  succeed  are  the 


the 


al- 
in 


Dry  Goods  Review. 


MEN'S     FURNISHER 


129 


men  who  know  from  experience.  There  is  always  the 
temptation  to  diverge  from  the  safe  course,  in  the  hope 
of  greater  profits;  but  if  there  is  nothing  more  definite 
than  hope,  there  is  surely  danger.  Men  are  lured  to  ruin 
by  scattering  their  energies  and  dissipating  their  caniial. 
I  consider  anything  dangerous  that  tends  to  impair  capi- 
tal or  divert  attention  from  the  work  in  hand. 

® 
Flattery  in  the  Right  Place. 

"A  little  flattery  in  the  right  place  does  a  heap  of 
good  when  it  comes  to  selling  men's  clothing,"  said  the 
head  of  a  men's  wear  store.  "Last  January,  for  ex- 
ample, a  man  and  his  wife  entered,  whom  we  all  knew 
to  be  the  most  inevterate  'lookers  round'  that  ever  came 
to  town  on  a  Saturday.  Wealthy  people,  but  they  never 
seemed  to  get  over  the  feeling  that  somebody  was  trying 
to  «ell  them  a  gold  brick,  or  an  article  on '  which  there 
would  be  any  margin  of  profit.  Well,  when  I  saw  them 
an  inspiration  struck  me.  That  man  had  just  been  elected 
Reeve  of  one  of  the  township.^,  and  after  learning  that  he 
wanted  to  buy  an  overcoat,  I  picked  out  an  excellent  value 
and  tried  it  on  him.  Two,  three  overcoats,  ditto.  Then  I 
congratulated  him  on  his  election.  He  liked  it.  I  told 
him  that  his  township  would  appreciate  his  services  and 
that  we  all  expected  to  see  him  in  the  warden's  chair 
some  day.  That  pleased  both  him  and  his  wife.  He  felt 
grateful,  and  he  began  to  praise  the  coats. 

"  'Yes,'  said  I,  'you  can't  do  better  in  this  town. 
They  are  the  best  we  have  at  twenty-five  dollars.'  I 
noticed  that  he  gasped  and  I  immediately  said  somewhat 
indifferently,  'you  had  a  fine  majority,  too,  didn't  yon? 
Shows  that  the  people  picked  a  man  to  fit  the  place  and 
I  want  to  tell  you  Mr.  Smith  this  is  the  coat  to  fit  the 
man.'  It  was  a  double  barreled  shot,  and  it  took  hold. 
Inside  of  five  minutes  I  had  the  man's  twenty-five  dol- 
lars and  was  showing  his  wife  some  clothing  for  their 
little  boy.  I  am  going  to  see  to  it  that  my  salesman  knows 
who's  who  in  the  elections  in  this  county  this  year.  Pro- 
perly handed,  the  information  is  useful. 

® 
The  Courteous  Welcome. 

The  welcome  that  a  man  receives  on  entering  a  men's 
wear  store  often  makes  or  mars  a  sale.  When  it  is  at 
aU  possible,  the  head  of  the  store  should  be  on  hand  with 
a  handshake  or  some  form  of  pleased  recognition. 

In  a  large  and  very  well  conducted  store  recently  an 
incident  occurred  which  demonstrated  the  importance  of 
a  courteous  reception.  It  was  noon  hour,  and  the  pro- 
prietor had  gone  to  lunch.  Enter  a  man  who  to  all  ap- 
pearances had  come  from  the  agricultural  district.  None 
of  the  staff  in  sight. 

"Well,  sir,  what  can  I  do  for  you?"  One  half  of  a 
young  man 's  face  showed  above  a  showcase  on  the  left. 
He  was  sitting  behind  the  counter,  and  the  arrival  had 
evidently  disturbed  him. 

The  customer  looked  up  at  the  ceiling,  glanced  behind 
a  table  piled  up  witli  clothing,  fumbled  in  his  pockets,  and 
looked  downright  uneasy  until  he  caught  a  glimpse  of  the 
half-revealed  physiog  grinning  at  him  from  the  corner. 

"Show  me  some  shirts,"  said  he,  scraping  his  foot, 
and  steering  for  the  counter  somewhat  impatiently. 

"Here,  Jack,"  said  the  salesman  without  rising,  and 
addressing  a  boy  who  was  also  in  hiding,  '"show  this  man 
some  shirts." 


None  too  well  pleased  the  boy  conducted  the  man  to 
the  rear  of  the  store  and  began  showing  him  the  shirts 
he  wanted. 

Now  the  buying  would  have  been  pretty  well  taken  out 
of  that  customer,  and  although  he  only  bought  a  cheap 
shirt,  it  is  safe  to  say  that  if  he  ever  returned  it  was 
with  reluctance. 

It  always  pays  to  make  a  customer  feel  at  home. 


Prolong  the  Hat  Season 

Merchants    See   the    Wisdom    of    Keeping    Back  ^ 
Straws  Until  Time  is  Ripe  —  Some  Novelties 
for  Early  Spring  Selling 

For  Spring,  merchants  bring  forward  the  new  novel- 
ties in  hats  about  March  1st  or  loth.  Business  fore- 
sight is  also  noted  in  the  fact  that  most  merchants  are 
devoting  the  space,  the  time  between  and  the  selling 
force  to  other  lines,  holding  back  the  straws,  panamas, 
etc.,  until  24th  May.  Easter  being  early,  this  year  it 
would  perhaps  be  as  well  to  show  a  few  novelties. 

It  is  predicted  that  merchants  can  expect  a  clear  six 
weeks'  slow  business.  This  has  been  found  in  past  sea- 
sons as  well  and  in  other  departments.  Easter  coming 
early  does  not  allow  of  sufficient  time  to  merchandise  the 
new  lines.  Naturally,  as  men  will  not  buy  new  goods  ufi- 
til  they  absolutely  need  them  and  not  until  then,  and  in 
the  event  of  the  usual  March  and  April  weather,  it  is  ex- 
pected that  complaints  will  be  forthcoming  when  mer- 
chants compare  results  with  the  Easter  results  of  former 
years. 

Panama  hats  have  assumed  a  popular  price  and  are 
now  within  reach  of  the  ordinary  individual.  It  is,  there- 
fore, to  be  expected  that  an  enormous  sale  will  be  forth- 
coming in  these  medium-priced  lines,  say,  $5  or  $6  each. 

Styles  do  not  show  many  differences.  Assortments 
include  the  telescope  crowns  and  allow  of  sufficient  novel- 
ty and  excuse  for  introduction  on  the  part  of  the  sales- 
man. 

In  regulation  straw  hats,  the  changes  noted  are  not 
particularly  novel  or  striking — if  anything,  a  little  lower 
crown  and  wider  brim.  On  the  part  of  some  people  these 
straws  appeal  on  account  of  their  dressiness.  Novelty  or 
individuality  is  introduced  in  the  ribbon  bands,  stripes  in 
navy  or  checks  and  stripes  in  black  and  white  or  navy  and 
white,  being  featured  in  the  more  exclusive  departments. 

Caps  will  have  a  great  sale.  The  demand  will  be  for 
tweeds,  check,  black  and  white,  browns,  greys  and  motor 
effects.    Fancy  patterns,  too,   show  the  usual  demand. 

For  Fall,  stiff  hats  are  lower  in  the  crown  and  wider 
in  the  brim.  The  tendency  in  soft  hats  for  Fall  is  for 
Alpine  or  telescope  or  any  easy  shape  in  mixtures  rough, 
coarse  or  heavier  finish,  or  scratch-up  effects. 

Colors  predominating  are  greys,  light  or  dark, 
browns  showing  a  little  more  demand  than  has  been  for 
3^ears  past,  owing  to  the  brown  mixtures  and  novelty 
brown  clothing  in  vogue  for  Fall. 

The  soft  Alpine  and  telescope  shapes  will  show  self- 
colored  points  although  a  number  will  be  shown  with 
contrasting  bindings,  bands,  etc. 


The  John  Forsyth  Co.,  Limited,  Berlin,  manufacturers 
of  shirts.,  collars,  cuffs,  and  men's  furnishings,  have  been 
incorporated  with  $40,000  capital.  Incorporators  are: 
W.  E.  Shantz,  J.  D.  Forsyth,  A.  B.  Shantz,  J.  M.  Walker 
and  J.  H.  Chambers. 
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C  Hymos  makes  its  debut  to  the  tailoring  world. 

C  It  is  a  newcomer,  but  will  shortly  be  familiar  as  a  house- 
hold word.  This  new  invention  is  a  veritable  inspiration. 
To   use   a   conventional   phrase— it   is   wonderful. 

C  Specially  suitable  for  men's  suitings  for  tropical  countries, 
for  women's  costumes,  light  raincoats,  gabardines,  etc.  It 
will  not  break  or  crease,  and  garments  made  up  with  this 
speciality  are  feather-weight,  they  do  not  require  any  lining. 

C  Hymos  cloths  are  yarn  dyed,  thoroughly  London  shrunk, 
and  the  colours  are  absolutely  fast. 

C  Hymos  cloths  are  stocked  in  54  in.  and  56  in.  widths,  but 
others   can   be   made   to   suit   clients'   requirements. 

C  It  is  significant  that  although  we  have  only  just  put  this 
cloth  on  the  market  we  have  already  secured  sample  orders 
from  every  quarter  of  the  Globe. 

Obtainable  from  all  High  Class  Wholesale  Houses. 
SOLE    MANUFACTURER 

JAMES   HYMANS, 

(Wholesale    Only) 

8  and  10  Crescent,  Minories,  LONDON,  England 

Telephone— 13373  Central  Telegrams— "Savageite.  London/' 

SAMPLES   ON   REQUEST. 


Please   iiienlioii    I  lie    A'r.'/rri'  lo    .hlri'itiscrs  and    I'lirir    Trarclcrs. 


CORRECT  DRgS  PR^EN 

DETAILS  OF  MALE  ATTIRE  FOR  ALL  OCCASIONS  OBTAINED  FROM  AUTHORITATIVE   SOURCES 
AND    CORRECTED    FROM    TIME    TO    TIME    IN    ACCORDANCE    WITH    CHANGE    OF    VOGUE 


Evening  Dress — Formal 

Weddingrs,  Dinners,  Receptions 
Tlieatre  or  Dance 

Overcont — Light-weight  blacli  Chesterfield, 
oper.a  ciipe  or  luverue.ss.  Cont — Swallowtail 
of  vicuna  or  dress  worsted,  with  lapels,  silk- 
faced  to  the  edge.  Waistcoat — White  fancy 
silk  or  white  wash  material.  Trousers — Same 
material  as  coat,  with  silk  braid  down  out- 
seaiu.  Collar — Poke,  wing  or  band,  cuffs 
with  square  or  round  corners.  Shirt — Plain 
linen  or  pique,  stiff  bosom,  with  one  or  two 
studs.  Crarat — White,  of  silk,  pique,  linen  or 
cambric.  Gloves — White  glace  kid  or  white 
silk.  .Jewelry — Pearl  links  and  studs  to 
match.  Hat — Black  silk  or  opera  bat.  Foot- 
wear— Patent  leather  pumps,  with  black  silk 
or   lisle   socks,    plain    or   self-clocks. 


Evening  Dress— Informal 

Informal  and  Home  Dinners 
Club  or  Stag 

Overcoat — Light-weight  evening  coat  of 
Chesterfield  of  black.  Coat — Dinner  jacket  in 
plain  or  self-striped  black;  swallowtail  if 
worn  with  black  waistcoat  and  tie.  Waist- 
coat— Same  material  as  coat  and  bound  with 
braid  if  desired.  Trousers — To  match  coat, 
ontseams  plain  or  braided.  Shirt — Plain 
dress  shirt  or  pleated  bosom.  Collar — Wing 
and  band ;  double  styles  are  often  worn. 
Cuffs  —  Single  or  double.  Cravat  —  Black. 
Gloves  — ■  White  buckskin  or  pale  grey 
suede.  Jewelry  —  Pearl  or  gold  cuff 
links  and  studs  to  match.  Hat — Derby  or 
soft,  black  tuxedo.  Footwear — Pumps  or  pat- 
ent low  shoes,  bluchers  or  bale.  Black  silk 
or  lisle  half-hose,   white  shot  or  white  clocks. 


Day  Dress — Formal 

Afterooon  Weddiaes,  Receptions,  Bouse  Calls,  Matinees 
Overcoat— -Chesterfield  in  black  or  grey 
cheviot  or  vicuna.  Coat — Full  frock  of  black, 
or  morning  coat  of  black  or  d;irk  grey.  Waist- 
coat—  F'.incy  white  pi()ue,  delicate  shades  of 
silk  or  same  material  as  morning  coat.  Trous- 
ers— Grey-striped  cheviot  or  worsted.  Shirt — 
White  stiff,  plain  bosom,  with  frock  coat; 
with  morning  coat,  neat  stripes  or  white 
plejits  are  permissible.  Collar — With  frock 
coat,  the  wing  or  straight  collar  to  meet  in 
front  and  lap  over.  Cuffs — Stiff,  single  or 
double.  Cravat — Four-in-hand  or  once  over 
in  neat  Itlack  and  white  effects  or  grey. 
Gloves — Gre.v  suede  or  tan  glace  kid.  Hat — 
Silk.  Derby  is  sometimes  worn  with  the 
morning  coat.  Footwear — Dongola  kid  or 
calfskin  shoes.  Hosiery  of  plain  black  or  with 
clocks. 


Day  Dress — Informal 

Business  Purposes 
Travelling,  etc. 

Overcoat — For  Fall,  light-weight  Chester- 
field. For  Winter,  Chesterfield  or  double- 
breasted  overcoats ;  ulster  for  stormy  wea- 
ther. Coat — English  walking  coat,  sacque  and 
morning  coat.  Waistcoat — Same  material  as 
coat.  Trousers — Same  material  as  coat.  Shirt 
— Soft,  plain  or  pleated  bosom.  Collar — Fold 
or  wing.  Stiff  cuffs,  corners  round  or  square. 
Necktie  —  Four-in-hand,  w-ith  open  end. 
Gloves — Cape  walking  gloves  and  natural 
chamois.  Jewelry — Links  and  studs  of  pearl 
or  grey,  neat  watch  chain  or  fob.  Hat — 
Derby  or  soft  fedora  style.  Footwear — Black 
or  tan  calf  boots.  Plain  or  fancy  socks  in 
(luiet  shades. 


For  Outing  Wear 

Nearly  every  form  of  sport  or  outdoor  ex- 
ercise has  its  adaptable  outfit.  Utility  and 
not  style  is  often  the  governing  point,  and 
it  is  difficult  to  tell  very  often  just  where 
the  serviceable  business  suit  should  be  dis- 
carded. In  motoring,  for  example,  the  man 
who  is  well  protected  by  an  ulster  of  a  color 
that  will  not  easily  become  travel-soiled  need 
not  worry  if  the  distinctive  motoring  garb 
ends  there.  These  ulsters  are  made  in  loose, 
double-breasted  style,  with  belted  back,  giv- 
ing a  military  effect,  wide  collar,  wind  cuffs, 
etc.  Sweater  coats,  knitted  gloves,  knitted 
vests,  Alpine,  golf  and  driving  caps,  flannel 
or  Oxford  shirts,  tweed  knickers,  heavy  tan 
shoes,  reefers  or  Norfelk  jackets,  .are  all  ac- 
cessories which  mark  departure  from  regular 
garb   for   outing   purposes. 


Dress  for  Funerals 

For  funeral  wear,  the  man  who  adheres 
strictly  to  black  is  on  the  safe  side.  The 
black  frock  coat,  with  trousers  to  match,  or 
dark,  unobtrusive,  striped  pattern,  white  laun- 
dry, black  necktie,  black  silk  hat,  with  mourn- 
ing band,  black  gloves  and  shoes,  constitute 
the  correct  dress  for  mourners  and  pall- 
bearers, but  generally  there  are  many  de- 
partures from  the  rule.  The  cutaway  coat 
often  replaces  the  frock  coat,  the  stiff  hat  is 
seen  where,  to  be  correct,  the  tall  silk  hat 
should  be,  and  the  black  sacque  suit  Is  more 
frequently  seen  than  either  the  frock  or  the 
cutaway.  Strict  style  ethics  in  the  matter 
of  funeral  is  often  more  closely  adhered  to 
in  the  large  centres  of  population  than  In 
those  sections  where  a  funeral  creates  an 
emergency  for  which  wardrobes  are  by  no 
means    properly   equipped. 
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The  Abuse  of  Merchandise 

The  Waste  of  Floor  Space 

The  Dissipation  of  Selling  Force 

The  Misapplication  of  Energy 


Many  leading  merchants  in  both  the  United 
States  and  Canada  have  learned  that  it  pays  to  con- 
serve floor  space  and  selling  space.  ^— — 

May  we  show  you,  Mr.  Merchant,  how  the 

**New  Way"  Crystal  Wardrobe 

by  decreasing  your  selling  expenses  will  increase  your  profit? 

By  installing  "New  Way"  Wardrobes,  you  can  increase  the  variety  of 
the  stock  you  are  handling  to  a  very  large  extent,  and  you  can  display  it  better, 
keep  it  unsoiled  and  uncreased,  and  always  easy  of  access.  Cuts  show  the  "New 
Way"  open  and  closed.  Note  that  when  the  "New  Way"  is  open  the  garments 
don't  block  selling  space.  -  -Hl^*  ^ 

Get  full  details  on  this  proposition.  Catalogue  "D"  gives  particulars. 
Send  for  a  copy  TO-DAY. 

Jones  Bros.  CEL  Co.,  Limited 


WARDROBE  MAKERS 


29-31  Adelaide  Street  West, 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


How  Many  Times  Should  Capital  Turn  Over  for  Good  Profit 

The  Employment  of  Capital  Invested  in  a  Business  —  What  Capital  is 
Necessary  to  Run  a  Business  —  Sales  Should  be  Three  Times  the  Net 
Surplus    Carried    in    the    Business  —  When    There    is    Too    Much    Money 

(By  Howard    R.  Wellington) 


HOW  much  ('ajiital  is  necessary  to  operate  a  busi- 
ness  successfully?     A  difficult   question   to    an- 
swer generally,     as  it  depends     largely  on  the 
nature  of  the  business,  the  stock  necessary  to 
carry,   the   amount   of  credit  extended   to  customers   and 
the  margin  of  profit  available  to  operate  the  business  or 
pay  its  current  expenses. 

In  the  fonnation  of  a  joint  stock  company  where  a 
large  credit  business  is  anticipated,  it  is  advisable  to  have 
a  nominal  capital  considerably  larger  than  the  necessities 
of  the  business  require — that  is  in  unpaid  stock,  which 
would  be  good  security  for  either  outside  creditors  or 
bank. 

Turning  Over  Stock. 

Generally  speaking  we  believe  a  stock  should  be  turned 
over  three  times  a  year,  or,  to  put  it  another  way,  the 
sales  should  be  three  times  the  net  surplus  carried  in  the 
business. 

Two  Extreme  Cases. 

A  business  with  a  surplus  of  $15,000  can  have  an 
annual  turnover  of  $60,000  to  $75,000  and  manage  to 
finance  the  thing  through.  But,  you  say,  how  can  this 
be  done  when  I  have  a  business  of  $25,000  to  $30,000  per 
annum  and  it  takes  a  surplus  of  nearly  the  same  amount? 
It  simply  means  that  the  other  fellow  is  not  making  any 
money,  and  you  are  or  should  be  making  a  good  percent- 
age. You  are  still  unconvinced  and  insist  that  the  first 
merchant  must  be  making  money  as  he  has  such  a  large 
turnover  for  such  a  small  amount  invested. 


The  Reason  for  Not  Making  Money. 
Upon  looking  into  the  matter  carefully  you  will  find 
the  trouble.  This  merchant,  in  view  of  his  small  capital 
is  unable  to  take  advantage,  in  any  case,  of  his  cash  dis- 
counts which  in  this  particular  instance  might  run  as 
high  as  $2,500.00.  Another  point  is  that  he  is  never  in  a 
position  to  pay  a  draft  in  full  but  for  the  same  reason 
given  before,  he  is  obliged  to  renew  a  good  portion  of 
every  bill,  and  on  this  renewal  he  is  paying  bank  interest 
and  exchange.  Besides  this  he  is  carrjdng  a  large  stock, 
probably  $35,000  or  $40,000  on  which  he  is  virtually  pay- 
ing an  advance  of  from  5  per  cent,  to  7  per  cent,  to 
his  wholesaler  to  carry  his  account  and  renew  paper  from 
time  to  time. 

Then,  again,  a  merchant  with  a  limited  capital  like 
this  is  unable  to  take  advantage,  in  buying  goods,  of 
numerous  snaps  which  are  offered  from  time  to  time  and 
on  which  he  can  make  a  good  profit. 

Very  frequentlj',  in  order  to  make  some  payment  on 
his  paper,  it  is  necessary  to  sacrifice  on  certain  lines,  even 
though  they  are  good  general  sellers. 

A  Large  Turnover. 
Coming  back  to  the  question  as  to  how  much  capital 
should  be  necessary  to  swing  a  business,  this  paper  was 
recently  asked  the  question  by  a  correspondent — ^How 
much  capital  should  be  necessary  to  swing  successfully 
a  yearly  turnover  of  $500,000?  and  there  are  several  ways 
of  answfiiiiij'  such   a  qii<'sti(iii. 


Backtrround  desiicn  for  valentine  window.  Central  heart  is  three  feet  across,  of  papier  mache  or  cardboard,  backed  with 
wood  frame,  finish  with  shirring  of  gold  tinsel.  Small  eolden  hearts  are  attached  to  strands  of  ribbon.  At  sides  and 
top  are   sprays  of  almond  blossoms,  pink  flowers  and  dark  trreen  foliage.      Top  border  of   12-in.   red    hearts.      Floor    red, 

sreen,  or  anything    to  match. 
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Wreyford    &i    Co. 

TORONTO 
WHOLESALE  MEN'S  FURNISHERS 


Agents  for  following  manufacturers  : 

Young  &  Rochester,  London,  Eng. 

SHIRTS,  COLLARS,  NECKWEAR, 

FINE  FLANNEL   PYJAMAS. 

DRESSING  GOWNS  and  HOUSE  COATS 

Tress  &  Co.,    London,  Eng. 

HIGH-CLASS  HATS— SILKS,  FELTS,  STRAWS. 
The  "  Tress  "  Cap  is  in  a  class  by  itself. 

T.  H.  Downing  &  Co.,  Leicester 

•ALPHA"     UNSHRINKABLE     UNDERWEAR, 
■SUPERBA,"      'PES     DUPLEX,"  ETC.,    HOSIERY 

Cellular  Clothing  Co. 

'  AERTEX  "     and    COTELLA    UNDERWEAR,   ETC. 


We  stock  in  Toronto — Dressing  Gowns  and  Jackets, 
imported  Sweater  Coats,  London  and  New  York  Neck- 
wear, English  Caps. 

Our  selected  boxes  of  Half-Hose,  Tie  and  Hand- 
kerchief to  match         ....      $12.00  Doz 
Ditto,  without  Handkerchief  .         .         •       9.00 

Send  for  Sample  Dozens. 


If  the  concern  is  doing  a  jobbing  business,  carrying  a 
heavy  stock  and  extending  a  large  line  of  credit,  a  capital 
of  $250,000  at  least  would  be  necessary. 

If  the  concern  is  doing  a  manufacturing  business,  has 
a  good  plant  and  equipment,  carries  a  fairly  heavy  stock, 
but  sells  largely  on  short  dates,  a  capital  of  only  $12.5,- 
000  to  $150,000  would  be  necessary  to  swing  the  same 
business  successfully,  as  good  accommodation  could  be  se- 
cured at  the  bank  at  such  periods  as  money  was  specially 
needed. 

Interest  on  Capital  Invested. 

If  a  merchant  charges  his  business  or  each  depart- 
ment of  liis  business,  with  interest  on  the  capital  invested, 
and  also  for  his  own  salary  as  manager  or  whatever  office 
he  holds,  he  will  arrive  at  his  actual  net  profits  more  ac- 
curately than  the  manner  most  merchants  adopt.  Why 
should  your  business  not  pay  interest  on  the  money  yon 
have  loaned  or  invested,  and  also  pay  for  your  services? 

Too  Much  Capital. 

Few  concerns  are  bothered  with  too  much,  but  where 
there  is  an  oversupply  of  money,  there  is  also  a  tendency 
to  purchase  heavily  and  to  branch  out  extensively  without 
giving  the  serious  thought  which  would  otherwise  have 
been  given. 

It  should  be  continual  effort  to  finance  a  business  in 
order  to  make  a  success  of  that  business.  What  we  mean 
is  this — if  the  financial  end  runs  too  smoothly,  requires 
no  special  thought  or  foresight,  ample  funds  always  avail- 
able, there  is  a  tendency  to  give  this  side  of  the  business 
no  thought  when  new  enterprises  are  brought  up,  and 
extensions  are  made  or  plans  adopted,  the  expenses  of 
which  the  business  would  reallv  not  warrant. 


Notice  to  the  Trade 

Owing  to  numerous  A  complaints  during 
the  last  year  that  our  X.jY  Austrian  I  n  d  e  s- 
tructible  Quality  Col  "v^  lars.  Cuffs  and 
Shirts  shrunk  when  washed  in  Canada,  we 
have,  after  thorough  investigation,  changed 
the  manufacture  of  them. 

In  future  the  goods  will  be  even  better 
made  than  in  the  past  and  in  addition  all 
double-band  collars  will  be  four-ply  through- 
out. The  single-band  collars  will  also  be 
changed  to  five-ply,  and  by  the  addition  of  a 
secret  treatment  to  the  interlining  we  are  en- 
abled to  thoroughly  guarantee  them  un- 
shrinkable and  of  the  same  wearing  qualities 
as  in  the  past. 

We  have  now  more  favorable  arrange- 
ments with  the  factory  in  Austria  and  can 
guarantee  prompt  deliveries. 

Thanking  you  for  the  past  favours. 

We  are, 


THE  ORIGINAL  AUSTRIAN  COLLARS  Faithfully, 


THE  CANADIAN 

UNDERWEAR 

COMPANY 

MONTREAL 


HAVE  THIS  TRADE  MARK 


Buying  and  Capital. 

There  is  no  doubt  that  these  two.  buying  and  capital 
are  so  closely  related  that  the  buyer  should  know  the  capi- 
tal of  the  concern  he  is  buying  for  and  keep  it  constant- 
ly in  mind  when  ordering  goods. 

Stocks,  especially  in  some  lines  which  are  not  very 
staple  should  not  be  carried  over.  The  old  time-worn 
saying  fits  in  here,  viz.,  ' '  The  first  loss  is  the  best  loss. '  * 
Some  goods  may  be  carried  over  and  sold  to  advantage 
next  season  but  other  lines  depreciate  to  such  an  extent 
as  to  be  worth  no  more  than  fifty  per  cent,  of  cost  if 
carried  over  itntil  the  next  season.  The  merchant  should 
study  these  lines  carefully,  as  capital  may  be  locked  up 
unconsciously  from  season  to  season,  and  the  merchant 
gradually  becomes  hard-up.  Would  it  not  be  better  to 
clear  out  these  lines  each  season,  even  at  a  slight  loss? 


The 


Batwinc'"  CoUar  —  Shown   by   Tookc    Bros. 
Limited.    Montreal. 


Keep  the  Public  Informed 

W.  R.  Patterson,  CoUingwood,  Declares  This  to  be 

the  Important  Factor  in  Meeting  Mail 

Order  Competition. 

COLLINGWOOD  has  an  Advancement  Association 
which  has,  for  one  of  its  objects,  the  development 
of  local  loyalty.  Recently  several  papers  bear- 
ing on  tihis  subject  were  submitted  to  the  Associ- 
ation by  men  interested  in  the  growth  of  the  town.  One 
of  'these  papers  was  byi  W.  R.  Patterson,  men's  furnisher, 
wlho,  in  discussing  plans  to  overcome  mail  order  trade 
gave  the  people  something  to  think  about. 

"Undioubtedly  the  merchants  in  the  smaller  'towns  all 
over  Canadia, "  writes  Mr.  Patterson,  "feel  the  effects  of 
the  mail  order  'business  done  by  large  departmental  houses, 
who  make  a  specialty  of  'this  kind  of  trade,  and  not  only 
do  the  merchants  suffer,  but  the  town  as  a  whole  must  feel 
the  effects  of  so  much  money  being  sent  away  instead  of 
being  sp^ent  at  home. 

"The  subject  has  been  discusse'd  from  every  point  of 
view,  but  discussion  alone  has  little  effect  in  keeping  trade 
at  hoime.  Very  few  merchants  seem  to  have  made  any 
definite  efforts  to  aeeomplish  this,  and  to  stem  the  out- 
ward flowing  tide  of  orders  to  mail  order  houses.  Much 
of  the  discussion  has  been  after  the  style  of  t'he  small 
mierchant  running  a  "behind  tihe  times"  general  store. 
wiho  said  in  commenting  upon  'the   situation.   'It   simply 


mus'L  be  stopped.'    When  asked  how  this  was  to  be  done, 
he  could  offer  no  suggestion. 

Face  the  Matter  Fairly. 

"It  requires  action  on  the  part  of  merchants,  to  keep 
the  mail  order  trade  from  invading  a  town,  and  carrying 
away  casih  that  sho>uld  go  into  the  cash  register  of  the 
home  stores.  Looking  at  it  from  the  buyer's  standpoint 
may  help  t'he  merchant  to  see  wherein  lies  the  attraction, 
and,  as  a  result,  what  obstacle  they  have  to  contend  with. 

"In  the  first  place,  there  is  no  law  which  compels  the 
person  living  in  a  small  town  to  spend  his  or  her  money 
there  if  it  seems  advisable  to  send  it  to  Toronto.  Montreal 
or  any  other  place.  One  of  tihe  most  important  steps  to 
be  t'aken  is  that  of  letting  the  public  know  what  he  can 
do  for  them. 

"In  many  of  the  stores  the  arrangement  of  stock  is 
such  that  the  customer  would  have  no  idea  that  certain 
goods  were  kept  in  stock,  did  he  or  she  not  ask  for  them 
partieularh'.  To  educate  the  public  as  to  the  aibility  of 
the  stores  to  serve  them,  it  is  necessary  to  advertise  as 
extensively  as  possible.  Tell  wliat  lines  are  oarried  and 
at  wh'at  prices  the  goods  are  sold.  Do  not  be  afraid  to 
tell  'the  public  exactly  what  you  have  on  your  shelves,  but 
do  not  overlook  the  fact  that  honesty  is  the  best  policy 
in  advertising,  even  if  it  does  not  seem  to  be  t'te  case  in 
some  lines  of  business.  Honesty  in  your  advertising  will 
create  confidence  in  your  store,  and  you  will  get  t'he  reipu- 


Unique   Neckwear   Window,   by  Warren  Andrews.   Anderson   Co..   St.  Thomas. 


The  background  of  the  neckwear  window  shown  here 
is  of  white  tissue  paper  slashed,  as  seen  on  shelves  and 
stands,  and  then  crimped  by  folding  each  strip  in  the 
centre  and  running  over  a  knitting  needle  or  hatpin.  A 
piece  of  9-4  sheeting  was  first  tacked  to  back  of  window, 
also  side  and  pillars,  and  the  tissue  paper  pinned  to  it, 
starting  at  bottom  and  letting  each  sheet  hide  the  preced 


ing  one  just  enough  to  hide  the  sheeting.  Common  roll- 
ing boards  were  used  to  make  shelves.  The  tissue  paper 
was  pasted  on  these  boards,  Straight  pieces  first  and 
crimped  ones  over  them.  Shelves  were  suspended  from 
top  by  gilded'  chain  and  supported  by  pedestals  on  floor 
of  window.  Floor  covered  with  white  flannelette.  This 
window  sold  the  goods. 
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READY-TO-WEAR    GARMENTS 


Ury    Uouds   Kevtew. 


Ivory  Buttons 

For  Men's  Garments 

and  for 

Women's  Suits  and  Coats 

Discriminating  buyers  say    that    we    make 

THE  BEST  DESIGNS,  THE  FINEST 
FINISH  and  THE  WIDEST  RANGE 
OF  CORRECT  COLORS. 

Our  buttons  are  out  of  the  ordinary.     They 
will  SATISFY  you  because  they  are  RIGHT. 

Write  us  for  Samples 

Rochester    Button    Co. 

ROCHESTER,  N.Y. 


Toronto  liepresenlalivc: 
FRANK  GOUDY 
64  Wellioglon  Street    WesI 


i^HConlreal  Representatioe: 
G.  W.  LAWSON 
210  St.  James  Street 


"KING  EDWARD" 

SUSPENDERS 
Retail  30c  P"^^ 


Easily  the  best  value  in  suspenders.  The  comfort- 
promoting  construction  and  excellent  finish  of  "  King 
Edward  "  Suspenders  make  them  very  rapid  sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


lation  for  giving  full  values.  Everyone  has  heard  of  some 
store  where  prices  seem  high,  but  where  it  is  generally 
conceded,  it  paid  to  shop. 

Get  the  Public's  Attention. 

"Use  the  newspapers,  fight  the  mail  order  house  with 
its  weapons  by  constantly  bringing  your  store  and  goods 
to  the  attention  of  the  public. 

'•The  retail  business  is  not  done  to-day  even  as  it  was 
a  year  ago,  let  alone  twentji  years  ago.  Many  and  many 
a  retail  merchant  who  fifteen,  twenty  or  twenty-five  years 
ago,  found  it  comparatively  easy  to  make  a  little  money, 
to-day  has  discovered  that  it  is  almost  impossible  for  him 
■to  m^ake  a  respectable  living  and  interest  on  the  money 
invested.  Such  men  to-day  will  say  to  you,  that  some 
way  or  other,  things  have  changed.  They  tell  you  that 
years  ago  they  were  making  a  little  money,  but  to-day  it 
is  hard  for  them  to  do  so.  The  trouble  with  such  men  is 
that  conditions  have  changed,  and  they  have  not.  They 
fail  to  understand  that  to-day,  as  never  before,  it  is  not 
only  one's  neighboir  who  is  his  competitor,  but  it  is  every 
other  man  on  the  face  of  t'he  earth. 

' '  Our  fast  railroad  trains,  our  electric  lines,  our  tele- 
phones, telegraph  systems,  wireless  telegraphy  and 
rural  mail  deliver}-  have  made  of  us  one  family. 
To-day  the  retail  merchant  must  compete  with 
every  other  retail  merchant  in  the  civilized  world.  No 
longer  is  trade  in  local  boundaries  bound  to  him.  It  goes 
where  it  pleases,  it  goes  to  the  men  who  to-day  know  how 
to  appeal  to  it  and  reach  it  scientifically. 

A  Frank  Statement. 

"Speaking  for  myself,  I  wish  to  inform  the  farmer's 
wife,  the  merchant's  wife,  the  banker's  wife,  or  the 
mechanic's  wife,  that  I  will  never  be  the  one  to  spurn  her 
cash  (for  I  need  the  money)  and  I  will  tell  her  frankly 
to  trade  where  she  can  get  the  biggest  value  for  her  dollar, 
whether  it  is  in  Toronto,  Montreal  or  any  other  city;  but 
if  pricet,  will  range  equally  the  same  between  the  mail 
order  house  and  the  local  merchant,  I  think  all  fair- 
minded  people  will  agree  with  ine  when  I  say  I  think  she 
should  favor  the  latter,  for  the  reason  that  every  dollar 
spent  at  home  helps  to  enhance  the  value  of  her  property 
as  well  as  mine.  It  is  practically  useless  to  talk  of  loy- 
alty to  the  home  town.  To  the  customer  it  is  individual 
with  individual,  and  not  a  ease  of  loyalty.  Therefore  it 
narrows  down  to  a  question  of  supplying  the  right  goods 
at  the  right  price. 

"There  is  no  reason  why  the  mail  order  trade  in  a 
town  may  not  be  reduced  to  a  minimum,  if  a  real  effort  is 
made,  but  it  cannot  be  done  if  merchants  fold  their  arms 
and  grumble  at  the  mail  order  houses  and  at  the  people 
who  buy  from  them.  It  is  the  merchant  who  must  take 
the  first  step  and  give  the  people  the  opportunity  to  get 
the  goods  they  want  at  home.  It  is  hustling  and  enter- 
prise that  has  built  up  the  mail  order  concerns  and  it  will 
require  hustle  and  enterprise  on  the  part  of  the  merchant 
to  bring  the  oirtcoing  trade  to  their  own  stores. 

Use  Mail  Order  House  Methods. 
"To  sum  up,  my  last  word  in  this:  in  grappling  with 
the  mail  order  problem,  adopt  as  much  of  the  system  of 
the  mail  order  house  as  possible,  investigate  their  methods, 
prove  to  your  people  that  you  can  make  shopping  at  home 
as  bright  and  attractive  and  faseinating  as  it  can  possibly 
be  by  mail,  do  everything  to  inspire  your  people's  confi- 
dence and  make  good  use  of  printers'  ink. 
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"Challenge"  Brand 

Waterproof 

Cuffs  and  Collars 


AMERICA 


THE  ONLY  WATERPROOF  COLLAR   WITHOUT   OBJECTIONS 

The  great  charm  about  the  "Challenge"  Waterproof  Collar  is  that  your  particular  customer 
cannot  distinguish  it  from  the  high-grade  linen  collar  he  has  always  been  used  to  ! 
"Challenge"  Collars  save  laundry  expense — they  are  instantly  cleaned  by  rubbing  with  a  damp 
cloth — and,  unlike  the  average  rubber  collar,  they  will  not  wilt,  crack  or  turn  colour,  never 
smell    unpleasantly,    and    are   just    as  comfortable   to    wear   as    the    best    linen    collar. 

Here's  a  line  for  profit  no  drygoodsmaii  should  overlook,  better  send  along  that  order  TO-DAY. 

The   Arlington  Company 
of  Canada,  Limited 

Fraser   Avenue,  Toronto 

REPRESENTATIVES- 
ONTARIO,  J.   Chantler   cV    Co.,    Toronto;     EASTERN,    Duncan 
Bell,   Montreal  ;  WESTERN,   R.    J.   QUIGLEY,  8-10 
Wellington  Street  East,  Toronto  (temporarily)    Head- 
quarters,    Winnipeg    near    future. 


You  must 

have  \ 

"Cravenette" 

Shower-proofs 

for  wet 

weather; 

they  are 

waterproof 

and  hygienic 

because 

porous. 


Reg' Trade  Mark 
proofed  by 


You  can  wear 

them  for 

fine  weather, 

because 

they  are 

smart  and 

fashionable. 

Dust-proof 

as  well  as 

shower-proof. 


TO     BE 


OBTAINED     FROM     ALL     LEADING     DRAPERS 

IN  CASE  OF  ANY  DIFFICULTY,  PLEASE  WRITE  TO 


FacsimiU  of  stamp  on  back 
of  Genuine  uoods. 


The  CRAVENETTE  CO.,  LTD.,  BRADFORD,  YORKSHIRE 

(ProoferB  to  the  Trade.) 
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Rules  of  Etiquette. 

The  following  rules  of  etiquette  printed  on  a  neat  card 
were  recently  distributed  by  a  merchant  among  the  mem- 
bers of  his  staff:— 

Do  not  chew  gum  before  a  customer,     it  looks  bad. 

Use  the  telephone  at  your  place  of  employment  ior 
business  onl) . 

He  well  dressed  and  groomed. 

Make  a  good  first  impression  on  the  customer. 

Siiow  what  a  customer  calls  for,  and  then,  if  advis- 
able,  substitute. 

Sell  a  substitute  when  you  do  not  have  what  a  cus- 
tomer wants. 

Look  pleasant  even  if  it  hurts. 

There  is  a  way  of  refusing  a  request  which  makes     a 
friend,  and  of  granting  a  request  which  makes  an  enemy 
Remember  this 


Liven  up  your  Haberdashery 
Department   with    this    new 

"OXFORD" 

Necktie   Holder 

A   demonstration   of   it    will 
help    every   sale  you   make. 

tt   oliminates   all  collar 
and  tie  difficulties. 


Every  man  who  wants  tie.s  or  collar.s 
is  a  possible  customer  for  the  "Oxford" 
if  you  have  one  to  show  him. 

Its  construction  and  operation  are  so 
simple  that  it  appeals  to  him  instantly. 

The  wearer  ties  his  scarf  upon  the 
Holder  to  suit  his  own  taste.  It  is  then 
always  neat  and  natty,  and  is  put  on  and 
taken  off  without  the  necesssity  of  tieing 
and  untieing  the  scarf.  Simply  attach  the 
Holder  to  the  collar  button  and  the  trick 
is  done.  It  is  the  only  method  of  making 
a  quick  and  perfect  adjustment  of  the 
scarf  with  the  fold  collar. 

The  "Oxford  ''  is  finished  in  gold  plate 
and  put  up  in  a  neat  display  box.  It  re- 
tails for  25c.  Try  it  in  your  store.  Sam- 
ple 3  dozen  box  forwarded  to  resppnsible 
dealers. 

Order  now.    Price,  SI.?.";  per  doz 

The  Oxford  Novelty  Mf^.  Co., 


Back  View  Tie  Attached     14S-147  Halbcrr;  St.,  New  Torli. 


OWEN  SOUND.  Oot. 


4^^Um 


105-Suit  Stands  of  ull 
descriptions 


Mr.  Merchant 

You    want   to    make  a 
change  for  the  Spring-. 

You    need    some    new   Fix- 
tures. 

Write  us  to-day  for 
our  large  catalogue. 

DELFOSSE  &  CO. 

Established  in  1900 
Manufacturers   of  Met.il  Store  Fix- 
tures of  all  descriptions. 

7  Hermine  Street,  MONTREAL 


The  Newspapers  Should  Help. 

In  theory  advertising  should  be  enormously  resultiul, 
asserts  II.  Gordon  Seliridge,  who  on  opening  a  large 
store  in  London  caused  somewhat  of  a  revolution  in  ad- 
vertising. 

For  example,  he  states,  one  may  advertise  an  article 
01  general  desirability  at  a  price  much  under  its  recog- 
nized value.  The  announcement  may  be  placed  conspicu- 
ously in  several  papers  whose  net  circulation  is,  say,  one 
or  two  or  three  million  copies  and  whose  probable  readers 
are  perhaps  twice  that  number.  Theoretically,  from  those 
several  million  readers  there  should  be  an  early  response 
which  would  crowd  the  shopping  centre  and  one's  prem- 
ises with  clamorous  buyers;  while,  to  any  practical  mer- 
chant, a  response  for  this  advertised  item  of  one-thou- 
sandth of  this  number  will  be,  as  things  are,  entirely 
satisfactory  Why  should  the  actual  differ  from  the  theo- 
retical ? 

Perhaps  too  many  advertisements  which  lacked  hon- 
esty have  appeared  ;  perhaps  gross  exaggeration  has  made 
the  public  indifferent  to  claims  made,  to  advantages  offer- 
ed. Perhaps  the  public  has  not  generally  learned  to  read 
advertisements.  Perhaps  the  merchants  are  all  to  blame 
But  I  believe  at  least  a  part  of  the  trouble  lies  in  the 
fact  that  the  press  as  a  whole  have  not  emphasized  to 
their  readers  the  value  of  their  advertising  columns  as 
worthy  of  daily  attention. 

The  papers,  in  my  judgment,  owe  it  to  their  clients  to 
help,  and  help  in  many  ways,  the  advertiser  in  making  his 
advertisements  read. 

We  all  know  that  the  chief  source  of  income  of  nearly 
every  daily  paper  is  its  advertisements  From  these  it 
makes!  its  profit,  and  I  feel  that  it  fairly  owes  to  the  hon- 
est, straightforward  advertiser  at  least  its  moral— more 
than  its  moral  support,  its  earnest,  co-operative  support. 
.\  paper  can,  without  in  the  slightest  disturbing  its  pres- 
tige as  an  interpreter  or  a  maker  of  public  opinion,  ac- 
quire for  itself  recognition  as  a  great  advertising  medium. 

The  proprietor  of  one  of  the  most  conspicuously  suc- 
cessful newspapers  in  America  said  to  me  two  years  ago 
that  fully  one-third  of  his  enormous  circulation  was  dis- 
tributed to  the  feminine  portion  of  the  community,  who, 
investigation  had  shown  him,  bought  his  paper  because  it 
contained  the  department  store  advertisements,  and  this 
jt)urnal,  which  has  year  after  year  increased  its  prestige 
as  a  great  newspaper,  and  at  the  same  time  its  net  pro- 
fit, never  loses  an  opportunity  to  help  its  advertisers  in 
getting  their  matter  read.  It  advertises  its  advertising. 
It  never  gives  puffs — so  often  palpably  silly  stuff.  It  never 
sells  its  news  columns.  It  never  sacrifices  for  money  its 
dignity  as  a  great  journal,  but  it  continually  in  a  frank, 
businesslike  way  advetrtises  its  advertising,  not  in  its  own 
columns  only,  but  in  many  other  ways.  And,  gentlemen, 
\  feel  that  we  all  as  advertisers  are  fairly  entitled  to  such 
assistance  from  the  great  papers  of  London. 

When  in  an  American  city  a  few  months  ago,  1  was 
chatting  with  the  editor-in-chief  of  one  of  its  greatest 
newspapers.  We  were  speaking  of  some  startling  piece  of 
news  just  received.  1  suggested  that  it  would  increase 
the  day's  circulation.  "Yes,"  he  replied  ;  "but  to  hold 
steady  readers  I  would  give  more  for  a  page  of  Marshall 
Field  &  Co.'s  advertising." 

I  venture  to  claim  that  I  am  half  a  journalist  myself, 
having  known  so  intimately  many  of  the  owners  of  the 
newspapers  of  America,  and  bavins;  become  familiar  with 
the  details  of  their  business  If  I  owned  a  paper  I  would 
never  permit  my  advertising  patrons  to  dictate  in  any 
way,  but  I  certainly  do  feel  that  co-operation  with  ad- 
vertisers and  all  possible  aid  to  them  in  making  their  an- 
nouncements in  my  advertising  columns  read  would  prove 
most  advantageous  to  my  paper  financially  and  in  other 
ways  perhaps  even  more  important 


Dry  Goods  Review. 


MEN'S     FURNISHER 


139 


$4.25 


A 

Dozen 


'""''"''"<-, 


For  '^CHESTER"  Semi-elastic  Suspenders— $4.50 
a  dozen  for  the  all-elastic  model.  At  these  prices 
"CHESTER"  Suspenders  are  as  good  a  money- 
maker as  a  men's  furnishing  store  can  have.  They 
are  big  sellers,  and  steady  all-the-year-round  sellers 
because 

CHESTER 

SUSPENDERS 

have  good  stuff  in  them  and  give  the  wear.  Made 
practically  wear  proof  by  patented  fabric  ends — 
chemically  toughened  Wear  Points  and  solid 
woven  inserted  back  button-holes.  You  can  sell 
"CHESTER"  Suspenders.  We  help  you,  too,  by 
advertising  them. 

Send  for  a  sample  dozen — $4.25  for  the  semi- 
elastic  model — $4.50  for  the  all-elastic.  Order  from 
our  factory  at  Brockville  or  from  the  'Winnipeg 
Warehouse. 


CHESTER  LINE 
JiALCS 

GUARANTEED 


HALLS,    LIMITED 


Manufacturers 
BROCKVILLE,  ONT. 


FULL  STOCK  CARRIED  AT  OUR  WINNIPEG  WAREHOUSE,  293  MARKET  ST. 


\ 
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STEPPING  ASIDE 

from  our  regular  method  of  advertising  at  this  sea- 
son of  the  year,  we  are  offering  for  the  benefit  of  our 
many  customers  the  following 

SPECIAL  PRICES 

for  the  next  thirty  days  on  clearing  lines  of 

High  Grade   Men's  Neckwear 

These  goods  are  made  from  short  lengths  of  our  Fall  and  Xmas  Tie 
Silks.     They  are  made  in  the  latest  styles  and  every  pattern  is  new. 


500  dozen  closed  or  open  end 
derbies.      Our    regular    $4.50 
lines,  in    10-dozen  lots  only — 

d*  O    O  C      P®*"  dozen 
%pO.£i%J         NET 

500   dozen   of    our   regular 
$2  25    lines    in    derbies,    tecks 
and  bows,  at 

$1.75  N" 

Regular  $4.25  lines  at  $3  ^^  per  doz.     Net 

THIS  IS  AN  OPPORTUNITY 


NOTE.        To  save  time,  if  you  have  never  done  business  with  us  before, 
kindly  give  references. 

TERMS.     Net  cash,  10  days,   April    1st.      Your    mail   orders    will    receive 
our  immediate  attention. 


The   Sword   Neckwear   Company 

TORONTO 


I'lccisc  »ieiition    The  i\cfici>.'  to    .-Idzt'rtisers  and   Their  Trai-elers. 
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Issued  semi-monthly 


Office  of  Publication,  143-14'9  University  Avenue,Toronto 


February  1,  1911 


A   semi-monthly  newspaper  devoted  to  the  Cana- 
dian   dry  goods  and  kindred  trades. 

DIRECTORS : 

J.  B.  MACLEAN         ....         President 
A.  B.  CASWELL      -  -  -     Man  aging  Director 

Cable  Address : 
Macpubco,  Toronto.  Atabek,  London.  Eng, 

CHIEF  OFFICES: 

CANADA- 
MONTREAL       -        -  701-702,  Eastern  Townships  Bank  Building 

Toronto 143-149  University  Ave. 

Telephone  Main  7324 

Winnipeg 611  Union  Bank  Building 

Telephone  3726 

Vancouver, H.   Hodgson 

Room  11  Hartney  ChamDeis 

GREAT  BRITAIN - 

London,  Eng.        E.  J.  Dodd,  European  Manager,  88  Fleet  St.,  E.C. 

Telephone  Central  1296 
Mancuester,  •       -       H.  S.  Ashburner,  92  Market  Street 

UNITED  states- 
New  York  R.  B.  Huestis,  115  Broadway.  N.Y. 

Telephone  2282  Cortlandt 
FRANCE- 
PARIS  John  F.  Jones  &  Co., 

31  bis  Faubourg,  ivlontiuartre 


SUBSCRIPTION    PRICE: 

Canada   Great  Britain,   United  States,   Australia, 

South  Africa  and  the  West  Indies        •       -       •    82  a  year 

Other  Countries -       •       J3  a  year 

Single  Copies     ...       -  ....    25  cents 

Invariably  in  advance. 

ADVERTISING  RATES-12  MONTHS  (24   ISSUES) 

)ne  page $600 

"  halt  page 360 

"  quarter  page 200 

"    eighth  page 120 

"    inch 60 


Mr.  Alexander's  Promotion. 

FRANK  M.  ALEXANDER  has  been  promoted  to  the 
management  of  The  Dry  Goods  Review.  Mr.  Alex- 
ander joined  the  staff  just  15  years  ago  this  month  and  has 
worked  his  way  through  all  the  various  departments  of 
the  business.  There  is  probably  no  one  who  has  as  many 
personal  acquaintances  in  the  dry  goods  trade.  He  knows 
practically  every  retail  merchant  from  the  .Atlantic  to 
the  Pacific.  He  spent  some  years  in  the  subscription  de- 
partment and  his  work  in  this  field  caused  him  to  visit 
every  town  and  village  in  the  Dominion.  Latterly  he  has 
had  charge  of  the  work  in  Western  Ontario. 

The  publication  of  a  trade  newspaper  is  one  of  the 
most  strenuous  in  the  journalistic  world.  Only  a  small 
percentage  of  those  who  engage  in  it  make  a  permanent 
success  of  their  own  work  or  of  their  papers.    It  requires 


a  greater  combination  of  rare  qualities  than  almost  any 
other  occupation.  As  a  writer  in  the  Saturday  Evening 
Post  recently  pointed  out  it  is  like  a  manufacturing  busi- 
ness but  instead  of  making  the  same  old  things  regularly 
the  men  engaged  in  it  must  turn  out  something  newer 
and  newer,  better  and  better  every  time.  Mr.  .\le.\ander's 
steady  progress  .shows  that  he  has  the  qualities  necessary 
to  successfully  maintain  the  high  standard  The  Review- 
laid  down  for  itself  some  years  ago. 

Ask  Your  1  ravelers. 

THERE  are  at  the  present  time  no  less  than  eleven 
publications  that  we  know  of,  and  no  doubt  several 
we  do  not  know  of,  seeking  more  or  less  aggressively  the 
support  of  the  dry  goods  trade  in  Canada  ;  and  two  more 
are  about  to  be  published. 

Every  one  of  them  in  presenting  their  propositions  to 
subscribers  and  advertisers  either  claim  to  measure  up 
to  The  Dry  Goods  Review  in  quality  and  circulation  or 
try  to  argue  The  Dry  Goods  Review  down  to  their  level. 

We  have  been  kept  so  busy  building  up  The  Dry 
Goods  Review  that  we  have  not  time  to  give  to  their 
affairs.  There  is  one  phase  of  the  situation,  however, 
which  indirectly  hits  us.  When  a  paper  claims  to  have 
practically  the  same  circulation  as  The  Dry  Goods  Re- 
view, or  is  just  as  well  edited  as  The  Dry  Goods  Review, 
and  an  advertiser  accepts  it  in  good  faith,  tries  it  for  a 
year  or  two,  finds  that  the  direct  results  or  the  indirect 
orders  are  not  satisfactory,  he  naturally  places  The  Re- 
view in  the  same  category. 

It  is  hard  for  even  an  expert  to  verify  circulation.  The 
MacLean  Co.  have  bought  several  publications  and  after 
careful  investigation  in  every  instance  it  was  found  that 
the  actual  circulation  was  far  below  what  was  claimed. 

In  the  case  of  trade  papers  there  is  a  pretty  accurate 
test  in  the  hands  of  every  wholesaler  or  manufacturer. 
They  can  ask  their  travelers  or  co-operate  with  other 
houses  whose  travelers  cover  every  corner   in  Canada. 

Request  them  to  ask  the  dry  goods  dealers  anywhere 
in  Canada  what  trade  paper  they  subscribe  and  pay  for 
regularly.  They  will  find  at  least  90  p.c.  of  them  take 
The  Dry  Goods  Review  and  it  only.. 

For  their  own  protection,  advertisers  should  investi- 
gate before  committing  themselves  to  further  appropria- 
tions. 


DRY     GOODS     REVIEW' 
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Every  firm  knows  how  hard  it  is  to  develop  a  list  of 
strong  customers  in  the  face  of  old  established  concerns 
who  have  given  good  service.  It  is  very  much  harder  in 
the  case  of  a  newspaper.  Few  people  take  more  than  one 
trade  paper  in  the  same  field  and  most  people  take  a 
pride  in  the  fact  that  they  have  been  continuous  sub- 
scribers to  a  paper  from  the  time  they  first  put  their 
names  on  the  list.  There  are  many  subscribers  and  ad- 
vertisers who  have  been  on  The  Review's  list  for  over 
twenty  years 

Interesting  the  Customer. 

THE   local     merchant,    who     has    seen   much    business 
taken  away  from  him  through  the  mail  order  cata- 
logue will  find,  upon  investigation,  that  one  reason 
why  his  efforts  to  hold  his  own  have  been  unseccessful  is 
that  he  has  not  given  his  people   information  that  would 
establish  a  preference  for  home  goods. 

How  often  it  is  the  case  that  customers  express  their 
surprise  that  this  or  that  line  of  goods  was  procurable 
in  the  local  stores  or  that  prices  compared  so  advan- 
tageously with  those  of  the  catalogue.  It  is  a  mistake 
to  work  along  the  same  groove  year  in  and  year  out. 
Customers  become  accustomed  to  it,  take  a  correct  mea- 
sure of  the  local  store,  and  often  mistakenly  go  else- 
where for  goods  that  might  just  as  well  be  bought  at 
home.  The  people  must  have  information  presented  in 
such  a  way  that  the  merchant,  while  not  sufTcring  from 
comparisons,  will  command  consideration. 

When  Co-operation  Should  Count. 

THE  fact  that  there  are  merchants  in  Canada  who 
still  doubt  their  ability  to  make  ready-to-wear 
garments  a  successful  feature  of  their  stock,  seems 
to  strengthen  the  assertion  that  things  are  still  in  their 
infancy.    There  is  much  educating  to  be  done. 

Doubtless,  among  those  who  prefer  to  pass  up  the  op- 
portunities of  ready-to-wear,  there  are  some  who  remem- 
ber the  time  when  a  stock  of  garments  occupied  the  same 
position  as  the  most  staple  article.  They  were  salable 
from  season  to  season.  It  was  not  difficult  to  carry 
them.  Then  came  the  more  frequent  changes  of  style, 
and  at  the  same  time  the  mail  order  house  appeared  on 
the  scene.  Merchants  in  some  of  the  very  small  towns 
considered  that  ready-to-wear  was  no  longer  entitled  to 
their  serious  consideration  and  they  dropped  it.  They 
preferred  to  work  along  lines  of  least  resistance.  They 
left  an  opportunity  for  the  mail  order  houses  and  the 
latter  secured  a  good  foothold.  That  is  how  it  has 
worked  out  in  many  quarters. 

A  suggestion  that  would  seem  to  have  practical  ap- 
plication in  those  communities  where  ready-to-wear  has 
not  been  given  a  fair  trial  is  that  which  involves  co- 
operation between  the  merchant  and  the  town  or  village 
dressmaker.  Where  now  both  are  working  independently 
of  each  other,  a  mutual  arrangement  might  be  arrived  at 
which  would  result  more  to  each  other's  advantage.  For 
example,  John  Brown  has  a  general  store  which  does  not 
handle   ready-to-wear.    His   customers   send   away    to    the 


city  for  their  requirements  in  that  regard.  Miss  Smith 
is  the  best  dressmaker  in  the  village,  and  she  is  kept 
fairly  busy.  Now  it  Brown  gave  Miss  Smith  a  suitable 
space  on  his  second  floor,  or  elsewhere,  for  a  dressmak- 
ing department,  took  on  an  attractive  stock  of  ready-to- 
wear  garments  and  placed  a  saleslady  in  charge.  Miss 
Smith  would  he  available  for  alterations,  and  when  cus- 
tomers required  something  more  distinctive  the  dress- 
making section  would  answer  the  purpose. 

Properly  advertised,  there  seems  no  reason  why  such 
a  department  .should  not  pay  well.  Miss  Smith's  salary 
could  be  based  upon  her  profits  prior  to  the  amalgama- 
tion. The  plan  would  also  help  out  the  merchant's  dress 
goods  section.  There  is  no  doubt  that  when  the  people 
were  informed  that  a  competent  person  had  charge  of  al- 
terations and  that  she  was  a  person  who  could  suggest  in 
the  matter  of  ordered  garments,  they  would  not  hesitate 
about  bestowing  their  confidence  upon  the  local  mer- 
ch.ant. 

The  duty  of  the  manufacturer,  as  an  educator  in  such 
circumstances  as  this,  consists  in  giving  to  the  dealer 
garments  upon  which  absolute  dependence  may  be  placed 
as  regards  style  and  quality.  The  merchant  must  be 
thoroughly  convinced  as  to  the  salability  of  the  lines 
which  he  is  about  to  handle.  That  done,  the  rest  de- 
pends dpon  his  enthusiasm. 

For  Better  Salesmanship, 

THE  salesmanship  contests  which  have  been  running 
in  The  Review  for  the  past  few  months  are  un- 
doubtedly serving  the  purposes  tor  which  they 
were  intended.  They  have  brought  about  a  very  inter- 
esting exchange  of  opinion  upon  problems  of  great  fre- 
quency in  dry  goods  and  men's  furnishings  stores.  The 
replies  received  have  left  no  part  of  the  country  unrepre- 
-sented.  Some  of  them  are  from  comparatively  obscure 
towns  and  villages,  while  others  are  from  salesmen  in 
large  metropolitan  stores.  The  middle  ground  has  also 
been  well  filled.  That  the  range  of  opinion  thus  made 
available  is  appreciated  by  readers  of  The  Review  is 
shown  in  comments  made  thereon  by  some  of  the  con- 
testants. One  salesman,  for  example,  states  that  he  has 
been  in  business  for  18  years,  but  even  at  that  the  con- 
tests had  been  a  great  help  to  him.  .\nother  man  points 
out  that  although  he  had  been  in  the  dry  goods  business 
all  his  life  he  was  now  convinced  that  he  did  not  know 
everything  in  salesmanship.  .\  third  man  expresses  the 
hope  that  many  of  the  other  problems  confronting  dry 
goods  salesmen  will  be  depicted  as  others  have  been. 

While  men  who  have  been  long  in  the  business  admit 
that  they  have  derived  some  benefit  from  the  range  of 
opinion,  young  salesmen  who  have  probably  not  encount- 
ered some  of  these  twisters  will  find  them  of  particular 
value.  They  aid  their  foresight,  tend  to  strengthen  their 
power  of  initiative  and  are  calculated  to  make  ot  them 
better  all-round  salesmen. 

It  is  not  the  intention  to  discourage  those  of  imma- 
ture experience  from  replying  in  the  contest.  They  may 
have  ideas  which  if  given  expression,  would  add  ma- 
terially to  the  practical  value  of  expression  in  the  mat- 
ter. There  is  always  a  place  for  the  man  who,  having 
ideas,  has  cultivated  the  ability  to  give  them  utterance 
at  a  time  when  they  will  be  most  appreciated. 
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Put  Your  Delivery  on  a  Paying  Basis 


Model  B  2,  Screen  Body,  $1,600  (Fully  Equipped) 


Simplify  the  tangled  trend  of  a 
losing  system  and  have  it  earn 
money. 

The  best  asset  of  an  enterprising 
firm  is  an  equipment  to  facilitate 
the  delivery  of  its  output. 

The  Commercial  .Car  is  the  only 
economical  and  expedient  method. 

Deliver  Goods 
the  Canadian  Way 

Write  to-day  for  catalog  giving 
full  particulars  of  Canada's  first 
(commercial  Cars  and  what  they 
will  do.  A  High  Grade  Car  at  a 
Low  Price. 


MR.  BUSINESS  MAN 

It  will  pay  you  to  investigate  this  car,  its  makers,  its  mission,  its  good  points  and  its  durability.  It 
will  bear  the  closest  investigation  and  will  fill  every  promise  made  for  it.  It  is  a  Canadian  car, 
built  in  Canada  by  Canadians,  for  Canadians  and  FOR  SERVICE, 

THE  CANADIAN  CAR 


SPECIFICATIONS 

ENGINE — •_'•_'    li.p.,    two-cyliiiiler    opposed, 

\v:itt'r  cMilfil.   ."V'/i    liore,   4-lncli   stroke. 
AVIIEKL   BASE— 107    Irulios. 
TKK.\1>— St;iii<l;inl   5(i   iliclies. 
WllKKI.s — :!4-iti<Ii  iirtillery  type,  mounted 

oil    riilk'r  lie:i rings. 
Sl'RIN<;s— Front    soiiii-elliptic,  381/2  x2    In. 

I(e:ir    pl.itforui     type,    3Cy2x2   iu.      Side, 

40>/4xL>   111. 
BKAKKS — Iiitprnnl      expnndlng     on      rear 

wliot'ls.   ;icl.iiist:il)le   1)y    tnrii-l)U(klos. 
TRANSMISSION— I'l.iiiet.iry,     two     speeds 

forw.-ird  mid  uiie  reverse. 


DEALERS 

We  have  territory  for  good 
live  responsible  agents  to  repre- 
sent The  CANADIAN  Car. 
It  has  every  good  feature  a 
commercial  car  should  have.  It 
is  a  rapid  seller  and  delivers 
the  goods.  You  can  talk  and 
show  facts  about  this  car  at  the 
same  time. 

Write  for  full  details  and 
catalogs. 


(EXCLUSIVELY    COMMERCIAL) 

IGNITION— T?osdi    m.agncto. 

FRAME — Tlirec'-iii.    cIimiiiicI    section    steel; 

Iciigtb   over  all,   144   iu.;   width   over  all, 

3-'  111. 
AXLES — n -op  forge  front  and  ro.nrTbenm 
STEERING— Improved     solid     double    uut, 

](j-iii.   eliony   steering   wheel. 
TIRES— Solid  endless  rubber,  front  34x2% 

ill.:    rp.ir  'M\'.i   In. 
CONTROL — Slow    speed    forward,    reverse 

and     brake    operated      by      foot     pcd.-iln. 

CIntcli     and     eniergpiicy     brake     by     one 

band   lever,  spark  and   (brottle  by  levers 

at  top  of  stoeriLg  wbecl. 


LEVERS— All  levers,  foot  pedals  and 
roiker  arms  are  drop  forged,  «-lani|ied 
and  keyed  to  proper  place,  except  foot 
ped.-ils,   wliicli    are   loose   on    one   sbuft. 

COOLING — Tliermo    syphon    svslem. 

CRANKSIIAI-T- Droj)   forged. 

LUBRICATION- I'orce  feed  direct  to 
bearings. 

CLITCII — nisp   running   In   n   bath   of  oil. 

BO»V— Loading    S|)ace    42\SS. 

Eqill'.MENT- 3  oil  lamps,  horn  and  tool 
kit. 

CAI'AriTV— l.SOO  lbs.    (gnaranteod). 

DRIVE— Double  chain  direct  from  Jack- 
shaft  to  rear  wheels. 


Model  B,  Open  Express  Body,  $1,500  (Fully  Equipped) 


See  our  exhibit  at  the  Toronto  Automobile  Show,  Feb.  25th  to  March  4th. 

The  Canadian  Commercial  Motor  Car  Co.,  Limited 


WINDSOR,     ONTARIO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Re-arrangement  of  Staff. 

In  the  re-arrangement  of  the,  road  stafi  of  Gordon 
MacKay  &  Co.,  following  the  recent  death  of  Mr.  Pros- 
ser,  their  Ottawa  Valley  representative,  the  general  line 
in  that  territory  will  now  be  taken  by  -J.  A.  Macdougall, 
formerly  the  traveling  salesman;  for  ladies'  ready-to-wear 
in  Eastern  Ontario.  This  field  will  now  be  covered  by 
W.  O'Brien,  of  the  house  staff,  formerly  with  A.  G.  Dick- 
son, Peterboro.  The  vacancy  caused  by  the  resignation  of 
L.  E.  Fonson  has  been  filled  by  V.  G.  Needham,  who 
takes  the  country  north  of  Macdougall's  ground,  as  far 
as  the  Quebec  border. 


Protecting  Home  Customers 

In  a  campaign  which  had  for  its  object  a  direct  com- 
parison of  local  and  mail  order  prices,  Neil  C.  Cameron 
devoted  extra  newspaper  spaces  to  a  series  of  plain  talks 
to  the  people.  In  one  of  these  he  pointed  out  that  pur- 
chasers of  ready-to-wear  garments  by  mail  were  never 
sure  of  having  distinctive  garments,  that  their  selections 
were  sometimes  undesirably  similar  to  garments  pur- 
chased by  other  people  in  the  same  town.  This  is  what 
Mr.  Cameron  said  in  emphasizing  the  idea: — "After  care- 
ful investigation  I  find  that  the  kinds  of  goods  that  are 
mostly  sent  for  are  goods  of  which  it  would  be  pretty 
hard  to  tell  the  real  price,  especially  so  to  the  inexperi- 
enced person  sending  for  the  goods. 

"Now,  supposing  that  it  is  an  article  of  wearing  ap- 
karel,  say  a  lady's  coat,  and  we  will  say  the  price  is 
$9.95.  You  will  notice  in  these  catalogues  that  you  do 
not  get  a  very  great  range  to  choose  from — you  must 
choose  one  of  them. 

"Then  up  comes  a  nine-ninetj'-five  Eaton  coat,  the 
lady  puts  it  on;  she  is  satisfied  with  it,  perhaps,  and  up 
town  she  goes.  But  as  soon  as  she  gets  on  the  busy 
street  the  first  thing  that:  happens  to  her  is  that  she  be- 
comes very  much  embarrassed  by  seeing  several  coats  just 
like  the  one  that  she  is  wearing  on  different  kinds  of 
people.  She  cannot  help  notice  the  look  of  recognition 
that  passes  from  one  to  the  other,  as  much  as  to  say, 
'That's  Eaton's  nine-ninety-five  coat.'  She  brushes  off 
the  street  into  a  store;  as  soon  as  she  enters  she  knows 
that  the  question  is  answered  as  plainly  as  if  she  had 
Eaton's  stamped  on  her  back  with  a  great  big  price  ticket 
on  it  saying,  'Only  $9.95.'  Of  course,  everybody  knows 
it,  for,  nearly  everyone  has  a  catalogue.  Now,  there  is 
nothing  so  embarrassing  to  any  woman  of  taste  as  to  go 
out  and  see  other  women  wearing  the  same  garment  as 
she  is  wearing. 


THE  REVIEW'S  EASTER  NUMBER. 

In  the  March  1st,  or  Easter  Number,  of  The 
Dry  Goods  Review,  much  information  of  direct 
practical  interest  to  the  retailer  will  be  fea- 
tured. 

The  paper  will  not  only  post  him  with  regard 
to  late  holiday  novelties,  but  will  contain  sev- 
eral important  articles  dealing  with  Easter  mer- 
chandising, display,  advertising,  etc. 

It  will  be  an  important  number  from  the 
viewpoint  of  the  retailer,  the  wholesaler,  and 
manufacturer,  calculated  to  make  the  most,  in 
every  way,  of  the  great  holiday  event  which 
ushers  in  the  Spring  season. 


"When  you  buy  from  the  home  merchant  you  arc  pro- 
tected in  this,  as  no  up-to-date  merchant  would  allow  any 
more  than  one  or  two  garments  of  the  same  style  to  be 
sold  in  the  town." 

In  connection  with  his  challenge  sale,  by  which  Mr. 
Cameron  featured  his  campaign,  he  made  a  standing  oRer 
of  $100  to  the  first  per.son  who  proved  that  he  was  not 
.selling  90  per  cent,  of  all  the  goods  in  his  store  for  less 
money  than  similar  goods  could  be  purchased  from  any 
mail  order  catalogue  delivered  in  Goderich. 


Dean  Spencer  of  Victoria,  B.C.,  Walter  Stark  of  the 
Glasgow  House,  Vancouver,  and  Mr.  Drysdale  of  Gordon, 
Drysdale  Co.,  Ltd.,  Vancouver,  arc  on  an  eastern  buving 
trip. 

Gavin  Howat,  who  had  for  many  years  identified  him- 
self with  the  dry  goods  business  in  London,  having  been 
until  recently  head  of  the  wholesale  firm  of  Rowat,  Mc- 
Mahen  &  Granger,  died  Feb.  5,  in  his  66th  year. 

The  dry  goods  firm  of  Smith  &  Ash,  with  stores  in 
Sarnia  and  Chatham,  has  been  dissolved.  Arthur  Ash, 
who  has  had  charge  of  the  Chatham  store  since  it  opened 
business  in  the  Spring  of  1909,  left  Chatham  on  Feb.  8 
for  Prince  Albert,  Sask.,  where  he  will  open  an  extensive 
dry  goods  business. 

At  the  annual  banquet  of  the  J.  D.  Tait  Co.,  St. 
Catharines  recently,  envelopes  containing  substantial 
cheques  were  distributed  among  the  employes.  These, 
President  Stobie  explained,  were  presented  by  the  firm  as 
a  mark  of  appreciation  of  the  efficient  services  given  dur- 
ing the  past  year. 

The  Chatham  stock  has  been  disposed  of,  and  the 
store  leased  to  a  new  tenant.  I'ndcr  the  management  of 
Mr.  Ash  the  business  was  aggressively  carried  on,  and 
many  up-to-date  features  in  store  management  introduced. 
Mr.  Ash  was  a  prominent  member  of  the  Chatham  Board 
of  Trade.  His  decision  to  move  to  the  West  is,  it  is 
stated,  the  result  of  a  trip  to  the  coast  some  months 
ago. 

The  death  of  Theophilus  Allen,  for  many  years  a  pro- 
minent dry  goods  merchant  of  London,  Ont.,  occurred  at 
Windsor,  Conn.,  on  Thursday,  .Jan.  24.  Mr.  .\llen,  who 
had  attained  his  81st  year,  was  born  in  England,  but 
came  to  London  in  1868,  associating  himself  with  John 
Green  &  Co.,  and  later  becoming  a  member  of  the  firm 
of  Powell,  Allen  A:  Brickcnden.  He  left  London  18  years 
ago  for  Hartford,   Conn. 


Displays  for  St.  Patrick's  Day. 

St.  Patrick's  day,  like  every  other  "special"  in  the 
i-alendar,  has  a  certain  advertising  value  and  appropriate 
displays  are  in  order  The  harp,  the  shamrock,  and  other 
characteristic  emblems  can  be  used  to  advantage  and  in 
such  a  way  that  while  it  will  appeal  directly  to  people 
l)v  whom  the  Emerald  Isle  is  held  dear,  it  need  not  be 
(•Ijnoxious  to  people  who  cherish  other  memories 

Very  simple  trims,  calling  for  little  expense  and  extra 
effort  are  possible.  The  emblems  which  apply  particularly 
to  the  day  may  be  introduced  effectively  in  backgrounds, 
price  tickets  may  be  cut  in  the  .shape  of  the  shamrock, 
and  sprigs  of  the  same  placed  on  the  snowy  linens  dis- 
played. 

Merchants    who    have     particularly    strong    preferences 
have    found    it    to      their    advantage    to    give    away    small 
bunches   of   shamrocks   to   appreciative   customers   on    St 
Patrick's  day. 
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Smart  Parisian  Model,  Showing  an  Artistic 
Arrangement  of  Stripes 
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We  Bid  For 


FASHION 
BRAND 


Your  Custom ! 


We  take  pleasure  in  announcing  that  we  are  now  ready  to  supply   direct  to  the  dealer 

*  FASHION'  BRAND  WAISTS 

Merchants  who  have  been  handling  thesfe  Goods  in  former  seasons  under  another  label 
will  appreciate  the  advantage  of  buying  'FASHION'  BRAND  direct  from  us,  and  we 
invite  enquiry  from  all  dealers  not  already  on  our  books. 

Write  for  samples  of  'Fashion'  Brand  Waists  if  you  wish  to  be  in  touch  with  all  the  latest 
and  smartest  styles  in  Tailored  and  Lingerie  Blouses.  There's  something  attractive  and 
different  about  'Fashion'  Waists  that   defies   competition.     Our  prices,  too.  are  RIGHT. 


WRITE  FOR  SAMPLES 


Fashion  Waist  and 
Whitewear  Co. 


Darling  Building, 


Toronto 


OR  CALL  AND  SEE  US 


Wanted — Men  with  Ambition 

Every  ambitious  salesman  is  anxious  to  secure  a  training  which  will  make  him  more  valuable 
to  his  employer. 

It  means  more  salary  to  him  and  that's  a  very  important  item. 

The  MacLean  Publishing  Company,  Limited,  want  to  get  in  touch  with  an  ambitious,  enthu- 
siastic salesman  or  clerk  in  every  centre — to  act  as  local  representative  during  his  spare  time. 

They  want  men  with  determination,  earnest,  ambitious  and  enthusiastic  workers.  Men  who  are 
eager  to  become  lOO-point  salesmen. 

In  return,  the  Company  will  give  such  men  an  excellent  training  in  salesmanship — a  training 
which  will  be  of  inestimable  value  to  them  later. 

During  the  course  of  training,  live  men  can  earn  one  dollar  for  every  hour  of  their  spare  time. 

Competent  men  will  be  promoted  to  the  salaried  circulation  staflf  of  the  Company. 

The  MacLean  circulation  staflf  is  the  largest  circulation  organization  in  Canada.  It  is  com- 
posed of  the  highest-priced  circulation  men  in  this  country — men  who  got  their  first  training  while 
acting  as  local  representatives. 

If  you  are  ambitious  and  progressive,  write  us  to-day. 

The  MacLean  Publishing  Company,  Limited 


143-149  University  Avenue, 


TORONTO,  ONT. 


Please  mention    I  he  Keview  to   Aiiveitiseis  and   I  heir   iraixlcrs. 


Prove  Their  Selling  Value 

Owing  Largely  to  New  Styles   Merchants  are  Able 
to  Sell  an  Increasing  Range  of  Better  Goods. 

SEASONABLE  SprinR  sunshine  is  the  only  added 
necessity,  for  all  the  other  elements  of  a  good  sea- 
son are  already  gathered.  Merchants  are  finding 
that  they  are  able  to  sell  an  increasing  range  of 
better  goods,  for  the  average  customer  is  well  supplied 
with  cash,  and  if  an  article  iiappens  to  be  a  few  dollars 
more  than  was  anticipated  this  fact  will  not  spoil  the 
sale.  There  arc  plenty  of  people  in  Canada  ready  and 
willing  to  pay  a  proper  price  for  any  article  they  may  de- 
sire and  given  the  right  appeal,  made  in  the  right  manner 
is  easy  to  loosen  up  the  purse  strings.  More  Canadian 
citizens  are  getting  onto  easy  street  these  days. 

The  greater  proportion  of  the  store's  profit  comes  out 
of  novelty  goods,  and  therefore  the  adaptability  and  suit- 
ability of  the  new  styles  forms  no  small  portion  of  a 
season's  success.  This  season  there  is  a  wealth  of  new 
styles  introduced  and  already  their  presence  has  added  a 
perceptible  impetus  to  the  buying. 

In  the  garment  trade  the  interesting  feature  is  the 
big  development  in  a  short  space  of  time  that  has  been 
made  in  the  production  of  dresses  and  costumes.  In  many 
stores  the  sale  of  dresses  and  costumes  has  brought 
extra  business  into  the  department  during  the  slack  period 
of  the  late  Winter  and  is  keeping  the  department  busy 
until  the  time  for  showing  the  early  Spring  range. 
Dresses,  too,  will  be  a  big  item  for  Summer  selling  both 
in  simple  styles  and  fabrics,  and  in  better  priced  garments. 
Though  following  the  salient  points  of  the  new  styles  de- 
signers have  exercised  a  wise  discrimination,  and  side  by 
side  with  extreme  imported  Spring  garments  that  serve 
for  the  most  part  as  show  pieces,  are  dainty  garments 
that  the  most  conservative  woman  will  buy  and  wear. 

The  happy  point  is  that  manufacturers  of  other  gar- 
ments than  dresses  are  full  of  orders.  Smart,  snappy, 
clean  cut  models  that  entirely  satisfy  buyers  are  showing 
in  separate  skirts,  and  to  go  with  these  skirts  is  a  white 
washing  waist  that  is  so  new  and  pretty  that  a  good 
waist  season  is  practically  assured.  More  than  all  the 
total  change  in  style  has  made  the  tailored  suit  a  seller. 
Suits  were  slow  numbers  last  Fall,  but  the  short  straight 
coat  and  the  narrow  straight  skirt  are  so  totally  different 
and  at  the  same  time  so  smart  and  wearable  that  buyers 
sure  of  their  selling  points  are  leaving  big  orders.  With 
so  many  light  fabric  dresses  worn  and  with  auto-riding 
on  the  increase,  comes  a  demand  for  useful  and  smart 
wrap  coats.  Coats  that  combine  utility  with  style  are 
sure  sellers. 

In  no  department  has  there  been  a  greater  develop- 
ment than  in  that  devoted  to  children's  wear.  The  vast 
importance  of  paving  a  proper  attention  to  children's 
garments— that;  is  to  the  buying  fabrics  and  trimming 
solely  with  the  idea  of  their  suitability  for  children's  use 


has  brought  this  section  to  the  front  and  made  it  one  of 
the  most  attractive  and  at  the  same  time  one  of  the 
best  money-makers  in  the  store. 

The  "hobble,"  happily  defunct  has  made  some  trouble 
for  the  underskirt  manufacturer.  The  exclusive  trade  is 
asking  for  very  narrow  underskirts  and  the  Canadian 
manufacturer  has  not  been  found  wanting.  For  the  popu- 
lar and  more  conservative  trade  certain  changes  in  I'ut 
and  the  putting  out  of  models  that  have  less  flare  and  are 
not  quite  so  wide  has  met  the  situation. 


Waists  for   Coronation   Year 

Middy  and  Other  Sailor  Styles  will  be  a  Strong 
Feature  —  New  Sleeve  and  Collar  Styles. 

With  a  heavy  demand  for  suits,  and  with  the 
makers  of  separate  skirts  full  of  orders  it  goes 
without  saying  that  the  waist  manufacturers  are 
busy.  Save  in  the  very  cheapest  lines  the  butter- 
lly  model  or  butterfly  effects  dominate  the  trade 
and  the  whole  waist  business  has  gone  solid  for  elbow 
and  three-quarter  sleeves.     Straight  sleeves  put  in  without 


Waist  of  taffeta  silk  in  the  new 
peasant  cut.  commonly  known 
as  the  kimona  sleeve.  Top  of 
bodice  front  and  back  made  of 
fine  pin-tucked  silk,  while  the 
lower  part  is  of  the  plain  silk. 
A  very  stylish  model  and  one 
that  will  be  much  in  vogue  this 
season.  Shown  by  The  Eclipse 
Whitewear  Company,  Toronto. 


Waist  of  taffeta  silk.  The  top 
of  bodice  is  made  of  the  plain 
silk,  with  strappings  of  silk 
and  buttons,  while  the  lower 
part  of  bodice  and  sleeves  is 
made  of  the  tucked  silk  and  is 
a  particularly  effective  model. 
Shown  by  The  Eclipse  White- 
wear  Company.  Toronto. 


a  speck  of  fullness  by  means  of  a  row  of  lace  or  trimming 
is  used  on  the  more  practical  models,  as  this  sleeve  gives 
a  closer  fit  under  the  arm  and  also  more  freedom.  There 
is  a  tendency  to  use  narrow  ruffles  of  lace  as  a  sleeve 
finish,  and  it  would  not  be  unexpected  if  later  on  in  the 
season  quite  wide  ruffles  were  asked  for.  As  it  is  the 
new  sleeve  has  caught   the     fancy  of  the  trad"  sv.d      the 
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pretty  sleeve  and  the  uovclty   shapins  of  the  new  waists 
are  proving  a  big  success. 

Later  novelties  in  lingeries  are  bringing  out  the  col- 
larless  neck  feature  and  this  as  a  rule  is  accomplished  by 
the  use  of  dainty  manufactured  yokes  in  square,  V  or 
heart-shaped  patterns.  The  majority  of  these  yokes  are 
in  exclusive  designs,  one  firm  going  as  far  as  to  have  the 
designs  specially  manufactured  to  their  order.  Hand  em- 
broidered motifs,  German  Vals.,  Maltese,  mixed  with  linen 
torchons  or  clunys  form  the  leading  trimming  laces,  and 
as  a  rule  there  is  a  mixture  of  these  trimming  effects,  but 
the  general  outline  is  plain  and  severe. 

Novelty  effects  show  the  use  of  black  dots  and  an  ex- 
ceedingly smart  little  waist  had  a  row  of  black  dots  in 
French  knot  effect  outlining  the  lines  of  trimming.  Swiss 
muslin  with  tiny  black  dots  is  made  up  info  stunning 
little  lingerie  waists. 

It  has  been  hinted  before  in  The  Review  that  the 
logical  course  of  development  in  tailored  waists  was  in 
the  direction  of  short  sleeves  and  low^  necked  styles.  The 
new  hot  weather  waists  are  in  middy  and  sailor  waist 
styles. 

Dreadnought  stylos  are  collarless  with  pretty  shaped 
yoke  effects  and  strappings  carried  out  in  navy  and  Cop- 
enhagen blue  and  in  tan  or  black  and  white  striped  duck. 
The  new  middy  blouse  has  the  sleeve  cut  in  one  with  the 
body  and  the  fashionable  big  sailor  collar  and  is  laced  up 
the  front  with  a  cord.  Sailor  blouses  are  featured  and 
the  true  midshipman  yoke  is  seen  on  some  models. 

It  is  the  approaching  coronation,  and  the  fact  that 
(ieore;e  V.  is  a  sailor  king  that  is  bringing  sailor  fashions 
to  the  front  so  strongly.  Newer  than  all  in  this  line  is 
the  middy  sweater.  This  is  cut  on  the  straight  lines  of 
the  middy  blouse  and  has  the  three-quarter  sleeve.  The 
novelty  consists  in  the  fact  that  the  garment  opens  up 
the  front  in  coat  fashion  and  that  there  are  coatlike 
slashes  on  each  side.  The  closing  is  eflccled  with  gold 
buttons  decorated  with  a  crown  and  similar  buttons  deco- 
rate the  back  and  the  sleeves.  The  large  collar  and  the 
strappings  that  finish  all  the  edges  of  this  coat  are  of 
duck,  and  it  can  be  had  with  these  finishings  in  all  the 
colors  mentioned  above.  The  new  cotton  fabrics  that  so 
closely  imitate  linen  and  that  do  not  lose  their  finish  in 
the  wash  are  used  in  making  these  novel  middy  and  sailor 
waists. 

Marquiesette  is  the  new  veiling  fabric,  though  chiffon 
holds  its  own.  The  veiled  waist  is  high  style  as  the 
fashion  of  matching  the  waist  and  suit  still  holds  good 
And  it  looks  as  though  these  veiled  waists  would  run  far 
into  the  heated  months  as  they  are  almost  as  filmv  as 
the  new  lingeries.  Marquisette  is  even  more  transparent 
11. an  chiffon,  and  light  nets  and  silk  On«sbed  "nil'«  "- 
used  as  the  linings.  The  stvles  are  exciuisitoly  simnle 
nnd  smart  in  line,  and  here,  as  in  the  better  limreries.  the 
hi-tterflv  model  is  all  nrevailina.  Hitherto  black  has  been 
1he  most  used  but  navv  blue  is  advancing  to  first  nosUion 
for  veiling  nurnoses.  fJlack  and  white  touched  with  a 
tiiirh  color  is  wonderfullv  norular.  but  the  peacock  com- 
liinalinn  of  ereen  and  blue  is  fortrins  to  the  front.  Navv 
and  \merirari  hi'anlv  is  another  fashionable  combination. 
^^\\\\  narrow  "iiMiu's  or  a  flash  of  briirht  color  in  the 
buttons  or  trimmings  are  used,  and  huvers  are  eacer  for 
these  new  combinations  after  the  long  period  of  dull 
shades  and   sombre  black  and  white. 

In  silks  the  sale  is  almost  whoUv  confined  to  white 
and  black  and  black  and  white  stripes  and  cheeks 

For  Summer  sellinK  buvers  are  taking  up  .lao  silks 
with  stripe  or  checked  patterns  woven  in,  not  printed  onto 
the  fabric.  These  silks  are  beinc  made  up  into  smart  hot 
weather  models      that  have  all    the  class  of  n  silk  waist 


combined  with  the  washing  and  wearing  qualities  of  a  lin- 
gerie waist. 

Active  Separate  Skirt  Season 

Repeats  are  Coming  in  Nicely  —  New  Models 

are    Strictly    Tailored   —   Many    Show    Panels 

Back  and  Front. 

Excellent  repeat  orders  are  coming  in  for  separate 
skirts  and  the  factories  making  these  garments  have 
plenty  of  orders  ahead.  Buyers  are  manifesting  consider- 
able interest  in  the  new  designs  that  are  being  brought 
out  for  the  Easter  and  later  summer  trade. 

The  separate  skirt  is,  as  a  rule  a  strictly  utility  gar- 
ment and  therefore  the  styles  shown  are  never  extreme. 
This  year,  however,  they  are  sharing  in  the  interest 
evinced  in  the  suit  skirt,  and  the  new  ideas  now  incorpor- 
ated into  skirl  models  is  extending  the  sale  of  separate 
skirts. 

The  new  models  are  strictly  tailored  and  are  beauti- 
fully shaped.  There  is  no  flare  and  no  superfluous  fullness 
and  every  line  and  curve  has  to  be  perfect. 

Many  skirts  show  panels  back  and  front  and  many 
models  show  exactly  the  same  eft'ect.  Habit  backs  are 
the  rule,  though  some  models  have  stretched  down  flatiy 
pressed  inverted  pleats  at  the  back.  The  newest  cut 
shows  the  long  yoke  finished  with  flatly  pressed  pleats  or 
straight  cut  flounce  eflccts. 

Skirts  all  follow  the  straight  line  effect  and  the  best 
selling  models  are  from  2|  to  2]  yards  wide.  The  fact 
that  pleats  finish  so  many  models  means  that  there  is 
tio  question  raised  about  the  width  of  the  skirt. 

Designers  have  at  last  broken  away  from  the  mucli 
used  trimming  bands  and  strappings  of  silk  or  satin.  A 
few  models  are  trimmed  in  this  manner  but  silk  embroid- 
eries or,  newer  still,  silk  cords  used  in  the  same  manner 
as  soutache  braid  are  the  new  trimmings.  Pipings  of 
fabric  or  silk,  covered  buttons,  and  strappings  of  the 
fabric  are  the  new  trimmings 

Many  black  voile  skirts  are  selling  and  these  models 
as  a  rule  have  a  deep  yoke  or  tunic  finished  with  a  six 
or  eight-inch  pleating  laid  in  wide  pleats.  .\  typical 
model  has  this  top  portion  cut  in  six  equal  gores — the 
front  and  back  gore  forming  panels.  These  gores  end  in 
tabs  which  are  heavily  embroidered  and  there  is  a  six- 
inch  pleating  around  the  foot  to  complete  the  skirt.  .An- 
other model,  also  in  voile,  has  a  deep  yoke  or  tunic  trim- 
med with  an  up  and  down  pattern  in  cord  braiding.  This 
braidina;  comes  up  to  a  point  both  back  and  front  and  is 
lower  at  the  sides,  giving  a  very  graceful  line  of  trimming 
to  oll'set  the  straight  line  of  the  deep  yoke. 

The  favored  materials  are  voiles,  fine  serges,  panamas, 
pencil  strijie  serges,  shepherd's  checks  and  smooth-finished 
grey  mixture  suitings. 

Black  leads,  as  all  voiles  are  taken  in  black.  Black 
and  navy  are  the  best  sellers  in  panamas  though  there  is 
some  demand  for  brown,  and  the  shepherd's  checks  and 
mixture  greys  are  sellins;  well 


Suits  are  Selling  Freely 

Plain-Tailored    Models    are    Very  Attractive 

—  Shorter  Coats  in  Straight   Effects  Slightly 

Cut  Away  in  Front. 

The  change  in  style  has  made  all  the  difTerence  in 
the  selling  of  Spring  models,  and  though  buyers  arc  late 
in   the  market   they  arc  placing  good  orders  for  the  new 
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High-waisted  Model  of  Pale  Orange  Satin, 
with  Tunic  of  Gold-colored  Chif?on  Embroid- 
ered with  Strass  and  Gold  Beads  Girdle  of 
Deep  Orange  Velvet  and  Panel  Sash  of  Satin 
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CUCIE  BRAND" 


•REGISTERED 

WE  WERE^  thelifirst'Ifirm    to   show  Middies  in  Canada.     Last  season  we 
could  not  keep  up  with  the  demand  ;  this  season  we  have  enlarged  our 
output,  but  orders  must  be  in  early.     W^e  cannot  guarantee  delivery  of 
orders  placed  in  May  and  June. 

We  have  the  right  materials  for  this  style  waist.  A  special  brand  of  soft 
finished  white  duck  for  the  bodies,  and  trimmings  that  are  guaranteed  fast. 
Your  troubles  are  over  if  you  buy  your  Middies  and  Sailor*  from  us.  We  know  how 
to  make  them.  We  are  not  sacrificing  quality  for  output.  Careful  attention  is 
given  to  all  details  of  manufacturing. 

Twenty  different  materials  and  styles  to  choose  from,  ranging  in  price  from  $7.50 
to  $15.00  per  doz.  and  in  several  different  materials  ranging  from  a  heavy  white 
duck  to  a  linen  and  fancy  cord. 

We  manufacture  everything  in  waists  from  a  $4.50  print  to  an  $84.00  lingerie, 
also  bathing  suits. 

Samples  sent  prepaid  on  application. 

Canadian  Underskirt  Co.,  Limited 

1266  Queen  West  -  -  Toronto 


I'Icase  mention    The  Rci'iezv  to   Advertisers  and  Their  Travelers. 
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TIGHT  UNDERSKIRTS 

FOR 

NARROW  TOP  SKIRTS 

TATE  are  showing  some  special  lines  of  underskirts 
^^      that  are  adapted  to  the  narrow  top  skirt.     On 
account  of  the  strain  on  the   top   skirt   when 
walking,  to  retain  the  shape  there  must  be  a  strongly- 
made  full  length  flounce  on  the  underskirt. 

Skirt  same  as  illustration  is  made 
in  Sateen,  English  Silk  and  Taffeta 
Silk,  it  has  an  adjustable  flounce 
which  can  be  made  as  narrow  as 
required. 

No.  143  made  in  Black  Taffeta 
Silk  with  a  straight  front  effect, 

measuring  two  yards  around  flounce, 
which  is  strongly  reinforced,  makes  ^ 
an  ideal  underskirt  for  the  very  nar- 
row effect. 

We  manufacture  a  very  complete 
range  of  underskirts  in  all  materials 
— Sateen,  Silk,  English  Silk,  Moreen, 
Moirette,  Taffeta  Silk  Moirette, 
Gingham  Wash  Skirts. 

Our  OS  or  large  size  model  is 
the  best  in  the  trade. 

Sampfes  sent  prepaid  on  application 

Canadian  Underskirt  Co.,  Limited 

1266  Queen  West  -  -  Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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models.  In  consequence,  confidence  in  tlie  selling  quali- 
ties of  suits  is  reviving,  and  not  only  orders  but  repeats 
also  are  coming  in. 

Huycrs  have  accepted  the  new  models  without  reserve 
and  this  is  not  to  be  wondered  at,  for  the  plain  tailored 
models  show  lines  that  are  very  attractive.  The  tendency 
is  still  towards  shorter  models  and  for  late  Spring  wear 
smart  22  and  24-inch  coats  are  .showing,  and  even  a  few 
bolero  models  are  shown.     These  arc,  however,  at  present 


Tlicse  models  are  taken  from  u  choice  ruiiKe  ol 
about  50  styles,  which  the  Eclipse  Whitcwear  Co 
are    showinor   for    Easter  and   early    Sprine  trade. 


more  in  the  nature  of  show  suits  and  I  In-  trade  is  not 
e.vpeeting  much  business  of  bolero  styles  at  the  present 
moment.  The  shorter  coats  are  made  in  straight  eft'ects. 
and  are  slightly  cut  away  in  front.  The  collars  are  large 
and  are  in  the  .sailor  order  and  a  feature  is  the  panels  or 
bands  used  aroniul  the  l)ott(>iii  of  the  jacket 


High-waisted  Empire  coats  come  also  in  these  short- 
coated  models.  As  a  rule  this  feature  is  confined  to  the 
back  and  very  often  the  effect  is  simulated  by  the  applica- 
tion of  trimming.  This  model  is  a  favorite  one  for  de- 
veloping in  soft  satins  and  wool-backs. 

Xow  that  such  light-weight  fabrics  are  used,  weights 
are  used  to  give  the  proper  hang  and  to  keep  them  down. 
These  consist  of  lead  buttons  about  the  size  of  a  50-cent 
piece,  and  are  securely  sewn  into  their  proper  place. 

The  manufacturer  has  to  give  some  time  and  thought 
to  the  selection  of  buttons,  for  this  item  must  harmonize 
perfectly  with  the  cloth.  This  is  an  advantage  as  in  the 
days  past  many  a  good  style  garment  was  shorn  of  much 
of  its  value  by  ill-chosen,  cheap-looking  buttons 

With  the  straight  line  models  advancing  in  favor 
manufacturers  are  looking  forward  to  their  continuance 
during  the  coming  Fall.  In  this  expectation  they  are 
buying  rougher  fabrics  and  also  there  is  a  tendency  to  ask 
for  increa.scd  weights. 

The  New  Spring  Underskirts. 

Neither  the  garment  buyer  nor  his  average  customer 
have  been  found  very  willing  to  accept  the  extremely  nar- 
row skirts  and  this  is  good  news  for  the  underskirt 
manufacturers.  The  accepted  width  of  the  new  dress  and 
suit  skirt  is  from  2|  to  2J  yards.  With  this  width  of  the 
skirt  to  work  to,  the  underskirt  manufacturers  have  had 
no  difficulty  in  producing  acceptable  practical  models. 

The  new  skirt  nas  to  be  carefully  cut  to  give  the 
long  smooth  fit  so  desirable,  and  the  shaping  of  the  back 
gore  is  so  arranged  that  it  pulls  on  the  front  gore  and 
eliminates  any  tendency  to  wrap  over  or  crease  in  front. 

The  trimming  flounce  is  not  so  deep  and  is  so  ar- 
ranged that  the  flare  does  not  start  in  so  high.  Flares 
are,  as  a  rule,  confined  to  the  last  few  inches  and  as 
petticoat  fabrics  must  be  soft-finished,  this  Hare  folds 
around  the  feet  and  makes  the  outer  skirt  set  properly. 

.\11  underskirt  fabrics  must  be  soft-linished.  Soft 
lustrous  taffetas  are  in  particular  favor  and  manufactur- 
ers who  carefully  choose  their  silks  with  a  view  to  their 
wearing  qualities  are  doing  a  heavy  business  in  tafTeta 
skirts,  both  in  popular-priced  and  expensive  numbers.  One 
feature  that  is  making  it  easier  for  retailer  and  manufac- 
turer is  the  increasing  demand  for  better  grade  skirts.  It 
used  to  be  that  retailers  found  it  dilficult  to  get  the 
price  of  a  reliable  skirt.  This  difTieulty  has  disappeared 
much  to  the  advantage  of  the  manufacturer,  the  retailer 
and  the  consumer. 

® 

Pongee  and  Serge  Coats  Selling  Well. 

Coats  of  tweeds  and  homespuns  have  sold  well  for 
auto  and  driving  wear  and  now  buyers  are  looking 
for  coats  and  wraps  of  a  lighter  character.  From  the 
style  point  of  view  the  fashionable  coat  is  of  soft  satin  or 
woolback  satin.  These  coats  are  expensive  because  a  lin- 
ing of  white  or  of  light  colored  satin  is  used,  and  fancy 
silk  braid  or  handsome  embroidery  is  used  for  the  trim- 
ming. 

Serge  coats  are  selling,  autl  white  serge  coats  in  the 
new  straight  line  models  are  decidedly  good 

The  pongee  coat  is  too  handsome  and  too  useful  a 
garment  to  be  lightly  discarded  and  many  buyers  are 
taking  pongee  coats  in  preference  to  satin. 

Pongee  coats  are  made  up  much  in  the  same  style  as 
the  satin  coats,  only  they  are  unlined  The  large  round  or 
sailor  collars  and  the  low  side  fastenings  are  used.  It  is 
the  natural  shade  that  is  selling. 


What  New  York  is  Featuring  in  Later  Spring  Ready-to- Wear 

Dresses  Selling  Well  in  Black  and  White  Combinations,  Blues,  Silver  and 
Smoke  Greys,  Champagne  and  Tans.  Reseda  and  Mauve  and  Violet  Shades 
—  Clever   Sash   Arrangement  —  Veiled  Waists   Popular  —  Wraps   and   Coats 


Office  of  The  Dry  Goods  Review 
115  Broadway 
New  York,  Feb.  6. 

THERE  lias  been  an  iiimsually  good  business  in 
medium  :nid  liigli  grade  evening  and  dressy  gowns. 
Nor  is  the  business  in  this  class  of  garments 
done  with,  for  buyers  are  still  interested  in  mer- 
chandise of  this  class,  and  before  the  season  is  ended  a 
very  good  business  will  liave  been  done.  By  no  means 
all  the  garments  selling  are  wanted  with  the  high  style 
features  liighly  developed,  but  pretty  models  to  suit  wo- 
men of  conservative  taste  are  the  best  sellers. 

Dresses  of  satin,  crepe,  marquisette,  voile,  and  foulard 
are  in  high  favor.  These  dresses  are  selling  in  black  and 
white  combinations,  in  a  great  variety  of  blues,  running 
from  navy  to  Copenhagen  and  sky,  in  silver  and  smoke 
greys,  in  champagnes,  and  tans,  and  in  reseda  and  a  num- 
ber of  mauve  and  violet  shades. 

Thei'e  is  a  liking  developing  for  dark  colors  in  tliese 
dresses  toned  up  with  bright  touches  of  color  in  the 
trimmings.  A  pretty  idea  is  the  veiling  of  these  trim- 
mings with  chiffon,  to  give  softness  to  the  tone. 

The  majority  of  these  dresses  are  made  up  very 
simply  with  the  peasant  waist,  and  with  plain  gored 
skirts,  trimmed  with  bias  folds,  or  band  or  pleated 
flounces  at  the  bottom  edge.  Many  models  have  the 
double  skirt,  or  have  tlic  tunic  simulated  by  means  of  the 
trimming  band. 

Broad  Panel  Sash- 

A  feature  tluil  piomises  to  be  popular  later  is  the 
sash,  and  many  clever  sasli  arrangements.  The  latest  idea 
is  the  broad  panel  sasli.  This  is  attached  flatly  to  tiie 
waistband  and  falls  either  to  the  knee  or  lower.  It  is 
exactly  like  a  separate  back  panel,  only  not  attached  to 
the  skirt,  save  at  the  waist.  This  panel  sash  is  often  made 
of  the  dress  fabric  and  edged  around  with  braid,  or 
wlien  in  softer  finished  goods,  satin  ribbon  or  even  chiffon 
is  used.  Pi'etty  sashes  modeled  upon  tlie  Japanese  obi 
are  making  their  appearance  and  panne  velvet  is  fre- 
quently used.  Other  sashes  are  slipped  under  the  edge 
of  the  tunic  and  tied  either  at  the  back  or  at  the  side 
with  the  ends  falling  down  to  the  foot  of  the  gown. 

Many  manufacturers  are  showing  dainty  models  of 
cotton  voile,  inset  with  bands  of  heavy  guipure  or  torchon 
lace.  These  models  have  the  peasant  waist,  and  the  round 
collarless  yoke  or  low-cut  Dutch  neck.  The  straight  cut 
skirts  are  finished  witli  tiiree  folds  at  tlie  foot  and  tlierc 
is  a  dainty  folded  giidle  of  wliite  satin. 

Good  Waist  Business. 

A  bigger  business  than  usual  is  being  done  in  medium 
priced  lingerie  models.  These  are  developed  in  allover 
embroideries,  voiles,  and  in  plain  and  fancy  lawns  and 
mulls.  One  that  promises  to  become  a  popular  seller 
is  of  deep  embroidery  flouncing  with  a  panel  of  pin- 
tucked  mull  and  Valenciennes  lace  running  down  the 
slioulder  and  sleeve.  Mull  and  Cluny  combined  with 
dainty  hand-embi'oidered  fronts  an<l  Valenciennes  lace 
are  the  latest  idea  in  waist  styles. 

Black  and  white  combinations  are  immensely  liked, 
and  when  this  combination  is  featured  in  cotton  voile 
the    result    is   particularly    desirable.      A   model    of   this 


class  was  of  white  voile  with  a  pin  stripe  of  black.  There 
was  a  large  sailor  collar  of  black  and  white  dotted  mus- 
lin, and  a  tiny  yoke  of  Venise  lace  and  undersleeves  of 
tlie  same  under  the  turn-back  muslin  cuffs. 

Percales,  lawns,  linen  and  linenes  are  the  materials 
favored  for  making  into  tailored  waists.  The  %,  sleeve 
is  the  sleeve  for  the  lingerie  blouse,  but  the  plain  sleeve 
witli  the  stiff-starched  cuff'  is  tlie  one  universally  used. 
Many  numbers  are  finished  with  hand  embroidery  and 
liand-made  Cluny  laces  are  used  as  a  finish,  while  hem- 
stitciiing  and  narrow  headings  are  used  to  finish  hems 
and  seams.  AVide  tucks  are  used,  and  there  is  a  ten- 
(lenc\'  to  side  fastenings  on  tlie  later  models. 

Jumpers  of  chiffon  and  lace,  voile,  marquisette  and 
ntlier  sheer  fabrics  intended  for  wearing  over  lingerie 
blouses  are  quick  sellers. 

Tliere  is  little  change  to  be  seen  between  the  veiled 
ctfects  produced  for  fall  and  the  new  numbers  now  offer- 
ing. The  veiled  waist  is  very  popular,  as  it  can  be  had 
to  tone  in  with  tlie  color  scheme  of  most  of  the  spring 
suits. 

Therefore,  as  matciiing  waists  are  to  be  worn,  tlie 
veiled  waist  is  to  be  again  a  leader  for  the  Spring  sea- 
son. The  only  change  is  that  the  linings  are  of  printed 
silk  mulls,  nets  and  of  allover  embroidery  or  lace,  so  as  to 
bring  down  the  weight  to  the  summer's  standpoint. 

The  Spring  Petticoati. 

The  new  styles  have  caused  considerable  changes  to 
be  made  in  the  lines  of  the  new  Spring  petticoat,  and 
every  effort  has  been  made  to  give  the  required  width 
in  combination  with  the  new  straight  lines.  The  very 
narrow  petticoat,  measuring  only  about  11/2  yards  around 
the  bottom,  did  not  please  buyers,  and  the  skirts  wanted, 
while  designed  to  give  a  particularly  smooth  tit,  average 
from  21/2  to  3  yards  for  the  popular-priced  skirt,  while 
the  iiiglier  priced  models  are  2  yards  or  slightly  narrower. 

There  is  every  effort  made  to  give  the  appearance 
of  straight  narrow  lines.  Flounces  are  scant,  and  pleats 
are  pressed  flat.  The  three  and  the  tive-gored  skirts  are 
the  ones  selling.  The  demand  for  a  petticoat  suitable  to 
wear  under  a  narrow  skirt  and  yet  give  freedom  of 
movement,  has  led  to  the  revival  of  the  sun-pleated  skirt. 
This  model  fits  closely  over  the  hips  and  clings  to  the 
figure,  and  yet  the  spreading  of  the  pleats  allows  of  free 
movement.  For  the  same  reason,  the  Jersey  top  petti- 
coat is  favored,  fitted  with  a  flounce,  either  of  silk  or 
mohair.  Messaline  is  a  favored  petticoat  fabric,  and 
where  taffetas  are  used  the  softest  finish  possible  is  re- 
(luired.  Black,  of  course,  is  the  staple  seller,  but  navy, 
royal  and  Copenhagen,  tan,  champagne  and  golden  brown 
:ind  reseda  and  emerald  green  are  the  leading  colors, 
'i'wo  tones  and  changeables  in  taffetas,  messalines  and 
satins  are  very  much  liked,  particularly  in  white  and 
black,  and  black  and  white. 

Owing  to  the  vogue  of  the  black  and  white  combina- 
tion in  outer  garments,  preparations  are  being  made 
for  a  similar  vogue  in  underskirts.  Black  and  white 
striped  silks  and  messalines  are  being  trimmed  wuth  ar- 
rangements of  the  stripes  in  bias  and  horizontal  form 
and  very  dressy  models  are  made  of  white  messaline 
trimmed   with  black  satin  ribbon. 
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Features  of  the  New  Coats. 

The  straight,  inaunish  sleeve,  tiuished  in  a  mannish 
way,  with  a  strap  and  huttons  half  round  or  a  small 
turned-back  cuff  and  buttons,  is  the  fashionable  sleeve 
in  the  new  coats.  Peasant  and  regular  sleeves  are  also 
much  used,  particularly  on  wrap  or  auto  coats.  Evening 
and  wrap  coats  show  %  sleeves  often  finislied  with  a 
deep  gauntlet  cuff.  Though  there  is  some  talk  of  shorter 
coats  up  to  the  present,  the  full  length  coat  is  the  seller. 

The  widespread  vogue  of  the  separate  coat  is  indicated 
by  the  range  of  materials  selected  for  its  development. 
Scotch  tweeds,  homespun.s,  ratines  and  double-faced  cloths 
are  being  made  up  into  auto  and  storm  coats.  Serges 
of  all  kinds  are  popular  sellers,  and  there  lias  been  a 
big  business  done  in  black  satins,  and  in  wool-back  satin 
coats.  Country  sections  are  taking  taffeta  coats  to  some 
extent.  Pongee  and  tussah  coats  are  shown  in  many  styles 
for  later  wear  and  linen  traveling  and  auto  coats  are 
shown,  mostly  in  natural  and  tan  sliades  for  summer 
wear. 

Persian  and  brocaded  silk  collars,  cuffs  and  revers 
are  used  on  the  more  dressy  numbers.  Wide  braids  are 
favored  where  trimmings  are  used,  and  collars  and  re- 
vers of  Guipure  and  Venise  lace  are  also  fashionable. 
Very  handsome  buttons  are  used,  and  bound  and  simu- 
lated buttonholes  are  seen  on  many  coats. 


Should   Respect    Conditions 

Features  of  the  Garment  Business  Which  De- 
mand Reasonable  Consideration  on  the  Part  of 
the  Retail  Merchant. 

By  Howard  R.  Wellington 

There  is  evidently  a  lack  of  appreciation  of  conditions 
on  the  part  of  a  great  many  merchants  who  handle  ready- 
to-wear  garments,  and  it  is  with  the  object  of  making 
some  of  these  conditions  a  little  clearer  that  this  article 
is  written. 

Owing  to  the  nature  of  (lie  business,  and  the  neces- 
sity of  putting  in  woi'k  garments  several  weeks  bt-fore 
they  arc  required  in  tiie  stores,  it  is  necessary  for  garment 
manufacturers  to  send  out  lepresentatives  months  before 
the  season,  and  almost  immediately  upon  receipt  of  or- 
ders the  garments  are  cut  and  put  into  work. 

It  is  necessary  owing  to  the  variety  of  styles,  shades, 
trimmings,  etc.,  for  tlie  manufacturer  to  carry  a  very 
heavy  stock,  and  employ  a  large  staff  of  skilled  workmen  all 
the  year  round.  As  ready-to-wear-garments,  therefore,  are 
different  in  this  respect  from  staple  commodities,  such  as 
groceries,  etc.,  the  retail  merchant  must  realize  that  when 
an  order  is  placed  it  is  not  only  unreasonable,  but  impos- 
sible for  him  to  cancel  that  order,  unless  such  cancel- 
lation is  made  immediately. 

When  garments  are  ordered  specially,  they  are  as  a 
rule,  cut  individually,  and  when  this  operation  is  perfoiTn- 
ed,  the  merchant  is  under  an  obligation  to  accept  the 
goods,  as  the  manufacturer  could  not  be  expected  to  look 
around  for  another  purchaser  of  tiie  same  garments;  the 
manufacturer  might  possibly  be  able  to  effect  a  sale,  but 
if  so  it  would  be  at  a  considerable  loss,  and  no  two  mer- 
chants will  buy  alike. 

Very  often  owing  to  a  tremendous  run  on  a  particular 
line  of  cloth,  it  is  found  impossible  to  procure  same  in 
ample  time  to  fill  orders  on  the  date  promised,  but  it  is 
the  duty  of  every  merchant  under  these  circumstances 
when  advised,  to  instruct  the  manufacturer  to  cancel  this 


balance  order  if  desired,  and  not  permit  the  goods  to 
be  made  up,  and  shipped  out,  and  then  refuse  to  accept 
same.  Instances  frequently  occur  wliere  merchants  will 
not  ^lo  this,  and  the  garments  arc  shipjjed  out  in  good 
faith,  but  when  the  merchant  is  advised  of  their  arrival 
he  refuses  to  accept  tiiem,  and  as  the  season  may  be  prac- 
tically over  it  is  an  impossibility  for  the  maimfacturer  to 
take  back  these  goods,  and  dispose  of  them  at  anything 
like  a  reasonable  figure. 

Special  Orders. 

Quite  a  number  of  the  manufacturers  are  refusing  to 
accept  special  order  work,  for  the  reason  that  a  mer- 
chant expects  a  garment  to  fit  perfectly  if  he  sends  in 
tlie  e.xact  measurements. 

Now  it  must  be  remembered  that  neither  the  cutter 
nor  the  operator  has  ever  seen  the  figure  of  the  party 
ordering  the  garment,  and  it  is  almost  impossible  to  cut 
ladies'  gannents  to  fit  perfectly  from  special  measure- 
ments. Every  dressmaker,  every  tailor,  will  require  one 
or  more  fittings  before  the  garment  is  perfectly  satis- 
factory, and  the  merchant  who  handles  ready-to-wear 
business  should  endeavor  to  arrange  to  make  any  slight 
alterations  in  liis  own  store  in  order  to  thoroughly  satisfy 
his  customers.  Fit  cannot  be  guaranteed  by  a  manufac- 
turer, and  should  not  be  expected  by  a  merchant. 

The  manufacturer  is  ready,  no  doubt,  to  assist  a  re- 
tailer in  every  possible  way  to  compete  with  the  tremen- 
dous mail  order  business,  which  is  being  carried  on  to- 
day, but  at  the  same  time  the  merchant  must  be  reason- 
able in  his  demands  in  view  of  the  above  explanations. 

The  ready-to-wear  trade  is  only  in  its  infancy  in  Can- 
ada to-day,  and  there  is  no  reason  why  £ven  the  small 
merchant  cannot  make  a  success  in  handling  this  depart- 
ment. If  you  have  never  handled  ready-to-wear  before 
seek  the  advice  of  someone  who  has  had  considerable 
experience  in  this  line,  as  it  is  certainly  not  to  be  com- 
])ared  with  staple  goods,  and  no  doubt  this  paper  will  be 
in  an  excellent  position  to  put  you  in  touch  with  the  right 
party. 

Purchased  in  British  Market. 

To  the  dry  goods  merchant,  one  of  the  most  notable 
items  in  the  British  import  list  is  that  of  cotton 
yarns.  Last  year  Canada  imported  £242,000  worth 
of  cotton  yarns  from  British  markets.  This  is  consider- 
ably more  than  twice  the  figure  for  1909,  and  more  than 
three  times  tiiat  for  1908.  The  figure  is  remarkable,  as 
being  to  a  certain  extent  an  evidence  of  the  remarkable 
growth  of  manufacture  in  which  cotton  yarns  are  used. 
It  is  an  item  which  will  continue  to  show  great  increases. 

Woolen  and  worsted  tissues  form  the  most  important 
class  of  textiles  taken  by  Canada  from  British  markets. 
The  total  last  year  was  £2,574,000,  and  the  fnet  tliat  in 
1908.  the  poor  year,  the  amount  was  .fl,.")88.()00.  indicates 
the  strength  of  recovery  of  tiie  two  subsequent  years. 

Cotton  piece  goods  bought  in  the  British  market 
amounted  to  £1,084,000.  against  £1..194.000  in  1909.  Im- 
ports of  apparel  amounted  to  £")69,000  an  improvement 
of  60  per  cent,  in  1909. 

So  far  as  general  drapery  imports  are  concerned,  the 
amount  bought  from  British  manufacturers  by  Canada 
was  £0,29.3.000.  as  against  £r),3.i9,000  the  year  previous. 

Exports  of  cotton  piece  goods  from  the  Britisli  mar- 
ket arc  largely  in  excess  of  all  otlier  textile  oxpurts  to 
the  colonies.  Last  year  they  amounted  to  £54,000,000  or 
43  per  cent,  of  the  exports  of  cotton  piece  goods  to  all 
countries. 
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Paul  Poiret  Gown  of  Black  and  White 
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Market  for  Ready-to- Wear  Built  Up  by  Style  Adaptation 

In  Fifteen  Years  Canadian  Manufacturers  Have  Developed  Profitable  Industry 
Through  Recognition  of  the  Country's  Requirements  —  Improvement  in 
Merchandising  — Growth  from  Staple  Stage  to  Point  where  Styles  are  Dominant 


THE  comparatively  short    period  of  15  years  com- 
bines  the    more  notable     features    in  connection 
with    the  development  of  ready-to-wear  garment 
production  in  Canada.     The  first  ripples  of  what 
was  to   become     the   great     wave   of   present-day   demand 
were  taking  definite  form  fifteen  years  ago. 

Manufacturing  effort  in  those  days  had  very  narrow 
limits,  but  it  became  evident  to  people  of  foresight  that 
there  was  a  positive  call  for  the  production  of  garments 
more  distinctively  adapted  to  the  country's  requirements. 
Those  were  the  days  of  imported  garments  upon  which 
style  influence  did  not  work  frequently  or  radically.  So 
far  as  Canadian  trade  was  concerned,  style  verdicts  did 
not  call  for  the  same  general  endorsation  of  the  trade 
which  has  to  be  given  so  much  consideration  to-day.  It 
was  possible  to  say  what  would  be  worn,  to  indicate 
what  the  changes  would  be,  but  there  was  little  direct 
expression  that  could  be  said  to  represent  the  country's 
actual   preferences. 

A  Small  Beginning. 

That  was  the  condition  of  things  when  the  Canadian 
manufacturer  sat  down  to  his  machine  and  began  to  turn 
out  clothes  in  which  some  recognition  was  taken  of  the 
distinct  requirements  of  the  market. 

It  was  a  small  beginning.  One  pioneer  manufacturer 
who  to-day  employs  four  hundred  hands  and  two  hundred 
machines,  states  that  he  started  with  a  staff  of  two. 
The  present  condition  of  his  enterprise  only  represents  a 
growth  that  has  kept  pace  with  the  demand.  This  is  a 
typical  case  and  indicates  a  progress  which  had  its  prim- 
ary impetus  in  a  correct  estimate  of  the  market's  pos- 
sibilities as  regards  style,  quality  and  price. 

Separate  Coats  First. 

It  looked  like  uphill  work  at  the  first,  but  when  the 
people  recognized  in  the  new  lines,  something  that  seemed 
to  have  a  definite  appeal,  because  of  better  recognition 
of  their  needs,  the  business  development  began. 

Separate  coats  were  first  featured.  Then  style  began 
to  play  a  more  important  part.  The  United  States 
ready-to-wear  market  had  then  reached  a  comparatively 
advanced  stage  of  development  and  the  manufacturer  did 
not  have  far  to  go  for  inspiration.  So-called  Ameri- 
canized Parisian  styles  seemed  to  come  nearer  the  pur- 
poses of  the  home  market  than  those  represented  in  some 
of  the  import  lines.  With  slight  modifications  the  Can- 
adian manufacturer  was  able  to  produce  goods  that  were 
immediately  acceptable,  that  placed  him  immediately  in 
an  advantageous  competing  relation  with  the  foreign 
manufacturer.  The  demand  became  encouraging  and  Can- 
adian lines  gradually  approached  higher  standards. 

Style  Comparisons. 

Comparison  of  the  styles  of  fifteen  years  ago  with 
those  which  rule  to-day,  reveals  some  wonderful  changes 
in  the  direction  of  everything  that  is  worn  practical  yet 
conforming  to  style.  For  example,  the  enormous  sleeves 
that  were  worn  in  the  coats  and  jackets  of  that  day 
contained  almost  sufficient  material  for  a  coat  made 
along  modern  lines.  The  arrival  of  the  straight  front 
corset  has  led  to  many  very  radical  changes.  The 
sleeve  elaboration  gradually  became  modified  and  gar- 
ments  now  more   faithfully   follow   natural   contour     The 


changes     would     all   seem    to   be   in   favor   oi   simpler   and 
more  graceful  lines. 

Canadian  Tastes  Conservative. 

True,  at  the  present  time,  there  are  features  which  would 
suggest  that  styles  have  in  the  past  15  years  jumped  from 
the  voluminous  to  the  skimpy,  but  the  medium  ground 
taken  by  Canadian  designs  hardly  makes  the  change  ap- 
plicable to  this  country's  vogue.  There  is  sufficient  con- 
servatism to  discourage  any  tendency  in  favor  of  ex- 
tremes. 

Following  the  appearance  of  the  Canadian  made  coat, 
come  suits.  These  also  followed  lines  prescribed  by  the 
.\mericanized  Paris  styles.  Each  stage  of  development  in 
connection  with  ready-to-wear  seemed  to  call  for  a  cer- 
tain amount  of  education  to  the  trade,  and  thence  to 
the  consumer,  in  the  form  of  advertising.  Fifteen  years 
ago  the  publicity  by  which  the  features  of  ready-to-wear 
were  described  had  to  do  almost  entirely  with  English, 
so-called  European  and  .\merican  styles.  Naturally  the 
appearance  of  the  Canadian  manufacturer  in  the  field 
was  not  received  altogether  without  prejudice  on  the  part 
of  those  inclined  to  doubt  his  capabilities.  This  attitude 
also  called  for  a  certain  amount  of  education.  The  mark- 
ed growth  of  the  past  seven  or  eight  years  and  the  posi- 
tion which  the  Canadian  made  garments  occupy  in  the 
opinion  of  the  trade  generally,  are  the  best  proofs  of  the 
success  with  which  all  difficulties  have  been  met. 

Dresses  and  Costumes. 

The  production  of  dresses  and  costumes  has  been  a 
comparatively  recent  step  in  the  development  of  ready- 
to-wear.  Here,  too,  results  show  that  the  manufacturer 
has  given  to  the  trade  lines  which  were  immediately 
well  received.  There  is  not  a  fabric  to-day  which  is  not 
employed  by  the  manufacturer  of  the  ready-to-wear  gar- 
ment. 

In  the  early  days  of  the  industry,  only  the  most 
staple  cloths  were  used.  Merchandising  then  was  con- 
ducted on  an  almost  entirely  ditTerent  basis.  When  the 
buyer  made  his  selections  lie  anticipated  almost  entirely 
upon  the  probable  demand  of  the  entire  season.  There 
had  not  developed  that  necessity  for  close  study  of 
styles,  the  certain  prospect  of  novelty,  or  the  likelihood 
of  sudden  change  in  the  middle  of  a  season.  The  mer- 
chandising of  the  present  day  has  stepped  aside  from  the 
procedure  which  made  ready-to-wear  a  staple  with  no 
selling  period  absolutely  prescribed.  The  seasons  are 
now  very  distinctly  defined 

Definite  Recognition  of  Seasons. 

"In  the  early  days,"  said  a  manufacturer,  "we  never 

went   to   the   trade   with   a   Spring   line.    We  had   nothing 

to  of!er  that   was  particularly   applicable   to   the    season 

Our  coats  were  for  Fall  and  Winter  onlv      This  will  sug- 


What  Would  You  Say  to 
This    Customer  ? 

See  page  31. 
MONEY  PRIZES  FOR  BEST  ANSWERS. 
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gest  to  you,  and  quite  correctly,  that  the  Canadian 
ready-to-wear  had  its  first  inspiration  in  the  climatic 
peculiarities  of  the  country.  He  produced  lines  calcu- 
lated to  meet  the  severities  of  the  Canadian  winter  and 
he  succeeded.  Then  the  desirability  of  Spring  and  Sum- 
mer lines  suggested  themselves,  and  the  suit  was  the 
response.  The  separate  skirt  appeared  about  the  same 
time,  and  now  the  Canadian  manufacturer  is  capable  of 
supplying  every  possible  demand  for  women's  outer  and 
under  garments." 

There  have  been  wonderful  changes  in  fabric  styles. 
This  is  a  factor  which  seems  to  have  come  along  quite 
as  steadily  as  the  many  peculiarities  of  garment  design. 
The  great  varieties  of  weave,  the  so-called  fancy  effects 
in  worsteds,  tweeds,  silks  and  the  different  mixtures  re- 
present a  development  of  but  a  few  years.  Whereas 
quality  used  to  have  a  paramount  position,  style  now 
holds  sway— style  in  weave,  in  general  effect,  in  every 
sense  suggested  by  comparison. 

Position  of  Buyer  is  Exacting. 

All  of  these  things  have  tended  to  the  increasing  im- 
portance of  the  ready-to-wear  industry,  and  they  have 
made  the  position  of  buyer  an  exacting  one.  No  manu- 
facturer would  now  think  of  asking  a  buyer  to  place  his 
entire  season's  stock  in  advance.  If  he  receives  25  per 
cent,  of  it  he  does  well.  On  that  amount  the  verdict  as 
to  the  subsequent  success  of  the  line  will  be  formed. 
Succeeding  orders  will  show  what  has  taken  well  and 
what  should  be  eliminated.  From  season  to  season  the 
consumer's  intelligence  is  becoming  more  and  more  a 
factor  to  be  considered. 

Though  the  Canadian  taste  inclines  to  the  conserva- 
tive side,  there  has  developed  in  recent  years  that  spon- 
taniety  of  adoption  which  has  given  immediate  impor- 
tance to  style  announcements  from  the  world's  fashion 
centres.  The  means  of  judging  radical  changes  have  be- 
come more  authentic  and  more  easily  available. 

Styles  Much  Talked  About. 

Style  has  become  a  topic  worth  talking  about  in  the 
newspapers  and  magazines,  people  are  awake  to  the  fact 
that  advertising  has  a  greater  news  value  than  ever  be- 
fore, facilities  for  travel  and  for  obtaining  first-hand 
knowledge  have  improved.  The  time  is  passing  when  it 
can  be  said  that  Canada  is  one  year  behind  in  adoption 
of  the  latest  style  features.  The  manufacturer  who  pre- 
sents a  reasonable  interpretation  of  the  leading  style 
need  not  fear  that  his  work  will  be  rejected. 

Problems  in  Designing. 

A  successful  garment  may  represent  the  inspiration  of 
a  moment,  or  it  may  he  the  embodiment  of  a  series  of 
modifications. 

The  designing  end  of  a  large  manufacturing  establish- 
ment has  many  things  to  consider.  First  and  foremost, 
there  is  the  general  tenor  of  the  demand.  For  example  a 
heavy  run  on  so-called  freakish  lines  in  one  season  may 
mean  a  distinct  reversal  the  next.  This  has  taken  place 
recently.  The  designer  must  know  the  style  note  sounded 
by  the  great  artists  and  be  able  to  adapt  it  to  his  home 
field.  Then  in  his  production  due  regard  must  be  paid 
to  the  possible  price.  \  garment  requiring  too  much 
work  may  run  into  a  figure  which  will  immediately 
stamp  it  as  a  sticker. 

The  Plain  Tailored  Style. 
Another   garment   may   look   well   on   the   model,    yet 
have   that   touch   about   it  which  will   generalize   its   in- 


dividuality. That  is,  it  will  make  itself  too  easily  un- 
popular. The  woman  who  selects  one  will  be  able  to 
recognize  a  similar  garment  too  readily  when  bought  by 
her  neighbor.  This  danger  has  helped  to  give  impetus  to 
the  vogue  of  plain-tailored  garments.  A  completed  line 
of  garments  ready  to  submit  to  the  retailer  represents 
a  great  amount  of  work.  Much  skilled  manual  operation 
is  evident,  but  it  is  in  the  designing  room  that  the 
brain  application  which  must  direct  the  operatives  takes 
place.  In  the  large  manufactories  that  portion  of  the 
staff  which  is  engaged  in  working  out  the  coming  season's 
success  occupies  a  responsible  position.  Through  its 
hands  are  constantly  passing  those  garments  which  must 
all  but  make  or  mar  a  house's  reputation  for  style  inter- 
pretation. These  garments  are  placed  upon  models, 
criticised  from  every  viewpoint,  adopted,  modified  or  re- 
jected altogether.  Not  every  garment  that  passes  through 
the  modeling  room  finds  its  way  into  the  retailer's  racks. 

The  Finished  Sample. 
Once  a  garment  is  approved,  however,  it  immediately 
becomes  part  of  the  manufacturer's  line,  and  samples  are 
made  to  submit  to  the  retailer.  Thereafter  it  becomes 
subject  to  order.  In  the  modern  factory,  facilities  are 
such  that  no  finished  garment  is  folded  or  laid  flat  until 
the  day  it  is  shipped.  There  are  metal  racks,  protected 
from  dust,  upon  which  all  garments  are  hung  in  lots  ac- 
cording to  individual  order.  On  the  day  of  shipment,  a 
final  record  is  taken  and  the  consignment  packed  in 
cartons.  Every  precaution  is  taken  in  order  that  the  gar- 
ments may  reach  the  customer  in  the  best  possible  con- 
dition, otherwise  their  salability  may  be  prejudiced  in 
the  retail  department. 

Industry  is  Widespread. 

While  Toronto  and  Montreal  are  the  great  Canadian 
centres  of  ready-to-wear  production,  manufacturers  ia 
smaller  places  throughout  the  country  have  ventured  into 
the  field  and  are  producing  highly  creditable  lines  which 
are  being  very  well  received.  The  large  general  whole- 
sale houses  also  have  well-equipped  ready-to-wear  factor- 
ies and  show-rooms.  In  Toronto  there  are  something  like 
thirty  manufacturers  of  ready-to-wear  garments,  some  of 
them  very  small,  but  the  majority  quite  vigorous.  In 
addition  to  these  there  are  many  very  modest,  so-called 
one  or  two-man  concerns.  The  bulk  amount  of  piece 
goods  sold  by  the  wholesale  houses  to  these  men  during 
a  year  is  enormous,  and  here  is  a  fact  that  seems  to 
suggest  a  steady  up-growth  of  new  manufactories  in  the 
future.  In  Montreal  there  are  about  40  well  identified 
firms  in  the  business,  and  the  same  activity  in  a  very 
small  way  is  also  valid  there. 

There  can  be  no  question  that  the  steadily  increasing 
competition,  the  many  improvements  in  manufacture,  the 
development  of  the  market  for  skilled  help,  have  all  been 
instrumental  in  a  steady  advance  towards  developing 
high  standards  of  style  and  workmanship. 

Trade  Mark  Plays  Important  Part. 

The  important  part  played  by  the  trade  mark  in 
marketing  goods  cannot  be  overlooked.  Manufacturers 
have  at  once  recognized  in  it  a  vehicle  by  which  they 
may  advance  the  so-called  distinctive  features  of  their 
lines.  The  trade  mark  is  adopted  as  a  safeguard  against 
general  classification.  It  has  simplified  advertising  and 
made  it  more  effective.  It  has  facilitated  selling  co-oper- 
ation between  the  manufacturer  and  retailer,  and  it  has 
in  many  cases  been  the  medium  of  success. 

(Conckidfed  In  March  1st  number) 
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SERVICE 

These  goods.,  along  ^vit/i  all  other  cotton 
nuaisti.,  are  made  m  ivhat  is  kno^vn  to  us 
as  factory  "ZJ.  " 

This  faciory  is  one  of  the  most  modern  in 
point  oj  improved  machinery,  light  and 
general  comfort  to  operators,  ivhich 
makes  it  possible  for  us  to  select  a  superior 
class  oJ  help 

This  department  of  the  business  is  under 
separate  management  anil  designers,  and 
is  located  on  a  separate  foor,  and  is  free 
to  look  after  any  seasonable  novelties 
luhich  appear,  and  thus  maintain  the 
reputation  woe  ha<ve  gained  as  a  novelty 
house. 


Middy  Waist,  No.  2136 


THE  "Middy"  Waist  shown  is  one  of  our  own  productions, 
cut  to  drape    gracetully,  with  just  the   correct  fullness,  yet 
free  to  cling  lightly  to  the  figure. 

Simplicity  is  the  note,  but  it  is  simplicity  gained  by  the 
closest  attention   to  detail. 

Fine  Duck  is  the  material,  of  a  quality  that  lends  itself  to 
the  drapery  effect  and  yet  has  the  needed  body  to  hold  stitch- 
ing firmly,  and  not  pull  out  of  shape  or  crease  when  worn. 

This  "Middy"  is  most  carefully  worked  out  in  a  coat 
effect,  with  broad  easy  curving  collar,  carefully  finished 
pockets  and  trimmings,  and  Royal  Crown  Buttons  (H.M.C.S  ) 
Each  separate  detail  contributes  to  the  success  of  the  waist, 
which  we  are  prepared   to   supply  for  your  early  summer  trade. 

"Middies"  are  sampled  in  a  variety  of  designs  f.om  $9.00 
per  dozen  to  $16.50  per  dozen,  and  we  suggest  that  merchants 
see  our  salesmen  at  the  earliest  opportunity 


Ladies'  Wear,   Limited 


F.  P.  EVANS, 

President 


Toronto 

Please  moitiou   The  Rc7ne7v  to    Advertisers  and  Their  Travelers 


W.  F.  GOFORTH, 

Vice-Pre»ident 
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Latest   Neckwear   Novelties 

Flat    Styles    with    Fichu    Effects    are    Being 
Strongly   Featured  —  Vogue  of  Lace  — Veil- 
ings and  Scarfs. 

AT  the  present  time,  neckwear  lines,  while  selling 
well,  show  little  change  as  compared  with  a 
few  weeks  ago.  The  high  novelty  idea  lies  with 
the  big  flat  collar  and  the  fichu  effects,  either  in 
the  popular  sailor  styles  or  in  the  shawl  or  bertha. 
Coats  for  Spring  have  these  large  sailor  collars,  fre- 
quently faced  of  satin.  These  will  be  worn  with  collar 
and  cuff  sets  as  the  season  opens  up,  and  furs  are  aban- 
doned. Blouses,  as  is  frequently  the  case,  conform  to  this 
general      idea,   and    many    surplice  waists   will     be    seen 


Stock   Collar,   with  Double  Jabot    Featurine    on 
HI  Anglaise    Embroidery    EfSect  —  Shown    by 

Ladies'   AVear,  Ltd.,  Toronto 

with  large  collars.  These  have  sailor  shape  at  the  back 
and  ends  that  cross  over  in  front.  Not  a  few  show  the 
jabot  ends,  to  be  looped  and  allowed  to  hang  down.  This 
is  called  the  fichu  collar.  Hunting  stocks  in  popular- 
priced  styles  show  more  activity  than  was  expected  this 
year,  owing  to  the  rage  for  the  Dutch  collar.  All  these 
stocks  are  shaped  with  high  or  medium  round  curve,  no 
ear  peaks  being  seen.  The  novelty  feature  is  the  touch 
of  shepherd's  check  or  stripe  of  black  and  white. 

® 

Medium-sized  Jabots  Selling  Well. 

.Jabots  are  much  seen  in  styles  attached  to  the  collar, 
the  whole  being  washable.    Already  the  great  call   is  for 


the  wash  lines    and    pleatings  and  frills   should   be  of     a 
practical  sort.    Medium  sizes  are  selling  well. 

The  greatest  possible  variety  is  seen  in  bows  and 
ties  for  wear  with  the  flat  collars,  lace  and  lingerie,  and 
for  the  stand-up,  turn-down  models.  A  good  many  of 
the   latter   will   also   be   seen  with  jabots.    For  the  ties, 


Novelty  Bow  of  Coloied  Messd- 
line  and  Soutache.  Shown  by  R. 
D.  Fairbairn  Co..  Ltd..  Toronto. 


Combination  Jabot  of  Knife-pleat- 
ed Net  and  Lace  Finished  in  Cas- 
cade Effect.  Shown  by  R.  D. 
Fairbairn  Co..  Limited,  Toronto- 


black  satin  seemed  a  favorite  selling  number.  Lined  with 
white  and  touched  with  a  hint  of  color  in  the  shape  of 
plaid  silk  or  shepherd's  check.  These  ties  have  a  chic 
appearance  which  should  appeal  at  once  to  the  feminine 
public.  A  model  was  seen  with  pointed  bow  in  butterfly 
shape  and  long  ends     finished     with  a  ball  fringe  having 


Novelty  Lace  Collar^  Shown  by  Flett-Lowndes 
&  Co..  Ltd..  Toronto. 

touches   of   green   on   the   black.    This   tie   was    of   black 
satin  lined  with  white. 

A  mannish  tie  was  long  and  narrow,  of  shepherd's 
check,  and  perfectly  plain.  This  was  one  of  the  best 
sellers  in  a  large  range. 
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A  pretty  novelty  consisted  of  a  black  satin  bow  about 
one  inch  in  width  by  six  across,  with  ends.  The  clever 
touch  was  a  tiny  embroidery  of  white  porcelain 
beads  at  either  side,  fastening  the  loops  down  on  the 
ends  to  prevent  spreading. 

® 

Belts  and  Beltings. 
Elastics,  both  plain  and  studded,  have  been  a  promi- 
nent feature  of  the  winter's  trade.  After  their  recent 
slump,  these  lines  took  on  a  most  surprising  liveliness  as 
the  season  opened.  Manufacturers  had  not  doubted  of 
their  ultimate  return  to  popular  favor,  but  no  one  ex- 
pected so  sudden  a  revival.  This  was  probably  due  to 
the  speedy  declination  of  the  patents  so  much  wanted  for 
Summer.  Klastics  came  back  shortly  before  Christmas 
in  high-class  numbers  for  exclusive  shops,  both  jewelry 
and   dressmaker's.    This  showed   the  revival   of   the  fash- 


Several  Wash  Belts       Shown    by  Klett-Lowndes 
&  Co.,  Limited.  Toronto. 

ion,  and  popular-priced  styles  speedily  followed.  Elastics 
are  now  selling  well  in  all  staple  lines,  but  in  their  re- 
cent return  have  brought  back  some  fine  new  style  fea- 
tures. 

Jet  is  used  to  stud  the  new  belts,  as  also  are  tur- 
quoise and  other  colored  jewels.  Steel  is  not  so  exclu- 
sively master  of  the  situation  as  formerly.  The  touch  of 
color  was  much  needed,  and  well-dressed  women  are 
everywhere  taking  it  up. 

The  Polairc  belt  in  velvet  has  done  very  well  this 
season.  New  velvet  styles  are  smart  and  very  plain- 
tailored  in  effect.  A  few  are  leather  backed  and  bound. 
Buckles  arc  of  self,  trimmed  to  match.  Large  square 
forms  are  much  used.  Pretty  beaded  effects  are  seen  in 
steel   and   color  combinations,    (amethyst   and     turquoise 


favored),  on  the  black  velvet.  Turquoise  alone  was  hand- 
some on  black  velvet  in  a  massed  design.  Coral  beads 
were  used  in  the  same  way  on  a  New  York  model  belt. 

Suedes  hold  their  popularity  as  a  practical  belt  for 
every  day  wear.    Very  satisfactory  sales  are  reported. 

Wash  belts,  are  of  course,  now  being  strongly  fea- 
tured. Pearl  and  composition  buckles,  as  well  as  linen- 
covered,  are  shown.    The  former  are  held  to  wash  best 

® 

Tapestry  Dutch  Collar. 
A  Dutch  collar  of  tapestry  was  a  new  feature.    This 
was  of  medium-size  and  trimmed  with  black  satin  covered 
buttons.    A  tapestry  bow  knot  to  match  was  very    neat 
and  tailored-looking  with  its  satin  pipings. 


Fine   Cluny  Effect   in   a    Swiss   Deep    Bonded    Collar. 
Shown    by   Ladies'    Wear.   Ltd..   Toronto. 

Folds  of  satin  double  or  single,  and  cither  in  black 
and  white  or  white  with  silver  or  gilt  tissue,  are  much- 
wanted  as  ruchings.  Smaller  ruches  are  favorites  in 
chiffon,  lisse  and  net.  Great  variety  is  a  feature  of  the 
new  lines.  Wide  color  ranges  are  seen,  but  black  and 
white  combinations  and  whites  are  favorites.  Widow's 
ruching  leads,  as  a  .selling  line  at  the  present  time  Cords 
are  still  .selling  well. 

® 

The  Bolero  Jacket. 

It  is  now  past  dispute  that  the  Bolero  and  Klon 
effects  are  going  to  return  to  favor.  .Vs  a  result,  many 
pretty  bolero  effects  made  of  lace  and  embroidery  will  be 
used  on  Summer  dresses.  The  separate  bolero  jacket 
will  also  be  seen  as  an  accessory.  It  has  had  consider- 
able run  in  sequined  effects  during  the  past  season.  These 
all  show  blouse  and  sleeve  in  one,  in  peasant  style,  few 
being  without  at  least  a  short  pretence  at  a  sleeve. 

The  wide  collars  with  front  ends  crossing  in  surplice 
style  will  have  their  effect  on  this  new  feature,  and 
boleros  with  .sailor  collars  will   be  seen.     .V   very     pretty 


Dutch   Collar,    featnrint:    Conibtn.ition    of    Lace     and 

Embroidery.     Shown    by  Ladies'  Wear. 

Limited.  Toronto. 

specimen  was  in   Irish  crochet  with  slight   roll   collar  of 
its  own. 

A  lingerie  dress  showed  a  bolero  of  Embroiderie 
Anglais,  blouse  and  sleeve  in  one,  edged  with  \al- 
enciennes. 
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Our 
Claim 


8483— $2.25  doz. 


Upper:  |.8491~$1 .35.     8077— $2.25 
Lower:    8433—  4.50.    8492—  2.25 


FLETT-LOWNDES  ^  CO.,  Limited 


Manufacturers    -    Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Approved  Canadian  Styles  in  Smart  Neckwear 

These  are  real  novelties — goods  that  will  be  in  demand  and 
that    will    sell.      Order  a  good    supply   of  them   TO-DAY. 


WE  ARE  SPECIALISTS  IN  NECKWEAR.  BELTS.  VEILINGS.  NETS.  FRILLINGS.  ETC. 
SEE     OUR      TRAVELLERS.     OR     ORDER      DIRECT     FROM     THIS     ADVERTISEMENT. 

SANDERSON'S,  Limited,        66  Wellington  St.  west,  TORONTO 


rirasc   inciitioii    I  he  Rci-icw  to    .-Uh'vrtiscrs  ami    I'heir    I  rai-elers. 
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Laces  are  Popular. 

Irish  lace  appears  in  every  conceivable  form  on  Ihe 
new  dresses,  blouses  and  lingerie,  as  well  as  on  dress 
accessories. 

Dutch  collars  of  Irish  crochet  were  retailing  rapidly  at 
$1  apiece. 

Point  de  Venise  and  the  other  flat  laces  are  promi- 
nent in  bandings  and  dress  accessories. 

Guipure  was  used  on  a  very  sheer  linen-lawn  collar, 
the  insertion  and  edging  being  sparingly  used  and  quite 
narrow.'    This  was  a  favorite  for  high-class  trade. 

Sets  of  wide  and  narrow  bandings,  usually  of  cm- 
broidery  or  embroidery  and  lace  combinations,  are  fea- 
tured on  the  Spring  lingerie  dresses. 

Crochet  and  netting  are  coming  into  their  own.  Pretty 
bags  for  party  use  were  of  the  former,  while  the  latter 
was  seen  on  filmy  scarves. 

® 

Motifs  of  Irish  Crochet. 

One  of  the  features  of  the  season  is  the  crocheted 
motif  for  trimming  blouses,  dresses  and  underwear.  This 
may  be  hand  done  in  imitation  of  the  Irish  crochet,  many 
reproductions  now  being  made  by  women  at  home,  or  it 
may  be  a  handsome  machine  lace.  These  cannot  be  well 
distinguished   from   the  original.     The  making-up   trade     is 


Lace  Dutch  CoUar  in  fine  Venise  Effect  — Shown 
by  Ladies'  Wear,  Limited,  Toronto. 


using  a  quality  of  them,  and  they  appear  on  many  of  the 
newest  and  most  exclusive  waists. 

Peasant  blouses,  having  the  coUarless  neck  effect,  fre- 
quently show  motifs  of  this  sort  worked  in  around  throat 
or  cuffs  in  combination  with  a  guipure  or  Valenciennes 
edging. 

.^11  separate  motifs  of  lace  and  embroidery  in  medal- 
lion form,  by  the  yard  or  by  the  piece,  should  be  well 
taken  as  fashions  now  indicate. 

® 

Dress  Trimmings. 

Wide  braids  are  showing  now  for  Spring  trade,  some 
of  them  being  all  of  a  foot  in  width.  These  were  uni- 
formly black,  a  few  being  in  magpie  etTect.  The  narrow 
skirt  is  finished  with  this  braid  at  the  foot,  in  tailored 
models.  Dressier  afternoon  gowns  are  seen  with  tunics 
or  a  much-modified  hobble  effect,   the   band   being    raised 


higher.  Others  have  it  round  the  bottom,  with  the  skirt 
slightly  draped  into  it.  The  latter  style  comes  in  the 
extremely  long  skirt. 

Coral  beads  are  much  featured  just  now  in  all-jewell- 
ed trimmings.  They  are  also  used  in  style  similar  to 
the  popular  white  porcelain  for  bands  and  bodice  motifs. 
Taken  in  a  variety  of  sizes  and  simply  massed  together, 
they  form  a  handsome  shaped  ornament  on  a  hat  or 
dress.  These  beads  are  pinkish,  not  natural  in  color,  and 
uniformly  shaped.  The  natural  coral  beads  will  also  be 
popular. 

Next  to  coral,  turquoise  is  much  heard  of,  especially 
from  New   York. 

Cordelia  is  the  new,  narrow  braid  used  in  darned-in 
patterns  on  wide  bandings.  Hand-made  varieties  being 
expensive,  there  are  now  good  imitations  on  the  market. 


® 


VeiHngs  and  Scarfs. 

The  best  face  veilings  at  present  are  the  medium 
meshes  and  chenille  dots.  The  latter  are  coming  in  as 
the  only   striking  novelty  of   the  new  season. 

A  number  of  calls  for  magpie  effects  have  been  met 
during  the  last  fortnight.  It  is  expected  that  these  will 
have  a  better  run  than  usual  with  the  Canadian  trade. 

On  the  whole,  black  is  the  leading  color.  Handsome 
new  ranges  show  a  good  myrtle  and  dark  brown. 

Spider-web  meshes  are  still  the  strong  feature  in 
many  quarters,  especially  in  the  modified  effects.  Lace 
veils  are  largely  taken  by  the  millinery  trade,  each  veil 
being  separate  and  self-finished  patterns  are  mostly  at 
the  edge  and  not  quite  so  conspicuous  as  recently.  There 
is  an  excellent  future  for  these  veils  this  season.  Owing 
to  the  absence  of  other  fancies,  and  the  new  loose  way 
of  wearing  the  veil. 

A  record  season  in  motor  veils  is  confidently  expected 
bv  the  trade. 


Novelty  Apron  —  Manufactured  by  Flett-Lowndes  &   Co..  Ltd..  loronto 
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Holidays  Goods  for  1911 

An  Outline   of  Leading    Ideas  in    Importations 
Popular  Prices  Featured. 


WHILI-:  for  many  years  it  has  been  possible  to  see 
in  import  displays,  fine  exhibitions  of  presenta- 
tion goods    for    holiday   trade,   so  much   of     it 
could  only  be  described  as  "extravagant"   that 
assortments  failed   to   interest   the   trade  in   Canada,     ex- 
cept for  a  limited  number  of  the  lines  exhibited. 

Those  tempted  to  indulge  beyond  their  trade's  demand 
suffered  the  penalty  of  carrying  over  more  stock  than  the 
profit  on  what  had  been  sold  and  joined  in  consequence 
the  ranks  of  the  "once  bitten,  twice  shy." 

The  March  showing  of  import  fancy  goods  this  year 
have  exceedingly  attractive  features.  Not  only  is  there 
an  abundance  of  new  lines,  but  there  is  a  host  of  real 
novelties,  in  the  popular  priced  goods. 

The  "average"  dealer,  therefore,  can  afford  to  give 
more  heed  to  the  claims  of  those  inviting  inspection  than 
in  past  years. 

Even  in  25  cent  and  50  cent  articles  the  number  of 
novelties  is  quite  surprising  and  gratifying,  while  at 
75c,  $1  and  %2,  the  number  of  salable  lines  is  largely  in- 
creased. 

Dressing-cases  in  New  Styles. 
The  ever  popular  dressing-case  is  shown  in  a  fine  var- 
iety of  useful  and  natty  executions.  An  attractive  and 
presentable  article  may  be  had  to  retail  for  one  dollar 
and  a  half.  Fine  real  ebony  brushes  in  fittings  are  the 
feature  of  these,  from  $2.25  each  up.  New  military  cases 
and  attaches  have  neat  covering  and  excellent  locks 
These  appeared  last  year  for  the  first  time  They  will  he 
more  popular  than  ever  this  season. 

Ebony-fitted,  leather  dressing  cases  are  an  ever- 
popular  line  demanded  by  these  who  want  something 
worth  while.  .\  very  nice  'leatherette  brush  and  comb 
case,  fitted  with  genuine  ebony  brush,  8-inch  comb, 
sterling  silver  mounted,  for  $1.40,  has  not  not  before 
been  offered 

.\  full  ebony  .set  with  ring  handled  mirror,  brush  and 
comb,  in  a  superb,  two-clasp  padded  top  case,  as  a  pos- 
sible $5  line  at  retail,  is  a  fine  offering. 

Parisian  Ivory  Fittings  and  Toilet  Pieces. 
The  newest  toilet  requisites  are  shown  in  "Ivory 
grainer"  celluloid,  made  in  a  finely  executed  heavy  body, 
with  all  the  perfection  of  a  polished  ivory  finish,  in 
brushes,  combs,  soap  and  cuff  boxes,  manicure  pieces  and 
polishers.  It  is  a  line  which  .should  meet  with  big  trade 
in   the  better  stores 

Music  and  Glove  Cases. 

Music  cases   in   great   variety   arc   to   be   had      One   of 

the   best   values    offered    is   a   black,  real    leather-covered 

casp,   to   sell   for  a  dollar.    Most  attractive  coverings   in 

good    wearing,     imitation  leathers  are  ofTered.       A     fine 


double-opening,   real   leather  case   retails  for  $2.25,   about 
what  previous  season's  wholesale  price  was 

The  Metal  Goods  Novelties. 

Things  in  brass,  copper,  oxidized  and  "Alt-eisen" 
effects  are  this  year  a  revelation  of  novelties  in  trays, 
fern  pots,  jardinieres,  dinner  gongs,  ash-holders,  stamp 
carriers,  blotters,  inks,  and  candlesticks,  for  twenty-five, 
fifty  cents,  and  a  dollar  retail,  and  up  to  five  dollars, 
there  are  a  legion. 

-A.  pretty  presentation  clock,  quite  reliable  and  hand- 
some for  display  purposes  in  any  fancy  goods  depart- 
ment, is  available  to  retail  at  75  cents  up. 

Italian  Bronzes  and  Marbles  Reproduced. 

One  series  of  "art  reproductions"  in  bric-a-brac  is  of 
considerable  interest.  Exact  counterparts  in  appearance 
of  fine  Italian  marble  and  bronze  works  are  done  in  ex- 
quisite china,  at  prices  calculated  to  appeal  to  the  popu- 
lar trade. 


Changes   in    Coiffure  Styles 

No  Sign  of  Disappearance  of  the  Massive  Style 

of  Hair-Dressing  — New  Combs,   Barrettes 

and  Ornaments. 

Considerable  anxiety  has  recently  been  felt  as  to  the 
continuance  of  the  style  of  coiffure  which  calls  for  pads, 
curls  and  puffs.  From  Paris  came  the  news  that  this 
style  was  passing  away,  and  very  simple,  almost  tight 
coiffures  would  take  its  place.  To  prove  this,  several  ac- 
tresses' names  have  been  cited  from  time  to  time.  Polaire 
is  chief  among  these.  Lina  Cavalieri  and  Deo  de  Merode 
are  added.  This  proves  absolutely  nothing.  Polaire  is  an 
eccentric,  and  dresses  to  heighten  the  impression.  The 
other  two  are  among  the  most  famous  middle-aged  beau- 
ties in  the  world  and  have  always  dressed  their  hair  in 
the  same  way  because  both  happen  to  possess  classic  fea- 
tures. This  is  not  to  he  taken  as  an  indication  of  the 
fashion 

To  tell  the  truth,  the  present  fluffy  style  was  devised 
to  obviate  and  conceal  the  irregularity  of  feature  of  the 
modern  woman.  The  charming  faces  exploited  by  Harri- 
son Fisher  and  others  of  his  ilk  would  be  .somewhat  un- 
satisfactory with  fiat  coiffures.  They  are  pretty,  but  ab- 
•solutcly  out  of  drawing  from  the  classic  view  point,  and 
the  full  coiffure  is  needed  to  balance  this  This  simple 
fact  explains  its  hold  on  the  general  public  and  guaran- 
tees its  continuance.  There  need  be  no  fear  of  the  aver- 
age woman  dispensing  with  extra  hair 

.\s  a  matter  of  fact,  there  is  a  change  The  present 
coiffure  tends  either  to  be  low,  with  Psyche  knot  at  the 
back  and  padded  side  rolls,  or  else  to  be  parted  in  front 
and  piled  on  top  of  the  head  in  a  soft  shower  of  curls. 
In  either  case,  a  bandeau  is  added  for  evening  wear.  The 
former  style  dpin.inds   the  plain,   the  latter   the  elaborate 
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For  Pompadour  Human  Hair  Pads;  for  Wavy  Hair  Pads  by  the 
yard ;  for  Human  Hair  Switches ;  for  Chignons,  and  all  such  hair 
goods  as  are  shown  above,  inquire  of  us.  It  will  pay  you  to  do  so, 
as  we  know  the  business  thoroughly,  and  have  what  is  especially 
important  in  this  line — the  reputation  for  being  the  Right  House  to  buy 
such  goods  from.  We  should  be  pleased  to  submit  samples  for  com- 
parison with  any  domestic  or  imported  European  or  American  goods. 

We  have  been  the  means  of  helping  others  to  build  up  a 
successful  Hair  Goods  Department.  We  can  do  the  same  for 
you.    It's  profitable.     Why  not  write  us? 

You  Sell  Hair  Nets 

Are  you  getting  Satisfaction? 

If  not,  there's  a  reason  for  it.  We  can  sell  you  the  right 

kind  of  Net  at  the    right    price.     We    have 

them  from  $4.00  to  $18.00  gross. 

J.  PALMER  ^  SON,  Limited 

5  and  7  DeBresoles  Street,  Montreal,  P.Q. 
Specialists    in   Everything  Pertaining  to  the  Toilet 
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—UNSEEN-  NAIAD  PROTECTS  — 

A  GREAT  LEADER 

Success  in  retailing  is  in  handling  a 
specialty  that  will  stand  a  good  push — 
that  possesses  good  talking  points. 

YOU  HAVE  IT  IN 

THE  NAIAD 
DRESS  SHIELD 


The    Naiad    possesses   important    exclu- 
sive features: 

— Can  be  sterilized  in  boiling  water. 
— Is  beautiful  as  well  as  sanitary. 
— Is  a  good  serviceable  shield. 

The  only  Shield  that  is  as  good  the  day 
it  is  bought  as  the  day  it  is  made. 


Best  Value  to  the  Con- 
sumer. 

A  Highly  Satisfactory 
Profit  to  the  Merchant. 


Every  pair  is  guaranteed.     All  sizes  and  styles. 
Sample  book  showing  styles  and  prices  on  request. 


Wrinch,  McLaren  &  Co. 

Sole  Canadian  Manufacturers  of  the 
Naiad  Shield 

77  Wellington  St.  W.,  Toronto,  Can. 


.r 


NAIAD 


J 


bandeau.  A  few  mediaeval  styles  persist  in  lingeriiif;. 
Paul  Poiret's  models  are  so  dressed,  and  the  coifTure  must 
correspond.  It  is  nearly  always  of  the  "swathed"  effect, 
got  by  flat  bands  of  the  real  or  extra  hair  drawn  about 
the  head  and  held  in  place  by  the  aid  of  a  bandeau,  or 
simply  with  invisible  combs  or  pins.  A  prominent  New 
York  society  woman  wore  such  a  coitTure  with  a  me- 
diaeval dress  at  a  character  ball.  The  head  was  richly 
decorated  with  twisted  necklace  and  jewelled  pins.  .\n- 
(>lher  favorite  finish,  usually  combined  with  low-hanging 
curls,  is  the  Juliet  cap,  of  lattice-work  in  metallic  thread 
or  lace  and  jewelled. 

All  these  indications  point  to  a  continuance  of  the 
line  market  conditions  in  curls,  puffs  and  pads. 

An  excellent  new  pad  is  the  divided  style  with  wire 
1o  pass  across  back  of  head,  the  coifTure  being  a  full  roll 
on  either  side,  from  front  part,  and  knot  low  down  at  the 
back. 

Barrettes  and  Combs. 

The  continuance  of  the  full  coifTure  is  well  shown  by 
liie    handsome,    deep-toothed    combs    now    showing.    These 


Jig-sawed  Comb  and  Barrette  and  Rhinestone  Pin      Shown  by 
Smith-D'Entreniont  Co.    Toronto. 


ha\e  fancy  jig-sawed  mounts  with  jewelled  or  metallic 
trim.  Many  of  them  are  very  high  and  they  will  be  worn 
at  the  back,  with  loose  curls  falling  to  either  side. 

At  the  present  moment,  however,  the  selling  line  is 
the  Strand  or  buckle  barrette,  especially  good  when  prac- 
tically designed  to  hold   the  back  hair  well  in  place. 

Fancy  Bandeaux. 

Very  pretty  indeed  are  the  new  hair  ornaments.  Han- 
(leaux  show  many  jewelled,  heavy  effects  directly  copied 
fiom  the  designs  of  the  Orient.  Some  are  metal  em- 
broidered with  jewel  embellishments,  colors  being  Persian, 
and  the  antique  silver  and  old  greenish  gold  shades.  Se- 
quins are  also  used,  the  design  frequently  being  in  coronet 
effect  at  the  front,  with  plain  satin  or  silk  band  at  sides 
and  back. 

Klexibility  is  a  feature  of  these  han(i('a\i\,  even  the 
precious  jewels  no  longer  being  put  on  in  stiff  coronets 
or  tiaras  Flexible  filigree  bands  are  a  high  novelty  in 
the  Krcnch  market. 

Made  flowers,  i)art ieulai  !>■  liutlon  roses  in  daintv. 
small  wreath  eO'ects  have  been  niueli  featured  lor  the 
\ oung  girl's  coiffure. 

Coral  heads  and  touches  of  jewelry  are  much  featured 
in  New  York  head-gear. 


Mr.  Cottage,  manager  of  the  dry  goods  department, 
Regina  Trading  Co,  and  A  Little,  manager  of  ladies' 
ready-to-wear,  for  the  same  house,  are  now  in  the  Kast 
on  a  Inlying  trip  to  Toronto  and  ''^Tontreal. 
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The  Demand   for   Jewelry 

Bolero  Pin  a  Feature  of  Coming  Season — Medallions 
and  Pendants  Specially  Good. 

Bolero  pins  are  now  being  taken  somewhat  tentatively 
by  bnyers.  They  are  the  new,  long,  narrow  pins  for 
use  with  the  flat  bow  of  velvet  or  satin  that  is  worn  Avith 
the  Dutcli  collar.  In  the  absence  of  any  other  specially 
striking  fashion,  they  should  be  a  welcome  novelty  among 
the  staple  lines. 

Very  pretty  effects  are  seen  in  metalized  Pei'sian  tint- 
ings  on  chased  pins.  Filigree  and  open-work,  with  the 
evei'-popular  amethyst  setting,  were  jiretty  in  the  gold  and 
silver  numbers.  These  pins  should  only  have  to  be  seen 
to  be  taken  up,  as  they  are  handy,  and  come  in  most 
exquisite  workmanship  to  I'etail  at  fifty  cents. 

Demand  was  felt  for  these,  as  a  high  novelty,  and  in 
genuine  metals,  as  far  back  as  six  weeks  ago. 

Good  business  should  be  done  in  pendants  and  medal- 
lions during  the  coming  season,  as  they  have  been  uni- 
versally well  taken,  and  continue  in  everyday  demand. 
All  sorts  of  new  features  are  showing,  including  imi- 
tations of  the  best  of  the  new  Parisian  jewelry — filigree, 
coral,  rhinestone,  etc. 

® 
Coronation  Souvenirs. 

Mention  must  not  bo  omitted  of  the  jirctty  coronation 
souvenirs  now  on  the  market.  Tliese  include  belt  pins, 
pendants,  buckles,  brooches,  etc.  They  are  already  sell- 
ing wherever  shown,  and  fine  business  will  he  done  in 
this  line.  Retailers  who  get  into  this  market  in  good  sea- 
son will  have  the  widest  choice,  as  the  attractive  lines 
will  pi-obal)ly  be  snapped   up  eaily. 


Parisian  Dolls  for  Next  Season. 

Never  before  has  the  ingenuity  of  the  toy-maker  been 
so  put  to  the  proof  as  in  the  dolls  showing  for  the  com- 
ing year. 

These  toys  are  positive  little  statues,  works  of  art 
of  no  mean  order.  Speaking  of  the  varieties  seen  during 
the  holidays  and  at  the  first  of  the  year  in  Paris  one 
traveler  says  :  "Every  conceivable  age,  nationality  and 
costume  is  reproduced.  You  see  the  French  child  in  com- 
pany of  her  "bonne,"  purchasing  a  doll  dressed  as  elabor- 
ately and  as  fashionably  as  herself,  or  perhaps,  the  exact 
counterpart  of  an  elder  sister  or  of  the  mother.  These 
little  marvels  have  grown-up  faces,  dresses  draped  in 
imitation  of  the  French  couturier's  latest  creation,  and 
heads  coifiured  a  la  mode. 

"There  is  the  dowager  doll  of  stately,  portly  propor- 
tions, grey-haired,  with  slightly  wrinkled  face.  There  is 
the  little  maid  of  seventeen  or  the  "cry-baby"  doll  of 
justly  wide  fame. 

"We  may  expect  to  see  many  of  these  models  on 
this  side  of  the  Atlantic  as  the  season  opens.  Nor  will 
they  be  expensive  as  might  be  supposed.  And  even  if  so, 
their  sale  would  be  assured  as  thoughtful  parents  are  ap- 
preciating the  great  educative  value  of  the.se  realistic 
images  of  the  costume  and  facial  characteristics  of  all 
nations." 

Most  of  the  above  varieties  can  be  had  in  unbreakable 
styles,  and  with  removable  clothing. 


Cole  Bros.,  West  Lome,  Ont.,  have  purchased  the  in- 
terest of  J.  T.  Benor  in  the  firm  of  Benor,  Scott  &  Co., 
Guelph.  Mr.  Benor  is  retiring  from  business.  Cole  Bros, 
will  carry  on  their  business  in  West  Lome  until  they  can 
dispose  of  it. 
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ANNOYED!  PLEASED! 


Barrette 

Troubles 

are 

Ended 


Oh.  Dear!  Another  barrette  with  a  broken  hinge 
and  hook  to  add  to  my  collection.  Will  the  day 
ever  come  when  one  can  buy  a  barrette  without  a 
hook  or  hinge  to  break  at  the  most  crucial  moment  ? 


At  Last  !  Found,  a  barrette  without  a  hook  or 
hinge  to  break!  See  how  easy  it  works,  too!  I 
must  tell  tell  of  this  wonderful  Selfun-Locbarrett  at 
our  "Bridge"  this  afternoon. 


Selfun-Locbarrett 


PATENT  PENDING 


ELIMINATES  EVERYBODY'S  BARRETTE  TROUBLES 

What  Every  Woman  Knows  " 

is  that  a  barrette  with  a  cemented  hook  and  hinge  is  an  annoyanxe,   and 
nine  times  out  often  is  not  to  be  relied  upon. 

What  Every  Retailer  Knows" 

is  that  a  woman  bringing  back  a  barrette  with  a  broken  hook  or  hinge,  or 
both,  and  wanting  to  exchange  or  repair,  is  a  niusaxce. 


(< 


What  Every  Jobber  Knows" 

is  that  a  retailer  returning  ever\-  few  da\s  a  batch  of  broken  barrettes  for 
credit  exchange  or  repair  is  a  iugrear. 

"What  Every  Manufacturer  Knows" 

is  that  he  has  nearly  worn  out  his  brain  matter  trviui?  to  find  a  remed\  to 
overcome  his  troubles,  Jobbers'  troubles.  Retailers'  troubles,  and  the  Dear 
Ladies'  troubles  from  broken  hooks  or  hinges  on  barrettes. 

Now  we,  Alfred  Burke  (^  Co. 

"The  Mouse  of  Always  Something  New,  "  have  invented  a  barrette  which 
will  obliterate  the  whole  barrette  trouble  and  do  away  with  the  hook,  hinge 
and  cementing  surface  bugbear. 
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Self  un-  Locbarrett 


PATENT  PENDING 


Dotted  line  shows  hov\,'  tonKue  locks  in 

No  Hook  No  Hinge  No  Cementing 

Therefore  No  Breakage 

SELFUN-LOCHARRETT    FITS    SNUGLY    TO    THE    HEAD    AND    DOES    NOT    SLIDE     IX 
THE   HAIR. 

SELFUN-LOCBARRETT  COST  NO  MORE  THAN  THE  ORDINARY  PRICES,  FROM  loc.  UP. 

PUT    UP    ATTRACTIVELY  ON  A    ;,-COLORED    CARD.       NEEDS    NO    DEMONSTRATION. 

WORKS   EASIER  THAN  THE   ORDINARY. 

HIGH   CLASS   FINISH   FROM   THE   CHEAPEST   LINE   UP. 

THE   MERITS   OF  THE   SELFUN-LOC  GUARANTEES   ITS    SALE. 


Sold  Through  Jobbers  Only 

Retailers    write   to  your  Jobber   for   Samples.      If  he   does    not    handle,   write    to    us    for    reference. 

Jobbers,  write  and  ask  for  our  attractive  proposition  on   Selfun- Locbarrett.      Attractive  Show  Cards, 
Circulars,  Cuts,  Demonstrating  .Samples,  with  your  name  thereon,  furnished  free- 

Every  Selfun-Locbarrett  put  up  with  a  Guarantee 
Against  Breakage. 

Samples  cheerfully  sent  to  all  reputable  Jobbers  on  request. 

ALFRED   BURKE  (^  CO. 

THE  HOUSE  OF  ALWAYS  SOMETHING  NEW 

Manufacturers  of  Hair  Ornaments 

HARROWER  &  JOHNSTON.  301  St.  James  Street.  MONTREAL  T  *  J_  HIT 

FREDERICK   O.  FEILMAN.  7  Syndicate  Block    Portae-e  Ave..  WINNIPEG.  MAN.  I    ^PniT1 1  Tl  ^TPT*         IVI  ^  QQ 

NEW  YORK  OFFICE.  438  Broadwav.  LATZ  BROS  ,  Rep.  J— /\-»VyxXJ.AXJ.O  UN^A  ,      XTACtOO. 
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Booming  the  Fancy  Goods  Department  by  Demonstrations 

A   Study    of   Actual   Conditions  -  How  .to    Get    Demonstrators  —  What    to 

Demonstrate    and    How    to    Do    It  —  Opportunities    for    the    Sales    Person     in 

the    Average    Store  —  Instances   of    Success. 


NO  one  will  dispute  the  fact  lliat  the  drawing  oi  a 
crowd,    by    legitimate   means   is   highly    desirable 
in  any     store,     and     ultimately  spells    increased 
sales.    All  advertising  and    window     display     is 
devised   to    this   end.    It   simply    becomes   a   question     oi 
how   best  to   attract  and  how   to  keep   the  people   there 
when   they  come. 

The  Question  of  Expense. 

Be  his  policy  ever  so  aggressive,  it  cannot  be  denied 
that,  at  the  outset,  the  merchant  of  average  means  is 
face  to  face  with  a  big  difficulty.  Large  lirms  are  re- 
peatedly oll'ered  a  demonstrator  to  display  goods  which 
some  proprietary  concern  wishes  to  sell  to  the  store. 
This  costs  the  store  nothing,  as  the  demonstrator  is 
simply  the  bonus  olfered  by  the  proprietors  of  the 
novelty,  usually  a  patent,  to  get  their  article  introduced. 

If  toe  great  store  can  sell  it  many  future  orders  will 
be  swung  by  the  traveling  salesman,  orders  whose  size 
fully  warrants  the  first  expenditure  of  the  salary  of  the 
demonstrator.  These  glib  and  clever  persons  command  a 
considerable  sum  per  week,  and  large  concerns,  especially 
on  the  other  side  of  the  line,  constantly  keep  a  staff 
of  them.  They  travel  from  place  to  place,  introducing 
the  new  article  to  the  public  wherever  a  retail  firm  large 
enough  to  be  good  for  future  big  orders  may  be  found. 

If  the  retailer  of  a  town  of  medium  size  cannot  secure 
one  of  these  demonstrators,  what  can  he  do  to  supply 
his  place  '!  The  problem  is  simpler  than  would  at  first 
appear.  In  smaller  places,  clerks  frequently  remain  with 
one  store  for  many  years.  Now,  some  among  these  em- 
ployes would  show  talent  which  might  be  turned  to  ac- 
count by  the  employer,  to  the  benefit  of  both.  In  other 
words,  the  material  from  which  demonstrators  are  made 
lies  to  the  employer's  hand  if  he  knows  how  to  use  it. 

Training  Employei  as  Demonstrators. 

Every  year  a  clever  woman  in  New  York  city  sends  a 
certain  number  of  girls  out  to  go  up  and  down  town  in 
all  the  business  olfices  with  different  propositions.  Green 
applicants  come  to  her  at  her  hotel.  She  sizes  up  their 
appearance,  suggests  alterations  and  possible  improve- 
ments of  any  nature  that  may  occur  to  her — always  tact- 
fully, and  simply  with  respect  to  the  purpose  in  hand. 
She  then  coaches  her  girls  in  methods  of  approach,  in 
ways  of  securing  names  of  those  to  be  interviewed,  in 
the  little  details  of  getting  a  word  from  one  patron  with 
which  to  go  on  to  another,  of  entering  into  a  free  and 
pleasant  conversation  while  avoiding  reference  to  race, 
religion  or  politics,  and  so  on.  These  girls  are  drawn 
from  all  classes,  and  yet  they  are  remarkable  for  their 
success. 

Precisely  the  same  principles  which  apply  to  sales- 
mansnip  "on  the  road"  are  true  of  salesmanship  in  the 
store.  A  bright,  energetic  girl  with  quick  intuitions  and 
an  easy  command  of  popularity,  owing  either  to  wit, 
good-looks  or  charm,  would  be  the  one  to  train  as  a 
demonstrator.  An  increa.se  in  her  salary  would  prove 
quite  sufficient  inducement.  It  is  "up  to"  her  employer 
to  see  that  she  has  the  neat  and  quiet  appearance  essen- 
tial to  the  position.  Frequently  such  employes  are 
dressed  for  the  occasion  by  the  store.  It  must  be  ronioni- 
bered  Iliat  the  above  is  cited  as  applying  to  the  clerk  in 
a   lowti   of   medium   size  where   people  known   each   other. 

Information  is  Essential. 

Having   secured      Ihe     iii;hl    sort    of   person,    the   next 
tiling  is  to  teach  her  how  to  talk.     Many  i)eoi)l('  conimon- 


ly  suppose  that  this  is  a  gift  not  to  be  acquired  at  will. 
They  are  wrong.  The  best  saleswoman  out  of  a  group 
of  clever  .American  girls  was  one  who,  on  personal  ac- 
quaintance, proved  taciturn.  The  reason  why  she  was 
never  at  a  loss  for  a  word  when  demonstrating  was  be- 
cause she  studied  hard,  and  she  knew  absolutely  all  that 
could  be  said  for  the  article  she  was  showing.  Her  short, 
concise,  but  courteous  sentences,  she  had  practically  by 
heart.  Every  day,  she  said,  she  discovered  ways  of  im- 
proving them.  When  she  had  said  all  that  could  be  said 
for  her  article,  answered  all  possible  objections,  which 
she  worked  up  beforehand  as  a  matter  of  course,  and 
added  anything  that  the  individual  case  might  demand, 
she  usually  "landed"  her  customer.  If  she  did  not,  ohe 
went  on  at  once  to  another.  Above  all,  she  was  never 
either  discouraged  or  elated.  She  made  a  rule  not  to 
touch  things  for  which  she  could  feel  no  genuine  en- 
thusiasm. She  was  absolute  mistress  of  every  aspect  of 
the  thing  she  was  trying  to  sell  before  she  went  about 
to  sell  it.  .\s  a  result,  she  convinced  others  of  its  use- 
fulness, and  she  never  lacked   talking  points. 

A  Well- Known  SaJesman's  View. 

"Enthusiasm  is  more  than  half  the  battle,"  said  the 
traveler  of  a  certain  old  established  firm.  "I  could  not 
succeed  as  I  do  with  the  toilet  accessories  1  carry  if  I 
were  not  myself  sure  that  they  are  good.  I  use  them,  I 
believe  in  them,  and  I  sell  them."  This  salesman  warmly 
encouraged  the  idea  of  showing  special  lines  in  the  fancy 
goods  department,  particularly  those  lines,  allied  to 
toilet  goods. 

Nothing  is  found  to  be  so  productive  of  sales  or  so 
attractive  to  the  general  public  as  the  demonstrating  of 
a  really  good  novelty.  People  come  to  see  and  stay  to 
buy. 

Some  Practical  Instances. 

Art  needlework  was  given  a  little  parlor  upstairs  in 
the  recent  Christmas  preparations  of  a  dry  goods  store. 
Beautiful  imported  models  were  lavishly  thrown  about. 
Chairs  were  provided  and  tables  loaded  with  fine  fancy 
articles.  Every  day  an  expert  embroiderer  sat  at  frame 
reproducing  the  imported  articles.  As  a  result  many 
ladies  bought  materials  under  her  advice. 

A  glo^e  cleaner  was  demonstrated  to  advantage  down- 
stairs, creating  lively  times  in  the  glove  department. 
Many   tins  were   sold. 

A  bow-maker  created  a  sensation  in  the  ribbon 
department,  producing  the  daintiest  confections  before  the 
eyes  of  the  pleased  customer.  Many  a  country  clerk 
could  do  as  well  with  a  little  practice  in  a  city  whole- 
sale. \  mender  of  broken  articles  made  the  "Notions" 
hum  for  (la\s  ]-]\vn  better,  his  glue  was  good  and 
and  would  really  stick  things  together  and  keep  them 
stuck. 

New-  hair  goods  are  absolutely  wasted  without  a  de- 
monstration on  the  lay  lisure.  .V  clever  girl  could  do 
this  to  the  greatest  advantage.  Why  not  give  her  a 
booth  in  the  millinery  department,  and  let  the  ladies  go 
in  one  at  a  time  ?  If  the  demonstrator  were  a  stranger, 
possibly  it  would  be  so  much  the  better  in  such  a  case. 

Who  will  be  the  first  to  demonstrate  the  making  of 
the  new  aviation  caps  now  seen  on  the  street,  the  slides, 
the  rink,  everywhere  ?  Whoever  does  should  have  a  record 
trade  in  wools  and  chenille,  by  the  skein,  for  the  cap 
can  be  crocheted  in  a  couple  of  hour.s  and  it  is  the  novelty 
of   the  season. 
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Would  You  Adhere  to  Policy  ? 

Or  Would  You  Make  This 
Case    An    Exception  ? 

In  these  days,  when  the  demands  of  progressive  merchandising  place  the 
man  with  ready  cash  in  a  position  of  distinct  advantage,  it  is  a  wise  plan  to 
adopt  a  well-understood  policy  in  the  matter  of  collections. 

If  the  cash  system  is  not  immediately  feasible,  the  merchant  may  pursue  a 
course  which  is  not  subject  to  an  elastic  interpretation. 


InuiNANT  Customer  (to  merchant  who  has  recently  decided  to  issue  statements 
twice  a  month  and  insist  upon  his  policy). — "What  is  the  meaning  of  this,  Mr.  Blank  ? 
Here  I  have  received  dunners  from  you  twice  in  as  many  months.  Haven't  we  always 
paid  either  at  the  end  of  six  months,  or  at  least  once  a  year  ?  Why  do  you  include  us 
in  this  latest  pay-up  plan  of  yours? 


No  good  policy 
was  ever  adopted 
without  a  certain 
amount  of  diffi- 
culty. The  car- 
toon presents 
one. 

The  customer, 
probably  on  ac- 
count  of  long- 
standing connec- 
tion  with  the 
store,  considers 
herself  entitled  to 
better  treatment 

The  question 
which  The  Review 
would  like  mer- 
chants to  answer 
is  :  What  would 
you    say  ;    what 


would  you  do  under  these  circumstances  ? 


For  the  three  best  answers,  the  following  prizes  will  be  paid : 

FIRST  SECOND  THIRD 

$3  and  Review  for  One  Year.      $2  and  Review  for  One  Year.      $1  and  Review  for  One  Year. 

All  contributions  to  be  published  in  one  issue  of  The  Review. 

This  competition  is  not  confined  to  salespeople  in  departments.  It  is  an 
opportunity  for  any  member  of  the  staff.  This  contest  will  be  a  monthly  feature 
of  The  Review. 


Address  all  answets  to  The  Editor  of  'CTie  T)ry  Qoods  T^eVieW,    143-149  University  Avenue,   Toronto 


Advertising  Which   Gave  Emphasis  to  Special  Occasions 

Ads.  Which  Started  Out  the  New  Year  with  Proper  Swing  —  Unique   Display 
by  Trudell  &  Tobey.  Hamilton  -Suggestions  Calculated  to  Improve  Specimens 


THE  advertisement  of  Hodgens  Bros.,  Goderich,  in 
The  Signal,  exploiting  a  November  month-end 
sale  is  good  advertising.  Coming  as  it  does  dur- 
ing the  last  Saturday  and  Monday  of  November 
sufficient  excuse  is  given  for  the  editorial  and  sale. 
"Planning  the  way  for  Christmas  business."  Hodgens 
Bros,  have  made  good  use  of  the  space  at  their  disposal 
and  every  advantage  is  taken  both  as  to  arrangement, 
display     type,     descriptive    and    opportunity      in   stating 


j  November  Month-end  Sale  Days 


SATURDAY  and  mONDAV. 
NOVEMBER  26th  and  28th. 


v..  .,|  ,.  .  „ Jully,  iK..,  M.il.  .t  ,,,. 


i.J   L-<.-tv        ll.f.   »..    I. J 
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A  Remarkable  Dres&  Goods  Offering 

9(k  10  ILiU  IVn»  OocMl^  (or  Mc 


50c 


IK  HiMii  W*Ml  II  Jt 


UK  Sair  ol  GJbboTH 


W45 
si  95 
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I  HODGENS   BROS. 

I      CMRCCT    tMf>ORTCR&  COOCRICH 


A    we.l-arranged    practical    common-sense     advertise- 
ment,   with    values    strongly   emphasized. 


values  to  retain  the  confidence  of  the  customers.  Values 
are  sufficiently  persuasive  and  every  effort  has  been  made 
to  carry  the  different  departments  according  1o  the  de- 
mand at  the  season  of  the  year. 

Arrangement  is  good,  and  the  division  oi  space  in 
regard  to  importance  of  departments  is  evidenced  through- 
out, dress  goods,  ribbons  and  silks,  occupying  positions 
consistent  with  the  force  of  the  value  and  with  the  im- 
portance of  the  offerings.  P^ach  particular  offering  is 
given  proper  display  and  the  discriptive  matter  is  snappy 
and  enthusiastic  enough  to  create  a  desire  on  the  part 
of  the  customer  to  sec  the  goods  at  least.  The  items 
chosen  cover  a  sufficiently  wide  range  to  create  interest 
in  every  department.  The  advertisement  denotes  fore- 
sight on  the  part  of  the  sales  clerks  in  the  method  of 
arranging  the  methods  of  selling,  sale  goods  being  sold 
in  the  basement  to  avoid  confusion  in  the  department 
and  lengths  being  cut  in  anticipation  of  the  uses  and  re- 
quirement of  the  customers.  Hodgens  Bros,  show  in  this 
advertisement  that  they  understand  fully  that  in  featur- 
ing a  sale,  values  must  be  given  and  that  these  values  are 


denoted  by   the  season   of  the   year  and   the  pressure    of 
other  business  or  lines. 

Another  dominant  fact  is  that  attention  is  given  the 
fundemental  idea  of  values  in  the  mind  of  the  customers. 
Lines  advertised  feature  drawing  lines  apt  to  sell  better 
goods. 

*    •    • 

The  full-page  advt.  of  Trudell  &  Tobey,  men's  fur- 
nishers, Hamilton,  is  from  a  very  unique  series  adopted 
to  overcome  disadvantages  of  location.  This  firm  began 
business  in  Hamilton  in  1907,  and  since  then  their  advts. 
have  discussed  almost  every  subject  under  the  sun,  but 
never  without  a  neat  turn  by  which  the  importance  of 
the  Two  T's  was  emphasized.  So  well  were  these  advts. 
prepared,  so  interesting  the  reading  matter,  that  they 
had  the  effect  of  increasing  the  circulation  of  the  papers 
in    whicli    they   appeared.      These   advts     often     expressed 


^ 


The  k  'fa  Extern  Grtttlnaa  of  The  S^a^'jn  to  All  Oid  Cualomm  who  hatx  vadtd  utfA 
U.H  yl/i(v  uf  cvmmencvd  Businesa  In  HoBUltan  In  Octoi»r.  1907.  <utd  to  iftr  9S12  marw 
m-u-  cusUnnfc/^  wfia  haOe  traded  tciUi  us  during  the  fir^  Un  motUfis  ofOtia  peer 


The  Chicken  and  The  Axe 


Oh!  What  a  Difference 


kt_0«v^^,*.^r-    I'^fw 


7»b   5MW   mfl  V  0«n   Bn^  S^tt  NtM  Wt^ 


TrudeU  &  Tobey  TllC     2     IT S     '*^**  *^°'^ "''°'"  ^ 


One   of    a    Unique    Series  bv    TrudcU   &•   Tobev.   Hamilton. 

opinions  somewhat  aside  from  the  latitude  of  the  regular 
editorial  matter  which  appeared  in  the  papers.  They 
dealt  with  municipal  questions  in  a  "different"  way,  stood 
out  boldly  for  rights  that  are  often  disregarded  in  the 
moulding  of  public  opinion,  suggested  civic  improvements 
in  a  way  that  attracted  much  notice  by  reason  of  their 
common  sense  view,  and  as  a  result  they  brought  much 
business  to  the  store.  The  advt.  shown  here  is  some- 
what of  a  summing  up. 


.€hT  GiMdr  JiPmitet. 
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Superb  Finish 


is^a  distinguishing  characteristic  of  Peerless 
Underwear.  Every  detail  of  every  garment  is 
subjected  to  the  closest  inspection  to  insure 
that  no  Peerless  garment   reaches    die   trade 

unless  it  reflects  the  high  standard 
of  quality   we  have   always  maintained   for 


6»5 


UNDERWEAR 

Fall  samples  in  all  sizes  and  weights,  for  men, 
women  and  children,  are  now  being  shown  by 
these  Peerless  representatives : 

OatMo:  C  Ac  A.  C  Qatke.  Eaptfe  BuiUinf.  WaUiagtoa  St.  W.,  Toreato 
BrituKCoiuabMl:  Gw.  AjCuapbeil  «c'C>..  Mci;cMti]«  Blk^Vucowm.  B.C 

Quibec:  EhmiIHmmI 115  St.  Jwepb  St.  QfeUe.  C^ 

MaridaK  Pioriacc^  a  A.  WoocQl.  20  wd  2 1  Roy  BdUing.  Hdif u.  N3. 
MMUtoU  tad  die  Nontk-Wot :  W«*>ni  Fabnc  G»..  63  Albot  St.  Wioaip*, 

Peerless  Underwear  Co, 

Hamilton,  Canada 


mmikn  Tht  Rnitw  t»  Advertisers  and  Tktkr  TftmAr*. 
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T^if?  cartoon  depicts  the  death  of  the  "old  clothing 
he-  whose  largest  egg  was  "clothing  price,"  and  the 
arrival  of  a  new  clothing  hen,"  symbolical  of  the  arrival 
o  he  "Two  T's"  in  Hamilton.  This  fowl  is  being  fed 
w  '  1  ginger  and  while  its  smallest  egg  is  "price,"  it  is 
strong  in  those  eggs  which  give  a  store  prominence,  such 
as  advertising,  display,  etc.  It  has  therefore  been  a  busy 
hen  since  1907,  producing  those  eggs  which  represent 
efficiency  of  store  information  and  service. 

Mr.  Tobey  does  not  hesitate  to  describe  this  as  freak 

advertising,  but  he  considers  that  it  has  paid  well.    One 

reason  for  this  is  that  practical  values  have  always  been 

emphasized  through  unique  illustration  or  reading  matter. 

*    *    * 

The  six  column  advt.  by  The  John  White  Co.  con- 
tains much  good  matter  which  with  more  careful  arrange- 
ment could  have  been  made  to  stand  out  more  effectively 


Our  Great  Annual  Sale  of  White  Goods  Opens  Tomorrow,  Feb.  First '. 


An    advertisement    containing    good    mallei:   but 
general  appearance  not  sufficiently  strong. 


in  the  space  to  which  it  is  applied.  In  the  first  place 
the  incentive  inspired  by  such  an  advt.  might  have  been 
made  the  keener  had  both  an  opening  and  a  closing  date 
been  given  the  annual  sale.  It  is  true  that  the  different 
sections  of  the  advt.  have  been  distributed  with  due  re- 
gard to  their  individuality,  but  the  general  appearance 
is  not  one  of  exceptional  strength  such  as  should  feature 
a  special  sale  advt.  In  the  suggested  arrangement  some 
attempt  has  been  made  not  only  to  conserve  space  for 
more  distinctive  display,  but  also  to  get  away  from  the 
danger  of  sameness  which,  though  not  intended  by  the 
man  who  wrote  the  advt.,  is  a  common  failing  of  people 
who  put  it  in  type.  The  use  of  horizontal  dividing  rules 
producing     panel     effect,     might    have    brought   about   a 

decided  improvement. 

*    *    * 

lohn  Lockett   &   Son,   Bridgetown,   N.S.,   featured    a 

umn   January   Challenge   Sale,    to   stimulate   business 

in   the   first   of   the    year.    Sale   opened    Jan.    5th     and 

I      ed    Jan.   31st.      Cash   prices   only   were   quoted.       The 

f   ect  of  this  advt.  is  impaired  somewhat  by  the  crowded 


appearance  of  the  heading.  The  words  "Your  oppor- 
tunity to  save  dollars"  and  the  following  lines  referring 
to  cash  bargains  could  have  been  arranged  to  better  ad- 


JANUARY     CHAUI^EtNOE     SALE 


Sp&;ial 


Your  Opportunity       1^''"'"^"?* 
To  Save  $  $  $ '— ~r 

Talie  ADVANTAOE  ot  it 


Bargains  '  Challense   Price*  In 


Ft  cish  o^JJO""  LocKett & .bon in^ E,ji,j j„  ji,^ 


Tbii  Sjk  Slarts  Jin. 


The    appearance    of    this   advertisement   has  been 
impaired   by   the   crowded   heading. 

vantage  had  they  been  given  the  full  width  of  the    four 
columns.     The      "Special"      item    and    "Table    Damask" 
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Suggested    re-arrangement   of   The    John    White 
Company's   advertisement. 
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items  have  the  appearance  of  being  squeezed  in  and  this 
is  somewhat  the  impression  given  by  all  of  that  part  of 
tlie  advt.  above  the  two  heavy  outlined  panels.  Had  the 
latter  and  the  "Remnants"  paragraph  been  shoved  near 
the  top  and  the  four  lists  which  run  across  the  page, 
been  dropped  below  a  better  effect  might  have  been  se- 
cured. The  writer  has  worked  out  an  improved  arrange- 
ment from  the  panels  down. 

It  is  a  question  whether  the  ad.  man  has  classified 
his  department  items  as  systematically  as  he  should. 
"Challenge  prices  in  bleached  sheetings,"  might,  with  ad- 
vantage, have  been  made  to  read,  challenge  prices  in 
bedding,  blankets,  linens,  sheetings  and  cottons,  with 
particular  type  emphasis  or  panel  display  of  any  items 
for  which  he  desired  prominence. 

There  are  many  attractive  values  described  in  this 
advt.  and  it  undoubtedly  brought  business  ;  but  on  the 
question   of   arrangement,    improvement   is   possible   along 

the  lines  suggested. 

*    *    * 

Qua  &  Patterson,  Collingwood,  have  done  some  ag- 
gressive work  in  the  two  page  advts.  with  which  they 
introduced  their  January  sale.  The  two  advts.  shown 
here  were  evidently  used  as  a  circular  and  one  criticism 
that  seems  applicable  in  that  connection  is  that  the  very 
heavy  display  at  the  top  of  each  page  should  not  have 
been  twice  necessary.  Taken  separately  the  advts.  ap- 
pear to  be  well  balanced  though  they  rather  suggest  the 
poster  idea  than  the  newspaper  advt.  Under  the  heading 
January  clearance  sale,  the  panels  might  have  been  made 
more  immediately  attractive  had  the  former  prices  and 
the  clearance  prices  been  J)rought  into  more  direct  con- 
trast, instead  of  running  the  same  price  at  top  and 
bottom.  The  writer  of  the  advt.  is  to  be  charged  with 
a  slight  mixture  of  metaphor  in  his  introduction.  He 
describes  the  occasion  as  a  "radiant  garden  spot,"  and 
goes  on  to  talk  about  "clearing  the  decks."  However 
this  is  nothing  more  than  excusable  license.      Probably  a 


more  practical  line,  such  as  "An  opportunity  that 
radiates  rare  values,"  might  have  been  an  improvement 
on  the  garden  spot  idea.  The  size  of  the  ready-to-wear 
stock  otiered  suggests  that  Qua  &  Patterson,  who  ssec- 
ialize  strongly  in  this  department,  made  elaborate  pre- 
parations to  make  of  the  sale  all  that  they  claimed  for 
it.  Under  the  heading  "Smashing  all  records"  the 
layout  is  more  immediately  attractive.  Here  the  prices 
are  brought  into  contrast,  but  one  cannot  help  remark- 
ing that  with  so  strenuous  a  heading  some  of  the  space 
allotted  to  general  boost  might  have  been  saved  for 
enumeration  of  more  values. 


Strong  Points  in  Card  Advertising. 

Announcements  from  the  raincoat  section  that  show- 
ings are  ready;  attention  called  to  the  merits  of  these 
garments  for  street  wear,  shopping  tours,  or  auto  use,  are 
now  in  the  windows. .  Umbrellas  and  parasols  are  also 
suggested,  and  combined  reference  made  by  the  card- 
writer,  is  in  season. 

Interest  and  great  b(;auty  in  the  fabrics  or  dress  goods 
display  are  good  themes  to  work  upon.  Readiness  for 
Spring  business  can  also  be  announced. 

Do  not  overlook  the  announcement  that  the  dressmaker 
has  returned,  and  the  department  reopened  for  the  Spring 
season.  Cards  and  references  to  early  oi'ders  being  placed 
should  be  evident. 

This  season  emphasis  upon  profusion,  shade  and 
novelty  is  right  merchandising.  Enlarged  department,  too, 
is  an  opportunity  for  enthusing  in  card  announcements  re- 
ferring to  silks. 

Readiness  to  complete  garments  in  specified  time,  and 
soliciting  enquiries  about  styles,  fashions  and  materials 
to  wan-ant  the  placing  of  an  order  in  the  dressmaking 
department  cannot  be  overlooked. 
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A  RADIANT   GARDEN  SPOT  OF    RARE   VALUES 


These  Most  Exceptional  Economies  ° 
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Just  Take  a  Run  Down  Tills  List : 


QUA  &  PATTERSON  - 


Cfullinawood 


These   are    sIrenuous-IookinK    advertisements.     Used    omlopposite    sides   of  a    circular    there   seems    to  be  reason   for    economy 
in   the    use  of    very   heavy   type   to   convey   theVsame    idea.    The  advts*  have  a  somewhat  formal  appearance. 
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First  novelties  in  neckwear  and  enthusiasm  about  in- 
teresting assortments  gathered  from  different  manufac- 
turers are  preferred  to  value  announcements  in  early 
cards. 

Guarantee  is  the  note  in  glove  cards.  Rather  feature 
quality  grades  and  interest  at  this  season.  Satisfaction 
and  backing  of  quality  for  the  makes  of  gloves  offered 
are  used  to  advantage. 

Complete  assortments  of  wash  goods  for  complete 
Spring  and  Summer  outfits  and  the  importance  and  op- 
portunity of  buying  to  advantage  now  are  good  points 
for  the  card-man  to  use. 

Advance  styles,  authentic  showings,  novelty  and  com- 
pleteness of  assortments  in  the  ready-to-wear  section  pro- 
vide numerous  aids  for  Spring  cards. 

It  is  none  too  soon  to  suggest  Spring  housecleauing 
in  the  home-furnisliing  section  cards.  Prej^aration  for  the 
linoleum  and  annual  announcements  to  come  are  antici- 
pating work. 

Inspiration  for  oiiening  cards  are  evident  everywhere. 
Spring,  lithographs  and  posters,  wall  paper  designs,  matte 
borders  and  colonial  or  panel  patterns,  all  suggest  op- 
portunity. Work  done  now  saves  rush  and  over-liurried 
results. 

All  cards  should  assist  the  advertising  man,  and  tend 
to  follow  his  lead.  Use  other  suggestions  than  your  own, 
and  the  initiative  of  others  when  directed  in  your  woi'k 
helps  to  broader  ideas. 

Cut,  tailoring  and  simple  lines  in  talk  for  suits,  coats 
and  skirts.  Advance  and  welcome  of  spring  showings 
are  suggested  for  cards.     Style  is  always  to  the  point. 

Freshness  and  prettiness  are  good  contrasting  words, 
and  both  are  appealing  to  the  customer.  Use  these  words 
in  conection  with  the  dresses  now  showing. 

Exclusiveness  and  distinction  are  always  tempting 
when  used  on  spring  cards  depicting  novelties.  Comfort- 
able, Practical  and  Economical  can  be  used  in  connection 
with  the  housedresses  and  wrappers.  Occasion,  too,  is 
good  comment.  Street  afternoon  or  evening  wear  and 
newness  cannot  be  outdone  in  announcements  and  on 
Spring  cards. 


Enthusing   Young   Salesmen 

Plan   Adopted   by    B.    W.    Thomas,  Hartford, 

Which    Enlisted  the  Influence  of  the  School 

Children  with  Good  Results 

How  many  merchants  cultivate,  to  their  advantage, 
the  influence  of  young  people  in  directing  business  to  their 
establishments  ? 

Boys  and  girls  are  energetic  workers  and  enthusiastic 
talkers  and  therefore  good  advertisers. 

Merchants  are  adopting  ideas  that  will  enlist  these 
workers  to  a  greater  extent  each  season.  Sufficient  in- 
ducement and  incentive  is  given  to  the  young  folks,  the 
children  in  the  schools  of  the  vicinity  to  exert  their  in- 
fluence. 

B.  W.  Thomas,  of  Hartford,  seems  to  have  hit  on  a 
novel  scheme  for  arousing  the  interest  of  the  young  sales- 
men in  his  district.  He  called  it  a  "Young  Salesman" 
contest. 

Confidence  of  the  young  people  was  gained  by  telling 
them  plainly,  that  the  store  wanted  more  business  and 
asking  them  to  help  in  directing  whatever  they  could. 

Mr.  Thomas  personally  visited  the  schools  and  told  of 


the  contest  he  was  inaugurating  and  the  prizes  he  was 
offering.  He  explained  exactly  the  conditions  of  the  con- 
test, the  incentive  for  them  to  use  their  influence  on  his 
behalf  and  the  honor  of  being  the  best  girl  or  boy  hustler. 

At  the  same  time  circulars  were  sent  to  the  custom- 
ers enumerating  values  and  special  offerings.  Inducements 
were  fairly  liberal  and  the  advertisement  showed  a  judi- 
cious use  of  display  cuts  and  display  type.  The  editorial 
was  addressed  to  the  young  people  of  six  different  school 
sections. 

Four  hundred  cards  3 A  inches  x  5^  inches  were  issued 
to  the  young  people.  On  one  side  of  this  card  was  print- 
ed a  place  for  the  name  and  address  of  the  contestant. 
Serially,  so  that  the  amounts  could  be  credited  on  the 
card,  at  the  time  of  purchase,  were  printed  value  figures 
from  3c  to  $3.00.  These  figures  included  those  even 
amounts  likely  to  be  required,  such  as  5c,  10c,  25c,  50c, 
75c,  .$1.  The  figures  were  arranged  around  the  edge  of  the 
card  so  that  the  purchasers'  check  amounts  could  be  easily 
punched  and  credited.  The  aggregate  amount  on  each 
card  was  $63.98. 

On  the  reverse  of  this  card  was  printed  a  list  of 
twenty  prizes,  ten  prizes  for  the  girls  and  ten  for  the 
boys.  The  list  of  girls'  prizes  included  a  girl's  watch. 
Indian  suit,  doll  carriage,  stereoscope,  post  card  box,  pen- 
knife, perfume,  school  bag,  handkerchiefs  and  pencil  box. 
The  boys  were  offered  similar  articles.  Prizes  included  in 
their  list  a  boys'  scout  uniform  and  an  air  rifle.  A  space 
also  was  left  on  this  side  of  the  card  for  the  customer's 
name  and  address. 

Prizes  were  displayed  in  the  show  window  and  were 
valuable  enough  to  excite  the  envy  of  any  girl  or  boy, 
the  watches  being  solid  silver  and  handsomely  engraved, 
while  the  rifle  was  a  "King  .Jr."  Tickets  were  placed 
on  each  of  the  articles  relatively  as  1st,  2nd,  or  3rd 
girl's  or  boy's  prize. 

The  scheme  was  simple  enough.  "Young  Salesmen" 
wrote  their  names  on  the  cards,  asked  their  parents  or 
friends  or  those,  who  were  known  to  be  prospective  cus- 
tomers, to  do  as  much  as  possible  of  their  purchasing 
with  B.  W.  Thomas. 

The  amounts  of  these  purchases  were  credited  to  each 
salesman  on  their  card,  presented  by  themselves  or  the 
customer  at  the  time  of  sale. 

The  prizes  were  awarded  in  respecfive  merit  to  the 
girl  or  boy  whose  cards  aggregated  the  highest  sales  dur- 
ing the  period.  A  specified  date  announced  the  opening 
and  close  of  the  contest  and  all  sales  were  to  be  made 
within  that  time. 

It  is  needless  to  say  a  great  amount  of  enthusiasm 
was  manifested.  The  "Young  Salesmen"  worked  like 
missionaries  and  good  results  were  achieved 

One  source  of  satisfaction  in  this  contest  was  the 
direct  results  from  the  advertising  and  for  the  outlay 
made.  Each  purchase  could  be  traced  directly  in  regard 
to  the  influence  at  work  and  credit  given  the  young  people 
for  the  valve  of  this  influence. 

Probably  the  contest  could  have  been  made  a  better 
advertising  feature  had  the  prizes  been  presented  at  the 
closing  school  exercises  at  the  end  of  the  term.  Arrange- 
ments might  have  been  made  to  secure  a  public  hall  and 
to  combine  the  exercises  of  the  different  schools  in  a 
grand  finale.  These  arrangements  could  possibly  be  made 
with  the  principal  or  head-master  of  the  school  or  the 
Board  of  Education. 

Many  schools  where  the  social  element  is  in  favor  of 
making  "school  days"  days  to  be  remembered  already  hold 
these  closing  exercises.  A  concert  is  given  and  the  par- 
ents and  friends  attend.  This  is  the  merchants'  oppor- 
tunity to  present  the  prizes  in  connection  with  the  certifi- 
cates, scholarships  and  diplomas. 


Good    Business    in    Fancies 

Travelers  Report  that  Merchants  are  Placing 
Liberally  for  their  Fall  Requirements— Sweater 
l'i:i^lSi  I  I  Coat  Demand  Vigorous. 

FIRST  reports  from    travelers,  who  have  returned 
from  their  special  trips  with  wool  goods,  sweater 
coats,  clouds,   toques,   scarfs    and  novelties,  indi- 
cate a  good   business    so   far.     It   is   stated   that 
two  well-known    mills  have    withdrawn     their    travelers 
from   the  road,   such  has  been     the    volume  of     business 
placed. 

Merchants  have  given  their  orders  pretty  freely,  recog- 
nizing that  they  must  do  so  in  order  to  secure  anything 
like  proper  delivery. 

Deliveries  have  been  asked  for  June  1st  to  15th,  for 
those  fancy  lines  of  ladies'  sweater  coats  demanded  by 
the  customers  for  summer  wear,  outing,  touring  and 
traveling.  Staple  lines  are  placed  for  delivery  August 
15th  to  September  1st. 

Aviation  Caps  and  Motor  Hoods. 

Naturally  travelers  are  enthusiastic,  more  especially 
about  novelties,  their  orders  showing  that  without  ex- 
ception so  far  aviation  caps,  motor  hoods,  smooth  knit 
fold-over  toques  and  the  silk  and  wool  mufllers  or  senorita 
scarfs  are  booked  anticipating  the  demand  bound  to  come 


for  these  goods  next  Fall  season.  This  shows  that  mer- 
chants fully  realize  the  importance  of  these  lines  in  the 
Fall  selling. 

® 

In  sweater  coats,  styles  taken  run  from  the  staple 
length  garments  to  the  longer  or  36-inch  coats  in  the  no- 
velties. Especially  marked  is  the  demand  for  the  novel- 
ties and  the  taking  of  better  lines  throughout. 

In  the  novelties,  fancy  knit  lines,  coats  featuring  the 
small  hip  effects  and  co-ed  styles  appear.  As  the  most 
popular  sellers  military  collars  are  among  the  best  sellers 
so  far,  but  many  merchants  feature  the  novelty  collars 
on  the  better  lines  which  probably  accounts  for  this  ap- 
parent result. 

The  Preferred  Colors. 

In  colors,  plain  white,  cardinal,  navy  and  grey  are 
booked  without  question.  Combinations  show  fair  tak- 
ings but  the  feeling  rather  is  that  so  far  merchants  have 
only  placed  colors  which  they  know  will  prove  sellers. 
Orders  show  this  to  some  extent,  and  any  novelty  arrange- 
ment will  be  quickly  taken  as  soon  as  the  merchant  finds 
the  exact  trend.  That  the  buyers  are  holding  an  opening 
for  other  than  the  staple  lines  is  evident. 
Demand  for  Scarfs. 

Silk  and  wool  and  ice  wool  crochet  motor  scarfs, 
both  for  ladies  and  men,  are  in  greater  demand  than  ever. 
This  is  a  natural  result.     Merchants  did  not  fullv  realize 


Interior  View  of  the  Jaeifcr  Store.  Toronto,  showinif  Uninuc  Methods  of  Effective  Display. 
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THE  REPUTATION  OF 

R.  M.  Ballantyne,  Limited 

STANDS  BEHIND 

*' Beaver  Brand'' 

Knitted  Goods 

Made  from  the  best  imported  yarns  by  expert  people. 

WE  MANUFACTURE- 
Gloves,  Mitts,  Toques,  Caps,    Sashes,    Sweater 
Coats,  Sweaters  and  Jerseys,  Hose  and  Half  Hose 

Our  factory  is  equipped  with  the  most  modern  and  up-to-date 
machinery  and  is  acknowledged  to  be  a  model  of  cleanliness 

"Beaver  Brand"  Knitted  Goods 

are  beyond  comparison  in 

Fit,      Finish,      Durability 

When  you    order  "BEAVER  BRAND"  you  are 
sure  of  Quality  and  Prompt  Delivery 

R.  M.  Ballantyne,  Limited 

STRATFORD,  -  -  -  ONTARIO 
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Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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An  Unmistakable  Guarantee! 


There's  nothing  so  pleasurable  and  profital)le 
as  hiuuUiiig  a  line  of  goods  with  a  guarantee 
beiiind  it ! 


%% 


CEETEE" 

Underwear 

is  positively  warranted  not  to  shrink  and  every 
dealer  is  authorized  to  exchange  any  garment 
that  does  not  fully  live  up  to  this  warranty. 

' '  Ceetee ' '  garments,  moreover,  are  unrivalled  in 
fit,  finish,  comfort  in  wear  and  durability  and 
should  have  a  foremost  place  in  your  underwear 
department. 

Make  a  generous  provision  for  "Ceetee"  in 
your  next  buying. 

THE  C.  TURNBULL 
COMPANY  OF  GALT, 


GALT 


LIMITED 

ONTARIO 


the  importance  of  these  lines  last  season.  Owing  to  their 
popularity,  mufflers  were  sold  out  early  in  the  holiday 
rush.  Merchants  are  placing  a  sufficient  quantity  of  these 
this  season. 

A  designer  on  ready-to-wear  garments  makes  the  as- 
.seition  that  golf  coats  had  become  a  department  by  them- 
selves and  that  in  no  way  did  the  sale  of  these  garments 
affect  the  sale  of  suits  and  coats.  This  was  on  account  of 
the  shorter  coats  featured  both  for  Spring  and  early 
Fall  and  the  long  straight  lines  of  the  garments  now  be- 
ing prepared  for  next  Winter's  retailing  by  the  readj'-to- 
wear  designers. 

® 

Sweater  Coat  Department  Justified. 

It  was  argued  that  necessarily  a  lady  required  the 
extra  garment  in  her  wardrobe  as  a  matter  of  demand 
for  an  outer  wrap.  The  early  use  of  the  golf  coat  in 
most  cases  was  to  wear  under  the  long  or  50-inch  coats 
of  past  seasons  for  warmth  and  comfort,  and  that  style 
was  not  such  an  important  feature.  Now,  however,  with 
the  shorter  jackets  for  early  Spring  and  anticipated  for 
early  Fall  and  the  immense  vogue  for  dresses  combined 
with  the  style  features  and  improvements  in  the  sweat- 
er coats  as  offered  for  this  season,  the  demand  is  simply 
as  an  extra  wrap  and  in  no  way  interferes  with  the  sell- 
ing of  other  ready-to-wear  lines. 

This  is  another  justification  of  the  forecasts  of  The 
Review  and  of  the  stand  taken  that  the  department  of 
sweater  coats  has  justified  itself  for  this  season  and  that 
the  demand  will  be  asserted  and  maintained  for  Fall. 

First  reports  from  the  road  men  and  the  orders  book- 
ed, as  well  as  early  sales  in  the  department,  also  indicate 
this  result. 


THE  HALL-MARK  OF 


Registered  No.  262.005 
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Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI-^ 

RLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE   FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  oi  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  In  Fit. 
Guaranteed  Unstirlnkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be   had  from    any  of   the    Leading 
Wholesale  Dry  Goods  Houses 


Quantities  of  Hosiery  Placed 

All  Staple  Lines  Being  Booked  and  Earlier  De- 
livery   Asked — Prices    in    Some    Cases    Main- 
tained by  Quotations  on  Quantities. 

Hosiery  reports  show  quantities  of  plain  cashmere 
and  llamas  placed  already  for  Fall.  Silk  embroidery  lines, 
too,  are  booked,  showing  that  all-black  embroidered  lines 
are  among  the  best  sellers  in  fancies. 

Results  so  far  are  very  encouraging,  travelers'  orders 
show  increased  business  so  far  compared  with  this  season 
a  year  ago. 

Better  lines  are  being  largely  taken  in  anticipation  of 
changes  in  qualities  and  values.  The  disposition  also  is 
to  place  these  qualities  in  good  quantities,  rather  than 
repeat  so  often  during  the  season,  in  order  to  maintain 
the  department  values  established  at  the  beginning  of  the 
Fall  season. 

Some  price  quotations  are  only  maintained  in  quan- 
tity, such  as  the  cheaper  grades  of  plain  cashmeres  and 
wool  ribs  in  the  usual  .$2.25  lines.  Quotations  are  for  20 
to  25  dozen  lots  only  and  no  guarantee  of  repeats. 

Merchants  placing  orders  now  have  no  real  or  appar- 
ent reason  for  doubting  delivery. 

It  is  noted,  however,  that  many  merchants  are  re- 
quiring delivery  1st  .\ugust  instead  of  1st  September. 
This,  no  doubt,  is  owing  to  Fall  hosiery  being  featured 
earlier  each  year  and  advertised  to  meet  the  demand  or 
overcome  the  tendency  of  people  buying  in  the  cities  dur- 
ing exhibition  period. 

Tn  some  cases  merchants  have  thought  earlier  demand 
of  shipments  would  naturally  guaraP^fT  <ind  protect  them 
in  the  matter  of  deliverv. 
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All  Wool 
Hand  and  Machine  Knitted 

GOLF  COATS 


LATEST 
STYLES, 
COLOURS, 
FINISH. 


PERFECT  FIT, 
LADIES'  and 
GIRLS' 
SIZES. 


LOWEST  MANUFACTURERS'  PRICES 

All  Orders  will  be  executed  through 
your  London  Houses. 

A.  T.  SINGER  ^  CO. 

77   FORE  STREET 

LONDON,  E.G.,   -    ENGLAND 


Established  1752. 

Knitting 

WOOL: 


Reg? 


T^EJ^EHCLANg_ 


e^Tze^ 


V  KHITTINGWOOL 


'MADE  IN  ENGLAND? 


BURNLEY'S 
WOOLS 

Prices  and  Terms  Right. 

Ask  our  Canadian  Agent 

David  M.  Chorlton 

30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 

GOMERSAL  MILLS,  near  Leeds,  ENGLAND 
Mfrs.  of  Knitting  Yarns  for  over  150  Years 


OUR    AGENT   has    LARGE  STOCKS     ON    HAND    of    these    BRANDS 


IN    ALL  SHADES. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


The  Advance  Fall  Lines 

Style  Trend   Which   Makes   for  Favor  of  Heavier 
Cloths  —  Some  Positive  Indications. 

INTEREST  is  now  centering  in  fabrics  for  the  Fall 
and  Winter  of  1911-12.  Prices  of  yarns  and  raw  wool 
are  firm,  and  therefore  there  is  little  or  no  change 
in  fabric  prices  for  the  coming  season. 
Advance  collections  of  dress  fabrics  are  now  being 
shown,  but  as  yet  there  is  little  that  forms  a  definite  in- 
dication. The  fact  that  tailored  suits  are  selling  much 
better  than  was  expected  a  month  ago  is  an  encouraging 
feature.  Due  to  this  and  due  to  the  fact  that  short  jac- 
kets and  straight  narrow  skirts  are  likely  to  be  worn 
through  the  coming  Fall  and  Winter,  buyers  are  favoring 
heavier  cloths.  The  matter  of  price  is  advanced  against 
this  in  the  cheaper  cloths,  but  it  should  be  pointed  out 
that  it  only  takes  li  yards  of  the  heavier  fabric  to  make 
a  short  coat,  narrow  skirted  suit  instead  of  the  six  yards 
light  weight  fabric  now  used.  This  evens  up  the  price  of 
the  suit. 

Serges  are  staple  and  to  the  present  line  heavy  serges 
are  to  be  added.  Cheviot  serges  in  an  extended  range  of 
blues  will  sell  and  rough  and  semi-rough  effects  in  wool 
and  worsted  dress  fabrics  promise  to  be  favored. 

The  distinction  between  fabrics  for  suits  and  for 
dresses  and  costumes  promises  to  be  strongly  marked  and 
for  dresses  and  costumes  open  weaves,  soft  sheer  silk  and 
wool  materials,  satin  finished  fabrics  and  materials  of 
that  nature  will  have  to  be  stocked  for  the  making  of 
gowns  for  dressy  wear. 

® 

Opening  of  Big  Silk  Season. 

The  activity  in  silk  fabrics  continues  and  the  season 
is  opening  up  with  satins  as  strong  sellers.  Soft  satins 
are  wanted  for  foundation  purposes,  and  they  are  selling 
for  suits  and  costumes  as  well  as  for  coats  and  evening 
wraps.  Black  is  the  big  seller,  but  the  blue  shades  headed 
by  king's  blue,  navy  and  Nattier  are  in  high  favor.  The 
city  stores  are  opening  up  their  Spring  foulards  and  the 
novelty  here  seems  to  be  the  combination  of  blue  and 
green.  Very  new,  too,  are  the  blurred  tapestry  designs 
printed  in  a  medley  of  soft  tones  and  colorings. 

Tussah  silks  are  doing  well  as  they  are  wanted  for 
coats  and  for  tailor-made  dresses  and  suits.  .Tap  tub 
silks  in  pencil  stripes  and  in  hairline  checks  are  being 
taken  up  by  many  buyers  and  there  promises  to  be  a  big 
business  done  in  these  silks 

Marquisettes,  silk  voiles,  chiffon  cloth  and  all  trans- 
parent drapy  fabrics  of  this  nature  are  in  great  favor,  for 
drapery  and  veiled  effects  are  high  style.  High-class 
waist  and  costume  houses  are  interested  in  these  !!;oods, 
and  these  fabrics  will  he  wanted  for  the  dressy  Summer 
gown. 


Borders  High  Novelty  in  Cotton  Fabrics. 

Orders  are  coming  in  freely  both  for  staple  and 
novelty  cotton  dress  goods.  The  season  is  opening  up  in 
the  retail  stores,  and  the  manufacturers  of  dresses  and 
costumes  are  preparing  for  a  big  season.  Marquisettes, 
plain,  embroidered  and  printed  voiles,  crepes,  nets  and 
fabrics  of  a  like  texture  are  in  heavv  demand.     There  is  a 


Damier  Silk  —  Shown  by  Ladies'  Wear,  Ltd..  Toronto. 

big  call  for  black  and  white  effects  and  much  of  the 
novelty  trade  promises  to  be  done  in  bordered  fabrics. 

Borders  are  shown  in  batistes,  cambrics,  lawns  and 
like  fabrics.  These  as  a  rule  are  in  small  floral  effects 
touched  and  emphasized  with  a  background  of  black  and 
with  tiny  scattered  motifs  above  the  border. 

Medium  and  lightweight  cotton  fabrics  in  white  with 
a  permanent  linen  finish  are  being  taken  up.  These  will 
be  used  for  outing  skirts  and  for  making  of  middy  and 
sailor  waists.  It  is  expected  that  the  coronation  of  a 
sailor  king  will  brins  these  blouses  strongly  to  the  front 
for  summer  wear. 

Prices  of  cotton  goods  still  show  an  upward  tendency. 
The  market  for  raw  cotton  is  still  with  raw  cotton 
around  15c.  Better  priced  fabrics  are  the  best  sellers, 
staple  lines  only  being  bought  as  needed. 


Striped  Effects  Predominate. 

Practically  ever}/  fabric  brouflht  out  for 
the  season's  felling  is  shouni  in  striped  effects, 
printed  on  or  woven  in.  Serc/es  and  heavy 
suitings  are  striped,  and  so  are  satins,  voiles 
and  marquisettes,  whether  they  are  of  sill-, 
wool  or  cotton. 
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What  New  York  is  Featuring         YOU  MUST  GET 


Dresses  Selling  Well  in  Black  and  White  and 
Other  Combinations  —  Veiled  Waists  Popular 

Staff   Correspondence 

!  Office  of  The  Dry  Goods  Review, 

115  Broadway, 
New  York,  Feb   6. 

FOR  the  early  spring  tailored  suit,  the  better  trade 
is  showiiii?  rough  tweeds  and  homespuns  in  black 
and  white  effects,  and  in  Bannockburn  tweeds  and 
Scotch  mixtures.  Rough  cheviot  serges  are  also 
shown.  Worsted  suitings  in  a  variety  of  metal  greys, 
ranging  from  silver  to  dark  steel  greys,  and  black  and 
white  effects  in  stripes  and  checks,  are  among  the  leading 
fabrics. 

As  the  selling  season  approaches,  more  is  heard  of 
tans,  and  it  is  expected  that  tan  mixtures  will  sell  well 
if  only  as  a  relief  from  the  all-prevailing  black  and  white 
and  grey. 

Serge  is  to  be  the  heavy  seller,  and  this  fabric  is  being 
taken  in  a  wide  range  of  qualities  and  prices.  Pencil 
stripes  are  decidely  good,  particularly  in  white  grounds, 
with  the  stripe  either  in  black  or  color.  White  serges 
are  always  popular  for  spring  and  summer  wear  and  the 
promise  is  for  an  exceptionally  good  season  in  this 
fabric. 

Prunellas  and  Ottomans. 

Owing  to  the  vogue  of  duchesse  satins  and  wool-backed 
satins  for  tailored  suits,  such  materials  as  prunellas  and 
Ottomans  are  being  taken  by  many  dress  goods  buyers. 
Other  staple  fabrics  selling  are  wool  taffetas,  silk  and  wool 
poplins  and  panamas.  Buyers  are  also  taking  permo 
finishes  in  light-weight  mohair  and  wool  fabrics. 

The  use  of  transparent  sheer  fabrics  is  to  be  the 
dominant  feature  of  the  new  season.  For  some  time  now. 
sheer  transparent  fabrics  have  been  high  stvle.  and  news 
from  Paris  emphasizes  their  use  in  that  fashion  centre. 
This  presages  an  immense  popular  use  of  such  fabrics  ns 
voiles,  in  silk  and  silk  and  worsted  and  in  cotton,  for  silk 
and  cotton  marquisettes  and  for  chiffons,  raousselines. 
etamines  and  fabrics  of  a  like  nature.  The  veilin?  of 
high  colors  with  black  or  dark  naw  will  be  a  strong  fea- 
ture of  the  season  now  opening  up. 

The  Vogue  of  Satins. 

The  use  of  transparent  fabrics  brin<rs  the  question  of 
a,  foundation  fabric  up  to  the  front.  Satin  is  hieh  stvle 
for  this  purpose  and  enormous  quantities  of  satin  will 
sell.  Soft  finishes  and  new  weights  and  combinations  are 
being  shown  in  this  fabric,  many  of  which  are  backed 
with  worsted  or  cotton. 

Handsome  Satin  Brocades. 

Heav^"  black  satins  are  to  be  high  stvle  for  coats  and 
wrans  for  street  and  evening  wear  through  the  co'ninc: 
Snrinc  and  Summer.  Satins  will  also  be  freelv  used  for 
trimming  purposes.  The  newest  fashion  note  is  the  nse 
of  handsome   satin    brocades. 

Stripes  predominate  in  all  the  new  printed  fabrics, 
even  in  foulards  the  best  sellinsr  patterns  are  the  striped 
effects.  Manv  handsome  bordered  desiarns  are  on  the 
market,  the  newest  being  made  np  of  various  widths  in 
stripes,  but  Persian  patterns  are  shown  in  neat  varietv. 
Metal  prints  are  among  the  novelties. 
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LAMBA 


ff 


(Registered) 
if  you  wish  to  be  handling  the 

World's  Best  Fabric 

for  Shirts,  Blouses,  Pyjamas  and  all  under- 
wear. Its  pleasing  wooly  softness,  charming 
design,  fast  colors  and  perfect  washing  and 
wearing  qualities,  all  combine  to  make  it  the 
admiration  of  countless  thousands  all  over 
the  world. 

Equal  to  Ceylon  Flannel  at  Flannelette  Price 

The  genuine  Lamba  is  stamped  Lamba 
on  the  selvedge.  No  imitations  can  give 
you  half  the  satisfaction  in  selling  or  your 
customer  in  wearing,  therefore 

GET  A  STOCK  IN  NOW 

And  be  sure  it  is  the  genuine  article 


LAMBA 


will  be  advertiied  in 

the  Canadian  Press. 


Stocked  by 

Mclntyre  &  Son  Co.,  Ltd.,  Montreal,  Canada 
J.  &  N.  Philips,  Manchester,  England 
I.  &  R.  Morley,  London,  England 


KING'S 


tstablished  1771 


FAMOUS 


•old  by  leading  Jobbers. 


SCOTCH 


Every  pleoe  perfect. 


HOLLANDS 


Scotch  Hollands  for  neany  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  Its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  oyer 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

CLASOOW,  SCOTLAND. 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO.. 
210  St.  James  Street         -  -  Montreal 
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YOU  are  selling  an  honestly  made 
shirt,  which  you  can  recom- 
mend without  hesitation  if  you  are 
featuring  the 

DEACON 
SHIRT 

Seams  are  double-stitched,  buttons 
securely  sewn  and  body  cut  large 
and  roomy. 

The  materials  used  are  of  first  qual- 
ity and  especially  suited  to  stand 
hard  wear. 

A  line  for  profit! 

The  Deacon  Shirt  Co. 

BELLEVILLE,  ONTARIO 


BELT  STANDS 

They   Show    and    Sell    the    Goods. 
We  have  several    styles.       This  is  only  one. 

mm 


No.  259J 
REVOLVING  STAND 

Action  steady  and  smooth. 
AYi  ft.  high.  Fitted  with  12 
prongs  extending  out  9  inches. 
Have  well  made  turn-ups,  so 
that  be'ts  cannot  work  off,  but 
are  easily  removed. 
Extra  heavy,  nicely  finished, 
plain  base.  Card  frame  5x7 
inches. 

Our  new  catalogue  will  tell 
you  all  about  other  display 
devices  for  your  men's  wear 
departments. 


J.  R.  PALMENBERG'S  SONS 

Establilhcd   1632 

7 1  0  Broadway,  New  York 

Factory:     87,  89  and  91   West  3rd  Si.,  New  York 

30  Kingston  Street  1  d    . 
no  Bedf Old  Street  r  ^°"°° 


10  and   12  Hopkins  Place 
Baltimore 


11  r^^^^  The  Retailer  who   is   able  to   guarantee   these 

lines  to  a  customer  is  certain  of  satisfying  him 

^  -  J.        "  Beaver  Brand"  Hosiery 

X  JLCLXX  is  featured  by  strength  in 

TT  Toe  and  Heel 

ilOSG 

•**'  -*-vyvJVi>  j^  ^g  perfect  fitting,  following  the  curves  of  foot 

and   leg,   and   assures   a   maximum   of  comfort 

Your  customers  will  like 

"Beaver  Brand'*  Hosiery 

and  your  profits  will  increase  by  greater  sales 

R.  M.  Ballantyne,  Limited 


STRATFORD, 


ONTARIO 


Please  tnciitioii   flic  Reiiez^'  to   Advertisers  and  Their   Travelers. 


Modern  Store  Equipment 


FIRST  guns  of  the  Spring  campaign  have  been  fired 
and  the  merchandising  started  favorably  for  the 
new  season. 

During  the  first  weeks  of  March  the  entire  staff 
of  establishment  have  returned  to  their  respective  places. 
Buyers,  heads  of  departments,  manager  and  all  are  clamor- 
ing for  department  representation  in  the  windows  and  in 
the  displays.  Full  of  enthusiasm  they  are  anxious  to 
secure  the  first  opportunity  to  show  the  new  lines  re- 
ceived since  the  visits  to  the  wholesalers.  Representa- 
tion is  also  asked  for  in  order  to  place  the  respective  de- 
partments before  tlie  buying  public,  and  each  head  con- 
siders his  or  her  department  most  in  need  of  the  dis- 
plays. 

Not  much  sympathy  is  evidenced  for  the  window  trim- 
mer and  his  personality  is  bound  to  be  lost  in  the  amount 
of  work  that  is  exepcted.  Neither  is  it  necessary  for  him 
to  wait  imtil  Monday  morning  of  each  week  to  decide 
which  department  shall  have  representation  and  how  much 
space  can  be  allotted  to  each  section.  The  easier  wav 
is  to  give  every  important  part  of  the  store  a  specialized 
showing. 

Give  All  a  Chance. 

Easter  coming  comparatively  late  this  season,  it  is 
suggested  that  each  section,  dress  goods,  ready-to-wear 
and  home  fui-nishing.s  departments,  be  given  the  entire 
front  for  one  week,  and  that  displays  for  the  particular 
week  be  made  entirely  from  the  individual  department. 
There  is  plentv  of  time  this  year,  and  the  millinerv  de- 
partment will  be  given  its  showing  at  the  formal  open- 
ing, likely  on  the  fourth  week  of  the  month  of  March. 

This  arrangement  will  donbtless  please  the  heads  of 
these  departments,  and  is  bonnd  to  please  the  emplover. 

Plentv  of  time  is  given  for  each  department  to  plan 
which  lines  are  to  be  displaved  to  advantage.  An  oppor- 
tunitv  is  also  given  to  displav  with  possiblv  more  dis- 
tinction the  new  goods,  with  relative  consideration  to  the 
incoming  season's  most  import.nnt  requii'ements. 

The  campaign  is  furthered  bv  brincring  these  depart- 
ments forciblv  before  the  buyin<i-  public,  not  as  was  done 
in  February,  as  a  whole  store,  but  with  the  individual 
importance  of  their  part  of  the  establi.shment.  Show  the 
position  each  section  has  in  combining  to  create  the  en- 
tire merchandising:  institution. 

The  same  result  is  2:nitied  in  Inrcer  stores  bv  combininsr 
the  displavs  and  advertisinsr  scheme  in  regard  to  the 
floors  in  the  establishment,  each  floor  being  given  pnblic- 
itv  in  rotation,  such  as  basement,  main  floor,  2nd  floor, 
etc. 

The  Windows  for  March. 

"Window  dressers  should  aim  during  March  to  mani- 
fest to  the  buying  public  the  superior  merchandising,  and 


buying  facilities  enjoyed  by  the  firm,  and  to  do  so  in  such 
a  way  that  the  importance  of  each  individual  depart- 
ment will  be  emphasized. 

The  Fabric  Display. 

Dress  goods  and  silk  section  showings  come  first  in 
order  to  start  the  season's  work  in  the  dressmaking  de- 
partment with  the  proper  swing.  Selections  of  which  line 
to  show  will  possibly  be  made,  as  to  novelty  of  weave  or 
color.  Value  perhaps  at  50c,  75c  or  .fl.OO  will  decide  the 
head  of  the  department.  Another  idea  is  to  show  the 
new  fabrics  with  regard  to  their  adaptability  for  separate 
.skirts,  suits  or  street  costumes,  house,  afternoon  or  even- 
ing gowns.  One  window  is  devoted  to  each  respective 
showing,  as  the  case  may  be. 

Make  the  display  simply  a  choice  of  color  or  material 
— an  array  of  materials,  trimmings,  accessories  and  sug- 
gestions appealing  alike  to  the  taste,  preference  and 
discrimination  of  the  prospective  customer. 

Confidence  and  forethought  must  be  expressed  in  each 
individual  drape,  in  the  matter  of  combining  trimmings 
and  suggesting  any  of  the  season's  leads  of  fashion. 

First  showings  of  the  dress  goods  for  Spring,  1911, 
must  be  far  superior  to  the  first  showing  of  other  seasons 
and  must  display  intelligently  the  store's  interpretation 
of  the  new  and  popular  shades,  the  fashionable  mater- 
ials and  weaves. 

Expression  must  be  given  by  the  decorator  as  to  which 
fabrics  are  in  the  majority  in  the  Spring  showing,  and  a 
fair  representation  shown  of  the  array  in  the  dress  goods 
and  silk  sections. 

® 

Suggestions  for  Dress  Goods  Display. 

In  mereliandising  this  sea.son's  dress  goods  it  might 
be  found  advisable  to  make  the  showings  in  the  followinsr 
wav.  It  is  suggested  that  special  prominence  be  given  to 
a  black  and  white  window  early  in  the  season,  and  navy 
and  white  also  showing  pencil  stripe,  serges,  panamas  and 
novelties.  A  window  of  worsted  suitings  exploiting  ex- 
clusive and  noveltv  lengths  will  prove  a  business-bringing 
move,  especially  for  the  dressmaking  department  and  early 
trade. 

Tweeds,  Scotch  and  Bannockburn  effects  must  be  given 
representation.  Combined  silks  and  embroidered  or  fancy 
voiles  shown  in  a  larger  window  will  also  be  timely  and 
will  concentrate  the  business  merited  by  this  important 
section  this  season. 

A  window  of  the  best  quality  of  leader  serge  or  pan- 
ama  at  75c  or  $1,  combining  shades  or  fancy  line  pur- 
chased for  the  counter  trade  to  sell  at  SOc,  <?an  also  b^ 
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shown  if  thought  advisable.     Another  important  feature 
should  be  first  displays  of  foulard  and  printed  silks. 

In  dressing  these  respective  windows  the  window  trim- 
mer has  the  dress  goods,  trimming  and  accessories  sec- 
tion at  his  command.  Drapes  must  indicate  to  the  looker 
just  how  the  material  would  appear,  suggestive  of  the 
completed   garment   and   also   illustrate   how   to   combine 


The  Ready-to- Wear  Opening. 

For  the  second  week  of  March  this  year  it  is  suggested 
that  the  ready-to-wear  preliminary  or  formal  opening  be 
lield.  A  Spring  .'showing  of  suits,  dresses,  coats,  skirts, 
blouses  and  novelties.  Attention  must  also  be  given 
to  the  misses'  and  children's  part  of  this  section.  Grow- 
ing importance  demands  it. 


Suggestion   for  the   first  formal  showing   of  dress  goods   in  March  windows.     Arranged 
by   Warren   Andrews,   of   Anderson   &   Co..   St.   Thomas. 


the  trimmings,  whether  tlie  garment  be  a  suit,  dress  or 
evening  gown. 

Convey  to  the  prospective  customer  the  distinct  idea 
featured  with  regard  to  the  fashion  dictate  which  promt- 
ed  the  buyer  to  include  it  in  his  purchases  and  to  re- 
present it  on  the  counters. 


The  entire  section  should  reveal  a  wealth  of  new  styles, 
an  authoritative  demonstration  of  the  foremost  style  ten- 
dencies of  the  season,  as  interpreted  by  the  buyer  of  the 
department,  and  displayed  in  the  section. 

The  effort  of  the  trimmer  and  decorator  is  to  make 
the  occasion  one  of  interest,  information  and  enjoyment. 


Showing  banded  hobble  effect 

suitable  forsatins,  mousselines 

and  novelty  silks. 


Combination  drape  show- 
ing silks  and  dress  fabrics 
—slanting  lop  stand.  Drap- 
ed for  The  Dry  Goods  Re- 
view by  E.  P.  Burns,  first 
assistant  trimmer  Robert 
Simpson  Company. 
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Many  features  are  added  at  this  season  to  give  at- 
tractiveness to  the  new  styles.  Individual  model  gowns, 
novelties  and  suits  are  shown  in  illuminated  cases.  An 
innovation  which  could  be  easily  carried  out  or  introduced 
successfully,  would  be  to  sliow  the  new  fashions  on  "liv- 
ing models."  This  arrangement  is  comparatively  simple, 
the  young  ladies  in  the  department  acting  as  models 
during  stated  intervals,  say :  10  to  12  a.m.,  and  2  to  4 
p.m.  each  day. 

Then  entire  section  must  be  aglow  with  the  feeling  of 
Spring,  foliage,  blossoms  and  decorations  all  combine 
to  give  a  proper  setting  to  the  ready-to-wear  depart- 
ment. 

Windows  must  mirror  this  Spring  display  and  the 
window  dresser  has  plenty  of  liberty  to  portray  confidently 
the  many  lines  in  the  ready-to-wear  section  clamoring 
for  representation. 

The  Use  of  the  Window. 
In  allotting  the  window  space  this  season  dresses  com- 
mand   first   place.      Suits   are   better   shown   individually. 
New    waists    are    also     brought     forward     at     this    time. 


Pedestal  stands  with  plate  glass  are  used  in  these  dis- 
plays. Nickel  stands  and  T  stands  are  generally  used  to 
best  advantage  in  the  blouse  windows.  Nickel  bar  stands 
are  useful  in  showing  the  children's  wear,  in  connection 
with  one  or  two  children's  forms.  It  is  always  well, 
too,  in  the  more  elaborate  windows  to  give  greater  atten- 
tion to  the  bottom,  some  light  ground  being  preferred  in 
lieu  of  hardwood  or  pile  carpet.  Tables,  chairs,  statuettes, 
lighting  fixtures,  brass  urns  and  fancy  baskets  are  also 
used  by  many  trimmers. 

Weather  Plays  a  Part. 

Weather  conditions  influence  the  decision  sometimes 
in  regard  to  the  coat  and  skirt  window.  The  season  of 
showers  is  coming  and  raincoats  with  parasols  can  be 
shown.  These  are  essential  garments  of  the  Spring 
season.  Early  March  is  the  best  time  to  show  them  and 
attention  called  to  the  utility  of  tliese  garments  against 
the  weather  as  well  as  rain. 

In  conjunction  with  these  ready-to-wear  windows 
numerous  opportunities  are  given  to  show  new  neckwear, 
belts,  gloves,  hosiery,  etc. 


Column  drape  used  for  heavier 
fabrics,  such  as  broadcloths,  wor- 
steds, etc.  Circular  top  stand. 
Draped  for  The  Dry  Goods  Re- 
view by  E.  P.  Burns,  first  assist- 
ant trimmer  Robert  Simpson  Co., 
Toronto. 


Misses'  and  children's  wear  will  require  a  window  space 
and  Spring  coats  and  new  skirts  can  be  shown  together 
in  one  window.  A  combined  display  of  the  extreme 
novelties  in  another  window  gives  an  opportunity  for  more 
extended  effort;  tlie  grouping  and  arrangement  of  these 
models  taxing  the  ability  of  tlie  window  trimmer. 

Figures  are  dressed  with  the  untmost  care.  Attention 
must  be  given  the  minor  details.  Faces  of  the  wax  fig- 
ures should  be  retouched,  and  the  liair  dressed  in  the  latest 
prevailing  style.  In  dressing  forms  each  garment  dis- 
played should  fit  perfectly  or  be  padded  with 
tissue  paper  to  give  the  correct  lines.  Blouses 
.should  appear  just  as  they  do  when  worn.  All  figure 
forms  should  be  placed  in  the  windows  so  that  the  bases 
do  not  show  underneath  the  garments. 


Corsets  are  also  given  prominence  during  preliminary 
opening  week.  This  is  policy,  for  in  fitting  the  new  gar- 
ments, corsets  play  an  imi^ortant  part.  It  is  well  that 
customers  know  the  new  corset  styles  and  a  demonstration 
of  the  possibilities  of  the  corset  department  is  best  ex- 
emplified in  the  windows. 

The  windows  will  show  results  and  with  the  season 
hardly  opened  as  far  as  weather  is  concerned  eustomex's 
will  be  fully  interested  in  the  new  ready-to-wear  for 
Spring. 

® 

Use  of  Models. 

Many  window  trimmers  in  assembling  the  windows  use 
a  figure  with  a  striking  model  garment  from  the  ready- 


48 


T  H  E     A  R  T     O  F     D  I  S  I'  I.  A  Y 


Drf  Good*  Rsvieut. 


to-wear  section  to  further  suggest  the  mode  of  using  the 
materials  and  trimmings  displayed.  Drapes  must,  there- 
fore, not  be  crowded,  individuality  in  each  suggested  com- 
bination being  the  idea.  On  the  new  half  forms  and  even 
on  figure  forms  the  materials  are  draped  suggestive  of  tlie 
finished  garment,  T  stands,  ovals,  columns  and  combination 
stands  also  being  used. 

Natty  collars,  parasols,  handbags,  fnll  pieces  of  trim- 
mings or  dress  goods,  and  in  some  instances  sprays,  flow- 
ers or  buckles  from  the  millinery  department  are  used  with 
discretion.     In  view  of  the  new  millinery  ready-to-weai- 


sijuai'e  ball,  stairway,  etc.  Linoleums  combined  witii  bath 
mats  or  cocoa  door  mats  make  an  effective  and  suggestive 
display  for  early  Spring. 

Many  merchants  at  tliis  season  of  the  year  make  a 
demonstration  in  the  window  of  their  methods  of  making 
carpets  and  making  special  measurement  blinds.  Ma- 
chines are  shown  in  actual  work  in  the  windows  and  it  is 
wonderful  the  amount  of  interest  created.  Many  people 
have  not  seen  the  track  carpet  .sewing  machines  and  it  is 
a  novelty  to  them.  Window  shades  "made  to  order"  are 
brougiit   to   their   notice    and   good    advertising   done   for 


Ledge    trim,    commemorating   St.    Patrick's    Day.     Suggested    linen    arrangement    for  March   17th.      By 
Warren   Andrews,  of   Anderson   «   Co..    St.    Thomas. 


being  shown,  a  few  choice  hats  show  to  advantage.  Care 
must  be  taken  in  the  assembling  of  these  articles  in  the 
different  windows,  the  motive  being  to  break  an  otherwise 
bare  space. 

® 

The  Housefurnishing  Display. 

Carpets  and  housefurnishings  departments  are  anxi- 
ous to  display  the  newest  ideas  in  modern  decoration  and 
treatment  for  the  home.  Managers  wish  to  appeal  to  the 
best  people.  They  are  therefore  determined  tt)  have  a 
great  showing  and  have  planned  accordingly. 

March  15th  is  about  the  riglit  time  to  disj^lay  tiie 
Spring  importations  in  sucii  a  way  that  through  the 
windows  the  customers  will  be  impressed  with  the  extent 
and  beauty  of  the  showing. 

All  (lis])lay  efforts  to  give  the  customers  a  compre- 
hensive insight  into  the  possibilities  of  the  department, 
the  profusion  of  new  fabrics,  and  the  advances  made  in 
the  selection  ami  manufacture  of  kindred  lines  stocked 
foi-  Spring,  arc  good  merdiandising. 

Rugs,  carpets,  linoleums,  lace  curtains,  diapories  ami 
window  shades  shoiihl  all  l)e  given  display  space. 

The  methods  of  disijlay  are  varied,  room  arrangement, 
drawing-room,  dining-i-oom  or  hcdroom  showing  com- 
plete displays,  period  and  color  schemes,  window  or  cosy 
cornel-  treatment,  showing  tlu;  new  ways  of  hanging  lace 
curtains  or  making  dra|)es.  Piece  and  pil(>  eaijit'ts  aic 
genei-ally  shown  matched  with  tlie  border  on  three  sides 
so  tlie  customer  can  get  an  idea  of  the  design  when  com- 
pleted.     A    pretty    window    ari-ansemont    is    to    show    a 


that  department.     The  upholstering  department  can  also 
show  samples  of  the  work  done. 

The  month  of  March  is  a  strenuous  one  for  the  window 
trimmer  and  his  system  must  be  perfect  in  the  matter  of 
changing  displays  and  arranging  for  the  new  showings. 
Co-operation  too  with  the  departments  planning  to  get 
drapes,  figures  and  materials  beforehand,  all  tend  to 
simplify  and  lessen  his  difficulties.  Duties  in  March  are 
essentiMlly  hardest   of  all. 

® 

Hints  to  the  Trimmer. 

Drapes  combining  the  nse  of  two  stands,  one  liigher 
than  the  otlier,  allow  the  trimmer  to  show  long  sweeping 
lines  and  color  contrast  to  advantage. 

Early  sliowings  of  black  and  white  suitings  inti-oduce 


IMPORTANT   TO   WINDOW   TRIMMERS. 

The  Easter  niimber  of  The  Dry  Goods  Review, 
which  will  be  issued  March  1st,  will  contain  much 
information  of  great  importance  to  the  window 
trimmers. 

March  and  April  are  two  exacting  months  for 
the  display  department,  and  with  the  object  of 
being  a  practical  aid  to  the  window  trimmer, 
The  Review  will  contain  several  appropriate 
trims  and  much  valuable  suggestion  from  the 
window  trimmer's  point  of  view. 


Dry  Goods  Review. 
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the  use  of  broad-velvet  bands,  as  well  as  accessories  in 
the  arrangement. 

Room  interior  arrangements  are  featured  for  quick 
displays  of  ready-to-wear  and  high  class  novelty  garment 
showings. 

Many  window  trimmers  are  introducing  screen-panel 
effects  showing  picturesque  scenes  and  Easter  floral  de- 
signs, both  as  backgrounds  and  window  dividers,  in  the 
Spring  arrangements. 

Colonial  backgrounds,  showing  deep  boxing  arrange- 
ment, painted  and  decorated  fresco,  paneled  or  covered, 
plain  with  felt  or  velour,  seem  to  be  the  preference  of  the 
window  trimmers  at  present. 

First  displays  of  dress  goods  and  fabrics,  combined 
with  suggestive  trimmings  and  accessories,  are  evident 
everywhere. 

The  first  warm  spring  days  are  always  used  to  ad- 
vantage in  giving  the  windows  an  overhauling  and  clean- 
ing in  preparation  for  the  opening  displays. 

Spring  pictures  and  paintings  by  famous  artists  al- 
ways suggest  a  new  method  of  window  arrangement. 
Reproduction  of  these,  posing  figures  and  carrying  out 
Ihe  perspective  effect  by  a  large  colonial  or  massive  frame 
could  be  easily  featured.  Especially  is  this  so  in  fashion 
pictures  of  some  particular  style  event,  the  figure  in  the 
snapshot  suggesting  possible  poses.  Magazine  cuts  of 
style  pictures  suggest  the  use  of  pedestals,  railing  and 
colonial  effects,  as  well  as  many  panel  backgrounds. 

Lattice  and  floral  combinations  are  suggested  as  giv- 
ing an  airy  spring  effect.  Many  arrangements  can  be 
made  other  than  those  already  seen.  Expense,  too,  is  not 
such  an  important  item  in  this  class  of  trim,  and  the 
adaptability  to  large  work  rather  favor  this  method. 

Studied  carelessness  in  merchandise  arrangement  in 
the  window  is  used  by  some  trimmers  to  give  possibly 
a  more  suggestive  idea  of  general  everyday  effect,  as  de- 
manded by  the  goods  shown. 

Wash  goods  displays  introduce  full  figure  and  half 
form  drapes.  These  materials  always  lend  themselves  to 
the  drapery  demands  of  the  trimmer.  Some  of  the  pleas- 
ant experiences  in  tlie  work  of  the  decorator  come  in 
wash  goods  time. 

Full  figure  and  half  form  drapes,  showing  border  ef- 


fects in  wash  goods,  are  very  striking.  Drapes  show  the 
border  in  use  for  trimmings,  and  are  completed  with 
banding  ur  motifs  and  laces  to  match. 


Strength  in  Dress  Goods. 

"The  hobble  skirt  in  its  dihereut  varieties  and  the  dif- 
ferent type  of  skirts  tliat  it  has  been  responsible  for  since 
its  inception  have  meant  many  things  to  the  primary- 
dress  goods  markets,  and  in  the  final  analysis  it  will 
probably  have  to  be  admitted  that  in  these  many  things 
little  good  can  be  found  from  the  manuf actui'ers '  stand- 
point," states  The  Textile  Manufacturer's  Journal.  To 
begin  with  it  has  meant  an  extraordinary  shrinkage  in 
yardage  consumed — a  fact  which  has  been  repeatedly 
elaborated  upon  in  these  columns,  and  it  has  also  been 
largely  instrumental  in  bringing  about  a  vogue  for  velvets, 
corduroys  and  velveteens,  which  has,  of  coui'se,  operated 
directly  against  broadcloths  and  a  number  of  other  fab- 
rics made  in  the  cloth  mills.  Aside  from  these  facts, 
there  is  still  another  element  which  enters  and  one  which 
because  it  is  a  trifle  obscure  has  very  likely  been  over- 
looked by  a  majority  of  those  interested  in  the  primary 
market.  The  fact  referred  to  is  the  question  of  strength 
in  the  fabric  employed. 

To  the  most  casual  observer  it  must  be  apparent  that 
a  full  wide  skirt  in  which  are  embraced  a  number  of  gores 
is  subjected  to  less  wear  and  tear  from  the  strain  stand- 
point, and  it  will  be  seen  offhand  that  fabrics  employed 
in  such  skirts  demand  a  less  rigid  strength  test  than  the 
fabrics  employed  in  the  narrow  skirt,  which  has  so  com- 
pletely dominated  the  present  fall  fashion,  and  which 
promises  to  play  so  conspicuous  a  part  during  the  com- 
ing Spring. 

It  is  possible  that  as  an  element  of  influence  in  the 
primary  market  this  question  of  strength  has  not  yet 
been  appreciated  as  fully  as  it  might  have  been,  but  it  is 
safe  to  assume  that  more  difficulty  has  been  experienced 
along  this  line  than  is  commonly  expected,  and  certainly 
it  is  a  point  worthy  of  the  manufacturer's  consideration, 
while  indications  point  to  a  coninuance  of  the  use  of  the 
narrow  skirt. 


Spring  opening   ledge-trim  announcement   in   the   dress  goods   department.       The   letters    are    covered 

with  silk,   in   a  pale   shade   of   old  rose,   and   are  shown   against  a   draping   of   dress  goods    in    a   dark 

shade   of   old   rose. —  By   L.    B.   Stiles   for  The   John   Murphy   Co.,   Montreal. 


Many  Salesmen  Would  Comply  with  Customer's  Request 

A  Case  Which  Called  for  Special  Consideration  was  Depicted   in   the  Recent 
Cartoon  —  Using   the    Goods   as   Horrible    Example    for    Purposes    of     Adver- 
tising —  Some    Representative    Replies. 


THE  problem  in  salesmanship  depicted  by  the  car- 
toon in  the  February  mid-month  number  of  The 
Dry  Goods  Review  is  one  of  direct  interest  to 
the  merchant  in  the  small  towns,  who  is  fre- 
quently confronted  by  cases  of  "back-drift"  from  the  lo- 
cal patronage  accorded  mail  order  houses.  Why  people 
will  persist  in  buying  sized  articles  of  wear  through  the 
mail  from  the  large  city  stores,  is  very  hard  to  under- 
stand, the  more  so  where  staple  goods  are  concerned. 

Some  explanation  may  be  found  when  merchants  do 
not  take  the  trouble  or  have  not  the  facilities  to  inform 
his    people  systematically    as     to  the  possibilities  of  his 


LADY.— I  bought  this  sweater  coat  by  mail  order, 
but  it  is  too  small  I  want  to  wear  it  right  away 
and  you  would  oblige  me  greatly  if  you  ex- 
changed it  for  a  size  larger.  AVouldn't  mind 
paying    a   little   more    if    I    got    the    fit. 


stock,  but  the  season  is  mot  generally  fount  in  that  per- 
versity of  human  nature  which  seems  to  prefer  the  "long 
chance." 

The  cartoon  does  not  represent]  a  fictitious  case.  Mer- 
chants have  been  asked  to  exchange  everything  from 
sweater  coats  to  hair  pins.  Here  was  a  case,  however, 
where  the  lady  required  the  coat  immediately,  and  al- 
though she  should  have  bought  a  new  one  off  the  local 
merchant  and  returned  the  other  to  the  mail  order  house, 
the  extent  of  the  obligation  to  be  conferred  was  entitled 
to  special  consideration  by  the  merchant. 

Turn  it  to  Advantage. 

It  would  appear  to  be  poor  policy  to  comply  with  the 
request  of  a  customer  unless  the  case  was  one  which 
could  be  turned  to  the  merchant's  direct  advantage. 

There  are  conscientious  people  who  would  far  rather 
have  the  garment  exchanged  from  the  mail  order  house 
than  take  a  course  which  would  lead  to  direct  discovery 
by  the  local  merchant  that  they  were  shopping  at  a  dis- 
tance. In  the  same  class  are  those  customers  who  have 
accounts  of  long  standing  at  home  and  they  care  to  make 
no  intimation  Ihat  they  are  playing  both  a  cash  and 
credit  game.  Then  there  are  others  who  boast  a  certain 
amount  of  local  loyalty  and  prefer  to  make  no  show  of 
their  inconsistency  to  the  local  merchant. 


There  are  many  instances  similar  to  that  depicted  in 
the  cartoon,  however,  and  in  justice  to  himself  the  mer- 
chant should  make  his  people  feel  that  they  cannot  expect; 
to  have  everything  their  own  way  when  they  ask  exchange 
of  a  mail-bought  article  at  the  local  store. 

It  is  correct  to  assume  that  were  a  wide-open  policy 
adopted  the  merchant  would  soon  find  himself  with  a  very 
uncomfortable  problem.  People  would  develop  the  habit 
of  having  the  merchant  oblige  them,  and  no  restraint 
would  be  placed  upon  the  long-distance  shopping  instinct. 
Not  in  every  case  do  they  appreciate  the  fact  that  a  bet- 
ter value  is  available  at  home. 

Won  First  Prize 

The  reply  which  The  Review  considers  the  best  of 
those  received  in  this  competition  is  that  from  Brown 
Bros.,  Arkona,  Ont.  Here  a  case  is  described  in  which  a 
lady,  who  had  the  reputation  of  being  "a  good  buyer" 
asked  to  have  a  coat  exchanged.  Under  the  circumstances 
the  merchant  decided  to  oblige  her,  but  determined  to  use 
that  coat  for  advertising  purposes.  A  better  garment 
was  sold  the  customer,  and  the  returned  jacket  was 
ticketed,  placed  in  a  prominent  place,  and  became  a 
"horrible  example."  Ranged  alongside  the  values  that 
the  merchant  had  in  sweater  coats  it  was  a  poor  article 
and  did  not  sell  very  readily. 

In  making  the  article  of  exchange,  a  sweater  coat.  The 
Review  selected  an  item  which  could  fairly  be  regarded  as 
representing  any  line  easily  salable,  one  in  which  quality 
would  be  immediately  appreciable  by  the  customer.  It 
must  indeed  be  a  very  urgent  circumstance  which  would 
induce  the  merchant  to  exchange  an  article  belonging  to 
any  other  class. 

The  merchant  must  be  very  careful  about  doing  mis- 
sionary work  direct.  In  this  case,  the  salesman  does  not 
appear  to  have  overstepped  the  mark.  The  object  lesson 
was  probably  sufficient  for  that  particular  customer  and 
the  jacket  on  view  did  the  rest.  Although  it  would  seem 
decidedly  inadvisable  to  say  to  others  who  enquired  about 
it  that  the  coat  was  purchased  by  such  and  such  a  per- 
son, this  line  of  talk  would  assuredly  get  back  to  the 
original  customer  who,  of  course,  might  resent  the  rub- 
bing in  process. 

This  is  a  point  which  the  majority  of  contestants 
seem  to  have  realized — that  a  good  object  lesson  carries 
much  further  than  so  much  preaching  or  a  flat  refusal. 

Brown  Bros.,  Arkona,  Ont.,  therefore  receive  the  first 
prize.     Their  reply  was  as  follows: — 

Brown  Bros.,  Arkona.— About  a  week  after  Cliristiuas,  a  lady 
eustoiuor  of  ours  came  to  one  of  the  members  of  the  firm  and 
stated  that  she  had  purchased  a  knitted  jacket  elsewhere  and  that 
it  didn't  fit  and  wanted  to  know  if  she  could  exchange  it  for  one 
of  ours.  She  did  not  say  that  the  article  had  been  procured  from 
a  mail  order  house,  but  on  opening  it  we  saw  at  once  that  it 
was  from  one  of  the  large  mail  order  houses  of  Toronto.  Not 
with  every  customer  would  we  have  considered  the  matter,  but 
this  one  was  a  good  buyer,  and  we  were  sure  that  this  was  one 
of  her  first  experiences  in  mail  order  buying.  Here,  we  thought, 
was  a  good  opportunity  to  do  some  telling  missionary  work.  The 
price  of  the  .jacket  was  ?1.39,  but  was  one  of  the  kind,  made  in 
a  hurry— no  stylo,  fit  or  size,  would  about  fit  a  12-year-old  girl; 
a    miserably-goten-up   garment. 

I  laid  out  two  of  our  best  numbers,  one  52.00  and  the  other 
$2.50,  both  full  sized,  well  cut  and  decently  gotten  up.  She  could 
see  at  a  glance  the  superiority  of  our  goods.  She  tried  them 
both  on,   decided   on  $2.50  and  cheerfully  paid   the  diflference. 

When  tying  up  her  parcel  we  were  careful  to  explain  that 
that  make  of  jacket  would  not  find  room  In  our  shelves.  (Hir 
aim    was    to    have    articles    of   style    and    merit.      Wo    have    placed 
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a  big  ticket  on  ii'tuiut-d  jacket  for  .$1.1!).  It  i.s  still  with  us. 
Tlie  customer  bas  been  iu  three  or  four  times  since  and  can't 
overlook  seeing  it.  I  considor  the  exchange  in  this  case  well 
worth   doing. 

Was  Tactful  AbDUt  It. 
Fred  T.  Allen,  with  .John  T.  Wetidall  &  Son,  Freder- 
icton,  N.B.,  is  awarded  the  second  prize.  He  adopted  a 
tactful  way  of  intimating  to  the  lady  that  the  store  did 
not  approve  of  exchanging  naail-ordered  goods,  or  at  least 
his  attitude  was  one  which  while  exceedingly  courteous 
would  not  encourage  the  lady  to  tell  her  friends  that  if 
they  wanted  things  exchanged,  Weddall's  would  do  it.  He 
informed  her  that  he  would  do  his  best  to  sell  it  for  her, 
did  not  believe  in  the  custom,  but  introduced  goods  of  his 
own,  selecting  a  coat  of  a  little  better  value.  Mr.  Allen's 
reply  is  as  follows: — 

1  would  lie  pleased  to  change  this  swe.ater  for  you;  the 
only  oli.iection  is  that  we  do  not  carry  this  particular  make  iu 
stock.  Vou  say  you  want  a  larger  size.  Now,  let  me  see,  how 
much  did  this  sweater  cost  you  V  .^2.00  you  say  aud  I  suppose 
you  paid  the  e.vpress  e.\tra.  Well,  here  is  a  sweater  which  1 
think  is  a  little  heavier  than  yours  at  .^2.50.  1  would  like  to 
help  you  out  as  you  want  one  at  once.  I  suppose  you  would 
have  to  wait  a  week  if  you  were  to  send  yours  back  to  be  ex- 
changed, so  if  you  would  like  to  leave  it  with  nie,  .ind  take  this 
one.  I   will   try  aud   sell   it  for  you. 

(Customer) — "That  will  suit  me,  nicely,  as  I  like  yours  very 
much  and  if  you  do  not  sell  it,  1  think  J  know  a  lady  who  will 
buy   it  from   me." 

In  my  opinion  the  best  policy  is  not  to  argue  with  the  cus- 
tomers about  mail  order  houses  Try  aud  impress  upon  custom- 
ers, that  the  goods  in  the  store  you  work  in  are  extra  good 
value,  make  youi'self  think  so  and  you  will  find  it  easier  to  make 
customers  think  so. 

Weighs  the  Advantages. 
In  his  reply,  H.  M.  Ryan,  Newburgh,  Ont.,  who  is 
awarded  the  third  prize,  seems  to  weigh  the  advantages 
of  an  affirmative  attitude  over  one  that  is  absolutely  op- 
posed to  exchange.  While  Mr.  Ryan  would  not  oblige  the 
customer  in  every  case,  he  gives  consideration  to  circum- 
stances and  where  he  can  press  home  some  advertising  for 
his  own  goods,  he  makes  the  exchange.  What  Mr.  Ryan 
says  on  the  subject  follows: 

H.  M.  Uyan,  N'ewburg. — This  is  an  occurrence  which  it  has 
been  my  lot  to  figure  in  more  than  once  and  have  often  won- 
dered if  it  was  a  problem  that  confronted  others.  Evidently  It  is 
a  common  occurrence.  Our  method  of  dealing  with  this  problem 
has  been  as  follows: 

If  a  customer  or  prospective  customer  asks  us  to  exchange 
any  goods  of  any  description  where  it  will  put  the  customer 
under  a  slight  obligation,  we  do  it  witliout  auy  hesitation.  Very 
often   we  reap  some   benefit   from   the  transaction. 

In  the  first  place,  moat  people  appreciate  a  kindness  and  like 
to  deal  where  the  trades  people  are  obliging.  In  the  .second 
place,  it  gives  us  an  opportunity  to  show  that  the  values  in  our 
store  are  the  ecjual  if  not  better  than  any  of  the  letter-order 
stores. 

In  the  third  pbuc,  it  puts  in  your  hands  an  article  from  a 
competing  house  th.it  can  be  used  to  show  other  customers  that 
they  are  not  doing  any  better  and  often  not  so  well  by  sending 
by  mail  for  their  goods. 

Sometimes  this  rule  is  broken  as  there  .are  soAie  i>eople  who 
are  so  imbued  with  the  idea  that  the  letter-order  houses  are 
regular  philanthropists  that  the  idea  c.\nnot  be  put  out  of  their 
minds. 

One  instance  comes  to  my  mind  of  a  similar  transaction.  A 
young  lady  asked  me  to  exchange  a  pair  of  gloves  that  were  too 
small.  The  gloves  were  not  the  make  we  handle  but  were  of  the 
same  quality  so  I  exchanged  them  for  her.  Then  I  sold  her  a 
jacket  and  in  a  week  her  sister  came  down  and  bought  a  jacket 
and  a  dress  and  some  other  dry  goods.  These  people  had  not 
been  customers  of  ours,  but  since  have  been  buying  quite  a  share 
of  their  dry   goods   from   us. 

In  exchanging  boots  and  shoes  I  have  often  been  able  to 
show  the  customer  the  difference  in  value  of  shoes  whereas  if  I 
had  not  the  two  kinds  to  compare  they  would  say  "Oh,  I  can 
get  a  pair  just  like  those  for  50c  less,  and  I  could  talk  for  an 
hour  and  not  convince  them  otherwise  If  I  had  not  the  two 
shoes  to  compare. 


Usually  we  can  sell  the  exchanged  goods  to  another  cus- 
tomer at  a  slight  loss  by  explaining  the  deal  aud  showir.;.'  them 
that  we  could  sell  the  shoe  less  than  our  competitors. 

Taking  it  all  around,  we  have  found  tliat  it  is  an  advantage 
to  exchange  goods  for  people  even  though  they  do  not  always 
Mppreciate    the   favor  we   do   them. 

Made  Best  of  Opportunity. 

In  making  these  awards.  The  Review  must  not  be 
understood  as  taking  a  position  opposed  to  the  policy 
which  would  not  acquiesce.  The  case  was  one  entitled  to 
special  treatment,  and  the  three  named  seem  to  have 
made  the  best  of  the  opportunity  w'hich  presented  itself 
when  the  lady  said  she  was  prepared  to  pay  a  better 
price. 

Awarded  Subscription  to  Review. 

One  year's  subscription  to  The  Dry  Goods  Review  is 
awarded  each  of  the  following  replies  : 

Anna  Hryans.  Ilavelock.  (Jut. — I  assure  yon  tliat  I  would 
greatly  like  to  oblige  you  in  this  matter,  especially  as  you  wish 
to  wear  the  sweater-<-oat  right  away;  but  it  would  be  Ijreaking 
our  strictest  rule  to  exchange  this  sweater  for  you.  I'.iit  I  tell 
you  what  we  will  do,  which  will,  no  doubt,  be  ecjually  .is  well 
for  you.  We  will  sell  you  one  of  our  sweater-coats  at  just  as 
low  price,  quality  considered,  as  tliis  sweater-co.-it  or  any  other 
that  a  mail  order  house  may  handle.  And  to  show  yo>i  that  we 
wish  to  oblige  you  and  that  it  is  only  on  account  of  our  strict 
rule  that  we  canuot  exchange  the  coat  for  you.  we  will  not  ask 
you  to  pay  for  it  until  you  have  returned  this  one  to  the  mail 
order    house   and    had   your   money    refunded. 

Now,  here  is  an  excellent  quality  sweater-coat  in  the  color 
tli.il  yon  wish.  It  is  mad<>  from  very  fine  wool,  is  well  knitted 
throughout,  has  button-holes  that  will  not  break  away,  aud  nice 
r.mcy  buttons  and  at  the  price — three  dollars — is  equal  in  value 
to  anything  the  mail  order  house  may  offer.  You  may  take  one 
of  these  in  the  size  you  require  and  need  not  pay  us  for  it  until 
you  have  received  your  money  back  from  the  mail  order  house. 
If  you  wish,  we  will  wrap  up  this  sweater  coat  for  return,  as  we 
have  a  box  that  it  will  fit  into  exactly,  and  send  it  to  the  express 
office  for  you.  Yon  can  just  drop  them  .a  note  saying  you  are 
returning    it. 


(Jeorge  Vickers,  Barrie. —  I'm  really  sorry,  but  we  have  a  rule 
that  we  cannot  deviate  from.  This  sweater  is  not  of  a  make  we 
handle  or  we  would  gladly  exchange  it,  but  not  handling  this- 
niaKe  it  would  be  impossible  to  do  so.  Should  you  wish  to 
choose  one  from  our  stock  and  leave  this  i>ne  which  you  pur- 
chased from  the  mail  order  house,  we  will  endeavor  to  sell  it 
for  you  and  apply  the  amount  to  your  account,  but  of  course 
you  take  the  risk  of  us  not  being  able  to  get  the  full  price  you 
paid   for  it. 

It  is  an  unfortunate  circumstance  and  we  hope  you  will: 
appreciate  our  position  in  the  matter.  You  will  find  us  willing 
in  our  endeavors  to  please  you  .ind  whatever  you  buy  of  us  c.an 
always    be   exchanged    witliout    uiiiiecessary    delay. 

May   we  show   you   our   range? 

The  following  incident  .utually  h.appened  in  Barrie  a  short 
time  ago: 

A  lady  while  visiting  iu  Toronto  was  enamored  of  a  lovely 
piece  of  dress  goods  at  S5c  per  yard  The  clerk  induced  her  to 
buy  a  dress  (7  yards)  of  the  brown,  "it  was  so  new,  you  know." 
On  reaching  home  it  suddenly  occurred  to  her  that  blue  was 
newer,  but,  of  course,  could  not  be  changed,  having  been  cut  off 
the   piece. 

Three  days  later,  looking  into  the  window  of  one  of  our 
leading  stores,  she  noticed  the  same  goods  in  a  number  of  shades. 
.V  bright  idea  flashed  through  her  mind.  "I'll  exchange  the 
brown  for  a  blue."  On  entering,  would  Mr.  Merchant  change  her 
brown   for   his   blue  and   what  was  the   price. 

"The  price,  madam."  said  he,  "is  75c,  but  we  could  not  think 
of  changing  blue  for  brown,  as  blue  is  in  demand  and  brown  is 
not." 

"Horrors!  75c  in  Barrie  and  I  paid  85c.  Stung!  70c  loss! 
and  brown,  the  ugly,  faded-looking  brown,  when  the  clerk  in 
Toronto  said  it  was  so  stylish  and  when  blue  was  all  the  rage. 
A   back   number   instead    of  an   up-to-date   dress!" 

The  lady  in  question  is  once  more  spending  her  money  In 
Barrie  stores  and  woe  to  her  who  even  mentions  city  stores  to 
her  when  in  want.  This  is  onl.v  one  instance,  which  has  for  its 
moral— Buy  in   Barrie. 

(Concluded   on   page   53.) 


Plan  Wisely  in  February  for  Good  Ready-to-Wear  Season 

Enlargement  Along  Correct  Lines  is  Not  all  a  Matter  of  Carpenter  Work 
—  Some  Suggested  Improvements  Avoid  Overstocking  —  Relative  Signifi- 
cance   of    Increased    Space    and    Increased    Sales. 


FKHKlAliN  is  till-  l)C'st  lime  ot  the  year  to  make 
changes.  Departments  must  be  ready  in  time  for 
the  openings  and  Spring  business. 
The  necessity  of  increased  selling  space  for  the 
xeady-to-wear  departments  is  getting  more  consideration 
«ach  season.  Merchants  should  give  every  attention  to 
the  location  of  this  de!)artment  and  its  relative  position 
in  regard  to  other  departments  .so  that  there  may  be  the 
greatest  possible  display  and  selling  co-operation  between 
all. 

The  second  floor  is  acknowledged  to  be  the  best  loca- 
tion for  ladies'  ready-to-wear  merchandising.  It  should 
'be  arranged  so  that  the  customers  must  pass  through  this 
section  in  going  to  the  millinery  or  dressmaking  depart- 
ments. 

Arrangements  should  be  made  to  keep  the  appearance 
of  the  section  "up  to  the  minute"  at  all  season.  Dis- 
tinctive appearance  is  really  individuality  of  display  with 
due  regard  to  the  importance  of  the  section  at  the  par- 
ticular season  of  the  year.  Individuality  must  be  given 
suits  in  the  suit  season,  blouses  in  the  blouse  season,  and 
so  on  throughout  the  difTerent  departments,  increasing  or 
decreasing  the  space  accordingly,  as  these  seasons  war- 
rant. Best  selling  spaces  are  thereby  given  to  each  sec- 
tion from  time  to  time.  Naturally,  a  good  space  for 
blouses  is  at  the  top  of  the  main  stairway  or  near  the 
elevator  door.  The  same  rule,  that  which  suggests  loca- 
tion where  a  line  will  best  catch  the  eyes  of  customers, 
holds  that  underskirts  do  well  in  the  approach  to  the 
dressmaking  section,  while  suits,  novelties  and  coats  are 
better  displayed  nearer  the  millinery  department.  Figures 
too,  can  be  used  in  conjunction  with  millinery  for  display 
of  novelties. 

Appearance  is  one  great  essential  in  successful  sales- 
manship in  the  ready-to-wear  department.  At  no  season 
of  the  year  is  it  permissible  that  any  sub-departmenl 
should  lack  good  appearance.  There  is  always  some  sec- 
tion or  line  within  the  department  that  requires  proper 
representation  at  its  most  advantageous  selling  season. 
This  appearance  helps  materially  in  placing  the  depart- 
itnent  as  the  leading  ready-to-wear  section  of  the  mer- 
chandising community  and  also  helps  to  maintain  that 
iposition. 

The  merchant  should  maintain  a  clean,  forceful,  well 
■displayed  and  up-to-date  department  in  keeping  with  the 
seasons  The  increased  space  and  attention  given  should 
'be  incentive  enough  to  maintain  the  appearance  of  the  de- 
ipartment  on  the  part  of  the  sales  force.  Efforts  on  the 
•part  of  the  latter  force  to  act  on  their  own  iniatative, 
.assuming  greater  responsibilities  and  relying  on  them- 
•selvee  and  their  ability  to  a  greater  extent  than  is  usual 
should  be  given  every  encouragement. 

Ability  to  anticipate  and  .judge  a  customer,  to  show 
the  goods  intelligently,  using  all  the  resources  at  hand, 
should  also  be  given  its  opportunity.  The  sales  force  must 
«)e  educated  in  the  advisability  of  judging  their  customer 
^nd  showing  garments  according  to  size  and  color  of  the 
garment  asked  for  and  personal  taste  of  the  customer. 

Iti  the  matter  of  initiative  how  many  salesladies  are 
allowed  to  use  their  own  discretion  in  the  final  closing  of 
a  sale,  taught  to  rely  on  themselves  and  given  credit  for 
knowing  their  stock  and  the  conditions  ?  Salespeople 
-must  be  taught  to  rely  on  themselves 

Adhere  to  Prices  this  Season- 
Then  in  regard  to  the  matter  of  appeal   to   the   man- 
■.nger  about   an  offer  at  less  than  the  marked   price,   many 


merchants  reserve  the  right  to  change  a  price  and  the 
saleslady  is  forced  to  ask  if  any  better  quotation  can  be 
given,  or  an  offer  accepted  for  some  particular  garment. 
Now,  this  is  entirely  at  the  discretion  of  the  manager  or 
department  head,  but  it  .seems  evident,  and  so  it  must  to 
the  customer,  that  someone  else  has  been  given  a  lower 
price  or  naturally  the  salesgirl  would  refuse  to  ask  for  it. 

Dn  the  other  hatul,  if  sufficient  latitude  was  given  the 
saleslady  and  she  was  allowed  to  use  her  own  discretion 
and  initiative  in  maintaining  prices  many  sales  otherwise 
lost  would  be  made  through  the  confidence  on  the  part  of 
the  salesladies  that  the  manager  would  not  sell  lower 
than  the  marked  price. 

If  the  clerks  were  given  to  understand  that  the  mark- 
ed price  was  the  only  price,  customers,  too,  would  soon 
learn  that  the  salesladies'  word  was  final.  The  advertised 
price  seems  to  be  the  price  to  adhere  to 

Use  Advertising  to  Sell  Better  Lines- 

In  the  matter  of  advertised  lines,  salespeople  inva- 
riably show  the  garments  advertised,  the  tendency  being 
to  proceed  along  lines  of  least  resistance,  advertised  lines 
always  being  easier  to  sell.  The  head  of  the  department 
should  point  to  the  advisability  of  selling  better  lines  and 
every  gain  in  this  respect  is  one  step  nearer  the  ideal  of 
salesmanship,  broader,  saner,  more  up-to-date,  merchand- 
ising. 

Promptness  Essential  in  Alterations. 

In  the  enlarged  department  greater  facilities  can  be 
given  fitting  rooms  and  the  alteration  department.  Un- 
der whatever  system  or  condition  the  alterations  are 
made  every  attention  should  be  given  customers.  They 
should  not  be  allowed  to  wait  an  unreasonable  length  of 
time  and  a  tactful  interchange  of  customers  is  sometimes 
advisable.  .Ml  fittings  and  changes  should  be  made 
promptly. 

A  few  words  from  the  young  lady  in  regard  to  the 
jiroposcd  alterations  soon  puts  the  customers  at  ease  if 
any  doubt  is  felt  as  to  the  feasibility  of  the  changes  or 
alterations. 

All  objections  of  the  customer  should  be  given  con- 
sideration, care  being  taken  to  overcome  them  in  making 
the  alteration.  One  alteration  properly  and  promptly 
completed  makes  the  next  sale  and  alteration  for  the 
same  customer  comparatively  easy. 

Importance  of  Privacy. 

In  the  matter  of  fitting  rooms  and  mirrors  the  great- 
est objection  is  in  having  the  entire  family  or  three  or 
four  friends  criticize,  or  indeed  having  customers  criticize 
each  other's  prospective  purchases 

It  is  well,  therefore,  to  avoid  the  occurrence  of  this 
by  placing  mirrors  sufficiently  far  apart  and  taking  cus- 
tomers as  much  as  possible  by  themselves  into  the  fit- 
ting rooms.  Have  several  fitting  rooms  if  advisable  in 
order  to  secure  this  resunlt.  A  salesperson  can  satisfy 
one  customer  but  possibly  not  four  or  the  entire  family 

.\11  alterations  must  be  done  promptly  and  delivered 
on  time  or  as  iiromised.  However,  some  will  say  this  is 
not  possible  but  experience  shows  that  if  sufficient  time 
is  allowed — all  garments  have  not  got  to  be  finished 
Saturday  night,  customers  can  receive  altered  garments 
as  promised  if  sufficient  latitude  is  taken.  Many  alter- 
ations can  be  promised  for  Monday  and  Tuesday. 

All  rush  orders  of  course  have  got  to  be  done,  but 
these  same  rush  orders  are  often  the  fault  of  the  sales- 
clerk,    rather     llian    the     customer      Customers    natnrallv 
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say   "yes,"   when   asked   whether   they   want  the  garment 
for    Sunday  and     so   the     rush  orders  pile   up.    Improve- 
ments   are    necessary    therefore  and     can  be  made  along 
with   the  other  improvements  in  the  department. 
Avoid  Overstocking. 

Enlarged  departments  and  enlarged  sales  spaces  all 
seem  insufficient  in  about  three  months'  time.  The  more 
space  it  seems  the  more  stock  and  the  more  space  there 
is  the  more  tendency  to  overstock.  Buyers  and  stock- 
keepers  fill  the  space  until  room  is  as  much  at  a  premium 
as  before  the  re-building  or  remodeling  alterations.  With 
•  care  this  should  be  avoided. 

Expansion  in  the  ready-to-wear  department  is  not  all 
done  by  the  carpenters  Where  every  advantage  is  taken 
of  the  opportunities  to  increase  the  selling  force,  appear- 
.ance,  general  standards  and  service— of  the  department — 
the  merchant  is  building  along  correct  lines  and  as  much 
in  keeping  with  the  enlarging  of  a  department  as  increas- 
■ed  space  and  re-building  operations. 

Ready  for  the  Easter  opening  witli  improvements  in 
these  essential  points  and  with  a  display  far  superior  to 
other  seasons,  merchants  are  justitied  in  showing  their 
pride  and  satisfaction.  Credit  for  foresight  in  anticipat- 
ing the  importance  of  the  ready-to-wear  section  for  a 
future  season  belongs  to  the  merchant,  who  does  his  re- 
building along  enlarged  lines. 

Results  will  follow  and  increased  space  will  justify  in- 
creased sales,  especially  in  the  ready-to-wear  department. 
Conservation  of  the  increased  space  to  permit  of  better 
display  is  to  be  desired  Overstocking  is  the  only  stumb- 
ling block  in  the  way  of  successful  and  enlarged  sales  and 
business  results 

Salesmanship  Contest 

(Concluded  from  page  .51.) 

In  publishing  the  replies  to  these  cartoons,  one  aim  of 
The  Review  is  to  present  as  wide  a  range  of  opinion  in 
the  matter  as  possible,  knowing  perfectly  well  that  mer- 
-chants  may  have  been  largely  justified  by  recent  experi- 
•ence  in  taking  the  stand  they  did.  Although  many  more 
replies  than  those  which  appear  here  were  received,  these 
.are  considered  as  being  the  more  thoroughly  representa- 
tive of  the  points  covered  by  the  mass. 

The  great  majority  of  the  replies  favored  compliance 
-with  the  request  of  the  customer  under  the  circumstances, 
■but  many  took  occasion  to  emphasize  too  strenuously  in 
their  talk  with  her,  the  comparison  between  shopping 
at  home  and  shopping  by  mail,  overlooking  the  undoubted 
fact  that  the  customer  would  be  in  no  mood  to  have  the 
matter  paraded  before  her.  A  neat,  tactful,  letter  sent 
by  the  merchant  to  such  a  customer  afterwards,  express- 
ing the  pleasure  it  gave  to  oblige  her,  and  mentioning 
some  fact  about  the  store  which  should  appeal  to  her 
loyalty  and  arouse  her  interest,  would  be  in  better  form 
and  be  far  more  acceptable. 

Other  replies  of  merit  in  connection  with  this  contest 
■were  those  received  from  Ruth  Lemon,  with  J.  P.  Cros- 
kett  &  Co.,  Montague,  P.E.I.;  S.  C.  Goggin,  Petitcodiac, 
N.B.;  F.  W.  Robertson,  Almonte,  Ont.;  J.  A.  Grummet, 
Rivers,  Man.;  W.  .1.  Drysdale,  Lanark,  Albert  W.  Garrett, 
with  Wm.  Beatty  Co.,  Parry  Sound;  F.  M.  Bond,  with 
H.  D.  Rood,  Berwick,  N.S.;  H.  C.  Wallace,  with  Gordon, 
MacKay  &  Co.,  Toronto;  R.  H.  Cullis,  Prince  Rupert, 
B.C.  ;  Lillian  Frankum,  Acton,  Ont.  ;  E.  G.  Suehring, 
Brock,  Sas.;  F.  T.  Shaver,  Aultsville,  Ont.;  J.  Pharand, 
Hull,  Que.;  A.  McNaughton,  Buckingham,  Que.;  F.  O.  Holls, 
Brampton,  L.  Harvey,  with  .1.  A.  Milligan,  Wardsville, 
Ont.  ;  John  H.  Gehan,  with  E.  M.  Gladney  &  Co.,  Mar- 
mora.  Ont.;   .1.    Bunner,   with   F.   Krug,   Tavistock;    Eben- 


ezer  Dunn,  Montreal;  .Jas.  McMillan,  with  H.  S.  Terris  & 
Co.,  Springhill,  N.S.  ;-.W.  T.  Drunker,  with  E.  K.  Turner, 
MacGregor,  Man.;  Wm.  J.  Ferguson,  with  J.  SutclifTe  & 
Sons,  Lindsay;  A.  H.  Terrill,  of  Terrill  Bros.,  Fenelon 
Falls;  Cecil  Swackhammer,  Acton;  E.  P.  Burns  with  R. 
Simpson  Co.,  Toronto;  Carl  H.  Balcom,  Bridgetown,  N. 
S.;  L.  C.  Daniels,  Liverpool,  N.S.;  F.  P.  Creech,  for 
Currie  Bros.,  Saskatoon;  Clarence  H.  Smith,  with  E.  B. 
Crompton,  Hrantford,  Ont.;  F.  J.  Thompson,  with  N.  A. 
Hewer,  Tillsonburg,  Ont.  ;  Ethel  Plank,  Grimsby,  Ont.;  W. 
C.  Inkster,  Marmora,  Ont.;  Mrs.  J.  E.  Gage,  lona  Sta- 
tion; H.  W.  Clark,  Ridgetown,  D.  G.  Innes,  with  J.  A. 
Grummett  &  Co  ,  Rivers,  Man.  ;  .1.  C.  Clements,  Vegre- 
ville.  Alberta 


Dresses  a  Leading  Line 

AllfLines  Based  Upon  Simple  Straight  Line  Effects 
—  New  Panel  Sash. 

Dresses  for  Spring  and  Summer  selling  are  going  to 
be  a  big  item  in  the  business  of  the  garment  department, 
and  these  lines  are  particularly  strong  in  popular-priced 
garments.  Style  changes  are  few,  all  styles  being  based 
upon  simple  straight  line  effects,  the  most  noticeable  fea- 
ture being  that  the  skirt  widths  are  wider  than  generally 
rules  in  better-priced  models. 

Quite  a  number  of  models  show  the  pleated  skirt  with 
panel  front  and  inverted  pleats  at  the  back.  The  pleats 
are  stitched  down  to  well  below  the  hip-line  and  there  ife 
a  wide  band  of  material  or  several  folds  as  a  finish  to 
the  skirt,  and  the  kimona  waist  will  be  finished  with 
little  yoke  and  sleeve  trimmings  to  match.  This  style  is 
particularly  good  when  developed  in  striped  or  foulard 
patterned  cottons  with  the  trimming  bands  in  plain. 
(Jorcd  skirts  with  the  deep  upper  piece  and  shaped  hand, 
or  with  a  pleated  flounce  as  a  finish,  forms  another  favor- 
ed model.  Many  of  these  simple  dresses  are  finished  with 
a  sailor  collar  and  a  very  new  way  of  joining  the  simple 
blouse  and  skirt  is  to  finish  the  top  of  the  skirt  with 
piping  and  stitch  the  skirt  onto  the  olouse.  These  simple 
dresses  are  developed  in  cotton  foulards,  lawns,  bati.'^tes, 
mulls,  ginghams  and  like  fabrics. 

Ill  higher-priced  dresses  a  wide  variety  of  styles  is 
serge,  panama,  marquisette,  foulard  and  satin  are  used. 
Skirts  are  narrow  and  narrow  pipings  of  bright. <\>!or  are 
featured.  Lace,  ball  fringe  and  crochet  buttons  arc  the 
most  u.sed  trimmings.  A  new  addition  to  the  trimming 
effect  is  the  new  panel  sash.  This  is  like  a  iletached 
panel  extending  only  down  to  the  knee  and  lined  and  edg- 
ed with  a  contrasting  color  and  finished  -rith  ball 
fringe  or  tassels. 

In  lingeries,  cotton  voile  is  the  novelty  fabric.  Deep 
embroidered  borders  both  in  self  and  in  Dresden  color  ef- 
fects and  in  black  and  white  are  made  up  into  elegant 
little  dresses.  The  embroidered  banded  voiles  are  made 
up  with  wide  bands  of  lace  and  Cluny  laces,  Veniso  and 
Maline  laces  being  those  employed. 


Strictly  Tailored  Suits  the  Big  Sellers. 

Satin  suits  show  very  short  coats  in  box 
or  Empire  modes. — Wide  braids  the  favored 
frimmings. — Three-quarter  sleeves  seen  on 
dressy  suits.  Empire  models  the  novelty  iv 
coats  and  wraps  made  up  in  a  wide  range  of 
fiihrics,  ranging  from  rough  ttveeds  to  linens. 


Seasonable  Hints   to  Dry  Goods  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


DIFFICULTY. 

Soiiu'tliing  new  in  u  barrette,  whicli 
i(  is  claimed  will  do  away  with  the 
hook-iiinge  and  cementing  device  on 
barrettes,  has  been  put  upon  the 
Canadian  market  by  Alfred  Burke  & 
Co.,  of  Leominster,  Mass.  Every 
woman  knows  the  difficulty  en- 
countered with  a  barrette  with 
cemented  hook  and  hinge,  the  cement 
of  which  often  fails  to  hold.  The 
trade  knows  the  annoyance  occa- 
sioned by  the  customers'  complaints 
and  returned  barrettes.  The  Burke 
Co.  claim  to  have  solved  the  difficul- 
ty in  a  barrette  which  locks  instead 
of  being  fastened  with  cement.  Sam- 
ples are  being  supplied  through  the 
jobbing  trade  or  their  Canadian 
agents,  Harrower  &  Johnston,  Mon- 
treal, and  Frederick  0.  Fielman, 
"Winnipeg. 

PAYS  TO  BE   UP-TO-DATE. 

The  advertisement  of  the  Novi- 
Made  Costume  Co.,  Toronto,  on  the 
inside    front    cover   of   this   issue    is 


illuslralixc  ul  an  idea  which  is  being 
adopted  by  high-class  specialty 
houses — that  uL  making  all  garments 
in  three  dil'terent  models  enabling 
the  merchant  to  tit  tiie  customer  cor- 
rectly with  coats  or  suits  just  the 
same  as  he  tits  them  with  corsets. 


For  some  ^ears  the  men  "s  trade 
liave  carried  garments  for  all  figures 
and  it  is  absolutely  necessary  in 
Women's  wear  to  have  a  successful 
department.  The  old  method  of  buy- 
ing the  regular  model  in  different 
bust  measurements  makes  the  alter- 
ation bills  excessive,  besides  it  is  im- 
possible to  give  the  customer  proper 
fitting  garments.  For  instance,  a 
stout  customer,  say  40  bust,  with 
extra  large  hips  requires  a  regular 
44  size  coat  to  get  the  hips  large 
enough,  and  this  means  expensive 
alterations  and  a  poor  fitting  gar- 
ment, while  with  sized  garments 
your  stout  model  is  cut  for  just  such 
figures.  The  best  authorities  in  the 
world    state   that    for  every  100  cus- 


tomers, 2r>  slight.  .jO  normal  and  25 
stout  models  are  required.  This  can 
be  varied  in  sorting  as  the  merchant 
finds  necessary,  as  some  places  have 
more  large  customers,  while  others 
find  it  necessary  to  stock  a  large 
proportion  of  slight.  The  slight, 
small  figure  is  suitable  for  misses  as 
well. 

By  keeping  a  proper  assorted 
stock,  the  merchant  will  increase  his 
l)usiness,  as  at  present  at  least  25 
per  cent,  of  his  customers  cannot  be 
properly  fitted.  In  the  large  cities 
the  most  jjrosperous  houses  carry 
garments  in  all  sizes,  but  this  does 
not  necessarily  increase  the  mer- 
chants' stock,  as  he  only  buys  same 
quantities.  but  sizes  differently 
assorted.  Slight  model  is  stocked 
only  in  .32  to  36.  Regular  model  .34 
to  40.  Stout  model  36  to  42  and  with 
these  sizes  he  can  fit  almost  any 
figure. 

The  merchant  should  investigate 
his  stock  and  see  if  it  is  properly 
assorted.    It  pays  to  be  up  to  date. 
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SITUATION  WANTED 


HOSIERY,  {love  and  knit  toods  buyer,  open  tar 
enttgemenl :    15    yean'  eiperlencc.  tiritlly 
lempcralc  and  in  (ouch  with   the   best    mar- 
kets.    Box     100.     DRY    GOODS    REVIFW.    To- 
rooto. 


AGENTS  WANTED 


AGENTS  -  A  weM-known  inanufaciurer  and 
atock-holde  .,  supplying  wholeaale  only  with 
Plaucn  Lacia  and  Neckwear  and  Genia'  Un- 
derclothing, Is  open  to  appoirt  Agents  In  Toronto 
and  Montreal.  \S'ite,  giving  rcferencea  and  ex- 
perience, (o  Box  52,  DRY  GOODS  REVIEW,  88 
Fleet  Street,  London,  England. 


DRY     GOODS     REVIEW 


CAMPBELLS 

LINEN  THREADS 


Whether  for  household   or    for   manu- 
facturing purposes 

CampDell  s 
Linen   Tnreaas 

are  the  most  satisfactory  to  handle ;  our 
steadily  increasing  sales  are  witnesses 
of  their   popularity. 

They  are  uniform,  strong  and  smooth, 
and  are  made  solely  from  the  finest 
quality  flax. 

You'll  be  pleased  with  the  PROMPT 
DELIVERY  we  can  give. 

ALL    LEADING    WHOLESALERS 
STOCK   CAMPBELLS    THREADS 

Agents  for   Canada 

John  Cjoraon  &  Son 

Toronto  Jylontrea/  vvinni^eg 


Please  mention  The  Revietv  to    Advertisers  and  Their  Travelers. 
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To  the  Trade  FeVy  1st,  1911 

Jonn  Macaonald  ^  Co., Limited 

Toronto 

The    Great    Assorting    House 

"Cause  and  Effect" 

Cause. — They  have  reason  to  distinguish  what  the 
requirements  of  the  trade  are,  and  act  in  accord" 
ance  therewith,  by  sending  buyers  to  the 
sources  of  supply  throughout  the  markets  of  the 
world. 

Ej^ect. — The  real  existence  in  their  warehouses 
of  a  stock  unsurpassed  for  value  and  assortment 
in  the  following  departments  : 

Linens,  Prints,  Foreign  and  Domestic 
Cotton  Staples,  Carpets,  House  Fur- 
nishings, Men's  Furnishings,  Haber- 
dashery, Silks,  Dress  Goods,  Muslins, 
Embroideries,  Laces,  Ribbons, 
Hosiery,  Gloves,  Underwear,  Ladies' 
and  Children's  Ready-to- Wear  Goods. 

A  Letter  Order  Department  that  attends  promptly 
to  their  customers'  wants  ;  also  able  and  cour- 
teous salesmen,  both  on  the  road  and  in  their 
warehouses,  to  show  goods. 

The     Great    Letter    Order    House 

of 

Canada 


Please  mention   The  Reinexv  to   .Idvertiscrs  ami  Their  Travelers. 


Vol  XXI 


^m. 


N25 


^[^ASTEEL  Number: 

KARCH   I?T  19]  I : 


:^ 


:-^.^>«J 


■|s{' 


.'.'v- 


•r^ 


mf 
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Parker's  Dyeing  Works 

are  a  necessary  adjunct  to  every 

Dry  Goods  Business 


and 


Millinery  House 


Despite  every  care,  and  the  shrewdest  management,  dead  stocks  will 
gather.  Sometimes  it  is  a  blunder  of  the  buyer.  It  may  be  a  color  has 
gone  out  of  fashion  with  a  rush.  Soiled  and  faded  goods  will  accumulate. 
Whatever  the  reason  the  stock  is  there,  and  it  is  as  dead  as  the  proverbial 
door  nail. 

The  remedy  is  in  sending  all  such  goods  to  these  works  to  be  re-dyed  and 
finished  — to  be  returned  to  you  as  new  goods  from  wholesaler  or  manu- 
facturer. 

OVER  THIRTY  YEARS  IN  BUSINESS,  WITH 
CUSTOMERS    IN    ALL    PARTS    OF    CANADA 

R.  PARKER  CBi.  CO. 


Dyers  to  the  Trade 


TORONTO,  CAN. 


White  Duck       Khaki 
Specials         Specials 


Waiters'  Coats 
Cooks'  Coats 
Barbers'  Coats 
Butchers'  Frocks 
Porters"  Coats 
Bar  Vests 
Surgeons'  Gowns 
Dentists'  Coats 
Outing  Trousers 
Boys'    Bloomers 
Aprons 


Norfolk  Coats 
Outing  Trouseis 
Riding    Breeches 
Outing  Shirts 
Miners'  Shirts 
Working  Shirts 
Auto  Coats 
Bov  Scout  Suits 
Boys"  BIcomers 
Overalls 


BOYS'    KNICKERS,    Double  Front   ;  nd   Seat 
TROUSERS  OVERAl LS 

Robt  rt  C.  W  ilkins  Co.,  Ltd. 

Montreal 


<( 


THE    PERFECT  SUBSTITUTES   FOR  LINEN  I 
are 

LINNENE 


and 


"LINNENE  C2RD" 


[Linnene  with  a  cord  effect) 


Meal  VVashinvr  Fahrics.  which  have  proved  immense 
Miccesses  in  the  home  market  and  wherever  shewn. 

Now  introduced  to  the  attention  of  buyers  in  Canada. 
I  here,  as  elsewhere  they  should  quickly  outdistance  in 
favour  all  other  wash  goods. 

I  liov  are  free  from  the  crushinoss  of  linen  and  drape  more 
gracefully.    In  all  dress  shades  AND  EVKRY  COLOl'R 

AS  KASr  AS  COLOUR  CAN  BE  MADE  This  fast- 
ness of  co'our  h  IS  helped  to  make  the   "Linnene"'  success. 


THE  VERY  THING  FOR  TUB  GOWNS 
AND  CHII  DREN'S  FROCKS 

WiiUli.  M  .■.iiiih      I'iecr,  40-43  yaras. 

STAMPED  "  LINNENE"  EVERY  FOUR  YARDS  ON  SELVEDGE 

l.riii.ii.  un.l  ■Liiiii.'nc  I'oi.r  iv  i  lie  iir..ili\riiims  cif  a  leaiiiiiK  Kritish  liriii 
"  \i'>  simply  the  wholesale  mill  shiiipliin  only,  ruiteriis  ami  the  names  of  tiriiis 
Me  to  sciii)!  y  can  be  hail  frieii  Iheir  ailvei  lisiii):  agents: 

I  he  British  Textile  Syndicate,  92  Market  St.,  Manchettt  r 


rUuisr   iiirution    I  hr   A'rriVrr   in    .Idii'itisi 


I  lii'P    I  ra:  i\trs. 


DRY     GOODS     REVIEW 


Well-assorted    general   dry    goods    stocks    will 
help  you  get  your  share  of 


SPRING    BUSINESS 


Your  immediate  requirements  Attractive  values  in  every  de- 
can  always  be  filled  promptly  partment  that  will  boom  your 
and  satisfactorily  here.  Spring   Business. 


Mail   Orders   Receive  Prompt   and 
Accurate    Attention. 


Greenshields   Limited 

MONTREAL 


Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers. 
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Priestley's  Dress  Goods 

Ready  for  Spring  Sorting 
SOME  OF  THE  POPULAR  LINES 


PRIESTLEY'S 
Hair   Line  Stripes 

Fashionable 

for  Suits 

and  Coats. 

Many  qualities     >fj' 

and  all 

desirable 

styles. 


PRIESTLEY'S 
Serges 

Most  desirable 

for 

Spring  Suits. 

Priestley's 

values 

are 

unequalled. 


PRIESTLEY'S 
Shepherd's  Checks 

Every   woman 

wants  a 

Shepherd's  Check 

Dress  or  Coat. 

Priestley's  lines 

are 

satisfactory.     . 


PRIESTLEY'S 
Voiles 

In  Black  and  Colors 

the   ideal 

Spring  Dress 

Material, 

Priestley's  Voiles 

do  not  fade. 


Cuts,  as  illustrated,  for  your  retail 
advertising    gladly    furnished   free. 

SOLE    AGENTS    FOR    PRIESTLEY'S   DRESS    GOODS 

GREENSHIELDS  Limited,  Montreal 


Please  mention   The  Rcz'ieiv  to   Adi-ertiscrs  and   Iheir  Travelers. 
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Paris  Reports 


DEBENHAMS 

NOVELTIES 

The  latest  information  from  our  Paris 
House  features  an  important  color  sea- 
son and  the  skillful  combination  of  color 
effects.  The  new  shades  are  rather 
bright  and  somewhat  crude.  A  new 
effect  is  obtained  by  a  shot  material 
over  another  strong  contrasting  shade, 
and  colored  embroidery  is  quite  exten- 
sively used.  Black  and  white  effects 
predominate. 

Ninons,  Marquisettes,  Figured  Nets, 
Voiles,  Foulards  (in  small  designs). 
Printed  Ninons,  Striped  Taffetas  and 
Messalines  in  Black  and  White. 

Laces,  Point  de  Venise,  Irish,  Chan- 
tilly.  Silk  Embroideries,  Milk  Beads, 
Dull  Gold  and  Silver  Cords,  Galons, 
Furniture  Trimmings. 

Paillettes  (single  and  double  width), 
Messalines,  Satins  (single  and  double 
width).  Satin  Mousseline,  Shot  Lum- 
ineux,  Peau  de  Soie. 

DEBENHAMS  <"nada)  LIMITED 


For  Gowns 


For  Trimmings 


For   Linings 


18-20  ST.  HELEN  ST. 

MONTREAL 


BAY  AND  WELLINGTON  STS. 

TORONTO 
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"SUCCESS" 


THE  OVERALLS 
FOR  HARD  WEAR 


The  wearing  quality  of  "SUC- 
CESS" is  as  much  in  the  denim 
as  in  the  make.  The  denim  we 
use  is  guaranteed  to  us  by  the 
mill  all  pure  goods— with  no 
dressing  to  make  weight. 

The  "SUCCESS"  range  is  27 
garments,  covering  three  weights, 
6,  7  and  8  ounce. 

In  each  case  the  denim  is  honest 
weight.  A  garment  we  sell  at  8 
ounce  is  pure  8-ounce  denim,  not 
some  lower  weight  in  order  to 
meet  a  price. 


In  "SUCCESS"  you   may   RELY  on   the  goods  being  exactly  as  repre- 
sented, and  ALL  pure  goods  with  no  dressing  whatever. 

The  overalls  are  cut  on  big  lines,  good  wide  legs,  high  in  the  back — and 
every  garment  is  double-stitched  throughout. 

ORDER  FROM  YOUR  WHOLESALER 
OR  WRITE  US  DIRECT. 


^Q^3mkd 


"irictitlcaC 


Please  i)ieiitioi\    The  A'rnVrr  /<'   .IJi'ertisers  and  Their  Travelers. 
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Obtainable 

From  All  Canadian  Wholesale  Houses 


Wm.  Anderson  &  Co.,  Ltd. 

Pacific  Mills 

Glasgow,  Scotland 
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Spring,  1911 


Gault  Bros.  Co.,  Limited 


Dress  Goods 

Full  assortment,  latest 

styles  ana 

shades 


Prints 

Wash  Goods 

Muslins 


Linens 

Tablings,  Towelings 

Special  Napkins 


Silki 


$I,$L25 
$1.50 


Full  range  all  staples. 
Special 


A^    \     Messaline,  SThc.      /      I* 
V  \  /     ^ 


Gault's,  Montreal 
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RIBBONS 


CORTICELLI  Ribbons  are  not  in  any  experimental  stage.  They  have 
proven  their  worth  from  the  Atlantic  to  the  Pacific  and  are  recognized  in 
Canadian  Stores  as  REAL  RIBBON  VALUE  and  as  quick  moving  stock. 


If  you  want  a  line  that 
your  trade — that  will 
mers  and  bring  in  new 
time  allow  you  a  correct 
on  CORTICELLI. 


will  "make  good  "  with 
hold  all  your  old  custo- 
ones~and  at  the  same 
profit—you  should  insist 


SPOOL      SIL.K 


CORTICELLI  will  give   the   full    measure   of   service  and   our   lines   are 
styled  to  meet  the  requirements  of  particular  people. 

Never  in  our  history  have  we  been  better  able  to  cater  to  the  ever  increas- 
ing Canadian  business  or  give  more  attention  to  our  many  customers. 


Corticelli  Silk  Company 

Limited 
Head  Office, 


St.  Johns,   P.Q. 


SPOOL      &ILK 


ADDRESS   NEAREST  OFFICE: 
SALESROOMS— 22  Si.  Helen  St.,  Montreal.       56  Albert  St.. 
24  and  26  Wellington  St.  W.,  Toronto.       91a  York  St.,  Syd 
318  Homer  St.,  Vancouver. 


..  Winnipeg.  Y^ 
ney.  N.S.W    g(/^ 


SPOOL      SILK 
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BING  BROTHERS, 

NUREMBERG, 

Largest  Manufacturers  of 

Toys  and  House  rxirnisKin^  Goods 


Stop!  Look!  Listen! 

Save  the  middleman's  profit !  Buy 
from  the  manufacturer. 

Our  complete  line  of  over  30,000 
samples  is  on  exhibition  at  our  own 
showrooms,  381  Fourth  Ave.,  corner 
27th  St.,  New  York. 

Import  orders  now  being  booked. 

Call  or  write  for  appointment. 


® 
© 

JOHN   BING,  381  Fourth  Ave.,  cor.  27th  St. 

Ne^w  YorK, 

Sole  Representative  for  U.S.A.  and    Canada. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Established  1832  Cable  Code  :  Law-Bradford 

Spring  1911 


REr;iSTERED 


Exclusive  Designs 


^    ^^    ^ 


Sho\¥erproof  Goods 

Mohair  and  Alpaca  Linings 

Buyers  visiting  England  can  see  a  full 
collection  in   Bradford   and   London. 

j^    j^    j^ 

Law,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 
BRADFORD   AND   LONDON.  ENG. 


Please  mention  The  Review  to    .-id-i'ertiscrs  aud  Their  Travelers. 
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ENGLISH    MOHAIRS 

AND    SICILIENNES    FOR 

SPRING    1911 

Some  of  the  greatest  Paris  couturieres  have 
produced  models  for  Spring  1911  made  of 
English  Mohair. 

Representative  garment  manufacturers  are 
making  and  selling  mohair  suits  for  Spring  1911. 

The  highest  class  retailers  have  ordered 
heavily  of  high  novelties  for  the  coming  season. 

Popular  price  stores  all  over  the  country  are 
ordering  plain  colors,  stripes  and  tailoring  patterns. 

When  one  says  "Mohair"  it  signifies  "English 
Mohairs,"  for  none  are  worthy  of  the  name  but  the 
English  product.  When  "  English  "  Mohairs  are 
ordered  Bradford  Dyers'  Mohairs  are  signified,  for 
Bradford  and  Mohair  are  all  but  synonymous 
words. 

Get  your  order  to  your  Jobber  while  the 
high  novelty  lines  are  unbroken. 

BRADFORD    DYERS' 
ASSOCIATION 

of 
BRADFORD,   ENGLAND 


Please  mention  The  Review  to   Ad7ieTtisers  and  Their  Travelers. 
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We  are  Ready 


To  receive  your  Spring  sorting  orders. 


Our  Large  Stock 


Enables  us  to  fill  your  letter  or  Travel- 
ler's order  completely. 


Our  Order  Department 


Ensures   your  order  receiving  careful 
and  intelligent  attention. 


Our  Shipping  Department 

Forwards,  if  at  all  possible,  by  return 
freight  or  express. 


P.8. — Don't  lose  a  sale  because  you  have 
not  the  carpet  or  rug  a  customer 
wants.     Write  us  for  samples. 


John  Garland,  Son  &  Co. 

OTTAWA,  CANADA 


Please  mention   The   Rez>ieiv  to    .  idi'crtiscrs  iimi    Ihcir    Irai'dcrs. 
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WAKE  UP! 


ARE  YOU  BUYING  HONE'S   GARMENT  SHIELDS? 
IF  NOT,  WHY  NOT? 


Every  Shield  is  Perfect 

Before  It  Leaves 

Our  Factory. 


V 


^^ife 


%7^r;# 


Made  in 

18  Different 

Styles  and 

Qualities. 

Britain  an 

Easy  First 

For  These 

Goods. 


DANIEL  HONE,   i  cmsweii  street,   London,  England 


ABEL  MORRAIL'S 

BM)NET 
POINT 


HAT  PIN. 


It  penetrates  easily,  gives  a  firm  hold, 
and  when  withdrawn  leaves  no  unsightly  holes. 


hO  MORE  SPOILT  MILLIMERY 


MANUFACTURED  AT 
REDDITCH  ENGLAND. 


L0ND0N-2O,Gresham  St 
MANCHESTER,- 17,  Piccadilly 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 


Mainly  About  Ourselves 


The  MacLean  Co.  have  received  an  application  from 
:\  man  in  one  of  the  leading  Western  Canada  cities  to 
work  for  them  in  that  district.  He  has  had  extensive 
experience  on  various  U.  S.  and  Canadian  newspapers, 
and  gives  the  best  of  references.  He 
Not  MacLean  wants    to   join    our   staff   and    do    the 

Policy  to  class  of  work  on  which  he   has  been 

Publish  Write-ups  very  successful  on  other  publications 
— that  of  selling  "write-ups"  or  us- 
ing "write-ups"  as  a  lever  to  secure  advertising.  As  there 
is  no  possible  opening  for  him  on  this  class  of  work  in 
Dry  Goods  Review  or  in  any  of  the  other  MacLean 
papers,  and  in  case  any  of  our  friends  should  think,  as 
this  applicant  thinks,  that  it  is  our  policy,  we  think  it 
wortli  while  to  impress  upon  them  tlie  fact  that  it  is  not. 
The  proposition  in  which  he  has  been  so  successful  on 
other  publication  is  this,  quoting  his  letter: — 

"In  the  matter  of  advertising  I  would  call  upon  vari- 
ous wholesale  merchants  in  Calgary,  Edmonton,  Regina, 
etc.,  give  them  a  descriptive  write-up  of  their  business, 
with  illustrations,  if  possible,  and  including  also  a  brief 
biographical  sketch  of  the  manager  or  proprietor  of 
each  institution.  I  would  make  a  fixed  charge  for  these 
write-ups,  or  would  give  the  write-ups  free  and  take 
contracts  for  display,  the  advertising  to  run  tlirough- 
out  the  year.  In  the  smaller  cities  good  money  could 
be  made  in  reproducing  display  windows  and  doing 
descriptive  write-ups  of  the  best  retail  stores." 

The  MacLean  papers  do  not  and  never  have  inserted 
paid  write-ups  of  any  manufacturing,  wholesale  or  re- 
tail business,  or  biographical  sketches  of  the  manager  or 
proprietor  of  any  institution,  or  promised  free  write-ups 
to  anyone  who  would  give  an  advertising  order;  nor 
have  they  ever  gone  to  retailers  and  offered  to  repro- 
duce window  displays  for  payment.  On  the  other  hand 
they  will  pay  correspondents  who  will  send  biographical 
or  other  sketches  of  successful  men,  provided  there  is 
anything  in  them  of  general  interest  to  the  readers  of 
our  papers.  They  are  always  glad  to  receive  plioto  of 
display  windows,  and  will  themselves  go  to  the  expense 
of  having  them  engraved.  They  frequently  pay  men  to 
take  photographs  of  desirable  displays. 

Our  old  subscribers,  we  are  quite  sure,  are  fully 
aware  of  the  difference  between  our  policy  in  this  re- 
spect and  that  of  many  other  publications,  but  in  view 
of  the  large  number  of  new  business  concerns  which  have 
been  recently  established,  particularly  in  the  West,  and 
have  subscribed  for  The  Review,  we  feel,  in  justice  to 
ourselves,  that  they  should  know  what  our  policy  is. 

It  is  quite  true  that  at  times  paragraphs  and  illus- 
trated matter  and  short  articles  slip  in  that  come  dan- 
gerously near  the  "write-up"  line  in  spite  of  every 
precaution,  but  readers  can  depend  upon  it  that  nothing 
of  this  sort  is  ever  paid  for  by  advertisers  unless  it  is 
so  marked.  It  is  true  that  many  times  an  item  appears 
which  is  a  good  advertisement  for  an  article  or  firm,  but 
if  it  is  new  and  has  news  value  it  is  inseited  whether 
the  firm  advertises  or  not.  The  fact  is,  that  space  in 
our  papers  now  is  too  valuable  for  any  tiling  but  tiio 
most  important  news.  Readers  are  too  busy  for  any- 
thing l)ut   live   matter. 


From  the  replies  which  have  been  received  by  The 
Review  in  connection  with  its  salesmanship  contests,  it 
is  evident  that  the  majority  of  salesmen  in  the  dry  goods 
business,  from  one  end  of  Canada  to  the  other,  are  not 
only  high-standard  men,  so  far  as  effici- 
The  Review  as  ency  in  work  is  concerned,  but  it  is  fur- 
An  Aid  to  ther   commendable   that   they   know    how 

Salespeople.         to    express    themselves    intelligently    and 
in  good   language. 

Undoubtedly  the  man  who  is  thus  accomplished  is 
superior  to  one  who  has  not  cultivated  his  ability  in 
that  direction.  While  the  language  used  in  the  replies 
received  is  always  taken  into  consideration.  The  Review 
does  not  overlook  those  which  are  not  models  of  correct 
composition.  Among  the  latter  are  found  many  which 
convey  excellent  ideas. 

That  a  man  finds  difficulty  in  expressing  himself  on 
paper  is  no  evidence  that  he  does  not  know  how  to 
approach  a  customer  properly,  deal  tactfully  with  prob- 
lems as  they  arise  or  otherwise  competently  perform  the 
duties  of  salesmen.  That  man  has  merely  neglected  to 
develop  himself  in  a  literary  way  for  a  greater  range 
of  practical  purposes. 

The  present  contest  is  not  the  only  opportunity  which 
The  Review  presents  for  these  salesmen  to  improve  them- 
selves. There  are  many  who  prefer  to  remain  obscure 
merely  because  they  liave  "never  tried  that  sort  of  thing 
and  don't  feel  like  beginning  now."  The  Review  is 
always  desirous  of  receiving  from  salespeople  practical 
articles  dealing  with  any  phase  of  merchandising  and 
will  publish  and  pay  for  them  whenever  they  contain 
anything  of  helpful  interest  to  the  dry  goods  merchant. 

Salespeople,  window  trimmers,  ad-writers,  any  mem- 
ber of  the  staff,  will  always  find  The  Review  ready  to 
assist  them  in  the  development  of  their  ability  along 
lines  for  which  they  have  preference.  The  columns  of 
the  paper  are  prepared  with  that  object  in  view,  and  its 
editorial  staff  will  always  be  available  for  consultation 
upon  matters  relating  to  the  dry  goods  business. 

The  Review  owes  its  position  in  the  opinion  of  the 
trade  to-day  no  more  to  the  fact  that  it  is  a  newspaper 
of  reliable  reference  to  buyers  and  sellers,  than  to  the 
work  it  is  endeavoring  to  do  to  place  in  the  hands  of 
salespeople  a  medium  whereby  they  may  become  efficient 
in  the  fullest  sense  of  the  word. 

The  change  inaugurated  with  the  beginning  of  the 
year  whereby  Tiie  Dry  Goods  Review  became  a  semi- 
monthly instead  of  a  monthly  publication  has  been  well 
received  by  meichants  througluiut  Canada.  Considered 
from  the  view  point  of  a  buyer  or  seller 
Advantages  in  the  change  has  been  timely.  The  rapid 
Getting  Review  growth  of  the  country,  considered  in  re- 
Twice  Monthly,  lation  to  improved  facilities  made  up  by 
a  transfer  of  matter  from  the  first-of- 
tlie  month  issue.  Each  number  of  The  Dry  Goods  Re- 
view is  in  every  respect  an  up-to-tlie  minute  publication, 
noting  the  most  recent  style  changes  and  market  develop- 
ments, and  giving  to  the  merchant  bright,  useful,  prac- 
tical articles  on  merchandising.  With  two  such  papei-s 
entering  his  store  each  month,  and  at  a  price  formerly 
charged  for  one.  the  dry  goods  merchant  is  receiving 
a  news  service  unequalled  for  its  authentic  statement 
upon  matters  of  first  importance  to  his  business. 
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McCALL  PATTERNS 

are  not  ultra  and  extreme.  The  great  stable,  solid,  jiractical,  overwhelming  majority  of  American 
women  do  not  want  the  ultra.  That  is  why  McCall  Patterns  are  so  satisfactory.  They  are  first,  last 
and  all  the  time  practical;  at  the  same  time  they  represent  the   very  latest  and  most  approved   styles. 

Fifty  or  sixty  new  designs,  the  complete  range  of  the  month's  styles,  are  issued  every  month. 
By  the  use  of  McCall  Patterns  any  garment  can  be  easily  made  and  it  will  fit  and  look  like  the  picture. 

These  are  some  of  the  reasons  why  there  are  more  McCall  Patterns  sold  in  America  than  of  any 
other  make,  and  more   merchants  handling  them — over  11,000 — than  any  two  other  makes. 

McCall  Patterns  will  do  for  you  what  they  are  doing  for  thousands  of  your  fellow  merchants — 
give  you  the  busiest  Pattern  Department  in  town  and  increase  sales  throughout  your  store. 

The  McCall  Canadian  Office  and  Factory  in  Toronto,  the  largest  and  best  equipped  pattern  estab- 
lishment in  the  Dominion,  enables  us  to  offer  you  McCall  Patterns  and  Fashion  Publications  on  the 
same  terms,  conditions,  etc.,  as  are  enjoyed  by  United  States  dealers. 

Write   for  full   particulars   and   samples.     There  is  no  obligation. 

THE   McCALL   COMPANY 

The  Lead  Ins  Paper  Pattern  House  of  America 


236  to  246  West  Thirty-Seventh  St.,  NEW  YORK  CITY 


CHICAGO 
NOT  IN  THE  TRUST 


SAN  FRANCISCO  TORONTO,  CANADA 

NO  CONNECTION   WITH  ANY  OTHER  HOUSE 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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1067  -Misses-  Dress,  made  in  navy,  black  or  brown  serge 

n  ages  12,  14.  16,  18  and  20.     Only  one  of  sixty  different 

styles     of     Children's.     Misses'    and     Ladies'     Dresses. 

MANUFACTURED  BY 

The  W.  R.  Brock  Company  (Limited) 

TORONTO 


Please  mentwn 


The  Remew  to   AdvcrUscrs  and  Their  Travelers. 


Issued  seini-monthly 


Office  of  Publication,  143-149  University  Avenue.Toronto 


March  1,  1911 


A   semi-monthly  newspaper  devoted  to  the  Cana- 
dian   dry  goods  and  kindred  trades. 

DIRECTORS : 

J.  B.  MACLEAN         ...  -         President 

A.  B.  CASWELL      -  -  -      Managing  Director 

Cable  Address : 
Macpubco,  Toronto.  Atabek,   London,   Eng 

CHIEF  OFFICES: 

CANADA- 
MONTREAL        -  701-702,  Eastern  Townships  Bank  Building 

Toronto 143-149  University  Ave. 

Teleplione  Main  7324 

Winnipeg 511  Union  Hank  Building 

Teleplione  3726 

Vancouvek. H.    Hodgson 

Room  11  Hartney  Ghainbers 

GREAT  BRITAIN - 

London,  Eng.         E   J.   Dodd,  European  Manager,  88  Fleet  St,,  E.C. 

Telephone  Central  1296 

Manchester,       -  -       -    •  H.  S.  Aahburner,  92  Market  Street 

UNITED  states- 
New  York        -  -  -  R.  B.  Huestis,  115  Broadway,  N.Y. 

Telephone  2282  Cortlandt 
FRANCE- 
PARIS  John  F.  .Jones  &  Co., 

31  bis  Faubourg,  Montmartre 

SUBSCRIPTION    PRICE: 

Canada   Great  Britain,    United  States,    Australia, 

South  Africa  and  the  West  Indies        -       -       -    $2  a  year 

Other  Countries -       -       $3  a  year 

Single  Copies      .       .       .       -  ....    25  cents 

Invariably  in  advance. 

ADVERTISING  RATES- 12  MONTHS  (24   ISSUES) 

Onepaee $600 

"  half  page 360 

"  quarter  page 200 

"    eighth  page 125 

"    inch 80 

Narrow  Limits  are  Dangerous. 

IT  is  at  times  very  discouraging  to  merchants  to  meet 
with  instances  where  people,  whom  they  regarded  as 
their  best  customers,  have  bought  goods  in  consider- 
able quantity  from  the  large  city  stores.  It  must,  how- 
ever, be  particularly  harrowing  to  merchants  in  the  very 
small  centres  of  population  to  find  that  other  men  from 
neighboring  towns  are  taking  business  practically  out  of 
their  hands.  Cases  are  known  where  enterprising  mer- 
chants, eager  t©  build  up  a  good  district  trade  and  de- 
sirous of  acquiring  a  reputation  in  near-by  territory 
somewhat  similar  to  that  enjoyed  by  the  large  city  stores 
in  relation  to  the  entire  country,  have  not  hesitated  to  go 
farther  afield  than  the  terHtory„directly  accessible.    They 


secure  a  list  of  desirable  people  in  the  neighboring  towns 
and  villages — people  whom  they  know  are  in  a  position 
to  consider  high  grade  lines — and  these  they  keep  posted 
with  regard  to  stocks  in  which  they  would  likely  be  in- 
terested. Sometimes  a  representative  is  sent  to  call 
upon  these  people,  and  if  convenient,  he  takes  along  with 
liim  a  line  of  samples. 

It  would  seem  correct  to  say  that  when  a  merchant 
from  one  town  can  get  away  with  orders  from  beneath 
the  eyes  of  a  merchant  in  a  neighboring  town  or  villao-e 
something  is  wrong  with  the  latter 's  methods  of  cover- 
ing his  field.  There  would  appear  to  be  .something  de- 
ficient in  his  advertising,  in  the  appealing  power  of  his 
stocks,  in  that  medium  by  which  he  should  command  the 
first  consideration  whenever  home  requirements  are 
thought  of. 

No  doubt  one  sliortcoming  in  many  small  places,  where 
all  lines  combine  to  make  up  the  general  store,  is  that 
tlie  merchant  at  the  head  is  not  a  practical  dry  goods 
man. 

It  may  be  that  liis  specialty  is  groceries,  that  he  start- 
ed business  as  a  grocer,  and  introduced  a  few  lines  of 
staple  dry  goods  as  occasion  seemed  to  demand. 

He  has  not  given  to  his  dry  goods  that  degree  of 
specializing  which  competitive  conditions  require.  He 
may  have  a  young  man  or  woman  in  charge,  but  the  de- 
partment is  allowed  no  very  extensive  latitude. 

He  forgets  that  there  is  a  vast  difference  between  dry 
goods    and   grocery    merchandising. 

The  fact*rfast  not  be  overlooked  that  style  and  novelty 
have  come  to  be  the  two  dominant  factors  in  handling 
dry  goods,  and  coupled  with  this  the  merchant  must  see 
that  he  has  a  very  intelligent  lot  of  buyers  to  cater  to. 

The  mail  order  catalogue  has  educated  them:  they  are 
bound  to  compare  the  local  merchant's  lines  with  those 
of  the  mail  order  house,  no  matter  how  unfair  that  pro- 
cedure may  be,  and  immediately  they  see  something  that 
attracts  their  attention  they  send  away  for  it,  and  fre- 
quently include  an  order  for  some  other  article  which 
the  local  merchant  can  supply. 

The  time  has  come  when  the  merchant  must  recog- 
nize that  the  confinement  of  one  department  to  too  narrow 
limits  is  leaving  an  opening  for  a  wedge  which  may 
eventually  cause  a  gap  between  him  and  the  possibilities 
of  his  district. 
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Good  Advertising  Material. 

THE  service  given  by  a  store  is  probably  the  largest 
factor  determining  the  extent  of  that  store's  pat- 
ronage. Now  that  the  day  has  arrived  when  a 
merchant's  compteitor  is  not  so  much  the  man  across 
the  street  as  the  catalogue  house  miles  away,  this  is  a 
point  which  cannot  be  overlooked.  It  is  claimed  that 
the  mail  order  houses  make  many  glaring  mistakes. 

Generally,  in  such  cases,  a  courteous,  explanatory 
letter  reaches  the  customer  and  smooths  things  over  be- 
fore that  person  makes  up  her  mind  that  the  mistake 
has  converted  her  in  favor  of  the  home  store. 

The  local  merchant,   in  the  course   of  a   year  meets 
with  many  cases  of  dissatisfaction,  but  it  is  a  question 
whether  he  uses  them   as   he   should.     A  good   example 
came  to  the  attention  of  The  Review  recently.     A  mer- 
chant in  a  town  of  about  4,000  had  a  customer  who  pur- 
chased  a  dress   length   from   a   mail   order   house.      The 
goods  were  not  satisfactory  and  she  could  not  exchange 
it.     She   appealed   to   the   local  merchant,  but  he   could 
do  nothing  for  her  and  she  had  to  wear  the  dress.     That 
experience  was  enough  to   convert  the   customer.     Some 
time    later    when    the    incident    had    been  forgotten  by 
everybody   else,   the  merchant  made   a  neat   story   of  it 
and  gave  it  to  the  local  paper.     It  was  good  stuff  and 
they   published   it.      The   narration   was   entirely   imper- 
sonal, eliminating  all  names,  but  the  merchant  declares 
that  the  story  and  others  of  a  similar  character  which 
he    has    had    published    have    done    excellent    service    in 
diverting  business  which  otherwise  would  have  gone  out 

of  town. 

The  local  merchant  can  do  much  beneficial  work  for 
his  store,  by  cultivating  the  co-operation  of  the  local 
newspaper. 


Start  the  Season  Right. 


THE  success  of  a  season  depends  largely  upon  the 
start  which  a  merchant  gives  it.  There  can  be 
nothing  half-hearted  in  the  advertsing,  the  display  or  the 
arrangement  which  features  the  opening.  The  only  course 
to  pursue  is  to  plan  on  a  large  scale  and  measure  up  to 
it.  There  must  be  an  enthusiasm  in  every  step  taken  to 
give  the  season  its  proper  pace. 

For  the  approaching  Spring,  the  merchant  must  plan 
on  broad  lines.  His  store  organization  must  be  complete 
and  run  so  smoothly  that  the  initial  openings  will  pass 
oB  without  a  hitch  to  retard     the  future  trading.     It    is 
sometimes  said  that  a  season  is  made  or  marred  by  the 
i„anner  of  its  introduction.     A  merchant  may  have  desir- 
able goods,  but  make  so  poor  a  showing  of  them  that  the 
succeeding  weeks  had  that  disheartening  tendency  to  drag. 
The  windows  may  be  decidedly  attractive,  yet  the  show- 
uig  in  the  various  departments  be  so  poor  as  to     almost 
suggest  that  the  windows  were  a  case  of  false  pretences. 
There  must  not  be  one  kind  of  enthusiasm  shown  in  one 
part  of  the  store  and  another  brand   in  some  other  sec- 
tion.    Millinery  or  ready-to-wear  are  not  the  only    lines 
which  must  be    emphasized  with     the  passing  of  Winter. 
People  are  tired  of  cold  weather  suggestion  in  the  store 


trim.  There  should  be  buds  and  flowers,  and  ioilage  and 
bright  attire  from  one  end  of  the  store  to  the  other— a 
scheme  that  will  suggest  renewed  enthusiasm,  as  well  as 
new  stocks  and  everything  else  that  can  be  used  to  indi- 
cate  a  bright  optimism  on  the  part  of  the  merchant. 

All  in  the  Day's  Work. 
Many  a    merchant  prides    himself  in  his  stock,      fine 
equipment  and  all  the  rest  of  it,  but  he  handicaps  him- 
self by  lack    of    system.     On  this    account  his  business 
drags  when  it  should  spurt. 

•  •    • 

The  power  to  originate  things,  which  when  worked 
out  will  prove  effective,  spells  initiative.  The  merchant 
who  encourages  it  in  his  staff  is  proceeding  along      safe 

lines  for  the  future. 

•  •    • 

The  spasmodic  merchant  is  one  whose  effort  doesn't 
always  take  him  to  the  desired  goal.  The  persistent 
merchant,  who  has  the  quality  which  phrenologists  call 
sticktoitiveness,  gets  there.  When  you  know  you  have  a 
good  proposition,  push  it  for  all  it  is  worth.  A  wavering 
grip  doesn't  inspire  confidence. 

•  •    • 

The  strenuous  work  required  of  merchants  to-day  de- 
mands that  he  be  particularly  careful  of  his  health.  Suc- 
cess will  seem  farther  ofi  every  day  that  a  man  encour- 
ages neglect  in  this  respect.  The  one  is  absolutely  de- 
pendent upon  the  otter. 

•  •    * 

Some  men  ignore  the  knock  of  opportunity  because  of 
the  responsibility  which  obedience  thereto  involves.  Others 
respond  to  it  for  the  same  reason  and  become  bigger  and 

more  capable  men. 

•  •    • 

It  is  not  the  easy  job  that  makes  a  man.  The  per- 
sistent hammering  away  that  requires  him  to  measure  up 
to  something  larger,  is  what  causes  development. 


Men  who  are  now  at  the  head  of  big  concerns  look 
back  and  say  the  beginnings  were  mighty  small.  It  would 
not  have  been  half  so  gratifying  had  it  not  been  for  the 
fact  that  they  were  compelled  to  fight  every  foot  of  the 
wav.  In  a  sinking  ship  some  men  are  drowned  before 
they  get  wet.  The  good  fighter  is  one  who  never  acknow- 
ledges that  defeat  is  possible. 

•     •     • 

Some  salesmen  declare  that  they  know  more  than 
their  employers,  but  fall  down  when  the  test  comes. 
Other  salesmen  know  more  than  their  employer,  but  only 
advertise  themselves  by   their     grasp   of   the  opportunity 

when  it  comes. 

•    •    • 

There  are  a  good  many  merchants  who  will  not  hesi- 
tate to  say  that  they  could  run  a  newspaper  better  than 
the  man  who  is  trying  to.  Yet  their  methods  of  adver- 
tising, the  kind  of  information  they  expect  to  sell  goods 
on.  prove  that  thoy  don't  know  what  news  is.  though  it 
stares  them  in  the  face  from  one  day's  end  to  the  other. 
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To   Help  Your   Easter  Sales 
You   Can   Buy 

F-15  Lace  Edged  Handkerchiefs  at  $2.25  dozen 
F-16     "  "  "  at     4.50        " 

"Minoru"  Ribbons. 

"Her  Ladyship"  Tailored  Blouses. 

Test  the  selling  qualities  of  our  $4.50  Skirts.  Cut  on 
generous  lines,  well  made  and  perfectly  fitting,  they  will 
please  your  customers  and  you. 

YOUR  order  can  be  filled  EXACTLY  and  IMMEDIATELY. 
Mail  it  and  get  what  you  ask  for  by  return. 


The  W.  R.  BROOK  COMPANY  (Limited) 

Montreal 


Pleas f  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Conducting  Opening  Events  and   Advertising  Till  Easter 

Allotment  of  Space  and  Use  of  Display  Cuts  —  Individual  Department  Opening 
Announcements  —  Use  Booklets,  Invitations  and  News  Columns  -  Suggestmg 
and  Illustrating  an  Easter  Value   Event 


ADVERTISING  Ir.nu  now  until  Easter  covers  every 
Jepartment   in   tlie   establishment,   and   will   deal 
with  the  announcements  of  the  openings  in  each 
section  individually.     Opening  and  Easter  efforts 
are  the  climax  on  the  part  of  the  advertiser. 

Advertisers  should  deal  with  each  department  separ- 
ately if  the  allotted  space  will  permit,  and  it  is  suggested 
tliat  one's  advertising  space  be  given  to  each  of  the 
following  departments— dress  goods,  ready-to-wear,  home 
furnishings  and  millinery.  The  advertising  for  the  first 
week  in  April  should  denote  the  climax  in  style,  value 
and  high-class  announcements.  This  arrangement  enables 
the  proper  merchandising  of  Easter  novelties  and  acces- 
sories and  most  advantageously  gives  opportunities  for 
values  quoted  from  now  till  Easter  to  bring  immediate 
or  corresponding  results. 

Use  More  Striking  Cuts. 
Display  cuts  should  be  more  striking  than  usual  dur- 
ing these  Spring  fashion  anouncements  and  should  depict 
new  dress  goods,  novelty  ready-to-wear  lines,  suggestive 
and  artistic  home-furnishings  plans,  high-class  millinery 
and  Easter  sketches,  featuring  Spring,  flowers  and  foliage. 
Easter  cuts  should  make  free  use  of  the  symbols  of  the 
season,  lilies,  bunnies,  Easter  eggs  and  greetings  sugges- 
tive of  the  Eastertide.  Advertisers  have  a  wealth  of 
opportunity  and  suggestion  in  planning  for  the  coming 
month 's  advertisements. 

Allotting  Space  for  March. 
The  allotment  of  space  depends  on  the  importance  of 
each  department. 

In  case  it  is  impossible  to  carry  the  different  sections 
individually,  but  as  several  combined  advertisements,  it 
is  absolutely  necessary  that  prominence  be  given  the  es- 
sential points  in  each  particular  department  during  the 
season  intervening  and  from  March  1st  till  Easter. 

Dress  goods  and  silks  merit  the  first  announcement, 
which  should  be  featured  about  the  first  weeks  in  March. 
Style  forecasts  have  been  already  made  earlier  in  the 
season,  and  more  attention  and  space  should  be  devoted 
to  creating  an  impression  as  high  liigh  style  authority 
and  perfectly  high  class  departments,  assortments,  etc. 
Therefore,  only  the  best  materials  and  novelty  fabrics 
warrant  descriptions. 

Dress  Goods  Announcements. 
To  do  this  the  descriptive  work  comes  under  headings, 
silks,  dress  fabrics  or  wash  goods,  novelty  wash  fabrics 
now  being  advertised  in  conjunction  with  the  dress  fabric 
section  to  give  them  tone,  and  in  keeping  with  tlie  many 
beautiful   weaves  and  patterns  shown. 

The  formal  announcement  should  be  made,  including 
the  dates  set  and  the  importance  of  the  event  noted. 
General  editorials  sliould  give  authentic  announcements, 
indicative  of  style  trend,  particular  reason  or  demand 
for  any  merited  fabrics,  and  also  give  the  pleasing  con- 
ditions under  which  the  announcement  is  made  and  the 
displays  are  to  be  held.  No  limit  is  set  to  tracing  style 
influences  or  description  of  new  shades,  as  exemplified 
in  the  department  showing. 

Silks  come  first  naturally  this  season,  and  beauty, 
gracefulness,  weave  pattern,   draping  qualities,  and   nov- 


elty all  give  incentive  to  descriptive  work.  Further  re- 
ference to  exclusiveness  in  weave,  adaptability  to  par- 
ticular fashions  and  extreme  innovations  displayed  on 
the  counters  for  this  event  is  good  advertising  matter. 
It  tends  to  give  prominence  to  the  high-class  showing 
and  the  authority  of  the  announcements.  Descriptions 
of  particular  manufacture  or  extreme  style  effects  are  also 
impoi'tant. 

Dress  goods  can  be  advertised  under  color,  weave, 
assortment  or  high  class  importations.  Relative  standing 
or  changes  of  colors  in  the  style  forecast,  and  adaptability 
are  used  effectively.  Any  descriptive  matter  following 
lines  of  novelty  exclusiveness  and  individuality  being 
most  advisable  at  this  season. 

Include  Wash  Goods. 

Wash  goods  have  become  so  higli  class  and  so  many 
novelties  are  now  featured  that  in  nearly  all  cases  this 
demand   is  recognized   in   the   advertising.     Better   cla.ss 


Pre-Easter  advertisement  layout   sucgestion  consistent  with 
the  demands  of  the  different  departments. 

lines,  novelty  weaves,  exclusive  dress  lengths,  are  now 
advertised  in  conjunction  with  dress  fabrics  and  silks. 
Added  tone  is  given  tlie  wash  fabric  section,  and  these 
fascinating  weaves  and  patterns  lose  none  of  their  indi- 
viduality in  being  quoted  and  contrasted  witli  silks. 
Patterns  and  novelties  approach  so  neariy  representing 
tliose  featured  in  tlie  silk  fabrics  that  a  more  prominent 
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When  a  person  buys  any  other  Vacuum 
Cleaner,  she  always  expresses  the  hope 
that  ic  will  be  as  good  as 

•*The   King  Edward." 


The  One  Efficient  Appliance 
for  Home  and  Store  Cleaning 
is   the   Vacuum  Cleaner. 

In  the  "King  Edward"  we  have  perfected 
a  low-cost  hand-power  machine  that  can 
be  handled  with  profit  by  any  merchant 
with  a  good  well-to-do  class  of  custom  to 
draw  upon. 

The  points  in  its  favor  are  manifold,  and 
the  original  investment  is  not  heavy. 

POWERFUL  ENOUGH   FOR  ANY  WORK 


THE   GEORGE  H.   KING  COMPANY,  Limited 


WOODSTOCK,     ONTARIO 


position  is  given  wash  goods  in  the  advertising,  lending 
added  importance  to  this  section  and  detrimental  in  no 
way  to  the  silk  fabric  section. 

Mention  may  be  made  of  new  trimmings,  buttons  and 
accessories  in  completing  this  advertisement.  Regular 
prices  only  need  be  quoted. 

Reference  to  the  readiness  of  the  dressmaking  de- 
partment to  give  estimates  and  complete  an  order  within 
a  stated  limit  will  be  timely.  All  the  newest  designs  and 
styles  are  now  to  hand  and  the  dressmaker  can  give  con- 
cise advice.  In  announcing  the  opening  it  is  advisable 
to  comment  on  this  point,  and  if  the  modiste  in  charge 
is  willing  she  can  materially  help  in  the  matter  of  selec- 
tion, introduction  and  booking  of  orders. 

Ready-to- Wear  Openings. 

For  the  second  week  in  March  the  ready-to-wear  open- 
ing can  be  announced  this  year.  Suits,  gowns,  dresses, 
coats  and  misses'  wear  and  the  many  lines  now  carried 
in  this  section  must  be  introduced  in  a  manner  portray- 
ing the  standard  of  excellence,  novelty,  exclusiveness  and 
the  importance  of  this  particular  event  and  department 
in  the  community. 

This  space  must  be  carefully  considered  this  season 
regarding  the  demands  of  the  different  sections  within 
tlie  department  and  the  suggestion  naturally  is  that  more 
space  be  devoted  to  dresses  and  to  misses'  wear  than  in 
former  seasons,  in  keeping  with  the  stocks  and  anticipat- 
ing the  demand. 

The  advertisement  will  describe  in  a  clear,  concise 
way,  the  preparation  and  readiness  of  this  department 
and  the  beauty  of  the  decorations.  Instil  the  spirit  of 
Spring,  as  has  been  done  in  completing  the  display  in 
the  department.  Most  of  all  pervade  the  write-up  witli 
plenty  of  style  talk.     Do  not  overlook  dates. 


The  approved  way  is  to  take  the  most  striking  or  im- 
portant garments,  possibly  one  or  two  from  each  sec- 
tion, and  describe  them  minutely,  touching  those  points 
which  are  likely  to  become  an  influence  in  the  season's 
selling,  and  whicli  have  been  copied  in  the  lower-priced 
garments.  Incidentally  this  means  that  those  novelties 
whicli  were  brought  out  for  opening  buyers  and  bought 
for  display  purposes  must  be  described. 

Attention  directed  to  the  style  innovations  regarding 
cloth,  cut,  important  changes  in  length  or  fit,  as  featured 
in  these  particular  garments,  is  suggested. 

Notes  of  interest  to  the  customer  regarding  points  of 
style,  change  or  special  feature,  can  be  shown  in  the  dis- 
play, cuts  illustrating  these  particular  features  can  be 
used  to  enhance  the  general  appearance  and  portray  the 
important  items  of  the  descriptive  work  in  the  announce- 
ment of  the  ready-to-wear  opening.  Petticoats,  blouses 
and  individual  novelties  in  the  accessories  can  also  be 
added  in  completion  of  this  advertisement. 

Home  Furnishing  Announcement. 

Advertisers  will  be  called  upon  to  devote  an  opening 
announcement  to  the  home  furnishing  section,  maybe  by 
the  third  week  in  March,  and  tlie  possibilities  are  for  an 
extra  effort  in  this  season's  announcement. 

Comprehensive  displays  and  importations  are  the  lines 
generally  featured  in  home  furnishings — complete  readi- 
ness to  cater  to  the  earlier  Spring  buyers  is  another 
theme.  Rugs,  carpets,  lace  curtains  and  draperies,  mat- 
tings and  oilcloths  all  require  representation.  New 
or  improved  methods  of  draping,  new  or 
patented  improvements  in  home  comfort  arrangement 
must   be   given   especial  prominence.     Better  methods   of 

('(nicluded  on  Page  26 
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Awarded  thelhighestiprize,    "The  Grand  Prix,"   at  the  Brussels  Exhibition,  1910. 


Established 
1791 


The  Test  of 
Time 


HORROCKSES 

Lon^clotHs,  NainsooKs,  Cambrics,  India  Lon^clotHs,  etc. 

See  Horrockseft'  Name  on  SeWedce 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 

Sea  Horrocktes'  Nam*  on  Each  Sba#t 


Flannelettes  of  the   Highest   Quality 


Se«  Horreclu**'  Name  on  Salvedls* 


Horrockses' 

Manchester  and  London 


Please  mention    The  Rcviezv  to   .  Uii  crtisc  s  and    I  heir   Iraz'clcrs. 


Suggested   Plan   for   Taxing   Mail   Order  Business 

Levy  on  Goods  Sent  Into  Smaller  Centres  of  Population,  Based  on  Reports 
From  Receiving  Stations  —  The  Consumer's  and  the  Local  Merchant's 
Viewpoint 

(By  Howard  R.  Wellington) 


NO  one  will  doubt  the  injustice  presented  by  the 
large  mail  order  concerns  in  diverting  business 
from  the  merchants  in  towns  and  cities  outside 
their  immediate  neighborhood. 
Take  for  instance  a  store  in  a  small  town,  located  in 
the  centre  of  the  town,  paying  probably  the  highest  taxes 
to  the  town,  and  yet  not  being  supported  to  any  great 
extent  by  the  townspeople  who  send  away  to  the  mail 
order  houses  for  their  supplies,  overlooking  the  fact  that 
this  same  mail  order  concern  is  not  paying  a  farthing  to 
support  their  town,  and  is  securing  a  large  volume  of 
trade.  The  question  is  often  asked,  why  should  not  the 
mail  order  house  pay  taxes  of  some  description  for  the 
privilege  of  doing  business  in  the  town  and  taking  out  of 
the  town  annually  so  much  money? 

The  Consumer's  Viewpoint. 

It  is  largely  a  question  of  price  so  far  as  the  consum- 
er is  concerned,  and  if  he  can  secure  goods  from  the 
mail  order  house  which  gives  satisfaction  and  at  a  closer 
price  than  he  can  purchase  locally,  naturally  the  mail 
order  house  will  receive  some  preference. 

Then  again  the  range  displayed  is  wider  than  that 
carried  by  the  local  dealer,  and  affords  a  better  selection. 


There  is  no  local  patriotic  spirit  displayed  on  the  part 
of  the  consumer  to  pay  the  local  dealer  more  than  a  mail 
order  concern  simply  because  that  dealer  is  helping  to 
maintain  his  town  by  paying  taxes  and  the  only  way  of 
limiting  the  business  of  the  mail  order  house  and  assist- 
ing the  local  merchant  is  to  tax  the  business  of  the 
former. 

A  Feasible  Method  of  Taxation. 

A  number  of  suggestions  have  been  made  as  to 
methods  to  be  employed  in  taxing  the  shipments  of  mail 
order  houses  outside  a  given  territory,  but  it  does  not 
seem  possible  to  handle,  the  problem  from  the  home  town 
of  the  concern  making  shipments.  The  suggestion  was 
made  by  a  progressive  merchant  that  the  books  of  the 
express  agents  could  be  used  and  records  made  of  all 
shipments,  amounts,  etc.,  on  which  a  tax  would  be 
levied,  which  would  in  turn  be  paid  to  the  municipality 
to  which  the  goods  were  consigned. 

A  Plan  to  Handle  it  at  the  Other  End. 

The  following  plan  could,  we  believe  be  worked  out 
to  advantage  in  a  practical  manner: 

1.    Each  store  would  be  allowed  to  do  business  in     its 
own  town,  and  within  a  radius  of  twenty-five  miles. 

2.  Every  parcel  delivered  to  the  express  company 
must  have  value  of  contents  marked  distinctly. 

3.  Weekly  or  monthly  reports  should  be  made  by  the 
receiving  stations,  showing  the  name  and  address  of  the 
shipper,  the  name  of  the  consignee,  the  value  of  each  par- 
cel received,  and  the  total  value  lor  the  period 


4.  These  reports  should  be  sent  to  a  central  office, 
where  they  will  be  condensed,  and  if  "A"  has  shipped 
into  "B"  or  any  other  territory  a  tax  of  5  per  cent, 
would  be  levied  on  all  such  shipments. 

5.  The  revenue  thus  derived  would  be  paid  to  the 
municipality  receiving  the  goods,  in  place  of  taxes,  and 
a  portion  would  go  to  the  express  or  freight  companies 
for  the  additional  expense  in  making  reports,  keeping  a 
staff  for  this  purpose,  and  possibly  using  additional  help 
in  the  receiving  rooms  of  the  large  centres. 

This  paper  would  be  pleased  to  have  any  suggestions 
from  merchants  everywhere  relative  to  the  plan  outlined 
above. 

Local  Merchant  Issues  Catalogue. 

Mail  order  competition  in  wall  paper  business  is  met 
by  a  Michigan  firm  in  a  very  effective  way.  The  mail 
order  house  sends  samples  of  wall  paper  to  the  customer, 
it  goes  right  into  the  home  where  the  customer  can  sit 
there  and  look  it  over  and  take  his  own  time  in  deciding 
the  kind  of  paper  he  wants  to  put  on  each  room,  and  the 
firm  have  taken  advantage  of  the  same  point  and  are 
sending  out  wall  paper  sample  books.  They  do  not  send 
out  ready-made  books  showing  a  lot  of  samples  that  they 
do  not  have  in  stock,  but  they  have  the  books  made  from 
paper  in  stock,  cutting  the  samples  6x8  inches  from 
the  regular  roll  and  have  a  neat  cover  stapled  on  by  their 
local  printer. 

In  the  book  there  are  four  or  five  extra  pages  inserted 
containing  a  good,  strong  selling  talk  on  all  interior  de- 
corations. The  book  is  placed  in  the  hands  of  the  would- 
be  customer  so  that  he  can  examine  the  goods,  see  the 
designs,  colors,  quality,  weight,  and  so  on. 

Then,  on  the  back  of  each  page  of  sample  paper  the 
price  is  stamped  in  plain  figures,  so  the  customer  can 
measure  his  room  and  figure  exactly  what  it  is  going  to 
cost  to  paper  the  room  or  the  entire  house.  All  these 
things  count.  The  customer  can  take  this  little  sample 
book  and  sit  down  at  home  and  select  the  pattern  and 
figure  the  cost  just  as  he  would  do  with  the  big  cata- 
logue— and  when  he  stops  to  think  that  he  can  get  the 
goods  right  near  home  where  he  can  return  what  he  does 
not  need,  and  get  a  little  extra  if  he  needs  more,  the 
chances  are  that  not  many  are  going  to  send  away  for 
the  paper. 

Moore  &  McLeod,  Charlottetown,  P.E.I. ,  have  recent- 
ly issued  some  very  bright  advertising  matter,  the  most 
notable  feature  of  which  is  a  "Winter  White  Sale  Bulle- 
tin," of  eight  pages,  size  11  by  9  inches.  In  this  cata- 
logue there  is  very  good  use  of  cuts,  and  space  values 
have  been  very  well  estimated  in  the  arrangement 
throughout.  Undoubtedly  the  "Bulletin"  proved  a  good 
trade  bringer  when  circulated  throughout  the  firm's  dis- 
trict. On  a  separate  sheet,  one  side  of  which  is  an  order 
form  for  mailing  purposes,  a  list  of  smallwares  special- 
ties and  prices  are  given.  In  sending  out  samples  of 
toweling,  longcloth,  etc.,  the  name  of  the  firm,  and  full 
particulars  are  printed  on  the  fabric.  It  would  appear 
that  Moore  &  McLeod  are  giving  their  people  some  mighty 
good  reasons  in  favor  of  home  shopping. 
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A  New  Idea 


IN 


Handkerchiefs 


No  more  losses  and  complaints  because  of 
soiled  handkerchiefs — and  every  customer 
pleased. 

"HIGENA"  Handkerchiefs  come  in    sealed 
^adages — one,  two  or  three  in   a  package — 
according     to     quality  and  price.     This  package  protects    the 
wholesaler  and  dealer — quite  as  much  as  the  customer. 
There  is  no  more  handling  of  handkerchiefs  in  warehouse  or  store.      With 
each  box  of  "HIGENA"  Handkerchiefs  there    in  one  loose  handkerchief  to  show 
quality  and  design.   This  is  the  handkerchief  you  allow  your  customers  to  handle. 
When  they  buy,  you  give    them  "HIGENA"  handkerchiefs    in    packages — fresh,  unwrinkled, 
unspotted     hygienic. 
''HIGENA"  Handkerchiefs  come  in  Egyptian    Lawn  and  pure    Irish    Linen.     They  are    made    by 
Messrs.  Douglas  &  Green  Limited,  of  Belfast,  who  originated  this  idea  of  package    handkerchiefs. 
This  idea  of  hygienic  handkerchiefs — spotlessly  clean — is  a  go. 

We  are  helping  you  to  push  it  by  a  generous  advertising  campaign   in   the  newspapers. 
Here  is  the  way  "HIGENA"  Handkerchiefs  will  retail:  — 


Ladies'. 


for     15c. 

••       2Sc. 

25c. 

25c. 

SOc. 


No.    6 
■■       7 


Gents". 


for  15c. 
■'  25c. 
25c. 
■■  2Sc. 
■■       50c. 


Write  us  for  wholesale  prices.       Give  our  prices  a  comparison  with  what  you  are  paying  now.     This  will  prove 


our  values.      We'd  like  to  send  you  samples  too 

TORONTO  WALLACE 

S02  EMPIRE   BUILDING 


(®L    WALLACE 

Agents  for  Douglas  &  Green  Limited,  Belfast,  Ireland 


MONTREAL 

,S04  CORISTINE  BUILDING 


The  Attractiveness  of  Good  Linen 


T 


HERE  IS  NOTHING  in  the  world  that 
proves  such  a  constant  delight  to  the 
house-proud   woman  as  good  linen,  and 


"OLD 
BLEACH" 
LINEN 


"Old  Bleach''  Linens 

excel  all  other  makes  in  this  respect.  That's  why  they  are  the  best 
selling  lines  ever  offered  to  the  trade — the  line  whose  durability  is 
unequalled,  because  only  the  reliable  '  sun-bleaching '  process  is  used. 

What  are  you  doing  towards  getting  your  share  of  this  profitable  trade  ? 

You  can  add  to  your  prestige  and  increase  your  profit 

considerably  by  featuring  "Old  Bleach." 

"Old  Bleach"  Linens  are  made  in  Table  Damasks, 
Towels,  Huckabacks,  Diapers,  Sheetings,  Holland  Colored 
Linens,  Embroidery  Linens,  Hemstitched  Sheets,  Pillow 
Cases,  Baby  Towels. 

Try  a  sample  order  of  our  Art  Towels!  They  will 
surely  convince  you  of  the  values  we  are  offering. 


R.  H.  COSBIE 

Irish  Linen  Agency 
30  Wellington  St.  West 


Toronto 


Please  mention  The  Rexneu'  in   Advertisers  and  Their  Travtlers. 


Local  Merchants    Demonstrate  Merit  of   Home   Values 

Prove  to  Customers  That  They  can  Give  Them  Goods  and  Service  in 
Every  Was  as  Satisfactory  as  Those  of  the  Mail  Order  House  —  Many 
Instances  During  a  Year  in  Which  Merchant  can  do  Much  Educative  W^ork 


MANY   times   during  a  year,   the   local   merchant 
has  an  opportunity  to  demonstrate  to  customers 
that   he  is  fully   entitled   to   a   larger  share   of 
their  patronage. 
(Jorapai'isons   between   the   values   that   he   is   offering 
and  those  listed  in  the  mail  order  catalogue  tell  a  story 
that  is  deeidely  in  favor  of  the  local  merchant  in  many 
cases. 

It  is  not  always  the  merchant's  privilege  to  know 
directly  why  a  particular  customer  will  begin  to  buy  from 
him  goods  which  he  knows  she  never  bought  in  town 
before,  but  he  is  wise  enough  to  read  between  the  lines, 
and  say  nothing.  That  person  has  eitlier  been  dissatis- 
fied with  her  purchases  abroad  or  else  the  wide-awake 
advertising  has  made  a  telling  appeal.  These  kind  of 
customers  hardly  care  to  admit  that  they  have  been  con- 
verted. They  have  to  be  brought  along  very  carefully 
and  in  time  the  merchant  will  number  them  among  his 
best. 

When  Good  Advertising  Counts. 

A  very  great  deal  may  be  done  by  advertising.  It  is  an 
easy  matter  for  the  merchant  to  so  conduct  his  publicity 
that  his  values  will  suffer  nothing  when  ranged  along 
tl'.ose  listed  in  the  catalogues  from  the  large  cities.  In- 
telligent buying  will  place  him  in  a  position  where  he  will 
often  have  an  advantage  in  the  argument. 

There  are  people  who  boast  that  even  if  they  saw  an 
article  marked  at  a  lower  price  in  the  home  store,  they 
would  prefer  to  buy  it  from  the  mail  order  house,  simply 
because  they  are  confident  that,  when  it  is  shown  by  the 
latter,  it  is  correct  style.  To  overcome  this,  the  merchant 
must  hammer  away  upon  the  fact  that  his  goods  are  in 
every  sense  up  to  the  minute.  True,  he  may  confront 
the  argument  that  articles  from  the  city  stores  are  some- 
limes  more  exclusive,  but  people  cannot  get  away  from 
the  fact  that  mail  bought  goods  are  just  as  liable  to  dupli- 
cation, and  in  that  event  more  likely  to  carry  with  it  the 
suggestion  that  it  was  a  bargain  cheapened  by  an  ab- 
normal run  in  the  city. 

Demonstrate  in  Exchanging. 

Sometimes  the  merchant  is  asked  to  change  garments 
or  articles  bought  in  the  city,  which  for  some  reason  or 
other  are  unsatisfactory.  He  is  foolish  if  he  encourages 
the  impression  that  he  will  exchange  any  old  thing,  but 
tliere  are  occasions  when  he  can  turn  such  an  experience 
to  excellent  advantage.  Mail  order  houses  make  it  as 
easy  as  possible  for  people  to  exchange  unsatisfactory 
goods,  but  there  are  times  when  the  customer  cannot 
wait.  She  appeals  to  the  merchant.  Should  he  see  fit 
to  accommodate  her,  he  may  then  find  it  possible  to  de- 
monstrate tactfully  the  merit  of  his  values.  Te  appreci- 
ative customer  will  never  forget  sucli  a  service.  It  is  good 
advertising. 

A  good  example  recently  came  to  the  attention  of  The 
Review.  A  lady  in  a  small  Maritime  town  had  sent  away 
to  a  mail  order  house  for  a  pair  of  corsets,  and  paid  for 
them  $3.50.  They  did  not  suit  her  form,  so  she  went  to 
a  local  merchant  and  asked  him  to  oblige  her  by  exchang- 
ing for  a  pair  that  would  fit.  Without  any  hesitation,  slie 
was  shown  different  models,  and  she  decided  on  a  $3.00 


pair.  She  refused  to  take  the  50  cents,  which  the  mer- 
chant offered  her,  in  goods  or  money.  The  corsets  fitted 
her  so  nicely  and  wore  so  well  that  she  recommended  them 
to  two  other  ladies,  who  each  called  and  selected  a  pair. 
They  undoubtedly  told  others  who  did  likewise.  The  ex- 
changed corsets  were  sold  at  $3.00,  so  that  the  merchant 
lost  nothing. 

Surprising  the  Customer. 

Another  merchant  states  that  they  had  accommodated 
a  lady  by  exchanging  a  mail-bouglit  garment  for  her. 
She  had  immediately  bought  from  him  a  good  bill  of 
goods,  and  became  one  of  his  best  customers.  Had  he 
not  obliged  her,  he  probably  would  never  have  seen  her 
again.     The  demonstration  had  some  converting  influence. 

Here  is  another  case  whei'e  a  local  merchant  showed 
up  the  fallacy  of  the  impression  that  mail  order  goods 
are  cheaper.  He  was  asked  to  exchange  a  pair  of  85  cent 
slippers.  He  took  the  lady  to  the  shoe  department,  and 
showed  her  that  he  had  the  same  line  at  75  cents,  less 
5  per  cent,  for  cash.  He  exchanged  them  and  needless 
to  say  the  lady  was  not  only  surprised  but  pleased. 

That  everything  a  person  buys  from  a  mail  order  house 
is  not  what  it  is  cracked  up  to  be,  was  demonstrated  bj" 
a  men's  furnisher.  A  customer  asked  him  to  exchange 
some  half  liose  bought  in  Toronto,  as  they  were  not  the 
riglit  size.  On  examination,  the  cashmere  hose  were  found 
to  be  cotton  and  wool.  The  merchant  showed  the  man 
where  he  had  been  taken  in,  and  he  willingly  sold  his 
half  hose  at  a  loss,  giving  the  merchant  his  price  for 
a  good  reliable  pair. 

Where  Common  Sense  Paid. 

Two  other  cases  in  which  merchants  used  common 
sense  on  this  matter,  seized  upon  the  advertising  value  of 
a  proposition  to  exchange,  demonstrated  the  merit  of 
home  values  and  won  good  customers,  also  came  under 
the  observation  of  The  Review  recently.  The  merchants 
describe  the  incidents  as  follows. 

A  lady  who  never  before  had  been  in  the  habit  of 
coming  to  this  store,  but  purchased  all  their  requirements, 
even  to  groceries,  from  a  mail  order  house,  called  with  a 
garment  which  she  had  purchased,  and  said  it  did  not 
turn  out  to  be  what  it  was  represented,  either  in  fit  or 
material.  She  asked  if  she  could  exchange  same  for  some- 
thing in  a  better  quality.  Without  any  hesitation  I  said 
"yes,"  we  would  exchange  it. 

We  decided  to  accommodate  her,  and  after  looking 
through  our  line  she  selected  a  higher  priced  garment. 
Our  action  in  the  above  has  made  one  of  our  best  cus- 
tomers in  this  lady,  and  we  have  traced  several  sales  of 
similar  garments  to  her  friends,  which  I  feel  confident  we 
would  not  have  got. 

Writing  of  the  second  incident  cited,  the  merchant 
states:  Some  time  ago  a  lady,  not  a  customer  of  the 
store,  asked  me  to  exchange  a  pair  of  gloves  procured 
from  a  mail  order  house,  price  79c,  saying  they  were  not 
as  good  as  she  had  expected,  and  she  wished  a  better 
pair.  I  saw  an  opportunity  to  win  a  new  customer,  and 
exchanged  for  a  pair  of  $1.00  guaranteed  glaves,  charging 
her  the  difference.  The  lady  was  greatly  pleased,  and 
made  other  purchases   to   the   amount   of  $6.75,   the   first 
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NAIAD 


—UNSEEN  -NAIAD  PROTECTS— 

THE  NAIAD 
DRESS  SHIELD 

IS  A  WINNER 

Many  are    the    reasons    that   give    the 
"NAIAD"  a  first  place  in  their  line. 

1.  Well  dressed  women  want  a 
Shield  that  is  free  from  odor. 
The  "NAIAD"  is  odorless. 

2.  They  want  a  Shield  that  will 
give  good  wear.  "  NAIAD  "  does 
not  deteriorate  with  age  and  fall 
to  powder  in  the  dress. 

3.  Every  woman  w^ants  a  Shield 
that  is  clean  and  easily  kept 
clean.  "NAIAD"  can  be  easily 
and  quickly  sterilized  by  immers- 
ing in  boiling  water  for  a  few 
seconds  only. 

Other  good  points  about  the  "NAIAD." 
but  too  many  to  tell  in  to-day's  news. 

—"NAIAD"  IS  A  BIG  SELLER— 

Sample  Book  and  Prices  on  /tequest 

Wrinch,  McLaren  &  Co. 

77  Wellington  St.  W.,  Toronto,  Can. 

SOLE  CANADIAN   MANUFACTURERS 


NAIAD 


in  our  store,  and  has  since  been  a  regular  purchaser.  We 
would  not  care  to  ask  more  than  50c  for  the  gloves  taken 
from  her,  but  her  trade  since  lias  been  many  times  more 
value  than  the  price  of  gloves. 

Should  Not  Conceal  His  Ability. 

The  Review  does  not  give  these  instances  in  advocacy 
of  a  policy  which  welcomes  opportunities  to  exchange 
articles  bought  from  the  mail  order  house.  That  is  a 
matter  upon  which  the  local  merchant  must  exercise  his 
own  judgment.  The  cases  are  cited  in  substantiation  of 
the  merchant's  ability  to  frequently  give  the  customer 
goods  which  compare  favorably  with  those  bought  by 
mail,  values  which  are  often  superior,  and  a  service 
which,  because  of  its  accessibility,  is  by  far  the  more 
advantageous  to  the  local  customer. 

Instances  such  as  those  cited  should,  if  properly 
brought  to  the  notice  of  the  people,  and  followed  up  by 
sound,  practical  advertising,  based  on  value  and  service, 
win  for  the  merchant  much  of  that  direct  consideration 
to  wliich  he  is  entitled. 


Conducting  Easter  Displays 

(Concluded  from  Page  21.) 
displaying   these   fabrics   in   the   section   should    also   be 
noted.     Some  advertisers  advertise  lines  according  to  the 
different  rooms  of  a  house  or  home. 

It  is  alwaj's  most  advisable  that  a  high-class  trend 
he  given  in  keeping  with  new  importations  and  also  in 
toucli  with  other  departments,  according  to  the  general 
plan  of  advertising  suggested  for  March.  This  can  be 
most  successfully  done,  and  a  very  elaborate  setting  be 
given  to  the  opening  display  advertisement  of  the  home- 
fuinishing  section. 

Millinery  Opening  Announcements. 

For  the  millinery  openings  the  advertiser  is  given 
every  latitude  possible  in  announcing  this  important  event. 
Opportunity  is  taken  to  combine  the  complete  season's 
high  class  importations  and  creations  of  the  entire  store 
in  one  deciding  style  function,  and  the  announcements 
cover  this. 

When  the  date  is  tiually  decided  upon  it  is  sometimes 
customary  for  the  advertising  department  to  issue  book- 
lets or  special  invitations  to  the  millinery  openings,  and 
conspicuous  tiirougliout  is  the  message  to  see,  to  enjoy  and 
incidentally  to  buy. 

It  is  necessary  to  convey  the  readiness,  profusion,  ex- 
clusiveness  of  millinery  creations,  and  the  fact  that  the 
secrets  regarding  Spring  millinery  styles  are  out.  Con- 
trast with  this  all  other  millinery  openings  or  previous 
displays  held  by  the  firm,  and  announce  an  opening  far 
surpassing  all  former  efforts  of  displays,  creations,  nov- 
elties and  importations. 

Conduct  an  Easter  Value  Event. 
This  year  tlie  openings  are  over  in  good  time,  and  it 
is  suggested  that,  Good  Friday  coming  on  April  14th, 
tl:nt  merchants  quote  value  advertisements  for  ten  days 
and  commencing  the  Easter  program  about  Wednesday, 
.\l>r.  5th,  or  Saturday,  Apr.  8tli.  This  allows  perfect 
advantage  being  made  of  both  Saturdays'  business,  pre- 
ceding Faster  Sunday.  Customers  who  are  traveling, 
coming  or  going,  take  advantage  of  the  holiday  rates  on 
the  railroads.  Bids  are,  therefore,  made  for  their  cus- 
tom, and  lines  especially  suited  to  holiday  wear  are  ad- 
vertised. Tlie  announceineiit  will  cover  all  the  require- 
ments of  Spring,  personal  and  otherwise,  as  combined 
in  entire  stocks  offered  at  Easter  time  and  following  the 
Si)ring  openings. 
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Leather  and  Velvet  Bags 

Suedes   in   Great   Favor  —  Seven  to   Nine 

Inch   Frames   Preferred  —  Black   and 

White  and  Tan  Leaders 

GREAT  interest  is  now  being  concentrated  on  the 
output  of  hand  bags  for  Spring,   1911.     The  vel- 
vet bags  have  been  an     unmitigated  success  and 
as  a  result  are  seen  in  a  variety  of  styles. 
While  black  is  the  favorite,  parma  violet,  dark  brown, 
and    other  deep  shades  to  go  with  the  Spring  costumes 
have  been  observed.     Precisely    the  same  styles  are  also 
seen  in  suedes. 

The  seven  to  nine  inch  frame  is  the  acknowledged 
leader.  Moire  linings  and  cordeliere  effects  are  also  uni- 
versal in  this  class  of  bag.  Popular  numbers  show  chain 
handle.  A  novelty  frame  showed  heart  shape  when  the 
bag  was  opened.  Another  very  pretty  variation  on  the 
velvet  style  is  the  jewelled  and  embroidered  black  bag 
now  being  shown  by  fancy  goods  wholesalers. 
The  Coronation  Bag. 
A  seasonable  little  novelty  is  the  Coronation  bag. 
This  is  a  popular-priced  article,  very  artistic  in  its  get- 
up  at  small  cost.  It  is  of  undressed  leather  in  all  the 
deep,  soft  shades.  It  is  square  in  shape,  about  6x6  inch., 
and  in  the  form  of  an  envelope,  with  dome  fastener.  It 
has  a  bar  or  stick  of  gold  or  silver  with  ball  ends,  and 


The  Coronation  Bag,  all  shades. 
Suede  leather.  Manufactured  by 
Flett-Lowndes  Co  ,  Ltd.,  Toronto 


Novelty      Bag.    Suede     Leather. 

Manufactured  by  Flett-Lowndes 

&  Co..  Ltd.,  Toronto. 


attachment  of  cord  and  tassel  as  handle  at  either  end. 

The  correct  calling  pocket-book  is  long  and  narrow 
of  white  calf  with  strap  or  handle  to  match,  and  contain- 
ing card  case,  purse,  etc. 

The  newest  imported  hand  bags  are  frequently  out- 
fitted with  toilet  articles,  mirror,  brush,  puff  in  special 
pocket,  etc.  Calf  and' seal  will  remain  good  staple  leath- 
ers, suede  being  the  style  note  of  the  season. 

In  shape,  bags  show  two  distinct  styles,  namely,  the 
suedes  or  velvets  above  described,  with  rounded 
metal  tops,  and  the  square  bag  of  leather  which  is     the 


everyday  staple.  The  latter  comes  preferably  in  9-inch 
size,  and  is  usually  of  calf  or  seal,  though  it  too  is  being 
featured  in  suede. 

Mounts  are  of  dull  metallic  effects  featuring  filigree 
and  chasings  as  a  novelty. 

® 

Novelty  Leather  Belts 

Leather  and  Elastic  Combination  —  Tans  are  2 
Leading  Off  Strongly  for  Spring  Business 

As  the  Spring  openings  have  prominently  featured  the 
two-piece  suit  again,  clouds  that  threatened  the  belt 
maker  have  cleared,  and  much  ingenuity  employed  on  the 
turning  out  of  belts  which  are  up  to  the  minute  in  every 
detail.  , 


Black  and  white  silk  belt,  by  Flett-Lowndes  &Co., 
Ltd.,  Toronto. 

A  handsome  new  line  consists  of  pressed  leather,  em- 
bossed and  colored,  usually  floral  design  in  natural 
shades  somewhat  modified,  and  used  in  combination  with 
an  embossed  elastic  similarly  decorated.  The  result  is 
that  of  a  belt  absolutely  new  and  of  faultless  workman- 
ship,    possessing     several    unusual   qualities.     The  latter 


Belt  of   Embossed   Leather,   with    Elastic,  in    Floral   Design. 
Shown  by    Western   Leather  Goods  Co.,  Toronto. 

gives  stability  to  the  shape  in  front  and  at  the  back,  a 
buckle  being  dispensed  with,  and  the  belt  strictly  tailor- 
ed, self-fastening  and  button-trimmed.  The  elastic  at  the 
sides  causes  the  belt  to  fit  any  waist,  saving  the  loss  on 
odd  sizes. 


Belt  of   Embossed   Leather  and   Elastic,  studded  with   Steel. 
Shown  by  Western   Leather   Goods   Co.,  Toronto, 

One  very  handsome  specimen  was  of  gold-colored 
elastic  and  buff  leather,  both  embossed  with  dull  blue 
corn-flowers  and  the  whole  trimmed  with  steel  studdings. 

A  black  and  white  striped  effect  ( was  one  of  the  popu- 
lar leather  belts.  Strips  of  the  black  were  stitched  on 
white  ground,  or  vice  versa  in  magpie  and  jackdaw 
effects. 
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Smallwares  and  Notions 

You  can  do  bigger  business  and  make 
better  profit  in  your  smallwares  and 
notions  department  if  you  are  selling 
the  extensive  range  of 


We  have  a  host  of  novel  and  attrac- 
tive designs  in  Hat  Pins,  Side  and 
Back  Combs,  Embroideries  and  Laces, 
Trimmings  and  Hair  Goods,  Hair 
Pins,  and  Hair  Nets,  etc.,  that  cannot 
fail  to  boost  your  sales. 

Writo  for  sample*  and  dotaiis 


E.  H.  Code, 


223-225  Sparks  St., 
OTTAWA,  ONT. 


LIDDELL'S 

LINENS 


are  without  a  shadow  of  doubt  in  a 
class  by  themselves  as  regards  quality, 
attractiveness,  design,  strength  and  dur- 
ability. 

Your  best  customers, — those  with 
money  to  spend — will  insist  on  having 
Liddell's  Linens  once  they  know  of  their 
virtues,  and  you  should  make  a  point  of 
being  ready  to  supply  this  demand. 

The  Liddell  line  comprises  bed  spreads, 
sheets,  pillow  slips,  tea  cloths,  damask 
cloths,  napkins,  etc.    Get  details  from 


R.  H.  COSBIE, 

30  Wellington  St.  W.,  Toronto 

IRISH    LINEN    AGENCY. 


A  similar  style  came  in  fabric,  the  black  and  white 
.silk  being  faced  with  black  moire.  Many  buckles  are  self- 
covered,  others  being  of  dull  metals. 

A  large  handsome  shadow  check  io  all  the  light  sum- 
mer shades,  as  well  as  black  and  white,  was  featured  for 
outing  wear. 

As  usual  tan  leathers,  especially  in  the  popular  suede, 
are  leading  off  strongly  for  Spring  wear.  Black  follows, 
with  bufi  and  champagne  shades  considerably  noticed. 

Elastics  are  selling  excellently  as  before,  both  studded 
and  plain. 

Embroideries  and   Linens 

Greyish  Linen,  Rep  and   Bonnazed  Effects 
-Some    Display  Hints 

Greyish  linen  predominate  as  the  art-needlework 
fabric  this  year.  Bonnazed  cloths  are  also  seen,  and 
some  fine  specimens  of  stencilling  has  foundation  of 
scrim,  others  of  the  heavy-ribbed  repp  in  deep  cream 
shades. 

Sets  for  living-room  or  bedroom  consist  of  all  wash- 
able accessories  complete,  scarf,  pin-cushion  cover,  pillow- 
slip or  cushion  cover,  etc.  The  idea  of  matching  the 
room  throughout  is  now  the  dominant  note  in  such 
articles. 

Besides  the  solid  embroideries  in  art  nouveau  or  art 
moderne  effects,  much  use  will  be  seen  of  cords  and 
braids,  alone  or  in  combination  with  stencilling  or  em- 
broidery. 

Very  rich  dark  colors  are  in  use  for  high-class  trade. 
Embroideries  show  distinctly  Egyptian  colorings,  the  dull 
metals  being  favored.  Mercerized  flosses,  wood  silk  or 
silk  floss  are  the  threads  used.  Solid  geometrical  designs 
are  featured  as  a  high  novelty. 

The  peacock  design  was  seen  recently  in  particularly 
attractive  form.  The  whole  bird  was  represented  in 
natural  shadings,  with  touches  of  antique  silver  on  a 
grey  linen  background. 

A  word  to  the  wise  is  sufficient.  The  retailer  who 
knows  will  not  display  high-class  goods  such  as  the 
above  flat  on  his  counter.  Thrown  over  a  rack  or  stand, 
such  articles  appear  at  their  artistic  best  and  are  in- 
finitely more  decorative  and  showy  than  when  thrown 
down  carelessly. 

For  popular  trade,  floral  designs  on  cushion  tops, 
scarfs  and  covers  will  enjoy  continued  popularity. 


_  Jewelry  of  the  Season 

Pearls  and  Coral  Featured  —  Return  of  the  Cord 
and  Tassel  for  Neck  —  Bolero  and  Fichu  Pins 

The  season  promises  to  be  one  of  the  best  on  record 
for  pearls.  All  varieties  at  all  prices  are  expected  to 
sell  well,  colored  pearls  are  shown  as  a  specialty  lor 
Summer  dresses. 

A  new  neck  accessory  is  the  silver  or  gold  cord  and 
tassel,  not  unlike  the  cordaliere  of  recent  fame.  This, 
however,  is  distinctly  a  1911  article,  and  comes  in  metal- 
lic effect  in  all  the  new  shades,  as  well  as  the  gold  and 
silver. 

Girdles  in  the  same  style,  plain  or  braided,  with  bar- 
rels and  cabochons  to  match  arc  designed  for  wear  with 
high-waisted  dresses,  to  define  the  outline  of  the  hip. 

Fichu  and  Bolero  pins,  in  long  bar  shape,  are  now 
established  as  one  of  the  leaders  for  Spring  and  Summer. 
Coral  Beads. 

Coral  beads  are  in  great  demand  at  the  present  time 
for   a    variety   of   purposes.    They    are    wanted    as    a   mil- 
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For  Your  Toy  Department! 

GAMES 

We  beg  to  announce  that  we  are 
now  showing  a  full  range   of  new 
and   popular  games,   the  manufac- 
ture of 

Roberts  Bros.,  Gloucester 

At  our  Showrooms 

64  Wellington  Street  West,    I'oronto 

The  line  is  full  of  many  attractive 
novelties,  and  merchants  are  invit- 
ed to  make  appointments  to  inspect 
same  at  earliest  convenience. 

CATALOGUE  MAILED  FREE  ON  REQUEST. 

These    goods    are    sold    only     for 
importation   and  can   be  delivered 
when  required. 

Def  riez  CS,  Woodman 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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linery  accessory,  for  combination  with  porcelain  or  china 
in  the  new  wide  headings,  and  for  necklaces. 

The  real  coral  in  its  natural  state  has  great  beauty 
of  coloring. 

This  may  be  retailed  at  from  50c  a  string  upwards. 
It  is  the  round,  cut  bead  which  is  so  expensive,  genuine 
necklaces  costing  several  dollars.  The  color  is  pinkish 
rather  than  red.  In  carrying  these  lines  the  retailer 
should  be  careful  not  to  expose  to  too  bright  sunlight, 
as  the  color  sometimes  fades. 

1  he  Shirt  Waist  Ring. 

■  Another  "dernier  cri"  from  abroad  is  the  shirt-waist 
ring.  This  should  prove  a  good  line  for  a  merchant  who 
wishes  to  put  new  vim  into  his  stock  at  a  small  outlay. 
The  ring  may  be  of  sterling  silver,  plain  or  gold  washed, 
or  of  gold.  It  is  small,  to  be  worn  on  the  little  finger, 
and  has  a  very  smart,  masculine  touch  of  heaviness  about 


Four-inch   Bolero  or  Fichu   Pin   in   Dull  Metal    Shades.    Per- 
sian  design.    Shown   by   Wrinch   &.   McLaren,   Toronto. 

the  setting,  which  is  usually  of  a  large  flat  semi-precious 
stone.  Fastidious  dressers  choose  the  ring  to  match  the 
waist  or  its  accessories,  such  as  the  waist  set,  the 
collar,  etc. 

® 

Hair  Goods  and  Bandeaux 

Increase  in  Popularity  of  Fancy  Ornaments  — 

Coiffures  Show  the  Part  and  Psyche  Knot 

—  Bang  is  Newest  Feature 

There  are  to  be  many  varieties  of  hair  ornaments  and 
bandeaux  for  the  coming  season.  The  simpler  designs  will 
be  in  universal     use    on     junior  coiffures,   ranging  up   to 


eighteen  years  of  age.  These  will  be  worn  on  practically 
all  occasions,  calling  for  great  variety  according  to  the 
use  designed.  From  the  simple  ribbon,  for  tennis  wear, 
which  is  now  indispensable,  the  bandeaux  will  increase  in 
elaboration.  Folds  of  satin  will  be  much  used  in  shade 
to  correspond  with  afternoon  frocks,  as  also  will  velvet 
bandeaux.  Both  of  these  will  show  dainty  touches  of 
beading,  such  as  coral  or  white  porcelain.  Wreaths  of 
made  ribbon  flowers  will  also  be  seen  for  evening  wear, 
and  many  bandeaux  will  display  the  popular  new  ribbon 
embroidery  in  flower  designs,  the  single  motif  over  either 
ear  being  a  favorite. 

The  coiffure  of  the  hour  displays  the  bang  as  its 
novel  feature,  while  the  universal  rule  is  for  the  part  in 
the  middle  and  the  low  dressing  with  Psyche  knot  or  the 
somewhat  higher  arrangement  with  curls  and  puffs.  It  is 
a  significant  fact  that  the  ears  are  frequently  hidden  in 
either  case    by  low-drawn  coils  or  by  dependent  curls. 

Barrettes  are  Large. 

Barrettes  are  now  of  larger  size  than  ever,  strand 
and  buckle  styles  being  the  prominent  lines.  Jigsawed 
numbers  are  plentiful  and  very  pretty,  especially  with 
the  popular  rhinestone  setting. 

Combs  are  quite  high,  some  in  Spanish  style,  and  the 
back  comb  may  be  confidently  expected  to  make  a  good 
advance  during  the  next  few  months.  Metallic  effects  in 
mountings  have  been  heralded  by  the  trade,  but  not  yet 
arrived. 

Saner  Use  of  Artificial  Hair. 
Commenting  upon  those  indications  which  point  to  a 
saner  use  of  artificial  hair,  an  authority  has  this  to 
say  :  Parisian,  as  well  as  American  women  of  fashion 
are  discarding  the  towering  masses  of  artificial  hair  as 
unsightly.  Already  the  edict,  "Be  natural,"  has  circled 
the  style  centres  of  the  world. 


"BLACn  and  WHITE" 

ARE  THE  LATEST  EFFECTS  IN 

Elastic  Belts 

I  HAVE  A  FINE  LINE  OF  THEM 
Join  the  procession.     Call  or  write  for  samples. 


Louis  ScHloss,  N 


621  Broad'way 
EW     YORn 


L 

Uualily  I 


BUY  FROM  THE  MAKERS,  AND  SAVE  MIDDLEMAN'S  PROFITS ! 


NOTTINGHAM 


HEADQUARTERS  FOR  IMPORTED 


PLAUEN 


Prices 
Ri^hl 


CALAIS 


63-65    BAY    ST      TORONTO 

J.    FRED     LEITCH     MANAGER^ 


BARMEN 


always   carry    a    very  complete  stock  of  Laces,  Embroideries,  Nets,  etc  ,  for  every  purpose,  which  cannot  fail  to  meet 
every  requirement  of  your  trade. 

We  have  on  hand  a  very  varied  line  of  Lace  and  Embroidery  Trimmings 
suitable  lor  Ladies'  Garments  and  Neckwear. 

Send  along  a  trial  order.     We  can  guarantee  the  promptest  service. 


Montreal  Agont,  JOHN  MoBOYLC. 
314  Corlstlne  Building 


Please  mention  The  Review  to   Adz'ertisers  and  Their  Travelers. 


Dry  Goods  Revieiv  FANCY    GOODS,   NOTIONS   AND   TOYS  31 


TIDINGS     FOR     THE     TRADE 

GOODS  THAT  HELP  TO  MAKE  THE  SPRINGTIME 

f^  UR  GARDEN  of  Goods  is  in  full  bloom.  Here  are  some  of  the  flowers : 
^^  Cordelieres  in  Moire  Antique  are  growing  handsomely,  and  are  being  plucked 

rapidly   by    knowing   ones.       Yes :    it   is   still   Cordelieres.       You   should  see  our  displays 

also  in  Velvet  Calf  in  all  the  Pastel  Shades,    including  the  new 

Helen  Pink— a   W^hite    House    inspiration. 

Speaking  of  color,  special  mention  may  be  made  also  of 
Royal  Oak  Brown  and  Cornflower  Blue,  reigning  shades  of 
the   season,   well   in   evidence   here. 

All  the  soft  finished  leathers — Suedes,  Mochas,  etc. 

But  especially  a  New  Enamel  Leather  that  is  worth  looking 
into  for  smoky  towns-  Wears  well,  sheds  dirt,  and  is  washable. 
The  factory  chimneys  have  no  terrors  for  it.  Yet  it  is  dressy 
enough  anyw^here. 

And  a  new  line  of  Frames  is  shining  forth.  Effects  are 
in  Polished  Silver,  showing  fine  hand  engraving,  which  is  now 
the  most  fashionable  decoration. 

Enough  has  been  said  to  show    "  how  our  garden  grows,"  but  there  is  plenty  left 
for  you  to  discover  and  profit  by  in  addition, 

P.      W.      LAMBERT      &      CO. 

MANUFACTURERS        OF        FINE        LEATHER       NOVELTIES 

64-66    LISPENARD    STREET  NEW     YORK 

Canadian  Representative— Mr.  S.  Abrahams.   16  McGill  College  Ave..  Up.  18.19.  Montreal 


THE 

PHGENIX 

HAIR 

GOODS 

MFG. 

CO. 

O  f 

N  e 

w      Y 

o  r  k 

q-'AKE 
■'•        that 

pleasure   to   announce 

they 

now  have  a  direct                                                       1 

representative    in    Canada  —  Mr. 
Thompson   Christie — whom    they 
introduce    to  the  trade,    with   the 

confidence 

that 

their   needs  will                                                       1 

conscientiously  be  taken  care  of. 

CANADIAN    OFFICE- 

108  ST.  JAMES  CHAMBERS 
Toronto.  Can. 

NEW     YORK    OFFICE  • 

50  WEST  HOUSTON  and 
153-5-7  GREENE  STS. 
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The  use,  in  senseless  quantities,  of  false  curls,  puffs, 
switches,  rats,  and  other  artful  aids  to  making  one's 
coifTure  seem  what  it  is  not,  is  regarded  as  passe  and 
vulgar. 

While  at  one  time  they  were  in  good  form  among  the 
well  dressed,  they  were  quickly  followed  by  those  droll 
exaggerations  which  come  in  the  wake  of  even  a  rational 
style,  and  prove  to  be  its  death-blow. 

This  change  in  the  fashion  of  arranging  Milady's  hair 
has  revived  the  old-time  and  agreeable  vogue  of  fancy 
•  combs,  barrettes,  pins  and  like  ornaments  for  lending  in- 
dividuality to  the  dressing  of  one's  hair.  The  Empire 
style  seems  to  be  the  prevailing  fashion  just  now  in 
Paris,  and  other  centres  and  this  style  lends  itself  well 
to  an  artistic  and  graceful  display  of  back  combs,  bar- 
rettes, etc. 

These  ornaments  come  in  many  novel  designs,  both 
plain  and  mounted  and  are  to  be  seen  in  all  the  smart 
shops. 


DRY  GOODS  MAN  ON  RECIPROCITY 

At  the  annual  meeting  of  the  Wholesale  Dry  Goods 
section,  Toronto  Board  of  Trade,  W.  R.  Smallpeice,  the 
chairman,  in  his  annual  address  spoke  as  follows  with 
reference  to  trade  expansion,  the  proposed  reciprocity 
agreement  and  action  taken  to  secure  cheaper  rates  for 
legitimate  buyers  to  the  large  centres  : 

Very  Successful  Year. 

"Reviewing  the  business  of  the  past  year,  everyone 
rejoices  at  the  fact  that  it  exhibits  expansion,  has  pro- 
duced good  results  on  gccount  of  the  firmness  (if  not  up- 
ward tendency  of  raw  material  and  labor),  and  can  al- 
most be  regarded  as  one  of  the  most  successful  in  the 
history  of  the  dry  goods  trade. 

"In  spite  of  the  fact  that  our  Northwest  crops  were 
not  as  large  in  point  of  quantity  as  the  previous  year, 
the  increased  price  produced  possibly  as  favorable  re- 
turns as  the  phenomenal  crops  of  1909.  Our  Northwest  is 
growing  by  leaps  and  bounds  with  the  steady  influx  of 
immigrants  and  the  rapid  extension  of  transportation 
facilities. 

"It  is  gratifying  to  be  able  to  report  that  the  French 
treaty  and  the  withdrawal  of  the  German  surtax  al- 
ready indicate  beneficial  results,  but  while  reflecting  on 
the  benefits  of  these  two  advantages,  we  cannot  help  but 
view  with  anxiety  the  proposed  reciprocity  treaty  be- 
tween the  United  States  and  Canada. 


Agreements  that  are  Dangerous. 

"During  the  past  few  years  through  the  trade  policies 
of  the  present  and  previous  governments,  Canada  has 
been  must  successful  both  in  the  expansion  of  trade  and 
increase  of  population,  and  it  would  appear  that  while 
conditions  are  so  flourishing,  it  is  rather  dangerous  to 
enter  into  an  agreement  which  would  have  such  far- 
reaching  results  in  the  future  development  of  our 
heritage. 

"It  does  not  appear  that  the  dry  goods  trade  will  be 
directly  affected  by  the  ratification  of  the  treaty,  but  the 
tendency,  we  fear,  in  the  general  trade  of  the  country,  is 
the  direction  of  the  trade  west  of  the  Great  Lakes,  North 
and  South,  rather  than  East  and  West  by  which  the  older 
provinces  who  financed  and  paid  for  the  construction  of 
the  original  railway  may  be  cut  off  from  their  rightful 
benefits  in  the  growing  West.  We  read  recently  with  im- 
mense satisfaction  the  Railway  Commissioners'  report  in 
regard  to  the  new  express  schedule,  and  this  section  is 
pleased  to  know  that  its  vice-chairman  and  other  mem- 
bers put  the  solid  facts  before  the  commission  in  such  a 
clear  and  concise  manner,  which  no  doubt  assisted  in  the 
rendering  of  a  verdict,  doing  justice  to  the  shipper. 

For  Cheaper  Rates. 

"The  only  business  that  we  have  had  to  consider  was 
that  of  endeavoring  to  secure  cheaper  rates  for  legitimate 
buyers  visiting  the  large  trade  centres,  weekly  or  month- 
ly, which  could  not  help  but  be  an  advantage  both  to  the 
railways  interested  and  the  wholesale  merchants  and 
manufacturers  generally. 

"The  sub-committee  appointed  by  your  section  had 
several  meetings  and  eventually  sent  a  report  to  the 
general  council,  who  appointed  a  sub-committee  to  inter- 
view the  railway  authorities  at  the  most  Tavorable  time. 

"We  have  already  gained  some  advantage  by  our  agi- 
tation, the  general  secretary  having  informed  us  that  the 
railway  officials  are  going  to  keep  him  posted  as  to  dates 
of  various  excursions,  which  may  take  place  from  time  to 
time,  and  which  buyers  could  take  advantage  of.  This 
information  can  be  secured  from  the  secretary  by  any 
member  desirous  of  making  use  of  it." 

The  following  officers  were  chosen  for  the  ensuing 
year: — Chairman,  W.  R.  Smallpeice,  re-elected;  \  ice- 
chairman,  J.  C.  Douglas  ;  sec.-treas.,  F.  C.  Morley;  exe- 
cutive — Jas.  D.  Allan,  A.  T.  Reid,  Henry  Brock,  R.  A. 
Nesbitt,  C.  B.  Lowndes,  John  D.  Ivey,  John  Muldrew,  J. 
P.  Watson,  John  Northway,  J.  W.  Woods,  A.  M.  Ivey, 
A.  F.  Rodger,  John  Macdonald,  F.  C.  Daniel,  J.  C. 
Green,  Douglas  McCall.  Chas.  Marriott 


Mk(l«  in  all  lluiuun  lUir  Sliuiles  to  tone  with  tho  bair  of  the  weurer,  the  Net  hiiiig  quile  inriaiblo  whilst  kepping  tlif  C'oitfure  in  plao«  without  fl>tt#niiic 

f)  Sizes  -R  20.  Modiiiin         R  22,  l.argr        R  23,  Kitra  Larup        R  24,  Allovcr        R  26,  Superfine 

ROSF.NWALD  BROS.,  Sole  Manufacturers  and  Patentees.  London.  Paris  and  Vienna.     Makentalsoof  erery  kimlof  Hair  Net«.  Hair  Frames,  Hair  Rolls,  rte 

Sole  AgenU  for  Canada:   DIECKKRHOFK.  RAKFI/)F.U  ,t  CO  .  l,iinit«><l.  Cor  Siinroe  anil  Wellington  Sts  ,  Toronti>.  «iui  ,S25  St    Paul  8t  .  Montreal 
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(Rildreg5  H^i^iS^ 

Mothers  who  once  buy  a  pair  of  LITTLE  DARLING 
or  LITTLE  DAISY  stockings  come  back  and  insist  on 
"the  same  kind  again." 

This  is  the  reason,  in  a  nutshell,  for  the  constantly  in- 
creasing sales  of  these  two  popular  brands  of 
Infants'  Hosiery. 

Made  in  black,  tan,  cardinal,  sky  blue,  pink  and  cream, 
and    all   sizes    for   infants'   and    young   children's   wear. 


ORDER  FROM  YOUR  JOBBER 


l::^o:'(|e5t  Hosiery  I^Wiufe<cturer5  in    GMi^d'd. 


E.H.'WALSH  &  CO. 
SOLE   SELLING  AGENTS 


TORONTO.MONTREAL 
AND    WINNIPEG. 
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Four  Real  Reasons 


WHY  YOU  SHOULD   HANDLE 


DRESS  SHIELDS 

1. — They  are  known  throughout  the 
world  as  the  standard  of  excellence. 

2.  You  can  sell  many  times  more 
"KLEINERT  ■  Shields  than  any 
other  make. 

3.— "KLEINERT"  Shields  sell  them- 
selves.    They    are   asked   for   by      ^ 
name,  and  are  always  in  demand. 

4.  You  may  pay  a  little  more  for 
'^KLEINERT'Sr  but  the   profit    is 


larger. 


You  sell  more  shields. 


Make  a  generous  provision  for  the 
"KLEINERT"  line. 

Better  send  along  that  order  to  your 
Jobbing  House  to-day. 


The  LB.KIeinert  Rubber  Co. 


Wellington  Street  West 

Toronto 


Limited 


WASHABLE 
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SERVICE 

There  is  no  department  in  the  Dry 
Goods  business  that  shows  results  of  care- 
ful attejition  more  than  the  Neckwear  de- 
partment. 

The  Neckwear  case  is  the  first  to  at- 
tract the  attention  of  the  average  ivell- 
dressed  customer,  and  the  character  of  the 
dress  accessories  sJtotvn  is  usually  taken  as 
an  indication  of  the  store  in  general. 

We  are  specialists  in  Neckwear,  and  for 
a  number  of  years  have  been  watching 
every  style  tendency  in  order  to  provide 
merchants  with  novelties  at  the  earliest 
possible  moment,  as  has  been  the  case  with 
the  Merry  Widow  Bow,  the  Dutch  Collar, 
and.  other  such  novelties. 

Our  salesmen  are  also  specialists,  and 
are  at  your  service. 


THE  singular  success  of  the  Merry  Widow 
Bow,  Peter  Pan  Collar,  Etc.,  coming  out 
at  this  season  yearly,  has  aroused  an  expecta- 
tion which  the  EVANGELINE  COLLAR  will 
meet. 

This  model  is  made  up  in  a  large  variety  of 
designs  which  we  strongly  recommend  to  you. 

The  "EVANGELINE"  is  a  collar  most 
gracefully  adapted  to  the  low  cut  styles  of  the 
coming  season.  This  collar  has  a  daintiness 
and  demureness  which  mark  it  for  unusual 
popular  favor. 

This  style  of  collar  has  the  authority  of 
Paris  and  New  York  for  the  low  cut  design 
and  may  be  worn  with  silk,  net,  cotton  or 
chif?on  waists. 

See  range  with  salesmen 


Ladies'  Wear,  Limited 


F.  P.  EVANS, 

President 


Toronto 


W.  F.  GOFORTH. 

Vice-President 
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Lace  and  Embroidery  Season 

Activity  in  all  Lines,  Particularly  Wash  Goods 

—  Vogue  of  the  High-class  Laces  -  Metallic 

Lustre  Effects  in  Trimmings 

ALINE   that   stands  out  prominently   at   the  pre- 
sent  moment   in    the   field   of   dress  accessories 
consists  of  the  new  laces  and  embroideries    for 
Spring  and  Summer,  1911. 
It  is  a  lace  season  "par  excellence,"  and  the  merchant 
who  salts  his  stock  with  novelty  features  ought  to  do  a 
record  business. 

This  fact  is  verified  by  the  good  orders  which  have 
already  been  placed  on  all  sides,  and  by  the  unusual  ac- 
tivity of  the  making-up  trade. 

Staple  lines  have  been  infused  with  new  life  by  the 
arrival  of  strikingly  novel  features.  Both  styles  of 
cutting  and  of  matorials  demand  the  use  of  lace. 


Real   Linen  Torchon   Lace.     Shown   by   Spitzer   Bros. 

&  Co.,  Toronto.    This  is  the  best  reproduction  of  the 

old-lashioned    hand-made  lace   now   in   vogue. 

The  single,  applied-motif  idea  or  the  new  bandings,  are 
appearing  in  great  variety  and  richness  than  ever  before. 
They  are  made  of  lace  and  embroidery  from  neck  to  hem. 
As  it  is  a  season  for  white,  or  white  embroidered  in 
color,  the  situation  is  simplified  for  the  retailer,  and  he 
risks  little  loss. 

In  addition  to  the  above,  coat  sets,  separate  collars, 
and  a  vast  number  of  small  accessories  of  every  sort, 
bows,  jabots,  medallion  motifs,  etc.,  combine  to  empha- 
size the  fact  that  this  is  a  season  for  embroideries  and 
laces. 


All-overs  and  Flouncings. 

Swiss  all-overs  and  flouncings  are  in  fine  position  at 
the  time  of  writing.  Matched  sets  are,  of  course,  the 
chief  feature.  Bandings  and  galoons  are  included  in  these, 
being  freely  used  for  the  girdle  and  as  garniture  on  the 
waist,  at  neck  and  cuffs,   and  as  beading  for  the  flounce 


What  Buyers  Should  Take. 

Embroidery  sets  of  all-over,  flouncing  and  bandings. 

Galoons   and   medallions   of   lace   and   embroidery     for 
lingerie  dresses. 

Venise  laces,  all-overs  and  bandings,  also    Dutch  col- 
lars, coat  sets  and  separate  motifs. 

Guipure  laces,  especially  the  narrow  edgings.  Guipure- 
trimmed  jabots,  collars,  etc. 

Cluny  laces  for  blouses.    It  is  much  used  under  veil- 
ing materials  and  for  underwear. 

All   Chantilly   laces,   bandings  and   all-overs,   for  mil- 
linery and  for  light-weight  dresses. 

Tunic   over-dresses   of   lace   or   embroidered     or     lacc- 
trimmed  chiffon. 

Sheer,   Swiss-embroidered  stock  collars  with  or  with- 
out tab  jabots. 

Sailor  collars  of  lingerie  or  lace  for  wear  on  coat  or 
surplice  peasant  waist. 

Large  collars  as  above,  with  cuffs,  made  of  satin,   as 
coat  accessory.  Black  and  white  stripe  was  recommended. 

"Marie  Antoinette"  fichu  collar  with  jabot  ends. 

All  regular  Dutch  collars  in  lace  or  lingerie. 

Bows    of     black     satin,     small   or   large,   with     oead- 
trimming  of  coral  or  porcelain. 

Bows  as  above  with  ends  in  fall  effect.    All  variations 
of  the  fancy  ribbon  jabot  in  this  style. 

Jabots,   particularly   washable  numbers,    in   all   varie- 
ties. 

Filet  meshes  and  small  chenille  dots  in  face  veilings. 

Calla  lily  novelty  bow  tor  Easter. 

Tosca   nets,   and   great   variety   of  new   metallic   nets 
and  tissues  for  trimming  purposes. 

Dew  spotted  tulles  and  nets  for  scarves,  etc. 

Paquinette   of  shot  chiffon   in  combination   with  grey, 
tassel  of  white  cabochon  and  dependent  white  sequins. 

Large,   square     scarves    for    evening   wear,   borders     in 
modified  Persian  effects  in  pale  shadings. 

Black  and  white  striped  ribbons. 

All  striped  effects,  self-colored  or  Dresden  in  ribbons. 

Satin  and  velvet  ribbons  in  wide  widths.    The  latter 
specially  featured. 

Coral  beads   for  trimmings,   also     trimmings   showing 
touches  of  coral. 

White  china  or  porcelain  headings  as  a  specially  good 
seller. 

Coral    fabric    to   give    touches    of    color    on    white     or 
black  and  white. 
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=Hair  Nets 


-HOLD   TIGHT"   No.   43 

SELF  ADJUSTABLE,    REQUIRES    NO    PINS 
The    only    Net    which    deserves   the    name    or    to    be 

called  "Self  Adjustable." 
Made    of    Real    Human     Hair    in    all    shades,  shapes 

and   sizes. 
"HOLD TIGHT"  No.  25,  31  and  37  require   only   two 

pins  to  keep  them  in  place.     Made  in  cape  shape. 

Let  us  send  you  samples  and  quote  prices 

LEOPOLD  PFEIFFER,  Vienna  VIII 

The  Greatest  Austrian  Hair  Net  Manufacturer 

Sole  Representative  for  U  S.A.,  ADOLF  KLAR 

595  Broadway,  New  York 

Sole  Representative  tor  Canada,  ERNEST  EKSTEIN 

43  St.  Sacrament  St.,  Montreal 


PARASOLS 


AND 


UMBRELLAS 


Special  Attention 

to 
Letter    Orders 


THE   IRVING    UMBRELLA    CO. 

LIMITED 
79-83  Wellington  St.    West         -         Toronto 


on  the  skirt.  A  striking  effect  was  seen  where  the 
peasant  sleeve  was  made  in  one  with  an  under  arm  and 
side  panel  running  down  to  the  hem  of  the  skirt.  This 
panel  was  of  all-over  embroidery  and  was  edged  on  both 
.sides  with  a  2i  inch  banding  to  match. 

A  pretty  marquisette  dress  had  deep  Swiss  flouncing, 
beaded  by  embroidered  band,  girdle  of  the  latter,  and 
peasant  blouse  and  sleeve  encrusted  with  medallion 
motifs  of  the  same. 

A  bolero  medallion  motif  was  applied  on  a  dress  of 
the  same  material  in  conjunction  with  a  front  panel  of 
two  bands  sewed  together  lengthwise.  A  deep  flouncing 
ran  on  each  side  from  front  to  back  panel. 

Scalloped  flouncings  are  frequently  finished  with  a 
plain  licin  of  the  material  used  as  a  groundwork  for 
the  dress.    Others  have  Valenciennes  lace  edge  as  a  finish. 


Filet  Laces  Prominent 

Filet  meshes  are  now  featured  in  every  variety  of 
dress  accessory  from  the  popular  wide  banding  to  the 
coal  collar.  Filet  all-overs  come  in  nets  for  blousings 
from  the  plain  to  the  very  lacy  patterns.  Dutch  collars 
are  now  seen  in  filet  in  similar  styles  and  variety  as  in 
the  popular  Irish. 

This  lace  is  particularly  effective  when  used  in  wide 
bandings  on  Summer  dresses.  The  white  and  cream  num- 
bers were  applied  as  foot-band  on  the  new,  narrow  skirts 
of  very  thin,  colored  goods,  voiles,  silks,  mulls,  etc. 
Narrower  bands  to  match  were  used  on  bodice  and  sleeve. 

® 
Guipure,  Venise  and  Cluny. 

Ciuipure  lace  edgings  are  prominent  at  liie  present 
time  for  a  variety  of  purposes.  New  washable  stocks 
have  them,  and  they  are  used  as  trimming  on  all  the 
new  neckwear  styles.  Lingerie  and  underwear  also  show 
guipure. 

Heavy  bandings  of  the  same  are  featured  for  use  on 
linen  dresses. 

\'enise  and  the  kindred  Hat  laces  are  enjoying  a  fine 
run  of  popularity.  Handsome  imitations  are,  of  course, 
the  selling  line.  These  could  not  be  distinguished  from  the 
real  article  at  a  distance  of  one  yard.  All-overs,  collars 
in  all  shapes,  yoke  pieces,  and  bandings  appear  in  Venise. 

Cluny  lace  is  in  great  demand  for  underwear  and  for 
use  wherever  a  lace  is  veiled  with  chiffon  or  net,  in 
dresses  or  waists.  This  heavy,  effective  lace  lends  itself 
admirably  to  veiled  effects. 

Peasant  blouses  of  Cluny  veiled  with  chiffon  have  had 
an  excellent  run  and  are  promised  further  popularity.  A 
lavorite  use  of  the  lace  was  in  bands  about  three  inches 
wide,  applied  in  patterns  much  like  the  ordinary  use  of 
\  aleiicieiuH'S  or  any  lace  insertion,  the  whole  being  veiled 
with  diaphanous  material. 

Collars  and  jabots  liiiished  ^\ith  Cluny  are  much  in 
evidence. 

® 
Chantilly  a  Leader. 

As  indications  stand,  Ciiantilly,  in  black,  cream  and 
wiiite  will  run  during  the  coming  season  even  better 
than  last.  Handings  and  laces  are  of  quality  and  price 
specially  designed  to  meet  demand  for  a  high-class  trim- 
ming suitable  for  very  light  weight  Summer  dresses,  at 
a  price  not  by  any  means  exorbitant. 

Chantilly  laces  will  also  be  featured  in  scarfs  and  all- 
overs.  As  a  trimming  for  chiffons  or  marquisettes,  noth- 
ing is  better  suited.  Chantilly  will  be  in  great  demand 
for  the  Spring  and  Summer  millinery. 
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# 


T3B 


For  Your  Easter  Trade 


8484-   $2.25  per  doz. 


A  few 

of 

our 

popular 

priced 

designs 

in 

Neckwear 

and 

Belts 


//  is 

ivorth  your 

zuhile 

fo  write 

for 
Samples 


8483~$2.25  per  doz. 


4020— $2. 25  per  doz.  Tinsels. 
Assorted  shades, 


4013  — $2.25  per  doz.  Elastic. 
Black,  white,  brown,  navy, 
grey,  green. 


4388 — $2.25  per  dozen.     All 
shades.     Imitation  Suede. 


4354— $4.50  per  doz.     Black 
Calls  and  Seal  Leathers. 


4461  — $4.50  per  dozen.  All 
shades.  Suede  Leather, 
self-colored  Buckle. 

4379—4.50  per  dozen  All 
shades.  Suede  Leather, 
fancy  Persian  Buckle. 


4410— $6.50  per  doz.  Emb'd 
Velvet.  Black,  brown, 
navy,  green,  fancy  metal 
Buckle  . 


FLETT-LOWNDES  ^  CO.,  Limited 

Manufacturers     -     Toronto 


% 


w 
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H.399 
$2.25 


WMe  a  complete  ran^e  of 
up-to-date  ncMtiesfon/curmpedwn. 


,  H.405 
$540 


D.I950 
$2.25 


Pres  VI 

W.C.Cltfj.    ^ 

c^rcnto. 


J 


H.397 
$4.00 


DI966 
$2.00 


D.f574|ffii$a25 


H.404 
$2  25 


H379 
$450 


M.377 
$7.20 


H.396      $2.25 


<M»^' 


"^*f£^.^^'*i 


.•<«i-^.  k**^    -  .;ji. 
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Ribbons  Show  StJiped    Effects 

Striped  effects  are  one  of  the  leading  features  of  the 
new  ribbons.  Very  conspicuous  are  the  wide  black  or 
deepest  grey  stripes  on  white  ground.  Blocks  and  squares 
of  black  on  white  are  also  seen,  as  are  plaid  effects,  but 
these  run  better  on  the  other  side  of  the  line  than  here. 

Besides  the  popular  black  and  white  combination, 
deep  purple,  emerald  green  and  other  shades  are  shown 
in  the  same  style.  These  ribbons  will,  for  the  most 
part,  be  taken  by  the  millinery  trade.  Stripes  are  fre- 
quently  1  in.   in  width 

Other  stripes  are  the  Dresden  or  Persian  in  delicate 
shades.  Usually  a  bar  of  these  runs  on  either  side  of  the 
plain,  white  centre,   some  ribbons  being  very  wide. 

Satin  is  a  favored  fabric,  selling  very  freely  at  from 
6  to  8  inches  and  upwards. 

Velvet  ribbons  are  already  moving  fast,  and  are  prom- 
ised great  popularity.  Widths  from  4^  to  11  inches  are 
selling  as  never  before,  probably  owing  to  the  universal 
vogue  of  velvet. 

As  with  other  lines,  much  favor  is  shown  to  black, 
but  colors  include  emerald,  Parma  violet  and  coral  also 
American  Beauty  rose  shade. 

Wide  satins  are  in  great  demand,  at  from  45c  a  yard 
retail  upwards.  Already  enterprising  retailers  are  dis- 
playing a  full  line  of  coral  or  Benner  tintings  in  this 
line. 

® 
The  "  Coral  "  Vogue. 

Happy  is  the  merchant  who  is  able  to  meet  the  grow- 
ing demand  for  coral,  both  the  beads  and  the  color  in 
fabric  for  trimming  purpo.ses.  A  wholesaler  just  returned 
from  abroad,  remarked  that  it  was  the  height  of  fashion, 
where   it  could  be  got 


A  novelty  Dutch  collar  consisted  of  satin,  dark 
shades,  especially  black  being  preferred.  It  was  quite 
narrow  and  slip-stitched  at  the  edges  to  give  hand-finished 


Bandeau   for   Hal.   consisting    of  White    Braid  and  Coral   Beads. 
Shown   by   S.   F.   McKinnon   Co..   Toronto. 

Already  smallwares  people  have  been  approached  by 
those  who  want  beads  for  massing  on  hats,  or  for 
touches  on  the  new  millinery  bandings. 

A  very  beautiful  specimen  of  the  latter  was  of  white 
porcelain  beads  with  bonnazed  cord  of  white,  and  coral 
beads.  White  lingerie  dresses  are  finished  at  neck  and 
sleeve  with  a  dash  of  the  same  bright  shade. 

® 
Novel  Features  in  Neck  Wear 

Large  sailor  collars  of  lingerie  show  touches  of  color, 
in  embroidery  or  pipings. 

A  handsome  coat  collar  for  Spring  was  in  sailor 
shape  of  black  and  white  striped  silk,  with  cuffs  to  match. 
This  collar  had  an  exceedingly  striking  appearance,  and 
should  be  a  fine  selling  number. 

Fichu  sailors  for  wear  with  the  new  surplice  blouses 
are  variously  trimmed.  Buttons  were  used  on  some, 
others  having  lace  on  the  jabot  ends.  Guipure  was  a 
favored  edging. 

Coat  collars  in  embroidery  Anglaisc  were  of  the  famil- 
iar, long,  narrow  .shape,  deep  cuffs  to  match.  This  em- 
broidery is  spoken  of  as  one  of  the  best  this  season. 
.Madeira  patterns  arc  fcatfred. 


Calla  Lily   Bow  as   Easter   Novelty   in   Neckwear. 
Shown   by   Forth  &  Potter.   Toronto. 

effect.  The  touch  of  "chic"  was  a  double  daisy  of  nar- 
row ribbon  in  each  front  corner.  The  heart  of  the  flower 
was  of  yellow  French  knots,  the  petals  in  natural  shades 
of.  pink  or  yellow.  The  effect  was  very  pretty  and  strik- 
ing. Other  ribbon  embroidered  effects  were  seen  quite 
frequently  on  Spring  neckwear.  This  touch  of  ribbon  em- 
broidery is  one  of  tne  season's  features,  and  appears  on  a 
great  many  dress  accessories,  such  as  tunics,  lace  coats, 
etc.  ® 

The  Marie  Antoinette  Collar. 

The    ;il)(ivi'    inmc    wns    ^ivcn    t'l    t!ic    daiiitx.    foliicij 
fichu   woiu  by  the  lU-fated  Queen   to  her  execution.     It    is 


Sailor    collar    and    tie    of    Copenhagen    Madras    with    blacli 

strapping  on  edge,  can  be   worn  low  or   high  neck.     Shown 

by  R.  D.  Fairbairn  Co..  Ltd..  Toronto. 

IK)  larger  than  a  large  Dutch  collar  in  size    but  suniewhjii 
lower  on  the  throat.     It  consists  of  soft  mull  draped   in 
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folds  to  fit  a  plain  foundation,  and  it  has  fichu  ends  in 
front,  meant  to  be  knotted  like  a  four-in-hand.  Usually 
both  collar  and  jabot  are  finislied  with  a  narrow  lace. 

® 
Popular  Stocks. 

Swiss  embroidered  stocks,  with  or  without  small 
ilouble  jal)ot  of  same  liave  boon  scllinu'  rciiuiikahly  well 
diirina-  the  last  few   weeks.     Tliese  eomc   in   much   sheerer 


Dutch  collar  and  jabot  combination,    showing  black 
embroidered  spots,  by  Ladies'  'Wear.  Ltd..  Toronto. 

i|iiality    fabric    and    finer      embroideries   than   usual.    b\i( 
they  are  put  up  to  sell  at  a  strictly  popular  price.       For 


Novelty  sailor-  Dutch   collar  ot   Swiss    muslin   with  tine  Val.  lace 

edge,  detachable   panel   to   form    hi(th   or  low   neck.    Shown   bv 

R.  D.  Kairbairn   Co..  Ltd..  Toronto 

average  trade  tlioy  sliould  bo  a  winning  line,  while  (hey 
are  dainty  enough  for  the  best,     Tiiey  come  on  tlio  card. 


iiiilined  and  unstiffened,  as  usual,  and  in  medium  height. 

Generally  speaking,  washable  stock  collars  are  the 
feature  of  that  line  this  season.  Never  were  so  many 
orders  placed  so  early  in  the  year. 

Jabots  are  everywhere,  and,  better  still,  they  are 
selling  everywhere.  At  the  beginning  of  the  season  it 
was  said  that  tiie  long,  narow  effects  would  prevail,  but, 
really,  it  is  impossible  to  say  what  is  most  popular  now. 
Every  conceivable  variety,  particularly  wash  goods,  is 
being  shown.  Many  are  attached  to  the  low  collar,  but 
more  are  separate.  The  reason  is  not  far  to  seek.  While 
some  dresses  are  collarless,  or  have  collars  of  their  own. 
scare  one  but  demands  a  jabot  as  finish. 

Sheer  and  dainty  effects  predominate,  laces  bein? 
fine  and  fabric  fairly  thin.  Tauches  of  color  are  present, 
hut  not  specially  prominent.  For  dressy  wear,  the  net 
jal);it    will  he  nseij,  ;uid  if  sometimes  features  a  touch  of 


Wash  stock  featuring  black  and  white,  shown  by 
Ladies'  Wear.  Ltd.,  Toronto. 

cerise  or  llaiuc  satin  ;  coronation  red  and  King's  blue 
were  also  seen.  I>l;ick  and  white  enil)roidei'y  was  a  strik- 
ing novelty. 

Guipure,  Irish  Val.,  and  Maltese  laces  are  represent- 
ed. A  few  of  the  shapes  are  the  short,  fairly  wide,  the 
long  narrow,  the  side-pleated,  the  modified  cascade,  and 
the  plain,  unpleated  double  tab  of  lace  or  embroidery. 

® 
Some  New  Bows. 

A  wide  bow  of  black  satin  to  be  worn  with  bar  pin 
(bolero  pin),  had  coral  pipings,  and  a  tiny  touch  of  the 
beads.  China  beads  decorated  a  similar  number  in  black 
and  while. 

A  small  black  bow  for  wear  witli  tailored  collar  had 
cord-af taclied  balls  of  black  with  rose,  to  represent  the 
l)ud  of  a  (lower. 

.\  very  prctfy  and  seasonable  novelty  is  of  sold  tissue 
combined  with  white  and  green  to  form  a  tiny  calla  lily 
on  each  side.  Other  flowers  are  represented  in  the  same 
way.    This  is,  of  course,  a  specialty  for  Easter  trade. 
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L-43     $4.25  Dozen 
BLACK   SUEDE   BELT 

White  Trimmed 


BYRON 
COLLAR 

with  Jabot  to  match 

of  fine  Hand-loomed 

Embroidery 

No.  C-148 
$7.25  Dozen  Sets 


L-42     $4.50  Dozen 
BLACK    SUEDE   BELT 

White  Trimmed 


■\ 


e 


BRANCH  OFFICES: 

Vancouver, 

Mercantile  Building 

Winnipeg, 

Hammond  Building 
Montreal, 

Birks  Building 
Quebec, 

68  St.  Joseph  St. 


ASTER  ORDERS   to  ensure   delivery  should   be  in   our 
hands  at  the  earliest  moment. 


Nothing  about  a  womans  apparel  seems  to  demand  a 
newness  for  Easter  so  much  as  her  Neckdress.  A  dainty  piece 
of  Neckwear  seems  to  breathe  the  season. 

If   our  traveller  is  not   due,   write  our   Open   Order  Department 
for  quick  delivery  of  latest  models. 

Touches  of  color  are  recommended,  Black  and  White  prevailing. 


A.  T.  Reid  Co.,  Limited 


N.  B.— Sole   Canadian  Selling  Rights  for  Featherbone. 


TORONTO 


Please  iiieiitioii   The  Review  to    Advertisers  and  Their  Travelers. 
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^riE  have  always  been  in 
\xJ  the  front  rank  with  our 
lines    of    Fall    Gloves,    and 

PERRIN'S 

MEN'S  LINED  GLOVES 

for  the  comingf  season's  trade  will  be  found 
even  better  value  than  ever.  A  quality  of 
lining',  superior  to  anything"  we  have  ever 
used  before,  adds  to  their  attractiveness, 
whilst 

Prices   Remain   the    Same, 

notwithstanding  the  increased  cost  of  raw 
materials. 

We    always    make   a  very  wide   variety   of 

Ladies'   Lined   Gloves   in   Silk,   Wool  and 

Fur;   also    Men's  Wool    Gloves    in    many 

new   numbers. 

Our  entire  salesforce  is  now  on    the    road 
with  samples  for  Fall  trade. 

See   our  lines    and    compare    quality    and 
prices  before  purchasing. 


PERRIN  FRERES   ^   CIE. 

28  VICTORIA  SQUARE     -     MONTREAL 
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GLOVE  VALUE 


QUALITY  is  what  you  get  when  you  entrust  your 
glove  department  to  the  "  RYAN  GUARANTEED 
GLOVE." 

Particular  people  demand  the  best  glove.  The 
•'  RYAN  GUARANTEED  GLOVE  "  will  not  only 
increase  your  sales  but  will  give  complete  satisfac- 
tion to  the  wearer. 


roYANI  -^ijThe  Sign  of  hhe  Guaranheed  Glove  j^^  iRYA 


^^ 


Guarantee 


^- 


"This  pair  of  Gloves  is  guaranheed  ho  give  enhire  sahsf achon.Should 
it  prove  defecHve  in  maf^nal  or  stihching.we  will  repair  or  replace 
same  if  yoti  will  rehurn  them  ho  us  with  hhis  tickeh 

The  Robert  Ryan  Co.. 

Three    Rivers,  Que. 


lYANj  '•qThe  Sign  of  |-he  Guaranheed  Glove  j*" 


(ryaio 


A  strong  feature  of  the  "  RYAN  GLOVE  "  is  the 
absolute  guarantee   which  backs  every  pair  sold. 

BUILD  UP  A  PERMANENT  GLOVE  BUSINESS 
BY  SELLING  THE  "  RYAN  GLOVE." 

Sold  by  the  Leading  Wholesalers 


The  Robert  Ryan  Company 


THREE  RIVERS,  P.Q. 

E.  H.  Walsh  &  Co.,      Selling  Agents,         Toronto,  Ont. 

BRANCH  OFFICES:   MONTREAL,   WINNIPEG,   VANCOUVER. 


SO 
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WHAT  YOU  NEED 

TO  INCREASE  YOUR  UMBRELLA  SALES  IS 

I^"BROPHEY" 

SUIT  CASE  UMBRELLA 

(BEEHLER  PATENT) 


This  is  a  new  feature  in  umbrella  buying,  getting  a 
folding  suit  case  umbrella  with  "detachable  handle" 
at  the  price  of  an  ordinary  one.  When  folded  will  go 
into  a  24-inch  suit  case  diagonally. 

IT  IS  SIMPLE,  IT  IS  STRONG 


Folded  ready  for  suit  case. 


Can  be  retailed  at  $1.50  and  upwards.  Our  travellers  are  now  on  the  road  for 
Spring;  ask  them  to  show  you  this  "wonderful"  umbrella,  or  write  us  for  samples, 
naming  prices   you  wish  to  retail  them  at.     Made  in  both  ladies'  and  men's  styles. 


THE  BROPHEY  UMBRELLA  COMPANY,  Limited 

MAKERS  OF  UMBRELLAS,  PARASOLS  AND  SUSPENDERS 

11  DUNCAN  ST.,  TORONTO,  ONT. 


CASH^' 


Colored  Wash  Trimmings 

The  most  desirable  trimming-s  for  Ladies'  Blouses 
and  Children's  Summer  Wash  Dresses.  Made  in 
largfe  variety  of  designs  ?i\\di  guaranteed  fast  colors. 
They  are  widely  advertised  and  no  embroidery 
stock  is  complete  without  them. 

SAMPLE  CARD  AND  PRICE  LIST 


CAN       BE       OBTAINED       FROM 


J.  &  J.  CASH,  LIMITED 

(of  Coventry,  England) 
SOUTH  NORWALK,  CONN,  U.S.A. 


Send  for  Sample  Cards  and  Infor- 
mation to  our  Montreal  Office,  301 
St.  James  St.,  Room  42,  or  Toronto 
Agent,  Wallace  Mclntyre,  Empire 
Bldg.,  64  Wellington  St.  West, 
Toronto. 

British  Columbia  Agent.  H.  A.  J. 
Chapman,  Box  448,  Victoria,  B.C. 
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Veilings  and  Scarfs 

Filet  Mesh  for  Face   Veilings  —  Dew   Spotted 
Nets  and  Large  Scarfs 

The  filet  mesh  is  spoken  of  as  the  leader  in  veilings, 
as  it  is  acknowledged  to  be  the  only  really  new  idea  at 
the  present  time.  Chenille  dots  will  also  be  favored,  and 
the  continuance  of  some  of  the  best  spider-webs  is  also 
expected,  despite  the  fact  that  they  have  now  been  in 
for  some  time. 

On  the  whoh',  liiiwcvcr,  the  sciuaie  mesh  in  very  light, 
dainty  fabric,  is  the  outstanding  feature  of  the  moment-. 
These  new  filets  arc  mostly  black,  but  some  magpie  ef- 
fects are  seen,  and  a  few  colors. 

As  the  season  opens,  more  and  more  is  seen  of  the 
large  square  scarfs,  spoken  of  in  our  last  number.  These 
will  be  an  accessory  much  favored  for  evening  and  dressy 
wear.  Persian  borders  are  seen  on  the  newest  numbers. 
Touches  of  gold  and  silver  are  much  seen  on  new  motor 
veils,  and  so  are  two-tone  and  shot  effects,  though  these 
are  expected  to  apply  chiefly  to  Spring  goods. 

A  very  pretty  scarf  for  dressy  wear  is  of  two-tone 
flame  chiffon  backed  with  grey,  in  paquinette  shape  with 
cabochon  and  tassels  of  ivory-colored  sequins.  This  also 
appeared  in  the  new,  bright  Nile  green,  approaching  a 
pale  emerald.  Dew-spotted  tulle  and  tosca  nets  were  also 
much  seen,  black,  white  and  champagne  being  favored. 

In  fabrics  designed  for  trimming  purposes,  very  pretty 
metallic  lustre  effects  are  seen,  all  colors  being  combined 
with  gold  or  silver. 


An  Antique  Coverlet. 


Smaller  Frames  in  New  Bags. 

Seven  and  a  half  and  eight-inch  frames  are  u.sed  for 
the  new  velvet  and  suede  bags.  Cordelieres  are  princi- 
pally seen  in  the  more  expensive,  dressier  styles.  Metal 
chain  mounts  looked  very  well  with  a  popular  style  of  me- 
dium size  in  good  quality  velvet,  stamped  for  embroidery. 

Suedes,  in  black  chiefly,  sliowed  heavy  rounded  top 
mounts  like  the  velvet,  and  some  also  appeared  with  the 
lon;^  eordeliere;  others  wei'c  more  practical  in  strap  handle 
of  self. 

A  general  tendency  to  smaller  frames  is  observable,  calf 
and  seal  comins'  in  these  styles,  in  square  shape  as  foi-- 
merly.  This  makes  a  very  compact,  neat  pnrse-ha^  for 
shoppins:.  Fancy  lines  are  lined  with  moire,  others  with 
real  or  imitation  leather.  Colors  now  appear  quite  freely. 
beino:  chosen  by  fastidious  dressers  to  match  the  eos- 
tnme.  Besides  the  chanae  purse  and  pocket,  a  welcome 
addition  to  the  new  bna:  is  the  small  mirror.  Some  re- 
cent numbers  are  outfitted  completely  with  toilet  and 
mnnicure  articles. 

Metal  mesh  bags  are  cominsr  back  into  favor  rapidlv. 
Good  sellins"  was  done  at  Chiistmas.  and  has  not  since 
fallen  off  in  proportion  nnvthinsf  like  as  much  as  px- 
ppcted.  Spriiiar  lines  are  replete  with  fascinatinor  novel- 
ties in  Horman  silver,  plain  and  jeweled  mounted,  (rreat 
variety  of  sizes  is  seen. 

W  G.  Begg,  Collingwood,  a  dry  goods  merchant  of 
long  standing,  has  assigned.  Liabilities  are  said  to  be  in 
the  neighborhood  of  $72,000  and  assets,  $42,000.  Toronto 
and  Montreal  wholesale  houses  are  the  principal  creditors. 
The  failure  is  one  of  the  largest,  involving  a  retailer  out- 
side of  the  cities,   in  vears. 


The  King  has  loaned  to  the  Victoria  and  Albert 
Museum  from  Windsor  Castle  a  finely  preserved  English 
embroidered  coverlet,  dated  from  about  1700,  with  a  de- 
sign in  the  Oriental  style.  It  has  been  placed  on  exhibi- 
tion in  the  Loan  Court  (No.  40),  on  the  ground  floor  of 
the  building,  and  can  be  seen  there  until  June  1.  The 
coverlet  is  of  linen,  quilted  in  yellow  silk  with  zigzag  and 
intersecting  and  diagonal  lines,  and  embroidered  with 
colored  silks  and  silver  gilt  thread.  Parts  of  the  gold 
work  are  raised  by  padding.  A  large  medallion  in  the 
middle  is  filled  with  two  flying  phoenixes.  The  surround- 
ing space  has  stems  of  flowers,  and  in  each  corner  is  a 
grotesquely  designed  rampant  monster.  The  broad  border 
is  filled  with  floral  stems  diverging  from  the  corners  and 
separated  bv  flying  phoenixes.  The  worn  parts  of  the 
embroidery,  where  the  black  thread  has  perished,  indicate 
that  the  design  was  first  outlined  in  ink  on  the  linen. 
The  strong  Oriental  influence  is  characteristic  of  th(> 
period  when  this  coverlet  was  worked,  being  attributable 
to  the  extensive  commerce  between  the  maritime  States 
of  Europe  and  the  East.— Manchester  Textile  Mercury. 


Noting  the  fact  that  a  large  mail  order  house  re- 
cently sent  2,500  catalogues  to  Lindsay,  the  Watchman- 
Warder  hands  the  following  thought  to  advertisers:  "It 
must  pay  to  send  these  catalogues  into  this  district,  even 
at  a  cost  of  $.1,000  a  year.  Surely,  it  would  pav  the 
home  merchant  to  advertise  systematically  and  rcgularh 
and  capture  his  share  of  the  business  that  he  right  1\ 
should  have,  but  which  is  going  elsewhere.  To  sum  up  : 
If  it  pays  the  Toronto  departmental  store  to  extensively 
advprti.se  their  so-called  'bargains'  when  they  are  situated 
76  miles  away,  surely  it  would  pay  the  Lindsay  mer- 
chant to  advertise  right  here  at  home." 


Ivory  Buttons 

For  Dry  Goods 

Bl  and 

Department   Stores, 
Cloak  and  Suit   Manufacturers, 

and 

Makers  of  Men's  Wear. 

The  patterns  are  artistic  and  are  made  in 
a'^wide  range  of  correct  colors. 

Write  us  for  Samples 

Rochester    Button    Co. 

ROCHESTER,  N.Y. 


Toronto  Representative: 

FRANK  GOUDY 

64  WcUinEton  Street  West 


Montreal  Representative 
G.  W.  LAWSON 
210  St.  lames  Street 
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Novelties  from 
Europe 


Choice  Imported 
Specialties 


A  Page  of  Sterling  Novelties  for  Profitable  Popular  Selling 

These  goods  retail  at  the  prices  most  commonly  called  for  at  the  lace,  neckwear  and  embroidery 
counters  at  the  big  stores.  They  were  chosen  for  the  refined  distinction  of  their  designs.  The  styles 
are    the    last     word|  from     across     the    Atlantic,    while    the  values    quoted    are      exclusively     "Sterling." 


The  Sterling  Lace  and  Novelty  Company, 


70  and  72  Wellington  St. 
West,  Toronto 
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RIBBON  VALUES 


^  Are  you  sharing  in  the  offerings  of  the  ''  RIBBON 
HOUSE  of  CANADA"?  Dealing  exclusively  in 
Ribbons,  we  offer  distinguished  and  high-class  lines 
at  an  attractive  figure. 

^  We  have  a  particularly  large  assortment  which  is 
calculated  to  interest  buyers  of  discriminating  tastes. 

^  Our  selections  are  of  individual  creation  and  are  not 
available  elsewhere.  We  sell  REAL  RIBBON 
QUALITY,  and  in  ordering  from  us  you  secure 
specia4ty  prices  from  a  specialty  house. 


WALTER  H.  BARRY  &  COMPANY 

"The  Ribbon  House  of  Canada" 


Cor.  St.  James  and  McGill  Sts. 


MONTREAL,  P.  Q. 


Increase  Your 
Salary  $5  to 
$10  per  Week 

Maclean  Publishing  Co. 

143-149  University  Ave. 

TORONTO,  ONT. 


Acting  as  circulation  representative  for  tlie  .MacLean  l^ublishing  Com- 
pany is  in  itself  an  excellent  business  training. 

By  looking  after  the  new  and  renewal  subscriptions  of  their  thirteen 
publications  you  can  increase  your  present  income  at  least  $5.00  each  week 

One  hour  a  day  is  ample  tune  to  enable  you  to  earn  this  salary. 

Competent  representatives  will  be  given  charge  of  our  entire  business 
in    their   respective    towns — securing  renewal  orders  also  new  business. 

This  work   is  pleasant  and  docs  not  require  experience. 

No  matter  what  size  your  town  may  be  there  is  plenty  of  opportun- 
ity for  a  circulation  representative  of  The  iMacLcan  Publishing  Conip.my, 
to  earn  five  dollars  every   v. eek,  in  addition  to  his  present  salary. 

Write  at  once  for  partici'.ars. 


Please  mention    The  Rcz'ieic  to    .Id; otisers  iiiui    I  heir    iiaiclcrs. 


Many  Novelties  Shown   in   Recent  New  York   Openings 

Diversity  of  Styles  Represented  —  Large  and  Small  Shapes  Equally  Popular 
—  Prevalence  of  Blues  —  Coral,  a  Keynote  of  the  Season  —  Prominence  of 
Ribbons  —  Flowers,  Ornaments  and  Laces  Noted 

(Staff  Correspondent) 


Office  of  Tlie  Dry  Goods  Re\  iew 
115  Broadway, 
New  York,  Feb.  27. 

THESE  are  strenaous  times  in  the  New  York  mil- 
linery market,  and  from  all  accounts,  conditions 
are  pretty  much  the  same  all  over  the  United 
States  and  Canada. 

The  second  openings  are  now  past  history',  and  the 
eyes  of  the  trade  are  focused  on  the  retailer,  for  after 
all,  it  is  with  him  that  the  success  or  failure  of  a  season 
depends. 

Easter  coming  well  into  April  means  that  Spring  re- 
tail openings  will  be  postponed.  This,  of  course,  in  no 
way  affects  the  wholesale  affairs  or  the  retail  houses 
that  cater  to  the  wholesale  trade,  nor,  of  course,  does  it 
affect  showings  of  tailored  hats  and  of  hats  for  southern 
tourist  wear.  As  a  matter  of  fact,  quite  a  number  of 
straw  hats  are  at  present  being  worn,  although  at  the 
time  of  writing  furs  are  necessary  to  one's  comfort,  as 
snow  still  covers  the  ground. 

The  second  importers'  and  manufacturers'  openings 
were  well  attended.  The  hats  were  quite  up  to  the  stand- 
ard and  from  an  artistic  standpoint  much  more  desirable 
than   those   brought   over   before. 

Many  Styles  Represented. 

From  the  bonnet  of  1840  to  the  twenty-four  inch  flat 
trimmed  hat,  every  style  almost  is  represented,  whether 
high  or  low.  The  poke  is  favored  by  many  reputable 
houses — not  the  huge  poke  bonnet  with  strings — but  a 
stringless,  diminutive  of  this  syle,  which  is  really  prac- 
tical. Then  there  are  an  endless  number  of  Napoleon 
effects,  which  are  worn  at  an  exaggerated  rakish  angle, 
practically  concealing  one  eye. 

A  number  of  trimmed  sailors,  usually  having  rolling 
brims,  which  are  invariably  faced,  were  shown,  particular- 
ly in  Manilla,  whicli  is  being  puslied,  and  in  liemp  and 
Milan  effects. 

Large  and  Small  Equally  Popular. 

Favor  is  divided  more  or  less  equally  between  the  large 
and  the  small  hat,  the  pressed  and  the  handmade.  In- 
deed, so  far,  favors  have  been  distributed  more  or  less 
evenly  in  all  millinery  lines.  It  is  expected  that  the 
small  close  fitting  bonnets  and  the  Napoleon  effects  will 
become  popularized  and  that  the  best  trade  will  adhere 
to  less  pronounced  lines.  While  there  are  still  a  few 
mushrooms  being  shown,  brims  are  either  straight  or  have 
an  upward  tendency.  A  number  turn  up  at  the  back, 
this  being  particularly  true  of  tlie  bonnet  variety  of 
headgear. 

Large  hats  are  usually  more  or  less  straight  of  brim, 
and  are  inclined  to  be  flat  in  effect,  while  small  hats  con- 
tinue to  be  rather  bunchy,  if  not  often  actually  high. 
Trimming  is  aranged  at  or  toward  the  back  when  it  does 
not  encircle  the  crown.  Feathers  are  mounted  either  at 
the  back  or  across  the  crown,  and,  by  the  way,  never  were 
there  more  lovely  ostrich  effects  in  both  the  uncurled  and 
French  curl  effects  and  willow.  The  order  in  which  the 
varieties  are  named  signify  their  favor.  Colored  ostrich 
leads.  Color,  in  fact,  is  rampant  in  all  lines.  The  most 
beautifully  shaded  feathers  are  used,  and  often  three  dif- 
ferent color  feathers  trim  one  hat,  it  not  being  unusi;al 
to  combine  the  curled  and  straight  varieties. 


A  large,  or  small  for  tliat  matter,  straw  hat  faced 
with  velvet,  taffeta  or  satin,  and  the  top  almost  entirely 
buried  under  feathers,  does  not  suggest  summer  more  than 
;iny  other  season,  and  yet  the  market  is  filled  with  just 
such  hats.  Almost  every  hat  has  a  facing  of  some  sort 
or  another,  and,  by  the  way,  the  very  darkest  and  dullest 
•  if  blues  is  used  oft-times  instead  of  black,  even  on  pink 
or  other  colored  hats.  To  be  sure  this  blue,  whieli  one 
sees  constantly,  is  so  dark  that  only  on  close  inspection 
does  it  prove  to  be  blue.  Blue  in  all  shades,  from  the 
vivid  Kings  or  Federal  to  this  dark  shade,  and  through 
the  soft  French,  blues  are  very  strong.  They  are  often 
combined  with  pink,  coral,  cerise  and  purples  as  well. 
Black  and  blue,  and  black  and  grey  are  also  good,  par- 
ticularly wlien  the  liat  is  a  black  one  and  trimmed  witli 
ostrich. 

Prominence  of  Ribbons. 

it  is  some  time  since  ribbon  has  been  as  prominent  as 
it  is  now.  The  most  novel  ribbons  are  used,  mostly  de- 
cidedly gay.  Stripes  lead,  unless  one  may  except  velvet 
ribbons  which  are  mucli  in  evidence  for  bows  that  need 
to  be  wired  to  hold  tliem  up,  as  well  as  the  flat  variety. 
Black  and  white  stripe  ribbon,  in  velvet  or  in  satin  is 
very  smart,  a  bow  of  this  tucked  in  among  a  wreath  of 
bright  flowers  is  often  seen,  usually  at  the  back  of  the  hat. 
Uncut  velvet  is  very  ricii,  but  is  a  trifle  warm  looking  in 
vivid  colorings.  For  early  wear,  however,  it  will  doubtless 
liave  considerable  vogue.  It  seems  curious  witli  so  much 
taffeta  used  as  facing  that  taffeta  libbons  should  not  be 
more  in  favor,  but  velvet  or  satin  seem  to  be  preferred. 
There  are  many  figured  ribbons  and  these  are  very  fre- 
quently used  with  velvet  ribbon  or  with  satin  ribbon  of  a 
darker  color. 

There  has  been  so  much  talk  of  lace  that  it  liardly 
seems  necessary  to  add  more  on  the  subject.  During  tlie 
past  month  Chantilly  lace  has  had  some  rivals  in  the  field 
which  previously  it  had  to  itself.  Fine  meshes  seem  to 
be  preferred,  although  the  writer  has  seen  bebe  Irish 
and  some  Oriental  effects  used  with  pleasing  effect.  All- 
over  lace  has  not  the  call  one  might  be  led  to  expect, 
the  demand  being  for  flounr-ings  and  narrower  edgings 
nnd  bands. 

Coral  a  Color  Keynote  of  the  Season. 

The  vogue  of  botli  ribbon  and  lace  has  resulted  in  the 
need  of  fancy  ornaments  of  several  kinds.  Beads  are 
very  strong,  particularly  coral  and  tlie  wliite  clouded 
beads  known  as  "milk  beads."  The  ornaments  at  pres- 
ent in  demand  are  very  unconventional  in  design,  and 
are  rather  ornate  in  outline  and  elaborately  beaded. 
Strings  of  coral  are  also  used,  and  there  is  an  effort  being 
put  forth  to  popularize  pearl.  Coral  is  really  the  key- 
note of  the  season,  for  it  is  also  the  color,  at  the  time 
of  writing  at  least.  Whatever  else  may  be  said  of  the 
present  season,  it  is  at  least  a  rosy  one  as  far  as  color 
is  concerned. 

Flowers  Engaging  Attention  as  Season  Advances. 

There  are  so  many  trimmings  other  than  flowei's  that 
are  being  popularized  that  the  report  that  it  is  to  be  a 
flower  season  seems  to  need  backing  up  by  facts.  Flowers 
are  the  logical  garniture  of  spring  time,  and  so  beautiful 
are  this  season's  offerings  that  it  seems  as  though  they 
certainly  must  win  out. 


Modern   Store   Equipment 


Conducting  Spring   Opening 

Making  a  Climax  of  Readiness  in  all  Departments 

—  Radiate  the  Spirit  of  Spring  and  Anticipate 

Season  to  Come 


THE  Spring' season's  introduction  from  the  trim- 
mer's point  of  view  is  climaxed  in  the  openings. 
Plans  of  former  months  focus  in  the  important 
style  event. 

The  window  trimmer,  who  has  successfully  laid  his 
plans  beforehand,  will  experience  no  difhculty  in  carrying 
the  different  departments  through  this  momentous  event. 

He  is  expected  to  announce  the  readiness  of  the  store 
and  the  formal  Spring  millinery  showing  as  an  event  of 
style  importance  in  the  community  and  to  carry  the 
opening  displays  to  a  successful  climax  throughout  in  his 
different  trim  arrangements. 

The  windows,  departments,  cases,  ledges,  the  entire 
store  must  radiate  a  feeling  of  Spring.  Displays  beauti- 
fully arranged  and  combined  with  palms,  foliage  and  deco- 
rations to  fairly  anticipate  Spring  are  generally  featured 
everywhere. 

Trimmers  have  made  their  opening  displays  in  the 
other  sections  to  demonstrate  individually,  the  readiness 
of  these  departments,  and  these  trims,  with  few  evnep- 
tions  combined  with  the  millinery  opening  displays,  will 
be  all  that  is  required  in  those  particular  sections. 


Therefore,  the  trimmer  has  only  to  think  of  the 
millinery  opening  display  proper  and  all  his  efforts  are 
concentrated  on  completing  the  best  opening  showings  in 
the  history  of  the  establishment. 

Windows,  departments  and  trims  all  must  show  orig- 
inality and  freshness  and  a  varied  showing  of  the  sea- 
san's  most  pronounced  styles  must  be  featured  through- 
out. Preliminary  openings  have  been  held  and  are  fresh 
in  the  memory  of  the  customers. 

Formal  Spring  openings  must  surpass  all  previous 
efforts  and  find  a  climax  in  keeping  with  Spring  and 
warm  days  of  sunshine  to  come. 

Planning  for  the  Opening. 

No  doubt  the  Inmnar  lias  exactly  the  plans  of  his 
trim  linislied,  background  or  scheme,  ready  to  put  in 
place  and  the  arrangement  of  materials,  figures,  stands 
and  efTects  aimed  for,  perfectly  pictured  in  his  mind's 
eye.  The  management  or  head  of  the  millinery  depart- 
ment has  also  planned  to  hold  an  evening  floor  or  inter- 
ior display,  as  the  case  may  be.  The  arrangement  of 
these  different  trims  must  be  given  forethought  and  the 
plans  of  arrangement,  allotment  of  time  to  complete 
them  and  assembling  of  materials  must  be  done  in  ad- 
vance. The  work  of  carrying  the  openings  to  a  success- 
ful climax  is  now  up  to  the  trimmer  and  the  results  of 
his  foresight  and  planning. 

The  windows  will  be  the  first  task  to  prepare  and 
the  first  of  the  week  is  the  riu;ht  time  to  start — and  start 


Suarsestive  black  .iiid  witite  stripe  suilini;  wiiijow  for  advance  showinK.     By  Mr.  K    C.   McUoiiaM. 

for  Murrar-Kay    Ltd.,  Toronto. 
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Successful  Merchants 

Put  a  Receipt  in 

Every  Parcel 

Why 
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Yoa? 
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F.  E.  Ml 

al  Cash  Registers   afford   the  quickest   and   safest   known  method  of 
ing  every  sale  and  of  automatically  issuing  a   printed   receipt.     Each 
is  consecutively  numbered  and  dated,  shows  the  amount  of  the  trans- 
and  clerk's  initials.     Duplicate  record  is  kept  inside  the  machine  where 
he  proprietor  can  get   at  it.     You  need  this  protection.     Why  keep 
ying  to  get  along  without  it"?     Write   for  booklets  and   price   list. 

lTIONAL  cash  register  CO. 

'^S?n^ger  for  Canada                                       285     YOUge     St.,     TorOntO 
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SPRING! 

Now  is  The  Time  for  Changes 

You  certainly 
need  new  Display 
Fixtures  for 
Spring. 

Our  large  com- 
plete  Catalogue 
will  show  you  what 
you  want. 

Write  to-day  for  a 
copy. 


CLOAK  RACK 
Circle    circumference,    99 
in.-  30  in.  diameter; 
Circle.  nicl<el.  $10.    Circle, 
oxidized.  $10.50.  with  very 
strone  b;»se. 


Established  in 
1900 


DELFOSSE  &  CO. 

Manufacturers    of     Fixtures,    'Wax    Figures,    Bust 
Forms,  Mirrors,  Show  Cases,  etc. 

No.  7  Hermine  St.,  MONTREAL 


You  Have  Never  Been  Abie  to  Buy  in 
Canada  a  Standard  Cioai<  and  Suit 
IVIodel  at  Prices  at  w/iicfi  we  now 
Offer  Tliese  Forms. 

The  Reason 

We  now  have  a  factory  in  Canada 
and  make  all  forms  here. 

The  Prices 

We  give  you  duplicates  of  our 
New  York  models  and  save  you 
the  full  amount  of  duty,  35 per  cent. 

The  Designs 

Our  models  are  designed  specially 
for  the  cloak  and  suit  trade. 

Manufacturers 

The  Hall-Borchert  Cloak  and  Suit 
model  is  acknowledged  the  best, 
and  in  every  way  the  most  practical 
for  your  designing  room. 

Merchants— 

You  need  these  forms  in  your  show 
rooms  They  will  help  you  to 
sell  garments. 

Send  to-day  for    our    new  catalogue, 
"  G,"  containing  1911  models. 

The  Hall-Borchert  Dress  Form  Co. 

OF  CANADA,   Limited 
70-76  Pearl  St.  Toronto,  Can. 


^m 


Every  Ambitious  Merchant 

SHOULD 
READ 

__.-_- rr-T  r  --• -- 

SALES  PLAI« 

SALES 

■       '~ 

mn^^. 

PLANS 

^^^^^^^^^^^/f 

A    collection    of 
three    hundred 
and    thirty-three 
successful   ways 
of  getting  busi- 
ness, including  a 
great  variety  of 
practical  plans 
that  have     been 
used    by  retail 
merchants  to 
advertise  and 
sell  goods. 

PRICE  $2.50 

All  Orders  Payable  in  Advance. 

TECHNICAL     BOOK     DEPARTMENT 

MacLEAN   PUBLISHING    CO. 

143-149  UNIVERSITY   AVENUE    ;:    TORONTO 

BELT  STANDS 

They   Show    and    Sell    the    Goods. 
We  have  several    styles.       This  is   only  one. 


No.  259J 
REVOLVING  STAND 

Action  steady  and  smooth. 
4' 2  f'-  high.  Fitted  with  12 
prongs  extending  out  9  inches. 
Have  well  made  turn-ups,  so 
that  be'ts  cannot  work  off,  but 
are  easily  removed. 
Elxtra  heavy,  nicely  finished, 
plain  base.  Card  frame  5x7 
inches. 

Our  new  catalogue  will  tell 
you  all  about  other  display 
devices  for  your  men  s  wear 
departments. 


J.  R.  PALMENBERG'S  SONS 

Fji»bli.h«l  1852 

710  Broadway,  New  York 

Factory;     87.  89  «nd  91   W«t  3rd  St..  New  York 

30  Klngslon  Street  I  n«,„,  '0  »■")   12  Hopkins  PUc 

I  10  Bedloid  Street  /  °°*'°''  BJlimore 


I-'leasc  })ieniio>i    The  /v(-<-'ifa'  to    Advertisers  and  Their  Travelers. 
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early.  The  general  plan  is  to  take  out  all  the  windows 
so  as  to  complete  the  background  arrangement  in  the 
shortest  possible  time  and  also  to  secure  the  most  strik- 
ing or  immediate  effect,  when  the  blinds  are  withdrawn 
on  the  completed  display. 

Needless,  to  say,  the  windows  must  be  absolutely 
clean.  Care,  also,  with  regard  to  the  window  lighting 
fixtures,  replacing  or  cleaning  lamps  requiring  such  at- 
tention and  kindred  other  duties  must  not  be  forgotten, 
as  small  defects  mar  general  results. 

Goods  most  adaptable  to  opening  showings  are  mil- 
linery, combined  millinery  and  ready-to-wear  or  dress 
goods  and  as  the  best  possible  front  is  anticipated  show- 
ings from  the  different  sections  are  all  in  good  taste. 

Disposition  of  Space. 

Trimmers  are  not  all  of  one  idea  in  this  respect,  but 
one  window  certainly  must  be  devoted  entirely  to  mil- 
linery— new  creations  planned  for  the  opening  event, 
plumes,  flowers,  laces,  silks,  buckles  and  novelties.  The 
other  windows,  more  especially  the  ready-to-wear  novelty 
showing,  are  easily  changed  to  make  a  more  elaborate 
front  display  of  millinery  in  case  it  is  decided  to  hold  an 
interior  evening  exhibit  instead  of  the  usual  evening  dis- 
play in  the  millinery  salon. 

Dressing  the  windows  is  now  the  most  important 
task.  Backgrounds  are  installed  as  planned  and  the 
windows  fully  prepared  to  receive  the  goods  to  be  featur- 
ed. Each  particular  pose  or  arrangement  must  show  care 
on  the  part  of  the  trimmer  and  tend  to  convey  some 
keynote  to  the  Spring  fashions.  If  it  is  a  color  arrange- 
ment the  scheme  must  be  based  entirely  in  such  color 
combinations  as  black  and  white  or  one  range  of  many 
of  the  shades,  which  are  to  be  popular. 

Coronation  Windows. 

Coronation  windows  will  also  be  in  evidence  this 
year,  featuring  shades  of  blue.  If  exclusiveness  and  style 
is  desired  all  arrangements,  drapes  and  millinery  shown 
must  be  chosen  with  this  idea  in  view. 

Trimmers  must  carefully  bring  out  the  ideas  they  are 
striving  for,  in  every  way  offered,  especially  during     the 


openings  and  care  must  be  taken  by  the  trimmer,  when 
placing  his  display  so  that  not  the  slightest  defect  may 
be  charged  to  carelessness  in  posing  arrangement  or 
goods  on  view. 


Showing  grouping  arrangement  /or  Opening  Days  of  Spring. 
Jas.  McNicholl.  Richard  Hall  &.  Son.  Peterborough. 

The  background  is  naturally  of  one  particular  scheme 
and  the  settings  in  the  other  windows  are  all  arranged 
with  a  view  to  display  of  the  different  style  versions  as 
interpreted  by  the  establishment  and  in  the  best 
method  possible. 


IHustrating  practical  window    stands  easy  to  acquire.      Uted   by    H.  C.  McDonald,  Murray-Kay.  Ltd., 
for  silks,  dress  goods,  wash  fabrics,  etc. 
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:  EFFECTIVE  DISPLAY^ 

of  your  Spring  stocks  of  Millinery  can 
best  be  assured  by  showing  them  on 

CLATWORTHY 


FIXTURES 

They  combine  all  that  is 
newest  and  most  attrac- 
tive in  both  metal  and 
wooden  fixtures  and  they 
are  noted  for  the  excel- 
lence of  their  materials 
and  for  their  superior 
workmanship  and  finish. 

Get  a  copy  of  our  new 
136 -pp.  catalogue.  It 
contains  display  pointers 
of  unusual  value  to  every 
drygoods  man.  Our 
prices  will  interest  you. 

CLATWORTHY  &  SONS 

LIMITED 

161  KING  STREET  WEST 
TORONTO 


Australian   Trade 

Are  You  Interested? 

If  so.  The  Draper  of  Jluslralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drap>eTy 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     $2.50     Mailed  Free 

Specimen  Copy  will  be  tupplied  on  appIicatioK. 

Advertising  rales  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 

New  York,  29  Broadway 


P%^"Et  CARRIERS 


54 Vf  TIME  &  MONEY 


OUR  GUARANTEE 

We  will  instal  a  Sy.stem  of  Gipe  Carriers 
in  your  store;  you  use  them  TEN 
DAYS,  and  if  you  do  not  find  that 
they  give  you  BETTER  and  QUICKER 
SERVICE  than  any  other  WIRE 
CARRIER,  PNEUMATIC  TUBES, 
CABLE  CARRIERS  or  CASH  REC- 
ISTERS,  we  will  remove  them  at  our 
fi^ioense. 


CATALOG  FREE 

THE    GIPE. CARRIER   COMPANY 
99    ONTARIO   STREET  TORONTO,  ONT 

EUROPE  AH  OFflCCJIl  HOLB0KNL0NOt/t  [.C.  IMC. 


British  America  Assurance  Company 

A.D.    1833 

FIRE  A.  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Gto  A.  Cox,  Preildeai  W.  R.  Brock,  Vlo«-Pr«aldtBI 

Robtrt  Blekerdlke,  M.P.,  W.  B.  Melkle,    E.  W   Coi.  Geo.  A.  Morro* 

D.  B.  Hioni,  Aufusiui  Myers,  John  Hosklo,  K.C.,  LL.D. 
Prsderio  Nlcholli,  Alex.  Liird,  Jimes  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,   E.  R.  Vood. 
W.  B.  Mmlkl;  Omnmral  Manaa»r§  P.  H.  SImm,  U^ormtary 

CAPITAL  ....  11,400,006.00 

ASSETS 2,I«2.753.8S 

LOSSES  PAID  SINCE  ORGANIZATION      39.833.820.96 


GET  WHAT  YOU  PAY  FOR 

Just  a  word  about  circulation.  It  takes  years  to  build  up  a  substantial  sub- 
scription list.  Remember  there  is  a  vast  difference  between  a  mailing  list  and  a 
subscription  list.  Anyone  can  show  you  a  mailinjr  list,  but  a  subscription  list 
consists  of  the  names  of  the  merchants  who  subscribe  to  a  paper  because  they 
see  value  in  it.  No  value  is  placed  on  the  paper  that  is  forced  upon  a  man  by 
free  distribution.  There  is  always  one  paper  in  any  field  that  stands  head  and 
shoulders  al)ove  the  rest.  The  Review  occupies  that  position  and  has  the 
necessary  organization  to  keep  it  there.  Buy  space,  Mr.  Advertiser,  on  merit, 
the  same  as  you  would  any  other  commodity. 

Don't    Forget.      We    invite    a    personal    investigation    of    our   sub- 
scription list  any  time. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Interior  Display. 

In  case  it  is  decided  to, hold  interior  floor  displays  in 
the  evenings  the  trimmer  can  remove  the  setting  in  the 
ready-to-wear  window  and  feature  an  elaborate  showing 
of  the  high-class  millinery  as  prepared  for  the  openings 
and  only  otherwise  shown  in  the  department. 

This  arrangement  does  not  constitute  a  "iumble  of 
hats"  or  the  entire  stock  of  hats  from  the  millinery  sec- 
tion, but  a  pleasing  group  arrangement  with  a  view  to 
contrast  or  color  combination. 

The  interior  display  consists  of  combined  trims  from 
the  dress  goods  and  silk  section,  wash  goods  and  house 
furnishing  departments. 


lO 


Illustrating  practical  window  fixtures.     See  descriptions. 

Several  rugs  are  placed  on  the  floor  and  displays 
made  in  points  of  vantage,  as  seen  in  the  store  from  the 
doorway.  These  trims  are  made  after  six  o'clock  in  the 
evening  and  removed  about  eleven  o'clock  the  same  night. 
Trims,  drapes  and  stands  are  prepared  in  advance  and 
after  everything  is  in  readiness  the  blinds  are  raised 
simultaneously  giving  effect  to  the  combined  efforts  of 
the  trimmer  in  the  completion  of  the  formal  Spring  open- 
ing displays. 

Murray-Kay  Fabric  Display.s. 

An  elaborate  front  display  of  the  season's  new  silks, 
dress  fabrics  and  accessories  was  featured  by  Murray- 
Kay,  Toronto,  and  an  advance  showing  given  these  lines 
in  the  nine  windows  on  King  street.  Some  of  the  stands 
used  in  the  draping  are  illustrated  herein. 

Windows  1,  2  and  3  were  devoted  to  the  display  of 
new  double  width  foulards  of  the  season's  latest  shades,— 
new  blue  and  Coronation,  gun  metal,  browns,  reseda, 
new  green,  gray,  and  black  and  white.  Many  novel 
drapes  were  included  in  this  representation  to  depict 
gracefully  the  lines  of  the  season's  fashions. 

Windows  4  and  5  showed  plaid  and  shepherd  check 
suitings,  black  and  white  finished  with  bands  of  black 
velvet  or  combinations  of  velvet  buttons  and  accessories. 
Each  drape  carried  out  some  style  tendency. 


Goods 

Well  Displayed 
Are  Half  Sold 

All  glass  showcases  for  neckwear  and 
dry    goods,  and  full  length    cases  for  the 

display  of  gowns,  suits,  etc.,  make  selling  easy. 

They  save  time  for  your  salespeople 

because  the  goods  need  not  be  displayed  by 
hand. 

They  save  the  goods  from  becoming  shop- 
worn by  handling,  hence  add  to  the  value  of 
your  best  stock. 

They  sell    by   suggestion;  to  see   is   to 

want  in  most  cases,  and  to  want  is  to  have 
with  many. 

They  add  to  the  attractiveness  of  your 
store ;  make  it  a  show  place,  always  resulting 
jn  business  growth. 


This  cut  represents  on«  of  our  figure  cases,  made  to 
show  one  full  sized  dressed  ladies'  figure.  The  height 
of  it  is  7  ft.,  the  width  3  ft.  4  in.,  and  the  ength  5  ft. 
The  door  is  hinged  at  one  end.  The  floor  of  the  case 
stands  8  in.  above  the  store  floor.  AH  the  glass  is 
clear  plate  glass.  The  sizes  and  details  have  all  been 
arranged  to  give  the  best  effect  for  one  dressed  figure. 
Larger  sizes  will  be  made  for  two  or  more  figures. 


SEND  FOR  OUR  LITERATURE 

DOMINION  OFFICE  and 
STORE   FITTING  CO. 


Head  Office, 


LIMITED 


London,  Ont. 


BRANCHES— 300  St.  James  St.  W..  Montreal:    51  Richmond 
St.  E..  Toronto;  372  Victoria  St.,  Winnipeg. 
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In  windows  6  and  7,  illustrated  in  this  number, 
stripe  suitings  were  prominent  and  this  display  was  of 
the  especial  interest  to  the  early  buyers.  Windows  8  and 
9  were  also  portrayed  the  vogue  for  black  and  white 
striped  suitings  with  interest  and  care  given  to  showing 
new  black  trimmings  and  accessories,  gloves,  hand  bags, 
parasols,  and  shoes. 

In  this  advance  showing  the  idea  most  prominent  and 
conveyed  successfully  was  to  present  forcibly  and  at- 
tractively new  season  lines,  as  shown  in  the  silk  and 
dress  goods  sections  and  at  an  earlier  date  than  usual. 

Long  sweeping  and  graceful  lines  were  aimed  at.  The 
fabrics,  materials  and  accessories  were  artistically  dis- 
played throughout.  The  ensemble  included  foliage  and 
flowers  in  baskets  and  the  entire  array  was  entirely  sug- 
gestive of  Spring. 

The  display  reflects  much  credit  upon  H.  C.  Macdon- 
ald,  the  window  trimmer. 


Practical  Stands  Illustrated. 

In  the  stands  illustrated  this  issue,  several  practical 
ideas  are  given  to  the  ambitious  window  trimmers  who 
are  always  watching  to  make  the  most  of  resources  at 
hand. 

Stands  for  the  entire  season's  drapes  are  represented 
and  in  looking  at  these  forms  many  ways  of  using  them 
are  at  once  suggested  to  the  window  man. 

New  methods  of  displaying  dress  fabrics,  wash  goods, 
in  fact  every  general  want,  including  accessories  from 
every  department,  may  be  used  on  such  stands. 

The  cost  of  these  stands  is  very  light,  and  not  one  of 
these  suggestions  is  hard  to  carry  out.  Most  of  the 
stands  can  be  made  in  a  few  minutes  at  a  very  little 
cost  either  of  material  or  time. 

Papier-mache  is  used  in  the  forms  illustrated  to  en- 
sure lightness  but  most  any  of  them  can  be  made  of  light 
lumber,  which  is  probably  preferable  as  not  being  so 
easily  destroyed  or  broken  through  carelessness. 

Trimmers  who  are  at  a  loss  to  know  what  new 
stands  to  make  or  who  are  making  new  ones  at  the  pres- 
ent time,  will  find  a  wealth  of  idea  and  suggestions  in 
the  different  cuts.  Other  trimmers  looking  for  new 
stands  may  also  find  something  of  interest  to  help      im- 


prove their  stock  of  fixtures  in  the  shortest  possible 
time  or  of  help  in  planning  to  be  in  readiness  for  the 
first  early  fabric  displays. 

Stand  No.  1  is  known  as  the  trough  stand,  being 
shaped  as  the  name  suggests.  No.  2  is  a  box  form  and  is 
generally  used  in  two  lengths  combined  in  completing  the 
more  elaborate  drapes.  No.  3  is  called  a  bolt  form  and 
suggests  a  large  roll  of  cloth,  when  finished  in  the  drape. 
This  is  better  if  made  of  card  board.  Dimensions  are  36 
inches  high,  22  inches  wide  and  6  inches  thick  through 
the  centre.  Placed  one  on  top  of  another  it  completes  a 
splendid  high  stand.  No.  4  cylinder  form  is  used  very 
similarly  and  often  in  pairs.  Nos.  5  and  7  are  two  dif- 
ferent pillow  top  stands.  They  are  very  easily  draped. 
Nos.  (i  and  8  are  convex  stands.  These  especially  allow 
of  a  striking  drape  either  when  used  individually  or  in 
pairs.  Note  the  high  point  front  in  No.  6,  and  the  elon- 
gated sides  on  No.  8. 

Stand  9  is  a  metal  arrangement,  which  is  adaptable 
to  a  great  many  purposes.  These  are  generally  brass, 
nickel  or  oxidized.  No.  10  is  another  home-made  stand 
which  is  easily  completed.  This  stand  can  be  adjusted 
to  any  height  up  to  6  feet  and  the  top  is  made  to  allow 
of  tilting  at  any  angle.  This  is  also  called  a  pillow 
drape;  when  completed.  A  convex  top  is  another  sug- 
gestion for  this  stand. 

These  stands  illustrate  those  used  by  H.  C.  Mac- 
donald  with  Murray-Kay,  Ltd.  They  are  all  entirely 
practical  and  adaptable  in  every  day  use,  and  easily 
available  to  the  ingenious  window  trimmer. 


Many  card  writers  procure  full  size  and  quarter  size 
cards  with  suitable  Easter  decorations,  Easter  cuts, 
floral  foliage,  or  borders.  These  cards  fit  nicely  in  the 
display  boxes  and  match  the  decorative  work  on  the 
Easter  catalogues  issued  by  the  advertiser. 

Satisfaction,  fit,  style,  and  workmanship,  combined 
with  assortments,  unexcelled  and  guarantee  to  complete 
all  dressmaking  orders  by  April  15th,  should  be  featured 
in  the  different  dress  goods  displays  and  in  the  depart- 
ment cards. 

Mohogany,  grey,  and  new  brown  cardboard  is  featured 
in  the  Easter  card  announcements,  and  contrasts  well 
with  white  or  shaded  lettering. 
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by  providing-  you  with  cheap  daylight  will  posi- 
tively cut  your  light  bill  in  half!     Why  spend  DAILY  on 
artificial  light  as  much  money  as  would  soon  pay  for  an  installation  of 

LUXFER     PRISMS? 

Make  your  store  a  place  of  light  and  attraction  with  LUXFERS,  but  be 
careful  you  get  the  genuine  "  LUXFER  PRISM."  To  the  uninitiated  all  pris- 
matic glass  will  look  the  same,  but  the  ligfht-refracting  power  of  LUXFER 
PRISMS  is  so  immeasurably  superior  to  any  other  kind  that  you  can  afford  to 
instal  no  other. 

May  we  make  a  study  of  YOUR  lighting  problem  ?     Send  along 
details  of  how  you  are  fixed  and  we  will  gladly  advise  you. 
A9k  your  arohltoot  about  Luxfer  Prismm—ho  knows  ! 


LUXFER  PRISM  COMPANY  LIMITED 


TORONTO 
MONTREAL 


HOW  TO  ADVERTISE 
A  RETAIL  STORE 

By  A.  E.  EDGAR 

Here  is  a  book  on  the  Art  of  Advertising, 
by  a  Canadian  author,  which  no 

PROGRESSIVE  MERCHANT 

should  be  without.  It  contains  LXXIX  chapters, 
with  over  500  original  newspaper  advertisements, 
and  is  in  nine  parts,  dealing  with  such  subjects 
as  Newspaper  Advertising  ;  Supplementary  Aids 
to  Newspaper  Advertising  ;  Schemes  and  Selling 
Plans  ;  Sales  Advertising  ;  Advertising  of  Spe- 
cific Lines  ;  Mail  Order  Advertising  ;  General 
Advertising  ;   Technical  ;  Miscellaneous 

Price,  $3.50  Prepaid 
All  Orders  Payable  in  Advance 

TECHNICAL  BOOK  DEFT. 

MACLEAN  PUBLISHING  CO. 

143-9  University  Ave.,  TORONTO 


The  Coming  Fixture  for  Displaying 
Ladies'  Ready -To -Wear  Garments 

lu  this  issue  of  The  Dry  Goods  Review  is  shown  a  host 
of  uew  aud  stylish  garments  of  all  kinds.  The  question 
Is:  How  are  you  going  to  take  care  of  them  when  you  get 
the  goods  into  the  store? 

The  old-fashioned  tables  and  gas-pipe  wall  cases  which 
a  few  dealers  still  persist  in  using,  are  ruinous  to  ex- 
pensive garments.  Telescoping  slide  cabinets  are  unsatis- 
factory because  they  obstruct  the  aisles  when  in  use,  and 
make  your   store  look   bare  of  clothing. 

The  most  economical  and  effective  way  of  carrying  and 
showing  garments  is  the  "Twentieth  Century"  Revolrlng 
Cabinet   System. 

This  assertion  is  borne  out  b.v  the  fact  that  Wanamaker, 
of  New  York,  and  hundreds  of  other  leading  merchants 
are   installii;g  the   "20th  Century"   Cabinet. 

Garments  are  suspended  from  a  solid  steel  shaft.  This 
can  be  easily  pulled  forward  to  a  stop,  thus  allowing  the 
four  72-inct  arras,  each  capable  of  holding  fifty  garments, 
to  be  revolved  either  waj'  in  order  to  show  reserve  or 
duplicate  stock,   in  a  space  7  feet  long  and  52  inches  deep. 

Write  for  Catalog   D-12  and   information. 

We   make  special  Export   prices  to  the  Canadian   Trade. 

firand  Rapids  Show  Case  Company 

Grand  Rapids,  Michigan 

Branch  Factory:  LUTKE  MFG.  COMPANY,  PORTLAND,  OREG. 
Otiices  and  Showroonisunderourown  nianagenient:  724  Broadway,  New 
York  City;  51  Bedford  Street,  Boston  ;   i:!291331  Wash.  Ave,  St.  Louis 

The    Largest  Manufacturers   of  Store  Fixtures  in  the  World 


Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers. 


Buying  for  the  Fall  Season 

Take  Advantage  of  the  Diversity  of  Ranges  —  Safe 
Prices  —  Colors  and  Lines  to  Select  —  Probable 
Features  Affecting  Quantities  and  Novelties  Placed 

MANY  merchants  and  retailers  in  a  small  way, 
who  probably  do  not  appreciate  fully  the  ad- 
vantages of  conducting  an  extensive  knit  goods 
and  sweater  coat  section,  would  doubtless  be 
better  disposed  towards  the  lines  and  also  more  liberal 
in  placing  orders  if  they  were  entirely  familiar  regarding 
the  selling  possibilities  of  the  lines  now  oflered  by  the 
difierent  wholesalers  and  their  representatives. 

It  would  be  presumptuous,  perhaps,  to  indicate  quan- 
tities, to  suggest  or  tell  merchants  how  many,  or  how 
few  of  the  different  lines  to  buy,  but  the  staple  lines  and 
good  novelty  lines,  which  are  always  in  a  great  measure 
profitably  handled,  can  be  indicated  with  confidence. 

Merchants  have  placed  before  them  the  different  lines 
manufacturers  offer  and  it  is  necessary  to  select  for  Fall 
according  to  requirements  based  to  a  certain  extent  on 
last  season's  order— what  was  sold,  what  was  carried 
over  if  any,  and  what  the  prospect  for  next  Fall  is  re- 
garding certain  lines.  Market  conditions,  demand,  over- 
production, cost  of  popular  lines  and  particular  merits  of 
new  samples  featured  in  the  representative  showing  have 
all  to  be  considered.  Color  also  plays  an  important  part 
and  the  relative  or  proportionate  colors  to  buy  in  the 
difierent  lines  is  not  always  an  easy  matter  to  decide. 

Diversity  is  the  main  feature  of  a  knit  goods  section 
showing  and  it  is  improbable  that  any  one  manufacturer 
will  show  samples  covering  the  entire  line.  The  lines 
suggested  are  in  keeping  with  the  diversity  of  makes  in 
knit  goods  and  are  also  well  known  and  profitably 
handled  articles.  Attention  is  also  given  in  the  sugges- 
tions to  the  selling  importance  and  the  beneficial  or  ex- 
pected influences  on  the  samples  offered  for  Fall  selling 
compared  with  last  Fall  and  Winter  experiences. 

Range  of  Infant's  Necessities. 

For  infants  and  children  the  line  should  cover  all 
the  needs  of  the  little  ones.  Bear  cloth  coats  are 
bought  at  $12.00,  $15.00,  $18.00,  $24.00,  up  to  $36.00  doz. 
in  most  stores  and  feature  mostly  white,  with  a  tew  car- 
dinals or  Teddy-bear  shades.  Angora  coats  and  wool 
knit  coats  are  sampled  in  popular  priced  qualities.  Some 
stores  handle  cashmere  coats  and  long  embroidered  in- 
fants' robes  profitably,  and  occasionally  demand  is  made 
for  wool  jackets  at  $6.00  or  $9.00  doz.,  for  presentation 
to  the  "new  baby." 

Bonnets  are  always  sellers.  Bearskin  in  white  at 
$2.25,  $3.50,  $4.50  doz.  Beautiful  silk  and  embroidered 
makes  at  prices  up  to  $9.00,  $10.50,  $12.00  dozen,  and 
the  wool  trimmed  or  Angora  bonnets  are  sold  completely 
by  Christmas  time  generally. 

Mufis  comprise  the  little  novelties  in  wool  and  bear- 
skin to  cost  up  to  $4.50  dozen,  and  white  bearskin,  foxa- 
line  and  imitation  ermine  gauntlets  are  carried  up  to 
$24.00  dozen. 


Overalls  are  best  sold  in  white  in  the  $2.25  and  $4.50 
lines.  Cardinal  and  sky  blue  are  bought  in  the  ratio  of 
1  to  2  as  compared  with  white.  Sizes  4,  5  and  6  are  the 
best  sellers.  Cardinal  pull-overs  at  $15.00  or  $18.00 
dozen,  are  always  demanded  for  Canadian  children,  and 
sell  in  sizes  up  to  No.  7. 

Leggings  are  best  in  white  or  cardinal,  and  with  feet 
in  the  smaller  sizes  only.  These  are  generally  carried  in 
the  $2.00  and  $2.25  lines. 

Booties  are  best  in  all  white,  silk  and  wool,  however 
combinations  in  blue  and  white,  pink  and  white,  and  such 
little  novelties  are  good.  Merchants  can  pay  90c.,  $1.20 
up   to   $2.00  for   these,   and  it   is  nearly  always  possible 


Easter   Novelties    in    Hand-embroidered    Hosiery.     Shown  by 
the    Richard   L.   Baker  Co. 

to  secure  the  set  of  samples  of  some  well  known  house. 
This  also  includes  infantees  and  white  wool  mitts.  Baby 
veils  at  $1.00  and  $2.25,  featuring  all  wool  and  silk  and 
wool  complete  the  selling  numbers  in  children's  and  in- 
fants' novelties,  which  can  be  sold  easily  in  any  store. 

Leader  Lines  for  Girls  and  Boys. 

For  boys  and  girls.  Buster  coats,  and  combinations 
of  white  with  cardinal,  sky,  navy,  etc.  Cardinal  with 
white  and  navy  with  white,  and  greys,  comprise  lines  at 
$4.50,  $6.00  up  to  $9.00  dozen  in  sizes  24,  26,  28,  30,  32. 

Toques  require  next  consideration  and  should  feature 
plain  and  honeycomb  effects.  All  white  takes  first  place, 
white  with  sky,  white  with  cardinal,  navy  with  white, 
and  cardinal  with  white  bands  and  all  plain  colors  sell 
best,  both  in  $2.00,  $2.25  lines  and  in  the  $4.00  and 
$4.50  prices.  A  number  of  merchants  plan  for  a  special 
toque  at  39c.,   paying      as    high  as  $3.60  dozen,   and  the 
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NA/RIXE     TO 


RICHARD  L.  BAKER  &  CO. 

Toronto 


Importers  and  Mill  Selling  Agents 

100  Wellington  Street  West, 


For 


^Queen  Qualiiu^ 


Stockings  for  Women  and  Misses 

of  Cotton,  Lisle,  Silk  Lisle,  Pure 
Silk,  in  Plain  and  Embroidery. 


and 
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Sox   for    Men,     of    Cotton, 

Lisle,    Silk   Lisle,   Pure  Silk, 
Plain  and  Embroidery. 


Let  us  send  you  sample  dozens  for  this  spring  season's  trade, 
and  you  will  become  a  regular  buyer  of  these  brands. 


S.  LENNARD  &  SONS 

DUNDAS,  ONT. 

Manufacturers  of: 


Wish  to  advise  you  that  their  range  of  production  for 

AUTUMN  1911 

is  now  completed  and  in  the  hands  of  their  selling  agents,  who  will  call  upon 
you  and  we  solicit  a  continuance  of  your  esteemed  orders 


No  Retailer's  Stock 
is  complete  without 
these  well-known 
brands. 


&^-'^S^CANA»* 


SOLE  SELLING  AGENTS 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Your  Copy 
is  Ready — 


packed  up — stamped— just  wait- 
ing for  your  name  and  address. 

Put  a  line  in  the  mail  now — 
merely  say — 

"I  want  the  book— STOCKING 
SELLING   SENSE." 

Every  page  bristles  with  ideas 
for  window  trimming,  for  adver- 
tising—for  show  card   writing. 

It's  intended  to  help  the  man 
who  knows  the  sign  of  the  real 
fast  black— 

The  Name  That  Sells 
the  Stocking 
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WORKS 

CHEMNITZ  -  -  -  SAXONY 

AMERICAN    BUREAU 

235  West  39th  Street  -  NEW  YORK 


same  ratio  of  colors  is  adhered  to  in  the  order  as  in  the 
$4.00  and  $4.50  selections. 

Boys  will  take  the  hockey  toque  more  freely  this  fall 
and  for  girls,  aviation  caps,  both  in  the  knit  and  woven 
styles  will  be  stocked  at  $4.50,  $6,  $9  and  $12  per  dozen. 
White  with  sky,  cardinal  and  navy  will  be  the  sellers  and 
several  ribbon  and  tassel-trimmed  novelties  will  be  used 
for  special  windows. 

It  is  claimed  that  people  will  knit  these  novelties 
themselves,  but  it  is  readily  apparent  also  that  numbers 
of  young  ladies  have  not  the  leisure  or  time  and  must 
necessarily  purchase  in  the  stores.  This  demand  is  going 
to  effect  the  selling  of  the  better  numbers  in  toques  for 
girls,  although  it  will  be  difficult  to  displace  the  toque  for 
the  more  strenuous  outing  purposes. 

It  is  suggested  that  merchants,  who  are  anxious  to 
derive  all  the  benefit  possible  from  aviation  caps,  feature 
and  plan  for  a  69c  window  as  the  most  approved  leader 
price.  It  is  possible  to  secure  leaders  at  a  suitable  price 
to  meet  this  and  this  arrangement  will  enable  much 
better  merchandizing  of  the  higher  priced  lines. 

Sashes  are  typically  Canadian  and  are  used  in  con- 
junction with  sweaters,  sweater  suits  and  Hudson  Bay 
coats.  The  double  sash  about  3  yards  long  and  finished 
with  heavy  tassel  ends  at  $4.50,  is  always  asked  for. 
Long  knitted  gauntlets  in  white  or  cardinal  to  match  are 
also  included. 

Clouds  are  shown  at  $1.80  up  to  $9  a  dozen  and 
comprise  fringed  or  tassel  ends  ;  white  and  cardinal  are 
always  taken  with  black  occasionally  asked,  and  are 
better  stocked.  Several  novelties,  also  in  these  lines  are 
always  salable,  including  combinations  of  white  with 
sky,  white  with  cardinal,  white  with  navy  and  plain 
tan,  grey  or  sky. 

General  Lines  in  Stock  for  Fall. 

Shawls  in  honeycomb  weaves  in  white,  cream,  silver 
grey  and  black  are  safely  booked  at  $6,  $9,  $12  and 
$18  a  dozen.  Imported  shawls  in  the  heavier  or  blanket 
makes  sell  in  most  localities  and  while  it  is  not  neces- 
sary to  carry  a  great  many,  an  assortment  is  always 
justified  at  from  $12  to  $36  a  dozen.  Shades  should  cover 
Oxford  greys,  browns,  plaids  and  possibly  one  or  two 
black  cashmere  or  silk  and  wool  double  shawls,  which 
will  be  demanded  by  particular  trade  or  elderly  ladies. 

Novelty  shoulder  wraps  for  boating  or  verandah  use, 
include  silk  and  wool  or  Shetland  floss  garments.  Even- 
ing head  wraps  comprise  lace,  knit  or  senorita  scarfs, 
the  new  square  shaped  innovations  being  preferred.  These 
are  stocked  in  colors,  which  appeal  to  the  buyer  and  as 
a  strictly  speculative  investment,  prices  quoted  being  $9, 
$10.50,  $12  up  to  $24  doz.  However  the  investment  is  more 
than  justified  by  the  tone  given  the  section. 

The  Qyestion  of  Mufflers. 

Mufflers  are  to  be  considered  as  a  perfectly  local  de- 
mand. Buyers  must  use  their  own  judgment  ia  placing 
these  another  seascm.  Several  novelties  have  appeared 
which  appeal  forcibly  and  merchants  generally  are  inclin- 
ed to  stock  these  new  numbers.  All  the  leading;  shades 
are  shown  in  these  comprising  combination  and  plain 
colors,  white,  cream,  sky,  pink,  tan,  brown,  champagne, 
mauve,  several  shades  of  greys  and  black.  Prices  are 
from  $2  up  to  $18  a  dozen,  and  nearly  every  number 
should  be  a  seller. 

These  new  mufflers  are  similar  to  Spring  needle 
weaves,  as  shown  in  underwear  and  come  plain  or  fringed 
ends.  Wood  fibre  novelties,  while  featured  last  season, 
are  now  shown  in  lower-priced  makes  and  promise  to  be- 
come the  feature  of  scarf  selling  for  Fall,  mostly  in 
combination  colors  in  all   the  popular  shades. 
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$200,000 


just  spent  in  enlarg- 
ing and  improving 
our  plant,  which 
makes  it  possible  for 
us  to  guarantee  good 
delivery  for  1911. 


.<r^ 


MONARCH     ^ 

STYLES    LEAD    ^< 

See  our  travellers' 
samples  before   plac-    i^ 
ing   your   orders   for 
Knit  Goods. 

FOUR  BIG 

FACTORIES  MAKE 

MONARCH 

KNIT  GOODS. 


The  Monarch  Knitting  Company 


LIMITED 


Head  Office:  DUNNVILLE,  ONT. 


St.  Thomas,  Ont. 


St.  Catharines,  Ont. 


Buffalo,  N.Y. 


Please  mention  The  Review  to     Advertisers  and  Their  Travelers. 
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RIBBED 

UNDERWEAR 


Are  you  handling 
our  sp'endid  line  of 
Ribbed   Underwear? 
There    is    nothing    on    the 
market    to  touch  it  for    cut  and 
finish   and    only    the    finest  quality 
selected  yarns  are  employed  in  its  manu 
facture.     PERFECT    FITTING  RIBBED    s^ 
UNDERWEAR     will    not    chafe    the    most 
delicate  skin  and  it  is  most  comfortable  to  wear. 

Feature  this  rapid-selling  line.      It  leaves  an 
excellent  margin  of  profit  for  the  retailer. 

See  our  samples  before  you  place  your  order. 

THE  C.  TURNBULL  CO. 

of  Gait,  Limited 

GALT.  ONT. 


QUALITY 

}ia.s  in  no  way  been  sacrificed  in  the  lower- 
ed price  at  which  we  are  offering 

''Dominion''  Brand 
Knit  Goods 

Wo  are  able  to  offer  our  goods  at  a  no 
greater  price  than  inferior  lines, 
because  the  modern  methods  and 
machinerj^    we    have    introduced 
have  lowered    our    cost    of    pro- 
duction,  and   the  retailer   shares 
this  reduction   with  us. 
Quality    of   yarn    is    as 
important   in    our    eyes 
as    perfection    of    stitch, 
cut  and  finish,   and  "Do- 
minion"    Brand     will     be 
(lund    a    splendid    line    to 
landle  and  feature. 

Be  sure  and  see  our  samples. 

A.  BURRITT  «c  CO. 

DOMINION   MILLS 
Mitchell,  -         -  -  Ontario 


Natty  little  fold-over  silk  and  wool  muflSers  and  mer- 
cerized scarfs  will  be  ofiered  at  from  $2  up  to  $4.50.  Mer- 
chants have  included  these  mufflers  in  last  season's  adver- 
tisements from  39c  to  12^0  each,  and  are  possibly  best 
judges  of  the  demand  in  their  own  particular  locality  for 
next  Fall.  A  few  high-neck  mufflers  in  black  only  should 
be  added  if  thought  advisable,  as  many  men  prefer  this 
make  and  buy  the  popular  $4.50  line  season  after  season. 

Sweater  coats  are  judged  largely  by  the  samples 
shown  by  the  travelers  and  merchants  can  place  liberally 
of  these  lines.  Ladies'  knitted  coats  at  $9  doz.,  include 
grey,  cardinals,  navy  and  combinations.  Better  lines  at 
$12,  $15  and  $18  dozen  allow  of  more  choice  in  color 
arrangement.  Any  sweater  coat  up  to  $30  dozen  can  be 
taken  with  comparative  safety  and  it  will  be  found  that 
the  lighter  shades  and  combinations  are  the  sellers,  such 
as  white,  cardinal,  light  greys,  tans,  browns  and  the  dif- 
ferent combinations. 

While  the  feeling  always  is  for  a  few  novelties,  lines 
at  $36  to  $60  a  dozen  are  the  early  successes  of  the 
season.  Many  customers  who  ask  to  be  allowed  to  see 
the  travelers  samples,  choose  lines  up  to  $120  a  dozen 
in  individual  garments.  While  it  is  not  policy  to  stock 
the  same  number  in  any  other  shades,  the  diversity  of 
samples  allows  the  merchant  to  show  these  prices  in  his 
assortment.  It  is  evident,  if  special  customers  choose 
them  a  few  could  be  sold  over  the  counter.  It  is  simply 
a  matter  of  personal  selection  and  individual  attention 
when  they  are  shown  in  stock. 

Buy  Special  Lines  for  Advertising. 
Contrasted  with  these  is  the  demand  for  special  ad- 
vertising numbers  and  odd  priced  lines.  Alert  buyers 
will  be  quick  to  note  the  specials  needed  and  one-price 
window  assortments  can  be  made  in  placing.  To  secure 
cheaper  lines  it  is  sometimes  necessary  to  procure  them 
from  the  range  of  men's  sweater  coats,  paying  $6  or 
$7.50  to  merchandise  at  69c  or  89c  each.  Another  good 
price  is  $1.29,  and  merchants  often  pay  as  high  as  $12 
for  this  leader. 

This  assortment  can  be  augmented  at  the  discretion 
of  the  buyer,  and  also  in  keeping  with  the  many  novel- 
ties that  possibly  will  be  shown  in  the  different  ranges 
viewed.  Motor  hoods  can  be  added  or  left  to  the  millin- 
ery section,  but  note  should  be  made  that  either  or  both 
departments  handle  this  line. 

Those  merchants  favoring  steamer  rugs  should  choose 
something  in  reversibles,  bright  plaids  and  to  cost  about 
$4.50  each.  These  are  sometimes  used  also  for  motor 
rugs,  and  are  salable  to  many  people  in  the  Summer  for 
boating  or  traveling.  A  few  brighten  up  a  department 
and  the  sales  should  show  a  corresponding  increase  with 
the  demand  for  Coronation  tourist  use. 

® 
Soundless  Motor  Hoods. 
One  of  the  novelties  for  next  fall's  knitted  goods  trade 
is  the  soundless  motor  hood,  for  which  large  orders  have 
already  been  placed  by  a  number  of  both  wholesale  and 
retail  firms  throughout  the  country.  The  full 
knitted  head  portion  is  lightly  fulled  into  a 
plain  band  fitting  about  the  face  and  finish- 
ing over  the  ears  in  a  full  knitted  rosette,  with  a 
padded  silk  centre.  A  fitted  collar  portion  has  long 
straight  ends  which  may  be  crossed  or  tied  in  front,  or 
brought  around  to  the  back  again  and  fastened  there. 

These  hoods  are  comfortably  lined  with  a  fitted  silk 
lining,  and  may  be  had  in  one  or  two-toned  effects,  those 
being  especially  effective  in  which  the  head  portion  is  in 
white  and  the  banding  and  rosettes  in  color.  Some  of 
the  prettiest  combinations  are  in  white  with  pale  blue: 
ami  grey,  with  crimson  or  green. 
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Merode  "ws.%  Underwear 


"Harvard  Mills" 

f"m)  Underwear. 

These  are  the  Foremost  Brands  in 

ALL  AMERICA 

Known  from  New  Brunswick  to  Vancouver 

Sold  Successfully 

by  many  reliable  concerns 


IN  THE 


Capitals  of  Canada 

CANADIAN  MERCHANTS 

are  invited  to  write  us  for  catalogues 
and  further  information  about  these 

THREE  STANDARD  BRANDS 

Lord  &  Taylor 


Wholesale  Distributors 


Broadway  New  York 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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All  Wool 
Hand  and  Machine  Knitted 

GOLF  COATS 


LATEST 
STYLES, 
COLOURS, 
FINISH. 


PERFECT  FIT, 
LADIES'  and 
GIRLS' 


SIZES. 


LOWEST  MANUFACTURERS'  PRICES 

All  Orders  will  be  executed  through 
your  London  Houses. 

A.  T.  SINGER  ^  CO. 

77   FORE  STREET 

LONDON,  E.G.,  -  ENGLAND 


Thos-  GrimshaAV  &  Sons 


Hosiery  Manufacturers 

27  Dale  Street 
Manchester,  England 


Limited 


Works:  Sun  Mill,  Llttleborough. 


Branches  :    Llverpool~21  Leigh  Street 

Brlmlnghann—20  Cannon  Street 
London  Office— 6  Milk  Street,  E.C. 


Agents  for  Canada  : 

narrower  &  Johnston,  Montreal 


speciality: 

*OaK  Tree'  Hosiery  and  Under^wear 


Please  mention   The  RcT'icui  to   .-Idi'ertisers  and  The\r  Travelers. 
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Spring  Needle, 

^     Ribbed 

LndefweaK 


SPRING  NEEDLE  UNDERWEAR  is  as  different  from  ordinary  under- 
wear as  silk  is  from  satin.  The  texture  is  bland  and  perfectly 
comfortable.  Spring  Needle  stitches  allow  the  goods  to  take  the  lines 
of  the  body  without  the  uncomfortable    draw  of    less   elastic    fabrics. 

SPRING    NEEDLE    UNDERWEAR    FOR    COMFORT 

The  retail  merchant  finds  a  distinct  gain  from  handling  Spring  Needle 
wear,   for  once  worn    it  becomes    a    habit    and    brings    return    trade. 

Ellis  Spring  Needle  Underwear  is  made  in  two-piece  and  combina- 
tion fsuits   for   men   and    women. 

SEE    OUR    TRAVELERS     FOR    FALL    LINES. 


The 


ELLIS  UNDERWEAR  CO., 


Hamilton, 


Canada 


Please  mention  The  Reviezv  to    Advertisers  and  Their  Travelers. 


68 


KNITTED     GOODS 


Dry  Goods  Review 


ThisLabelisyourProtection 


And  it  is  your  customer's  guaran- 
tee that  he  is  buying  a  real  quality 
article. 

"MAPLE    LEAF" 
U  nderwear 

has  steadily  gained  in  favor  with  a 
discerning  public,  and  the  demand 
for  it  is  still  on  the  increase. 

Be  ready  to  supply  this  demand. 

Noted  for  its  cut,  finish,  comfort 
in  wear  and  durability. 

Make    "Maple  Leaf"    brand 
the  leader  in  your  under- 
wear department;  it  will 
amply  repay  you. 

Thos.  Waterhouse 
&  Co.,  Limited 

,^,      In^ersoll,       Onl. 
RCC'O. 


MARK 

REGISTEHa) 
TIGER  BRAND. 


II 


"TIGER  BRAND" 
UNDERWEAR 

"Tiger  Brand"  Underwear  Is  Koing:  to  be  the 
leader  for  Fall  in  the  Underwear  Mart.  It  has 
tile  three  most  important  requisites  of  "good" 
underwear  —  Superior  Finish  —  Durability — 
Style. 

If  yon  have  tried  other  brands  and  found 
them  wanting:  in  "customers" — if  you  find 
your  underwear  department  slack  when  your 
eompetitors  about  yon  are  doing  good  busi- 
ness— there's   a    hitch   somewhere. 

Ask  yourself — have  I  a  stock  of  the  finest 
Underwear    obtainable? 

No— not  if  you  haven't  Tiger  Brand.  It's 
the  one  big  customer-getter  and  a  huge  asset 
to  yonr  shop.  Send  in  your  order  now — see 
the  result  for  yourself. 


Gait  Knitting  Co.,  Limited 


Gait, 


Ontario 


First  Fall  Underwear  Reports 

Increased  Orders  Booked — Sample  Values  and 

Sizes  to    be    Maintained    in  Delivery  —  Larger 

Quantities  of  Combinations. 

Reports  from  Ontario,  the  Eastern  divisions  and  the 
West  as  well  are  now  confidently  given  regarding  Fall 
underwear  placing.  These  confirm  the  feeling  on  the 
part  of  the  merchants  that  Fall  business  will  be  increas- 
ed and  first  reports  both  as  to  ladies'  and  men's  wear 
are  most  promising.  Orders  are  better  and  the  general 
feeling  regarding  these  lines  throughout  the  country  is  far 
better  than  a  year  ago. 

Personal  reports,  too,  from  travelers  in  regard  to  the 
placing  orders  booked  is  that  better  lines  are  taken  by 
most  merchants.  Some  complaints  are  heard  regarding 
sizes;  however  this  defect  will  be  remedied  in  deliveries. 
Combinations  are  demanded,  especially  in  the  better 
makes,  $18.00  a  dozen  being  the  popular  price.  White,  too, 
is  being  very  largely  taken. 

It  is  maintained  that  merchants  having  stock  on 
hand  should  be  justified  in  securing  a  better  price  for 
these  lines,  but  if  value  is  the  object  in  view,  merchants 
who  have  stock  are  obviously  in  a  better  position  for 
Fall  merchandising  in  the  underwear  department  than  the 
placing  buyer. 

Every  encouragement  is  merited  by  the  Fall  showing 
and  business  done  so  far  on  men's  and  ladies'  underwear 
lines  bear  out  the  prospect  of  an  increased  Fall  turnover. 

® 

Golf  Coats  for  Summer  and  Fall. 

There  has  been  a  tremendous  demand  all  this  season 
for  golf  coats  for  Summer  and  Fall  trade.  Some  of  the 
wholesalers  have  been  notified  that  their  orders  cannot  be 
filled  in  the  quantities  they  asked  for.  Orders  for  the 
Fall  trade  have  been  placed  in  some  instances  for  May 
delivery. 

The  summer  coat  which  will  be  used  for  all  sorts  of 
sports,  as  well  as  tor  general  evening  and  lounging  wear, 
is  most  in  demand  in  the  longer  lengths,  finished  with 
buttons  and  pockets.  White  is  leading,  but  all  the  self 
colors  are  asked  for,  and  those  in  the  fancy  stitches,  and 
better  qualities  are  shown  in  helio,  wistaria,  grey  and 
other  shades. 

For  the  Fall  season  the  style  will  be  for  the  .boner 
lengths,  which  may  be  worn  under  coats,  in  clinging  lines 
and  self  colors. 


One  of  the  supreme  tasks  which  the  most  expert  of 
handloom  weavers  of  old'en  times  set  themselves  to  do  was 
the  weaving  of  shirts  in  one  piece  and  witiiout  seams. 
The  earliest  successful  effort  seems  to  have  been  made  in 
1702,  but  it  is  probable  that  long  before  this  there  were 
expert  workmen  who  were  able  to  weave  some  simple  gar- 
ments without  seam.  In  a  charter  of  King  Edward  the 
Confessor  there  is  mention  of  a  tunic  without  scam,  and 
this  tunic  is  believed  to  have  formed  part  of  the  Crown 
relics  down  to  the  time  of  Henry  YI.  The  veneration  in 
which  it  was  held  almost  implies  that  there  was  some- 
thing extraordinary,  if  not  magical,  about  it;  but  it  is 
hardily  likely  to  have  been  the  only  one  of  its  kind  in  all 
Christendom. 
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Your  Customers'  Choice 

"Hygeian   Underwear"  has  every  point  of    material,  cut  and  finish  that 

pleases  the  buying  public. 

Our   process  of   knitting  and  splendid  manufacturing  equipment  give  the 

"  Better  Finish"  for  which  our  goods  are  best  known. 

Details  of  cut,  such  as  the  underarm  gusset  and  special  neck  and  front  finish, 

put  wear  and  durability  into  the  garments,  features  that  pay  the  dealer  in 

enlarged  re-sale  trade. 

"Hygeian  Underwear  provides  tor  future  business. 

Samples  for   Fall  are    being   shown    by    every 
fsholesale  drygoods  house  in  Canada.     See  them. 

Eagle  Knitting  Company 

LIMITED 

Controlled  by  J.  R.  Moody  &  Sons,  Limited 

Hamilton,         -        Ontario 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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UNSHRINKABLE  V^Vc^   ^    ^<P' 

Nderwea 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion  where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

"STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  Specialities  are  made  of  Unslirinl<able  Wool  and  can 
also  be  obtained  in  Merino,  and  Sill<  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 
should  be  upon  every  genuine  JAY  FINISH  Garment. 

Wholr.inU'  oiiti/ 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 


THE     LEADING     ENGLISH     UNDERWEAR. 


Established  1752 


Van(^^ 


CltO   Re« 


Knitting 

WOOL 


T^l!T^EKlCLANg_^ 


S%e^ 


■AlAP,Lli 

KHITTIHGWOOL 


rMADE  IN  ENGLAND 'P 


^tm 


BURNLEYS; 
WOOLS 

Prices  and  Terms  Right. 

Ask  our  Canadian  Agent 

David  M.  Chorlton 

30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 

GOMERSAL  MILLS,  near  Leeds,  ENGLAND 
Mfrs.  of  Knitting  Yarns  for  over  150  Years 


OUR    AGENT   has    LARGE  STOCKS     ON    HAND    of    these    BRANDS 


IN   ALL  SHADES. 


Please  mention  The  Rezne^v  to   Advertisers  and  Their  Travelers. 
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SPRING  PATTERNS 

The  leading  Jobbers  now  have  in  stock  the  new  and  beauti- 
ful patterns  of  Serpentine  Crepe j^in  all  standard  colorings  for 
Spring  and  early  Summer. 

The  unusually  large  advance  orders  booked  for  these  uew 
patterns  indicate  that  Serpentine  Crepe  is  entering  upon  the 
greatest  year's  sale  in  its  history — that  dealers  realize  that  these 
new  patterns  are  far  superior  to  those  shown  by  imitators  of  this 
famous  fabric — and  that  the  peculiar  construction,  quality  and 
finish  of  Serpentine  Crepe  make  it  the  only  crinklyl  crepe  which 
will,  under  all  Icircumstances,  give  complete  satisfaction  to^^their 
customers. 

Our  extensive  and  very  attractive  advertising  to"  customers 
will  continue  throughout  the  season  and  will,  we  are  sure,i'cause  a 
largely  increased  demand  at  every  retailer's  for  the  genuine  Ser- 
pentine Crepe  bearing  our  trade  mark. 


Retailers  who  Imay  wish   to  extend   the  sale  ot    our  products 
are   cordially    invited    to    correspond    with 
us,  as  it  will  give  us  pleasure  to  co- 
operate with  them  in  every  feasible 
way. 


PACIFfC 


Pacific  Mills 


B  O  S  T  OIN 
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ADVERTISING  FOR  RETAILERS 


We  have  prepared,  at  large  expense,  for  the  use  of  retailers 
during  1911,  the  printed  matter,  cuts,  etc.,  listed  below,  and  will  be 
glad  to  receive  requisitions  from  retailers  for  same: 

SERPENTINE  CREPE  PLACARDS 

in;  Igreen  and  gold — white  and  gold — navy  blue  and  gold. 

SERPENTINE  CREPE  FASHION  LEAFLETS 

illustrated  leaflets,  postal  card  size,  showing  possibilities  of  Serpentine 
Crepe  for  house  and  street  gowns. 

SERPENTINE  CREPE  FASHION  ELECTROS 

A  large  variety  for  dealers  to  use  in  their  advertising,  showing^both 
gowns  and  lingerie. 

SERPENTINE  CREPE  COLORTYPE  BOOKS 

reproducing,  in  colors,  the  new  patterns. 

SERPENTINE  CREPE^LINGERIE  LEAFLETS 

showing  new  patterns  of  undergarments. 

SERPENTINE  CREPE  FASHION  PROOFS 

a  splendid  series  of  advertisements,  embodying  Spring  styles  from 
McCall,  May  Manton,  Peerless,  Pictorial  Review,  Delineator,  New 
Idea,  Designer,  Ladies'  Home  Journal,   etc. 

A 

SERPENTINE  CREPE  STOCK  TICKETS  FOR  READY-MADE  GARMENTS 
to  be  attached  to  garments  made  from  Serpentine  Crepe. 

Much  of  this  printed  matter  bears  the  imprint  of 
the  dealer  to  whom  it  is  furnished.      We   shall 
pleased  to  have  you  SEND  FOR  SAMPLES 
of  above,  so  as  to  have  the  printed  matter 
in  your  hands  for  Spring  Openings. 


Pacific  Mills 


BOST  ON 
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Oxford  Underwear 

IN  WINTER  WEICHTS 


Our  range  is  complete  and  it  will 
pay  you  well  to  inspect  our  goods 
before  making  your  season's  purchases. 

Our    line    includes    a    full    range    of 

Ladies'  and  Children's  Vests,  Drawers 

and  combinations  in  Winter  w^eights 

and    is    distinguished    by    perfect 

cut,    finish    and    quality  of  'yarn- 

You  will  realize  a  specially  good 
A  profit    if    you     are     handling 
"Oxford"  Underwear. 

SEE    OUR    SAMPLES 
BEFORE    ORDERING 


OXFORD   KNITTING  COMPANY,  Limited 


WOODSTOCK,    -    ONTARIO 


I 
\ 


HOSIERY  LEADERSHIP 


:7I 


^ 

^ 


ALL   W^OOL 
UNSHRINKABLE 


SOCKS 

STOCKINGS 

HALF-HOSE 

GOLF-HOSE 

GLOVES 

SHIRTS 

PANTS 

VESTS 

SPENCERS 

JERSEYS 


Hosiery  and  Underw^ear 


CANADIAN  WHOLKSALE  AGKNTS  (HOSIERY): 
TORONTO  :    Messrs.  G.  R.  COPPING  &  SON.  27  Melinda  St. 
MONTREAL:     Mr.  A.  B.  COUCH,  Frazer  Building, 

43  St.  Sacrament  Street. 

CANADIAN  WHOLESALE  AGENT  (Underwear) 

MONTREAL;    Mr.  GEO.  H.  NAPIER,  417  Coristine  Bldg. 


KEEP  WELL 
TO  THE 
FRONT 


1 
J 


Please  mention   The  Re-iiew  to    Advertisers  and  Their  Travelers. 
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Are  Your  Underwear  Sales  as  Large 
as  They  Should  Be  ? 

Look  into  the  matter  carefully — see  how  they  compare  with  your  other 
sales.  If  you  find  that  some  of  your  customers  come  to  you  for  their  col- 
lars, ties,  shirts,  etc.,  but  go  elsewhere  when  buying  underwear,  it  is  time 
for  you  to  find  out  the  reason.  Perhaps  it  is  because  you  have  not  got  the  line 
in  stock  which  they  desire.  You  have  probably  noticed  that  the  growing  de- 
mand is  for  lighter  weight  and  better  quality  in  underwear.  A  great  many 
people,  and  the  number  is  increasing,  never  wear  wool  garments  at  all.  For 
them  a  high-quality,  light-weight  garment  is  essential. 


<i.\-A 
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ZIMMERKNIT 

UNDERWEAR 


^C! 


f, .  y 


m 
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will  suit  them  to  perfection.  If  you  can  ofter  your  customers  who  ask  for 
light-weight  garments,  the  Zimmerknit  brand,  you  will  find  that  your  sales 
of  underwear  will  keep  pace  with  your  other  sales.  They  have  that  softness 
of  finish  that  only  results  from  perfect  workmanship.  Compare  a  Zimmer- 
knit garment  with  an  imported  balbriggan  or  other  light-weight  lines.  You 
will  readily  see  why  people  insist  on  this  dependable  brand. 


INTERLOCK     VELVET    RIB  :    A   new 
exclusive  line  with  us,  and  our  leader. 

POROUS    KNIT  :    In     all     colors.    The 
ideal  hot  weather  garment. 

BALBRIGGAN  :    In  all  styles  and  colors 

OUTING     JERSEYS  :    Fast,    washable 
colors. 

BATHING    SUITS  :    In     all  styles  and 
many  shades. 


The  ZIMMERMAN  MANUFACTURING  COMPANY,  Ltd. 

HAMILTON,   ONT. 


K 

I 


COMBINATIONS  :    A  specialty  with  us 
in  Balbriggans  and  Interlock  Rib. 

Ladies'  and  Misses'  Garments  in  high 
neck,  long  sleeves  ;  low  neck,  short 
sleeves  ;   Combination  Suits. 

Men's  and  Boys'  long  sleeves  and 
ankle  ;   short  sleeves  and  knee. 

All  dealers  should  insist  upon  Zimmer- 
knit Trade  Mark  on  their  goods,  which 
stands  for  High  Class  Underwear. 


m 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


76, 


KNITTED    GOODS 


l)iij  Goods  Review 


WHITE  HEATHER 


RKGISTEREU    TKAI>E   MARK 

Baldwin's  2nd  Quality 

a 


BALDWIN'S 


BEEHIVE 


BEEHIVE 


yy 


AND 


•REGISTERED 

Baldwin's  Best 


WHITE  HEATHER 


>> 


ARE  THE  BRANDS    FOR 


KNITTING-WOOL    SPECIALISTS 

THEY  ENSURE  A  READY  SALE 

Through  leading  Wholesale  Houses.        Samplas,  free  on  application,  from: — 

J.  &  J.  BALDWIN  &  Partners,  ltd. 

HALIFAX,  ENG. 


ESTABLISHED    1786 


Agent : 

Duncan  Bell 

MONTREAL  &  TORONTO 


Britannia 

Sports  — 
Sweaters 

For  Ladies  and  Men 


NEW  DESIGNS 


Boys' 
Jersey  Suits 


Same  brand  as 

Britannia   Underwear 

and  Hosiery, 

BRITANNIA 


WHOLKSALE    AGKNT    KOR    CANADA 


DUNCAN  BELL, 


MONTREAL  and 
TORONTO 


Please  vieiitioii    The  Rcz'icw  to 


THE  HALL-MARK  OF  RepisKred  No.  •J62.n05 

Maximum  Comfort  and  Durability 
at  IMinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI-^ 

PLE,  and  starting  with  TWO  THREADS 
in    the   TOP,  it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as   it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
theWEIGHT  &nd  STRENGTH  oi  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unsliriokabli 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be   had  from    any   of   the    Leading 
Wholesale  Dry  Goods  Houses 

.■Advertisers  and  Their  Travtlers. 
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Perfect    Fitting   Hosiery 


You  can  give   a   GUARANTEE  t^ 
every  customer  -who  buys 


eAV^ 


^ 


MOSIERY 


It  is  the  most  comfortable  footwear  manufactured 

in  any  factory. 

BEAVER    BRAND    HOSIERY   is   made   to   fit 

snugly,  following  each  curve  of  the  leg.     The 

heel  and  toe  are  reinforced,  making  the 

foot   particularly   strong. 

"It  is  Made  in  Canada  for  Canadian    Wearers" 

"BEAVER  BRAND"  will  bring  customers 
to  your  store,  and  your  customers  will  be 

satisfied. 

ALL    ORDERS    PROMPTLY    SHIPPED. 

R.  M.  Ballantyne,  Limited 

STRATFORD,  -  -  -  ONTARIO 
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JAEGER  PURE  WOOL 

VV^ith  the  coming  of  Spring  comes  the  demand  for 

NEGLIGEE  SHIRTS 

Our  range  of  designs  in  Pure  Wool  Taffeta, 
Tussore  and  Cambric  surpasses  anything 
we  have    previously  shown. 

Spring  weights  in  PURE  NATURAL  WOOL 
UNDER\A^EAR— a  full  stock  in  all  sizes 
for  Men,  Ladies  and  Children. 

Our  travellers  are  on  the  road  now.  If 
you  wish  to  see  a  full  range  of  Jaeger  for 
Spring  and  Fall,  write  us  at  once. 


DR.  JAEGER'S  'Z^n  SYSTEM 

Wholesale  Warehouse:     52  VICTORIA  SQUARE,    MONTREAL 


COMPANY 
LIMITED 


SI 


Underwear  That  Sells 

An  unshrinkable 
woolen  underwear 
is  rare  indeed. 
Your  customers 
will  soon  learn  to 
ask  for 

"St.  George" 
Brand 

for  it  not   only  is 
unshrinkable,  but 
is  cut  with  a  careful  regard  to  figure. 

It's   a   stock   that   moVes   itself.     It  is 
handled  by  all  jobbers. 

Schofield  Woolen  Co.,  Limited 

OSHAWA,   ONTARIO 


It   IVIesris  a  L-ot: 


to  the  Dry  Goods 

!!!5I^^^^1 

Merchant  and 

HP^^^^^I 

Merchant  Tailor 

^^^^^1 

to    know    of    a 

^^^^1 

Button    House 

^  ^^^H 

that    carries    in 

stock    almost 

l^l| 

bSS^M 

everything    in    a 

^H^^ 

■hr""'^^ 

Button. 

Our     assort- 

B_^^^ 

ment   is    greater 

Hn:  ^ 

"#^ 

than   ever  in  all 

lines,  in 

Mfl^^HI^^I 

Silk,  Satin,  Serge  Covered,  Ivory, 
Bone,  Horn  and  Metals,  especially 
Gilt   (remember  this  is  Coronation  year), 

and  not  the  least,  in  all  kinds  of  Pearls,  in 
which  we  claim  the  leadership.  Our  Pearl 
Cabinets  are  assorted  with  larger  sizes  thisyear. 
All  letter  orders  are  filled  the  same  day  they 
reach  us.  All  our  travellers  are  out;  give  them 
a  look  through. 

The  Ontario  Button  Co. 

BERLIN.   ONT. 
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arrive       ^I'^s-l^^sr.i 
when   you    decide    to 
alize  on  Pen- Angle  Under-       "^;1 
wear  and  Hosiery.      Pen- Angle 
is  the  brand  that  will  win  the  goodwill 
of  your  customers.       Pen-Angle  Under- 
wear and  Hosiery  are  made  to  fit  right, 
to  wear  long,  and  to  give 
the  utmost  comfort.     You 
know  you  are  doing  your 
customer     a     good     turn 
when  you  recommend 
Pen-Angle  goods.      Does 
that  point  count  with  you? 


& 


a 


:<■. 


i;  .-. 


^i-'fe'-'V 


iil^,;^^^^:^!3^!:^^JC:l^^i:i^:^V''f-'  Vi5:^*»^-^-<--  :*ts.^iiv*^-&i 


■■■^w 
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Sorder    Qolton    poulards'^  The    Popular   P)ress    JSjovelty 

These  fabrics,  which  are    the  rage    now  in   European  and    United    States    markets,   are   being 
first  presented  to  the  Canadian  trade  in 

STAR  BRAND  DRESSES. 


These  stylish  garments  will  sell  on  sight  to  best  dressers.     They  will  be  m  big  demand  this  season. 

Order  a  supply,   and  order  them  now. 

The  Star  Whitewear  Mfg.  Company 


BERLIN 


CANADA 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 


Coats  Show  Empire  Influence 

New  in  Line  but  not  Eccentric  —  Novelty  in 

Satin  is   the  Cape   Coat  —  Serges,   Checks, 

and   Mixtures 

THE  Empire  period  has  shown  its  influence  in  the 
new  coat,  though  the  touch  of  the 
modem  designer  is  seen  in  their  effect- 
ive draping.  They  are  so  modified 
and  modernized  in  effect  that  they  are  both  practical 
and  salable,  and  though  new  in  line  are  not  eccentric. 
Straight  line  effects  dominate  and  the  majority  of  the 
models  show  the  present  feeling  for  simplicity.  A  num- 
ber of  the  distinctively  new  coats  are  plainly  tailored, 
while  others  are  trimmed  with  satin. 

Serge  coats  and  coats  of  check  or  mixture  are  made 
in  Empire  effect,  the  skirt  being  joined  on  to  the  close- 
fitting  high  waist.  The  large  sailor  or  pointed  collar  and 
cuffs  are  of  black  satin,  set  off  with  touches  of  black  and 
white  striped  silk. 

Many  white  serge  coats  with  the  collar  and  facings 
of  black  satin  are  seen,  and  the  combination  of  navy 
serge  and  black  satin  facings,  with  touches  of  black  and 
white  is  a  smart  one. 


Suit  of  navy  serge  trimmed  with 
wide  braid,  as  shown  by  John 
Northway  &  Son.  Ltd.,  Toronto. 


wide  braid.  Sometimes  fancy  silk  in  brocaded  or  Oriental 
patterns  are  used  for  the  collar.  Much  of  the  effect  of 
these  coats  is  due  to  the  lining  of  bright  colored 
satin,  cerise,  coral,  Empire  green  and  Royal  blue  being 
the  most  used  shades. 

A  decided  novelty  and  a  very  effective  one  was  a  cape 
coat  made  of  black  and  white  check  and  navy  blue  serge. 


The  novelty  in  satin  is  the  cape  coat.  This  is  cut 
long  and  straight,  with  the  sleeve  in  one  with  the  gar- 
ment, and  rounds  up  in  front  like  a  cape.  As  a  rule,  there 
is   a   large   cape-like   collar   of   the   satin,   trimmed   with 


"Her  Ladyship"  waist,  open  work  panel  embroidery. 

front  closing  at  lace  edge  left  of  box  pleat.     Shown  by 

■W.  R.  Brock  Co  ,  Limited 

The  coat  was  of  the  check  and  had  a  shaped  band  of 
the  serge  about  %  of  a  yard  deep  at  the  back  and  end- 
ing in  nothing  just  below  the  waist  line  in  front.  There 
was  a  sailor  collar  of  the  serge,  ending  in  wide  navy 
satin  ribbon  ties,  and  the  lining  was  of  white  satin.  This 
cape  model  was  also  very  handsome  in  pongee  and  black 
satin.     The  sleeves,  of  course,  were   %  length. 

Serges,  checks  and  mixtures,  as  well  as  satins,  wool 
satins,  pongee  and  linens  are  the  leading  coat  fabrics. 

Sheer  materials  trimmed  with  filmy  laces  and  dainty 
embroideries  put  on  in  flat  effects  characterize  the  high 
priced  numbers  in  whitewear  lines.  There  is  much  elabor- 
ation, but  it  is  far  removed  from  the  fussy,  frilly  effects 
of  a  few  years  ago.  There  is  just  as  much  work  entail- 
ed, and  perhaps  more  is  expended,  for  practically  every 
stitch  tells,  and  has  to  be  perfect,  for  it  adds  its  quota 
to  the  general  effect.  Elaborate  tracings  of  delicate  lace 
outline  motifs  of  Madeira  or  hand  embroidery  and  vein- 
ings  or  narrow  laces  mask  tlie  seams. 

The  fact  that  the  slender  silhouette  is  to  be  main- 
tained is  strongly  influencing  the  sale  of  combinations, 
and  the  popularity  of  combination  corset  covers  and  di-aw- 
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Skirt  Talks 

No.  7 

REASONS  MVnY : 

Customers  Approve 

Livingston  ^  Scott 

Patent 

Maternity   Skirts 

The  extra  fullness  is  in  the  front  (where 
it  is  needed) — not  in  the  back,  as  in  other 
makes — so  arranged  that  it  is  not  notice- 
able, and  yet  gives  an  easy  and  perfect  fit. 

They  will  not  run  up  in  front;  a  too 
frequent  fault  with  other  styles. 

The  cut  and  hang  is  attractive  and 
stylish,  following  the  prevailing  modes  in 
general  effect. 

There  are  no  bulky  draw-strings  or  lac- 
ings to  mar  the  tailored  finish. 

The  hang  is  perfect,  straight  in  front 
and  even  all  around. 

The  Special  Maternity  feature  does  not 
prevent  the  use  of  the  skirt  for  ordinary 
wear. 

There  are  no  complicated  fasteners, 
draw-strings  or  elastic  bands  to  give  bulki- 
ness  or  discomfort. 

The  Livingston  &  Scott  Maternity  Skirt 
is  an  improvement  over  every  other  skirt 
made  for  the  purpose,  avoiding  all  their 
faults  and  giving  complete  satisfaction. 

Why  not  write  for  samples? 

Livingston  &  Scott 

Clendenan  Avenue 
TORONTO 


ers,  and  corset  covers  and  skirts  is  steadily  increasing. 
A  new  style  of  drawer  and  corset  cover  combination  that 
is  very  much  favored  is  not  joined  at  the  waist  line,  but 
has  the  circular  drawers  joined  at  the  hip  line.  This 
kind  of  combination  is  also  shown  in  the  new  wide  model 
that  comes  only  in  closed  effects,  as  the  drawer  is  wide 
enough  to  preclude  any  necessity  of  the  open  cut.  An- 
other model  shows  the  star  yoke  and  is  especially  desir- 
able for  stout  figures.  Still  another  boon  to  the  stout 
woman  is  the  princesse  combinations.  This  garment  is 
cut  in  narrow  shaped  gores  which  extend  in  an  unbroken 
line  to  the  edge  of  the  drawers,  a  curving  gore  at  the 
back  giving  the  necessary  fullness.  In  all  these  garments 
headings,' veinings  or  narrow  laces  are  used  to  mask  the 
seams  and  rows  of  lace  insertion  finished  with  a  tiny 
ruffle  of  lace  form  the  edge  finish.  The  upper  part  is 
trimmed  with  bow-knots,  Greek  key  and  other  patterns 
worked  out  in  lace  insertion. 

But  newest  of  all  and  introduced  because  of  the  very 
close   fit  of  the  new  skirts,  is  the  slieath-bocker  combination, 


"Her  Ladyship"  wraist  of  fine  mull  muslin,  blind  embroiderTi 

front  closing  at  tace   trimmed   edge   left  of   box  pleat.     Showm 

by  W.  R.  Brock  Co..  Limited. 

This  dainty  garment  is  made  on  princess  lines,  and  the 
straight  knickerbockers  are  drawn  in  below  the  knee 
with  libbon  run  lace  or  embroidery  insertions.  The  seams 
are  masked  with  narrow  lace  insertion  and  lines  of  lace 
or  insertion  trim  the  outer  side  of  the  kniekerbocker. 

The  new  lingerie  skirts  are  made  with  the  bottom 
edge  from  2%  to  3  yards  wide,  but  this  does  not  express 
the  change  to  the  fullest  extent.  There  is  no  flare,  the 
lines  being  perfectly  straight.  The  trimmings  are  both 
new  and  elegant  and  consist  of  straight  flounces,  guiltless 
of  gathers  and  often  in  panel  effect,  trimmed  with  the 
sheerest  of  lace  and  embroidery.  These  skirts  by  reason 
of  their  cut  and  the  flat  trimmings  used  do  not  in  any 
way  interfere  with  the  straight  effects  which  are  such  an 
essential  feature  of  the  Spring  costume. 

This  will  be  a  great  season  for  princess  slips  for  the 
very  soft  sheer  nature  of  the  new  Spring  materials  makes 
the  wearing  of  a  slip  a  matter  of  necessity.  Another 
reason  why  slips  will  be  worn  is  because  of  the  high 
waist  line,  as  the  slip  gives  a  smooth,  straight  line  founda- 
tion for  the  gown.  As  gowns  are  to  be  made  of  trans- 
parent   fabrics   and    the    majority    are    unlined    from    the 
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New  "Eclipse"  Models  for 

Easter  and 
Spring  Wear 

Each  season  more  dealers 
are  specializing  in  "Eclipse" 
Waists    and    Lingerie 
Dresses. 


TAFFETA    SILK     WAIST 

with  new  Peasant  or  Kimona 
sleeve,  Bodice  and  Sleeves 
made  of  fine  pin  tucks.  A  new 
model,  very  smart. 


TAFFETA    SILK     WAIS  T 

with  modified  Kimona  sleeve. 
Bodice  plain  silk  with  strap- 
pings of  silk  and  buttons.  Body 
and  sleeves  of  fine  tucks.  Par- 
ticularly effective  and  novel. 


They  increase   business  by 
their  excellence  of  style  and 
perfection  of  finish  and  give 
very    attractive   values    at  every  See   the   complete  lines    of 

price.  "ECLIPSE"  samples    now   being 

shown   by  our  representa- 
tives. 


The  illustrations  show  a 
few  from  a  new  range, 
bigger  and  better  than  we 
have  yet  offered. 


**It's  the  Something  Different 
that  does  it." 


These  models  are  taken  from  a  choice  range  of 
about  50  styles  which  the  Eclipse  Whitewear 
Co.,  Toronto,  are  showing  for  Easter  and  early 
Spring  trade. 


Please  mention  The  Reznew  to  Advertisers  and  Their  Travelers. 
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The  Secret's 
Out! 


The 

Diamond 

Whitewear    Co. 

Limited 

Three  Rivers  Que. 


Laurentian    has    a    Line    of    Dresses 


If  s  the  Line  of  Lingerie  Dresses 

When  we  do  a  thing 
We     do     it    Right. 

You'll  realize  this  when  you  see  the  line. 
You'll  be  enthusiastic  when  you  see 
how  they  sell. 

The  Dress  Department  is  organized  as 
a  separate  factory — Special  Designers, 
Trained  W^orkpeople. 

And   the   Laurentian    Standard    of 
FIT,    WORKMANSHIP,    VALUE 

_Soft  Lingerie  Dresses 

in  the  latest  styles,  and  all  good  colors. 

Exceptional  Values  at 

$2,  $2.25,  $2.75,  $3.00,  $3.50 

Those  who  have  seen  them  say  they  are  unmatchable. 
Sales  of  Dresses  will  be  Big.     Get  Your  Share 

APRIL     DELIVERY     FOR     THESE     LINES 


OUR    LEADKR 
Price  $24  doz 


In  White.    Helio,   Pink.  Blue,    oi 
Champagne    Soft  Mull. 


A     BIG     LINE     OF     KIMONAS 

In  Sheer.    W^hite  Lawns.    Well  "Worth  your  Buying 

WAIT     FOR      THE     LAURENTIAN     MAN 


The  Diamond  Whitewear  Co.,  Limited 

Throo     Rivers,     Qcjolsec 


Manitoba,  B.C..  Sask..  Alta  ;  I  oronto 

Geo.  Sfrachan  W.  H.  Piton 

E.  L.  Burden  Empire  BuildinK 

Quebec  Province 
J.  A.  Morin.  130  Jcseph  .Street.  Qu'bec 


Montreal   and  Ea.stern   Ontario 
Z.  P.  Benoit 
Mark  Fisher  Building 
Maritime  Provinces 
Alex.  Burr. St.  John.  N.B. 


Please  mention  The  Rez-iezv  to   Advertisers  and  Their  Travelers. 
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short  waist  down,  there  is  sure  to  be  a  big  demand  for 
princess  slips. 

The  deep  Empire  yoke  finished  with  a  wide  ribbon-run 
beading  and  most  elaborately  trimmed  with  lace  or  em- 
broidery are  very  strongly  featured.     As  a  rule  the  peas- 


A  Royal  Garment,  made 
by  the  McElroy  Mfg.  Co. 
Ltd.,  Toronto.  Mull  dress 
trimmed  with  Swiss  all- 
over  and  baby  Irish  lace 
insertion.  Fine  embroid- 
ery.flounce  and  new  wide 
band  effect  on  skirt.  Em- 
pire back.  Dutch  neck 
and  three-quarter'sleeves. 


ant  sleeve  is  used,  but  both  on  the  Empire  and  on  the 
chemise  models  the  Empire  puff  sleeve  is  often  seen. 
Many  high  class  models  are  finished  with  a  lace-trimmed 
frill  at  the  edge  of  the  gown.  This  finish  adds  little 
to  the  weight  or  bulk  of  the  gown,  because  of  the  extreme 
sheemess  of  the  materials  u.sed. 

Mercerized  lawns  and  batistes  are  the  prevailing  fab- 
rics used,  but  some  makers  are  showing  crepes  and  hair- 
cord  lawns  as  a  novelty.  The  ribbons  used  to  thread 
headings  are  either  pink  or  blue  in  pale  rose  or  ciel  tints 
and  full  chons  are  used  rather  than  bows  as  a  finish. 

® 

Suits  Will  Sell  Freely. 

The  suit  will  be  an  indispensable  item  in  the  women's 
wardrobe  this  Spring,  and  because  of  the  radical  changes 
in  style,  a  new  suit  Avill  be  imperative  with  the  well- 
dressed  woman. 

Suits  will  sell  freely  during  the  early  months,  but  the 
selling  season  promises  to  be  a  short  and  busy  one.  Navy 
blue,  and  white  serge,  pencil  striped  serges,  black  and 
white  anchored  and  shepherd's  checks  and  black  and 
white  stripes  and  mixtures  and  a  few  tans  are  about  all 
there  is  to  it  in  the  suit  world.  Manufacturers  of  high- 
grade  garments  are  doing  well  with  black  satin  suits, 
and  suits  of  the  new  wool-backed  satin.     This  fabric  is 


just  the  right  weight  for  Spring  wear;  it  has  the  drap- 
ing qualities  of  cloth  with  the  exquisite  lustre  and  rich- 
ness of  a  silken  fabric. 

Then  new  coats  are  form  defining  and  24  in.  is  the 
best  selling  length.  Large  sailor  collars  of  satin,  edged 
with  wide  braid,  the  closing  either  being  on  one  side  or 
with  two  or  three  buttons  in  the  centre.  There  is  either 
a  trimming  of  braid  or  a  fold  of  satin  around  the  edge  of 
the  coat,  and  often  there  is  a  panel  of  the  fabric  above 
this  band.  Wide  incroyable  revers,  often  double,  the 
one  being  of  black  satin  and  the  other  of  black  and  white 
stripe  is   a  smart  new  fashion. 

Skirts  are  not  so  tight,  but  are  straight  and  plain. 
As  a  matter  of  fact,  they  do  not  look  so  much  wider,  but 
inverted  pleats  near  the  foot  makes  walking  easier. 

The   new  feature  in   suits  is   the   bolero.      Short   sac 


A  newjmodel  wfith  sailor  collar,  as  shown 
by  M.  PuUan  &  Sons. 

boleros  are  shown  as  a  finish  to  dressy  satin  suits,  and 
they  are  also  used  as  the  jacket  to  white  serge  models 
trimmed  with  white  braids. 

® 
Frocks  for  the  Little  Folks. 

Manufacturers  and  wholesalers  are  doing  a  30od  b'lsl- 
ness  this  season  in  ready-to-wear  garments  for  children, 
and  orders  already  placed  show  a  considerable  increase 
over  those  of  last  year,  and  all  previous  years.  Some  of 
the  wholesale  houses  have  stocked  much  more  heavily 
along  these  lines  than  ever  before  and  feel  no  anxiety  over 
their  ability  to  dispose  of  the  stock. 
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Suit  of  grey  mixture.  New  cut-away 
coat  model  with  collar  of  black  satin 
and  smoked  pearl  buttons.  Gored 
skirt  with  panel  front.  Hat  of  violets 
and  cerise   ribbon   velvet. 
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Fit,  Cut,  Style,  Hang  and  Finish 
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Another 

of  our 

$3.00 
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Styles  are  Simple- 
While  children's  dresses  are  much  wider  in  proportion 
than  those  designed  for  women,  they  are  nevertheless 
made  along  flat  lying  lines.  For  the  very  ;mall  giil 
there  is  the  semi-empire  efiect  made  with  much  less  ful- 
ness than  of  yore.  There  are  pretty  little  straight  cut 
frocks  of  monotone  gingham,  with  box  pleats  coming  to 
just  below  the  waist  line,  and  finished  with  a  loosely  fit- 
ting belt  of  the  same,  the  only  decoration  being  tiny  folds 
of  white  in  collar  and  wristband. 

There  are  also  charming  little  French  dresses  with 
very  long  waists,  made  panel  effect  in  the  front,  and  with 
short  flatly  pleated  skirts.  A  pretty  model  in  butchers' 
blue  linen  had  collar,  wristbands,  front  panel  and  the  top 
of  the  skirt  portion  piped  with  tartan,  and  tartan  cover- 
ed buttons  were  placed  on  each  side  of  the  panel.  Others 
in  checked  and  spotted  materials  had  a  tiny  yoke  and  box- 
pleat  down  the  front,  of  a  plain  harmonizing  color. 

Little  white  sailor  dresses  were  finished  with  spotted 
collar,  cuffs,  belt  and  tie.  Striped  and  figured  suits  have 
the  accessories  in  plain  colors.  Little  French  frocks  in 
black  and  white  shepherd's  plaid  looked  very  dainty  with 
pipings  of  red,  and  red  buttons.  Another  variety  which  is 
oBered  for  sale  in  blue  and  white,  and  brown  and  white 
stripes  is  a  kilted  frock  finished  with  Dutch  collar  and 
cuffs  in  cream  color  and  feather-stitched  in  the  color  of 
the  dress.  Large  buttons  in  the  frock  color  are  over 
sewed  in  white. 


Great  Confidence  in  Dresses 

Pretty    Models    in    Ginghams,    Chambray,    Cotton, 
Foulards  and  Linen  Suitings  —  Butterfly  Styles  Con- 
tinue Popular  —  Stripes,  Dots  and  Checks  Good 

Buyers  now  in  the  market  are  expressing  their  con- 
fidence in  dresses  for  the  coming  season.  They  have  done 
particularly  well  with  dresses  during  the  fall  and  winter, 
the  sale  keeping  steadily  up  until  the  end  of  last  month. 
The  manufacturers  are  well  prepared,  and  are  showing 
a  large  range  of  models  in  a  big  range  of  fabrics,  and 
practically  all  prices.  Therefore  buyers  should  have  no 
difficulty  in  selecting  garments  suited  to  their  selling  re- 
quirements. 

Simple  models  to  sell  at  popular  prices  are  shown  in 
gingham,  chambray,  cotton  foulards,  linen  suitings  and  in 
lawn  models.  These  dresses  are  made  with  the  new  cut 
skirt  and  with  %  sleeves.  Lingerie  gowns  are  trimmed 
with  lace  and  embroidery  bands,  and  the  chambrays  and 
ginghams  are  trimmed  with  pipings  and  covered  buttons. 
Many  dresses  have  the  high  sailor  collar  or  a  yoke  and 
sleeve  band  of  plain  color.  Exceedingly  pretty  models 
made  of  cotton  foulards  are  shown.  In  the  better  grades 
these  are  trimmed  with  satin,  lace  or  allover  embroidery. 

Beautiful  models  are  shown  in  lingerie.  These  lingerie 
gowns  are  exquisitely  fashioned  and  trimmed  with  real 
Cluny,  German,  Valenciennes  and  crochet  and  Venise 
laces,  combined  with  tucks  and  motifs. 

Some  of  the  newest  are  embroidered  in  white  and 
colors.  Marquisettes  and  cotton  voiles  are  the  fabrics 
of  the  season,  and  the  newest  of  these  are  trimmed  with 
Bulgarian  embroideries  in  white  or  solid  color,  either  in 
porcelain  blue  or  coral  or  rose.  Patterns  worked  out 
in  blue,  coral  and  old  gold  outlined  with  black  are  also 
in  evidence.  Most  fasliionable  of  all  are  the  embroider- 
ies done  in  black  and  wliite.  Marquisette  gowns  are 
beaded,  nnd  arc  trimmed  with  wide  lace  bands  and  folds 
of  satin. 


There  is  no  abatement  of  the  vogue  of  butterfly  models 
and  foulards  and  messaline  dresses  are  made  up  in  this 
style  with  high,  round  or  Dutch  neck  models.  The  % 
sleeves  have  lace  undersleeves,  and  some  have  square  col- 
lars of  lace  or  satin,  while  others  show  incroyable  revers 
and  turn-back  cuffs.  There  is  a  distinct  leaning  towards 
girdle  and  sash  effects.  In  some  of  the  new  models  this 
takes  the  form  of  a  wide  piping  headed  with  a  heavy 
cord.  Other  models  show  the  high  skirt  stitched  onto  the 
short  Empire  waist. 


Sensible  Lines  in  Corsets 

Style  Changes  Lead  to  an  Early  Demand  ~ 

Makers    Making    Close    Study    of    the 

Comfort-Giving   Requirements 

The  Spring  season  is  opening  up  well,  and  the  general 
business  activity  in  all  lines  fosters  the  belief  that  there 
will  be  an  early  enquiry  for  corsets.  Therefore,  it  is 
important  that  the  new  models  should  be  on  hand  and 
the  department  all  ready  for  new  business  at  an  early 
date. 

From  past  experience  buyers  know  that  any  decided 
style  change  always  leads  to  an  early  demand  for  cor- 
sets. Dressmakers  know  that  it  is  impossible  to  give  the 
proper  line  to  the  gown  that  is  fitted  over  an  old  style 
model;  therefore,  before  the  new  Spring  gown  can  be 
taken  in  hand,  a  pair  of  new  corsets  has  to  be  purchased. 

Supplesness  and  flexibility  and  the  giving  of  the  much- 
desired  slender  contour  to  the  figure  are  the  chief  points 
aimed  at  in  the  production  of  the  new  corsets.  Of  course, 
the  new  corset  cannot  work  miracles  and  present  a  wo- 
man with  an  entirely  different  figure,  but  a  properly  fit- 
ting model  both  can  and  does  make  the  best  of  the  figure 
a  woman  has  by  correcting  faulty  lines  and  making  the 
best  of  the  good  ones.  Moreover  this  is  achieved  on 
principles  that  are  strictly  hygienic,  for  the  wearers  are 
conscious  of  no  undue  compression  of  the  flesh,  or  of  any 
of  the  delicate  organs  of  the  body.  New  models  have 
the  proper  width,  which  permits  absolute  freedom  in 
breathing. 

Coutil  and  batiste  are  stape  fabrics,  but  some  manu- 
facturers are  introducing  tricot  fabrics.  These  have  been 
freely  used  for  imported  high-priced  models,  and  have 
given  satisfaction,  as  they  are  soft  and  pliable,  and 
help  to  give  the  much  desired  flexible  effects. 


THE  SUIT  OX  THE  COVER. 

The  smart  suit  featured  on  this  month's 
cover  is  typical  of  the  advance  mode.  It 
is  made  of  white  and  black  striped  suiting, 
cut  so  that  the  arrangement  of  the  stripes 
forms  a  trimming  feature.  The  skirt, 
tuhile  cut  on  narrow  lines,  is  sufficiently 
wide  for  comfort.  The  flounce,  the  round- 
ed collar  with  incroyable  revers  and  the 
cuffs,  are  of  black  satin.  The  coat  fn.'ifens 
with  one  handsome  button  and  is  slightly 
cut  away.  The  hat  is  one  of  the  new  cap- 
like models,  and  is  of  black  velvet,  and 
flat,  dead  white  braid,  and  the  parasol 
matches  the  dress. 
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Canada  Cloak  Co. 

LIMITED 

63-71  West  Wellington  St. 
TORONTO         .:.         CANADA 


MANUFACTURERS    OF 


WOMEN'S,  MISSES'  and  CHILD- 
REN'S COATS 

FUR-COLLARED  COATS 

WOMEN'S  and  MISSES'  SUITS 

WOMEN'S  SKIRTS 
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Gown  of  pearl  grey  maiquisettejjover 
cerise  satin.  Border  and  trimming  on 
the  butterfly  waist  carried  out  in  chalk 
white  beads.  Band  of  cluny  antique 
lace  and  hem  of  grey  satin  finishes  the 
skirt.  The  hat  is  of  Java  straw  veiled 
with  black  maline  with  butterfly  of 
shirred  maline  and  touch  of  cerise  as 
trimming. 
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PERFECT     FIT 


If  you  want 

a  Spring  Jacket 

for 

$3.75 

we  have  it. 


A  Garment  that  Gives  Satisfaction 

PuUan  Garment 

SPRING     1911 


If  you  want 
a  SUIT 

for 
$10.00 

we  have  it 


SUITS 
$10.00  to  $25.00 


COATS 
$3.75  to  $22.50 


SKIRTS 
$3.00  to  $9.50 


RAINCOATS 
$5.50  to  $15.00 


You  are  cordially  invited  to  visit  us  during 
the  millinery  openings. 

We  Illustrate  Here 

T\vo 
Leaders 

at  Popular  Prices 

SEND  FOR  SAMPLE  GARMENTS 


*^<^ 


^  NOVELTY  COATS 

for  immediate  delivery 

$7.50,  $8.50,  $9.50,  $10.50 

SEND  FOR  SAMPLE  GARMENTS 


If  you  have  not  received  our  NEW  SPRING 
CATALOGUE,  we  shall  be  pleased  to  send 
a  copy. 


FANCY    TAILORED 
MODEL.  SERGE 
SILK  LINED 
Made  in  lancy  all  wool 
tweed       effects       and 
stripe       worsteds 

$15.00 

Send  for  Sample 


"THE  SUIT  OF  THE 

Travellers  are  on  the  road  for  fall  with  season- 

c    ^,  ,»  ^  c    /-»        ..        oi     -i  made   in     fine  French 

one  of  the  finest  ranges  of  Coats,  Suits     serges.   Venetians  or 
and    Skirts    ever     shown    in     Canada,     panamas.   serge  siik 

lined 

Watt  for  the  Pullan  line — it  will  pay  you.  $11.00 

Send  for  Sample 


M.  Pullan  &  Sons 

An  exclusive  Cloak,  Suit  and  Skirt  House 

Cor.  Bay  and  Wellington  Sts.,  Toronto 


Established 
1902 


UNEXCELLED     VALUE 
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Waist  of  black  and  while  voile 
with  yoke  and  sleeve  finish  of 
black  satin  embroidered  with  white. 
Black  and  white  embroidery  around 
the  yoke. 


Waist  of  cotton  voile  embroidered 

in  Helen  pink.     Bow   and  jabot  of 

black  satin  ribbon. 


f>rti    (t'iikIs   J^evieir 
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INDEPENDENT  CLOAK  CO. 


TO  THE  TRADE!!! 


MARCH  1911 


REDUCE  YOUR  ALTERATIONS.        INCREASE  YOUR  PROFITS. 


B' 


These  cuts  repre.seut  two  of  our  many  leaders  which  have  made  the  Independent 
Cloak  Co.  famous-  Our  Gai'nients  have  made  a  reputation  for  their  Cut,  Style, 
Make,  Hang  and  Finish.  The  surest  way  to  increase  your  ready-to-wear  business 
is  to  join  the  enthusiastic  and  growing  number  of  merchants  selling  the  I.  C.  C. 
Garment. 

Every  Garment  is  Man  Tailored  and  Carefully   Examined  by  competent 
people,  and    never   loaves  our  factory    unless    perfect.      To 
satisfy  your  customers,  you  must  have 
l\^'~n\\  Quality,  Style,  and    Fit,  which    is    the  fea- 
nre  of  our  Garments. 


/OUR  SPECIAL  SILK 
COATS!!! 

Our  Special  $7.50  Taffeta  Coat 
is  richly  trimmed  with  Braid  and  Sou- 
tache. Of  course,  we  have  also  Corded 
Silk,  Peau-de-Soie  and  Shantungs. 


BAiCK 

4-54 


Quality  vs.  Price 


Our  Suits  range  from 


Coats  from 


$6.75    to    $22.50 
$3.75  to  $18.00 


At   request     we    will   send    you  // 
some   of  our  leaders   and   best  sellers  j 
for   your   inspection.  i 


B 


Independent  C  leak  Co. 


TORONTO 


4940 


4950 
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Parisiennes    Have    Craze  at    Present  for  Eccentric    Dress 

One  Costume  With  Simple  Blouse  Waist  had  Elaborately  Embroidered  Skirt 
in  Startling  Contrast  —  Advent  of  the  Bolero  —  Newest  Skirt  Cut  is  the 
Circular  —  Sleeves   Widening    Into    Bell  Effect       Furore    for    Printed    Effects 

(Staff  Correspondence) 


Paris,  France,  Feb.   16,  1911. 

PARISIAN  dressmakers  are  busy  with  gowns  and 
millinery  for  clients  who  are  taking  (light  south- 
ward to  the  sunny  shores  of  the  Mediterranean. 
These  garments  are  always  important  because  from 
them  often  develops  the  style  that  is  to  rule  in  Paris 
during  the  coming  Spring. 

The  very  first  garment  a  woman  who  is  going  south 
ordei-s  is  a  tsiiloi-cd  suit.  The  Intcst  decree  of  fashion  is 
the  revival  of  the  bolero. 

("oiit  lengths  liavc  Ijecn  creeping  upwards  for  some 
time  now,  and  the  advent  of  the  bolero  is  the  logical  out- 
come. The  bolero  is  being  tried  out  in  the  south  and 
should  it  make  good  these  jaunty  little  jackets  will  be 
iinicli  seen  during  the  comint;;  months. 


A  high  peaked  hat  of   rough  braid   straw  with, 
hand-painted  feathers   in  tones  of  cerise. 

Not  only  are  boleros  shown  as  the  jacket  finish  to  the 
tailored  suit,  but  they  are  being  used  as  part  of  the  cos- 
tume or  gown,  and  are  so  cut  as  to  give  a  pretty  blous- 
ed  fullness,  or  a  semi-sack  above  the  high  waist  line. 

New  Skirts  Fuller- 

The  new  skirts  are  decidedly  fuller,  but  they  are  on 
slraiglit  lines  with  not  the  slightest  vestige  of  a  flare. 
Flounces  and  pleats  are  applied  but  the  new  flounces  are 
straight  cut  and  have  no  gathers,  and  where  pleats  are 
used  they  are  inset  in  such  a  manner  as  not  to  break  the 
line,  and  are  pressed  perfectly  flat.  In  all  cases  it  must 
be   remembctud    tliat   the   iianow  straight  effect  remains. 

The  newest  skirt  cut  is  the  circular,  but  it  is  by  no 
means  the  circular  skirt  of  some  seasons  ago.  It  molds 
the  figure  from  the  waist  line  to  the  knee,  and  from  the 
knee  down  flutes  and  circular  gores  are  arranged  to  the 
hem.  Very  often  (his  lower  portion  is  laid  in  inverted 
pleats,  and  though  tlic  skiit  still  conforms  to  the  straight 
line,  there  is  much  more  fullness  around  the  feet.  Thongli 
the  strictly  tailored  suit  is  made  invariably  with  the 
snore    skirt,     trains  are      appearing  on  the    more  dressy 


afternoon  and  evening  gowns,  and  Paquin  is  making 
gowns  with  a  square  train  intended  to  be  carried  in  the 
hand. 

Sleeves  are  showing  a  tendency  to  widen  into  bell 
effects,  and  Paquin  is  making  many  gowns  with  elbow 
angel  sleeves. 

Light  Weight  Satins  Fashionable. 

Satin  is   to   be   the   fashionable  Summer  fabric,      and 

the  new  satins  are    much  lighter      in  weight  than  those 

worn  during  the  Winter      Black  liberty  satins  and  satin 

laines  are  being  made  up  into  gowns  finished  with  a  short 


Smart  costume  of  dove  grey  cache- 
mire  de  soie.  Braiding  in  self 
color  entirely  covers  the  bolero 
bodice.  Plain  white  lingerie  collar 
is  finished  with  a  grey  silk  surah 
cravat,  and  skirt  gives  a  tunic  effect 
by  means  of  the   braided  trimming 


bolero,  and  into  coat  and  sliirt  suits.  Satin  laine,  toile- 
dc-soie,  caslimere  dc-soie,  souplc  satin  and  drap  souple 
are  the  new  materials  for  tailored  suits  and  dresses. 
Several  of  the  leading  dressmakers  are  introducing  souple 
taffetas  in  both  plain  and  changeable  effects. 

A  perfect  furore  for    printed  effects  is  expected      and 
foulards  and  crepe  de  cliine,  crepe  meteors,  crepe  satius. 
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A.  Reputation  Built  on  Merit! 

^  Nearly  every  buyer  of  wearing  apparel  has  had  the  experience  of  handling  garments  which 
looked  well,  fitted  well  and  seemed  in  every  way  satisfactory;  yet  after  the  first  rough  weather 
wear  the  shape  and  style  disappeared  entirely,  leaving  only  a  draggled,  wrinkled  garment  which 
no  amount  of  pressing  could  rejuvenate. 


fl  NORTHWAY  GARMENTS  have'^a  national  reputation  for  their  shape-keeping  qualities. 
In  handling  them  you  are  assured  that  the  distinctive  shape  and  appearance  will  last  as  long 
as  the  garment  does;  and  the  garment  will  last  much  longer  than  an  ordinary  one  because  of 
its  superior  workmanship. 

^  NORTHWAY  GARMENTS  add  to  the  reputation  and  prestige  of  the  merchant  and  ensure 
satisfaction  to  the  customer. 

^  Write  for  our  attractive  style  book  on  "Distinctive  Spring  and  Summer  Fashions." 

John  Northway  CEL  Son,  Limited 

91   Wellington  Street  West,  ....  Toronto 
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Children's  Dresses 

Just  as 
Mothers  Want  Them. 

Reco^aizin^  a  steady  demand  and  sup- 
plying it  brings  sure  success  in  business. 

There  is  an  overwhelming  demand  for 
just  the  sort  of  dainty,  serviceable  children's 
dresses  that  are  made  by 

Home  and  Watts 

Many  of  the  best  Canadian  merchants  have 
found  huge  profits  in  handling  our  goods, 
beginning  in  many  cases  in  a  small  way. 

We  make  Children's  and  Misses'  Wear 
exclusively  and  are  the  only  house  in  Can- 
ada that  makes  a  specialty  of  this  line. 

We  are  showing  for  1911  the  finest 
lines  of  our  specialties  that  we  have  ever 
produced. 


The  Middy  'Waist  shown  comes  in  young 
girls'  and  misses'  sizes  and  is  finished  lothe  last 
detail  ready  for  immediate  wear.  Wide,  roll- 
ing collar,  cuffs  and  tie  have  the  little  dash  that 
always  marks  the  H.  &  W.  waist. 

The  skirt  is  plain  in  color  and  pleated 


Home  ®»  Watts,  Limited 

Children's  Dress  Specialists 
DUNCAN  AND    ADELAIDE   STREETS 

TORONTO 
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as  well  a.s  voiles,  luaniuisettes.  gauzes,  grenadines  anrl 
other  thin  transparent  fabrics  are  shown  in  plain  colors 
and  in  printed  and  brocaded  eflects  in  every  imaginable 
xarir-ly.  \  niles,  riiai(|uisettcs.  iraiizes.  et<-.,  arf  v«'i\ 
fashionable  in  Pekin  stripes. 

The  making  up  of  grey,  white  or  a  light  color  over 
dark  or  fancy  linings  is  a  new  effect  that  is  coming  into 
favor.  It  seems  rather  an  odd  taste  that  demands  that 
not  only  the  foundation  but  its  trimmings  shall  be  richer 
than  the  outer  fabric.  Thus  a  brocade  foundation  will 
be  trimmed  with  bands  of  rich  lace  or  passementerie  and 
both  the  pattern  of  the  brocade  and  the  rich  trimming 
will  show  indistinctly  through  the  white  or  pale  grey 
marquisette  or  voile  with  which  it  is  veiled.  The  waist, 
as  a  rule,  reveals  more  of  the  trimming,  for  above  where 
the  fichu  or  surplus  folds  join  there  is  a  space  left  that  is 
filled  in  with  the  trimmming. 

The  white  gowns  for  the  coming  season  are  beautiful 
in  the  extreme.  Exquisite  laces  and  embroideries  are 
combined  in  such  a  manner  as  to  set  ofT  the  perfcctioa  of 
each.  The  most  popular  of  these  gowns  are  on  simple 
I'lnt  lilies,  and  tlio  figure,  that  is.  the  tipper  part,  is  sliarplv 
outlined  Some  of  the  skirts  are  made  with  a  scant 
flounce,  or  even  two  flounces,  but  all  are  on  long  straight 
lines. 

The  most  exquisite  hand  embroidery  on  silk,  or  on 
the  fabric  itself  is  the  chief  feature  of  these  new  gowns 
and  this  embroidery  forms  a  heavy  deep  trimming  all 
around  the  straight  skirt,  and  often  the  skirt  is  finished 
by  a  fold  of  satin  or  chiflon  below  the  wide  band  of  em- 
broidery. 

There  is  a  veritable  craze  for  originality  in  dress 
which  is  being  carried  in  many  cases  to  the  point  of  ec- 
centricity. .\part  from  Turkish  trousers,  and  trouser 
skirts  many  remarkable  models  are  seen  One  in  point 
was  a  simple  hlonso  costume  of  r-repp  satin  of  the  softest, 
souplest  variety.  It  was  made  with  the  simplest  possible 
blouse  waist  with  a  round  neck  and  straight  three- 
quarter  sleeves  and  absolutely  devoid  of  all  trimming. 
The  sVirt  in  startling  contrast  was  most  elaboratelv 
embroidered  in  eyelet  effect,  the  broad  band  reaching  in 
deen  po-nts  un  to  the  liip  line. 

Paul  Poiret's  doinsrs  r>ro  nlwo^-c  of  interest  and  d'tr- 
ine  the  last  few  weeVs  he  has  been  showing  Emnire 
models  The  storv  eoes  that  when  moving  to  his  new 
hnildinff  he  had  one  of  the  salons  fitted  np  in  Empire 
stvle  in  lisrht  emerald  ereen.  The  dav  before  the  formal 
oren'ns:  he  was  horrified  bv  the  inartistic  effect  of  his 
newest  creations  when  shown  in  this  room.  Therefore  he 
designed  a  sown  modelled  after  one  worn  hv  the  Emnress 
.Tosonhino.  Tliis  was  evliihited  on  Poiret's  most  sfunnin? 
innnneonin.    and   was    an    instint   sneeess. 

Women  of  the  hiehe«:t  fashion  have  carried  the  new 
mode  to  the  T?iviera.  The  new  mode  hanishes  rats.  pufTs 
and  the  sheath  eown  to  the  limbo  of  foreotten  fashions 

No  letter  from  Paris  at  th's  period  would  be  com- 
nlete  without  rei'errinsr  to  millinerv  matters,  for  Piviera 
millinerv  is  an  alwavs  interesting  suhiect 

rharminir  fruit,  flower  and  tulle  toques  are  beinc:  dis- 
natched  to  the  south,  btit  many  plumed  hats  are  also  be- 
in?  tiken  for  restaurant  and  casino  wear  in  the  evenings 
Sotiple  erin  and  straw  toques  that  have  neither  wires 
nor  stilT  lininrs  and  which  null  on  to  the  head  cap  fash- 
ion are  the  latest.  The  ancle  and  line  of  these  tonnes  is 
most  fasc'natinfr  and  some  of  those  of  white  crin  are 
veiled  with  a  wide  mesh  filet  net  Others  are  covered 
with  closelv  nleated  green  tulle  over  which  is  posed  trail- 
in?  rose  and  forcet-mo-not  snravs.  The  newest  straws 
strongly  resemble  braids,  and  are  combined  with  both 
satin  and  silk 
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Ta/ks    by  our  Star    Salesman    on 
'' B/ackeye  ^^    Underskirts^   No.    6 


Make  a  point  of  showing  your 
customers  our  guarantee  label  on 
"  Blackeye  "    Underskirts  : 


Make  it  quite  ^lear  to  them  that 
we  positively  guarantee  every 
garment  bearing  this  label. 

The  idea  of  the  Label  is  that  we 
want  you  and  your  customers  to 
distinguish  between  "'Blackeye" 
and  the  many  imitations  on  the 
market. 

Blackeye  will  not  cut,  will  not 
split  and  will  outwear  any  pure 
silk  skirt  made — and  cost  less  than 
half. 

Your  customers  will  come  back 
again  and  ask  for  Blackeye  next 
time.  Be  sure  this  label  is  on  every 
lot  you  order  : 


Any  Wholesaler  can  supply  you. 


!^Am 
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SKIRTS 


One  branch  of  our  business  to  which 
we  have  devoted  particular  attention  is 
the  making  of  Voile  skirts.  By  careful 
Designing,  Cutting  and  handling  of  this 
beautiful  material,  we  have  acquired  the 
reputation  of  showing  the  best  range  on 
the  market  to-day. 

It  will  pay  you  to  see  them. 

Prices,  $3.75  to  $12.50 


Here  is  one  of  our  specials. 

Made  of  French  Voile,  beautifully  trimmed 
with  silk  cording,  as  illustrated. 

Style  512  PRICE   $3.75 

Gardiner,  Foley  &  Co.,  Ltd. 


24  Ryerson  Ave., 


Toronto 


Voile  Waist  in  Simple  Styles 

They   are    a   Decided   Novelty   with   Butterfly 

Sleeve  and   Bulgarian  Lace  — Black  and 

White   Effects  Strong 

What  a  wonderful  trade  bringer  a  new  style  can  be 
is  shown  by  the  orders  now  coming  in  for  the  new  spnng 
waists.  The  butterfly  as  a  lingerie  model  has  met  with 
a  good  reception,  and  the  %  sleeve  is  practically  uni- 
versal. Both  high  neck  and  round  collarless  models  are 
selling  and  either  one  is  in  perfectly  good  style. 

The  effect  and  smartness  of  the  new  blouses  is  not 
s(i  much  a  matter  of  elaboration,  as  of  the  clever  handling 
i>f'  simplest  features. 

Tlie  high  novelty  of  the  season  is  the  white  cotton 
voile  waist.  These  are  made  in  the  simplest  stvle  in  the 
I'nttei-fly  model  with  %  sleeves.  It  is  the  use  of  the  new 
Bulgarian  embroidery  that  gives  the  new  and  charming 
note  to  these  blouses,  and  nothing  can  be  daintier  than 
this  rich  note  of  color  in  white.  As  a  rule,  the  neck 
is  cut  square  and  around  this  square  and  the  sleeves 
run  a  conventional  pattern  of  this  new  embroidery  in 
porcelain  blue,  in  coral,  pink  or  old  gold,  outlined  with 
black,  or  in  all  these  colors  combined. 

Rivaling  strongly  these  Bulgarian  patterns  are  the 
black  and  white  embroideries  which  imitate  the  black 
and  white  beaded  patterns.  White  voiles  are  trimmed 
with  colored  voile,  combined  with  touches  of  Bulgarian 
embroidery  in  the  same  color.  Exceptionally  dainty 
waists  are  of  checked  or  striped  voile  made  in  sailor 
fashion  with  a  large  collar  lined  with  plain  voile  and  a 
jabot  to  match.  Clunv  tnmmings  are  often  combined 
with  those  of  solid  colored  voile  on  the  new  blouses. 

Save  in  the  clieaper  lines  of  lingeries  all  the  new 
models  are  ciit  on  butterfly  lines.  They  are  trimmed 
with  Clunv  and  Valenciennes  laces  and  inserts  and  bands 
of  embroiderv.  Manv  blouses  are  made  of  all-over  em- 
broidery, and  have  the  yoke  effect  of  Tluny  lace. 

The  newest  tailor-mades  are  in  sailor  style  and  are 
made  of  the  new  linen  weaves  with  the  large  sailor  col- 
lar and  tie,  and  the  turn  back  cuff  of  colored  linen.  The 
most  seen  colors  are  Copenhagen,  coral-rose,  navv  or 
helio. 

Dressy  waists  are  of  marquisette  or  chiffon  to  match 
the  new  Sprinar  suits  in  navy,  grev  and  in  black  and 
wliite  effects.  These  are  trimmed  with  Clunv  bands  and 
beaded  or  embroidered  trimmings,  or  the  beading  is  done 
directlv  on  the  fabric. 

Chiffon  and  marnuisette  .iu^npers  are  selling  in  bl.nck 
nnd  in  all  the  new  Sprins:  colors. 

A  very  handsome  messnline  model  had  the  yoke  and 
sleeves  in   one  of  pencil  striped  messalinc. 


London.  Ont..  March  1st,  1911. 
Gentlemen. 

I  am  making  a  specialty  of  a  $2.25  a 
d'>;ren  Girls'  Dress.  Good  figured  Lawn, 
well  made  and  trimmed. 

I  should  like  tomail  you  a  Sample  Dress. 
Let  me  hear  from  you  at  once. 

Yours  truly. 

N.  SOUTHCOTT 

Manufacturer  of  Children's  Dresses 

London,  Ontario 
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IT  STANDS  TO  REASON 

that  it  will  pay  you — and  pay  you  handsomely — to  hold  your  order  until 
you    see   our  range   of 

INFANTS/  CHILDREN'S  and  MISSES'  COATS 

which  are  now  being  shown  all  over  the  Dominion.  If  our  representative 
hasn't  already  called  on  you  he  will.  We  are  showing  a  range  in  serges, 
friezes,  beavers,  caraculs,  tweeds  and  pilot  cloths  that  cannot  be  matched 
anywhere  for    quality,    variety   or    beauty    of  design. 

Experienced  employees.    Expert  knowfledge  of  our  specialty. 

Our  new  and  extensive  premises  enables  us  to  produce  above  lines 
in  the  most  satisfactory  manner.  You  will  make  no  mistake  in  buying 
Fairsex    Garments,    as  they    represent    fashion,    merit    and  value. 


THE  HUTNER  CLOAK  COMPANY 

King  and  Spadina  Avenue,  Toronto 


H 


Home  tke  Name! 


ammeriiome 


There  Ib  no  method  of  familiarizing  the  public 
with  your  specialties  that  is  at  once  so  forceful  and 
so  lasting  as  the 


Artistic 
Silk   Woven   Label 


Attached  to  every  Rarment  you  turn  out,  H  "speaks" 
quality,  and  Its  usefulness  is  only  limited  by  the 
life    of   the    earment. 

We  make  a  wide  range  of  labels  for  attaching  to 
all  kinds  of  ladies'  and  men's  wear.  May  we  quote 
on   your  requirements? 

Other  lines  in  which  we  lead  are  mercerized 
skirt  binding,  webbing  of  all  kinds,  stay  binding, 
ribbons,   etc. 

Send  along  your  enquiry.  We  would  like  to  hare 
the   chance  of  quoting  you. 


Colonial   Weaving    Co. 

Limited 

PETERBORO.       -       -       ONT. 


m 
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PEERLESS 
OVERALLS 

have  won  a  permanent  standing  with  the 
progressive  retailer  solely  on  their  merits. 

Our  goods  are  guaranteed  in  every  par- 
ticular and  in  ordering  from  us  you  as- 
sure yourself  of  OVERALL  QUALITY. 

The  increase  in  our  business  during  the 
past  year  proves  that  tho  PEERLESS 
brand  is  best. 

Travellers  now  showing  our  lines  in  every 
part  of  CANADA. 

Peerless  Overall  Co. 

ROCK  ISLAND  -         -  QUEBEC 


a^ 
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Borders  |in  Cotton  Goods 

Effect    of    Nearly    Every    Pattern    Heightened    by 

Black  —  Cottons   to    be  Strong   Rivals   to   Silk  and 

Woolen  Fabrics 

THE  manufacturers  of  cotton  dress  fabrics  are 
slowly  working  into  a  better  position.  The  de- 
made  for  staple  fabrics  is  improving  and  in  con- 
sequence prices  are  becoming  more  on  a  parity 
with  the  cost  of  the  raw  material.  All  recent  advances 
have  been  fully  maintained,  and  the  general  opinion  is 
that  prices  will  go  yet  higher. 

Retailers  are  beginning  to  show  advance  shipments  of 
sheer  cotton  dress  fabrics  and  indications  are,  if  weather 
conditions  prove  favorable,  that  dresses  of  cotton  fabric 
will  make  their  appearance  on  the  street  at  an  early 
date.  Cotton  goods  this  year  are  going  to  prove  strong 
rivals  both  to  silks  and  woollen  fabrics. 

Zephyr  ginghams  in  checks,  especially,  are  a  leading 
i=;pring  line.  Scotch  plaids  and  novelty  plaids  are  the 
leading  novelty,  and  the  newest  departure  in  ginghams 
is  the  featuring  of  mohair  patterns.  Ginghams  for  the 
Fall  are  showing  and  prices  are  higher.  Quotations  are 
considerably  above  Ihose  of  a  year  ago,  but  the  manufac- 
turers find  it  is  necessary  to  advance  prices  to  bring 
them  into  conformity  with  the  present  high  price  of  the 
raw  cottons. 

Buyers  down  for  the  openings  are  placing  liberal 
orders  for  sheer  printed  cotton  goods.  Dress  voiles  are 
being  shown  in  a  splendid  range  of  checks,  stripes  and 
spot  patterns.  Printed  nets  are  among  the  most  desir- 
able materials  for  dressv  gowns.  Organdies  have  again 
made  their  appearance  and  very  fine  sheer  qualities  show- 
ing beautiful  floral  patterns  in  pink,  blue,  helio,  and 
vellow  on  fine  cross-bar  grounds.  India  lawns,  batistes, 
and  foulard  effects  are  shown  in  a  big  variety  of  stripes, 
dots,  floral  and  geometrical  designs. 

The  high  novelty  of  the  season  are  the  many  hand- 
some bordered  effects.  Both  narrow  and  knee-high  bor- 
ders are  shown  and  nearly  everv  pattern  has  the  effect 
heightened  bv  the  introduction  of  blnck.  Thus  a  dotted 
voile  or  batiste  has  a  band  of  black  as  border,  the  line 
broken  by  a  row  of  Empire  baskets  filled  with  pink  roses 
High  novelties  come  in  stenciled  effects  in  black  or  the 
hich  colors  used  in  the  new  Bulgarian  embroideries. 

A  decidedly  good  business  is  being  done  in  sheer  white 
fabrics.  Voiles,  marquisettes,  crepes,  mulls,  lawns,  etc  . 
are  the  favorites.  Dimities,  cross  bars.  Swisses,  and 
mercerized  brocades  are  also  selling. 

Tweeds  anJ  HoTiespuns  for  Early  Spring  Suit. 
For  the  early  Spring  suit  the  choice  is  falling    upon 
English  and  Scotch  tweeds,  and  heather  mixtures  in  home- 
spuns in  blark    and    white  effeots   and   in   grey,   tan     and 
t)rown. 


Serge  is  the  popular  fabric  and  smootii  finished  serges 
in  navy,  grey,  black  and  white  are  leaders  in  both  the 
dress  department  and  with  the  garment  manufacturer. 
I'encil  striped  serges  are  also  much  in  evidence. 

Fine  poplin  weaves  lead  in  silk  and  wool  materials. 
The  light-weight  plain  poplins  make  up  well  in  the  pre- 
sent mode  and  are  perhaps  better  sellers  than  the  jacquard 
effects. 

In  the  big  city  stores  bordered  delaines  have  been  big 
sellers  during  the  past  two  weeks.  The  preference  is  for 
line  check,  stripe  and  dot  designs  with  narrow  borders. 

Bordered  Effects  in  Foulards. 

Emphasis  is  placed  on  voile  for  the  Spring  frock  and 
this  means  that  the  pretty  style  of  draping  soft  satins 
with  various  color  transparencies  will  be  continued.  As 
for  black  and  white  voiles,  it  is  impossible  to  predict  the 
extent  of  their  popularity  this  Spring  Both  Paris  and 
New  York  is  using  them,  and  they  are  showing  a  number 
of  widths  and  combination  in  striped  effects  and  also  a 
few  checks.  Marquisette  is  also  being  taken  in  the  new 
colors  and  in  black  and  white. 

On  the  New  York  market  foulard  is  having  an  enor- 
mous sale,  and  the  opinion  is  expressed  that  the  demand 
will  be  greater  than  the  supply.  Printers,  it  is  stated, 
are  stocked  up  with  cloths  they  are  unable  to  touch.  Tn 
spite  of  this  fact  no  cancellations  are  being  made,  as 
buyers  are  willing  to  accept  orders  when  they  come  to 
hand.  Stripes,  spots,  dots,  and  small  all-over  patterns 
are  the  best  sellers.  Novelties  include  satin  foulards 
woven  on  jacquard  looms  and  producing  coin  spots  or 
polka  dots  as  a  part  of  the  ground,  and  of  the  same 
color.  Beside  the  woven  in  pattern,  the  foulard  has  an 
over-nrinting  in  white  Bordered  effects  are  the  high 
novelty;  wide  satin  stripes  and  groups  of  stripes  are  used 
as  well  as  narrow  Oriental  stripes.  Pekin  stripes  or  pin 
spot  foulards  show  wide  borders  inset  with  oval  spots  in 
duskv  orancre.  King's  blue.  rose,  or  Emnire  sreen  ;  these 
are  onlv  a   few  novelties  in  bordered  effects 
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Gowns  to  be  British^Made 


Her  Maiestv,  the  Queen,  will  asrain  show  her  urnctical 
interest  in  British  manufactures  hv  orderins  that  onlv 
British-made  materials  be  used  in  the  gowns  for  the  coro- 
nation and  the  various  courts  to  be  held  this  vear.  Re- 
velle  *  Rosseter,  Limited,  1R-1R  Hanover  Square,  have 
been  commissioned  to  carrv  out  Her  Maiestv's  directions 
with  regard  to  the  required  srowns,  and  the  silks,  satins, 
velvets  and  brocades  to  be  emnloved  will  be  produced  bv 
British  workers  The  same  order  auplios  to  all  embroid- 
eries and  other  materials  used  for  trimmin?:  and  finishing 
details.  Tt  is  predicted  that  the  practical  anpreciation 
which  the  Queen  has  alwavs  and  is  now  showing  for  Brit- 
ish-made goods  will  give  impetus  to  an  unprecedented 
period  of  trade  prosperitv 
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NISBET  &  AULD,  Limited 


DEPARTMENTS 

Men's    Woollens,     Tailors'      Trimmings 

Ladies'  Costume  Cloths 

Silk  Linings 

Household    Linens 

We  Want  Your  Business 


No  good  mincing  matters.  We  are  to-day 
the  recognized  centre  for  the  latest  novelties,  and 
no  Merchant  or  Buyer  can  afford  to  order  a  yard 
of  goods  till  he  has  first  visited  our  warehouse 
or  had  a  look  through  the  samples  in  the  hands 
of  our  representatives. 

In  all  departments  will  be  found  an  assort- 
ment suitable  to  the  requirements  of  every 
section  of  the  country. 

The  Selection  of  Goods  in  our  Men's  Dept. 
suitable  for  Ladies'  Tailor-made  Costumes 
has  never  been  equalled  on  the  Continent. 


32  and  34  Wellington  St.  W.,  Toronto 
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CANADIAN 

ROCK  FAST  DRILLS 

outlast  other  goods  and  stand  the 
wash. 

CANADIAN  ROCK  FAST 
DRILLS  are  an  established  and 
tried  line  and  have  proven  their 
worth  to   critical   people. 

They  are  guaranteed  FAST 
BLACK,  and  for  counter  trade 
cannot  be  equalled. 

Range  of  patterns  are  most  com- 
plete. Staple  Spots,  Figures  and 
Stripes,  etc. 

When  you  secure  CANADIAN 
ROCK  FAST  DRILLS  you  buy 
goods  which  are  backed  by  a  suc- 
cessful and  an  ever -increasing 
business. 

Stock  carried  by  all  wholesalers. 


DOMINION 
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Caldwell 


lOOVo 


Woolens 


PURE 


The  selected  fleece  "^^^1?^  and  perfect  pro- 
cesses of  manufacture,  together  with  our  modern 
methods  of  keeping  in  touch  with  the  latest 
textures  and  styles,  give  the  Caldwell  Woolens 
a   premier   position   among   domestic   woolens. 

Caldwell    Woolens    equal    or 
surpass  imported  goods. 

BLANKETS    AND 
STEAMER  RUGS 

of  the  Caldwell  grade  are  rapidly  selling  goods  and 
give  absolute  satisfaction.  All  our  products  are 
stamped  with  our  Trade  Mark,  guaranteeing  100% 
Pure   Wool. 


We  Sell  Direct  to  the  Trade 

The  saving  of  the  jobbers'  profits  gives 
an   opportunity  for    special  price  sales. 

Travellers  now  out  for  Fall,  1911. 


Boyd  Caldwell  &  Co.,  Limited 


LANARK, 


ONTARIO 


- 


Please  mention   The  Review  to    Advertisers  and  Their  Travelers. 
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DRESS     GOODS 


Drij  (,'iiiiilii  Review 


Good  Staple  Season  Ahead 

More  Money  May  be  Handled   Than    in  1907, 

but    Bulk    of    Business    Will    Probably 

be  Less 

Canadian  cotton  manufacturers  are  now  busy  working 
on  Fall  lines  and  fall  prices,  and  hope  to  have  samples 
and  lists  ready  for  use  in  a  few  days. 

"There  is  not  miidi  that  is  new  in  the  fall  lines,"  one 
manufacturer  remarks.  "Fall  orders  are  mostly  repeats 
on  summer  lines  in  staples,  but  we  are  looking  forward  to 
a  strong  coming  season  in  flannelettes  and  similar  napped 
goods. 

"Prices  will  apparently  be  just  about  the  same.  As- 
suredly there  will  be  no  change  of  any  consequences,  but 
Kngiand  is  getting  busy  and  things  are  looking  up  in  tlie 
United  States,  so  our  prospects  for  a  prosperous  season 
ahead  are  good,  one  of  the  best,  indeed,  that  the  trade 
has  ever  had,  excepting  only  that  of  1907,  which  was  the 
best  season  ever  reported. 

"Comparatively  speaking,  we  might  predict  this  a 
belter  season  even  than  1907,  except  for  the  fact  that 
prices  are  so  high,  so  that  although  just  as  much,  or  more, 
money  may  be  handled,  yet  the  bulk  of  the  business  will 
probably  be  less." 

® 

Printed  Flannelettes. 

Printed  flannelttcs  are  in  good  demand  for  the  Fall 
trade,  and  good  orders  are  already  being  placed.  Some 
of  the  new  Spring  colorings  in  other  lines  are  being  repro- 
duced with  very  good  results,  and  wliile  it  is  still  too 
early  to  predict  which  of  the  many  new  designs  will  lead 
in  the  Canadian  trade,  it  is  practically  certain  that  many 
of  those  now  showing  in  summer  lines  in  other  materials 
will  have  a  good  run. 

The  demand  for  kimona  flannels  in  both  Paisley  an<l 
Japanese  effects  is  very  good,  and  there  is  a  steady  call 
for  both  striped  and  plain  colors  in  the  ordinary  flan- 
nelettes and  canton  flaimcls. 

® 

Ginghams  for  Fall. 

There  is  a  hint  that  ginghams  for  the  coming  fall  and 
winter  will  liave  an  exceptionally  good  run.  The  patterns 
show  many  of  those  included  in  tlie  new  mohairs  for 
Spring.  Plaids,  especially  in  tlie  clan  colors  and  designs 
are  being  offered  in  a  fairly  extensive  range.  Apron 
ginghams  are  always  in  demand,  and  the  tartan  patterns 
in  these,  especially  in  tlu-  l)lack  and  white  combinations, 
are  in  good  favor. 

® 

Raw  Cotton  Prices. 

Raw  cotton  prices  are  reported  a  little  easier  than 
(hey  were  earlier  in  tlie  season,  futures  being  quoted  from 
■%  to  1  cent  per  pound  lower  than  at  the  beginning  of  the 
year.  This  decrease,  however,  applies  only  to  the  specu- 
lative market,  and  so  far  has  not  affected  the  manufac- 
turing side  of  the  question.  There  is  a  possibility  timt 
price  lists  to  be  issued  in  a  few  days  may  show  a  change 
in  the  price  of  grey  cottons,  but  tlie  matter  as  yet  is 
only  .speculative,  and  other  lines  will  probably  be  little 
affected. 


Fall  Quiltsj[in  Lighter^Weight 

Manchester  h<dd>  llie  f<jrem<j>.t  place  in  quilt  manu- 
facturing and  the  manufacturers  of  these  lines  are  hold- 
ing their  .share  of  the  trade,  judging  by  the  samples  shown 
for  the  Fall  season. 

Entirely  new  patterns  are  shown  introducing  floral, 
conventional  and  scroll  effects.  Many  of  these  show  spot 
centres,  ribbon  anil  Greek  key  border  effects.  Medal- 
lions are  fully  represented,  while  the  bow  knot  design  is 
ever  favorite.  Centres  are  made  so  that  the  name,  crest, 
initial  or  monogram  of  the  purchaser  or  establishment 
can  be  woven  with  the  design. 

There  is  a  growing  demand  in  Canada  for  these  indi- 
vidual designs  and  patterns.  Institutions  and  hotels  are 
ordering  their  quilts  with  the  name  interwoven,  and  mer- 
chants should  take  advantage  fully  of  this  demand. 

Samples  showing  the  new  patterns  and  designs  for 
Fall  comprise  honeycomb,  white  satin  and  an  innovation 
featuring  the  lighter  weights.  It  is  asserted  that  lighter 
weights  are  introduced  throughout  the  many  lines  by  the 
manufacturers  in  completing  their  samples  for  fall. 

This  tendency  has  been  noted  more  particularly  during 
the  last  couple  of  season.s,  and  tlie  manufacturers  are 
fully  justified  in  their  introduction  of  these  new  weights. 
Housewife  and  laundi-y  complain  about  the  heaviness  of 
the  average  quilts  and  this  new  feature  will  be  welcomed 
by  them. 

These  new  quilts  are  sampled  and  quoted  at  from 
$8.00  a  doz.  up,  allowing  the  merchant  to  handle  them 
favorably  and  successfully.  Prices  of  lines  quoted  and 
on  most  lines  show  a  slight  advance.  This  also  is  a  feat- 
ure worth  noting,  and  higher  quotations  are  likely  and 
evident. 


KING'S 


Established   1778 


FAMOUS 


■old  by  leadlngr  Jobbers. 


SCOTCH 


Every  piece  perfect. 


HOLLANDS 


Scoicd  Hoiianas  tor  near.'<-  a 
century  and  a.  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinkiog  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  OTer 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND. 

Canadian  Representatives: 

CAMPBELL   SMIBERT  tS:.  CO., 

210  St.  James  Street         -  -  Montreal 


Furnishings  and  Decorations  for  the  Home 


Wall   Paper   Designs 

Floral    Decorating    Much    Seen  —  Paneling    in 

Ribbonsror  Garlands  —  Fabric  Effects  in 

Finish  of  Paper 

LARGE  stores  are  now  featuring  special  displays  oi 
wall  paper  and  upholstery  goods.  January  sales 
having  been  somewhat  slow  this  year,  the  bulk 
()[  the  trade  fell  into  February,  when  more  ac- 
tivity was  seen.  This  will  be  stimulated  by  judicious 
advertising  where  necessary.  Window  displays  are  now 
at  their  best,  and  fine  opportunity  is  offered  for  calling 
public  attention  to  the  radical  change  in  style  features. 

Tlie  general  decorative  scheme  of  the  room  now  be- 
ing furnished  differs  materially  from  that  of  the  same 
time  last  year.  Then  the  outstanding  novelty  was  the 
scenic  upper  border  with  self-colored  ingrain  paper.  The.se 
effects  are  still  good,  but  the  year  has  brought  forth  a 
distinct  novelty  of  its  own.  This  is  the  cut-out  panel 
and  border  effect.  This  is  usually  carried  out  in  paper, 
which  closely  imitates  a  fabric,  chambray,  linen,  etc.,  or 
in  the  jaspe  paper,  with  cut-out  design  of  massed  flowers 
with  foliage  for  the  border,  and  long  stripes  or  gar- 
lands of  same  to  outline  panels. 

Many  rooms  show  a  lower  border  running  above  the 
woodwork,  as  well  as  the  upper  border  of  massed  floral 
design  in  cut-out  pattern. 

Papers  and  Chintzes  to  Match. 

Scarcely  a  model  room  showing  the  above  fashionable 
wall-paper  designs,  but  is  completed  in  a  floral  chintz 
or  linen  which  exactly  matches.  These  papers  and 
chintzes  are  specially  got  up  to  go  together,  and  though 
motifs  may  vary  in  si/.e,  the  theme  is  the  same.  Chairs, 
sofas,  chushions,  bed  covering  and  draperies  are  all  of 
the  chintz.  The  living-room  designs  show  curtains,  win- 
dow seats  and  even  rugs  to  match,  though  many  self- 
colored  rugs  with  border  in  a  deeper  tone  are  seen. 

Detail  of  Some  New  Papers. 

Roses  on  ivory  or  grey  tones  of  groundwork  are 
among  the  prettiest  of  the  cut-out  effects.  Lilacs  are 
also  much  seen,  and  clematis  and  wnstaria  in  natural 
.shades  were  most  elTective.  Blue,  as  usual,  is  favored 
chiefly  for  bedroom   use. 

Many  of  these  designs  reach  from  floor  to  ceiling  with- 
out the  interruption  of  a  moulding.  One  such  consisted, 
(from  ceiling  down)  of  1st  cornice,  then  cut-out  frieze 
of  roses  in  medallion  effect  with  drapery  between  the 
motifs,  next  ribbon  decoration  to  edge  panel  containing 
single  medallion  of  roses  high  up,  wood-work  and  floor. 
The  ground  was  of  greyish  linen,  fabric  finished  paper, 
and  the  roses  in  natural  shades. 

Another  design  which  showed  the  card  rail  in  normal 
position  had  upper  border  of  trellis  with  floral  trail  of 
clematis.  Immediately  below  the  rail  was  a  much  larger, 
cut-out  application  of  floral  border  in  horizontal  position, 
with  trails  of  same  at  intervals  running  down  to  wood- 
work, thus  forming  panels. 

Small  medallion  pendants  of  tiny  bouquets  in  Pom- 
padour style  were  the  decoration  of  another  paper.  These 
depended  from  the  card  rail,  the  upper  border  being  in 
drop  ceiling  effect. 

Art  nouveau  designs  are  also  seen  in  cut-out  styles. 
These  are  treated  in  a  variety  of  ways,  the  medallion 
effect,  similar  to  the  above  described  being  a  favorite. 
The  Tudor  rose  was  strikingly  employed  in  such  a 
scheme,     conventionalized     motifs   being   connected   by     a 


plain  bar  to  form  panels.  The  cul-uut  frieze  was  in  gar- 
land and  medallion  design.  The  ground  was  an  oatmeal, 
and  the  colors  buff  and  red. 

A  high  novelty  consisted  oi  a  cornice  with  floral, 
panel  decoration  immediately  beneath  it,  a  low  chair 
rail  and  a  lattice  effect  with  oblong,  floral-outlined  panel 
from  chair  rail  to  floor. 

Period  Furnishings 

Gothic   Designs    Well   Accepted    for    Dining 

Rooms  —  Louis    Drawing    Rooms    Still 

the    Rule 

The  Gothic  designs  in  wall-papers,  upholsteries  and 
hangings,  which  have  been  mentioned  in  these  columns, 
are  now  being  widely  featured  for  the  coming  season. 
.Jacobean  furniture  is  frequently  seen  with  these  effects, 
as  fashion  now  tolerates  considerable  license  in  the  mix- 
ing of  designs  from  different  periods.  These  effects  are 
unexcelled  for  dining-room,  the  colors  being  rich  and 
dark  and  the  designs  solid  and  heavy  in  appearance.  Dark 
colors  are  combined  en  bloc,  the  resemblance  to  the 
verdure  tapestries  being  striking  at  a  short  distance. 

Tapestry  hangings  are  now  enjoying  a  good  run,  be- 
ing especially  favored  for  the  medium  trade.  Elizabethan 
decoration  is,  of  course,  the  correct  accompaniment  tu 
these  hangings  and  upholsteries.  Louis  effects  still  pre- 
dominate in  drawing-rooms,  calling  for  dainty  floral  de- 
signs in  Dresden  and  Pompadour  effects.  The  public 
preference  is  firmly  welded  to  these  decorations  and  will 
probably  remain  so  for  some  time.  Delicate  shades,  es- 
pecially champagne,  are  the  leaders. 

Hangings  and  Upholsteries 

Light-weight    Curtains    and    Portieres    for    Spring 

and  Summer  ---  Advantage  to  Retailer  in 

Calling  Attention  to  Need  for  Change 

A  good  opportunity  is  now  offered  to  the  retailer  to 
feature  Summer  hangings.  Many  persons  no  longer  allow 
their  portieres  to  remain  the  same  all  the  year  round. 
Curtains  are  also  changed,  especially  where  heavy  inner 
draperies  have  been  used  for  the  Winter  season. 

Housekeepers  may  easily  be  attracted  by  brisk  ad- 
vertising in  which  their  attention  is  especially  solicited 
to  the  new  goods  brought  forward  to  meet  the  need  of 
a  change.  The  retailer  should  emphasize  the  cheerfulness 
which  the  new,  light  weight  curtains  will  give  to  the 
room  now  that  warmth  is  no  longer  an  object.  Many 
persons  who  do  not  customarily  make  the  change  may 
thus  be  induced  to  consider  it,  a  good  future  custom  be- 
ing so  provided  for. 

Madrases  and  fancy  scrims  w'ill  be  featured  for  the 
above  purposes.  The  rope  portiere  is  still  much  used  in 
many  quarters,  but  the  scrim,  especially  in  stencilled 
numbers,  is  considered  the  better  article  from  an  artistic 
and  sanitary  standpoint.  For  windows,  scrims,  muslins, 
madrases  and  linens  will,  of  course,  be  featured  as  usual. 

Popular  trade  has  taken  most  kindly  to  the  coarse 
mesh  nets  in  drab  shadings  and  deep  creams.  These 
have  enjoyed  a  record  sale  this  Spring.  Linen  inner 
drapery  was  very  effective  combined  with  Arab  net  in  a 
model  window  treatment. 

Sill  lengths  are  having  it  all  their  ow-n  way  at  pre- 
sent, not  only  in  the  lines  mentioned  above,  but  in  the 
regular  white  and  Arab  lace  and  net  curtains. 
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It's  High 
Time 


to  look  to  your  supply  of  special  lines. 

If  you  haven  t  already  done  so  order  your  stock 
now  of  the 

Popular  Plain  Ingrains 

and    Permanent    Colored 

Oatmeal  Ingrains 

and 

Harmon  Crepe  Fibres 

These  goods  are  of  the  highest  standard  of 
quality — none  better  to  be  had  anywhere. 

We  supply  artistic  decorative  friezes  to  match 
the  Plain  and  Oatmeal  Ingrains. 

VARNISHED  TILES 

New  in  design.  Splendid  quality.  Strong 
sellers  for  kitchen,  pantry  and  bath-room. 

BURLAPS 

Dyed,  Double  Sized  and  Oil  Coated.  We  are 
confident  that  our  Burlap  values  surpass  any 
others  in  the  market. 

SANITAS 

The  washable,  sanitary  wall  covering  on  a 
cloth  foundation.  Does  not  fade.  An  ex- 
cellent material  resembling  wall  paper.  Price 
$3.00  per  roll,  12  yards  by  45  inches. 

Samples  of  any  of  the  lines  promptly  sent 
upon  request.  Write  early  and  make  your 
selections. 

STAUNTONS  Limited 

Wall  Paper  Manufacturers 

941  Yonge  Street      -      TORONTO 


A  Wicker  Novelty. 

Very  pretty  baskets  in  Pompadour  design  to  hold 
flower-pots  arc  of  wicker  with  antique  gold  enamel.  All 
sorts  of  receptacles  appear  in  the  same  style,  from  waste- 
paper  baskets  to  card  receivers.  Shapes  are  very  dainty 
and  graceful,  some  having  inset  medallions  of  the  ap- 
pearance of  painted  china  representing  types  of  feminine 
beauty,  including  reproductions  from  the  old  masters. 

These  articles  are  both  dainty  and  durable,  and  spec- 
ially suited  to  drawing-rooms  or  living  rooms,  where 
dainty  color  schemes  predominate. 


® 


Floor  Coverings. 


The  color  feature  of  the  moment  is  undoubtedly  the 
fawn,  buff,  and  green  shades,  as  the  style  feature  is  the 
rug. 

Orientals  are  particularly  good,  and  more  and  more 
admirable  imitations  are  being  put  on  the  market.  No 
loss  can  possibly  accrue  through  stocking  such,  as  the 
public  is  fully  alive  to  their  superior  artistic  value. 

Floral  effects  are  very  strong  in  popular  lines,  me- 
dallions being  seen  in  carpets  and  rugs  much  the  same  as 
in  wall  papers.  Garland  and  ribbon  effects  are  also  prom- 
inent. Hints  of  the  Adams  style  features  are  prominent, 
scroll,  urn  and  disc  motifs  being  abundantly  in  evidence. 

Piece  goods  have  been  found  better  sellers  when  made 
up  in  rugs.  Excellent  examples  of  this  style  are  put  out 
at  popular  prices. 

Linoleums  still  show  the  same  distinction  between 
city  and  country  trade,  the  latter  preferring  the  large 
showier  patterns,  the  former  the  small  and  less  con- 
spicuous.   All  are  selling  well. 

Market  prices  remain  much  the  same  as  formerly,  no 
apprciable  rise  having  been  experienced. 


® 


Satisfaction  in  New  Comforters. 

.Mcicliaiits  appreciating  the  advantages  of  the  lines 
coinprising  cotton,  wool  and  eiderdown  filled  bed  comfort- 
ers, cushion  forms  and  pillows,  note  the  improvements 
during  the  last  two  years,  with  a  great  deal  of  satisfac- 
tion. 

Merchants  are  pleased  with  the  samples  siiown  for 
Fall  in  most  eases.  These  samples  fully  measure  up  to 
the  standards,  as  being  sanitary,  wliolesome  and  free  from 
all  odors. 

(A)ttou  comforters  are  cheaper  on  the  majority  of  the 
lines  offered.  Manufacturers  have  to  meet  the  popular 
prices  of  the  demand,  and  state  that  better  values  are 
offered  in  nearly  all  instances.  Wool  filled  comforters  are 
taking  better  this  year  tlian  in  previous  years. 

Among  the  advances  noted  by  the  trade  is  that  Can- 
adian merchants  are  now  in  a  position  to  compete  on  all- 
down  comforters.  A  full  range  of  prices  and  values  are 
quoted  and  comparison  rather  favors  the  products  of  our 
own  manufacturers. 

Patterns  are  without  exception  the  best  that  have  been 
olTeied.  Striking  floral  effects  are  seen.  Paisleys  are  as 
strong  as  ever.  Panel  comforters  are  sold  in  the  ratio  of 
9  to  1  of  tiie  plain  styles.  Soft  blue  tints  are  preferred 
and  tiie  leading  shades,  green,  and  rose,  are  good  as  ever. 
Gold  is  sliowii  and  very  few  reds;  less  in  fact  than  in  pre- 
vious seasons. 
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BRlliT011CARPnC°LTMlTEP. 

MANUfACTURERS^HIGH  CLASS 
OOBKUSSELSWILT0T16'  O 

;iXMmST£R  CMPETS-fi'RUGS. 

WCTOKYfrOfFICES 

PETERBOROUGH.  GNTTIRIO.  March  i.  1911 

MR,    CARPET   BUYER, 

Dear  Sir,- 

REQINA  AXMINSTER 

How  often  have  you  been  asked  for  a  COMPLETE 
DECORATIVE  SCHEME?   Ruga,  halls,  runners,  stairs  and  mats 
to  match. 

Have  you  always  been  able  to  supply  same? 

Have  you  not  been  short  in  some  of  the  above  articles? 
That  difficulty  is  now  overcome. 

The  Regina  Axminster  is  made  in  designs,  which,  with 
few  exceptions,  are  COMPLETE 

SQUARES 

RUNNERS 
STAIRS 

and  MATS  in  all  sizes. 

It  is  well  known  that  the  floor  coverings  should,  in 
all  cases,  form  the  basis  of  decorative  schemes « 

Have  you  ever  noticed  that  certain  ruge  "hang  fire" 
even  when  cut  after  cut  has  been  made  in  the  price? 

THERE  IS  ALWAYS  A  REASON^ 

The  reason  in  such  a  esse  as  this  is  that  the  rug  "would 
not  go"  with  other  household  decorations. 

Our  Regina  Axminster  Rugs  are  made  always  with  this 
fact  in  view--that  they  have  to  form  the  basis  for  other 
decorations.   The  colourings  are  soft,  the  treatment  of 
design  simple  and  restful,  forming  an  admirable  background 
for  furniture. 

In  our  reproductions  of  Orientals  the  designs  are  kept 
PURE. 

Yours  truly, 

BRINTON  CARPET  CO.,  Limited. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Linoleums 
Floor  Oilcloths 
Table  Oil  Cloths 


MADE  IN  CANADA 


The  constantly  increasing  demand  for  all  our 
lines  is  proof  that  they  have  found  favor  with 
the  trade  throughout  the  entire  Dominion,  and 
this,  vv^e  believe,  is  due  to  the  fact  that  our 

DESIGNS  I 

QUALITY \     are  RIGHT 

PRICES       ) 


WE  ALSO  MANUFACTURE 

Key  Border  Linoleum  Stair  Oil  Cloth 

Cork  Carpet  Enamelled  Oil  Cloth 

Carriage  Oil  Cloth  Shelf  Oil  Cloth 

Prepared  Decorative  Burlaps 

HANDLED  BY  ALL  THE  WHOLESALE  DRY  GOODS  TRADE 

MANUFACTURED  BY 

^^^  Dominion  Oil   Cloth   Co.,  Limited 

Montreal 


Please  mention  The  Rc^'icic  to    Advertisers  and  Their  Travelers. 
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^ 

1 

THE    BIG  A 

^  CARLOAD    POINT 

When   you   order   from   Victoriaville 

/\ 

f     \ 

you  not  only  get    the    best    possible 

u           \f 

service  in  furniture  value,  but  on  ac- 

n            M 

count  of  having  a   bedstead   factory, 

/ 1            It 

mattress  factory  and  a  chair  factory, 

l\          l\ 

as  well  as  our  own,  you  save  freight 

1  \    y^  1 

charges.     Order   in   carload   lots  and 

dmrnL 

make  additional  profits  for  your  store. 

■^^^^^^^■^Br 

Our  Victoriaville  SURFACE  OAK  FINISH 

^^^^^^H 

is  the  best  furniture  to  buy  at  a  mod- 

^^^^^^^H 

erate  price.     Operating  our  own  saw 

^^^B^^^V 

mills,  we  can  guarantee  the  best  lumber 

at  rock  bottom  figures. 

nitureCo.,  ^LVIL  Victoriavilte,  P.Q. 

TheVictoriavilleFur 

BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
Equi^rjped 

DYE  V/ORKS 

In    the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 


JOSEPH  ALLFN,  Manager 


Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,     Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

Also 
FEATHERS.    SILKS.    VELVETS.    RIBBONS.    LACE,    ETC. 


^'^  ^^l^JiV.tlS.'''"^"''      MONTREAL 


TORONTO 


OTTAWA 


QUEBEC 


W 


ESTERN 


Incorporated 
1851 

ASSURANCE 
COMPANY 


FIRE 
MARINE 


HEAD  OFFICE,    TORONTO,  ONT. 

Assets  over    -    -    -    -  $3,570,000 
Income  for  1906,  over    3,609,000 

HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice-President 

W.  B.  MEIKLE,  General  Manager 

C.  C    FOSTER.  Secretary 


ESTABLISHED  1849 

BRADSTREETS 

Offices  Throuuhout  the  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.         Ottawa,  Ont.  Montreal,  Que. 

Edmonton,  Alta.     St.John.N.B.  Quebec,  Que. 

Halifax,  N.S.  Vancouver,  B.C.     Toronto,  Ont. 

London,  Ont  Hamilton,  Ont.        Winnipeg,  Man. 

Reputation  gained  by  long  years  of  vigorous, 
conscientious  and  successful  worlc. 

THOMAS    C.    IRVING.    WeTern"c%TdI 
TORONTO.  CANADA 
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How   Styles    Affect    Values 

Furs   That   Were    Formerly    Classed    Among 

Cheaper     Lines     Have     Been     Enhanced     in 

Price    by    Fashion    Demand. 

AN  example  of  the  working  of  the  laws  of  supply 
and  demand  in  the  fur  market  has  been  furnish- 
ed during  this  last  season  by  the  rise  in  skunk 
or  Alaska  sable  and  its  later  decline. 

Paris  took  up  the  fad  for  this  fur  at  the  beginning  of 
the  season.  It  was  used  in  every  conceivable  form.  It 
was  seen  as  an  edging  on  the  tunics  of  chiffon  evening 
dresses.  Evening  wraps  were  similarly  treated  with  it, 
and  it  appeared  on  hats.  Velvet  and  skunk  for  wraps, 
hats  or  dresses,  was  a  favorite  combination. 

Though  fathered  by  some  leading  firms,  the  combina- 
tion fabric  and  fur  effect  never  took  with  Canadians  to 
the  same  extent  as  abroad.  Beautiful  French  muffs  of 
draped  chiffon  and  fur  were  shown  as  a  high  style  fea- 
ture, but  despite  their  comparative  cheapness  were  not 
seen  to  any  extent  on  the  street.  Those  accepted  were 
reserved  for  social  functions  chiefly. 

Two  facts  became  obvious— that  the  people  did  not  in- 
tend to  follow  the  skunk  rage  at  such  advanced  prices, 
and  that  the  cheaper  substitute,  however  artistic,  was 
not  a  popular  success.  Skunk  skins  have  now  sank  to  a 
value  which  is  practically  normal. 

The  clever  merchant  will  perceive  a  valuable  inference 
for  future  use  in  this  incident.  Experience  teaches  that 
the  trade  in  this  country  runs  along  lines  of  its  own, 
and  that  the  best  market  for  some  of  its  products  is 
and  will  be  abroad,  not  at  home.  This  is  true  in  the 
face  of  the  fact  that  our  cities  take  more  fur  per  capita 
than  any  others  in  the  world.  Certain  furs  have  associa- 
tions in  the  public  mind  as  to  quality  or  beauty  which 
no  amount  of  improvement  or  vogue  abroad  can  remove. 
Time  alone  will  correct  the  prejudice. 

The  Fur  Coat  Problem. 

The  constant  rise  in  price  of  seal,  mink  and  Persian 
lamb  is  slowly  but  effectually  driving  dealers  to  the 
study  of  what  can  be  done  with  cheaper  furs.  Especially 
is  this  true  of  the  vogue  of  the  fur  coat.  The  pony  coat, 
still  affected  by  the  Americans,  was  one  outcome  of  the 
problem  of  how  to  present  to  the  public  a  coat  of  good 
wearing  fur  at  a  popular  price.  The  pony  had  the  im- 
mense advantage  of  starting  out  without  a  background 
of  previous  cheapness. 

There  is  no  doubt  but  that  the  vogue  of  long  coats 
materially  increased  the  diflTiculty.  Time  was  when 
jackets  in  twenty-two  inch  length  were  by  no  means  de- 
spised. All  will  remember  the  charming  little  Etons  put 
out  as  a  high  style  feature  years  ago.  These  could  afford 
to  be  of  mink  or  ermine,  and  still  stand  at  a  reasonable 
figure.  Nothing  of  the  sort  is  now  seen.  No  mink  coat 
■was  shown  this  year  short  of  a  two-thirds  length,  and 
full  lengths  were  sold  as  a  bargain  recently  at  $1,500. 

This  difficulty  at  first  only  went  to  increase  the    de- 


served popularity  of  Persian  iamb,  which  is  to-day  still 
one  of  the  best  sellers.  The  same  thing  happened  in  the 
case  of  seal,  but  with  a  difference.  The  situation  was 
immensely  improved  by  the  discovery  of  ways  of  dying 
and  cutting  rat  to  produce  a  seal  which  could  scarcely 
be  distinguished  by  an  expert  from  the  real  thing. 

The  electric  seal  of  to-day  is  one  of  the  best  articles 
on  the  market,  and  commands  a  popularity  all  its  own. 
The  recent  slump  in  rats  generally,  may  be  regarded  as 
due  to  a  temporary  craze  for  the  longer  hairs  or  to  over- 
production. In  either  case  it  is  improbable  that  any 
serious  or  permanent  set-back  is  threatened. 

But  to  return  for  a  moment  to  mink.  The  brown 
muskrat  which  is  its  first  cousin  in  appearance,  and  the 
ever-popular  marmot,  have  been  brought  forward  strongly. 
The  former  made  a  handsome  motoring  coat,  in  sacque 
shape,  in  lengths  from  30  inches  down  to  full  length. 
This  garment  is  eminently  suited  to  the  climate  and  pos- 
sesses a  special  recommendation.  Being  a  comparatively 
long  hair,  the  narrow,  slender  outlines  which  the  modern 
corset  has  made  practically  universal,  cause  it  to  be  a 
particularly  appropriate  garment  for  young  women.  This 
fur  is  much  favored  by  the  western  trade. 

It  now  becomes  a  question  whether  the  Astrakhan 
will  not  also  return  to  favor,  for  long  coats,  fur-lined 
coats  being  at  present  in  considerable  abeyance  as  a  style 
feature,  thovigh  selling  in  popular  lines. 

The  problem  of  the  long  evening  cloak  is  being  met  in 
a  similar  way.  White  hair  coney  makes  a  coat  not  to  be 
excelled  for  beauty  and  elegance.  It  retains  its  whiteness 
well,  and  gives  fairly  good  wearing  satisfaction.  This 
coat  can  be  sold  for  twenty  dollars  up,  and  appears  both 
in  plain  white  and  pointed  in  ermine  effect. 

New  Neck-pieces  and  Muffs. 

Amplitude  in  neck-piece  and  muff  is  a  positive  essen- 
tial of  next  season's  furs.  This,  with  the  scarcity  of 
really  good  short  hairs,  probably  accounts  for  the  run 
on  fox,  wolf,  lynx  and  Belgian  hare  in  cheaper  lines.  As 
a  direct  consequence  of  their  popularity,  foxes  have  risen 
to  surprising  prices,  and  are  universally  expected  to  stay 
there,  even  Spring  bargain  sales  failing  to  bring  forth 
much  reduction  retail.  Very  few  sets  are  shown  in  small 
effects.  The  muff  is  always  very  large,  and  the  single 
skin  ruffs  are  fewer  than  before.  The  "natural  skin" 
effect  calls  for  the  use  ol  several  skins.  It  cannot  be 
excelled  for  richness,  and  is  usually  priced  fairly  high. 
A  more  popular  number  is  the  ninety  inch  stole  of  about 
nine  inch  width,  with  or  without  tails.  This  is  the  fav- 
ored pattern  for  wolf,  skunk  and  lynx.  Shoulder  capes 
are  also  seen,  with  stole  ends,  but  the  above  mentioned 
style  is  the  leader  for  1911-12.  Muffs  will  be  large  and 
in  natural  skin  effect. 

When  the  amount  of  fur  required  for  the  above  styles 
is  considered,  and  the  fact  that  the  fur  is  becoming  more 
and  more  scarce,  prices  can  not  be  wondered  at.  A  gen- 
uine black  fox  skin  sold  for  seven  hundred  dollars  a  few 
weeks  ago  in  the  Canadian  market. 
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Moose  Head 
Brand 

FURS 

Represent  Highest  Grade  Workmanship 
and   Best  Materials. 


A    Security    for   Fur   Buyers 
Established  1852 


Ladies'   Wear. 

Fur  Cloaks 
Neckpieces 
Muffs,    Caps 
Gauntlets 

Fur-Lined  Mantles 


WE     OFFER     THE     FOLLOWING  : 

Men's  Wear. 


Fur  Coats 
Caps,  Collars 
Gauntlets 

Fur  Lined  Coats 

Duck  (lined) 

Corduroy 


i     Children's  Wear. 

Furs  Jackets 
Caps 

Muffs 

Neckpieces 


SLEIGH     ROBES 

Our    travellers    start    on    the    road   shortly    soliciting    orders. 

Be   the  Quality  Merchant  in   your  vicinity 
and    reserve    your    order     for    our    man. 

MOOSE  HEAD  BRAND  FURS 

L.     Gnaedinger,    Son    &    Company 


90,   92,   94  ST.   PETER   ST. 


MONTREAL 
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Quality  Furs 

In  entrusting  the  stocking  of 
your  FUR  DEPARTMENT 
to  us  you  stock  a  line  which  is 
full  FUR  VALUE  and  one 
hundred  per  cent,  efficient. 

Our  goods  are  known  from 
Coast  to  Coast  and  have  a  style 
and  finish  which  are  unsur- 
passed by  none. 

Our  Travellers  are  now  on  the 
Road. 


See  Our  Samples  before  buying 
elsewhere. 


M.  SILVER  &  CO. 


"The  Quality  Fur  House" 


12-14  John  Street 


Montreal 


BATTJNG 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   rt-prfsent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  corae  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

^     CC~)        ^^^   Goods  Commission  Merchant 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


The  Vogue  of  Opossum. 

Australian  or  Adelaide  chinchilla  is  the  name  given 
a  fur  long  known  to  the  trade  as  plain  opossum.  It's 
resemblance  to  chinchilla  in  the  case  of  specially  selected 
skins  is  really  quite  remarkable.  This  fur  has  jumped  in 
price  during  the  last  year,  partly  owing  to  the  general 
condition  of  the  market,  partly  to  greatly  increased  de- 
mand. It  is  now  combined  with  ermine  in  high  style 
articles,  and  was  much  featured  during  the  past  season 
in  the  new  stole  and  barrel  muf!  eflects. 

It  was  a  curious  instance  of  the  exception  to  the  rule 
of  long  hairs.  Of  course  mink  sets  sell  at  all  times,  being 
a  staple  best  seller,  but  the  opossum  was  not  expected 
to  do  so  well.  It  has  the  great  advantage  of  splendid 
wearing  quality,  and  is  in  itself  a  fur  of  great  daintiness 
and  beauty  of  texture  and  color.  It  is  very  highly  spoken 
of  for  the  season  of  1911-12.  It  will  be  featured  in  ninety 
by  nine  inch  stoles  and  flat  or  barrel  muf!s. 

® 
Popular  Fur  Sets. 

While  the  main  trend  of  style  ideas  is  outlined  above, 
mention  must  not  be  omitted  of  those  furs  which  the 
average  retailer  will  find  his  best  friends. 

Mink  marmot  will  probably  see  a  record  sale,  stoles 
showing  in  great  variety  and  muf!s  with  little  variation 
from  this  year.  Belgian  hare  will  also  be  very  popular 
in  cheaper  lines.  Skunk  will  be  represented  by  the 
western  sable,  which  is  now  at  a  greater  state  of  per- 
fection than  formerly,  and  has  all  the  softness  and  charm 
of   the   more   expensive  variety. 

Persian  lamb  sets  and  paw  sets  will  be  a  neat  and 
much  wanted  fur.  These  also  are  slightly  advancing  from 
time  to  time.  Besides  these  will  be  the  long  hairs,  fox, 
lynx,  wolf  and  their  imitations  as  mentioned  above. 

Trimmings  for  Furs. 

While  everyone  is  busy  preparing  for  Spring  and  Sum- 
mer garb,  the  fur  manufacturers  are  studying  styles  and 
designs  for  next  Autumn's  trade.  The  question  of  trim- 
mings for  fur  garments  is  not  usually  a  very  serious  one, 
but  the  coming  fur  season's  styles  indicate  an  increasing 
favor  for  ornamental  effects  in  braids,  buttons  and 
fringes. 

® 

Soutache  Buttons. 

Considerable  business  is  being  done  in  soutache  but- 
tons, some  of  them  measuring  two  inches  across,  and  sold 
especially  for  use  on  fur  coats  and  wraps.  These  come  in 
all  colors,  with  black  leading,  and  the  mink  and  seal 
shades  for  coats  of  these  furs. 

® 
Ornamental  Frogs. 

Ornamental  soutaelio  frogs  will  be  worn  again,  but 
mo  being  shown  in  smaller  designs  than  were  those  of 
last  season,  owing,  no  doubt,  to  the  demand  for  shorter 
coats  for  the  coming  season.  One  of  these,  a  handsome 
square  design,  has  a  double  soutache  button  in  the  centre 
of  the  oniamont.  witli  a  larger  button  on  the  coat  at  the 
loop  end. 

A  good  deal  of  silk  fringe  in  both  thread  and  tape  ef- 
fei'ts  is  being  sold  for  trimming  the  ends  of  stoles  and 
fur  ties.  The  fashionablo  .h-pths  will  he  in  the  three  to 
six  knot   effects. 
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The  Redmond  Company,  Ltd. 
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^|-^N  stocking  the  "BEAVER 
'"^  BRAND "  of  furs  you  assure 
yourself  of  an  abundant  choice  of 
distinguished  and  exclusive  lines  for 
this  season. 


ilSTEREDi 


The  "BEAVER  BRAND"  has  stood  for  the  best  in  furs 
and  our  enviable  position  throughout  the  Fur  Trade  to-day  is 
solely  on  selling  REAL  FUR  VALUE  and  satisfying  buyers 
of  discriminating  tastes. 

The  Standard  of  Excellence  which  has  been  characteristic 
of  the  Redmond  Company  in  past  years  is  again  in  evidence  and 
we  solicit  inspection  of  our  goods. 

Competition  is  keen  to-day,  but  in  placing  "BEAVER 
BRAND"  in  charge  of  your  FUR  DEPARTMENT  you  assure 
yourself  of  a  distinct  individuality,  a  permanent  trade  and  the 
sterling  reputation  which  comes  through  supplying  only  the  best. 

TRAVELLERS  NOW  ON  THEIR  ROUTES.         SHOULD  THEY 
NOT  REACH  YOU  PLEASE  WRITE  NEAREST  OFFICE. 


The  Redmond  Company,  Ltd. 

Montreal,  P.Q.        and        Winnipeg,  Man. 
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Avoid    Extravagant    Statements   in    Sale   Announcements 

Comparisons  are  too  Sweeping  and  the  Prestige  of  the  Store  Suffers  — 
Standard  Should  be  Maintained  and  no  Unlicensed  Claims  Made  in  Advertising 
Sale    Events  —  Examples    That    are    Objectionable    but    Unfortunately    Used 


ESPECIALLY  at  this  season  of  the  year  many 
merchants  seem  to  think  that  any  extravagant 
or  outrageous  statement  is  permissible  in  an- 
nouncing clearance  sales,  white  goods  sales  and 
kindred  advertising.  Advertisers  seem  to  take  for  grant- 
ed that  any  license  whatever  is  allowed  in  editorials, 
descriptions  and  announcements  and  fail  to  remember  that 
such  "stuff"  is  detrimental  and  injurious,  both  at  the 
time  and  in  future  results.  Clearance  seems  to  be  the 
main  object  and  little  consistency  is  recognized  to  build 
up  the  business  or  system  of  advert isiii<i. 
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NORTHWAY 


The   White  Fair  and  Housekeepers'  Sale 
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'An  Extraordinary  Diwpiay d^faiifiiliiiii  VfaulM, dainty 
UndtrgarmtntM,  keauaful  Lac*»  myA  Embroidtrw, 
anJRart  Valua  in  Hoa»*hold  Linena  aitd  Cotto, 
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with  regard  to  departments  and    the  demand    at  this    season. 

Tne  Northway  Co..  Ltd.,  Urillia. 

In  tiie  United  States  at  the  present  time  a  campaign 
is  being  waged  and  special  legislation  is  asked  for  to 
compel  advertisers  to  state  the  truth  regarding  the 
values  and  the  comparison  of  prices  in  featuring  the  of- 
ferings in  the  advertising.  Some  states  have  such  legisla- 
tion already. 

It  is  not  claimed  that  such  a  step  is  necessary  in 
Canada,  but  discredit  is  certainly  cast  upon  the  prestige 
of  many  business  concerns  by  allowing  unnecessary  and 
unlicensed  statements.  Sucli  statements  pay  no  iieed  to 
reasonable  comparisons  and  ultimate  results  are  bad. 

Some  of  the  following  statements  are  picked  at  ran- 
dom from  the  offerings  of  the  month  of  February  and 
cover  particularly  statements  that  are  uncalled  for  and 
which  do  not  influence  customers  in  the  right  direction. 

These  statements  that  would  undoubtedly  be  out  of 
place  ill  addressing  a  eusionier,  and  ineludo  claims  tliat 
lack  verification  and  cannot  be  lived  up  to  in  general 
merchandising,  such  as,  "Last  opportunity,"  "Sorry  ever 
after,"    "Chance   of   a   lifetime,"    "Last   chance,"    "Take 


warning,"  "Greatest  whitewear  sale  in  history,"  or 
"That  has  ever  been  known,"  "Mercilessly  slashed," 
"Cut  prices  without  precedent,"  and  hundreds  of  such 
statements  are  met  every  day. 

Merchants  can  readily  see  wherein  tlie  offence  lies 
Standard  values  and  fair  comparisons  of  prices  are  per- 
mitted. Some  of  the  reductions  noted  would  justify  any 
reader  or  customer  in  thinking  that  if  such  a  profit  were 
warranted  in  the  first  place  it  would  possibly  have  been 
better  to  take  less.  At  any  rate  the  comparison  is  sure 
to  be  noted,  and  just  as  surely  detrimental  to  the  busi- 
ness. 

Advertising  to  build  up  the  business,  carrying  the 
store  from  time  to  time,  season  to  season  and  year  to 
year,  does  not  allow  of  any  unlicensed  statements,  and 
the  prestige  of  any  establishment  in  any  community  is 
built  up  on  truthful,  consistent  and  upright  advertising. 
Such  advertising  must  necessarily  adopt  standards  of 
values  and  adhere  to  statements  which  build  up  the 
system  rather  than  discredit  all  future  announcements, 
and  the  prestige  of  the  concern. 

The  advertisements  illustrated  are  all  selected  on  ac- 
count of  individual  suggestion.  Tliree  white  sale  an- 
nouncements are  noted,   two  from  Orillia,   on  account  of 
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GREAT  WHITEWEAR  AND  WHITE  COOPS  SALE 

Eight  D^ys'  Big  Selling  Dainty  Whitewear 

~'--^==^^~-^~T:r.  1.00    I    =S~l=i^tS5i  nZ 


i'y      Many  other  Pretty  Garments  and  Household  WeoestariM 
on  Special  Sale  but  not  advertised  here 


Showing    general    appearance    of     Thos.    Mulcahy's.    Limited. 

Whitewear  and  White  Goods  Sale  Announcement.     A  forcible 

arrangement. 

typography,  and  especially  the  small  one  by  J.  SutclifTe 
&  Sons,  Lindsay.  The  size  of  this  ad.,  12x16  inches, 
shows  what  can  be  done  in  such  a  space  in  the  matter  of 
display-setting  and  proper  allotment  of  space. 

McKay's  advertisement  is  illustrated  because  it  shows 
the  advantages  to  be  used  in  advertising  "a  special  pur- 
chase event,"  and  the  capital  descriptive  matter  which 
has  been  adopted. 

McCurdy's  "Giant  listen  sale"  is  featured  because 
there  arc  hundreds  of  advertisers  who  will  see  in  it  the 
hint  that  it  is  wise  once  in  a  while  to  adopt  an  original 
name.    This  particular  idea  is  possible  of  much  elabora- 
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tion  and  some  real  good  results  should  be  obtained.  Many 
catchy  and  illustrative  headliners  are  possible. 

None  of  the  objections  noted  or  overly  extravagant 
statements  are  found  in  these  advertisements  and  their 
value  is  not  detracted  from  as  "business  bringers."  The 
effect  is  rather  to  improve  the  standing  of  the  firms 
lioliiiid   sut-h    advertising. 

Some  Notable  Specimens 

McCurdy's  advertisement  in  the  Sydney  Record  of 
Feb.  14th,  exploiting  a  "grant  listen  sale,"  is  produced 
because  of  the  suggestion  it  contains  for  the  live  adver- 
tiser. The  name  "listen  sale"  has  its  merit  in  its  orig- 
inality, and  can  be  developed  along  possibly  more  advan- 
tageous lines  and  doubtless  improved  to  suit  many  ad- 
vertisers. 

For  a  whole  page  advertisement  and  from  a  critical 
standpoint,  it  is  evident  that  this  firm  have  not  used  all 
the  advantages  such  an  advertisement  warrants.  In  the 
first  place  less  space  should  have  been  devoted  to  gen- 
eral announcement  and  better  arrangement  and  greater 
importance  given  to  departments  and  items.  Space,  too, 
could  have  been  used  to  better  effect  throughout. 

Plenty  of  items  have  been  advertised,  but  it  seems 
more  individuality  to  each  item  could  easily  have  been 
secured.  As  the  advertiser  writes,  "space  on  this  page 
is  valuable." 


•-McCURDYS-- 
GIANT    LISTEN     SALE 

Is  Carrying  All  Sydney  in  Its  Train 


YesUi'lay  was  a  record-breaker-the  busiest  day  we  ever  had.  It  was  no  wond*.  for  it  wm  the 
flnt  day  of  the  Mysterious  Listen  Sale  Everyone -cMfie,  for  they  knew  rttat  tfae  Liiten  Sftle  wogid 
surpnae  them. 

The  Listen  Sale  Pleases  Everyone— No  One  it  DisappoiAted 

We  have  sold  a  world  of  goods,  but  we  still  have  piled  up  on  the  bar^in  tables  much  that  will 
appeal  lo  you.  It  seems  impossible  that  neb  beautiful  w«re  CMiMbeeotdftt  such  prices-  Youll  miss 
a  sight  if  you  miss  this  one. 

LISTEN  SALE  IZT^^^^tTZ  LISTEN  SALE 

gives  us  .in  (H>portunity  to  show  you  what  we  call  a  sale,  sure  enough. 


Lut  Crack  tt  Fur*.  Liitco';       WKiUwew  and  EmbroidaMa 


I     Don't  Skip  Thti.   Li««i.'     [  ■  ,  'ITVy""?  — 


Space  oD  This  Page  is  Valuable.  But  We  Owe  it  You  to  TeU  You  the  Story 
of  the  Gianc  Listen  Sale 


'i^r .  - 

LMae  to  iMtm  Suits 

38  Conto 
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I  CtoU        i         C  CenU         f     *  9"i>nl»  iri^Tti'         I'    4fi  dMb 


'^  McCvrdys  IterS^ck! 


^^mlPnmiM 


Suggestion  for  live  advertisers  to    feature    a  "Listen    Sale."      Space 

might    tiave    been    better    used    and    greater     distinction     given    to 

deparimenls   and    ittms    in    this    layout.      McCurdys.   iydiiey.    Cape 

Breton. 

Suggestions  along  this  line  and  for  improvements 
would  necessitate  about  one-third  of  the  space  being  used 
for  announcement  and  editorial.  Panelling  could  have 
been  used  to  ahvantage  to  give  importance  to  the  differ- 
ent offerings.  More  attention  to  furs,  ready  to  wear  or 
dress  goods  could  be  gained  if  these  departments  were 
given  a  section  to  themselves,  and  all  items  relative  car- 
ried in  each  section.  Larger  type  could  easily  be  used 
for  the  most  important  descriptive  matter  in  this  sug- 
gested arrangement,  were  adopted.  Numbers  of  the  of- 
ferings could  be  enhanced  by  more  descriptive  matter. 


It  is  not  to  be  doubted,  however,  that  the  advertise- 
ment in  question  brought  results.  Altogether  the  values 
offered  and  the  claims  of  former  successes  should  have 
been  responded  to  by  the  customers  of  Sydney,  from 
prestige  and  sheer  force  of  economy. 

*    *    * 

Hamilton's  progressive  store,  R.  McKay  &  Co., 
Hamilton,  announced  a  "special  purchase  sale"  of  seven 
hundred  and  twenty  men's  vests  to  commence  on  Satur- 
day morning. 

Si.x  columns  or  a  sheet  14x20  inches  was  used  and 
nearly  half  of  the  advertisement  was  devoted  to  announc- 
ing the  sale.  The  illustration  denotes  forcibly  how  such 
a  sale  can  be  introduced  and  properly  handled.  Quantity, 
too,  is  no  barrier  to  consistent  forcible  advertising  and 
proper  merchandising.     Such  advertising  shows    results. 

Otherwise,  too,  in  regard  to  display  location  and  use 
of  panels,  especially  the  price  arrangement  and  special 
items  the  general  appearance  of  the  sheet  is  good. 

Advertisers  find  such  announcements  hard  and  the  de- 
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Demonstr- ting  "Special  Purchase  Sale"  of  Men's  Vests  — 

by  R.  McKay  &  Co.,  Hamilton.     Denoting  how  such  a  sale 

can  be  advantageously  advertised  by  use  of  panels. 

mands  of  the  different  departments  are  difficult  to  carry 
owing  to  the  changes  of  season.  However  R.  McKay  & 
Co.'s  advertiser  has  made  a  successful  effort,  as  the  illus- 
tration shows. 

*    *    * 

Consistently  good  advertising  seems  to  be  the  rule  in 
the  announcements  for  the  different  "white  sales"  this 
season  in  Ontario  stores.  J.  Sutcliffe  &  Sons,  Lindsay, 
featured  a  well  arranged  sheet,  12x16  inches,  announcing 
"The  biggest  and  best  white  goods  sale  in  our  history." 
Everything  on  a  bigger  and  better  scale. 

The  advertisement  noted  is  certainly  better  than 
most  such  size  ads.  regarding  panelling  arrangement,  and 
display  type  and  compares  favorably  with  most  "white 
sale"  announcements  seen  this  season. 

From  the  readers'  standpoint  such  an  advertisement 
stands  well  out  on  the  general  sheet  of  a  paper  no  matter 
what  the  location  may  be  and  is  bound  to  attract  the 
attention.  Such  advertisements  should  be  read,  they  de- 
mand it. 

Plenty  of  attractive  items  and  values  are  featured, 
different  sections  given  attention  and   drawn  before      the 
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WHERE  KNOWLEDGE   IS   POWER 
'TIS  FOLLY  TO  BE   IGNORANT 

Particularly 


if   that   kncwledge   can   be 
acquired  at  a  very  low  cost. 


Merchants,  Salesmen,  Ad-writers  and  "Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages.  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming.  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Eflects,  in  fact  everything  of  interest 
to  the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
paid    ?3.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    Jl-25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 


Milillliliiii 
laimiJililli 

iiiipiiiiiiyiii 

iiiiiifiilil 
liiiliiipiqiiiii 
lliiipiiiili 


iitiisnssiHmfurtm 


Retail  Advertising 
Complete 

This  book  co\crs 
every  known  mmhod  of 
advertising  .-i  retail 
business  ;  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them    Jl.OO 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
lias  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
:it  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
liertalning  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  nr- 
tists  of  America.  Bound  in  green  cloth.  Sent 
postpaid    (or   $2.50 


A  complete  course  m 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice.  Punctua- 
tion, Composition,  Price 
Cards.  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....$1.50 


Koester  System  of  Draping 

A  complete  self-instructor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 
with  drawings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 
is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 
tically.   Price,    prepaid    $3.00 


All  books  sent  postpaid  on  receipt  of  price 

MacLEAN    PUBLISHING    CO.,  Technical  Book  Dept. 

143-149  University  Ave.         ::         TORONTO 


I'li'tiM'   iiiciiiioii    I  iw   J\r7U'ii.'  to    .liirciliM'i.s  ami    I  licir    I  laiiitts. 
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buying  public,  and  throughout  sufficient  demonstration  is 
evident  that  Sutcliffe's  "White  Sale"  was  a  success  this 
season. 

Another  advertisement  from  Orillia  is  also  illustrated. 
Thomas  Mulcahy,  Ltd.,  of  that  town,  do  consistently 
good  advertising,  and  attention  has  often  been  called  to 
the  merits  of  typography,  display  type,  and  general  ap- 
pearance of  the  ads.  featured  by  that  firm. 
*    *    * 

Eight  days'  big  selling  of  dainty  white  wear  and 
white  goods  are  announced  in  an  advertisement  16x18 
inches  with  individual  importance  given  to  each  succes- 
sive item,  cuts,  editorial  and  display  type  should  certain- 
ly merit  results  and  increased  sales. 

Space  is  well  divided  and  sufficient  attention  given 
respective  sections  of  the  store.  A  forcible  announce- 
ment in  36  point  type  callinu'  attention  to  "pretty  gar- 
ments and  household  necessaries  on  special  sale  but  not 
advertised  here,"  creates  a  desire  to  see  these  extra 
lines.  Value  is  also  an  important  issue  and  if  the  values 
of  these  other  lines  compare  favorably  with  those  an- 
nounced in  the  advertisement,  Mulcahy's  Ltd.  have  cer- 
tainly lived  up  to  the  standard  values  set  by  their  firm. 


The  Sutcliffe  Greater  Store 


-THIS    VEAR    ive    HAVE    PLANNED  = 


The  Biggest  and  Best  White 
Goods  Sale   In  Our  History 

EVERYTHING  ON  A  BIGGER  AND  BETTER  SCALE  ■—  PA/C£5   DECIDEDLY  ATTRACTIVE 


Five  column  advertisement.  12  x  16  incnes.   featuring   Wliite 

Goods    Sale     of    J.    Sutcliffe     60     Sons.    Lindsay.       Note     the 

panelling    arrangement. 

The  six-column  advertisement  14x22  inches,  by  the 
Nortkway  Co.,  Ltd.,  Oi-illia,  is  a  first-class  example  of 
what  can  be  done  in  featuring  the  semi-annual  "white 
sale,"  or  as  it  is  called  in  this  instance,  "The  White  Fair 
and  Housekeepers'   Sale." 

Arrangement  of  editorials,  cuts,  sub-headings,  des- 
criptive and  display,  all  go  to  show  forcibly  the  advant- 
ages of  typography  and  the  results  to  be  derived  in  an 
establishment,  where  the  printer  understands  setting  such 
advert' sements. 

Th;s  advertiser  too  has  used  his  space  to  good  ad- 
vantage and  consideration  has  been  given  the  respective 
sections  with  due  regard  to  importance  at  this  season  of 
the  year. 

Editorials,  desciijitions  and  items  are  clear  and  con- 
cise. Camparison  has  also  been  used  to  good  advantage 
in  featuring  the  completed  garments  or  interest  in  the 
making  Spring  and  Summer  necessities. 


Altogether  the  illustrative  advertisement  is  a  good 
criterion  and  shows  most  of  the  advantages  of  up-to-date 
"White  Sale"  announcements.  Such  an  advertisement 
could  well  be  followed  by  another  announcement  and  a 
fitting  climax  given  for  the  closing  date,  Feb.   25th  inst. 


Fire  Proof  Decorations. 

Decorations  in  the  Toronto  Armories  for  the  Auto- 
mobile show  should  be  of  interest  to  the  decorators  and 
trimmers  throughout  Canada  who  from  time  to  time  liave 
opportunities  along  similar  lines. 

Military  effect  has  been  the  motive  in  the  main  build- 
ing and  consists  of  red,  white  and  blue,  with  centre 
pieces  and  glorys  of  jacks  upon  the  galleries  and  through- 
out, creating  an  effect  of  sunset  at  midnight. 

The  galleries  have  been  draped  in  long  festoon  effect, 
the  roof  trim  is  a  series  of  the  three  shades  of  bunting 
combined  and  caught  at  intervals,  running  the  width  of 
the  building  and  about  ten  feet  apart.  Underneath  the 
galleries,  the  walls  are  covered  with  plain  ivory  bunting 
and  at  intervals  over  these,  over  the  galleries  and  in  each 
of  the  windows  is  an  enormous  sunburst  of  the  combined 
colors,  red,  white  and  blue.  At  each  end  of  the  main 
building  is  a  huge  Union  Jack  hanging  plain,  and  the  en- 
tire arrangement  has  been  completed  with  cascades,  fes- 
toons and  sunbursts.  Electrically  lighted  doorways, 
arches  and   exhibits   add   to  general   effect. 

The  floor  plan  introduces  an  innovation  and  features 
enormous  rugs,  the  largest  of  the  kind  ever  laid  in 
such  a  decoration,  and  is  worthy  of  particular  note,  gold 
and  green  being  the  keynote.  Different  exhibits  are  plac- 
ed at  intervals  on  these  rugs. 

The  entire  scheme,  making  the  building  look  at  least 
not  only  higher  and  broader,  but  longer,  relieves  bare- 
ness and  coldness  throughout. 

Contrasted  and  to  off.set  the  effect  of  the  main  hall, 
tiie  decorations  of  the  riding  gallery  have  been  created,  as 
an  enormous  marquee  tent  of  pure  ivory  effect,  and  com- 
pleted throughout  with  red,  white  and  blue  festoons,  cas- 
cades and  sunbursts,  reproducing  the  effect  of  sunlight 
through   an  enormous  tent,  when  the  building  is  lighted. 

Panelled  in  sections  appertaining  to  the  different  ex- 
liibits.  the  floors  are  completed  in  a  gold  and  green  com- 
l)ination  or  bronze  effect,  by  the  use  of  similar  rugs  to 
lliose  in  the  main  building. 

Inside  decorations  make  almost  an  otherwise  impos- 
sible effect  of  the  bare  brick  galleries  and  walls.  Proper 
realization  of  the  beauty  of  the  entire  decorations  can 
only  be  gained  in  the  evening,  and  the  effect  is  then  all 
that  could  be  desired. 

Over  twenty  thousand  yards  of  bunting  was  used  An 
outstanding  point  of  all  the  decorations  is  that  the  pres- 
ent dress  of  the  armories  marks  the  first  time  in  the  his- 
tory of  such  decorations  that  the  entire  materials  used 
were  fireproofed  throughout. 


The  Latest  Word  from  Paris. 

New  Riviera  goivns  contain  the  germ  of 
later  .styles.  The  bolero  is  being  tried  out  in 
the  south.  Neiu  skirts  fuller.  Circular  mod- 
els the  latest.  Angel  and  bell  sleeves  featured 
bg  leading  model  houses.  Satin  laines,  par- 
ticularly in  black,  favored  for  tailor-mades 
and  costumes.  Silk  and  wool  fabrics  in  high 
favor.  Foulards,  Pekin  gauzes  and  grena- 
dines the  newest  fabrics. 


Small  Leaks  Will  Wear  Big  Holes  in  Profits  if  Tolerated 

Modern  Merchandising  Demands  that  Possibility  of  Incessant  Petty  Drains 
be  Reduced  to  Minimum  —  Losses  on  Every  Hand  in  the  Poorly  Organized 
Establishment — Remedy  in  Many  Cases  Calls  lor  Courage  on  Part  of  Merchant 


MOST  merchants  who  are  careful  in  buying  and 
selling  are  always  watching  closely  for  im- 
provements whereby  they  may  make  of  their 
business  a  success  in  the  fullest  sense  of  the 
^^o^d.  A  record,  showing  growth  along  all  lines  of  up- 
to-date  merchandising,  is  the  ideal.  Prestige  for  the 
store,  and  also  for  the  merchant,  with  confidence  estab- 
lished is  desirable. 

Reasonable  economy  must,  however,  be  associated 
with  any  aggressive  mercliandising  policy.  While  the  re- 
putation for  being  niggardly  or  small  is  to  be  avoided, 
necessary  measures  must  be  taken  against  dangerous 
leaks  in  conducting  the  business.  In  short,  the  merchant 
must  have  the  details  of  his  enterprise  well  in  hand. 

Some  men  may  feel  that  money  might  be  saved  here 
or  there,  only  they  are  afraid  to  show  their  hands  per- 
sonally, lest  their  action  be  misinterpreted  by  parties 
who  are  more  or  less  prominent  as  customers  or 
probables 

Sometimes  Requires  Courage. 

There  are  merchants  who  would  rather  pay  another 
man  to  economize,  realizing  that  changes  brought  about 
would  not  bring  them  into  antagonism  with  interests 
that  must  be  kept  friendly.  How  often  men  are  heard  to  say 
that  they  could  save  their  salaries  if  they  personally 
could  seize  the  opportunity  to  hew  closer  or  cut  out  certain 
leaks.  It  is  recognized  that  the  men  required  in  business 
to-day,  the  men  who  are  most  likely  to  succeed  and  re- 
ceive the  large  salaries,  are  not  those  who  can  force 
abnormal  conditions  or  bring  about  unprecedented  results 
suddenly.  Large  concerns  rather  demand  men  who  can 
maintain  business,  obtain  results  at  less  cost  consistent 
with  prevailing  conditions,  show  savings  in  cost  of  pro- 
duction, prevent  losses  from  carelessness  or  remedy  the 
hundred  and  one  other  faults  which  are  liable  to  creep  in 
unnoticed.  There  is  a  persistent  demand  for  men  who 
can  organize  and  who  are  capable  of  managing  men. 

.Ml  credit  is  due  the  firm  which  safeguards  itself  not 
only  against  large  losses,  but  also  against  the  diminutive 
leaks  which  may  often  be  opcrlooked  in  the  hurry  and 
scurry  of  business  if  special  provision  were  not  made  to 
take  care  of  them  to  as  great  an  extent  as  possible. 

Losses  or  leaks  in  merchandising  if  they  cannot  be  en- 
tirely wiped  out  can  be  reduced  to  a  minimum.  Mer- 
chants who  fear  to  take  personal  action  can  attain  the 
results  through  the  manager  or  any  other  competent  per- 
son who  can  save  his  salary  if  given  the  latitude,  the 
backing  and  the  encouragement  necessary. 

Remedy  Sometimes  Costs  More. 

It  is  not  claimed  that  complete  elimination  of  the 
leak  is  possible.  There  are  some  in  which  toleration  is 
cheaper  than  the  remedy  called  for.  The  merchant  must 
in  dealing  with  these  indirect  drains,  often  work  along 
lines  of  least  resistance.  Some  leaks,  in  short,  are  neces- 
sary or  unavoidable,  others  arc  hard  to  locate  so  de- 
finitely as  to  make  complete  remedy  possible,  but  never- 
theless merchants  have  to  consider  their  direct  or  in- 
direct bearing  as  an  impediment  to  their  merchandizing 
efforts.  A.  policy  of  vigilance  which  will  meet  the  pos- 
sible leaks  as  they  arise,  however,  is  certainly  essential. 

Leaks  that  Work  all  Day. 

Waste  of  time  represents  a  loss  that  cannot  be  es- 
timated.   This  leak  works  from   the  time  the  doors  open 


in  the  morning  until  they  close  at  time.  It  includes  the 
failure  to  reach  the  office  promptly  at  opening  time,  the 
waste  of  valuable  minutes  in  gossip,  time  for  everything 
but  the  customer  or  other  duties.  This  is  a  leak  for 
which  there  is  only  one  remedy — an  exemplary  course  by 
the  merchant  himself  and  an  attitude  which  will  com- 
mand the  respect  of  the  staff. 

Check  on  Discounts,  etc. 
There  can  be  no  laxity  in  the  system  by  which  check 
is  kept  upon  discounts,  credit  sales  and  collections,  petty 
expenditures,  such  as  express  and  postage.  The  checking 
of  small  items  will  in  the  aggregate  mean  a  considerable 
.saving. 

Help  Problems. 

Around  the  help  problem  there  sometimes  gather 
some  of  the  most  provoking  leaks.  Losses  caused  by  in- 
competent salespeople  over-running,  duplicating  or  retard- 
ing each  other,  point  to  the  necessity  for  better  organiza- 
tion. It  is  impossible  to  estimate  the  comparative  ad- 
vantage of  several  experienced  iind  trained  clerks  with  the 
interests  of  the  business  at  heart.  Clerks  educated  to  fill 
their  own  spheres  will  unconsciously  effect  a  saving. 

Wrong  change  and  neglect  to  check  sales,  mistakes  in 
addition  are  losses  where  the  customers  are  allowed  to 
leave  the  store  before  such  mistakes  are  found.  Mistakes 
of  this  sort  are  not  excusable  and  with  the  office  and  the 
sales  person  both  to  blame,  it  is  too  late  to  rectify  the 
loss.  The  best  policy  is  to  check  for  such  mistakes  be- 
fore wrapping  the  goods  in  the  parcel  while  the  customer 
is  still  available.  These  mistakes  are  made  in  many  well 
regulated  stores. 

Buying  is  practically  part  of  the  organization  and 
there  are  few  up-to-date  firms  that  do  not  maintain  ela- 
borate checking  systems,  so  as  to  avoid  possibility  of 
such  leaks  as  may  be  involved  in  carrying  too  much  stock 
or  not  having  the  right  stock  at  the  right  time.  Losses 
here  also  accrue  from  inability  to  take  advantage  of  spe- 
cial purchases  and  consequent  loss  of  profits.  There  is 
also  the  leak  from  dead  stock. 

Regarding  stowing  of  stock,  merchants  will  agree  that 
no  buyer  ever  buys  too  carefully,  the  tendency  being  al- 
ways to  overstock. 

Losses  Sometimes  Problematical. 

These  losses  are,  however,  merely  a  matter  of  indivi- 
dual business  and  are  often  highly  problematical.  Special 
order  books  and  the  initialling  and  reference  to  all  or- 
ders will  overcome  the  tendency  to  buy  carelessly.  Leaks 
from  this  source  are  often  caused  by  misjudgment  in  buy- 
ing and  are  likely  to  occur  in  any  business. 

In  merchandising  there  are  leaks  so  uncontrollable 
that  they  are  best  forgotten.  Losses  of  sales  nearly 
made  may  sometimes  loom  large.  There  will  always  be 
these  discouraging  incidents,  but  the  minimum  can  best 
be  reached  by  intelligent,  persistent  watching,  of  indivi- 
dual sales.  The  merchant's  personality  may  sometimes  be 
applied  in  completing  sales  which  might  otherwise  be  im- 
possible. 

Exchange  and  Approbation. 

Approbations  are  reduced  to  maintain  the  losses  from 
this  source.  \  well-understood  policy  will  overcome  any 
chances  of  goods  not  being  returned  or  charged  to  the 
proper  parties. 
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Exchanges  constitute  an  abuse  and  must  be  checked 
every  day.  Sale  goods  and  special  day  quotations  must 
be  credited  at  the  price  paid  for  and  not  at  the  regular 
price.  This  loss  is  not  entirely  appreciated  by  many  mer- 
chants. The  methods  of  some  customers  in  this  respect 
show  a  wonderful  amount  of  genius  and  forethought. 

Incessant  watching  is  necessary  to  overcome  these  los- 
ses and  to  descriminate  carefully  on  exchanged  goods. 
Merchants  are  particularly  justified  in  asserting  their 
right  in  checking  losses  here  and  attempting  to  eliminate 
this  abuse. 

Abuse  of  Glove  Guarantee. 

The  guarantee  on  the  part  of  manufacturers  to  re- 
place trade-marked  and  well-known  lines  such  as  gloves, 
hosiery  and  underwear  is  abused  by  customers,  sales-clerks 
and  the  merchants  themselves.  When  the  loss  is  beyond 
the  latitude  of  the  merchant,  liberties  are  taken  which  no 
ordinary  individual  would  stand  for. 

Merchants  are  sometimes  to  blame  and  the  losses  from 
this  source  can  be  minimized  by  showing  reluctance  and 
less  liberality  to  the  customer  in  consideration  of  the 
manufacturers'  losses.  Glaring  or  unreasonable  impo- 
sitions of  this  sort  should  not  be  tolerated  and  more 
care  should  be  paid  to  the  matter  of  replacing  guaran- 
teed lines.  In  many  cases  the  merchant's  personal  atten- 
tion when  exchange  of  manufacturers'  guaranteed  lines  is 
called  for  will  prevent  losses. 

Inaccurate  Measurements. 

Measurements  are  an  ever  present  source  of  loss. 
Lenient  sales  clerks,  friends  or  plausible  customers,  all 
manage  to  evade  the  rules  regarding  measurements.  A 
yard  is  thirty-six  inches  not  thirty-seven,  or  even  more. 
It  is  wonderful,  when  trouble  is  taken  to  check  this  loss 
to  find  just  how  large  are  the  leaks  from  this  source.  A 
positive  policy  in  checking  and  re-measuring  goods  occa- 
sionally before  parcelling  will  eliminate  this  loss  to  an 
extent. 

Losses  from  Misuse  of  Windows. 

Under  display  in  merchandising  carelessness  is  bound 
to  show.  It  is  not  stated  that  losses  occur  from  win- 
dows not  being  dressed  sufficiently  early  in  the  morning 
or  changed  often  enough  in  all' cases,  but  losses  do  occur. 
Goods  indifferently  displayed  throughout  the  store  is  an- 
other avenue  of  loss  although  it  is  not  altogether  defin- 
able. 

In  making  these  displays  much  expense  could  be  saved 
if  the  trimmer  worked  as  if  the  materials  were  his  own 
Liberality  on  tlie  part  of  the  merchant  is  apt  to  lead  to 
the  extravagant  or  unnecessary  use  of  materials  or  to 
waste  of  properties,  fixtures,  stands,  etc.,  owing  to  care- 
lessness or  to  the  fact  that  the  firm  never  say  anything. 

Now,  this  statement  is  not  made  with  the  intention 
of  multiplying  the  trimmer's  troubles  or  to  detract  from 
his  ability,  or  the  fact  that  he  is  conscientious.  Cases  do 
arise,  however,  which  condemn  some  and  reflect  undeserv- 
edly on  others. 

Carelessness  is  sometimes  openly  displayed.  The  firm 
finds  that  it  has  placed  its  confidence  mistakenly  and  the 
result  is  a  paring  down  of  the  appropriation  for  fixtures 
or  properties.  No  trimmer  who  exercises  proper  care  and 
shows  results  need  fear  that  he  will  never  be  appreciated. 

The  card-writing  department  is  also  a  source  of  leak 
and  savings  are  often  made  by  competent  men  who  avoid 
unnecessary  expenditure. 

Merchants  who  permit  outlays  in  these  departments 
consistent  with  the  results  shown  will  check  any  tend- 
ency to  carelessness  and  consequent  losses  from  time  to 
time.  Leaks  from  lack  of  care  in  handling  or  placing  ma- 
terials, pins,  etc.,  used  in  the  display  windows,  can  be 
prevented. 


Leaks  in  Advertising. 

The  advertising  department  is  to  be  charged  with 
some  of  these  leaks.  It  is  a  loss  when  space  is  not  pro- 
perly used,  when  unseasonable  lines  are  exploited.  Some 
criticism  is  due  the  tendency  to  advertise  goods  from 
habit  rather  than  necessity.  Seasonable  lines  are  quoted 
from  season  to  season,  at  special  or  less  than  reasonable 
prices.  Reductions  are  thus  made  on  regular  lines  and  a 
loss  thereby  entailed  which  seems  avoidable  if  a  policy  of 
securing  lines  to  advertise  had  been  adhered  to.  Regular 
lines  sell  themselves.  Two  losses  are  avoided,  the  loss  of 
misdirected  advertising  space  and  the  loss  of  the  reduc- 
tion. 

Returning  Special  Prices  to  Regular. 

Another  loss  not  fully  appreciated  in  advertising  is 
the  neglect  of  the  advertiser  to  return  sale  and  advertis- 
ed leaders  to  their  usual  or  standard  prices  after  the  ex- 
piration of  the  sale  date.  This  difference  in  prices  con- 
stitutes a  loss.  Neglecting  to  charge  will  also  show  a 
loss  of  confidence  on  the  customer's  part. 

Standards  of  value  are  fixed  by  the  cost  price  or 
regular  price  of  any  articles  on  sale  and  the  selling  price 
should  be  estimated  according  to  the  fixed  profit  of  the 
firm  ;  therefore  if  any  line  is  sold  at  less  than  that  price 
for  a  leader  the  neglect  to  re-mark  it  to  the  former  sell- 
ing price  or  with  regard  to  the  fixed  profit,  entails  a 
loss. 

Standards  of  value  are  also  established,  which  elimin- 
ate the  possibility  of  advertising  the  same  goods  as  a 
leader  at  the  special  price  for  another  advertisement. 
Fixed  price  standards  become  established  in  the  minds  of 
the  customers  for  these  particular  articles  in  case  the 
prices  are  not  changed. 

Quoting  Lower  Prices  than  Necessary. 

Another  loss  on  the  part  of  the  advertiser  is  to  quote 
a  lower  price  than  is  necessary.  True,  sometimes  the 
goods  must  be  sacrificed  on  account  of  style  or  one  of  the 
many  other  reasons,  but  if  the  advertising  stands  for 
anything  and  is  judged  according  to  its  effect  on  prices, 
higher  prices  can  often  be  secured  than  possibly  the  head 
of  the  department  would  suggest. 

Desire  on  the  part  of  the  head  of  the  department  to 
sell  the  goods  because  he,  individually,  is  sick  of  them, 
does  not  always  warrant  using  the  price  he  suggests.  The 
differences  in  these  prices  is  a  loss  not  always  appreciat- 
ed by  the  advertiser,  head  of  department,  or  merchant, 
until  the  precaution  is  taken  to  find  out  by  the  measure- 
ment of  the  goods  themselves. 

Merchant  is  Responsible. 

Cut  prices  are  in  a  category  by  themselves  and  the 
merchant  is  entirely  responsible  if  he  disregards  the 
psychological  moment.  Untenable  positions  are  brought 
about  and  often  the  easier  way  is  to  eliminate  cut  prices 
entirely.  Any  encouragement  given  is  an  incentive  to  fur- 
ther losses.  Merchants  cannot  expect  salespeople  to 
maintain  prices  if  the  heads  cut  prices  themselves.  There 
is  no  excuse  for  this  leak.  All  cut  prices  should  be  ap- 
proached with  a  spirit  of  conservatism  both  as  regards 
the  demands  of  the  advertiser  and  the  salespeople. 

Merchants  are  able  to  tell  in  many  ways  the  advis- 
ability of  cutting.  Sales  records  will  show  him,  as  will 
also  comparative  statements,  as  to  monthly  turnover, 
lines  quoted  in  competition  and  general  business  being 
done  in  the  several  departments.  If  any  special  prices 
are  quoted  or  granted  a  well-defined  reason  for  each  will 
conform  with  the  general  policy  of  conservatism  and  tend 
to  maintain  prices.  Better  results  will  prevail  and  los- 
ses otherwise  indicated  will  be  overcome  partially, if  not 
entirely. 

(Concluded  in  mid-month's  number.) 


Seasonable  Hints  to  Men's  Wear  Buyers 

For.Ti  InFormalion  supplied  by  sellers,  but  for   which    the    editors    of   The   Rcviev  do  cot  necetsarily  hold  the.nstlves  responsible. 


NEW  BUTTON  FACTORY. 

The  Canadian  Pearl  Button  Com- 
pany, Limited,  capitalized  at  $100,- 
000,  have  located  at  Trenton,  Ont., 
and  have  started  operations,  manu- 
facturing pearl  buttons  to  supply  the 
Canadian  trade.  There  is  only  one 
other  concern  of  this  kind  in  Canada. 
D.  W.  MacWillic,  of  Lacross,  Wis.,  is 
president,  and  A.  W.  Ulyot,  manager. 
Mr.  MacWillic  operates  a  large  pearl 
button  manufacturing  concern  at  La- 
cross,  Wis.  The  company  expect  to 
employ  about  two  hundred  men  in  the 
near  future,  and  will  be  in  a  position 
to  ship  in  May. 

A  PROGRESSIVE  GARMENT 
HOUSE. 

In  the  December  issue  of  The  Re- 
view, M.  Pullan  &  Sons  offered  to 
make  a  small  sample  assortment  of 
their  best  sellers  in  coats,  suits  and 
skirts  especially  suitable' for  the  mer- 
chant in  the  small  town,  in  order  to 
assist  him  as  much  as  possible  in 
working  up  a  good  trade  in  the  ready- 
to-wear  line. 

This  plan  has  met  with  marked  suc- 
cess, as  a  great  many  merchants 
throughout  the  country  have  looked 
with  favor  upon  the  proposition,  and 
requested   this  sample  assortment. 

The  representatives  of  this  firm  are 
now  on  the  road  for  Fall,  with  one  of 
the  finest  lines  of  coats,  suits  and 
skirts  ever  shown  in  Canada,  and 
merchants  would  do  well  to  inspect 
carefully  these  attractive  garments 
for  next  season. 

AUSTRIAN  COLLARS  AND  SHIRTS 
FOR  CANADA. 

George  Livingston,  28  Wellington 
St.  West,  Toronto,  is  featuring  pro- 
minently the  Canadian  agency  for  M. 
Joss  &  Lowenstein,  Prague,  Austria, 
one  of  the  largest  European  manufac- 
turers of  men's  collars,  cuffs  and 
shirts.  Their  lines  are  famous  the 
world  over  on  account  of  their  supe- 
rior workmanship  and  quality,  and 
undoubtedly  they  will  continue  to 
meet  a  splendid  demand  in  the  Can- 
adian market. 

Some  idea  of  the  scope  of  this 
firm's  operations  may  be  derived  from 
the  fact  that  they  are  not  only  repre- 
sented throughout  the  principal  cities 
of  Europe,  but  also  in  the  Orient  and 
in  South  America,  in  their  own  ware- 
houses. That  they  are  progressive  is 
evident  from  this  determination  to 
cover  all  of  the  world's  prospective 
markets.  They  have  completed  ar- 
rangements    to  carry    stock  in   their 


Canadian  agency,  and  will  be  in  every 
sense  equipped  to  handle  all  orders 
for  these  very  desirable  goods. 

Five  important  points  stand  out 
prominently  in  M.  J.  &  L.  Austrian 
collars.  They  are  washed  with  filter- 
ed water,  they  are  lawn  bleached,  no 
chemicals  being  used  ;  they  are  hand 
ironed  and  laundered  ;  they  are  dull 
finished  and  the  button  holes  are  hand 
tailored. 

Prices  of  these  lines  are  along  the 
popular  demand  and  cater  to  the  best 
trade.  Values  have  been  handled  suc- 
cessfully by  a  great  number  of  mer- 
chants, who  speak  highly  of  M.  J.  & 
L.  manufactures. 

M.  Rauman,  of  the  firm,  who  was  in 
Toronto  during  February,  was  so  fa- 
vorably impressed  with  the  prospects 
in  Canada  and  the  business  situation 
that  he  decided  in  making  the  ar- 
rangements noted.  He  has  gone  from 
here  to  Greece  and  Egypt  on  business 
in  connection  with  his  house. 


HAROLD      WADELY,      MANAGER 
BRINTON  CARPET  CO. 

So  much  has  been  written  of  the 
success  of  this  business  or  that  indus- 
try, and  so  little  of  the  men  who 
have  made  this  progress  possible, 
that  the  man  in  the  street  is  inclined 
to  think  that  the  whole  thing  is  mus- 
cle, and  machine,  and  money.  Noth- 
ing is  further  from  the  truth,  as 
many  industrial  investors  have  found 
to  their  cost  ;  in  fact,  most  indus- 
trial failures  in  Canada  can  be  traced 
to  one  great  fault— and  the  more 
technical  a  business,  should  it  fail, 
the  more  easily  to  point  out  the 
draw-back— lack  of  a  competent  head. 
Many  local  industries  have  gone  un- 
der, through  the  proprietors  not  re- 
alizing this  fact  or,  if  they  did,  be- 
ing too  mean  to  pay  the  price  of  com- 
petency. 

A  good  example  is  afforded,  in  the 
Brinton  Carpet  Company,  Limited, 
of  Peterborough,  which  from  being  an 
English  is  now  a  Canadian  firm,  of 
what  incompetency  and  competency 
mean  in  management.  The  Brinton 
Carpet  Co.,  Ltd.,  of  Kidderminster, 
when  they  built  a  branch  factory  in 
Canada  some  six  years  ago,  put  into 
management  a  man  who  had  had  no 
experience  of  the  Canadian  trade  and 
conditions,  with  the  result  that  his 
firm  made  little  progress. 

Later  on  changes  were  made  and 
Harold  Wadelv's  opportunity  came  on 
his  appointment  as  manager.  He 
threw  out  all  the  old  designs  and  re- 
organized  the  business.    Tie  gave  lec- 


tures on  "The  House  Beautiful,"  he 
visited  the  customers  to  find  out 
their  wants,  and  supplied  them  ;  he 
surrounded  himself  with  brainy  men 
and  women,  whom  he  enthused  with 
his  own  optimism.  He  scoured  Eu- 
rope for  new  ideas  and  created  new 
designs,  because  he  knew  nothing  was 


HAROLD    WADELY 

Manager   for   the   Brinton   Carpet  Co.. 
Peterbgrough. 


too  good  for  Canada.  He  impressed 
his  work  people  with  his  sense  of 
equity  and  justice  and  they  trusted 
him  ;  with  the  result  that  this  young 
giant,  not  only  turned  a  losing  in- 
dustry into  a  paying  one  and  increas- 
ed his  hands  100  per  cent.,  but  where 
before  the  smaller  staff  were  working 
only  part  of  the  time,  he  was  soon 
working  the  mills  all  the  time  and 
overtime,  to  meet  the  demand  for  the 
new  carpets.  When  it  was  therefore 
decided  to  increase  the  business  by 
the  aid  of  Canadian  capital,  there 
was  no  difficulty  in  securing  all  that 
was  wanted.    This   is  competency. 

Mr.  Wadely,  in  the  new  company, 
was  made  manager  and  secretary,  and 
it  is  likely  will  shortly  be  appointed 
on  the  Board  of  Directors.  There  is 
nothing  like  responsibility  to  bring 
out  the  latent  qualities  of  young  fel- 
lows. Though  young  in  years — he  is 
but  twenty-eight— Harold  Wadely  is 
old  in  knowledge  and  his  early  expe- 
rience was  but  a  fitting  training  for 
the  position  he  occupies  to-day. 
Brought  up  in  an  artistic  atmosphere, 
he  knows  the  value  of  colors  and 
blending  and  the  art  of  designing.  He 
has  a  keen  knowledge  of  yarns  and  his 
hard-headed  banking  experience  has 
rounded  off  the  ideal  manager  for  a 
highly  technical  business.  There  is 
room  for  more  like  him  in  the  indus- 
trial world. 
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Condensed  Adveriiscmects 


ADVERTISING  CUTS. 


AGENTS    WANTED. 


AGENT  WANTED   by  first  cla«s    Saxony    lace 
firm       Mu  t   be  well  connected.      Apply   to 
•'L.P.,   6414,"  care  Rudolf  Mosse,   Plauen, 
7V,  Germany. 


AGENT— First  class    Calais     lace     firm     want 
Ajent  in  Toronto,  Montreal,   Winnipeg   and 
Qae^ej.      Live  connection  dnJ  ninnesi  retcr- 
ence-i   reqiired.     Commiss  on   only.      Kepi)    Box 
54,    DRY    G   'ODS   KbVlEW,    88    FLet    Street, 
London,  England. 

AGENT  WANTED  FOR  CANADA  on  c -mmia- 
sion  by  -n  Eng  isli  firm;  aciuil  manufactur- 
ers of  Hair  Net's,  Hair  awiiolies,  and  all  hair 
goods;  al  o  pre.iarers  of  all  Kinds  of  H«ii  for 
high-cl  S3  hairJress.-rs.  Applicants  mu-t  iiave 
establish;d  CO  .nection  with  first-c  a^^s  wholesale 
houies  and  U'ge  r.iail  scores,  and  references 
must  bear  the  in  c  est  invel  gat  on.  Writ,  fu  I 
par  icuUri  in  'ir»t  instance  to  tox  8,  DRY 
GOODS  REVIEW.  Toronto. 

AGENT  WANTED  FOR  CANADA  on  commis- 
sion b.  an  English  frm ;  act  11.1  manufactur- 
ers of  H  lir  Nets.  Hair  Switches,  and  all  hair 
goods;  al^o  preparer"  of  «ll  kinds  of  Hair  for 
hign-c  ass  nai-drcs.ers.  Applicint  mu  t  have 
esubli-hed  conne.iion  wiih  firstcla-s  w.iole.ale 
hou-es.  and  references  must  bear  the  sfi  test 
inveitigation.  Wr  e  full  particulars  in  firsi  in- 
stance to  DRY  GOODS  RtVlEW,  Box  679,  92 
Market  St  ,  Manchester. 


M 


AZAMF.T  WOOL— Agent  wanted  selling  on 
conmissi  >n  in  Canada.  Write  B.  J.  Rives 
&  (,o.,  Mazamet,  France. 


PEARL     BUTTONS     (Japjness).  —   Fir-stclaFS 
L  >nd    n  firm  r.  q  lir- a    smarr    Auerit    w   H    in 
witnbiibuers      Mustbeable   tido  a  1   rge 
trade.     »Vrite    fullest    particulars    an)    references 
to  Box  40t  a-  Horncastle,  61  Cheapside,  Lcndun, 
Engl   nd. 

PREMIER  Hnglsh  Miipnery  Manufac  urer, 
>peciilis'ng  in  untrimmed  sti-aws,  de-ires 
fi  St  cUss  representat'on  in  Cmada.  Gen- 
tlemen with  c)nn  cii  jn  amongst  lirst-cl'^s  retail 
stores  will  fin  '  this  a  valnab  e  line.  C  'mmission 
only.  Bo.i  48,  DRY  GOODS  REVIEW,  88, 
Fleet  Stret,  London,  Engia    d.  (1) 


AGENCIES    WANTED 


A 


GEN  lEa  for  British  Columbia  wanted.  Com- 
municate Canadian  Importing  and  Jobbing 
Co  ,  Carier-Coit   n  Block,  V-incuuver. 


AN  experienced,  wide-awake  Mrm  of  Nottincham 
Agents  is  op.n  to  undertake  the  exciusive 
Bjyingof  laces,  embroidery,  ho-icry,  Man- 
chester 'nd  all  dry  goods  fo  a  fits  -class  Cana- 
dian concern  Add.e  s  Box  1511.  NtYRuUD 
&  aONS.  AJvenisi  g  Of  ic  s,  14  18  Queen  Vic- 
toria Street,  London,  E.C  ,  England. 


BUSINESS  OPPORTUNITY. 


FOR  SALE— Dry  Goods  and  Men's  Furnishings 
business  in  a  tnriving  industrial  town  in 
British  Columbia-  Turnover  more  than 
$40  OUO.  Profits  between  $7,000  and  $8,u00. 
Doing  practi-ally  all  cash  trade.  This  can  be  con- 
sUerab.y  increased.  Owners  retiring  and  will 
sell  accost  price,  about  $25,000.  About  $12,000 
cash  is  required,  balance  can  be  arringed.  This 
is  a  good,  sound  business  and  will  stand  the 
strictest  invesiigation.  Box  101,  DRY  GOODS 
RcVlEW,  347  Pender  St  ,  Vancouver,  B  C.     (l.t) 

TO  RENT— A  brick  store   in   the    centre  of   the 
bu-inesssec  ion  of  the   town   of  St.    Mary's, 
Ont.     Well  equipped  and  fitted   throughout. 
Very  suitable   for   r'tail   dry  goods   or  b   ois  and 
shoes     For  full  p  irticulars  address  R.  T.  GlLPlN, 
St.  Mary's,  Ontario. 


TO  RENT  -A  handsome  new  building  in  Brant- 
ford's    business    centre;  two    large    m  idern 
stores,  well  lighted,  high  ceilings,  easy  terms. 
Apply  UNION  RbALTY  CO.,  Brantlord.      (ich) 


TO  RENT—  A  large  dry  coods  store  in  first  class 
coiditMnin   a  t  iwn   of   thirty-'ive   hund  ed, 
situated  in  the  centre  of  one  of  the   best   fr^it 
districts  in  Ontario.    Apply   54    Hambly  Avenue, 
Toronto.  (1) 


LIVEN  UP  YOUR  ADVERTISING  by  using 
our  millinery,  read)-to-wear  and  general  dry 
goods  cu.s.  We  have  prepared  a  great  many 
a  tractive  and  timely  illustrations  which  will  lend 
cnarac  er  and  mst  n  .ilveness  to  your  advertising. 
Send  to-day  tor  proof  sheet  and  prices.  A<iver- 
tise  s'  St  ,ck  Cut  Agency,  Mail  Building,  Toromo, 
Canada.  (4-1     ) 


FOR  SALE. 


(■'ASH  REGISTER,   stylish     ni.kelplated   detail 
/     adJer.     Registers  one  cent  lo   twenty   dollars. 
5  year  guaraniec.      For  quick  sale,  $50.     Par- 
ticulars, R.  O.Smith  Company,  Orillia.   Ontario. 

(2)_ 

SITUATIONS  VACANT. 

WANTED — By  a  progressive  Western  depart- 
meni  store  a  m  >n  to  take  charge  of  advertis- 
ing »nd  win  Jow  dressing.  Must  be  original 
and  knoA'  busines.  thjroughly.  A  permanent 
p  isi  ion.  Sends  mpl  s  of  advertising  and  photos 
of  wiudo-vs.  State  experience  and  re'erence-  and 
silarv  .-xpectid.  Box  9,  DRY  GOODS  REVIEW, 
Toronto. 


WANTED. 


DRY  GOODS  SALESMAN  for  country  trade, 
with  (iveorsixthcsand  dollars  lo  invest,  lo 
acquire  intctsi  in  w  II  established  bus  ress, 
do'ng  ne  best  trade  of  the  district  and  •■howing 
g  'Od  -eturns  ev  ry  year  o-  investment.  N'>ne  but 
experi  iic  d.  capable  man,  thcrnughly  conversant 
with  country  trade,  dealt  with.  Box  7,  DRY 
GOO'   S  REVIEW,  Tnronio. 


MISCELLANEOUS. 


A  CCURATE  c  ist  keeping  easy  with  a  Dey  Cost 
t\  Keeper  Automatically  and  exactly  records 
time  spent  on  each  job.  Several  jolis  recird- 
ed  on  one  card  i  or  small  firms  Dey  combines 
empi  lyees' reg  ster  dUd  cost  keeper.  A  m>  chine 
for  every  busini  ss.  Write  for  catalogue.  Inier- 
nitionrl  Time  Recording  Company  of  Canada, 
Ltd.,  29  A  icr  Street,  Toronto. 

COPE  LAN  D-CHATTFRSON  SYSTEMS- Short, 
simple.     Adapted  to  all   classes  of   business. 
Cooeland-Cbatterson-Crain,    Ltd..     Toronto 
tnd  Ottawa.  (tf) 

COUNTER  CHECK  BOOKS- Especially  made 
for  the  dry  goods  trade.  Not  made  bv  a  trust 
Send  us  simples  oi  what  you  are  using — we'll 
seno  you  rignt  prices.  Our  holder  with  patent 
carbin  attacnment  has  no  equal  on  the  market. 
Supplier  for  binders  and  monthly  account  sys- 
t  ms.  Business  Systems,  Limi  ed.  Manufacturing 
S'ationers,  Toronto. 

COUN  I  EK    CHE^K  BO^KS-Write  us   to-day 
for    samples.     We   a  e    ma    ufacturers   of   t.  e 
famous       UKETY    NoN-SMUT      uuplicating 
&    Triplicating  Counter  Check  books,  and    bingle 
Carbon    Pads  in  all   varieties.     Dominion    Regis- 
ter Co.,  Ltd.,  Toronto. 

DOUBLE  >our  floor  space.  An  Otis-Fensom 
nand-poA^er  elevator  will  double  your  tltor 
space,  enab  e  you  to  use  thai  upper  fKor  either  as 
stock  room  or  as  extra  celling  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 
only  $70.  Wriie  for  catalogue  '"B."  The  Otis- 
Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 
sults up  to  the  requirements  of  merchants  and 
manufacturers.  Inquire  from  our  nearest  office. 
Egry  R  gister  Co.,  Dayton,  Ohio;  123  Bay  St., 
Toronto;  25814  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT-FISHER     Standard      Writing-Adding 
Machines     make    toil    easier.     Elliott-Fisher 
Limited,  513    No.  83  Craig  St.  W.,  Montreal, 
and  Room  314  Stair  Building,  Toronto. 

FIRE  INSURANCE.  INSURE  IN  THE  HART- 
FORD. Agencies  everyw  ere  in  Canada. 
GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigraph  Typewritten  Letters. 
The  Multigraph  does  absolutely  every  form  of 
printing.  Saves  you  25  p  c.  to  75  p.c.  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circularletters.  Write  us.  American 
Multigraph  Sales  Co.,  Ltd.,   129  Bay  St.,  Toronto. 

INDISPENSABLE  in  office,  store,  home  — Cana- 
dian Almanac,  1911 — a  National  Directory. 
Complete  classified  information  on  every  sub- 
ject of  Dom  nion  interest.  Full  postage,  customs, 
banking.  Ins  innce,  lega  ,  educational,  newspaper; 
army, clerical,  governmental,  particulars  of  lead- 
inginstitutions  and  societies.  Paper  covers,  6<'c„ 
cloth,  leather  back,  7.'ic.  All  stationers,  or  sent 
po  tptid  on  receipt  of  price  by  The  Copp-Clark 
Co.,  Ltd.,  Toronto. 


KAY'S    FURNITURE   CATALOGUE   No.  306 
contains  160  pages  of  fine  h-lf-tone   engrav- 
ings of  newest  designs  in  Cirpets,   rugs,   fur- 
niture, draperies,  wall    papers   and    p   tiery,  with 
cash    prices.     Write   for   a  copy — it's  free.    John 
Kay  Co.,  Limited,  36  King  St.  West,  Toionto. 

LACE  CURTAINS  AND  NETS.  See  the  latest 
novelties  and  makes.  Special  make  of  Fish 
Net  Curtains.  Be  wise,  see  the  smartest 
range  in  the  trade.  Callorwrite.  Representative: 
E.  Fenton,  7  l.-t  Empire  Buildings,  Toronto.  Note 
address:  Philip  Peach,  Curtain  Maker,  2  Low 
Pavement,  Nottingham.  Eng. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  cOLcreie  work,  as 

successfully  used  in  many  of  Canada's  larg- 
est buildings,  give  belter  re>ulis  ai  lower  cost. 
"  Astrong  statement,"  you  will  say.  Write  us  and 
let  us  prove  our  claims.  That's  fair.  Le-ich  Con- 
crete Co.,  Ltd.,  100  King  St  West,  Tor,.nto.  (tf) 
DENS -The  very  best  Pens  made  «ie  those 
•••       manufactured     by    William     Miuhell     Pens, 

Limited,  London,  England.  W  J.  Gage  & 
Co..  Lim  ted,  Toronto  are  soleaien  s  tor  Canada. 
Ask  your  stationer  for  a  25c.  assoried  box  of 
Miichell's  Pens  and  find  the  pen  to  m  it  you. 

RETAIL  MERCHANTS  AND  OTHERS  witha 
limited  correso  dence  will  find  it  to  their 
ajvantage  to  write  us  for  catalogue  of  special 
bargains  in  rebuilt  Typewriurs.  Wctavt  ail  ihe 
wellkn  wn  makes,  taken  as  part  paymen'  on  the 
Monarch,  and  at  the  prl  es  we  offer  them  they  are 
rema  kable  bargains.  The  Mo  larch  Tipewriter 
Company,  Limited,  46  Adelaide  Strict  West, 
Toronf,  Ont. 

THE  National   Cash    Reg'sier  Co.  guarantee  to 
sell  a  better  register  for  less  mnnc)  ih»n   any 
other    house   on    earth.      We    can    prove    it. 
M-ke    us.       National    Cash     Regisier     Co.,    285 
^  onge  sireet,  Toronto. 

THE  MAXIMUM  REDUCTION  in  Insurance 
Rates  results  from  installing  our  Fireproof 
Windows,  Doors  and  Skylights.  V\  e  are 
specialists  in  this  line  and  give  you  a  close  price 
consisien'  with  really  fireproof  goods.  Manufac- 
turers of  Fire  Bucket  Tanks,  Fire  Extinguishers, 
Oily  Waste  Cans,  Corrugated  Iron.  Metal  Ceil- 
ings Cornices,  etc.  A.  B.  OR.MSBY,  Limited, 
Toronto. 

THE"KALAMAZOO"  LOOSE  LEAF  BINDER 
is  the  only  binder  that  will  hold  iust  as    many 
sheets  as  you  aciualy  requir     and    no  niore  . 
The  back    is  flexible,   writing  surf>  ce   flat,  align- 
ment perfect      No  exposed  iretal  ports   or  compli- 
ca  ed  mechanism.      Write    for  booklet.      Warwick 
Bros.  &  Rutter,  Ltd.,  King   and   Spadina,  Toronto. 
TT7AREHOUSE     AND    FACTORY    HEATING 
'*       Systems.       Taylor. Fprbes      Company.    Ltd. 
Supplied  by  the  trade  throughout  (  anada. 


LACES,  NETS.  ETC. 


LACES — Job   Laces,   Torchons,  Vals,   Ntts,  etc. 
Buy  direct  from  the  firm  on  the    p  it.  Sample 
parcels.    2,  .^  and   S   dollars   against     Money 
Order.       Enquiries    solicited.       ROS^,    224    St. 
AnnsWe'l  R   ad,  Nottingham,  Eng. 


SALESMAN  WANTED. 

SALESMEN  AND  SALESWOMEN  W.\NTED— 
Thousands  of  good  positions  now  open,  pay- 
ing from  $100010  $5000  ayearand  expenses. 
No  former  experience  needed  to  get  one  of  them. 
We  w  ll  teach  you  to  be  an  expert  salesman  or 
saleswoman  by  mail  in  eight  weeks  and  assist  you 
to  secure  a  good  position,  and  you  c  n  pay  for  your 
tuition  out  of  your  earnings.  Write  to-day  tor  full 
particulars  and  testimonials  from  hundreds  of  men 
and  women  we  have  placed  in  good  p  siiions.  pay- 
ing from  $100  to  $500  a  rronih  and  evpenses. 
AJd'Css  neare-t  office.  Dept.  265,  NATIONAL 
SALESMEN  TRAINING  ASSOCIATION,  Chi- 
cag  ,  New  York,  Minneapolis,  Atlanta,  Kansas 
City,  San  Francisco. 

HOTEL   DIRECTORY. 


THE 

GRAND 

UNION 

The  most  popuLar  hotel  in 
OTTAWA,    ONT. 

JAMES  K 

PAISLEY, 

Proprietor 

HALIFAX   HOTEL 

HALIFAX.   N.S. 


ACCOUNTANTS    AND    AUDITORS. 


JENKINS  &  HARDY 

Assiiniees,  Chartered  Accountants,  Estate  and 

Fire  Insurance  Agents. 

15J  Toronto  St.  52  Can.  Life  BMg, 

Toronto  Montreftl 
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It  pays  to   Specialize 

Our  range  of  European  Lines 

is  Complete 

(1 

See  one  of  our  Travellers,  they  are  on  the  way 
with  the  most  complete  assortment  of 

MEN'S  FURNISHINGS 

in  Canada 

Matthews,  Towers  &  Co. 

10  St.  Helen  Street,  -        -  Montreal,  Que. 
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Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 


Influence  of  the  Coronation 

Year  Promises  to  See  Much  Dainty  Color  in  Men's 

Clothing  —  The  King  not  the  Creator  of  Styles  That 

His  Father  Was  —  Indications  in  London 

THK  iurthcoining  coronation  is  likely  lo  exert  con- 
siderable inlUience  upon  men's  wear  during  next 
Suninicr.  Already  there  are  articles  on  the  mar- 
ket intended  for  next  season's  selling  which 
evidences  the  wide-awake  manufacturer's  penchant  for  ex- 
tracting from  events  of  world  or  national  interest,  some 
name  that  would  at  once  be  strikingly  appropriate  for 
his  goods.  Hence  Uiere  are  already  coronation  tweeds 
which  combine  rod,  white  and  blue  in  some  passable  form, 
or  make  other  use  of  one  or  more  of  these  colors.  A 
faint  speck  or  tliread  of  red  through  many  of  the  fabrics 
shown  is  .said  to  owe  its  presence  to  the  fact  that  it  is 
('on)iiatioii  year.  TIumi  there  arc  coivMiation  derbies, 
straws,  neckwear  ami  cdllars — in  fact  it:  would  appear 
that  no  part  of  man's  attire  is  to  escape  the  craze  for 
some  feature  which  can  at  once  be  traced  to  the  influence 
of  the  crowning  event  in  .lune. 

It  cannot  be  said  that  trend  indicated  is  traceable  to 
any  dictate  or  style  pace  originating  with  the  King.  His 
sartorial  taste  is  of  the  most  conservative  and  quite  be- 
fitting one  who  lias  "followed  the  sea"  most  of  his  life. 
It  would  seem,  therefore,  that  originators  of  novelties  for 
men  during  the  coming  Summer  will  have  very  wide 
scope  and  lit  lie  responsibility  so  far  as  royal  precedent 
is  concerned. 


Ali-eady  there. is  sdinc  evidence  of  a  rather  rc:u;irk- 
able  Summer  in  men's  clothing,  judging  by  reports  from 
London.  The  London  Times  quotes  a  fashionable  West 
Knd  tailor  as  follows: — "Masculine  modes  for  the  coming 
season  show  a  tendency  to  be  remarkable  feminine  Men 
will  go  in  for  dainty  color  .schemes,  and  it  will  not  be 
pardonable  if  socks  and  tie  do  not  match  or  blend  The 
coronation  will  make  red,  white  and  blue  permissible, 
but,  except  under  certain  conditions,  a  combination  of  the 
three  will  not  be  considered  the  thing.  It  has  been  said 
that  a  red,  white  and  blue  waistcoat  will  be  worn,  but  I 
doubt  whether  London  will  stand  it. 

"A  delicate  silken  tie  of  the  national  colors  will  be 
in  order,  and  a  white  shirt  with  a  faint  blue  sti-ipc  will 
be  popular. 

''Certain  extremists  are  eiidea\oriiii;  to  pop  ilarize  all 
kinds  of  quaint  attire.  Double  ties,  for  instance — that  is. 
an  ordinary  tie  with  a  bow  attachment. 

■'Fantastically  turiu'd-np  trousers  with  patterns  on 
the  'turn-up'  are  suggested,  but  I  do  not  think  that  the 
'smart  set'  will  be  seen  wearing  them. 

''But  altojictiu'r.  fasliions  will  be  ((uiet.  and  tlii'  smart 
tailor  will  eschew  any  of  the  innovations  intrcxiuced  h\ 
the   sensation   merchant." 

Another  authority  says:  "Men's  clothes  will  be  of  ar- 
tistic hues  this  Spring,  for  bronze  and  green  are  to  be 
the  popular  colors.  Fashion  usually  anticipates  the  sea- 
son for  which  it  is  intended  by  some  months,  and  the  ex- 
l)erts  who  decree  what  shall  be  worn  by  smart  men  have 
decided   upon   these   two  shades  of   material  " 


An   attractive   hat  window.     Although   this  wa.s   a   Christmas   window,   the   idea   is   adaptable   to   any  season.    The   background 

was   of  red   ^ate^n,  pleated    vwith   panels,   top  and  bottom   covered   with  green   felt  and    wreath    with    red    ribbon    bow. 

By  J.   A.   McNabb,   wiih   L,   J.   Applegatli   &   Son,   Toronto. 
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bill  iiiioil.<  III  view 


You  will  sell  more 


Linen  Waterproof  Collars  than  you  ever 
thought  possible  when  you  put  in  that 
assortment  of 

Collars 


Every  Kant  Krack  Collar  you  sell 
helps  to  sell  more  because  it  is  the 
one  collar  that  will  give  satisfactory 
service. 

It  is  very  pliable — conforms  easily  to 
every  movement  of  the  wearer's  neck. 

See  the  illustration — note  the  patented 

flexible    lips 


P»tented  Feb.  20,  1906 

May    5,  1908 

Oct,.  27,  i9t'8 

Oct.  27,  1908 

Beware  of  InfringemenU   "3 

lar     button     pressing 
wearer's  neck. 


that  relieve 
the  strain  on 
the  front  fold. 

Note  also  the 
patented  slit 
in  the  back— 
which  pre- 
vents the  col- 
hard      on     the 


There  is  an  excellent  profit  for 
you  on  Kant  Krack  Collars— 
so  be  sure  you  see  the  samples 
when  the  Kant  Krack  sales- 
man comes  along,  or  write  for 
sample  collars  before  placing 
order. 


THE 

Parsons   &    Parsons 

CANADIAN  GO. 
Hamilton,  :  :  Ontario 


In  a  \\()r(l  llierc-  i.s  to  lie  a  siiarp  cliaiige  from  the 
very  coiiservali\e  styles  which  loUdweil  upon  the  death 
of  King  Edward,  and  the  greater  range  of  colors  shown 
in  every  department  is  some  indication  of  what  is  to  be 
fxpeclcd 


Bow   Tie.   with    Bordered    End    in   Bl.ick    and     White- 
Shown   by   the   Sword  Neckwear    Co..   Toronto. 


Good  Season  for  Negligees 

Shirts,  Collars.  Cuffs,   Neckwear    Will   Show 

Trend  in  Tnis  Direction  —  Great  Variety 

in  Ties  for  Summer  Wear 

Men's  furnishers  express  the  opinion  thai  an  exceed- 
ingly strong  run  will  be  made  upon  all  kinds  of  negligee 
liue.s,  soft  shirts  in  silks  or  mercerized  goods  witii  French 
cuffs,  the  folding  negligee  collar,  and  the  tubular  wash 
til'.  For  Easter  and  early  Spring  many  novelties  are 
appearing  in  men's  neckties.  The  bias  stripe  is  in  prom- 
inent position,  and  while  in  the  majority  of  cases  fabrics 
show  an  orthodox  regularity  of  bars,  there  are  many  ef- 
fects shown  in  which  the  stripes  are  grouped  only  in  the 
knot  and  centre  of  the  ends.  Self  patterns  are  very 
strong,  but  neatly  contrasting  effects  are  also  shown 
such  as,  blue  and  gold,  gray  and  silver,  etc      Fancy  ends 


1 


Mens  Nesrligee   Collar    in    Pique,    illuslr.iting   a    style    that     will 

be    very    much    worn    this   summer       Shown    by    the   A.    T. 

Reid   Co..    Toronto. 

are  also  a  feature.  While  in  some  cases  straight  bars  are 
shown,  in  others,  so-called  lasscled  ends  are  the  features. 
These  are  essentially  an  early  Spring  and  Summer  effect, 
but  they  are  already  being  shown  l)y  retailers.  Reps, 
bengal  ncs,  crepes,  poplins  and  grenadines  are  employed. 
I'lain  colors  and  straight  panelled  style  will  also  be  well 
Ihouiiht  of,  and  some  attempt  will  be  made  to  feature 
self-ligured  patterns.  These  are  very  neat,  and  come  in 
all  of  the  good  shades.  The  graduated  tie,  a  decidedly 
F,iiglish  stvle  of  four-in-hand  well  adapted  to  elose-fittinir 
fronts  in  collars,  is  being  shown  in  the  more  recent  intro- 
ductions. 

Tliere  are  no  faddish  shades  shown  as  yet  for  the 
Si'ring  and  Summer  season.  It  is  evident  the  browns, 
tans,  greens,  blues,  greys,  the  richest  shades  of  red, 
black  and  white,  grey  and  black  will  have  premier  posi- 
tion in  the  demand 

.V  good  season  is  predicted  for  bow  ties  of  the  bat- 
wing  and  paddle-end  order,  and  some  very  neat  effects  are 
->!iii\\n  in  black  wil'i  ends  worked  out  in  iilaek  and  wliite. 
mil    other   phiiii    lolois   with   contrasting  border. 

Altogetlier.  neckwear  manufacturers  seem  to  be  ap- 
proaching a   record   year.     Retailers     are  recognizing  the 
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It's  a  GOOD  List 

Every  name  on  this  list  represents  a  CLOTHING  MANUFACTURER 

who  uses  and  endorses  the 

BARTELL  PATENT  POCKET 

(The  pocket  with  the  inner  pleat) 

They  wouldn't  use  it  and  they  wouldn't  endorse  it  unless  they  knew  it 
was  a  first-class  improvement  over  what  they  formerly  used : — 


DUX  DAS. 

Grsiflon   &   rompiin.v,    Uinitcd. 

HAMII.TOX. 

Sunfoid    :MJ8:.    Co.,    W.    K..    Ltd. 
Coppley,    N<>.v<'s    &    Kandsill,    lAA. 
TlKU'iiloii    &   Douglas,    I,td. 

I-ONDON. 

(Jrcciic,    (Swift,    Limited. 

MONTRE,\L. 

S<-ini- Ready,    Limited. 

l>cvin»oii.    Sou   &   Co.,    S. 

.Murray   &    JMicliaiid. 

Kellert    &    .Sons,    \l. 

lasliion-Craft    Sllrs.,    Ltd. 

K.   X.    Small    Company,   Limited. 

Wener   J$ros.    X    Hart. 


Ilie   T.   Katon   Co.,   Ltd. 

leek    &    Co.,   -lolin    W ..   Limited. 

Ciiioit    (  lotliinK-    Mis-    Co. 

Samuel    ^\>ner    &    Co. 

Tile   l''ree<lnian    Company. 

Canada  Clolliing  Co. 

B.    Gardner   *    Co.,   Ltd. 

.VI.    (ireenlilatt    *    Co. 

Standard    (  lodiios:    .Mfg.    Co.,    Tlie. 

ir.    A'ineberK:  &   Co. 

Ifamiltou   &    Hiout,   Limited. 

Scottish    Rut>l>er    Co. 

Ql'EBKC. 

({ueliee   Clotliing   Co. 

I'aquet    Company,    Tlie,    I^td. 

SHERBROOKK. 

Walter  Blue  &   Co.,  Ltd. 


TORONTO. 
Lo»iide>    <  <>..    The,    Ltd. 
lla<'kl)orn    &    Co.,   E.   G. 
'Jolinson  &  Co.,   W.  R.,  Limited. 
Crown    Tailoring   Co.,   Ltd. 
Bond    &    (  o.,    II.  E.,   Ltd. 
Broderiek    &    Co.,    Frank. 
Taylor,    Henry    A. 
Lailey-Trimhie,    Limited. 
Victoria   Mfg.    Co. 
Randall   &  ,lohnson   Bros.,   Ltd. 
The    T.   Eaton    Co.,    Ltd. 
Imperial    Mfg.    Co. 
.\rt    Tailoring    Co. 

VICTORIAVILLE. 

Vietoriaville    Clothing    Co.,   The 

W.VRWICK. 

Warwick    Clothing   Mfg.    Co. 


The  only  pocket  in  the  world  that  will  not  sag  under  heavy  weight  is  the  Bartell  Patent  Pocket.  Its  peculiar 
patented  construction  prevents  this  defect  and  keeps  the  pocket  straight  and  trim  from  the  day  you  start  to 
wear  the  coat  until  the  day  you  stop  wearing  it.  If  your  manufacturers  name  is  not  on  this  list,  he  must  give 
you  the  old  style  pocket. 

Don't  Run  the  Risk  of  Losing  Sales  Next  Spring 

if  your  Spring  order  did  not  specify  Bartell  Patent  Pockets,  and  wish  it  had,  write  to  us  immediately  and  we 
will  take  up  the  matter  with  the  manufacturer,  if  you  will  give  us  his  name.     WRITE  TO-DAY. 

Ask  us  to  send  you  our  "DEMONSTRATION  CARD."     IT'S  FREE. 

THE    BARTELL    PATENT    POCKET    CO. 

13   ASTOR   PLACE,    NEW   YORK 


Pleas*  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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GOOD  COAT  LININGS 

ARE  ESSENTIAL 

IF^YOUjWISH  TO  PLEASE  YOUR  CUSTOMERS 


importance  of  an  up-to-date  tie  department.  A  clever 
salesman  with  good  range  of  ties,  both  as  regards  fabrics, 
style  and  price,  will  often  develop  it  to  swing  mudi 
business  to  other  dcpartmenis  of  his  stock.     A  customer 


THE  BEST 
ITALIAN 
LININGS 

BEAR  THE 

KIRK 


iSTAMP  AS  BELOW: 


Kirk's  Permanent  FiNisMt 

There  are  two  finishes 
with  this  name  as  a 
guarantee  of  excellence 
in  brilliancy,  perman- 
ency and  strength. 

(1)     The  Original 

'Permanent  Finish.' 
(2)    'Velper'    (Reg.) 

The  Velvety  Permanent^  Fin- 
ish  for   thosej  who!  prefer/a 
soft  hanile, 


s 


(Copyrieht) 


I' A  TIKRXS     S/IO  \  \  7.\ V;     EJ  TIIER 
FINISH  can  be  had  on  application  to 

THE  BRADFORD  DYERS' 
ASSOCIATION,Lto. 


One  of   the  Fall   Styles   sliown   by   The    Van    Allen 
Co..   Limited.   Hamilton. 

whose  preference  for  a  store  is  based  on  satisfactory 
selection  as  rej^ards  neckwear  is  in  the  majority  of  cases 
a  steady  customer  of  the  store  or  department.  Retailers 
make   no   mistake    in   niakiui^   liberal   .selections   of   stvlish, 


39,  Well  Strest 


BRADFORD 


Plain  and  pique  dress  shirt,  shown  hv  M.  Joss 

and    Lowenstein.    Prague.   Austria.      Canadian 

ARent.  George  iLivine^ton,   28   Wellington   St. 

West.  Toronto 

likable  goods  for  the  new  reason.  Prices  arc  no  longer 
the  all-important  factor  in  small  places  that  they  were 
some  years  ago.  Men  everywhere  are  beginning  to  con- 
cede that  a  nice  tic  is  a  very  desirable  thing,  and  as  the 
country  is  prosperous,  a  good  salesman  can  generally  land 
a  better  price  than  usual  when  he  has  goods  that  look 
the  part. 
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Q  Sartorial  art  can  accomplish  much,  but  the  skill 
of  the  best  cutter  is  often  frustrated  by  an  in- 
effective interlining. 

Q  Hymo  ensures  smoothness  and  elegance,  as  it 
obviates  the  tendency  of  a  coat  to  furroNAf'  or  cockle, 
and  hence  every  member  of  the  tailoring  profession 
who  has  experience  of  its  merits  bears  testimony 
to  the  value  of  this  discovery. 

Q  Hymo  has  established  the  reputation  of  many  a 
tailoring  firm,  it  is  unshrinkable  and  has  no  stiffening  ; 
when  it  is  used  its  wearers  come  again  and  recom- 
mend their  friends  to  visit  the  establishments  which 
turn  out  garments  that  always  retain  their  smart 
appearance. 


GUARANTEED  NOT  TO  CURL 
Obtainable  from  all  High-class  Wholesale  Houses. 

Look  for  the  Trade  Mark  stamped  every  five  yards 
on  "  Hymo  "  Cloths.     None  genuine  without. 

Sole  Manufacturer 

JAMES  HYMANS 

(WHOLESALE  ONLY.) 

8  and  10  CRESCENT  MINORIES,  LONDON,  ENGLAND 
SAMPLES  ON  REQUEST 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


130 


MEN'S    FURNISH  E:^ 


Dry  Goods  tteview 


Brown  a  Leader  for  Fall 

Definite  News  Regarding  Suitings  and  Overcoatings 
—  Features  of  Cloths,  Patterns  and  Colorings  — 
Some  Suggestions   to  Overcome  Scarcity  of   Help 

IN    men's   suitings,   worsteds,   tweeds,   etc.,    the   great 
bulk   of   the    trade   will   be   done   and   the    tendency 
will  be  for  bright  colors.     On  every  hand  is  shown 
Bannockburn  tweeds  with  a  variety  of  over  effects, 
stripes,  checks,  flakes  and  spots  and  a  number  of  lines  of 
this  nature  will  be  featured. 

Coi'onation  colors  iiave  developed  and  are  every  man's 
opinion.  No  two  men  talk  tlie  same  coronation  colors. 
While  the  coronation  shade  proper  is  "blood  red,"  there 
are  a  tliousand  samples  and  innovations  shown,  liinting 
at  and  called  "coronation"  tweeds,  worsteds  and  effects. 
No  doubt,  goods  under  the  name  of  Coronation,  introduc- 
ing blues,  purples  and  similar  features,  will  be  largely 
sold,  and  it  is  evident  that  interwoven  red  will  be  the 
outstanding  and  prominent  note,  as  far  as  evidenced  by 
samples  for  Fall. 

Tweeds  are  called  for  better  sale,  as  compared  with 
the  selling  during  the  present  Spring.  It  is  stated  that 
actual  sales  have  not  been  in  keeping  with  the  general 
talk,  but  that  tweeds  will  assume  a  prominent  position  in 
the  selections  of  fall  lines  by  the  retailers. 

However,  fancy  worsteds  will  undoubtedly  comprise 
seventy-five  per  cent,  of  the  business  done. 

Many  of  the  worsteds  for  fall  are  similar  in  styles  to 
tweeds,  and  are  essentially  worsteds  in  tweed  effects,  but 
consumers  are  taking  and  prefer  smooth  finislies,  border- 
ing on   tweed  patterns. 


Browns  in  a  variety  of  shades  will  be  the  keynote. 
A  percentage  of  greys  will  take  well,  and  several  of  the 
novelty  shades  are  bound  to  prove  popular.  Blues  also 
will  be  in  evidence,  owing  to  the  ever  popular  and  staple 
nature  of  tlie  different  shades,  and  will  introduce  faint 
wliite  or  pencil  stripes,  as  well. 

® 

New  Overcoatmgs  and  Ulslerings. 

Last  season  the  sale  of  Ulsters  or  Varsity  coats  was 
very  marked,  and  wliile  the  sale  was  more  in  quietish 
dark  patterns,  tlie  ranges  sliown  and  samples  to  be  seen 
this  season  include  some  very  high  color  stuffs  for  the 
making  of  these  garments. 

Heavy  Scotch  tweeds  with  tartan  plaid  back  and  I'e- 
versibles,  will  be  shown  in  goods  suitable.  Soft  duffle 
fiiezes,  particularlj'  in  a  variety  of  grey,  in  some  cases 
with  a  little  color  interwoven,  ai-e  shown.  Soft  fluffy 
overcoatings  and  boucle  effects  are  undoubtedly  slated 
for  a  run  and  ultimate  demand  will  feature  warmth  with- 
out weiglit.  Orey  ciieviots  will  also  prove  a  strong  feat- 
ure. 

Colors  explicitly  stated  are  principally  new  shades  of 
browns,  mixtures  of  browns  and  black,  and  a  percentage 
of  greys  being  represented.  People  who  are  tired  of 
black  and  do  not  wish  too  pronounced  a  change, 
will  take  grey,  and  in  the  cheviot  fiiiisli  and  smooth  cloths, 
browns  will  be  well  taken  as  compared  with  the  dressier 
black. 

Prices  will  be  very  much  as  in  last  season's  quota- 
tions, although  wholesale  buyers  have  been  asked  to  i)ay 
small  advances.     Prices  are  still  holding  verv  firm. 


NoveUy  oveicoatiiins  for  K.iU.  shovvmif  reversible.  di;)Kotial.  hcrriiisbone  and   bond*  cflects.      Warmth,  without  weiaht 
is  to  be  a  feature  next  season.     Samples  from  Nesbit  &  Auld,  Toronto. 
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Stop! 

The  Abuse  of  Merchandise 
The   Waste  of  Floor  Space 
The  Dissipation  of  Selling  Force 
The  Misapplication  of  Energy 


Many  leading  merchants  in  both  the  United 
States  and  Canada  have  learned  that  it  pays  to  con- 
serve floor  space  and  selling  space. 

May  we  show  you,  Mr.  Merchant,  how  the 

*'New  Way"  Crystal  Wardrobe 

by  decreasing  your  selling  expenses  will  increase  your  profit? 

By  installing  '-New  Way"  Wardrobes,  you  can  increase  the  variety  of 
the  stock  you  are  handling  to  a  very  large  extent,  and  you  can  display  it  better, 
keep  it  unsoiled  and  uncreased,  and  always  easy  of  access.  Cuts  show  the  "Xew 
Way"  open  and  closed.  Note  that  when  the  "New  Way"  is  open  the  garments 
don't  block  selling  space. 

Get  full  details  on  this  proposition.  Catalogue  "D"  gives  particulars. 
Send  for  a  copy  TO-DAY. 

Jones  Bros.  (£L  Co-,  Limited 


WARDROBE  MAKERS 


29-31  Adelaide  Street  West, 


Toronto,  Ont. 
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THE 

DEACON 

SHIRT 


Our  Travellers  are  now  out 
with  samples  for  Fall  1911. 

Our  line  comprises  the  largest 
assortment  of  Outing  and 
Working  Shirts  for  men  and 
boys,  made  of  the  best  wear- 
resisting  cloths. 

Don't  fail  to  see  our  range 


The  Deacon  Shirt  Co. 

Belleville,  Ontario 


i 


FOR 

OUTING  USE 

AND 

HARD  WEAR 


"KING  EDWARD" 

SUSPENDERS 
Retail  30^^"^^ 


Easily  the  best  value  in  suspenders.  The  comtort- 
promoting  construction  and  excellent  finish  of  "  King 
Kdward  ''   Suspenders  malce  them   very  rapid  sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


An   Expansion  That   Paid 

How    a     Son's    Initiative     Increased     What     Had 

Previously  Been  One  Line  Business  — Started 

From  Order  for  Collars. 

Hundreds  of  young  men  all  over  Canada  have  learned 
their  trade  in  the  stores  established  by  their  fathers. 
Probably  in  their  energetic  ambition  to  enlarge  the  busi- 
ness they  consider  the  advisability  of  introducing  a  new- 
line  on  their  own  account. 

Opposition  in  some  cases  may  be  marked,  and  many 
objections  may  be  raised  that  combined  lines  do  not 
work  well  together,  and  that  the  business  maintained  by 
the  father  is  satisfactory  as  it  stands. 

Many  men  appreciate  the  efforts  of  the  younger  ele- 
ment and  are  only  too  glad  to  allow  their  sons  to  add 
lines,  as  they  show  ability  to  handle  them  on  their  own 
account. 

Cases  are  cited  every  day  and  one  in  particular,  that 
of  a  young  man  and  his  advent  and  start  into  the  busi- 
ness, is  noted.  He  is  situated  in  a  store  not  twenty 
miles  from  Toronto,  and  his  experience  is  told  concisely 
by  himself.  His  father  was  a  merchant  tailor  and  the 
son  was  working  with  the  father,  doing  whatever  he 
could  for  the  bettering  of  the  business. 

Opportunities  for  adding  a  men's  furnishing  depart- 
ment to  the  store  became  more  and  more  evident,  and 
although  the  father  laughed  at  the  idea  the  notion  of 
enlarging  the  business  or  going  into  business  on  his  own 
account  grew  stronger  and  stronger,  as  the  possibilities 
became  apparent. 

The  beginning  was  made  when  a  traveler  called  to 
sell  a  line  of  collars.  Being  a  clothier  the  father  natur- 
ally objected  that  his  experience  told  him  that  clothing 
and  furni.shings  would  never  do  well  together.  The  up- 
.shot  of  the  matter,  however,  after  a  talk  between  the 
young  man  and  the  traveler,  was  that  an  order  for  col- 
lars was  placed  and  the  young  man  was  started  in  busi- 
ness on  his  own   behalf. 

It  is  needless  to  say  that  collars  were  the  main 
theme  and  that  this  young  business  man  talked  collars  to 
everyone  he  met.  Success  was  forthcoming,  however, 
and  from  time  to  time,  as  experience  was  gained,  better 
methods  noted  and  more  money  available,  hats,  caps, 
shirts  and  kindred  lines  Merc  added.  Slowly  and  surely, 
buying  as  little  of  each  size  of  any  line  as  possible, 
noting  how  it  sold  and  adding  well  known  advertised 
lines,   ihe  road   led  to  ultimate  success. 

All  the  show  cards,  advertising  matter  and  informa- 
tidii  that  manufacturing  firms  send  with  their  lines  were 
used  for  display  and  distribution  to  the  class  of  custom- 
ers it  was  desired  to  reach. 

\n  instance  to  show  what  the  prospects  and  to  illus- 
trate how  trade  can  be  worked  up  in  this  manner  is 
also  cited  This  young  man  secured  the  agency  for  a 
line  (if  overalls  that  had  been  carried  by  an  opposition 
store,  whose  sales  amounted  to  about  ninety  dollars  in 
six  months  on  this  particular  line.  Strenuous  merchand's- 
ing,  lots  of  talking,  enthusiasm,  demonstration  and  ex- 
planation of  the  differences  in  workmanship,  of  superior 
values  offered  and  of  the  many  merits  of  the  line  handled 
resulted  in  corresponding  sales  Orders  and  repeats  for 
(\v(i  months  since  Cliristmas  amounted  to  nearly  three 
hundred  dollars  and  were  placed  at  three  dilTorent  times 
Other  lines  have  been  handled,  quite  as  successfully  and 
similar  methods  have  been  adopted  and  used  in  many 
other  instances. 
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No  More  Torn  Collars  for  Those  Customers 
Who   Are  Wearing 

"Challenge"  Brand 

WATERPROOF 

COLLARS  and  CUFFS 


They  never  wear  rough,  and  will  not  wilt  or 
crack.  The  annoying  splitting  of  button 
holes  is  unknown  to  w^earers  of  "Challenge" 
Brand,   and  laundry  bills  are  eliminated. 

"  Challenge "  Collars  will  sell  to  your  most 
particular  customer  because  they  cannot  be 
distinguished  from  the  linen  collar  he  has 
always  used.  And  they  will  not  turn  color 
or  smell  unpleasantly. 

Made  in  all  the  up-to-date  styles,  sizes  and 
shapes. 

Give  this  line  the  prominence  it  deserves.  It 
will  surely  influence  a  further  volume  of 
desirable  trade  to  your  store. 


The  Arlington  Co.  of  Canada 

TORONTO 


LIMITED 

54-64  Fraser  Ave., 


STOCK  CARRIED  BY  FOLLOWING  AGENTS: 

ONTARIO     J.  Chanler  &  Co..  Toronto:    EASTERN— Duncan  Bell.  Montreal 
W^ESTERN-R.  J.  Ouigley.  212   Hammond    Blsck.  Winnipeg. 


THERE'S  NOTHING 
BETTER  THAN 


You  must 

have 

"Cravenette" 

Shower -proofs 

for  wet 

weather ; 

they  are 

waterproof 

and  hygienic 

because 

porous. 


Rec°  Trade  Mark 
proofed  by 


You   can  wear 

them  for 

fine  weather, 

because 

they  are 

smart  and 

fashionable. 

Dust-proof 

as  well  as 

shower-proof. 


TO     BE     OBTAINED     FROM     ALL     LEADING     DRAPERS 

IN  CASE  OF  ANY  DIFFICULTY,  PLEASE  WRITE  TO 

The  CRAVENETTECO.,LTD.,  BRADFORD,  YORKSHIRE 


FacBiniile  of  stamp  on  back 
of  Genuine  '^oods. 
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How  to  Produce  Effective  Show  Cards  for  Easter 

The  Projecting  Card  is  a  Popular  Feature  White  Card  With  Touch  of 
Color  very  Appropriate  Use  of  Water  Colors  for  Decorative  Work  —  The 
Correction  of  Errors 

(By  J.  C.  F.dwards.  willi  W.  A.  Crcssman,  Peterboro) 


Sl'KEDING   along   any   railway   line   your   attention  men's  clothing   stores  ?    Only    this  :    We  are   featuring   in 

is  constantly  being  attracted  to  the  large  adver-  this  article  the  pulling  power  of  cards  made  in  precisely 

tising   boards   on   all   sides  ;   here   it   is   the  only  'he  same  style  as  those  signs. 

Hour   worth    using,    there   it   is   finest  hat   in     thu  The  decorative  part  of  the  card  is  made  so    that  part 

world  and  everywhere  you  sec  them  ;  all  striving  to  rivet  I'l    it   comes  near   the  edi^e  oi    the  card   surface  and     then 
your  attention  and  make  you   remember  what  you  saw. 
^■(lll,    upon    rccalliii'j;    sninc    cif    Ihcin    speak   (M'    Ihiiik     nf 


Easter    Show    Cards    showing   projected    tigvires. 

the  one   you   saw    with    the   bi.i;  hat   sitting  out  sei)arately 
from   the  rest  of   the  sign,   you  remember  it  because  you 
noted   the  oddity   and   the  originality   of   the  idea  and   as 
a    result    the    contents    of    the  ad.     or    perhaps    only     the 
name  has  been  riveted  on  your  niimi. 

That's  good  advertising,   is  it  not  ?    Well,    what     has 
Ihat  to  do   with    Raster   show   cards   for   drv    snoods   and 


Show  Cards  that   will  add    to    the    appropriate    appearance    of 
the    Easter  window. 

the  card  is  cut  down  leaving  part  of  the  decoration   pro- 
truding beyond  the  main  part  of  the  card. 

The  Protuding  Decoration. 
As  will  be  noticed  in  the  accompaiu  ing  cards  this  idea 
has   been   carried   out   in   them   all — each  card   being  suit- 
ably  decorated    for   I-"aster   use.    Tlie   rabbit,    the   violets. 
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In  Europe  Tor  Novelties 


OUR  Mr  Sword  is  now  in  Europe,  calling  upon  the  fore- 
most manufacturers  of  neckwear  silks,  in  quest  of  high 
grade  novelties  for  the  Fall  and  holiday  trade,  nineteen-eleven. 


Send 

for 

an 

assortment 

of 

this 

novelty. 

Quarter 
dozen 
to 
color. 


The  Thunderer 

■ 

One  of  our  many  new 
ideas    for    Spring    and 
Summer  wear.  Frosted 
ground  in  12  combina- 
tions; also  in  Surah 
ground,  18  com- 
binations. 

Price,  $4.50  per  doz. 


% 


The  Sword   Neckwear  Company,  Limited,   Toronto 


®: 
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Finest  Ran^e  of  bnirts,  rlos- 
lery  and  Unaerwear  for  Fall 


Travellers 

calling 

hetween 

ISth  9y[arch 

ana 

1st  A^n'l. 


No.  382!  2 


Van    Allen    Mfg.    Company 
HAMILTON  ONTARIO 


Important  Trade 
Announcement 

MKSSRS.  M.  JOSS  &  LOWKNSTEIN,  of  Prague,  Aust  ia. 


Manufaclurers 

of  the 

celfbra  rd 


Collars, 
Cuffs 

and 

v<^/     Shirts, 


Hliicli  liii\«'  Ix'eii  sold  ill  tliis  coiiiitry  through  a 
wholesale  iiieil iiiiii.  for  (he  hist  fifteen  .vears,  beg 
lo  iiiforin  voii  (hat  they  have  deiiiled  (o  aholish 
(his  policy  and  intend  (<>  sell  (heir  kooiIs  for  the 
lu(ur<-.  direct  (o  the  relail  (raile  in  Canada.  This 
mode  of  doinc  ImsineKs.  sellint;:  our  Koods  direct 
from  factory  and  therehy  pa.vins  personal  a((en- 
(ion  to  (he  sale  will  enalile  us  (o  dislrihute  our 
Kooils  in  every  wa.v  on  a  more  salisfaclory  basis, 
as  I.eepinK  our  slock  in  a  most  perfect  condition 
as  to  si/es.  styles.  e(c.,  and  tlieroby  give  satis- 
faction  all    round. 


Our    stock    will    be   kept    from   be; 
under  the  mauaKcnien(   of 


uiiin);  of  >Iay 


GEORGE  LIVINGSTON 

28  Wellington  St.  West  Toronto 

and    if   in    the   meaiHime   you   would    favor   us   with 
your  ••s(eeined   import  orders  as  in   the  pas(.  (o  l>e 

i>i':i.ivi-:Ki:i>    DiuKcr     ikom    i  actokv,    k 

would   he  very   much  ap|>recia(ed   and  llnd   prompt 
adendon. 


the  Easter  lily,  the  egg  and  the  chicken  are  all  symbolic 
of  the  Eastertide. 

In  every  case  the  decoration  was  made  by  hand,  with 
the  one  exception,  of  the  figure  in  No.  5,  which  was  cut 
out  and  pasted  on  in  such  a  way  as  to  give  it  the  ap- 
pearance of  just  coming  out   of  the  shell. 

To  the  non-professional  card-writer,  the  forming  of 
the  two  parts  of  the  broken  egg  to  correspond  might 
cause  considerable  trouble,  but  this  is  very  simple  if  the 
egg  is  drafted  out  on  a  piece  of  paper  first,  then  the 
paper  tut  in  two  in  a  zig-zag  manner,  about  the  way  an 
egg  would  be  broken  ;  these  two  pieces  may  be  placed  in 
any  position  desired  and  yet  they  will  be  perfectly  true. 
Some  of  these  cards,  while  they  are  intended  for  Easter 
may  be  used  for  Spring  opening  as  well,  providing  the 
right  inscription  is  used. 

Easter  Cards  Described. 

Take  for  instance  Nos.  3  and  4,  No.  .3  shows  a  couple 
of  hand-painted  tulips,  crude  indeed,  but  very  eftective  in 
the  col(jrs  used — yellow  and  two-tone  red  ;  the  inscription 
is  in  plain  brush  stroke  Roman  with  a  light  shade  of 
green  ;  No.  1  shows  an  eccentric  form  of  decorating,  but 
entirely  suitable  for  the  Easter  season. 

The  inscription  "Natty  Cravats"  is  a  brush  stroke 
gothic  or  block  letter,  with  a  light  shade.  "Early  ar- 
rivals" is  written  with  the  flat  brush  in  the  slant  style. 

Every  card  writer,  of  course,  has  his  own  peculiari- 
ties, or  eccentricities,  which  he  is  known  by — an  odd 
letter,  a  peculiar  form  of  decoration  which  it  seems  hard 
to  break  away  from.  You  will  notice  in  card  No.  fi  the  let- 
ter "g"  in  "Togs."  This  is  one  of  our  eccentric  letters  and 
we  have  many.  In  this  same  card  the  decoration  is 
rather  unusual  and  very  striking  in  its  natural  color 
which  of  course  does  not  reproduce.  The  chicken  is  yel- 
low, shaded  with  a  darker  shade  of  yellow  or  tan,  the 
egg  is  white,   shaded  with  black. 

Painting  of  Flowers. 

To  the  amateur,  the  painting  of  flowers,  etc.,  might 
seem  very  liard  and  almost  impossible  to  him,  but  this 
is  very  simple  if  he  can  draw  at  all,  for  there  are  hun- 
dreds of  pictures  in  magazines,  newspapers,  etc.,  which 
will  help  out  and  then  the  picture  postal  is  a  winner, 
especially  for  floral  designs,  and  suggestions  such  as  in 
cards  4,  3,  1  and  2.  No  one  need  be  stuck  for  valuable 
ideas  with  so  many  good  trade  journals,  etc.,  available. 
We  always  think  that  the  white  card  with  a  touch  of 
color  is  most  appropriate  for  Easter. 

All  the  decorative  work  on  these  cards  was  done  with 
water  colors  and  one  of  my  lettering  brushes  which  goes 
to  show  that  the  young  card  writer  is  not  under  the 
necessity  of  supplying  himself  with  an  expensive  air- 
brush. One  or  two  lessons  in  using  wash  water  colors 
will  suffice  to  place  a  card-writer  in  a  position  to  do 
effective  illuminating  of  his  cards  when  he  finds  it  neces- 
sary. 

Correcting  Errors. 

The  correction  of  errors  is  as  much  of  an  art  in  card- 
writing  almost   as  the  card-writing  itself. 

Perhaps  you  have  spent  some  time  in  making  a  card 
and  just  as  you  are  finishing  it  you  leave  out  a  letter  in 
a  word.  Now,  if  you  are  not  wise  how  to  alter  it  you 
have  wasted  a  lot  of  valuable  time,  to  say  nothing  of  the 
vexation  you  feel  toward  yourself  for  being  stupid 
Glance  at  card  No.  1  and  see  if  you  can  detect  a  correc- 
tion The  last  E  was  left  out  of  the  word  Easter,  and 
had  to  be  inserted  or  the  whole  card  wasted  This  was 
done,     however,     and    the   defect     can  hardlv   be   noticed 


Why  I  Am  Still  an  Underling  After  40  Years  in  Business 

The    Story   of    a    Man    Who   Tried    and     Failed     and     Has    the     Courage     to 

Admit    It  —  The     Biggest,    Hardest    Fight,    he    Says,    is    the     Fight    Against 

One's    Self  —  His    Is   Not   a   Different   Case. 

From  Business  and  The  Book-keeper. 


FORTY  years  ago  I  began  my  career  as  a  clerk.  I 
am  still  a  clerk.  The  job  I  hold  in  a  men's  fur- 
nishing store  came  to  me  as  the  result  of  a 
favor  I  performed  for  the  proprietor  when  we 
were  both  of  us  young  men.    It  nets  me  $15  a  week. 

In  spite  of  the  meagerness  of  these  earnings  I  am 
quite  content  with  my  lot.  If  I  can  only  hold  my  po- 
sition I  shall  be  satisfied.  At  my  time  of  life  a  man  can- 
not hope  to  rise.  I  have  had  my  chance.  There  is  left 
to  me  simply  the  hope  of  keeping  my  job. 

And  yet,  even  while  I  admit  it,  I  realized  that  that 
is  the  trouble  with  me,  as  it  is  with  many  men.  A  man 
can  no  more  go  forward  without  ambition  than  can  an 
engine  without  wheels.  The  man  who  stagnates  is  a 
failure. 

Success  comes  within  the  grasp  of  every  man  at  least 
once  during  his  life.  To  most  it  extends  its  opportun- 
ities again  and  again.  A  man's  final  rating  in  life  from 
the  standpoint  of  success,  depends  entirely  upon  how  he 
acts  when  these  crises  arise.  A  failure  is  simply  one 
who,  when  the  crucial  moments  came,  went  out  to  meet 
success  and  lost  his  way. 

My  Start  in  Business- 

I  began  with  one  of  the  biggest  retail  concerns  in  Chi- 
cago. A  young  man  just  starting  out  couldn't  have  ask- 
ed for  a  better  berth.  This  firm  had  the  idea  which  ac- 
tuated all  progressive  businesses — that  of  putting  the  best 
man  in  the  best  places  ;  of  utilizing  every  bit  of  brain 
power  in  its  employ  to  the  fullest  extent.  Clerks  were 
watched,  and,  in  proper  turn,  promoted  to  be  department 
buyers  or  managers. 

I  was  young  in  those  days  and  hadn't  begun  to  lose 
my  ambition.  I  threw  every  bit  of  the  zeal  of  enthus- 
iastic youth  into  my  work  and,  because  I  backed  up  that 
zeal  with  a  little  more  than  average  ability,  I  speedily 
attracted  attention.  Worth  is  always  noticed  sooner  or 
later,  and  rewarded  in  proportion  to  its  volume.  If  a 
man  ever  tells  you  luck  kept  him  down,  you  can  be  cer- 
tain something  is  the  matter  with  him.  Luck  is  merely 
the  name  lazy  people  give  to  their  mistakes. 

It  was  not  long  before  I  was  assisting  the  buyer  of 
my  department  and  was  next  in  line  for  promotion.  It 
was  during  this  period  that  I  met  the  man  for  whom  T 
am  now  working.  He  was  a  struggling  salesman  then, 
with  prospects  not  so  bright  as  my  own.  I  liked  him 
and  pushed  his  goods.  It  was  really  through  my  efforts 
that  he  got  his  start  in  life.  Years  afterward,  when  I 
was  down  and  out,  I  went  to  him  and  he  gave  me  the 
position  I  now  hold.  It  was  a  case  of  the  bread  upon  the 
waters  being  returned.  The  bread  so  cast  always  is  re- 
turned, too.  If  more  young  men  starting  in  would  get 
hold  of  that  fact,  take  it  home  to  themselves  and  never 
let  go  of  it,  there  would  be  less  failures.  Failures 
are  the  men  who  put  mould  on  the  water  and  then  sit 
down  to  await  the  return  of  pound  cake.  That  sort  of 
thing  doesn't  happen. 

I  stayed  with  that  Chica°:o  concern  six  vears.  The 
last  year,  however,  was  a  very  uncomfortable  one 
Everybody  there  realized  mv  earnestness  and  abilitv— in- 
ctuding  the  manager  of  my  department.  He  called  it 
"over  officiousness,"  however.  He  was  somewhat  jealous, 
and  feared  T  might  cet  his  position  from  him.  Occasion- 
ally eminently  little  men  of  that  stamp  will  strav  into 
positions  of  authority  ;  but  they  rarely  last  long.    I  had 


not  then  learned,  however,  to  let  insults  from  my  super- 
iors pass  unnoticed  when  resenting  them  did  no  good.  I 
chafed  under  the  constant  restrictions  and  unpleasant- 
nesses which  this  man  contrived  to  thrust  in  my  path. 
I  grew  restless  and  dissatisfied,  and  began  to  take  less 
interest  in  my  work.  I  was  foolish  enough  to  think  that 
my  interest  wouldn't  help  them.  It  was  the  first  indica- 
tion that,  despite  what  ability  I  possessed,  I  was  not  a 
"sticker" — one  of  the  most  important  things  in  the  world 
to  be.  Youth,  however,  does  not  look  within,  and  I  laid 
all   the  blame   on   the   manager. 

The  First  Error  of  Judgment 

Another  Chicago  store— of  nowhere  near  the  size  or 
standing  of  the  one  I  was  with— heard  of  my  work  and 
of  my  dissatisfaction,  and  at  that  time  approached  me 
with  an  offer.  All  of  my  friends  with  whom  I  talked 
the  matter  over  advised  me  strongly  against  the  change, 
dwelling  at  length  upon  the  fact  that  I  stood  next  in  suc- 
cession to  promotion  to  the  department  managership. 

"Lots  of  chance  I  stand  to  get  that  with  him  there," 
I  returned.  "Or  maybe  you  want  me  to  wait  until  he 
dies.  Well,  he  looks  pretty  healthy  to  me."  And  nothing 
my  friends  could  say  served  to  shape  my  opinion.  I  ac- 
cepted the  offer,  even  though  the  place  brought  me  less 
money.  I  could  see  only  improved  opportunities  and  a 
certain   freedom. 

Within  a  year,  however,  the  error  of  my  course  was 
forcibly  brought  home  to  me.  My  old  department  man- 
ager left  the  firm.  His  place  went  to  the  man  who  had 
been  under  me,  but  had  shown  more  patience.  There  was 
1,  at  the  same  time,  making  less  money  than  I  had  been 
two  years  before. 

Here  were  six  years  wasted,  I  told  myself.  Six  years 
of  struggle  and  effort  and  ambition  thrown  away  through 
one  false  step  !  Had  I  known  more  I  would  have  under- 
stood that  no  work  is  ever  wasted,  that  every  effort  ex- 
pended inevitably  works  for  one's  benefit  and  advantage. 
But  it  takes  time  to  learn  that,  when  a  man  is  as  head- 
strong as  I  used  to  be. 

For  five  years  more  I  struggled  on— never  once  rising 
above  a  clerkship.  That  first  set-back  had  shown  up  still 
another  of  my  inherent  weaknesses  by  taking  the  heart 
out  of  me.  My  work  was  uniformly  listless  and  the 
springy  step,  the  eager  enthusiasm  which  had  drawn  the 
attention  of  my  first  employers,  were  lacking.  At  the 
end  of  the  five  years  I  was  frankly  and  admittedly  dis- 
couraged. 

I  became  restless  and  nervous.  I  went  from  one  po- 
sition to  another,  never  content  to  stay  long  in  any 
place.  That  sort  of  thing  does  not  make  for  advance- 
ment. It  is  not  the  man  who  does  some  one  brilliant 
thing  a  couple  of  times  a  year  who  wins.  It  is  the  man 
who  day  after  day,  month  after  month,  year  after  year, 
can  be  relied  upon  to  do  that  work  which  is  assigned 
him,  and  do  it  well.  That  man  need  never  be  dubious 
of  his  reward.  Success  is  his  own.  He  has  mastered  it. 
It  was  in  a  fla.sh  of  inspiration,  during  one  of  my  most 
flowncast  moments,  that  the  realization  of  this  fact  first 
dawned  upon  me.  Twenty-five  years  of  misdirected  effort 
— twentv-five  voars  of  fruitless  changes  because  promo- 
tion did  not  come  to  iiie  immediately — were  necessary  be- 
fore T  could  grasp  this  fact 

Rut  once  it  was  graven  upon  mv  mind,  I  felt  a  reviv- 
al of  youth  within  me,  a  sharp  quickening  of  ambition. 


138 


MEN'S    FURNISHER 


Dry  Goods  Review 


Getting  a  New  Grip  on  Myself. 


I  attached  mjseli  to  a  new  and  growing  firm,  and 
tiirevv  myself  into  tne  work  vvitli  the  buoyancy  of  old. 
Once  again  I  had  a  practical  demonstration  of  the  re- 
wards of  the  right  spirit.  To  be  sure,  I  was  still  nothing 
more  than  a  clerk,  but  I  was  a  good  one,  my  worth  was 
appreciated,  and  I  was  making  more  money  and  living 
better  than  I  had  ever  before  in  my  life  :  I  retained  this 
l)osition  three  years.  During  that  period  1  made  no  ef- 
fort to  save  money  or  husband  my  resources  in  any  way. 
Promotion  seemed  sure,  I  had  a  hard  struggle  behind,  and 
I  felt  that  I  had  earned  dearly  the  unstinted  enjoyment 
of  the  present  which  circumstances  held  out.  It  was 
ujcrely  another  illustration  of  my  want  of  sound,  fore- 
seeing judgment. 

The  crash  came  in  llie  Miird  year  Tiic  linn  failed. 
'I'hey  had  been  putting  on  a  "front"  in  an  efiort  to  draw 
business  which  the  volume  of  trade  did  not  warrant.  1, 
in  company  with  all  the  other  employes,  had  been  paid 
far  in  advance  of  the  normal  rates,  and  the  end  had  long 
b(X'n  inevitable.  With  the  exercise  of  a  little  common 
sense  I  might  have  guessed  it  long  before  and  made  pro- 
\ision  accordingly.     As  it  was  1  was  left  high  and  dry. 

Following  that  came  a  long  period  of  hardship  which 
1  sluill  not  dwell  upon.  It  w'as  my  own  fault  and  all 
part  of  the  game.  When  people  learn,  as  I  learned  then 
--or  thought  I  learned — that  there  can  be  no  act  without 
an  accompanying  effect,  which  will  be  good,  bad,  or  in- 
difl'erent  in  accordance  to  the  act  itself — when  people  learn' 
that   they'll   be  more  careful  of   their  acts. 

Losing  Out  to  Fate. 

It  took  me  a  long  while  to  get  another  jot).  In  be- 
tween were  sandwiched  all  the  privations,  hardships, 
misery,  suspense  and  worry  which  you've  heard  about  so 
often.  Rut  at  last  I  landed  well.  The  concern  was  a 
good  one  and  I  tried  to  pluck  up  courage  again  and 
show  my  old  speed.  I  thought  I'd  learned  my  lesson  and 
I  was  beginning  to  succeed  in  my  intent  when  another  ob- 
stacle presented  itself.  This  onstacle  was  the  son  of  a 
department  manager  who  was  put  aside  of  me  to  "grow 
up  with  the  firm." 

I  didn't  recogni/c  him  at  once  as  an  obstacle.  .Vt 
first  he  was  merely  an  annoyance.  It-  was  not  until 
goods  began  to  be  missed  from  the  department  and  I  was 
charged  to  ascertain  who  was  at  the  bottom  of  the 
tiiefts  that  I  perceived  he  was  an  obstacle.  For  he  had 
influence  behind  him,  and  it  didn't  take  me  very  long  to 
make  morally  certain  that   he  was  tlie  guilty  party. 

.\fter  a  time,  (me  evening  when  I'd  actually  seen  the 
boy  in  the  act  of  stuffing  things  in  his  pocket,  I  made  a 
re  ort  against  him.  I  was  warned  that  T  was  taking  a 
risk  in  i  lacng  the  accusat'on  there,  but  I  held  fnin  and 
insisted   that   the  young  chap  be  searched. 

He  was.  and  they  found  on  him — nothing  I  1  Icanu'd 
later  that  he  passed  the  goods  on  to  anolhev  clerk  who 
was  in    with   him. 

I  was  forced  to  apologize  to  the  boy — which  galled  me 
ixlrenu'U ,  1  nowiiin  as  I  did,  of  his  guilt  :  and  the  way 
he  looked  at  me  when  I  inaih'  m\  little  compulsory 
s])eech  left  no  doubt  that  we  were  to  l)e  swrn  enemies 
from  thai  time  forward.  Besides  tliat,  the  unproved 
charge  1  had  l)rought  had  been  the  means  of  putting  nu- 
in  bad  repute  with  the  other  clerks,  and  thenceforth  I  had 
anytiiing  but  a  pleasant  time.  I  experienced  the  feeling 
that  every  one  about  was  an  enemy,  and  that  I  was  be- 
ing constantly   watched. 

Still  I  (lid  not  give  \ii)  During  that  darkest  period  I 
had  saturated  my  mind  with  books  on  success  and  the 
basic  principles  of  salesmanshi])  and  business  and,  coupling 
these     with     the     lessons    of  my    own  experience,  I  was 


bringing  every  one  to  bear  on  my  lagging  laim.  I  can 
truly  say  that  at  this  particular  period  I  was  making  a 
good  fight. 

Then  one  night  as  I  was  leaving  the  store  the  super- 
intendent laid  a  heavy  hand  on  my  shoulder  and  drew  me 
into  his  private  office. 

"I've  been  told  that  you  are  systematically  stealing 
goods  from  his  house,"  he  said  sternly.  "I  don't  want 
to  make  any  unjust  charges,  but  in  defense  of  my  own  po- 
sition I  must  insist  on  searching  you." 

I  could  feel  my  face  pale  under  the  sudden  launching 
of  the  accusation.  The  house  detective  was  in  readiness 
and,  before  I  well  realized  the  import  of  this  sudden 
turn  of  affairs,  he  began  going  through  my  pockets.  P'rom 
my  overcoat  side  pocket  he  drew  out  a  half-dozen  neck- 
ties, some  silk  handkerchiefs  of  expensive  pattern,  and 
three  pairs  of  fancy  silk  hose  ! 

I  started  back  staggered,  speechless.  In  a  flash  I  re- 
alized that  the  boy  must  have  put  them  there  as  an  out- 
let for  his  ill-feeling.  But  one  look  at  the  two  stern 
faces  before  me  was  enough  to  show  how  futile  a  denial 
would  be. 

I  did  attempt  one,  though,  as  soon  as  I  was  capable 
of  sueech,  but  it  was  briefly  waved  aside.  I  was  dis- 
charged on  the  spot.  The  entire  force  knew  of  my  shame 
and  I  went  out  again  into  the  world,  after  all  my  strug- 
gle and  work,  already  beyond  the  age  desired — and  brand- 
ed a  thief. 

The  thieving  boy  responsible  for  my  plight  was  caught 
red-handed  in  a  burglary  a  short  while  later  and  sent  up 
to  the  penitentiary.  But  small  good  that  did  me.  The 
back-bone  of  my  spirit  was  broken — broken  beyond  all 
mending. 

The  Game  Got  Me  at  Last. 

And  now  I  know  that  that  was  merely  a  further  in- 
dication that  I  was  not  a  "sticker."  I  had  an  inner 
consciousness  of  innocence.  It  was  at  this  point  that  1 
should  have  gritted  my  teeth  and  fought  back  harder  than 
ever.  Every  man  meets  set-backs  in  the  course  of  his 
career.  Every  man  at  some  time  or  other,  runs  up 
against  a  great  big  business  tragedy. 

The  man  who's  worth  his  salt  is  the  man  who,  in 
spite  of  it  all,  squares  his  jaw  and — keeps  on.  That's  the 
only  kind  of  a  man  business  of  any  sort  has  use  for — the 
only  man  w'ho's  worthy  of  success — the  only  man  who 
ever  achieves  success.    I  see  it  now. 

It  was  at  this  crucial  period  that  I  again  met  the 
friend  of  my  youth  whose  goods  I  had  pushed  in  those 
long-ago,  rose-colored  days  which  were  gone.  I  told  him 
my  story,  and  got  the  job,  I  now  hold,  on  the  spot.  F.ven 
then  it  occurred  to  me  that,  had  I  ordered  my  life,  difKer- 
ently,  T  might  have  had  the  fruit  of  some  bigger,  better 
seeds  to  sustain  me  in  my  time  of  need. 

To-day,  I  am  looked  upon  by  my  neighbors  as  a  quiet, 
easy-going,  unrufTied  old  man  who  has  much  for  which  to 
be  thankful.  They  do  not  know  that  within  me  are  the 
aches  of  dead  hopes— dead  ambitions,  hindered  by  my  own 
witless  follies.  Tliat  is  the  tragedy  of  being  a  failure. 
One  must  forever  remain  a  living  monument  to  bis  own 
mistakes.  Xo  outside  source  can  make  a  failure  of  any 
man,   any   more   than  it  can   make  him  a  success. 

It  has  been  said  many  times  before,  but  it  can  bear 
unlimited  repetition — it  should  be  blazoned  forth  in  every 
olfiee  throughout  the  world,  and  repeated  over  and  over 
by  every  man  who  works  : 

"The  biggest,  hardest  fight  is  the  fight  against  one's 
self.  Once  the  sh(nteomings  from  within  have  been  con- 
quered, anything  which  the  world  may  send  can  be  con- 
(juered." 

That  is  the  lesson  of  my  experience.  It  is  the  law  of 
the  game. 
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Drij  Gnorh  TtevifiV! 


CASH 


(Enslish  Manufacture) 


'S 


Real  Poplin  Tubular  Neckwear 


(Pure  Silk  and  Wool) 


made  in  narrow  four-in-hands,  also  1^  inch  loom  shaped 
four-in-hands.  Shown  in  66  solid  shades  and  large  variety 
of  fancy  patterns. 

CASH'' 


(English  Manufacture) 


Fine   Cotton   Tubular  Neckwear 

Sample    cards    show   over    500  colors  and    patterns. 
Prices  range  from  90c.  per  doz.  up,  laid  down  Montreal. 


J.  ca  J.  CASH,  Limited 

100  Chestnut  St ,     South  Norwalk,  Conn,,  U.S.A. 


Send  for  Sample  Cards  and  Infor- 
mation to  our  Montreal  Office,  301 
St.  James  St.,  Room  42,  or  Toronto 
Agent,  Wallace  Mclntyre,  Empire 
BIdg.,  64  Wellington  St.  West, 
Toronto. 

British  Columbia  Agent.  H.  A.  J. 
Chapman,  Box  448,  Victoria,  B.C. 


Boys'  Big  Bloomer  Pants 


.  iv-{  ft  l'  v  3 


"  ihe  Ja.ckson  Bloomer" 
LION  BRAND 


Our  stock  is  in 
good  shape  for 
prompt  attention 
to  mail  orders. 

Prices  from 

$6.00 

to 

$18.00 

per  dozen. 

All  correct  patterns 

Prices  from 
$2.25 

to 
$6.00 

per  dozen 

for  Khaki,  Gala- 
tea and  White 
Duck  Boys' Over- 
alls in  Black, 
Blue  and  Khaki. 


The  Jackson  Mfg.  Co.,  Clmton 

With  factories  at  Clinton,  Goderich  and  Ex«ter 


These 
Four 
Books 
Free 

Add  these  book- 
lets to  your  ref- 
erence books 
on  the  store. 
They  are  full  of 
interesting  in- 
formation on 
how  to  prepare 
yourself  for  the 
store's 

Advertising 

Window 
Trimming 

and 

Card 

Writing 

All  instructions 
in  the  Koester 
Schoolisperson- 
al  instruction, 
by  the  very  best 
known  men 

.Positions  are  easily  secured  for'all  graduates,  because  there 

is   a   steady   demand    for    good    advertising    men,    window 

^trimmers  and  card  writers. 

Write  for  these  booklets  to-day — FREE 

THE  KOESTER  SCHOOL   "chicago.Tll" 
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Stimulate  Inactive  Accounts 

Plan  in   Which    Advertising,  Sales  and    Book- 

Keeping  Departments  can  Work  Together 

With  Good  Effect 

MANY  concerns  at  one  time  or  another,  writes  L. 
F.  Hussey  in  the  Trade  Outlook,  have  used  the 
old  plan  of  sending  statements  to  all  the  cus- 
tomers on  the  books;  the  debtors  getting  the 
figures  of  their  indebtedness  and  a  request  to  remit,  and 
the  others  (those  who  have  not  purchased  within  a  given 
period)  getting  statements  bearing  only  the  phrase 
"Statement  of  yonr  account — 0 — Why?" — or  words  to 
tliat  effect. 

That  scheme  has  worked  well  for  many  wlio  have  tried 
if,  l)ut  its  weakness  is  that  it  can  be  used  with  effect  but 
once  or  perhaps  at  long  intervals.  Succeeding  repetitions 
dull  the  point. 

But  the  idea  in  the  sclieiuc  can  be  elaborated  so  tlial 
it  can  be  used  every  month  and  its  effectiveness  will  l)c 
limited  only  by  the  ability  in  the  sales  department;  and 
it  is  worth  using  regularly  on  the  principle  of  "the  bird 
in  the  hand — , "  for  the  regular  customers  are  the  founda- 
tion stones  of  tlie  business  and  must  be  kept  actively  con- 
nected with  it,  wliile  prospective  customers  are  being 
cultivated. 

Statement  and  Envelope  File. 

Suppose,  then,  that  we  start  a  statement  and  envelope 
file  foi'  the  equal  use  of  tlie  bookkeeping  department  and 
the  sales  department.  If  tlie  house  has  an  addressing 
machine,  its  use  will  make  the  work  very  simple.  In  the 
first  place,  a  set  of  guide  cards  is  made  out  cxactlN  lii<i' 
tlie  alphbetical  or  numerical  tabs  or  guides  on  the  books. 

Then,  before  the  ne.xt  time  of  issuing  statements,  the 
office  boy  can  address  on  the  machine  one  billhead  and 
one  envelope  to  every  customer  on  the  books,  and  put 
both   together  in   flieir   pni])cr  ])hice   in   the   file. 

When  the  end  of  the  inoiith  conies,  the  bookkeeper 
or; his  assistant  can  run  rapidly  through  the  file,  using  his 
books  to  parallel,  and  write  on  each  billhead  the  figures 
of  indel)tedness,  taking  out  the  statements  and  envelopes 
of  the  debtors  as  he  goes  ah  nig.  When  these  are  mailed 
there  are  left  in  the  lile  the  blank  statements  of  those 
customers  who  iiave  mil    purcliased. 

As  new  billheads  and  euveloiies  can  be  imraediatelv 
made  out  to  replace  those  mailed,  it  may  be  pointed  out 
in  passing  that  if  this  procedure  is  carried  (lirougli  inuith 


by   month,   there   is   a   goodly   saving  of   time   and   labor 
right  here  in  the  bookkeeping  department. 

But  just  as  soon  as  the  bookkeepers  have  taken  out 
the  statements  of  the  indebted  customers  and  before  they 
are  replaced  by  new  ones  for  the  next  month,  the  file 
should  have  the  attention  of  the  sales  department. 

Where  Salesmanship  Comes  In. 

A  strong  letter,  courteous,  but  brimful  of  applied  sales- 
manship, should  be  sent  to  all  those  customers  whose 
blank  statements  remaining  in  the  Hie  show  that  they  have 
purchased  nothing.  This  letter  should  make  it  plain  to 
each  recipient  that  the  house  is  interested  in  him  and 
in  his  business. 


Displny  of   Full   Dress  Accessories  by  Reg.  Brown. 
Cressm.in's  Toggery  Shop.  Peterboro. 

V.i\i-\\  of  these  custouiers  should  l)e  made  to  feel  that 
lii^  a<-('oniit  is  \aliH'(1  ami  that  the  house  is  anxious  to 
lia\e  a  tdoser  rel-it  ioii--hi|).  The  leltcr  should  ask  the  cus- 
toincr   to   lell  Jast    wh_\'    lie   has   not    purchased   and   should 


Suggested  units  for  a  men's  window.      The   large   central  figure   feature    shirting    fabrics.      These  may  be  draped  over  a 

T    stand.      The    grouping    of    canes,   handkerchiefs  and    neckwear  may   be   supported  by    a    straight   stand.      Drawn   by 

E.  P,  Burns,  1st  assistant  trimmer,  Robert  Simpson  Co.,  Toronto. 
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suggest  a  willingness  to  help  him  if  he  will  tell  why  he 
finds  it  difficult  or  seemingly  impossible  to  sell  or  use  the 
goods. 

Specific  Reasons  Drawn  Out. 

And  right  here  is  the  main  point  of  the  letter.  Nomin- 
ally, it  is  written  to  stimulate  sluggisli  trade  to  activity, 
hilt  it  can  be  made  to  do  more.  Properly  written,  it  can 
!)('  made  to  draw  fortii  sjjecific  reasons  for  the  falliiit; 
oir  of  the  purchasers.  These  reasons  may  vary  witii  dif- 
iorent  sections  of  tiie  country,  but  no  matter  what  tlicy 
are  nor  how  they  differ  they  furnish  dolinitc  points  of  at- 
tack for  the  sales  department. 

If  the  goods  are  unsatisfactory  or  defective  the  sales 
department  can  put  it  up  to  tiie  production  department  : 
if  the  demand  has  fallen  off,  the  advertising  department 
can  start  revival  measures;  and  between  tiie  united  el- 
forts  of  tiie  three  departments  business  is  bound  to  pici< 
up. 

The  inactive  customers  will  tiiul  no  reason  left  tluMi 
for  I'emaining  inactive,  and  tiie  liouse  can  mal^e  the  in- 
formation it  gets  in  this  way  act  as  a  preventive  against 
repetition  of  sucli  conditions,  and  tliere  will  be  less  need 
of  curative  measures. 

Variety  in  Letters. 

It  goes  without  saying  that  an  entirely  new  and  dif- 
ferent letter  should  be  sent  to  tiie  inactive  list  eacii 
month ;  and  if  neeessai-y,  of  course,  it  can  be  followed  by 
one  or  two  more  letters,  according  to  the  regular  follow-up 
system  of  the  house. 

In  concerns  of  small  or  moderate  size,  wliere  tlio  list 
of  inactive  customers  month  to  month  is  not 
too  large  for  the  stenographer  force  to  handle, 
the  letters  sent  to  tliose  customers  by  the  sales 
department  should  be  individually  typed  from  name  and 
salutation  to  complimentary  close  and  then  signed;  malt- 
ing each  letter  a  genuine  jiersonal  communication.  But 
J'or  a  large  concern,  it  is  easier  and  clieaper  to  use  letters 
produced  by  one  of  the  good  duplicating  processes. 

ill  tlie  latter  case  I  sliould  spend  no  time  or  money  in 
attempting  to  fill  in  individual  names  and  addresses. 
i  siiould  put  my  best  effort  into  malting  tlie  letter  so 
liumanly  interesting  that  it  would  be  read  for  what  tiiere 
was  in  it;  not  merely  because  it  boi'e  tlie  recipient's  name 
and   address. 

A  Powerful  Factor  for  Making  Sales. 

Such  a  i)lan  as  1  lia\'e  oiilliued  iiero  it;'  thoroughly 
followed  out  from  month  to  moiitli  is  certain  to  Ije  a 
p.iwerful  factor  in  stimulating  sales.  And  it  lias  tlie 
double  advantage  of  lightening  the  worl<  of  the  boolil^eep- 
iiig  department  at  its  busiest  time,  wliile  it  gives  vantage 
giouiid  from  wliicli  the  sales  department  can  do  most 
effective   worlv. 

It  is,  furthermore,  equally  practicable  for  large  and 
small  concerns  and  can  be  modified  and  adapted  to  suit 
varying  business  methods  and  requirements.  Running 
the  file  is  a  simple  task,  as  new  envelopes  and  statements 
can  be  quickly  addressed  and  inserted  in  the  places  from 
wliicli  active  customers'  statements  were  taken  the  preced- 
ing month.  This  can  be  done  as  soon  as  tlie  sales  de- 
pailnieut  gels  the  list  of  inactive  customers  of  the  pre- 
ceding month. 

The  envelopes  and  statements  addressed  to  inactive 
cuslomcrs  are,  of  course,  not  taken  out  of  tlie  file  until 
I  hey  are  mailed  out,  with  figures,  in  the  regular  way — • 
until  they   become  active,  in  short. 

It's  up  In  llie  sales  dcparlinenl   |o  uct   those  blank  state- 
ments to  bear  ligiires. 


Is  Style  the  Great  Factor? 

That  style,  rather  than  intrinsic  value  is  sometimes 
a  determining  factor  in  the  salability  of  men's  and  boys' 
clothing  is  being  demonstrated  frequently  these  days  in 
the  warerooms  of  the  large  manufacturers.  One  of  the 
latter  pointed  out  to  The  Review  recently  that  a  man 
"from  the  north  country,"  actually  turned  down  a  special 
offering  in  staple  styles  of  boys'  good,  smooth  worsted 
suits  for  a  cheaper  line  which  had  one  or  two  little  extra 
touches  to  them. 

The  merchant  pointed  out  that  he  was  persistently 
ineeling  with  a  deiiiaiid  for  .soiiiet liiiig  different.  One  of 
his  customers  told  him,  in  fact,  that  in  order  to  get  what 
lie  wauled  in  Ntyle  for  his  son's  dotliing,  he  preferred  to 
shop  across  the  line.  There  seems  to  be  little  occasion 
for  this  alternative  nowadays,  for  it  is  evident  that  there 
has  been  a  remarkable  development  in  style  production  by 
Canadian  iiiaiiufactiirei  s  during  the  past  three  years. 

That  the  same  thing  applies  to  men's  clothing  is  also 
evident,  and  the  Textile  Manufacturers'  .Journal  gives  a 
very  good  example  of  this.  A  clothing  buyer  for  a  large 
retailer  visited  a  wholesale  clothing  establishment  with 
the  object  of  purchasing  some  overcoats.  After  the  cus- 
tomary manner  the  clothing  salesman  showed  him  what 
they  had  for  immediate  delivery,  and  included  in  these 
samples  was  a  coat  made  of  a  St.  George  kersey,  which 
tlie  salesman  offered  the  buyer  for  $9.75.  After  looking 
over  the  samples  in  an  indifferent  kind  of  way  for  about 
ten  minutes  the  buyer  asked  the  salesman  if  he  had  any- 
thing in  coats  with  convertible  collars  and  in  snappy, 
fancy  styles. 

Coats  of  this  description  were  then  shown  him,  and 
he  immediately  placed  orders  on  (iilTerent  grades  in  a 
rather  free  way.  Among  the  latter  samples  was  an  over- 
coat made  of  a  cloth  which  was  sold  in  the  piece  goods 
market  for  62.\c.,  and  tiie  price  of  this  coat  was  also 
•fl'-TS.  To  anyone  at  all  familiar  with  cloths  it  is  a 
well-known  fact  that  the  St.  George  ker.sey  fluctuates  in 
price  between  ■'i;i!.2o  and  %1.\A'\  a     yard  and   is  one  of  the 


Men's   \vei»r    unit   in    which    .in   ordinary    ni.\hovrany   cane 

bottom   chair   is  employed,   tocethcr   with    two    millinery 

stands.     By   Warren   Andrews,  with  Anderson  Company, 

St.  Thomas. 
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LOOK  AT  YOUR    CEILING  ! 

A  few  dollars  would  replace  that  with  a  tine  nt'w 
Art  Metal  Ceiling,  that  won't  crat-k,  fall  down  or 
discolor.  Fire  proof,  permanent  and  ornament- 
al,  too.  A  post-card  bringn  particulars  without 
obligation  to  you. 

The  Gait  Art  Metal  Co.,  Ltd  ,  Gait,  On  t. 


HANSON'S 

WOOLLEN  SOCKS 


G.  E.  Hanson 


Hull.  Que 


Be  Prosperous  -  Start  1 9 1 1  on  tlie  Riglit  Road 

Never  in  the  history  of  advertising  was  there 
such  a  success— such  a  producer  of  business  as 
our  Successful  Special  Sale  System.  Our  plans 
will  assist  you  to  do  Three  Months'  Business  in 
Ten  Days.     Investigate  our  proposition. 

Th»  Only  Successful  Special  tale  Promoteri, 

FRED  W.  WEBER  &  COMPANY 
427  East  47th  Street.  Chicago,  llUnoU 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical   Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  <  hicago.  111. 


This  space  will  cost  you  only  $25.00 
a  year,  and  your  ad.  will  go  to 
5,000  merchants  each  month. 


Counter  Check  Books 

F.  N.  BURT  COMPANY,  Limited 
Toronto  and  Montreal 

\Vrite  for  samples. 


Correspondence  Invited 

E.  R.  BOLLERT 

MANUFACTURERS'  AGENT 

BuildfnT"'"^  Vancouver,  B.C. 

Can  give  strict  attention  to  one  or  twr*  first-class 
Agencies.     Highest  references. 


Window  and  Store  Decorations, 

Cut  Flowers,  Vines,  Palm,  Etc. 

L.  BAUMANN  &  CO. 

359  W.  Chicago  Ave.  CHICAGO 

Largest  Importers  and   Manufacturers 

Send  for  Catalogue  R 


Tfaie  Gommercial  Account  Register 

pays  for  itself  in  a  few  months.  For  simplicity  quick 
nesa  in  operation,  durability  and  elegance  in  con- 
struction it  has  no  equal.  Cuts  out  bookkeeping  and 
tits  any  safe.  Send  postal  for  catalogue  and  Can- 
adian testimonials. 

COMMERCIAL  REGISTER  CO. 

178-180  Victoria  St..  Toronto.  Ont. 


Ideas   That  Are  Worth 
While 


There  Mie  many  rtifferent  ways  by  which  the 
interest  of  the  children  may  be  attracted  to 
the  store.  One  of  the  best  is  a  drawing  con- 
test. A  cnrteon  or  other  similar  production 
is  exhibited  in  the  window,  and  small  copies 
of  it  distributed.  Prizes  may  be  offered  for 
the  best  reproduction  by  school  children.  An 
.iKc  limit  may  lie  fixed  and  quite  a  number 
of   pristes    offered. 


It  is  one  thing  to  have  a  motto  for  a  store 
and  another  thing  to  live  up  to  it.  Many 
Canadian  merchants  have  adopted  so-called 
tr.idin^  slog.iiis,  and  in  the  majority  of  cases 
tliey  mean  .just  what  they  say  as  regards 
goods  and  service.  A  good  motto,  one  that 
"fits  well  in  the  month,"  and  means  some- 
thing tends  to  keep  the  store  and  its  staff 
atuned  to  high  standards.  It  is  one  way  of 
inspiring  confidence. 


One  of  the  most  unique  contests  ever 
launched  by  a  store  was  that  In  which  fifty 
prizes  were  offered  for  the  most  expert  darn- 
ers. .Arrangements  were  made  whereby  the 
contestants  were  permitted  to  work  in  squ.uls, 
•  ind  tea,  coffee  and  cake  were  served  from  9 
a.m.  to  4  p.m.,  the  time  of  the  contest.  In 
some  cases  the  squads  were  made  up  of  parties 
of  friends.  The  men  were  invited  to  send  in 
all  socks  that  needed  mending.  The  plan 
worked   to   perfection. 


A  "listening  sale"  was  the  name  upon  which 
a  merchant  hinged  a  sale  during  Felirnary. 
Now,  a  sale  in  February  by  any  other  name 
would  probably  attract  customers,  but  the 
jirevious  announcements  which  heralded  this 
event  caused  the  people  to  put  their  ears  to 
the  ground  more  consciously  than  had  it 
been  swung  as  an  ordinary  sale.  All  of  the 
items  were  given  as  reasons  listening.  The 
event  undoubtedly  attracted  good  business 
from  listeners  and  was  .-i  striking  example  of 
the    pulling    power    of    a    n;\me. 


Black  type  announcements  of  the  values  in 
progress  is  used  to  advantage  b,v  many 
merchants.  Interspersed  throughout  the  gen- 
eral reading  matter  of  the  newspaper,  inter- 
est is  thereby  aroused  and  attention  called  to 
advertisement  on  a  p.-irticular  page.  Many 
merchants  use  large  type  making  such  an- 
nouncements a<Toss  the  entire  top  of  the 
front  page  of  the  paper  carrying  the  adver- 
tisement. Of  course,  these  small  paragraphs 
cost  money,  but  when  used  to  emphasize  the 
Importance  of  a  particular  event,  the  expendi- 
ture  is   often   worth  while. 


Merchants  are  featuring  "White  Sales"  later 
and  later  each  season.  In  order  to  detract 
from  the  advertising  results  of  the  "mall 
order"  houses  this  arrangement  is  used  to  ex- 
cellent advantage  in  many  districts.  Depart- 
ure from  the  usual  rule  may  be  made  to 
arouse  the  expectancy  of  the  customer  and 
act  as  a  reason  for  not  patronizing  "White 
Sales"  usually  held  in  January  and  which 
cater  to  customers  who  go  south  for  the 
winter  months.  This  was  essentially  the  ori- 
gin of  the  first  white  sales  and  merchants 
can  derive  much  editorial  and  descriptive 
matter  in  completed  and  varied  assortments, 
perfect  workimtnship,  better  service,  extra 
values    and   more   seasonable   time. 


METALLIC  CEILINGS 

of  attractive  design  help  to  make  your 
itore  an  attractive  place  in  which  to  shop. 
Our  designs  are  exclusive  and  come  in  a 
great  range.  Plain  or  ornamental.  You 
should  have  our  catalogue.  Send  to-day. 
The  Metallic  Roofing  Co..  Limited,  Toronto 


Buttons!    Buttons!    Buttons! 

Are  you  looking  for  up-to-date  novelties?  We  are 
specialists  in  Ivory,  Pearl,  Metal  Covered  and  Fancy 
Buttons,  Paris  and  New  York  depigiis.  suitable  for 
the  manufacturing  trade.  Will  gladly  submit 
samples. 

Embroidery  and    B  aiding 
Machine  and  hand  work.      Write  us  for  particulars. 

A.  WEYERSTALL  &  CO. 
145  Wellineton  St.  West.  TORONTO 


Do  You  Want  Agencies 
for  any  line  ?  If  you  do, 
write  to  The  Dry  Goods 
Review,  Toronto      ::      :: 


Axminster  Squares  and  Mats 

The  old  reliable  firm,   Horni,   Palz,  Celsnilz 
(Saxony)     now    larrieii     stock     right    here 
in  Canada.     Newest    and  highest    novelties 
in    Depig^ns. 
Pe^igns  and  prii-e  list  cbeerfuli\    sulniitted. 

OTTO  T.  E.  VEIT 

Wellington  Street  West    TORONTO 

bhow  Rooms;—  26    Empire    Building 


WE  CAN    GBT    YOU    BUSINESS 

Give  us  the  representation  of  your  line  for 
Western  Canada.  We  cover  entire  west  with 
travellers  Manufacturers     of      Underwear. 

Hosiery.  Neckwear.  Shirts. Fancy  Vests.  Gloves. 
Hats  and  Caps,  Haberdashery.  Etc  .  are  invited 
to  write  us.     Good    connection    with  the   trade. 

The  G.  A.  Tranter  Co. 


Suite  9       Capitols  Bids. 


Vancouver,  B.C. 


ADVERTISING    CUTS 

For  Dry  Goods.  Department  and  General  Stores. 
For  Newspaper.  Catalogue  or  Circular  Adver- 
tising. Send  for  our  big  catalog.  It's  free. 
Cuts  20  cents  each. 

Syndicate  Cut  Company- 
is  Park  Row  -         NEW  YORK 


Write  for  Information. 

about  any  line  of  goods  you  do  not 
see  advertised  in  The  Review.  We 
will  gladly  procure  the  information 
and  supply  it  free. 

THE  DRY  GOODS  REVIEW 


!OCK^ 


^TERSON 

LIMlTfO 

Tht  Wholesale  Millinery  and  Fancy  Dry  Gaods 
House  of  the  Miritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBV 

I  WILL  BUY  FOR  YOU 

With  headquarters  in  Paris,  I  am  prepared  to  act  as 
buying  agent  for  Canadian  firms.  I  am  particularly  well 
situated  to  buy  all  kinds  of  millinery,  hat  forms,  ostrich 
feathers,  flowers,  tritnniings,  ribbons,  etc.  Can  furnish 
best  of  references.     Inquiry  solicited. 

ERNEST  VEIT 

19  Pasiagades  Petites  Ecuries,    •     Paris,  Franca 
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>l  imliiiil  l<ci>c.>  of  l!i<'  in:irl<ct.  ami  il  will  t  lit-rol'Dic  be 
seen  at  a  glance  that  the  difference  in  intrinsic  value  rep- 
resented by  the  two  garments  in  question  is  too  appar- 
ent to  need  comment.  An  effort  was  made  to  indicate  to 
the  bujer  that  the  former  garment  was  made  of  a  St. 
George  kerse.v  and  to  elaborate  upon  its  advantages  in 
the  way  of  wearing  qualities  and  real  value,  to  all  of 
which  the  buyer  assented  ;  but  he  added  that  his  counters 
were  lull  of  staple  lines,  but  he  had  sold  out  of  fancy 
overcoatings  with  convertible  collar. 

Such  an  occurrence  indicates  one  thing  above  ail 
others,  and  that  is  that  to  a  material  degree  style  ratlici- 
than  intrinsic  va'ue  is  a  determining  factor  in  mi-n  "s 
i-lotlics.  The  buyer  rejected  what  he  knew  to  be  intiinsic 
value  because  he  in  turn  could  not  sell  it  to  the  c-ousunier. 
and  tliis,  of  course,  means  tliat  tlie  consumer  had  rejected 
equally  good  value  because  the  garment  in  which  the 
valde  was  offered  failed  to  come  up  to  his  idea  of  style 

Accounts  for  Poor  Clothes. 

To  a  certain  degree  this  accounts  for  the  poor 
clothes  that  people  sometimes  wean  and  it  is  absolutely 
wide  of  the  mark  to  .say  that  tliey  are  wearing  such 
clothes  because  ihey  can't  get  anything  better.  The  con- 
sumer who  wants  to  buy  a  coat  with  a  convertible  col- 
lar wants  a  convertible  collar,  and  tlie  value  of  the  cloth 
employed  in  the  coat  is  very  obviously  a  secondary  con- 
sideration. There  can,  of  course,  be  no  objection  to  the 
consumer's  pursuit  of  such  a  policy  if  he  cares  to  pur 
sue  it,  but  the  fact  remains  that  nothing  can  be  gained 
and  much  is  actually  lost  by  distorting  this  fact  and 
making  it  appear  the  result  of  a  condition  that  is  not 
in  the  slightest  way  connected  with  it  or  responsible  foi- 
it. 

Good  Values  Taken  in  Canada. 

While  this  applies  more  particularly  to  the  United 
States  trade  than  the  Canadian,  manufacturers  state  that 
they  have  noted  tlie  passing  of  the  day  when  a  man 
bought  a  suit  for  a  year  or  two  years'  wear.  Now  the 
same  man,  as  a  rule  bought  two  suits  for  general  wear 
each  year,  and  of  course  the  quality  in  these  was  not  to 
be  campared  with  those  of  former  times. 

In  the  general  run  of  garments,  the  fabric  was  much 
lighter,   and  sooner  showed     evidences  of  wear  and  tear 
So   long   as    the    irarmcnt    was   constructed   in    accordance 


with  prevailing  styles,  it  answered  the  purpose,  but  it 
cannot  lie  said  tliat  the  Canadian  iwoi.'-nnu'r  i>  losing 
sight  of  quality  altogether.     A  glance  at  the  order  books 

of  the  laigc  wo(dcii   lioiix-^  will  xxui  di-pcl  (liat   idea. 


Small  wing  collar  (or  fall,  shown  by  M.  Joss  &  Lowenste:n. 

Prague.    Austria.      Canadian    Agent.    George    Livingston.    26 

Wellington  St.  West,  Toronto 

For  Summer  trade,  orders  show  a  good  demand  ior 
the  liiglicr-priced  garments  l)olli  in  men's  and  boys"  wear, 
and  manufactui-ers  look  for  a  still  larger  year's  business 
on  that  basis  than  was,  done  last  year. 

Prepared  for  Good  Hat  Season. 

Retailers  throughout  the  country  ha\e  piepaied  for 
the  opening  of  the  Spring  hat  season.  Caps  have  been 
taken  in  large  quantities,  and  the  return  of  tweeds  has 
given  manufacturers  a  new  range  of  materials  for  their 
different  lines,  rough  materials  being  particularly  favor- 
ed. Soft  crush  hats  have  also  taken  well,  as  have  the 
different  telescope  styles.  Stone  greys,  browns  and 
bronzes  are  good  colors.  In  the  men's  stiff  hats  the  pro- 
portions range  about  as  follows: — 5V4xl%  and  l",j  and  2; 
5|  and  1|,  2  and  21,  6  and  2^.  In  the  new  silk  hats 
ilimensions  are  about  as  follows:  by^xU/'^;  5'^/%JiV^.\. 

The  straw  season  is  likely  to  see  a  great  demand  for 
fancv  bands  in  so-called  coronation  colors 
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MEN'S    FURNISHER 

You  Can  Guarantee 
These  Suspenders 


-H 


because  the  ALL  FABRIC  "CHESTER^ 
will  back  up  as  strong  a  guarantee  as  any 
reasonable  man  will  ask  for. 

You  have  got  a  strong  seller  and  a  big  seller 
when  you  stock  the 

Canadian    Made,    All    Fabric 

CHESTER 
SUSPENDERS 

Here's  one  point — the  "stretch"  is  in  the 
back — where  it  is  needed.  There's  no  strain 
on  the  edges  of  the  button-holes. 

Patented  FABRIC  ENDS,  chemically  tough- 
ened wear  points,  and  solid  woven  inserted 
back  button-holes,  are  features  that  bring 
back  customers  "for  another  pair  of  those 
good  suspenders."  You  don't  have  to  sell 
them.  Just  show  them.  They  will  sell 
themselves. 

Send  for  a  sample  dozen.  $4.25  for  the 
semi-elastic  model.  $4.50  for  the  all-elastic. 
Order  from  our  factory  or  from  the  Winni- 
peg warehouse. 


CHESTER  LINE 
HALCS. 

GUARANTEED 


HALLS,  LIMITED 


Manufacturers 
BROCKVILLE,  ONT. 


Full  stock  carried  at  our  Winnipeg  Warehouse,  148  Princess  St 


Please  iiinitioii   Tlie   h'rricw  to   advertisers  and  Their  Travelers. 
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MANUFACTURED  BY 


TOOKE  BROS.,  Limited 

MONTREAL 

Manufacturers  of  Shifts,  Collars,  Cuffs,  Ncckweaf 

And  Importers  of     Meil'S    FumishJngS. 

I'iiitsf   mention    I'hr  /v'tt'/Vti'  to    Advrrtisos  and    I'htir   Tiaitltrs. 


DRY  GOODS  REVIEW 


OUR  MARCH  IMPORT  PROPAGANDA 

Means  sure  Holiday  trade  success  in  1911.     Thousands  of  new  lines— Lots  of  "Specials" 

New  Showing  is  Unique  in  Canadian  Merchandising 

Fancy  Goods 

Dolls,  Toys 


Gift  China 


The  new  lines  will  he   ready  and  on  display  in  our    sample    rooms    the 
end  of  February. 

It  will  be  the  biggest  and  best    assortment    ever    shown    under    one    roof 
in  Canada. 

Full  advantages  can  onl^  be  had  b^  visiting  us  during  March. 

Customers    can     be    served    onl^    by    previously    arranged  appointment.. 

There  is  no  alternative  buying  opportunity  that  will 
ensure  your  being  able  to  sell  the  same  articles  profitably 
in  your  own  town  at  home  which  the  big  stores  of  the  cities 
offer,  as  "baits"  to  get  the  people  to  "send  away"  their  money. 

Write  for  details  or  arrange  appointment  with    our  traveller 


The  Fancy  (iood^  Company 

of  Canada,  Limited 

156  Front  Street  West  -  Toronto 
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To  the  Trade  Marck  1911 

Carpets  and  House 
Furnisnings  Department 

bpring  Season   1911 

Our   Stock   IS   no\v    complete    in 

Linoleums,    Oil    Cloths,    Carpets,    Carpet 

Squares,    Rugs,    Curtains, 
Mattings,     Quilts     ana     Curtain    Muslins 

Clearing  Lines 

IN 

8-4   \A^ooa   Stripe    Printed   Linoleums 

Axmmster   Heartn   Rugs 

Tapestry    Squares,    in  Large   and  Small   Si 


•izes 

(Can   only   supply    a    rew    sizes    or   each   design) 


Special  value  m  Lace  Curtains  at  $6  per  d 


ozen 


WE  WILL  SEND  YOU  LITHOGRAPHS  AND  QUALITY  SAMPLES 
OF     SQUARES      AND      LINOLEUMS      UPON      APPLICATION. 

YOUR  LETTER   ORT)ERS  WILL   RECEIVE 
PROMPT   ANT>    CAREFUL    ATTENTION. 

Jonn  Macdonala  &?  Co.,  Limited 

1  oronto 

B 

Please  mention  The  Revte^v  to    Advertisers  and  Their  Travelers. 


Vol.  XXIII 


MID-MONTH  ISSUE 

March  15,  1911 


THIS  BRAND 
STANDS    FOR    ALL    THAT    IS    OF    THE    VERY    BEST   IN 


^^ 


DURING  THE  FIFTY-NINE  YEARS  WE  HAVE 
BEEN  DEVELOPING  THIS  BUSINESS,  A  COM- 
BINATION OF  SOUND  QUALITY  WITH  CORRECT 
STYLE   HAS    BEEN    OUR    UNALTERABLE    IDEAL 
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In  this  issue  we  will  feature 
Fancy  Goods  and  Novelties. 
You  ^11  remember  our  splen- 
did number  last  year.  This 
time  we  will  eclipse  all  pre- 
vious efforts.  "The  Review'' 
will  be  so  chuck  full  of  bright 
ideas  and  suggestions  for 
Fancy  Goods  Buyers  that  you 
cannot  afford  to  miss  having 
your  announcement  appear 
in  this  issue.  Arrange  for 
a  good   strong  adv.   now   -   :: 


Forms  Close  March  24th 


Issued  1st  and  13th  of 
each  month. 


Office  of  PublicatioD,  14i3-149  University  Avenue,Toronto 
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ENTER  THE  NEW  SPRING  SEASON. 

DRY  goods  merchants  generally  seem  to  be  set- 
ting their  pace  to  the  prospects  of  a  record  year. 
They  have  passed  through  a  winter  which  has 
seen  little  interference  from  those  unseasonable 
weather  lapses  which  so  seriously  and  suddenly  af- 
fect the  dry  good  business.  There  have  been  ample 
opportunities  for  sound  merchandising.  It  has  been 
one  of  those  seasons  in  which  every  man  who  goes 
after  it  in  a  bright,  sane,  normally  aggressive  way, 
gets  his  share  of  business. 

It  may,  therefore,  be  said  that  the  country  ap- 
proaches the  new  season  in  the  best  of  spirits.    Apart 


from  the  general  discussion  upon  the  question  of  re- 
ciprocity and  an  occasional  alarmist  note  from  those 
seers  who  foresee  annexation,  nothing  of  a  disquiet- 
ing nature,  so  far  as  the  dry  goods  trade  is  concerned 
— that  is  nothing  likely  to  affect  the  demand  for 
dry  goods  adversely — is  in  immediate  prospect.  The 
season  is  opening  up  with  industries  well  suppHed 
with  orders  and  there  is  an  abundance  of  labor. 

So  far  as  the  raw  material  market  is  concerned, 
there  appears  to  be  little  po.ssil)ility  of  fluctuation  or 
of  that  speculation  which  makes  for  uncertainty 
from  one  end  of  the  trade  to  the  other.  All  prices 
have  reached  a  very  firm  basis,  and  retailers  are  fully 
aware  of  the  causes  which  have  led  up  to  this  con- 
dition of  things,  with  the  result  that  there  is  much 
more  confidence  in  buying  than  would  otherwise 
be  the  case.  Manufacturers  report  a  good  volume  of 
business  for  next  fall.  Spring  and  Summer  business 
will  measure  up  well  in  advance  of  the  same  seasons 
last  year,  and  if  nothing  happens  by  way  of  set- 
back to  agricultural  efforts,  it  will  assuredly  be  a 
year  of  unusual  strength  in  all  departments. 

The  wholesale  millinery  houses  who  have  just 
held  their  openings  report  excellent  business,  and 
while  here,  as  in  other  lines,  style  seems  to  distribute 
its  favor  over  a  very  wide  range,  the  result  is  likely 
to  be  greatly  to  the  advantage  of  the  trade  ultimately. 
There  will  thus  be  greater  encouragement  for  the 
exercise  of  individual  taste  and  demand  is  likely  to 
be  more  evenly  bestowed  upon  all  stocks. 


ORIGINALITY  IN  ADVERTISING. 

NEXT  to  originality,  the  ability  to  adopt  a  good 
suggestion  is  greatly  to  be  desired  in  the  man 
who  has  charge  of  the  advertising  for  a  retail 
store.     No  man  can  be  absolutely  original  all  the 
time.     That  is  why  there  is  always  such  a  fund  of 
inspiration   in   a  fair  exchange  of  ideas. 

It  is  right  to  say  that  in  every  progressive  town 
and  city  there  are  one  or  two  advertising  men  who 
seem  to  turn  out  more  effective  work  than  the  others. 
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To  what  do  these  men  owe  their  superiority?  To  the 
fact  that  their  ideas  are  continually  being  refreshed 
from  sources  outside  of  the  purely  local  field.  They 
do  not  depend  upon  the  productions  of  the  man  in 
the  competing  establishment.  They  go  farther 
afield.  They  study  the  adverti.sing  which  appears  in 
newspapers  coming  from  cities  much  larger  than  that 
in  which  they  may  be  located.  They  get  in  touch 
with  the  brightest  minds  on  advertising.  They  wel- 
come criticism  and  a  suggestion  as  to  general  con- 
struction, typographical  arrangement,  wording,  il- 
lustrations and  other  matters  which  have  to  be  con- 
sidered in  maintaining  interest  in  their  advertising 
from  season  to  season.  They  avoid  as  much  as  pos- 
sible the  parochial  idea  in  advertising  and  aim  at 
something  broader,  and  more  impressive,  so  far  as 
the  general  mind  is  concerned. 

Now,  there  is  such  a  thing  as  legitimate  theft  in 
retail  advertising.  It  might  better  be  called  com- 
mendable adaptation,  since  it  expresses  the  idea  bet- 
ter and  suggests  that  the  man  who  is  responsible  for 
it  is  the  one  who  uses  his  brains.  He  can  see  an 
idea  and  develop  it  to  suit  his  purpose,  without  doing 
the  originator  an  injustice.  He  has  orginality  him- 
self. Originality,  plus  ideas,  will  help  a  man  won- 
derfully in  producing  a  yearful  of  good  advertising. 

On  the  other  hand,  their  are  men  who  are  little 
better  than  imitators.  Some  of  them  do  not  scruple 
about  following  the  lead  of  the  bright  man  in  the 
store  opposite.  Probably  on  account  of  pressure  of 
other  duties,  they  cannot  find  time  to  exercise  their 
originality  as  they  would  like.  They  have  not  the 
chance  they  should  have,  and  hence  get  their  ideas 
from  sources  as  near  home  as  possible.  It  is  not  a  good 
thing  to  see  one  man  using  his  neighbor's  brains, 
because  it  does  not  help  the  standard  of  his  advertis- 
ing. It  contains  no  individuality — does  not  stand 
out  in  the  way  the  merchant  desires. 

The  advertising  man  should  have  explicit  in- 
structions from  his  employers  to  reach  out  after  that 
force,  originality,  wise  adaptation,  breadth  of  idea, 
which  is  at  the  foundation  of  all  good  advertising. 
Above  everything  else,  the  advertising  man  should  be 
given  a  fair  chance. 


NOT  IN  IT  FOR  HIS  HEALTH. 

FROM  letters  which  The  Review  has  received  in 
connection  with  its  last  salesmanship  competi- 
tion, it  is  evident  that  there  are  a  good  many 
merchants  in  the  country  who  believe  in  the  policy 
of  running  their  own  business. 

The  question  asked  was  along  this  line:  "Having 
decided  to  shorten  up  on  your  credit,  would  you  make 
an  exception  of  a  good  customer  who  claimed  that 
she  was  entitled  to  special  consideration."  Nearly 
every  reply  favored  tactful  refusal  and  determina- 
tion to  adhere  to  the  store's  policy.  Hardly  a  week 
goes  by  that  does  not  confront  the  merchant  with 


some  threatened  breach  of  his  merchandising  prin- 
ciples, and  he  must  be  a  firm  man  who  wull  stand  out 
against  them  all. 

The  dry  goods  man  assuredly  requires  a  backbone 
capable  of  resisting  exceptional  strain.  He  is  con- 
tinually besieged  with  requests  for  assistance  in  be- 
half of  this  scheme  or  that ;  there  are  people  who  use 
approval  goods  much  as  though  they  had  already- 
been  paid  for  in  cash,  and  who  on  returning  them 
in  anything  like  the  condition  they  received  them, 
expect  the  merchant  to  still  preserve  his  equanim- 
ity ;  there  are  those  who  indirectly  repudiate  all  pro- 
gressive mercantile  effort,  calculated  to  build  up  their 
town,  by  sending  the  bulk  of  their  business  out  of 
town,  and  in  this  class  are  those  who  insult  the  same 
enterprise  by  expecting  it  to  carry  them  along  while 
they  use  their  cash  for  other  purposes. 

Yes,  there  are  many  people  who  would  like  to 
find  in  their  dry  goods  merchant  a  very  even-temper- 
ed, mild-mannered,  patient,  long-suffering,  philan- 
thropic person.  The  same  people  will  flare  up  in- 
dignantly when  they  find  the  merchant  capable  of 
taking  a  courageous  stand  for  his  merchandising 
principles,  even  though  he  has  in  \aew  a  policy  quite 
as  advantageous  to  his  customers  as  to  himself. 

Modern  conditions  require  that  merchandising 
policy  will  be  incapable  of  half  a  dozen  interpre- 
tations. 


ALL  IN  THE  DA  Y'S  WORK. 
The  fact  that  a  man  28  years  of  age  ha.*  re- 
cently been  elected  to  the  presidency  of  a  large  mer- 
cantile concern  should  have  something  in  it  of  in- 
spiration to  others,  who,  with  their  right  feet  lifting 
and  eyes  fixed  upwards,  are  feeling  for  the  next 
rung  in  the  ladder. 

*  *     * 

April,  of  all  months  in  the  year,  should  see 
stocks  free  from  all  encumbrance  in  the  shape  of 
lifeless  lines  that  drag  along  and  retard  good  mer- 
chandising. In  taking  leave  of  the  Winter  season, 
the  merchant  should  also  see  that  he  carries  with 
him  nothing  that  will  prevent  bright,  clean,  attrac- 
tive appearance  in  store  or  stocks. 

*  *     * 

A  business  that  is  "out  at  the  heels"  is  one  that 
naturally  suggests  wear  as  well  as  negligence.  The 
hole  may  take  the  form  of  poorly-dressed  windows, 
unclean  stocks,  lack  of  system  in  collecting  accounts 
or  in  carrying  out  methods  necessary  to  success.  The 
concern  that  exposes  its  "heel"  is  in  danger  of  having 
it  peeled  by  the  toe  of  that  vigorous  competitor  who 
is  steadily  catching  up. 

*  *     * 

There  are  merchants  who  like  to  boast  of  the- 
superior  service  of  their  establishments,  but  who  by 
no  means  enjoy  the  unqualified  loyalty  of  their 
staff's.  A  well-contented.  enthusia.*tic  sales  force, 
though  comparatively  small  in  numbers,  will  make 
a  better  showing  at  Uie  end  of  a  year  than  will  a 
larger  force  in  which  there  is  suppressed  grumbling 
and  who  manifest  a  poor,  half-hearted  spirit  in  the 
discharge  of  their  work. 
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Priestley's  Dress  Goods 

Ready  for  Spring  Sorting 
SOME  OF  THE  POPULAR  LINES 


PRIESTLEY'S 
Hair   Line  Stripes 

Fashionable 

for  Suits 

and  Coats. 

Many  qualities 

and  all 

desirable 

styles. 


PRIESTLEY'S 
Serges 


^  '  ■  PRIESTLEY'S 


Shepherd's  Checks 

Every   woman 

wants   a 

Shepherd's  Check 

Dress  or  Coat. 

Priestley's  lines 

are 

satisfactory. 


PRIESTLEY'S 
Voiles 

In  Black  and  Colors. 

The   ideal 

Spring  Dress 

Material. 

Priestley's  Voiles 

do   not  fade. 


Cuts,  as  illustrated,  for  your  retail 
advertising  gladly  furnished  free. 

SOLE    AGENTS    FOR    PRIESTLEY'S   DRESS    GOODS 

GREENSHIELDS  Limited,  Montreal 
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No    Chance    for    Reduction 

Temporary    Slumps  Due  to    Stocks  Held   Be- 
fore  Advance  —  Demand    for    Larger    Gar- 
ments  is   Affecting    Prices. 

A  GOOD  deal  of  dissatisfaction  is  expressed  by 
many  of  the  Montreal  fur  manufacturers  over 
the  generally  widespread  report  that  furs 
will  be  nmch  cheaper  next  season  than  dur- 
ing that  which  has  just  passed.  They  state  that  such 
is  the  case  with  only  a  few  varieties. 

"As  a  matter  of  fact,"  remarked  one  manufac- 
turer, "outside  of  muskrat  the  apparent  slump  in 
prices  will  not  be  noticeable  for  the  very  good  reason 
that  a  good  many  manufacturers  last  year  bought 
furs  before  the  advance  had  taken  place,  consequent- 
ly were  able  to  sell  at  prices  which  would  have  been 
out  of  the  question  had  they  been  obliged  to  pay  the 
later  price  for  raw  skins. 

"December  showed  a  decided  break  in  the  market 
for  skunk,  because  the  demand  for  skunk  had  been 
growing,  and  trappere  looking  for  unreasonably  high 
prices  had  been  holding  on  to  their  skins.  In  De- 
cember many  of  these  skins  were  placed  on  the 
market  thus  considerably  lowering  the  price  for  a 
time.  The  supply  of  fresh  skins  was  not  forthcom- 
ing, however,  and  in  a  few  weeks,  skunk  prices  were 
just  as  high  as  ever. 

"Another  point  to  be  considered  is,  that  once 
prices  are  raised  it  is  hard  to  get  them  back  again, 
on  furs  as  on  anything  else.  People  nowadays  are 
too  well  off  in  this  country  to  be  satisfied  with  infer- 
ior skins,  and  the  demand  for  good  furs  is  more 
than  equal  to  the  supply.  Besides,  we  are  only  small 
potatoes  in  the  fur  business  compared  to  the  business 
done  abroad..  Europe  is  prosperous,  and  the  furs 
that  Europeans  wear,  we  should  put  in  a  glass  case 
to  look  at.  We  could  not  begin  to  handle  the  elabor- 
ate effects  which  they  want,  and  for  the  manufacture 
of  which  fine  skins  from  all  over  the  world  are  al- 
ways in  demand." 

With  regard  to  muskrat,  skins  which  a  few 
months  ago  were  selling  at  from  eighty  cents  to  one 
dollar  each,  may  now  be  had  for  from  thirty  to  fifty 
cents.  Otter  is  reported  as  being  from  10  to  fifteen 
per  cent,  lower,  except  in  the  case  of  dark  skins  for 
which  the  demand  is  suflficiently  strong  to  keep  prices 
well  up.  Fisher  is  said  to  be  getting  cheaper,  al- 
though the  natural  skins  are  in  good  demand.  The 
same  may  be  said  of  fox,  with  the  exception  of  black 
fox,  which  is  considerably  higher. 

Mink,  like  most  of  the  finer  furs,  is  selling  well, 
especially  the  darker  skins.  Japanese  mink  is  also 
selling  well.  The  demand  for  o])ossum  is  good 
except  for  the  Australian  variety  which  is  not  quite 
so  popular,  and  on  which    there    has   been    a  very 


slight  reduction.  Dyed  pony  is  selling  well,  being 
much  in  demand  for  long  coats.  Elec-tric  seal  and 
seal  coney  may  be  a  little  lower  owing  to  the  decline 
in  the  price  of  muskrat.  Sables  continue  at  the  usual 
high  level.  In  Persian  lamb  there  has  been  a  strong 
advance  in  prices,  real  good  skins  in  Europe  being 
worth  about  nine  dollars  apiece,  or  an  advance  of 
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Coat  of   Russian   Pony,   with   collar  and    straight 

band   on   foot   of   Russian   Sable.     Shown 

by   B.   Silver,   Montreal. 

about  25  per  cent.  Russian  sable  has  been  selling 
moderately  well,  and  so  also  have  black,  brown  and 
sable  coneys. 

The  increase  in  the  cost  of  all  the  finer  furs  is 
the  result,  to  some  extent  at  least,  of  the  demand  for 
larger  garments — long  coats  instead  of  .-^hort  jackets, 
long  and  wide  nock  pieces,  some  of  thorn  verit^ible 
capes  in  size,  ami  huge  mulTs.  .V  soa.<on  or  so  ago 
two  fox  skins  made  a  largo  nockpitve  and  fa.'^hionable 
muff.  To-day  there  is  a  difiVronco.  One  of  the  fin- 
est fox  .<5cts  shown  in  the  display  of  designs  for  next 
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TRADE        MARK 
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Combination  Furs  are 

Correct  this 

This  year  we  are  showing-  Combination  Furs  in  every 
variety,  and  our  goods  are  marked  by  distinctive  and  at- 
tractive lines, 

Vve    are  Specializing  in   tlie  Following: — 

Skunk  and  Persian  Lamb,  Caracul  and  Hudson  Seal,  Caracul  and  Sable, 
Electric  Seal  and  Silk,  Mink  and  Silk,  Persian  Lamb  and  Silk,  Caracul 
and  Silk. 

The  styles  are  designed  with  great  care  to  secure  novel  and  desirable 
effects. 

The  FORTY-ONE  YEARS  of  REAL  FUR  EXPERIENCE  secured  by 
dealing  with  us  assures  the  trade  of  something  different  from  the  ordinary. 

MUSK  OX  BRAND  FURS  have  distinctive  features  and  are  origional 
in  design.  By  handling  our  line  you  secure  quick  sellers  and  satisfied 
customers. 


n 
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Insist  on    "j^usk   Ox  Brand  Furs. 


Boulter,  Waugh  &  Co.,  Limited 


MONTREAL 


Canada's  Furriers.    -    Established  41  years. 


WINNIPEG 
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season's  wear,  is  made  of  lour  coiiipletc  skins.  The 
head  and  forepavvs  of  one  skin  cross  the  tail  and 
hind  paws  of  another  so  that  the  head  rests  lightly 
at  the  back  of  the  wearer's  right  shoulder,  and  the 
tail  falls  down  the  centre  of  the  back.  In  the  front 
there  is  a  head  and  i'orepaws  finishing  the  right  side, 
and  tail  and  paws  on  the  other.  The  muff  is  one  of 
the  flat  varieties  finished  with  heads  and  paws  on  the 
one  side,  and  with  tails  and  paws  on  the  other,  the 
hand  pocket  inside  being  of  quilted  satin. 

"It  is  a  mistaken  idea  that  furs  generally  are  going 
to  be  cheaper,"  is  the  opinion  of  another  of  Montreal's 
leading  manufacturers.  "There  is  no  doubt  that  the 
overflow  of  undesirable  .skins  which  had  to  be  quoted 
below  the  formerly  prevailing  price  has  had  much  to 
do  in  starting  the  report,  but  poor  skins  are  scarcely 
worth  the  trouble  of  manufacture,  on  any  large 
scale.  People  don't  want  garments  of  poor  fur.  They 
-want  something  that  is  going  to  look  well  and  la.st 
well,  in  other  words,  good  furs,  and  good  furs  are 
just  about  as  high  as  ever  so  far  as  the  skins  them- 
selves are  considered.  And  there  is  the  additional 
factor  to  be  considered,  that  more  skins  are  required 
in  the  manufacture  of  garments  than  formerlv." 


Long  Coats  for  New  Season 

Majority    Will   be    Cut    on     Straight     Lines 
— Long-haired  Furs   Fashionable. 

The  long  coat  which  has  gained  so  strong  a  foot- 
ing during  the  past  season  has  proved  too  comfort- 
able and  useful  a  garment  to  be  lightly  discarded, 
and  long  fur  coats  form  a  strong  feature  of  the  com- 
ing season's  trade.  Thirty-two  inch  and  forty-inch 
jackets  will  have  a  certain  vogue,  but  there  seems 
Uttle  doubt  that  the  bulk  of  the  trade  will  bo  done 
in  fiftv  and  flflv-twn  ineli  lengths. 


Although  these  coats  will  Ije  cut  alino.-t  e.\chi.<ive- 
ly  on  straight  lines  so  far  as  the  bo<ly  portion  l<  con- 
cerned, they  nevertheless  show  a  tendency  towards 
tljc  more  elaborate  coat  and  wrap  eft'ects  of  our 
grandmothers'  times,  and  whether  made  of  one  fur 
or  two,  almost  all  designs  favor  the  trinuuing  idea 
in  one  way  or  another. 

A  pony  coat  cut  on  manni.sh  lines  has  a  long 
shawl  collar  of  skunk,  and  a  straight  eight-inch  band 
of  the  same  fur  is  applied  around  the  foot.  Another 
long  coat  made  of  a  very  fine  quality  of  nmskrat  has 
a  flounce  effect  of  self  fur  with  the  stripes  running 
around  the  flounce  in.stead  of  up  and  down.  The 
stripes  are  also  used  running  around  the  cuffs  and 
follow  the  lines  of  the  shawl  collar. 

On  very  many  of  the  coats  the  collar  Ls  cut 
square  in  the  back,  and  finishes  in  long  shawl  effect 
in  front,  .sometimes  under  a  large  head  on  the  right 
side. 

Neck-pieces  are  mostly  large,  the  straight  ones 
in  wide  crushed  scarf  effects,  the  .shaped  ones  being 
almost  as  large  as  the  old-time  cape,  but  finished 
with  long  .stole  ends.  They  are  cut  in  square,  round 
and  scalloped  designs,  And  the  muffs  are  large, 
monstrous  even,  to  correspond.  Nor  are  they  con- 
fined to  any  .single  idea  in  form.  They  are  round, 
s(j[uare,  barrel,  bolster  and  heart  shaped,  and  there 
are  still  munbers  which  open  out  flat,  and  have  a  little 
({uiltcd  .satin  pocket  for  the  hands. 

All  the  long-haired  furs  are  going  to  Ije  very 
fashionable,  and  are  strongly  featured  in  next  >ea- 
son's  .showing — fox,  lynx,  skunk,  opo-^suni,  raccoon 
and  badger  being  about  the  order  of  popularity.  And 
not  only  are  the.>^e  long-haired  furs  used  in  the  separ- 
ate nock-pieces  and  muffs,  but  they  are  being  used 
a-s  collars,  cuffs  and  trimmings  of  garments  of  the 
shorter  haired  furs.  In  natural  raccoon  the  nuiffs 
arc  as  largo  as  can  1)0  made  in  the  flat,  fancy  and 
round  ofVoct-J  alike. 
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Interior   view,   second  floor     lor   rendy-towcnr  millinery  departments.     Katrwenther's.  Limited,   new   store.  Winnipeg. 
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A  Blue  Season. 

The  vogue  of  these  long-haired  furs  has  also  had 
the  effect  of  ushering  in  a  blue  season,  in  furs  as  in 
■dress  goods.  We  have  blue  coon,  blue  wolf  and 
blue  opossum,  all  likely  to  prove  very  popular,  espe- 
cially for  young  girls.  They  look  well  and  are 
■exceedingly  becoming.  Their  one  drawback  is  the 
instability  in  color;  "warranted  to  fade — in  three  or 
four  years," — as  one  manufacturer  expressed  it. 
That  fact,  however,  detracts  nothing  from  their 
beauty  while  the  color — and  the  fad — lasts. 

The  increased  size  in  the  separate  pieces  has  un- 
doubtedly had  much  to  do  with  the  increase  in  price. 
Long  coats  require  an  enormous  amount  of  fur.  But 
while  long  coats  are  fashionable,  and  people  want 
them,  they  are  going  to  have  them,  and  they  are 
willing  to  pay  for  them.  While  it  is  the  fashion  to 
wear  the  light,  durable  pony  coats  for  skating  and 
similar  sports,  people  are  going  to  have  the  pony 
coats.  So  also  with  the  sets,  but  in  the  latter  case  a 
way  out  of  the  tremendous  cost  has  been  found,  and 
next  season  will  see  many  of  these  sets,  combining 
the  finest  of  furs  with  various  adaptations  of  silk  and 
"velvet. 

The  advance  in  the  price  of  Persian  has  had  the 
effect  of  popularizing  Persian  paw  for  sets,  and 
garments,  for  there  is  no  getting  over  the  difficulty 
of  limit  to  material.  The  process  of  preparing,  how- 
ever, is  slow,  and  only  early  orders  are  being  filled 
or  have  any  chance  of  being  filled  for  the  coming 
season's  opening  trade. 

Another  result  of  the  increase  in  cost  of  the  finer 
furs,  and  the  reduction  in  view  for  muskrat  has  ap- 
parently brought  new  life  to  the  fancy  for  furlined 
coats,  and  a  good  trade  in  these  garments  is  ex- 
pected by  some  of  the  manufacturers. 


Business  is  directed  to  the  basement  section  of 
The  Stanley  Mills  &  Co.,  Limited,  Hamilton,  by  the 
use  of  "coupon  slips."  This  is  not  an  innovation, 
hut  the  adoption  of  a  principle  used  successfully  in 
former  years. 

Coupons  necessitate  cash  purchases  and  the  adver- 
tiser's drawing  card  consists  in  the  fact  that  special 
prices  are  only  good  when  such  coupons  are  pre- 
sented. Salespeople  are  not  allowed  to  quote  the 
special  price  of  the  items  on  sale  and  any  results 
noted  are  directly  attributable  to  the  advertlsenieut. 

Items  are  printed  in  numerical  form,  and  as  the 
advertiser  suggests  can  be  cut  out  and  each  particu- 
lar coupon  presented  when  the  purchase  is  made. 
Sufficient  difference  in  price  quotations  makes  Ihe 
value  of  the  coupon  evident  to  the  intending  cus- 
tomer. Good  results  are  obtained.  The  coupon  is 
an  excellent  index  to  the  relative  drawing  power  of 
the  different  items.  This  information  is  an  avail- 
able guide  for  future  advertising. 


What  Would  You  Say  to 
This    Customer  ? 

See  page  16. 
MONEY  PRIZES  FOR  BEST  ANSWERS. 


1911 


OUR  NEW  RANGE  OF  FUR 

SAMPLES 

IS  NOW 
BEING  SHOWN 

TO  THE  TRADE 


BY  ALL  MEANS 

LOOK  AT  THESE  BEFORE 

YOU    PLACE   YOUR    ORDER 

OUR  GOODS  ARE  RIGHT -YOU    WILL 
DO  WELL 

TO  BUY 

FROM 
A  RELIABLE  HOUSE 

WEAR 

ROYALTY  HATS 

THE  BEST  IN  THE  LAND 


Swift,  Copland  &  Co. 


LIMITED 


L 


MONTREAL 
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FASHIONABLE    FURS    SHOWN 
FOR     THE     NEXT     FALL     AND 
WINTER^  SEASON     BY     MONT- 
REAL   MANUFACTURERS 


Coat  of  Persian  Lrmb,  rimmed 
in  Sable,  fastened  with  large 
ornament  of  Soutache.  Shown 
by  Boulter,  Waugh  &  Co., 
Limited,  Montreal. 


Round  Muff  and  Scarf  Stole 
of  Mink.  Scarf  lined  in  shir- 
red silk  and  decorated  with 
Soutache  ornament  and  tas- 
sels. Shown  by  the  Redmond 
Co  ,  Limited,  Montreal. 


Stole   and   Muff  of   Black  Fox  —  Shown 
by  Switt-Copeland  Co.,  Ltd..   Montreal 


Goods  Review 
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Being  fortunate  in  dis- 
posing of  last  season's  stock 
of  Furs,  we  were  able  to 
take  advantage  for  next 
season  of  a  considerable 
drop  in  prices  and  this  sav- 
ing  we  offer  the  trade. 


Distinctive 

Styles  in 

Small  Furs 


Fur-lined 

and  Fur 
Garments 


Quality  Unsurpassed 


Anderson  -  Macbeth 


Limited 


76  Bay  St,,  Toronto 

Sole  Agents 

Kin^  Hats,  Borsalino  Hats  and 
Lincoln,  Bennett  &  Co. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Persian    Lamb    Jacket  —  Shown    by    L. 
Gnaedinger,  Son  &  Co.,  Montreal. 


STYLISH  FURS  SHOWN   FOR 
THE  FALL  AND  WINTER 
SEASON,  1911-12. 


Hudson   Seal   Stole    and    Muff,  showing 

effect    of   reversed   furs  —  Shown    by   L. 

Gnaedinger,  Son  &  Co..  Montreal. 


Small     Outlay     Necessary    in     Storing    Customers'    Furs 

System  and  Charges  of  Cold  Storage  Plants  —  Many  Furriers  and  Mer- 
chants Can  Successfully  Pack  all  Garments  Entrusted  to  Their  Care  With 
Stocks    Carried    Through   the   Season  —  Advertising  to  Handle  Such  Business 


AS  a  business  proposition  the  storage  of  furs 
should  appeal  to  the  small  retail  furriers 
.  throughout  the  country  and  benefit  materi- 
ally the  returns  from  the  fur  departments. 
Fur  sections  will  be  storing  their  own  furs  car- 
ried over  this  season,  during  the  next  few  months 
and  these  departments,  with  very  little  cost,  can  ar- 
range to  store  such  furs  as  their  customers  may  wish 
and  at  a  very  moderate  cost. 

Such  arrangements  naturally  necessitate  extra 
Tvork.  Proper  care  must  be  taken  of  the  different 
fur  and  fur-lined  garments  entrusted  to  the  storage 
facilities  of  the  different  establishments.  Merchants 
should  grasp  this  opportunity  to  increase  the  pres- 
tige of  their  fur  departments,  obtain  work  for  their 
repair  rooms  during  otherwise  slack  months  and  re- 
tain the  connections  po.ssibly  made  during  past  sea- 
sons or  in  the  sale  of  some  particular  and  expensive 
garments. 

Merchants  have  many  different  schemes  for  stor- 
ing their  own  furs  and  can  adopt  the  same  methods 
in  storing  customers'  furs  for  the  summer  months. 
Safety  vaults,  storage  rooms  and  racks  can  be  uti- 
lized for  this  purpose. 

Therefore,  the  proposition  is  one  which  the  mer- 
chants throughout  the  country  can  confidently  adopt 
or  improve  upon  with  a  certain  amount  of  success. 

It  is  a  feasible  proposition,  l^oom  for  such  stor- 
age is  generally  to  be  found  in  most  stores.  It  will 
help  pay  for  the  cost  of  carrying  over  stock,  packing 
and  other  expenses.  Extra  room  is  made  to  pay  a 
revenue  also  that  would  otherwise  be  lost.  Crowd- 
ing of  repair  work  in  the  Fall,  too,  is  avoided. 

Precautions  are  necessary  in  assuming  the  re- 
sponsibilities of  storing  other  people's  furs.  Mer- 
chants must  be  in  a  position  to  assure  customers  of 
the  safety  and  proper  return  of  their  garments.  It 
is  an  easy  matter  to  extend  precautions  taken  for 
the  safety  of  stock  carried  over  to  the  articles  left  by 
customers  for  the  Summer  months. 

Usual  methods  generally  follow  to  the  rule  that 
garments  and  furs  are  better  hanging.  Careful 
cleaning  and  thorough  beating  are  first  necessary. 
After  the  furs  are  whipped  out,  paper  moth  bags  or 
cotton  sacks  are  used  to  pack  furs  and  jackets.  These 
packages  are  then  hung  up  carefully  in  the  store- 
rooms. Most  merchants  generally  take  all  furs  down 
monthly,  when  they  are  again  thoroughly  whipped 
out.    There  is  no  danger  of  moths  in  such  cases. 

In  the  large  cities  some  of  the  stores  have  cold 
storage  plants  for  keeping  furs  and  this,  of  course, 
is  the  ideal  plan.  The  cold  air  passing  around  the 
different  articles  proves  a  natural  environment  and 
adds  softness  and  lustre  to  the  furs.  Every  protec- 
tion is  given  in  the  air  tight  vaults  against  moths. 
and  no  injury  is  possible.  Compared  with  the  uses  of 
chemical  preparations,  no  discoloration  or  fading 
is  apparent  in  the  cold  storage  method. 

Before  a  garment  is  ready  for  the  vault  it  is 
carefully  beaten,  cleaned  and  combed  out  and  any 
dust  or  moth  eggs  are  removed  in  the  process. 


Machinery  for  maintaining  the  cold  air  is  gen- 
erally below  or  next  the  vaults  and  the  chilled  air  is 
passed  into  the  compartment  by  means  of  fans.  The 
temperature  of  the  air  is  maintained  below  freezing 
point  throughout  the  entire  season. 

Inside  the  vaults  proper  is  arranged  series  of 
racks  and  the  garments  are  hung  in  such  positions 
that  the  air  is  allowed  to  circulate  around  them. 
Necessarily  such  vaults  are  fireproof  and  burglar- 
proof,  although  further  precautions  are  taken  with 
regard  to  insurance,  alarms  for  fire  and  also  for  fire 
protection.  Cleanliness  is  also  assured  and  vaults 
are  dust-proof.  Fear  of  soiling  is  thereby  removed. 
All  delicate  furs  retain  their  natural  gloss. 

However,  detailed  descriptions  are  not  entirely 
necessary  except  to  show  the  merchants  carrying 
furs  that  while  such  elaborate  facilities  cannot  al- 
ways be  planned  by  them,  the  storage  business  of 
their  localities  can  be  obtained  through  the  facilities 
used  in  storing  their  own  stock.  The  risk  of  fire, 
burglary  and  loss  can  be  carried  by  the  merchant  at 
a  reasonable  cost. 

Merchants,  who  at  present  take  advantage  of 
such  business,  must  necessarily  have  some  system. 

Advertising  is  Necessary. 

Advertising  which  emphasizes  the  wisdom  of 
storage  should  be  used.  Repairing  and  remodelling 
of  furs  and  the  desirability  of  immediate  attention 
is  a  point  in  favor  of  the  merchant.  Up-to-date  fur- 
riers can  remodel  garments  or  furs  upon  the  follow- 
ing season's  styles  and  the  advantage  of  time  is  most 
appealing  to  customers,  as  it  insures  sufficient  con- 
sideration. Such  rejjairs  can  also  be  .suggested  by 
the  furrier  when  the  garments  or  furs  are  given  into 
his  charge. 

Gener?!  System  and  Charges. 

Merchants  can  adopt  their  own  charges  bavsed  on 
the  cost  involved,  but  the  usual  charges  of  cold-stor- 
age are  three  and  a  half  per  cent,  on  garments 
valued  at  less  than  one  hundred  dollars,  three  per 
cent.,  on  furs  valued  at  up  to  one  thousand  dollars, 
and  for  higher  valuations  special  rates  are  quoted. 

The  list  of  furs  stored  can  be  printed  and  given 
to  the  customers.  Duplicates  of  these  sheets  are 
kept  and  numbered.  The  niimbers  are  the  only 
identification  necessary  in  applying  for  the  garments. 

Customers  agree  to  several  conditions  and  mer- 
chants are  protected  in  the  event  of  deterioration  or 
fading  from  natural  causes  and  are  only  responsible 
for  the  amount  of  insurance  received  in  case  of  dam- 
ages. 

Regarding  the  loss  of  receipt  and  to  protect  their 
interests  merchants  should  claim  the  right  of  imme- 
dmte  notification  to  avoid  losses  from  the  possibility 
of  other  parties  presenting  receipts. 

In  ca.se  of  withdrawal  of  the  articles  and  delivery 
at  a  given  address,  the  responsibility  rests  with  the 
customer. 

Descriptions  as  to  quantity,  condition,  values  and 
charges  made  for  storage  on  all  articles  are  minute. 
Dates,  personal  signatures  and  addresses  are  strictly 
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insisted  upon  as  well  as  the  agreement  to  all  the 
conditions  set  down  in  the  receipts.  Repairs  and 
any  remarks  are  also  noted.  Goods  are  only  return- 
ed upon  presentation  of  receipts. 

While  it  is  not  to  be  expected  that  such  system 
is  necessary  to  cover  the  storage  in  many  stores, 
such  contracts  tend  to  increase  the  confidence  of  the 
customer  for  the  Summer  season.  Merchants  in 
many  cases  are  deriving  increased  results  from  the 
opportunity  of  packing  customers'  furs  along  with 
their  own  stock. 

Establish  Customer's  Confidence. 
Improved  methods  are  necessary,  however,  but 
most  merchants  are  successful  in  returning  the  gar- 
ments to  their  owners  in  better  condition  than  if 
customers  personally  packed  their  own  furs.  No 
objectionable  odors  should  be  noticed  and  all  articles 
need  not  be  crushed  or  creased  in  any  way  when  re- 
turned. 

Customers  can  easily  be  educated  to  the  fact  that 
better  results  are  gained  when  their  furs  are  stored 
with  some  reliable  furrier  or  merchant.  It  is  also 
certain  that  when  cold  storage  plants  can  afford  to 
pay  express  charges  both  ways  on  furs  valued  at  one 
hundred  dollars  or  over  that  many  furriers  and  fur 
department  managers  can  well  afford  to  cater  for 
such  business.  Precautions,  better  arrangements  and 
proper  attention  do  not  add  materially  to  the  costs 
of  storing  carried  over  stock,  but  are  essentially 
necessary  to  establish  confidence  in  the  minds  of  the 
customers  and  to  warrant  them  in  trusting  their 
furs  and  fur  garments  to  such  care. 


The  Acid  Test  or  Guarantee. 

Different  tests  of  the  store's  liability  and  prestige 
are  used  by  merchants  in  advertising  aunouncementf. 
One  advertiser  uses  what  he  calls  "acid  tests"  such 
as  the  following:  "We  guarantee  the  price  of  every- 
thing to  be  as  low  or  lower  than  the  same  article  or 
pattern  can  be  bought  anywhere  else.  If  in  a  day, 
week  or  month  later  you  find  the  same  thing  lower 
elsewhere,  make  a  claim  upon  us — it  will  be  allowed 
at  once."  Note  the  breadth  of  the  test,  one  of  which 
is  used  periodically  in  the  advertisements.  This 
should  remove  all  excuse  for  patronizing  the  mail 
order  house. 

Here  is  another  acid  test  that  inspires  con- 
fidence! "Our  firm  guarantees  every  thread  of 
merchandise  offered  to  be  exactly  as  represented  by 
the  salesperson  or  in  the  advertisement.  It  is  the 
business  of  the  advertiser  to  tell  only  the  truth  about 
the  store  and  its  contents.  Satisfaction  guaranteed 
or  money  immediately  refunded." 


The  uses  of  striking  cuts  in  the  advertising,  show- 
ing particular  garments  within  the  store  and  of 
illustrations  and  descriptive  work  depicting  "swatch- 
es" of  the  fabrics  featured  in  any  departn\ent.  axe 
successfully  demonstrated  by  some  merchants. 
Unique  advertising  cuts  such  as  the  "opening  of  the 
book  of  fashion,"  printing  and  typographical  work 
done,  representing  a  lace  curtain  drape  or  interior  of 
a  house,  are  also  successful. 


Earned  $39.50  in  3  days 

The  above  statement  indicates  what  a  representative 
of  the  MacLean  PubHcations  earned  in  three  days, 
from   March  7th   to  March    10th. 

He  hustled,  indeed  he  did !  But  it  was  worth  his  while. 

We  want  men  of  this  calibre  to  act  as  circulation  re- 
presentatives, to  take  the  exclusive  charge  of  all  our 
business  in  their  respective  localities. 

We  want  men  and  boys  who  are  live,  hustlers, 
straightforward,  and  of  good  character. 

If  you  have  the  ability  to  deliver  the  goods,  to  get 
results,  to  make  good  on  a  prososition  like  this,  write 
us  at  once. 

The  MacLean  Publishing  Co.,  Ltd. 

143-149  University  Avenue,  Toronto. 
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Fur  Problems 

Knowledge  in  the  selection  of  skins,  care  in 
the  manufacture  of  goods  and  honest  values 
comprise  the  "BEAVER  BRAND"  of  furs. 


Good  service  is  obtainable  from  most  fur 
houses,  but  the  absolute  guarantee  against 
any  defect  in  either  workmanship  or  mater- 
ial is  of  inestimable  value.  "  BEAVER 
BRAND"  Furs  are  guaranteed  to  you.  The 
price  at  which  we  are  offering  our  most 
exclusive  furs  is  of  interest  to  every  fur 
buyer.  Shrewd  retailers  are  selling  "BEAV- 
ER BRAND"  for  real  fur  satisfaction. 

Be  the  Quality  Fur  Store  in  Your  Section  ! 

"BEAVER  BRAND"  furs  carry  with  them  a  certain  style, 
fit  and  finish  all  their  own,  which  have  earned  for  them  a  most 
enviable  reputation,  ensuring  easy  and  early  sales  and  con- 
tinued prosperity  to  any  FUR  DEPARTMENT 

The  Redmond  Company,  Ltd. 

Montreal,  Que.      and      Winnipeg,  Man. 

Please  mention  The  Revietv  to  Advertisers  and  Their  Travelers. 
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Dry  Goods  Reviem 


TWO  STRIKING{[FUR    MODELS 
SHOWNfFOR   'FALL    AND 
WINTER,   1911    12. 


A  neat  design  in  Near  Seal  and  Hudson 
Seal,  with  silk  trimming,  as  [shown  by 
Anderson    &    Macbeth,  [^Limited,    Toronto 


A  dainty  design  of  Isabella  Fox   as    shown 
by  Anderson  &  Macbeth,  Limited,  Toronto 
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New   Store.   Pryce   Jones   (Canada)   Limited,  Calgary,   showing   crowd   unable   to   obtain   entrance  on 
opening   day.    Note   the  spacious  display  windows. 


Calgary's  New  Store  Opened, 

In  August  last,  the  site  of  the  Pryce-Jones  store, 
Calgary,  was  merely  a  hole  in  the  ground.  Scarcely 
six  months  later,  a  large  three-storey  red  brick  build- 
ing had  been  completed  with  every  equipment  de- 
manded by  modern  merchandising.  The  store  was 
opened  Feb.  14th  last.  On  the  top  floor  is  the  Royal 
Welsh  tearoom,  done  in  pretty  green  shades,  which 
are  to  be  the  general  color  scheme  of  the  store. 
There  are  rustic  arbors  enlivened  with  foliage  and 
realistic  bunches  of  green  grapes,  soft  green  carpets, 
and  china  carrying  out  the  same  note,  while  even 
the  mattresses  wear  frocks  of  pastel  green. 

On  the  same  floor  are  the  general  offices,  and  cen- 
tral station  for  the  pneumatic  cash  tube  system. 
Here  also  is  the  housefurnishing  department. 

The  second  floor  is  occupied  by  the  millinery, 
and  women's  and  children's  ready-to-wear  depart- 
ment, A  special  display  of  beautiful  Irish  linens  is 
also  featured  on  this  floor. 

General  dry  goods  lines,  hosiery,  dress  acces- 
sories, dress  goods  and  men's  furnishings  are  located 
on  the  first  floor,  while  groceries,  china,  glassware 
and  cutlery  are  carried  in  the  basement. 

The  present  building  is  but  one-half  the  size  of 
the  proposed  store.  Each  is  about  75  feet  wide  by 
100  feet  long.  The  display  windows  range  along 
the  front  and  one  side,  making  a  complete  length  of 
160  feet.     The  mndows  are  6  feet  deep. 


Double-Decked  Window. 

An  idea  in  window  display  adaptable  to  the  show- 
ing of  small  wares  is  utilized  by  a  Cliatham   mer- 


chant, who,  having  only  a  small  show  window,  de- 
sires to  make  the  most  of  his  space.  He  has  rigged 
up  a  double-decked  window,  placing  a  shelf  the  full 
size  of  the  window  about  two  feet  above  the  regular 
floor,  which,  in  turn,  is  a  foot  or  more  above  the 
sidewalk  level.  On  the  floor  of  the  window  large 
articles  can  be  shown  to  pretty  good  advantage,  while 
the  merchant  uses  the  shelf,  prettily  covered  with 
silk,  to  display  very  small  goods. 

The  advantage  of  the  shelf  lies  in  the  fact  that  it 
brings  the  small  goods  immediately  under  the  eye 
of  anyone  in  the  street.  In  an  ordinary  window 
these  goods  can  be  shown  only  at  a  distance  of  five 
feet  or  thereabout  from  the  eye.  The  shelf  brings 
them  as  close  to  the  eye  as  they  would  be  on  a  store 
counter.  Dry  goods  stores  which  handle  fancy  goods 
lines  could  adapt  the  idea,  while  it  might  also  prove 
serviceable  in  showing  laces  and  small  goods  which 
can  only  be  appreciated  when  seen  at  close  range. 
The  shelf  can  be  removed  at  any  time  to  enable  the 
entire  window  to  be  used  for  a  single  display  if  de- 
sired. The  idea  is  especially  adaptable  to  small 
corner  windows. 


A  New  Dry  Goods  Store. 

J.  A.  Anderson,  formerly  of  Morganstown,  Ont., 
is  opening  a  new  dry  goods  store  in  Campbellford. 
He  is  installing  modern  equipment,  including  70 
feet  of  special  silent  salesmen,  three  feet  in  height, 
and  dispensing  with  counters.  He  is  carrying  gen- 
eral dry  goods,  boots  and  shoes.  The  store  will  have 
metal  ceilings  and  walls,  painted  white. 
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Would  You  Allow  This  Customer 

Special  Prices  Before  the 

Advertised  Sale  Date  ? 


special  prices  ? 


Here  is  a  knotty  problem  for  the  merchant  who  has  a  large  number  of 
country  customers.  They  claim  they  are  entitled  to  consideration  because  they 
cannot  always  be  on  hand  to  take  advantage  of  special  sales. 

Some  merchants  have  established  days  for  these  events,  and  all  customers 
are  given  to  understand  that  they  must  govern  themselves  accordingly.  Others 
meet  the  request  of  such  customers,  and  often  make  trouble  for  themselves. 

For  the  best  answer  to  the  customer  in  a  case  of  this  kind,  accompanied,  if 
possible,  by  an  account  of  actual  occurrence,  The  Review  will  pay  the  following 
prizes : 

FIRST  SECOND  THIRD 

$3  and  Review  fcr  One  Year.       $2  and  Revierx)  jor  One  Year.      $1  and  Review  Jor  One  Year. 

All  contributions  to  be  published  in  one  issue  of  The  Review. 

This  competition  is  not  confined  to  salespeople  in  departments.  It  is  an 
opportunity  for  any  member  of  the  stat?.  This  contest  will  be  a  monthly  feature 
of  The  Review. 

Address  all  ansWtis  to  The  Editor  of  '^he   T>ry  Qoods  T^evieW,    143-149  Unioersily  Avenue,    Toronto 


Please  mention  The  Reineiv  to   .Idz't'rtiscrs  mtd   Ihcir  Travelers. 
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New  Express  Regulations 

Dimension  as  Well  as  Weight  W^ill  be  Considered 

—  Shippers   Say  Tariffs  Will  Have   to  be 

Considerably  Lower. 

By  revising  their  regulations  governing  the  shipment 
of  goods  so  that  dimensions  as  well  as  weight  will  be  the 
determining  factor  in  fixing  charges,  the  express  companies 
have  apparently  aimed  to  keep  dry  goods  and  millinery 
shippers  within  bounds  as  to  size  of  packages. 

The  new  regulations  come  into  effect  in  time  to  catch 
the  bulk  of  the  advance  business  for  the  new  millinery 
season.  Special  men  were  detailed  to  see  that  consign- 
ments conformed  with  measurements,  and  much  laborious 
detail  was  added  to  the  work  of  shipping  staffs. 

Among  the  millinery  and  dry  goods  houses,  objection 
seems  to  centre  in  that  portion  which  comes  under  the 
heading  of  light  and  bulky  goods.  One  stipulation  is  that 
goods  packed  in  corrugated  paper  shipping  cases,  uncrated 
must  conform  to  certain  weights  and  measurements  in  or- 
der to  entitle  them  to  merchandise  rate.  Although  the 
weights  of  these  packages  may  be  combined,  the  actual 
weight  must  be  greater  or  the  minimums  will  apply  to 
each.  When  two  or  more  cases  of  uniform  size  are  tied 
together  they  may  go  as  one,  but  the  maximum  measure- 
ment is  100  inches.  When  such  parcels  are  crated  they 
will  go  at  merchandise  rate,  but  crates  exceeding  120 
inches  will  be  refused. 

When  goods  are  packed  in  ordinary  straw  board  or 
paper  boxes,  several  packages  may  be  tied  together,  but 
measurement  must  not  exceed  70  inches.  When  packages 
exceed  this  measurement,  they  must  be  enclosed  in  cor- 
rugated cases  or  crated,  measuring  no  more  than  120 
inches.  An  exception  to  this  clause  is  made  in  the  case  of 
single  paper  boxes  containing  cloaks,  suits  or  cloth. 

When  packages  are  tied  together  as  described  and  un- 
crated must  conform  with  certain  minimum  weights.  When 
not  fastened  together  such  packages  will  be  charged  as 
separate  shipment.  It  will  thus  be  seen  that  there  must 
necessarily  be  considerable  increase  in  the  charges  for 
goods  that  are  returned  from  time  to  time,  to  wholesale 
houses,  and  on  rush  orders  which  cannot  always  be  com- 
bined with  others  to  get  the  advantages  of  the  mer- 
chandise rate. 

This  is  the  great  objection  whicli  shippers  have  to  the 
new  regulations,  and  naturally  the  announcement  as  to 
the  new  tariff,  expected  about  the  end  o£  the  present 
month,  is  somewhat  anxiously  avvaited.  A  very  consider- 
able reduction  in  the  rates  is  regarded  as  necessary  in  or- 
der to  offset  the  effect  of  the  new  system. 

"They  seem  to  be  trying  to  find  out  what  we  will 
stand  for,"  said  a  millinery  wholesaler,  "and  only  a  very 
substantial  reduction  in  the  rates  will  place  things  upon 
equable  basis." 

Following  arc  the  sections  from  the  new  regulations 
which  coiu'Pi-n  the  dry  g'oods  and  millinery  houses  in  par- 
ticular : 

Light  and  bulky  goods  :  (a)  t'orrugated  paper  ship- 
ping cases  containing  articles  not  classified  at  higher  than 
Mdse.  rate  (not  including  glass  or  other  fragile  articles)  : 

When  not  crated  will  be  charged  for  at  merchandise 
rate  upon  the  actual  weight,  but  not  less  than  at  the 
following  minimum  weights,  based  upon  exterior  measure- 
ments, by  which  is  meant  the  length,  width  and  height 
added  together  : 

Over     70  to     75  inches,  exterior  measurement,  30  fts. 

Over     75  to     80  inches,  exterior  measurement,  35  fts. 

Over     80  to     90  inches,  exterior  measurement,  45  fts. 

Over     90  to  100  inches,  exterior  measurement,  60  fts. 

Over  100  inches,  not  taken. 


As  provided     in   conditions    of   carriage,    No.    11,    the 

weights  of  such  packages  may  be  combined,  but  unless  the 
actual  weight  is  greater,  the  above  minimums  will  apply 
to  each  package. 

Two  or  more  such  cases  of  uniform  size,  securely  tied 
together,  may  be  accepted  and  charged  for  as  one,  pro- 
vided the  exterior  measurement  of  the  combined  package 
does  not  exceed  100  inches. 

When  crated,  will  be  charged  for  at  merchandise  rate 
upon  the  actual  weight,  but  crates  exceeding  120  inches, 
exterior  measurement,  will  be  refused. 

(b)  Ordinary  Straw  Board  or  Paper  Boxes.  Several 
strawboard  or  paper  boxes  containing  merchandise  speci- 
lied  in  paragraph  (a),  when  wrapped  or  securely  fastened 
together,  will  be  accepted  without  crating,  if  exterior 
measurement  is  less  than  70  inches,  and  if  greater,  then 
such  shipment  must  be  enclo.sed  in  corrugated  cases,  or 
crated,  but  no  crate  over  120  inches  will  be  received. 

The  above  does  not  apply  to  single  paper  boxes  con- 
taining cloaks,  suits  or  cloth,  which,  when  wrapped  in 
paper,  will  be  accepted  without  limit  as  to  size. 

(c)  Packages  covered  by  section  (a)  and  (b)  of  this 
rule  shipped  b\  one  consignor  to  one  consignee,  the  com- 
bined exterior  measurement  of  which  'is  less  than  7U 
inches,  shall  be  securely  tied  or  fastened  together,  and 
when  not  crated  will  be  charged  for  at  merchandise  rate 
upon  the  actual  weight,  but  at  no  less  than  the  following 
minimum  weights,  based  upon  measurement  : 

Over  50  inches  to  55  inches,  15  lbs. 

Over  55  inches  to  60  inches,   IS  lbs 

Over  60  inches  to  65  inches,  20  lbs. 

Over  65  inches  to  70  inches,   25  lbs. 
and  if  such  packages  are  not  so  tied  or  fastened  together 
each  will  be  charged  as  a  separate  .shipment. 


E.  T.  STEACY.  OF  STEACY  &  STEACY.  KINGSTON 

Elected    First    Vice-president    of    the    Ontario     Section.     Retail 

Merchants'  Association,  at  their    recent    Convention 

in  Guelpb. 


Color  Touches  in  Neckwear 

"Helen    Pink"    the    Latest   Touch    for    Trimming 

Purposes  —  Much  Black  and  White  —  Sailors  and 

Fichus  Very  Strong  —  Soft  Novelty  Stocks 

OWING  to  the  ruc-eut  debut  of  Mis.s  Helen  Taft 
at  the  White  House,  a  new  shade  of  pink  has 
leaped  into  po})ularity.  Miss  Taft  wears  and 
jspjr3»   has  so  Miade  fa.-;hionable  a  certain  rather  pe- 
culiar tint,  different  from  the  ordinary  rose  pinks  or 
salmon.    On  the  color  card  it  would  be  nearer  to  the 
llenner  shades  than  to  either  of  the  above. 

A  touch  of  this  shade  is  now  much  admired 
when  vised  with  discrimination  on  the  new  neckwear. 
Pipings  of  slock  collars  and  small  wing  or  triangu- 
lar trimmings  on  jabots  will  be  in  Helen  pink. 

An  enterprising  merchant  who  has  favored  num- 
l)ers  made  or  copied  for  him  in  his  own  workrooms 
will  not  find  it  difhcult  to  obtain  material 
of  this  shade.  It  has  already  been  seen  in 
silks  and  organdies,  and  quite  lately  in 
wash  goods,  such  as  muslin  and  Chain- 
Ijray.  Leading  neckwear  houses  will  be 
found  ready  to  supply  collars  and  jabols 
with  touch(>s  of  this  color. 

A  Magpie  Sailor  Collar. 

The  Dutch  collar  of  lingerie  in  .sailor 
shape  is  doing  a  record  l)usine.ss.  Every 
variety  is  to  be  had.  There  are  collars 
of  lace  and  embroidery  mixed  effect,  of 
lace,  insertion  and  .sheerest  lawn  or  niiill. 
and  plain  cmbroiderie  Anglais  or  .«oli(l 
tint,  with,  perhaps,  a  narrow  Guipure 
edge.  Some  collars  have  a  hemstitcheil 
hem  al)Out  1  inch  deep.  This  gives  a 
very  girlish  and  ''ingenue"  effect. 

Particularly  pretty   was   a  collar  of 
the  square  type,  with  black  and  white 
embroidery  and  button-holed  edge.  This 
was  of  Swiss  manufacture  and  very  diilicult  to 
lingnish  from  hand  work,  while  vdaiHug  most 
son  ably. 

Fichu  collars  of  folded  uuill  on  plain  rouiida- 
lion,  with  jabot  tie  ends  are  one  of  the  leading  style 
features  of  the  sea.son.  AVhilo  the  sailor  collar  has 
taken  the  fa,shionable  world  by  storm  and  should  be 
salable  in  any  form  from  large  coat  collar  of  lace 
to  the  smallest  Dutch  .sailor,  fichus  are  if  anything 
a  newer  and  even  more  exclusive  line.  For  wear 
willi  snnuiier  dresses  they  will  be  sold  in  all  grnil 
centres  as  a  sei)arate  article.  In  the  most  conserva- 
tive places,  a  merchant  should  be  safe  in  stocking 
I  he  more  practical  small  ones  which  really  are  an 
elaboration  of  tlie  (lat  collar.     These  are  calculated 


to  appeal  as  eminently  suitalile  for  >treet  or  morn- 
ing wear,  whereas  the  large  fichus  in  shoulder  effect 
are  chiefly  designed  for  afternoon  or  special  occa- 
•sions,  and  will  so  be  worn  by  the  well-dres.sed  woman. 
Generally  speaking,  the  Hat  collar  appears  to  be 
universal,  as  also  are  the  collarless  dres.<  and  the 
dress  with  the  small  yoke  and  collar  of  lace.  These 
two  stjdes  practically  eclipse  all  otliers.  A  consider- 
able increa.se  in  demand  for  the  collar-and-yoke 
type  of  neckwear  has  been  felt,  as  a  consequence. 
New  styles  are  very  Avell  received  in  this  line. 

Best  Sellers  for  19  II. 

It  is  generally  agreed  upon  that  the  jabot  stands 
in  the  front  rank  of  the  best  sellers.  Plain  tab 
effects  and  medivnu  deep  pleats  are  decidedly  the 
most  practical  for  washing  purposes,  Init  every  s(»rt 
of  jabot  is  represented. 

.\mong  the  stiff  collars,  the  low  front  tennis  col- 
lai'    (Trouvillc).   off(>ring  perfect   coolness  and   free- 


Coat  scl  of  pique,     ecoraled  with  Bulsanaii  hand  embroidery. 


(Us- 

rea- 


ilom   wiili  a  mat   tailored  elleel.  ha-  made  inunen>e 
-iride-  in  \\\v  la.-l  few  weeks. 

All  Hat  collars  as  enumeraled  above.  Dutch,  lichu 
;ni<l  sailor  are  winners. 

Small  bows,  tlal  anil  in  knot  oll'ecls  of  velvet  wilh 
contra.^ting  iiipings.  or  of  .•'atin  are  much  wanted. 
ToucIie>   o['  emerald   green   are 
these,    ill   eoml>ination   with    tlu 
white  stripe  or  check. 

navy,      shepherd's 
ami  coronation   rec 


frequently   seen   in 
favorite  lilack  and 


enee 
are 


-.      .Vmerican 

xcelleut   color 


Coral, 
lieauly   rose 
touches. 

The  Tailored  Stock. 

Practically  all  stock  collars  are  so  neat  and  plain 
as  to  be  called  tailored  this  vear.     But  in  the  strict 
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The   Jyiarquisette    Vvaist 


No.  1029.— Price,  $30.00  per  doz. 


O  ervice 

specially  regarding  our  output  of  fine  Waists, 
We  have  now  an  organization  and  equipment 
as  nearly  complete  as  is  reasonably  possible. 
One  large  factory,  occupying  a  complete  floor 
of  the  building,  with  separate  management, 
designers  and  expert  operators,  devotes  its  en- 
tire energy  to  the  production  of  ..  latest  and 
most  approved  novelties  for  the  j  Waist 

business.  A  noticeable  feature  is  ».  (,/  with 
our  connection  for  the  buying  of  raw  materials 
abroad,  and  the  loiv  rate  of  duty  to  Canada, 
we  can  produce  novelties  at  a  great  price 
advantage  as  compared  ivith  the  cost  of  the 
same  Waists  made  at  American  and  foreign 
centres. 


#[[  A  new  fabric,  in  new  shades  and  new  designs, 
11  gives  this  season  a  novehy  of  the  most  pro- 
nounced kind.  Marquisette  is  a  square  weave 
almost  as  sheer  as  net  and  trimmed  in  a  range  of 
soft  pastel  shades — soft  green,  delf  blue,  coral, 
pumpkin,  and  black.  The  w^aists  show^n  are  an 
arrangement  of  Marquisette  and  linen  cluny  lace. 
The  contrasting  shades  of  the  soft  colors  are 
separated  by  insertion  and  the  folds  are  trimmed 
with  crochet  buttons  in  self  color.  The  sleeves 
are  the  new  butterfly  model,  thus  the  whole  effect 
is  a  pleasing  one.  These  are  two  from  a  complete 
line  of  Marquisettes  which  our  salesmen  will  show^ 
you.  As  it  is  one  of  the  season's  sensations,  it 
would  be  well  to  place  your  order  early  and  make 
sure  of  prompt  delivery. 


See 
Salesmen 


F.  P.  EVANS, 

President 


Ladies'  Wear,  Limited 

Toronto 


No.  1037.— Price,  $33.00  per  doz 


W.  F.  GOFORTH, 

Vice-President 


Please  mention  The  Review  to    Advertisers  and  1  Heir  1  ravelers. 
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spiiso  of  the  word,  the  uuinhpr  which  stands  out 
prominentl}'  is  the  soft  stock  or  cravat  of  the  "Yale" 
or  "Harvard"  type.  This  is  a  stand-up-turn-down 
collar,  quite  unstiffened,  with  buttons  holding  the 
corners  in  place  and  a  washable  tie,  in  shape  long 
and  narrow  like  a  man's. 

Laces  and  Embroideries 

Flouncings,  Bands  and  All-overs  on  Sheer  Fabrics 

—  Venise,    Cluny,   Chantilly    and    Washable    Nets 

and  Laces  Popular  —  Colored  Embroideries 

Already  an  excellent  trade  is  being  done  over  the 
counter  by  those  niercliants  who  are  wise  enough  to 
realize  the  need  in  a  lingerie  season  of  putting  the 
goods  before  the  public  early. 

Interest  t'cntres  round  the  eniljroideries,  all-overs, 
Mounces  and  bandings  for  white  dres.ses.  Much 
I)reference  is  and  will  lie  sliown  to  varieties  having  a 


The    New    Quaker    Collar    in    Black    uiid    While    Effect - 
by   Ladies'    Wear.    Limited,  Toronto. 


Shown 


ground  fabric  that  permits  of  graceful  draping  in 
accordance  with  the  over-dress  and  tunic  ideas  now 
so  popvdar. 

\'ery  sheer  lawns  and  mulls  are  >i^(^\\  in  the  best  of 
hie  luade-np  lingerie  dresses  of  embroidery.  A  very 
cH'ective  cheai)er  line  consists  of  mercerized  embroid- 
ery on  a  medium  grade  nmll.  in  all  lines  45  inch 
dounces  should  have  a  good  run.  being  specially 
suited  for  the  raised  waistline  skirt. 

Wholesale  houses  carrying  lines  of  while  em- 
Ijroiderics  usually  ]ilaee  in  full  \iew  handsome  cuts 
of  the  dresses  which  can  be  made  from  these  mater- 
ials and  froni  the  semi-made  robes.  This  contains 
a  hint  for  the  retailer.  A  few  of  these  cuts  give 
customers  ideas  for  the  practical  use  of  the  goods 
they  are  buying  and  thus  facilitate  sales.  In  addi- 
tion to  this,  materials  may  l)e  draped  on  the  forms, 
either  in  the  window  or  at  the  counter,  .so  as  to  sug- 
gest the  use  of  the  bandings,  all-overs  and  flounces. 

Cotton  marquisette  ]:ir()iuises  to  be  much  favored 
a.s  a  material  for  use  with  the  new  lingerie  trim- 
ming's. iVnother  novelty  which  the  .season  has 
brought  out  is  the  colored  or  black  end)roidery  on 
white  ground.  Helen  pink,  pale  blue,  yellow  and 
l)lack  were  noted. 

Peasant  blou.ses  attached  to  the  skirt  in  .-<emi- 
prince.ss  style  seem  to  be  the  universal  mode  for  the 
lingerie  dre.ss.  Raised  waistlines  are  almost  tlu'  I'ulc 
Skirts  con.sist  of  a  jdain  tunic  or  a  split  over-drapery 
reaching  to  the  knee  or  a  little  lower,  and  a  deep 
banding  or  flouncing  to  complete  the  length.  In 
the  split  draperies  there  is,  of  course,  the  drop  .^^kirt 
and  tunic,  the  former  being  usually  plain  except  for 
its  deep  band  or  flouncing,  and  the  latter  of  an  all- 


over  embroidery.    Smaller  bands  con.stitute  belt  and 
cuffs,  or  are  u.sed  on  the  waist  as  trimming. 

(laloons  and  all  .sorts  of  separate  rnotifs  continue 
in  demand  as  before,  ^hmy  are  u.sed  in  the  veiled 
blouses. 

® 
Little  New  in  Glove  Styles. 

"There  is  little  new  in  gloves.  There  hasn't  been 
much  new  for  in  the  last  ten  years,  and  I  do  not 
know  that  it  isn't  a  good  thing  that  such  is  the 
case."  The  manufacturer's  representative  went  on 
to  give  his  opinion  as  to  any  slight  variety  in  de- 
mand, as  evidenced  by  orders  already  placed  for  the 
summer  and  autumn  trade. 

A\'hite  gloves  are  just  as  fa.shionable  a?  ever,  he 
stated.  Enormous  quantities  of  long  white  kid 
gloves  have  been  sold,  and  the  merchant  who  wants 
them  now  and  has  no  orders  placed,  is  going  to  find 
a  difliculty  in  getting  them. 

l*)Ut  a  feature  that  is  bringing  joy  to  the  manu- 
facturer to-day  is  the  demand  which  is  looming  in 
sight  for  tans  and  blacks,  in  long  gloves,  a  sure  sign 
that  they  are  going  to  be  worn  on  the  street. 

In  summer  fabric  gloves,  silk  will  lead  away 
aiiead  in  favor,  lisle  taking  a  secondary  place  for 
smart  wear.  And  here  again,  in  long  gloves  the  call 
has  been  for  white,  manufacturers  having  practically 
sold  everything  in  long  white  silk  gloves.  It  is  still 
a  ([uestion  whether  or  not,  white  silk  gloves  will 
not  go  up  in  price  before  the  season  ends. 

So  far  there  has  been  little  trade  done  in  short 
colored  fabric  gloves  designed  to  match  .sununei- 
gowns  and  -vvash  suits. 

"Every  year,"  he  said,  "finds  the  light  season  in 
gloves  becoming  earlier.  Not  so  very  long  ago  we 
found  the  month  of  April  quite  soon  enough  to  show 
summerweight  gloves.  This  year  we  had  them  out 
on  the  fifteenth  of  Februarj^  and  people  grumbled. 
We  find  heavy  gloves  less  and  less  in  demand  each 
succeeding  year,  ^^'ith  the  large  muffs  which  are 
now  the  style,  heavy  gloves  are  no  longer  a  necessity. 

■■-Vn  unlooked  for  feature  of  our  trade  this  .sea.-^on 
iias  been  the  large  orders  received  from  Rriti.<h  Col- 
umbia for  suede  gloves.  Suede  gloves  are  very  fash- 
ionable in  Paris,  and  English  people  always  want 
them,  but  they  have  never  been  in  excessive  demand 
here.  They  are  asking  for  them  in  the  same  .shades 
which  i'aris  and  London  are  wearing,  pale  biscuits, 
greys  and  tans." 

® 
The  Popular  Laces. 

Chantill}'  lace  is  having  a  splendid  sale  for  u.>:e 
on  the  Spring  and  Snnuner  millinery  and  for  gen- 
eral trinuuing  purjioses.  Its  use  is  confined  chietly 
to  dress  acces-sories  as  it  is  rather  a  light-weight  lace 
for  any  other  purpose,  Init  the  all-over  Chantilly 
nets  will  be  much  favored,  with  an  edging  to  match, 
for  use  on  the  new  blouses,  which  are  .so  frequently 
made  with  a  yoke.  The  fact  that  Chantilly  is  one 
of  the  ]")rettiest  laces  in  l)lack  is  in  its  favor  this  sea- 
son. .\  very  charming  black  and  white  foulard 
dress  bad  deep  plcatim:-  uf  Cbaiitillv  ;it  c<dlar  and 
culVs. 

I'ilet  laces  and  nel>  are  verv  much  wanted,  es- 
pecially in  the  wasiiing  varieties.  The  vogue  of  the 
filet  mesh  in  all  its  forms  is  now  a  .>jettled  fact. 

Point  \'enise  and  the  whole  family  of  flat  laces 
appear  constantly  in  the  form  of  Dutch,  sailor  and 
coat  collars    and  cuifs,    in  bandings   and    all-overs. 
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These  laces  have  the  virtue  of  appearing  far  better 
over  a  contrasting  shade  than  do  the  net  laces. 

Irish  laces  are  leaders  in  all  forms,  jabots  and 
collars  with  touches  of  Irish  crochet  being  particu- 
larly good.  In  a  season  when  scarcely  a  dress  bul 
has  yoke  and  underslecves,  the  Irish  all-(i\crs  are  in 
fine  demand. 

If  the  other  laces,  Valenciennes  and  Torchon  are 
always  wanted,  this  .season  chiefly  for  underwear, 
(luipure  appears  as  a  favorite  edging  on  flat  collars 
of  very  fine  linen  or  linen  lawn,  plain  or  embroid- 
ered. Many  times  this  tiny  (luipure  edge  is  seen  «>n 
an  under.sleeve  or  yoke  of  quite  different  lace,  or 
often  as  a  fini.sh  at  the  straw  l)rini  of  a  lace-covered 
hat.  Large  butterflies  of  lace  will  l)e  so  edged,  and 
.so  will  handkerchiefs,  and  otlier  acce<soi-ics  too  num- 
erous to  mention. 

Cluny  stands  well  uj)  in  tlie  catalogue  of  desir- 
able laces,  b<>ing  es])ecially  Avnnted  for  blouse  trim- 
mings. 


Dress  Trimmings 

Wide  Braids  Appear  on  Spring  and  Summer  Suits 

—  Rat-tail  and  Soutache  —  Coral  Featured  as 

Trimming  in  Pipings,  Beads,  etc. 

The  prevailing  style  idea  tor  suits  as  seen  on  the 
sti'cet  and  in  .sho])  windows  to-day  is  the  wide  braid 
trimming.  Patterns  are  si)ecially  designed  to  snii 
this  ac(!essory,  and  where  the  wide  braid  is  not  tised. 
bias  hands  are  .sul)mitted.  These  pass  round  the 
outer  edge  of  the  new  short  coats  or  are  u.sed  as  ;i 
banding  on  the  narrow  skirt. 

Smaller  braids  are  sharing  the  i)opularit\- 
Soutache  and  rat-tail  are  nnicli  tised  on  dresses  and 
suits,  and  as  leading  publications  appealing  to 
women  constantly  publish  designs  for  their  use,  they 
are  widely  advertised  and  botmd  to  remain  in  favor 
thotigh  by  no  means  new. 

In  the  ptitting  on  the  above  and  in  the  general 
finish  of  the  .suits  and  dresses  great  favor  is  being 
shown  to  hand-sewing,  so  that  French  knots  and 
small  beaded  motifs,  worked  on  the  dre.ss  itself  after 
the  pattern  has  been  stamped,  are  in  considerable 
demand.  Rubber  beads  are  specially  good  for  this 
purpose  owing  to  their  variety  of  rich  colors  and 
dull  finish. 

Porcelain  beads  mil  be  seen  as  an  additional 
touch  of  "chic"  on  the  wide  laces  and  bandings  for 
Summer  evening  dresses.  Coral  beads  are  added  in 
many  cases,  giving  an  extremely  up-to-date  trim- 
ming, but  suited  only  for  dressv  wear.  The  abo^(' 
are  much  used  on  hats,  for  the  large,  wired  looiw 
now  much  affected,  and  for  bandeau.x.  Similarb 
they  are  wired  and  mounted  with  a  ro.sette.  and  will 
be  rised  a.s  hair  bandeaux  for  parties  where  a  sum- 
mer dress  is  worn. 

All  sorts  of  coral  beads  ,n-e  now  ohtaiuahle  IxMh 
at  the  millinery  houses  aiid  at  the  smallwares  and 
fancy  goods  wholesales.  Enterprising  milliners  and 
dry  goods  merchants  will  show  sets  of  hat  and  hair 
bandeaux  with  the  dre.ss  trimmings. 

As  .stated  above,  Helen  pink  will  be  a  leading 
color  and  merchants  should  stock  it  both  in  fabrics 
for  dresses  and  in  trimming  fabrics  and  trimmings. 


Masters  of  Novelty 
Neckwear  Making 


riic  itnst  season  ijioveil  iiur  ability  ti>  piodiKc 
neckwear  that  was  uot  ouly  novel,  but  bad  in  it 
the  little  something  that  attraots  the  pnUlic  .uiil 
■  rt^atos    a    deniand. 

Wo  illustrate  severnl  of  this  season  novi-li  irs : 
tlio  Calla  Lily  Bow,  No.  41.5,  .$4.i>0  dozen,  of  poUl 
tissue    and    silk,    the    pistils    tipped    with    gold    oats. 

The  Lily  .labot.  No.  41,3.  $4.50  dozen,  is  similar 
in  materials,  but  is  arranjrort  in  .labot  style  witli 
pendant    lilies. 

The  Kaster  Lily,  No.  ;W2,  $2.25  dozen,  is  a  simple 
(TOSS  bow  with  the  pure  beauty  of  the  Easter  lily. 
.•\nd  is  proving  a  wonderful  attraction  for  I  lie 
Kaster   trade. 

Our  travelers  will  show  yon  exquisitp  lines  of 
neckwear,  rncliings  and  trillings  that  make  a  linin- 
lO.lstei-    trade    .i    certainty    for    yo\i. 


Forth,  Potter  Co.  Ltd. 

16  Sheppard  Street 
TORONTO 

MONTREAL  Hodges  Lettau  232  McGill  St. 


Neckwear,  Veilings,  Laces,  Parasols  in  New  York  Market 

Fichus,  Large  Sailor  and  Shawl  Collars  —  Bead  and  Braid  Novelties  and 
Bulgarian  Embroideries  —  Chenille  Dotted  Effects  in  Veilings  —  Venise, 
Flanders,  Cluny  Laces  Selling      Demand  for  AUovers  and  Nets  -  New  Parasols 

(Staff  Correspondence) 


Oflice  of  The  Dry  (loods  Review. 
Broadway, 
New  York,  Marcli  14. 

NJ^CKWEAK  (lei)eii(ls  groiitly  upon  the  ele- 
ments of  novelty  and  attractiveness  for  its 
selling-    (jualities,    and    certainly     there     is 
(■ii()U,ii,h   of  novelty  in   l)oth   materials  and 
lriiiiiiiiii}j,s  to  satisfy  tlie  most  exactinji  buyer, 

Maruifacturers  have  been  quick  to  gras[)  the  |)os- 
sihilities  of  the  new  marquisettes  and  voiles  for  neck- 
wear purposes,  and  are  using  quantities  of  l)oth  the 
])lain  and  the  fancy  weaves  for  the  making  of  the 
ficluis,  large  sailor  and  shawl  collars  that  form  the 
leading  items  in  early  summer  neckwear. 

Besides  marquisette  and  voile,  ]-5russels  net.  fancy 
net,  point  d'esprit,  as  well  as  dotted  and  fancy 
Swisses,  are  used  for  this  c,la.ss  of  neckwear,  and  (lie 
trimmings  consist  of  Valenciennes,  Mechlin  or 
Lierre  laces  in  the  form  of  nifHes  or  pleatings. 

Quite  large  Hchus  are  put  on  crossover  fashion  and 
are  big  enough  to  form  almost  a  Avrap.  ^luch  more 
])opular  are  the  munbers  that  are  daintily  draped  in 
soft   folds  and  pinned   on   the  bust  with   a  brooch. 

A  pleasing  novelty  seen  was  a  lai'ge  sailor  collar 
of  voile  striped  and  edged  with  Valenciennes  lace. 
The  collar  was  cut  square  across  the  front,  and  at- 
taclied  was  a  draped  plastron  edged  with  lace  and 
gathered  into  a  little  clion  at  the  waist. 

*  *    * 

Lace  and  Lingerie  Collars. 

Large  collars  are  a  very  i)r()inincnt  feature  in 
neckwear  lines,  and  are  shown  l)oth  in  lace  and  in 
lingerie  effects.  Collars  of  voile,  lawn  or  handkerchief 
linen,  are  trinuned  with  Cluny,  Irish  crocliet  or 
Venise  laces. 

Dutch  collai's  form  a  welcume  xariatiou  i'l-om  the 
mnnerous  sailor  .shapes,  and  luany  of  tbeiu  ha\e 
the  neck  trinnned  so  as  to  lie  Hat  on  tlie  collarle.-^s 
bodice.  Jabots  attached  are  a  feature  of  these  col- 
lars. 

The  latest  idea  in  sailors  are  those  of  picpie  or 
linen  embroidered  in  color  with  naval  emblems, 
while  others  liave  the  new  Bulgai'ian  embroidery  in 
the  bright  (')i'iental  colors. 

*  *    * 

Beads  and  Bulgarian  Embroideries. 

Wide  beaded  Itands,  worked  in  line  ellect.  upon 
ti-ansparent  fabrics,  such  as  net,  chiU'on.  inar(|uis- 
ette,  gauze,  are  the  leading  effects  in  ti'innuings. 
l-5eaded  allovers,  motifs  and  flounces  are  al.-o  taken. 
Tunics,  gowns  and  blou.'^es  beaded  riglit  onto  ibe 
fabrics  ai'e  big  sellers.  Tbe  mingling  of  l)lack  and 
white  is  the  featui'c  of  these  trimmings,  and 
while  ]iorcelain  l)eads  upon  black  and  the  mi.xing 
of  while  poi'celain  beads  witii  jet  on  color  is  extreme- 
ly fashionable.  This  ell'ecl  in  beads  is  often  com- 
bined with  the  new  Bulgai'ian  embroideries  now  .so 
mucb  used.  rorcclain  b('ad>  ai'e  exten.sively  used 
on  cotton  mar(ini<etlc-  and  \oil(>s.  as  well  as  on 
cliin'on   waists  and   tunics. 

I)eaded  Irinnnings  and  gt)wns  [\)V  evening  wear 
or  for  reception  or  dinner  wear,  are  worked  most 


ehiborately  with  gold,  .silver,  .<tra.ss  and  pearl,  mixed 
with  jet  and  coral. 

The  novelty  in  band  trimmings  are  the  liulgar- 
ian  embroideries  in  didl  orange,  coral  and  old  blue 
outlined  with  l)lack.  The.-^e  emljroideries  are  very 
similar  in  coloring  and  design  to  the  arts  and  crafts 
])allerns  that  have  l)een  sr)  gof)d  in  art  needlework 
during  the  past  year.  The.-e  embroideries  are  work- 
ed on  lilel  or  J)ru.s.sels  net. 

There  is  a  growing  importance  attached  to  braid 
trimmings.  Wide  braids  form  the  trimmings  of  the 
more  dic.-.-y  tailored  suits  and  are  now  being  taken 
ui>  by  the  makers  of  mi.s<es'  and  childrenV  wear. 
These  wide  lightweight  braids  are  of  wood-silk  and 
are  often  b  in.  wide.     They  appear  in  l)lack,  white 


Revolutionary    Fashions   brine!  the^  eraceful5lfichu    to    the     lore 
the   one   illustrated   is  of   hand   embroidery,    with   ruffle 
and   edge   of   Point   Milan. 


and    combmalions    ot 


strong  now. 
comiiiLi:  Fall. 


n'ealer 


i)lack    and    white,    and   while 
vogue  is  expected  during  the 


Novelty  in  Buttons. 

Tlir  new  buttons  are  not  con.^picuous. 
and  iiist(>ad  of  the  carved  and  jeweled  metal 
buttons  that  baxc  been  ."^o  fashionable,  ivory.  Imrn 
or  ^alalitli  buttons  of  the  same  .^hade  as  the  dotli 
are  the  ones  ur-ed.  Fancy  shapes  in  buttons  are 
good,  as  are  ball,  oval,  acorn  and  flat  buttons. 
Novelty  lines  in  these  buttons  come  in  black 
and  while  cluTkcd  and  >lripcd  cllects.  The  waist 
and  tlrt\ss  maiuifacturers  continue  to  n.H'  (piantitios 
of  crochet  and  pa.xsamenterie  butlous. 
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The  Glove  House  of  Canada 

Perrin  Gloves 

For    Easter    Trade 


Keep  your  stocks  well  assorted.  Use  our 
facilities,  we  can  promise  prompt  deliv- 
ery—  Long  or  short  gloves. 

No  matter  what  your  glove  wants  may 
be,  we  stand  ready  to  help  you.  Perrin 
Gloves  are  continually  advertised  to 
your  customers — Pull    with  the  stream. 

Sell  Perrin  Gloves  for  profit  and  satisfaction. 

PERRIN  FRERES  ®,  CIE 


Please  tnenticr,  i  he  Review  to  .Idvcrtisers  and  Their  Travelers. 
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Chenille  Dotted  Veilings. 

Black  and  white  combinations  are  .strong  in  voil- 
ings  and  as  they  are  always  becoming,  they  are  .sure 
to  find  favor  as  the  season  advances.  Chenille  dotted 
effects  are  coming  back  into  vogue,  and  are  mo.st 
effective,  combined  as  they  are  with  novelty  ideas 
in  me.shes  and  design.s,  chiefly  of  the  filet  and  col)- 
web  type.  The  featuring  of  chenille  dots  is  bringing 
the  old  diamond-dotted  meshes  back  again.  Tiiougli 
chenilles  are  showing,  many  woven  dot  patterns 
arc  also  in  evidence. 

For  city  wear  lace;  \cils  are  excellent  sellers  with 
the  New  York  trade,  and  the  new  veils  are  very 
much  longer  than  those  that  have  been  worn  re- 
cently. 

Filet  and  cnujuellc,  as  well  as  the  finer  nets,  are 
used,  and  the  new  designs  arc  worked  out  in  heavy 
line  patterns. 


Bulgarian  Hand  Embroideries. 

This  is  to  be  a  big  embroidery  season,  botli  in 
the  more  staple  Swiss  goods  and  in  the  many  colored 
novel tv  effects,  embroidered  directly  on  the  cloth. 
This  class  of  embroideries  promises  to  be  very  .strong 
in  lingerie  lines.  The  new  Bulgarian  embroideries, 
done  In  the  rich  colors  that  are  coming  into  vogue 
on  marquisettes,  voiles  and  linens,  promise  to  have 
a  big  run. 

Beads  are  used  to  touch  uj)  these  hand-embroid- 
eries, and  their  application  later  to  chiffons  and  silks 
is  practicallv  assured.  The  colors  used  are  porcelain 
blue,  Helen'  pink,  old  blue,  coral,  ccri.se,  dull  orange 
and  black.  Blue,  i)ink,  coral  and  cerise  are  \ised 
alone,  but  as  a  rule  the  black  outline  is  retained. 

.Vll  white  embroideries  are  also  used,  but  the  nov- 
elty of  the  colored  effects  makes  for  popularity. 
There  is  a  strong  vogue  for  l)lack  and  white,  and'  a 
kind  of  cord  embroidery  that  gives  the  effect  of 
jet,  and  chalk  white  beads  nre  very  popular. 

In  bati-stes  and  Swiss  embroideries  the  demand  is 
for  wide  flouncings.  This  is  because  of  the  vogue  of 
Empire  styles,  as  45  in.  floimcings  are  deep  enough 
to  give  the  high  waisted  effect.  The  27  in.  flounce 
is  used  for  tunics  that  reach  a  little  below  the  knee. 

The  new  lingerie  gowns  are  often  wholly  of  em- 
broidery, the  butterfly  waist  being  entire- 
ly of  all-over  embroidery.  For  convenience 
and  economy  in  cutting,  buyers  are  now 
taking  45  in.  allovers  instead  of  the  27 
in.  width.  Wide  bands  and  galoon>  are  being 
Inkcn  in  cpiantity  this  Spring. 


Big  Lace  Season  in  Progress. 
Laces  are  rajndly  gaining  the  po.sition  tliuv  bad 
a  few  years  back  when  practically  every  gown  was 
lace  trinnned.  Venise  is  the  best  .seller,  and  is  i)ar- 
ticularly  strong  in  the  flat  patterns.  Wliere  the 
price  of  this  cla.ss  of  lace  is  too  high  the  Venise  and 
crochet  mixed  ed'ects  are  bought,  and  this  cla.-^s  of 
lace  is  being  .sold  in  big  quantities  to  the  trade  that 
takes  medium-priced  goods.  Wide  bands  of  lilet 
lace  arc  coming  into  fashion  and  in  the  lighter  laces 
silk-run  Maline  and  IHanders  lace  are  seen.  This 
'ace  is  .somewhat  on  tlie  order  of  Valencienn(>s. 
OluD"  laces  are  also  .selling  in  wide  bands,  but  it  is 


in  the  narrower  widths  that  the  very  big  Cluny  busi- 
ness is  now  being  done. 

All  kinds  of  allovers  and  nets  are  .«elling.  Up  to 
date  the  call  has  been  for  ecru,  but  now  that  Spring 
and  Summer  orders  are  being  taken,  white  predom- 
inates. Exception  may  be  made  in  the  ca.se  of  Cluny 
and  filet  antique,  which  come  in  the  natural  cream 
shade. 

At  present  all  gowns  and  waists  have  the  yoke 
and  sleeve  finish  of  lace  or  net,  as  well  as  more  or 
less  lace  used  in  the  form  of  band  trimmings.  This 
calls  for  the  use  of  a  deal  of  lace,  and  if  the  vogue 
of  lace  frills  as  a  sleeve  finish  comes  in  as  expected, 
there  will  be  a  very  material  augmentation  of  the 
present  output,  as  it  will  bring  narrow  flouncings 
into  high  favor. 


Parasol  Novelties. 

Black,  white  and  a  bright  color  is  a  favored  com- 
bination in  parasol  novelties.  The  black  and  white 
is  most  often  seen  as  the  border  and  generally  in 
Pekin  stripes — black  satin  on  a  taffeta  ground. 

iMnpire  green,  cerise  and  Royal  blue  are  the  lead- 
ing colors  seen  in  combination  with  black  and  white 
stripe. 

The  color  is  u.sed  for  the  covering,  the  border  be- 
ing of  the  stripe.  There  is  not  an  unbroken  line  be- 
tween border  and  cover,  but  the  cover  is  cut  into 
fanciful  tabs,  which  are  stitched  down  to  the  border, 
'flie  new  cord  embroidery  that  simulates  closely  the 
line  patterns  carried  out  in  jet  and  chalk  beads,  is 
much  used  as  a  trimming  for  parasols.  The  most 
attractive  are  the  white  taffeta  parasols,  embroidered 
with  black  and  white  cord. 

Black  velvet  ribbons  are  also  used  for  forming 
the  border,  and  is  very  attractive  when  joined  to  the 
cover  by  a  row  of  hemstitching.  Narrow  velvet  rib- 
bons are  also  used  to  join  contrasting  materials  when 
the  cover  is  made  of  two  colors  or  two  fabrics.  Black 
velvet  discs  form  a  most  effective  trimming  for  white 
taffeta  parasols. 

The  high  novelty  in  parasol  trimmings  is  the 
fringe  of  ostrich.  This  can  be  had  either  matching 
the  parasol  or  in  contrast.  One  of  the  handsomest 
parasols  seen  in  a  Fifth  .Vvenue  store  was  of  white 
taffeta,  bordered  with  discs  of  black  velvet  and 
fringed  with  black  and  white  ostrich. 

Square  parasols  are  another  high  novelty.  Hand- 
some models  come  in  black  .-^atin,  and  nre  lined  with 
>birred  mcs.'^aline  in  I'jupire  green.  ceri.<e,  deeji 
inni'lc  and  Royal  blue. 

Handles  generally  are  smaller,  nuishroom  tops 
are  strong,  and  there  are  many  handsome  bead  nov- 
elties shown. 

Something  new  in  t-oachings  is  the  .-birring  of 
I  he  centre  of  each  gore  into  a  band  or  cord. 


.\  particularly  fine  line  of  trinnnings  will  .short- 
ly l>e  imt  on  the  market  for  next  KalTs  selling.  This 
includes  a  revival  of  the  Persian  efl'ects  in  somewhat 
dilVerent  colorings.  Great  variety  in  headings,  es- 
pecially of  the  very  rich  and  heavv  order,  boUi  bands 
and  ali-overs.  Chalk  beads  will  be  featured  a.*  a 
newer  line  than  the  miiversal  porcelain,  and  beaded 
and  dew-spotted  laces  will  be  seen. 
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Millinery  Commissioners 


Toronto 


Limited 


OFFICES  IN  PARIS  AND  LONDON. 

Offering  Hi^h-Class  Millinery 
at   Manufacturers'    Prices 

QAVING  avoided  every  unnecessary 
expense  in  connection  with  the 
sale  of  millinery,  we  are  in  a  position  to 
show  you  a  general  range  of  millinery 
lines  at  lowest  possible  prices. 


Our  opportunity  in  the  millinery  business  consists  in  placing 
before  the  trade  something  a  little  newer,  richer  and  better 
class  than  is  generally  shown,  and  to  land  your  order  in  your 
millinery  department  at  staple  prices  —  THE  LOWEST  POS- 
SIBLE   COST. 

In  the  past  six  months  we  have  sent  no  less  than  six  men 
abroad  to  study  value  and  style,  that  we  might  have  the 
advantage  of  every  feature  and  price  consideration 
obtainable,  that  we  might  be  recognized  and  accepted  as 
delivering  high-class  millinery  at  low-class  prices. 

One  of  our  representatives  will  call  on  you  in  due  time. 
He  will  not  press  you  to  purchase.  He  will  offer  mutual 
benefit,  which  you  may  accept  or  leave  to  your  aggres- 
sive opposition. 

Our  proposition  is  at  least  worthy  of  your  consideration. 
What  we  have  accomplished  so  far  is  proof  of  this. 

In  arranging  this  information  we  realize  that  exaggera- 
tion is  the  poorest  form  of  advertising. 

Millinery  Commissioners,  umited 


23  Scott  Street, 


TORONTO 


Please  mention  The  Review  to  Advertisers  and  Theii   Travelers, 
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Coronation  Novelties 

Many     Lines     Shown     at     the     Present     Time  — 

Souvenir  Articles   Include   Pendants.  Buckles, 

Tie-Pins  and  Bags 

GlJl^AT  aclivily  ha>  liccn  shown  in  ihc  iiilni- 
(luctiou  of  cordiialiiiii  sin<\ciiir  articles  in 
fancy  lines.  A  i)ui)nlai'  sdliniL!,  line  in  cush- 
ion covers  will  ])v  tlic  coronalion  lop.  with 
coal  of  arms  and  legend.  'Thc-c  designs  show  great 
variety,  from  ihe  showy,  rather  large  sort  to  the 
simple   monogram,   "(i.K.  ' 

'Idle  c()ronali()n  idea,  is  also  carried  out  in  a  great 
\aiiety  of  jiendantvS,  ])laques  and  lockets.  The  lat- 
ter have  portraits  of  the  King  and  (^ueen,  and  many 
of  them  come  with  a  slender  neck  chain.  Medals 
lia\-e  the  reverse  side  with  coat  of  ai'ms  and  niolto, 
and  the  obverse  with  ])roliles  of  the  King  and  Queen. 

These  articles  can  he  obtained  at  a  variety  of 
prices,  according  to  their  (luality,  most  of  them  be- 
ing designed  foi-  ]>opular  .>^elling.  More  expensive 
nuudiers  include  belt  pin.s  of  .silver  or  silver  gold- 
wa.slied,  with  the  monogram  "(I.E."  on  tlu-  crest  or 
cofit  of  arms.  Many  national  crests  are  also  shown, 
including  the  Canadian  coat  of  arms  in  metal  and 
e:iamel  linishes. 

Tie  pins  for  men  have  the  initials  "G.  U.,"  with 
sinrounding  crown.  vSome  enameled  varieties  are 
also  seen. 

Tiie  coronation  liag  has  ali'ead>'  been  spoken  of 
in  these  colnnnis.  It  is  now  selling  rajiidly  over 
llie  eounti'y  in  larger  stores.  It  is  a  seasonal)le  novelty 
\'i)V  this  time  of  year,  consisting  of  a  liat,  uulineil 
hag  of  undre.s,sed  linish  leather  in  .square  .shape,  about 
six  or  seven  iru-hes  each  way,  and  also  in  larger 
sizes.  ]t  is  supi)orted  by  a  cord  and  las.spl  attached 
to  \]\o  metal  stick  with  ball  ends,  on  which  it  is 
mounted. 

Hair  Goods  and  Accessories 

The    Vogue   of  the    New,   Flatter  Coiffure  — 

Bandeaux  for  Summer  Wear  —  A  Few 

of  the  Combs  Described 

Without  donlil.  fashio]\  ]ia>  now  \cered  to  the 
moi'e  iiioililied  coilfure.  The  liaii'  is  fre(|nentl>'  part- 
ed and  waved,  to  be  drawn  down  al  the  sides  of  the 
face.  i)artially  coiU'(>aling  tlw  ear-,  and  knotted  al 
Ilic  back  in  a  style  not  unlike  the  l'>yehe  knot. 
.\gain.  till'  hair  will  lie  jiarled.  but  drawn  u|)  at  tlu' 
hack  and  sides,  with  a  loose  chister  of  cinis  or  pulVs 
on  lop  of  the  head,  well  lowai'd  tiie  back.  Still  an- 
other and  more  exfreme  method  is  that  which  shows 
the  liair  done  in  (lal  bands,  witli  bang  on  the  bii'c- 
head.  and  somotimes  with  ringlet^  deiiending  from 
1  enealli   tlie  bandeau   al    the  l)ack. 


Does  this  mean  the  ])a>.-iug  of  the  ])a<l  and  of 
extra  hair  goods?  the  merchant  will  ask.  Not  neces- 
sarily. The  second  \ariely  of  coiffure,  one  ])opii- 
lari/.ed  by  .Mi-s  iJillie  liin'ke.  and  lirmly  rooted  in 
I  lie  la\(ii-  of  ^\merican  women  generally,  demand- 
not  only  a  divided  pad,  or  a  small,  round  jiad.  luii 
it  abo  re(piii-e-  extra  ciii'l-.  puH's  or  ringlet-  in  the 
ca-e  of  llie  woman  who  ha.-  no  great  supply  of  hair 
of    llel'   own. 

The  llr-l  style  of  coiffure  would  al.-o  call  for  the 
dixided  pad  in  some  cases,  and  e\cn  f(tr  an  arliticiai 
iVyclu'  knot.  On  the  othei'  hand,  the  last  named 
would  dispen.-^e  with  all  padding,  hut  would  reijuire 
tlie  bang,  and  perliaps  .several  l)audeaux  of  Ijair  a- 
well  as  the  tiny  ringlets.  This  last  coiffure,  it  may 
be  added,  is  little  likely  to  become  a  general  favorite 
in  Canada. 

On  the  other  hand,  the  llaluo.-  of  the  new  liead- 
dre-sing  will  undoubtedly  ])re.sige  tlie  return  to 
favor  of  the  ornamental  combs,  of  late  rather  neglect- 
eil.  IJarrettes  .should  be  as  jxipnlar  as  ever,  with  an 
increased  demand  for  the  high  style  features  in  hack 
combs  esiM'cially,  including  the  jig-sawed,  the  rhine- 
ston(^  set  and  tli(>  metallic  mounted  numbers. 

In  the  last  named  .several  beautiful  .styles  have 
recently  appeared.  The  wide  gold  band  is  prettily 
chased  and  engraved,  and  l)oth  shell  and  white  good- 
are  used  for  the  comb,  the  lattei'  liein<i  a  high  novelty 
which  .shotild  apjieal  to  the  lady  of  lilonde  tres-e- 

® 

The  Madame  Sherry  Bandeau. 

.\  new  bandeau  which  will  conmiend  itself  to 
popnlar  li'ade  is  named  as  above.  It  consists  of  a 
wide  baud,  not  tmlike  fancy  belting,  of  embossed 
silk,  with  brocaded  pattern.  It  has  a  ro.sette  of  self 
with  facy  metallic  or  jeweled  mount:  under  which 
it  faslv^ns  over  the  left  ear  by  means  of  an  ordinary 
liook  and  eye.  .Ml  dainty  Sunnnor  shades  are 
reiii-es(>nfed. 


Leading  Designs  in  Belts 

Black  and  White  Combinations  Prove  a  Great 
Success  —  Usual  Demand  for  Elastics  —  Wash 
Belts  Better  Than  at  Same  Time  in  Preceding  Years 

Slripel  black  and  white  fabric  belts  (silk  and 
satin)  are  .celling  splemlidly  wherever  shown.  They 
are  one  of  the  Spring  lines  hooked  for  marked  suc- 
ce-s.  .\  -iniilar  article  is  the  belt  of  leather  in  black 
and  white  -iri]u-.  stitched  togt>lher  in  tailored  liui-h, 
with  buckle,  leather-covered,  to  match.  .\n  alterna- 
live  buckle  which  is  very  pojiular  now  is  of  black 
and  white  bars  of  mother  o"  ]>earl. 
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Generally  .speaking,  .suedes  and  undre.s.sed  lea- 
thers are  preferred  for  the  coming  season.  Dark 
shades  prevail  at  pre.^ent,  though  the  lighter  tans  will 
assuredly  leap  into  ])roniinence  in  Ayjril  .-celling. 

Kla.4ics  are  in  good  demand,  ami  a  great  many 
novelties  are  .shown.  Knibo.s.sed  elastics  and  elastic 
and  leather  combinations,  both  plain  and  steel-stud- 
ded, have  been  highly  thought  of.  Black  and  white 
elastics  in  stripes,  checks  and  fancy  designs,  ar^' 
another  variety  considered  an  unfailing  .seller. 

Lingerie  belts  are  unu.sually  strong  for  this  time 
of  year,  black  and  white  embroideries  being  a  prom- 
inent st3de  feature.  Very  hand.some  colored  num- 
bers are  also  .shown.  In  all  of  these  the  fine,  small 
patterns  worked  in  very  solid  and  dtu'able  fashion 
are  mo.st  "to  the  good." 


Jewelry  is  Selling  Well 

Coral    in     all     Forms     is    Very    Popular  —  Pearls 

Unusually  Good  —  Hatpins  of  Rhinestones 

Mounted  over  Black  Velvet 

Coral  is  now  Ijeing  shown  in  every  variety  of 
necklet,  beads  of  all  sizes  being  offered  for  sale,  and 
the  natural  coral,  which  is  very  reasonable  in  ])ricr 
even  in  choice  variclies.  being  also  very  po[)ula!. 
Tiny  Ijeads  are  used  for  bead  embroideries  and  tn 
embellish  all  sorts  of  fancy  work.  They  come  in 
bunches  of  strings,  like  the  steel  and  metallic  small 
beads,  and  fancy  goods  stores  should  be  sure  to  have 
some  in  stock.  Extremely  pretty  little  woven  daisy 
chains  were  made  by  combining  the.-<e  with  pearls. 

So  far,  the  ])ink,  rather  than  the  red,  coral,  ap- 
pears the  favorite.  Ear  studs  for  nnpierced  ears 
were  seen  in  this  style,  as  also  were  sonu^  very  prettx' 
claw  .^ets,  brooches,  ])ins  and  l)uckles. 

Pearl  beads  in  all  grades  and  sizes  are  .«ellin^ 
even  better  than  usual.  Pearl  necklets  will  be  widely 
worn  with  the  lingerie  dres,*es  next  Snmmer. 

There  has  been,  and  continues  to  be,  a  .4rong  de- 
mand for  neck  bands  of  black  velvet,  beaded  with 
steel,  combined  with  coral  or  turquoise. 

Hatpins  are,  on  the  whole,  rather  smaller  than 
usual.  Extremely  pretty  popular  numbers  are  being 
got  up  to  retail  at  .surprisingly  low  i)rices.  These 
include  a  i)in  about  one  inch  acro.ss  of  cluster  bril- 
liants, with  ])earl  centre,  in  filigree  set.  to  retail  at 
ten  cents.  The  appearance  of  the  pin  was  unusually 
good. 

Brilliants  and  rhinestones  are  .still  leaders,  but 
are  not  seen  in  the  nia..ssed  effect.'^  of  last  season  so 
nmch  as  in  open-work  and  filigree  i^ettings,  much 
.silver  being  u.sed.  A  con.siderabie  number  of  filigree 
metal  pins  are  now  seen,  filigree  being  a  ,«trong  note 
at  present  in  all  jewelry.  A  very  ])retty  novelty  of 
the  highest-cla.ss  type  was  in  (piite  large  size  of  fili- 
gree and  rhinestones  over  a  Ijlack  velvet  backing. 
The  effect  was  very  rich,  l)eing  obviously  intended 
for  wear  with  the  fashionable  mag))ie  hat  of  tlii- 
Spring. 

P>ell  pins  ai'e  a  strong  line  of  jeweli\\-  Ibis  S|ii'ing. 
a,  gi'eater  quantity  than  u.<ual  being  sold.  Many 
filigree'  numbers  appear,  both  in  plain  metal  effects 
and  in  the  metallized  Dresden  aiul  I'ersian  colorings. 


NAIAD 


The  Shield  that  Sells 


—UNSEEN     NAIAD  PROTECTS— 
The  many  excelling  features  of  the 

NAIAD 
DRESS  SHIELD 

The  Favorite  Shield 


call    for    the    attention    of    every    notion 
buyer.    They  are  DAINTY— INVISIBLE 
LIGHT  "  DURABLE  —  CLEANLY  — 
ODORLESS     SANITARY. 

The  "NAIAD"  can  be  easily 
and  quickly  sterilized  by  immers- 
ing in  boiling  water  for  a  few 
seconds  only. 

The  "NAIAD"  is  made  on  most  hygienic 
principles — is  absolutely  free  from  rubber, 
sulphur  and  poisonous  cement. 

The  Shield  that  pleases  the 
dealer,  because  it  pleases  his 
customer. 

Sampfe  Book  and  Prices  on  Request 

Wrinch,  McLaren  &  Co. 

77  Wellington  St.  W.,  Toronto,  Can. 

SOLE  CANADIAN  MANUFACTURERS 


NAIAD 
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The  bolero  pin  and  the  Ijar  pin  are  both  extreme-  ^ 
ly  popular  for  wear  with  bows  and  jabots  and  the 
new  Dutch  collars.  They  appear  in  enamel  and  in 
the  metal.*,  and  very  handsome,  popular-priced  num- 
bers should  make  them  a  fine  selling  line  in  any 
business. 

Beauty  pins  come  in  many  novelty  styles,  in- 
cludiiifi  coral  settinp;s  and  single  pearl  in  claw  set. 
The  newest  are  made  in  such  a  way  as  to  be  un- 
Ijreakable,  and  non-detachable.  Merchants  will  find 
it  to  their  advantage  to  secure  these  .special  guar- 
anteed numbers. 


Scarves  and  Veilings. 

Never  before  has  the  Spring  brought  out  such 
exquisite  variety  of  fancy  scarves  for  dressy  wear  and 
of  the  plain  motor  .scai'ves  and  the  heavier  styles  in- 
tended for  the  street. 

Paquinettes  are  strongly  revived  and  will  be  put 
out  to  sell  at  most  reasona})lo  prices.  They  are  now 
being  more  worn  than  at  a  corresyiouding  period  last 
autunm  and  promise  (o  appear  in  nmnbers  at  Eas- 
ter. Black  satin  with  white  lining  appears  to  be 
the  favoi-ite,  though  shot  linings  and  deep  shades  to 
correspond  with  suitings  were  also  seen. 

The  cln'fFon  PatjuineUe,  mucli  wider  than  the 
original,  is  usually  made  of  two  contrasting  shades 
of  cliiffon.  This  scarf  is  one  of  the  leading  sellers 
for  summer  evening  wear. 

Spanish  lace  scarves,  both  black  and  white,  con- 
tinue to  be  popular  with  the  better  class  trade  as  be- 
fore. Very  beautiful  specimens  are  seen.  Chantillv 
lace  scarves  and  shoulder  drapes  are  a  dainty  novel- 
ty much  in  use. 

Dew-spotted  chiffons  and  nets  are  used  in  the 
construction  of  some  of  the  prettiest  scarves  and 
Dresden  printed  patterns,  both  floral  and  Persian, 
are  seen. 

Motor  scarfs  were  never  in  better  po.sition  than 
for  the  coming  year.  They  are  now  articles  in  uni- 
versal use  and  will  be  wanted  for  driving  and  outing 
wear  in  country  districts  as  well  as  for  motoring  and 
•windy  days  in  the  city.  Preponderance  will  re.st 
\vith  lighter  .shades  as  the  season  advances,  and  the 
new  pinks,  coral  and  aviation  green  are  expected  to 
do  .specially  well 


Filet  meshes  are  now  conceded  to  be  the  newest 
and  best  thing  in  face  veilings.  The.«e  arc  found  in 
light,  medimn  and  heavy  weights,  the  former  being 
a.s  delicate  as  the  old  spider-web.  Chenille  dots  lu-c 
al.so  much  .seen,  both  on  these  and  other  veilings. 

Chantilly  lace  veilings  are  now  to  b(>  had  in  full 
range  of  colors.  Black  and  white  arc.  of  course, 
leaders,  but  colors  are  in  good  demand.  The  wi>c 
merchant  in  stocking  these  veilings  will  take  care 
not  to  choose  those  which  are  disfigurinu  by  rea.«on 
of  too  conspicuous  n  pattern,  a.s  their  vogue  cannot 
well  })C  long  with  the  rather  conservative  public  here. 
Some  very  large  patterned  luimbers  were,  however, 
very  effective  when  used  as  a  drane  on  a  hat  for  an 
elderly  woman.  The  veils  anpeal  very  particularly 
to  women  who  wear  much  black. 


IT'S     OUR     BUSINESS 
to     secure     Dry    Goods 
Merchants  and    Milliners 
AGAINST   LOSS 

From  Dead 

— --and— 

Soiled  Stock 

With  the  most  complete  dyeing 
and  finishing  plant  in  all 
Canada  and  perhaps  none 
larger  and  better  equipped 
anywhere  on  the  continent 
our  work  gives  the  utmost 
satisfaction. 

The  evidence  is  in  the  fact 
that  for  more  than  thirty  years 
we've  held  the  business  of 
leaders  in  the  trade  in  all  parts 
of  Canada. 

Off-color  Fabrics  re-dyed  a 
popular  or  staple  shade,  and 
finished  like  new  goods. 

Soiled  and  faded  lines  re-dyed 
like  new 

Fine  Plumes  and  Feathers  re- 
dyed,  cleaned  and  curled.  Very 
perfect  work  in  this  line. 

R.  Parker  &  Co. 

Dyers  and  Finishers 
TORONTO,  -  CANADA 

Write  for  Booklet  und  all  iniormttion. 


Ads.  in  Which  Dignified  Statement  Serves  Practical  Ends 

Exampleslfrom  The|Right  House  and  Stanley  Mills  &  Co.,  Hamilton  —  How 
the  Advertising  for  a  Sixty -eight -year -old  Store  is  Conducted  —  Giving 
Exclusive  Space  to  Each  Department  Once  a  Year   -  Interesting  the  Children 


THE  ad.  men  of  the  retail  stores  in  Hamilton 
are  fully  alive  to  their  opportunities  for 
producing  effective  work.  They  have  good 
facilities  in  the  equipment  of  the  local 
newspaper  ofhces  and  know  how  to  appreciate  good 
typographical  effect.  Many  original  designs  sug- 
gestive of  clever  individual  effort  appear  from  time 
to  time. 

Educative  as  well  as  direct  merchandising  lay- 
outs are  featured  in  the  Spring  campaign,  and  it 
nuist  be  asserted  that  Hamilton  merchants,  by  their 
aggressive  methods,  have  gained  a  firm  hold  upon 
the  loyalty  of  their  people.  The  ad.  men  are  given 
good  latitude  and  the  result  is  that  high  standards 
have  been  achieved  in  the  art  of  ad.  writing  and  ar- 
rangement. The  general  policy  of  Hamilton  adver- 
tisers shows  a  broad  grasp  of  the  publicity  require- 
ments of  the  different  seasons. 

Examples  of  retail  advertising  which  appear  in 
Hamilton  papers  are  shown  here. 

® 

Advertising  for  a  Sixty-Eight-Old  Store. 

The  work  done  by  E.  J.  Ryan,  for  the  Right 
House,  Hamilton,  has  the  dignity,  originality  and 
strength  demanded  by  an  estal)lishment  of  6(S  years' 
standing.  All  announcements  made  by  this  firm 
lack  exaggerated  or  sensational  statement.  Mr.  Ryan 
adopts  the  rule  that  a  fact,  plainly  and  directh* 
stated  will  work  just  as  effectively  nnd  witli  better 


'  TSPRINS 

OPENING 


jjiijl  THe  liiaht  Ho'use  ..■.-^i-i 


Jt.17.,^, The  New  Right  Hou«!  HaU     J^\ 


final  results  than  will  the  same  fact  distorted  by 
senseless  fireworks 

In  preparing  copy  a  dummy  is  arranged,  the  in- 
dividual department  items  are  typewritten  and  a 
carbon  copy  taken.  When  the  proof  of  an  adver- 
tisement is  returned  it  is  dissected  and  each  section 
is  taken  to  the  buyers  or  heads  of  department.  The 
clippings  are  passed,  according  to  instructions, 
among  the  head  salespeople,  who  read  them  over  to 
see  that  prices,  colors  and  descriptions  are  correct. 
Buyers  initial  these  items  when  corrected  and  they 
are  returned  to  the  ad.  manager's  department,  the 
corrected  proof  is  returned  to  the  printer  for  final 
correction.  An  ad.  man  who  constantly  aims  at 
improvement  in  his  work  will  in  time  attain  a  very 
high  standard.  An  example  of  this  is  the  Right 
House  advertising.  That  explains  the  originality 
as  well  as  the  apt  use  of  good  ideas  which  come 
through  suggestion.  The  ads.  are  as  good  as  a  house 
68  years  of  age  should  have,  and  the  aim  is  to  make 
them  still  better. 

Since  efficiency  of  service  is  good  advertising, 
everything  having  to  do  with  that  end  of  the  organ- 
ization is  looked  after  by  the  head  of  the  ad.  depart- 
ment, be  it  parcel  delivery,  salesmanship  in  the  store, 
or  snow  shoveling.  He  is  responsible  for  the  proper 
ticketing  of  sale  items  as  well  as  for  the  effective  use 
of  display  cards  of  all  kinds.  He  must  see  to  it  that 
the  selling  staff  is  thoroughly  up  in  the  details  of  the 
ads.,  conversant  with  goods  advertised,  and  capable 
of  meeting  customers  as  a  sales  person  should. 


,f^  t,7,.T  ^"^f-f 


^Opening. 


Ca^U- 


I    >X0.yw^A>  -     r^.-^O^AjC      I 


Completed    Spring    Opening    announcement.    The    Right    House, 
Hamilton,     Prepared   by   Edmund   J.   Ryan. 


Sueeestive   "dummy"   sent   to   the    printing    office,  showing 

instruction!   "  Th«   Right   House"   Spring  opening 

advertisement. 
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Very  cautious  use  is  made  in  llic  advertising  of 
words  which  iniglit  easily  sound  noisy  rather  than 
dignified,  only  in  advertising  important  events  is 
descriptive  or  explanatory  editorial  used  to  any  ex- 

/TKronge--not  only  "eyeing"  bat  buying  thronga.  Thot  wao  tho  orJ«r  of 
thlngc  to-Jiy  the  flret  lay  of  tho  6Bth  annual  Spring  Stylo 
Show  at  Tho  Right  Houeo.  Moro  will  oono  to-iBorrow--and  mora  etlll  on 
Saturday:   And  ll)ro  thoao  that  oame  yoetorday,  thoy  will  bo  oorrled 
away  with  tho  Superior  beaoty  of  tho  now  HatB,  the  now  Suite,  tho 
now  Coata,  Dreeeoe,  SllKe.  Drooe  Goode,  Waab  Goode,  Laooe.  eto. 
Thooaande  of  freeh  new  Spring  thlnge  that  «ero  plotted  up  at  tho  endo 
of  tho  earth  by  our  own  buyere,  to-morrow  will  find  new  ownere-- 
ownorp  who  knOR  the  value  of  an  early  oholoe, 

"nature' 0  awl  ft  and  aoeret  worlilng  hand-  i^hangee  Blnter  to 
',  /spring  elnoat  o»»r-nlght.  It  woo  not  an  with  ua.  Thla  beautiful 
^'  rainbow  of  the  "ooloure  of  the  fluehlng  your,''  waa  brought  sfcout 

\\ 

^,   only  by  raonthp  arfl  raor.'.he  of  travel  fcnd  hard,  ooneolentoue,  b>i11- 

v^l   ful  worW.   no  had  to  '^-ow  what  to  buy  en-^  where  to  pet  It.   And 

V\      thot  IB  wberp  our  68  years  of  ejtf.er  1' r.oe  In  filling  yonr  wante 

coupled  tur.  our  I'.menPe  buying  powere  etood  ue  In  good  eteftd. 

That  IE  wh:;  •-*  he»e  fcc-n  able  tc  tranefer  thlB  great,  newly 

r^rnlBhed  and  enlarged  Winter  Palaoo  eo  qulokly  and  cocpletely 

Into  an  ireaenpo  "laughing  garden  gay  with  flowere."  Weloomo  all-- 

tne  (r.en  op  neil  Be  me  wonien--welconie  "to  wander  and  to  eee"-- 

ona  K'.   ^liy  of  th*:  3pw  to  your  heart' b  content; 

Page   of   carbon   "  copy"   from    introduction    of   Right    House 

ad.,   showing   instructions   to    the   printer   as   to    type 

and   arrangement. 

tent  and  then  it  deals  rationally  with  the  su]).iect. 
The  ads.  in  a  word  are  suggestive  of  literary  ta.ste 
and  good  judgment. 

Cheap  appearance  in  the  matter  of  cuts  is  avoid- 
ed. Advertising  schemes  are  conducted  on  broad 
lines  and  it  is  the  business  of  the  advertising  depart- 
ment to  feature  some  special  event  in  original  form 
once  a  month.  ^lany  novel  and  striking  uses  are 
made  of  cards,  booklets  and  similar  advertising 
issued  periodically. 

As  an  illustration  of  llic  drawing  force  of  the 
ads.  issued  l)y  'I'he  Right  House,  a  .sale  of  men's 
shirts  and     collars  required     the  a.ssistance  of     over 


thirty-five  extra  .sales  people.  For  two  days  the  en- 
tire window  front  was  used  for  the  di,splay  and  the 
announcement  was  made  simultaneoasly  on  a  ba.si.< 
of  values,  quantities  and  conditions. 

Right  Ilou.se  advertising  maintains  the  Right 
IIou.se  individuality,  and  niea.sures  up  to  the  repu- 
tation for  progressive  merchandising. 

(Jeo,  E,  Merrifield,  formerly  of  Louisville,  Ky., 
a  director  of  Lord  &  Taylor,  New  York,  has  been 
elected  to  the  presidency  of  Thos.  C.  Watkins  Co., 
( The  Right  ILu.se)  and  a.s,sumes  the  po.sition  at 
once.     Mr.  ^lerrifield  is  only  28  years  of  age. 

® 

Exclusive  Ads.  for  Separate  Departments. 

Once  a  year,  Mr.  Aylc.'- worth,  advcrli.-ing  mana- 
ger for  Stanley  Mills  &  Co.,  J^amilton,  devotes  ex- 
clusive space  to  each  separate  department,  lie  thus 
gives  information  concerning  lines  upon  which  cas- 
tomers  do  not  very  frequently  have  de.scribed  for 
them  in  an  advertising  way.  Emphasis  is  then  aLso 
placed  upon  new  lines  being  introduced  by  the  firm. 

In  one  of  the  ads.  illustrated,  devoted  to  kitchen 
ware,  the  desirability  of  this  scheme  is  apparent. 
The.se  ads.  are  well  timed;  they  promote  the  respec- 
tive departments  at  some  period  of  the  j-ear  when 
the  goods  are  likely  to  have  greatest  demand. 

In  the  other  example,  the  ad.  man  deals  strongly 
with  a  propo.sition  facing  all  large  stores  after  Ea.-^ter 
or  during  the  Easter  recess.  The  large  illustration 
should  at  once  interest  the  young  people,  and  each 
section  of  the  ad.  has  the  same  object  in  view.  Should 
such  an  advt,  fail  to  pass  under  the  parental  eye  it  is 
safe  to  say  that  were  the  younger  members  of  the 
family  to  see  it,  they  would  bring  it  to  the  attention 
of  the  proper  authorities  in  the  household. 

Both  of  these  advts.  are  good  practical  appeals. 
and  suggest  that  the  ad.  man  knows  how  to  empha- 
size tho.se  news  values  which  atti'act  attention  and 
bring  in  the  bu.siness.  The  ads.  of  Stanley  Mills  it 
Co.  give  striking  evidence  to  the  fact  already  noted 
—  that  good  ])ractical  dignified  api)eal  can  be  as  ef- 


j4  fAoAtl  Kitchen:  01  Interett  to  Every  Good Hoasekeeper 
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A  Most  Important  So/e  of  Children's  Sduol  Wtar  Starts  Monday 
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Two  iiood,  practie.il  advertisements  by  Stanley  Mills  &.  Co..  Hamilton 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen.  Ad-writers  and  W^indow  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages.  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming,  Interior  Decorating.  Window  Advertis- 
ing, Mechanical  and  Electrical  Efiects,  in  fact  everything  of  interest 
to  the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
paid    „ ?3.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
roiirse  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    ^ $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 

A  complete  course  in 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice.  Punctua- 
tion, Composition.  Price 
Cards.  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....$1.50 


Retail  Advertising 
Complete 

This  book  covers 
every  known  mi'thod  of 
advertising  .-i  retail 
business  ;  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them   $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
I  ertainlng  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
postpaid    for    $2.50 


Koester  System  of  Draping 

A  complete  self-instructor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 
with  drawings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 
is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 
tically.   Price,    prepaid   „ $3.00 

All  books  sent  postpaid  on  receipt  of  price 

MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 

143-149  University  Ave.         ::         TORONTO 


Please  mention  The  Rcvieiv  to   Advertisers  and  Their  Travelers. 
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KING'S 


■■Ubilahad  177t 


FAMOUS 


■old  by  Ittadlng:  Jobbar*. 


SCOTCH 


Every  pl*o«  perfect. 


HOLLANDS 


Scotcn  Holianaa  tor  ncur.v  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  at  the  most  reli- 
able and  saleable  ■hading  made. 

for  itt  non-ahrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  In  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  cflfective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND. 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

210  St.  James  Street         -  -  Montreal 


YOU  MUST  GET 

"LAMBA" 


(Registertd) 
if  you  wish  to  be  handling  the 

World's  Best  Fabric 

for  Shirts,  Blouses,  Pyjamas  and  all  under- 
wear. Its  pleasing-  wooly  soltness,  charming- 
design,  fast  colors  and  perfect  washing  and 
wearing  qualities,  all  combine  to  make  it  the 
admiration  of  countless  thousands  all  over 
the  world. 

Equal  to  Ceylon  Flannel  at  Flannelette  Price 

The  genuine  Lamba  is  stamped  Lamba 
on  the  selvedge.  No  imitations  can  give 
you  half  the  satistactioii  in  selling  or  your 
customer  in  wearing,  therefore 

GET  A  STOCK  IN  NOW 

And  be  sure  if  is  the  ffenuiiie  article 

LAMBA 


will  be  advertited  in 

the  Canadian  Pret  % 


Stocked  by 
Mclntyre  &  Son  Co.,  Ltd.,  Montreal,  Canada 
J.  &  N.  Philips,  Manchester,  England 
I.  &  R.  Morley,  London  England 


t'ectively  arranged  and  disidayed  as  can  a  inas.s  of 
word.s  used  in  meaningless  description  or  bombastic 
announcement,  and  in  the  long  run  it  takes  firmer 
hold  upon  the  ])eople'.s  minds.  It  is  always  advisable 
for  the  ad.  man  to  remain  on  the  same  level  as  the 
people  he  is  addressing.  He  thus  best  serves  all  prac- 
tical purpo.ses,  and  will  find  that  ho  is  not  cramping 
his  imagination  at  that. 

® 
Tobey  Much  Consulted. 

The  article  which  recently  appeared  in  the  Men's 
Wear  Review,  published  in  connection  with  this 
paper,  describing  the  advertising  methods  employ- 
ed by  Trudell  &  Tobey,  Hamilton,  to  overcome 
handicaps  of  location,  has  brought  many  letters  a.sk- 
ing  Mr.  Tobey  "how  he  does  it."  He  has  been  con- 
gratidated  as  well  as  consulted  with  reference  to 
various  problems  and  he  asserts  that  the  Canadian 
retailer  is  exceedingly  keen  in  the  matter  of  adver- 
tising. 

The  accompanying  advt.  is  a  characteristic  one. 
Some  time  ago  the  Two  T's  annonnced  that  when 
the  year's  busine.ss  of  the  store  reached  a  (piarter  of 
a  million,  Mr.  Tobey  would  run  for  mayor.  That 
aiinounceincnt  is  the  excuse  for  this  advt.  The 
mayor-to-be  is  depicted  as  already  there  and  the  car- 
toon indicates  that  a  notable  readj^ustment  of  meals 
and  civic  salaries  is  about  to  take  place.  The  sub- 
ject is  treated  in  such  a  way  that  it  is  widely  read. 
Information  about  particular  values  is  deftly  intro- 
duced. The  striking  contrast  made  between  the  con- 
dition  of  laborers  and  aldermen,  so  far  as  salaries 


are  concerned  was  dismissed  with  sufficient  tact  and 
humor  as  to  make  offence  out  of  the  question. 


:^\^ 


Fifth  Lap  in  the  2  T'S  Race  For  a 
Quarter  of  a  Million  Doileu-  Business 
aud  Then  Tobey  for  Mayor. 

How  Tobey  Will  Handle  the  SaUiry  Question 
When  He  i*  Mayor 


Will  S<m  Oiidicii 


YOUR  SALARY  RAISED 

Bit  FWckuUt  Your  Octk.  •■  TxkMJ  ukT  ToUt'i  You  Cw  Mon 
IWa  Oiaiblo  Y«gr  %>kn 


~-0'£s^r^^}^,  WrM- 

_^-^.— .  :_'-7Vf"vJ 

TW  bWt  HJ(  ta  JJm  b>M*  (•  kUk>  ihi  MmA  el  Mi«d 

>  lb  Cfvix  W  Hn  Yto 

T~<!.!'.*.T.M  The  ?  T's 

TruMI  A  Tofa*^ 

SO-52  JuAM   Strrri   S^vtK.  hU(mh«>n.  Onl&no 

A  r.ahcr  uituiae  .«i:vi.  by  t  i  e  I  \v o  T'l.  Manulloii.  Il 
cartoons  and  discusses  what  will  happen  when  Mr. 
-Tobey  is  Mayor,  and  tactfully  introduces  value  in- 
formation. 
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WATSON'S 


AA/^ATSON    MANUfACTURJNG  CO.  LIMITED. 

PAR-IS      U      BRANTFOR-D       Sn      0NTAR-10:°| 


Please  mention  The  Review  to  Ad-'ertiscrs  and  Their  Travelers. 
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Modern  Store  Equipment 


Easter  Window  Displays 

Seasonable  Background,  Ledge  and  Floral  Effects 

Suggested  —  Best    Departments    to     Feature    at 

Holiday  Seasons  —  Have  Windows  Redressed  for 

Good  Friday  and  Blinds  Withdrawn 

IT  is  questionable  this  year  in  most  stores  whether 
or  not  the  Easter  trim  will  be  but  an  arrange- 
ment of  the  lines  suitable  for  the  holiday  sea- 
son, combined  with  the  use  of  the  millinery 
opening  backgrounds  or  an  elaborate  display  of  Eas- 
ter novelties  with  Easter  backgrounds.  Those  stores 
which  feature  their  millinery  earlier  in  the  year 
will  certainly  change  the  window  background  ar- 
rangement and  take  advantage  of  the  splendid  op- 
portunity afforded  to  make  an  elaborate  showing. 

Many  complaints  are  heard  among  window  trim- 
mers of  their  inability  to  procure  appropriations  and 
necessary  latitude  from  the  heads.  However,  it  is 
evident  this  year  that  the  late  Easter  will  appeal  to 
merchants,  and  outlays  will  be  forthcoming  to  feat- 
ure extra  Easter  displays. 

•  *    * 

Work  with  Advertising  Section. 

To  work  in  full  conjunction  with  the  advertising 
department  is  necessary,  and  as  Easter  is  becoming 
more  and  more  a  rush  season,  when  every  advantage 
is  taken  of  holiday  rates  and  people  are  completing 
their  final  Easter  outfitting,  the  advertisers  and  de- 
partments most  necessarily  demand  that  lines  suit- 
able for  the  holiday  trade  must  be  featured  in  the 
windows. 

Calls,  therefore,  are  made  from  those  sections 
within  the  store  which  best  cater  to  the  final  demands 
of  Easter  and  window  displays  of  neckwear,  gloves, 
belts  and  accessories,  ready-to-wear,  novelties,  mil- 
linery and  articles  for  immediate  personal  require- 
ments are  made. 

*  *    * 

The  Accessories  Windows. 

In  dressing  an  accessories  window,  the  trimmer 
has  the  choice  of  the  Easter  novelties  in  the  gloves, 
handbags,  neckwear  and  belt  cases.  Many  stores  do 
not  feature  entire  window  display  of  a  combined 
showing  of  these  departments  on  account  of  the  time 
involved. 

However,  the  trimmer,  once  the  background  is 
in  place,  can  assemble  such  accessories  with  dispatch, 
provided  he  uses  proper  stands.  Lack  of  these  stands 
gives  excuse  for  featuring  novelties  in  this  depart- 
ment in  conjunction  with  other  displays,  but  at  East- 
er the  live  trimmer  realizes  the  importance  of  a  com- 


bined display  of  the  small  and  necessary  require- 
ments for  the  Easter  toilette. 

*  *    • 

The  Use  of  Fixtures. 

Firms  who  have  successful  individual  glove, 
hosiery  and  dress  accessories  departments,  insist  on 
the  use  all  the  year  of  small  glass  plates  about  36 
inches  long,  and  6  inches  wide,  in  displaying  novel- 
ties. These  plates  are  placed  near  the  front  of  the 
window,  raised  on  stands  about  six  inches  from  the 
floor  and  displays  changed  daily.  Such  live  depart- 
ments, therefore,  demand  an  entire  window  at  Eas- 
ter time.  Displays  consist  of  combined  accessories 
showing  the  range  of  novelties  as  the  best  method, 
but  some  merchants  insist  on  displays  introducing 
the  50c  or  25c  leaders,  and  have  built  a  reputation 
for  their  departments,  especially  in  the  offerings  at 
Easter  time. 

•  *    * 

Use  Glass  Plates  and  Pedestals. 
Glass  plates  and  nickel  T  stands  are  most  suit- 
able for    displaying    dress    accessories.      Generally 


A  PRACTICAL  MAN  AT  YOUR  SERVICE. 

The  Dry  Goods  Review  has  made  arrangements 
whereby  an  experienced  window  trimmer  will 
visit  those  stores  from  whom  applications  may  be 
received,  and  instruct  the  display  departments  in 
the  production  of  effective  combinations  for  win- 
dow or  interior  trims. 

This  man  has  done  much  successful  work  in  dis- 
playing goods  artistically  and  he  knows  the  ad- 
vertising essentials  of  a  window  to  a  nicety.  There 
is  not  a  window  unit,  drape,  background  or  fix- 
ture described  or  illustrated  in  the  Dry  Goods 
Review,  that  he  canot  demonstrate.  In  a  word,  he 
is  familiar  with  every  branch  of  modern  window 
trimming. 

Such  a  man  is  well  equipped  to  give  display  de- 
partments the  most  useful  kind  of  information. 

The  only  charge  for  this  service  will  be  the 
trimmer's  expenses,  a  negligible  amount  when 
compared  with  the  benefit  which  will  accrue  to  the 
display  departments.  He  will  be  available  to  each 
applicant  for  a  time  not  to  exceed  two  days. 

The  Review  has  had  a  demand  for  some  such 
arrangement  as  this,  and  is  now  in  a  position  to 
meet  it  with  the  most  practical  kind  of  assistance. 

Address  Editor  Dry  Goods  Review,  143-149 
University  Avenue,  Toronto. 
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trimmers  have  the  nickel  stands  and  any  hardware 
store  will  gladly  loan  the  glass  plates  of  suitable  size 
Such  plates  should  be  from  30  to  45  inches  long  and 
from  8  to  12  inches  wide.  Care  must  be  taken  in 
placing  such  plates  that  pedestal  bases  or  stands  arc 
not  likely  to  fall  and  topple  over  the  other  stand 
with  disastrous  results.  Scpiare  or  pedestal  stands, 
glass  plates  and  the  use  of  nickel  stands  draped  with 
velour  or  velveteen  are  effective,  when  used  in  the 
Easter  accessories  windows. 

Artistic  arrangement  for  striking  perspective, 
color  combination,  and  placing  of  the  lines  featured, 
depend  upon  tlie  ability  of  the  window  trimmer. 
Many  good  selling  trims  appear  during  Ea«ter  week. 

Hosiery  dei)artments  are  sometimes  given  an 
entire  window.  Twin  windows  can  be  successfully 
featured  at  Easter.  Kid  (iloves  are  also  displayed  in 
a  similar  manner.  Every  sale  made  is  usually  a 
dollar  sales  check. 

*    *    • 

Ready-to-wear  and  Millinery  Displays. 

Ready-to-wear  and  millinery  department  displays 
are  also  necessary  at  Easter  and  are  usualy  most  suc- 
cessfully combined.  In  ready-to-wear,  only  extreine 
novelties  are  shown  and  high-class  millinery  novel- 
ties to  match  are  introduced  into  the  setting.  Para- 
sols, too,  are  used  as  well  as  scarfs,  stoles,  ostrich  or 
marabou. 

Dress  goods  departments  are  generally  given  dis- 
play at  the  Easter  season,  and  it  is  usually  found  ad- 
visable to  show  a  one-color  display,  as  for  instance 
late  season  novelties  in  blues  this  Easter.  Such  a 
display  must  necessarily  bear  out  the  .store's  reputa- 
tion for  having  the  correct  goods,  or  of  always  having 
materials  for  which  a  run  is  noted. 


Time  to  Show  House  Furnishings. 

Two  weeks  before  Easter  is  a  suitable  time  to 
show  rugs,  carpets  and  draperies  in  one  window  only, 
as  the  demand  at  that  time  is  more  effective  in 
other  departments  and  housefurnishings  are  general- 
ly given  the  month  of  April  to  the  detriment  of 
other  departments  if  necessary.  Such  a  showing  be- 
fore Easter  gives  the  advertiser  an  opportunity   to 


promise  comjileted  orders  so  that  the  home  can  be 
ready  for  Easter. 

Window  trimmers  ha^^ng  special  window.*  of 
neckwear,  gloves  or  novelties  on  sale  Thursday  be- 
fore Easter  can  quickly  change  the  window  trim  for 
higher  class  lines  on  view  when  the  blinds  are  with- 
drawn on  Good  Friday. 


Suitable  Easter  Backgrounds. 

Seasonable  suggestions  are  offered  the  trimmer 
and  decorator,  which  are  con.si-;tent,  easily  featured 
and  quickly  placed.  In  background  suggestion  No. 
1,  pale  blue  mull  was  stretched  and  pleated  tightly 
leaving  a  panel  of  mirror  showing  between  each 
strip,  as  shown  in  the  photo.  A  ten-inch  board  cov- 
ered with  white  felt  was  placed  along  the  top  at 
the  intersection  of  the  woodwork  and  pleated  mull^ 
and  strewn  with  snowljall  vines  and  sprays,  a  beauti- 
ful artificial  flower  for  the  Spring  season. 

Pale  blue  .sateen  in  a  delicate  .'^hade,  overlaid  with 
white  chiffon  and  carefully  puffed,  was  ased  for  cov- 
ering the  bottom  of  the  window.  Any  merchant 
or  window  trimmer  could  feature  such  a  window 
without  much  expense,  and  in  case  of  any  apparent 
fading,  even  the  nmll  need  only  be  sold  at  a  fraction 
below  the  regular  price. 

In  suggestion  No.  2,  combined  floral,  lattice  and 
scenic  effect  is  gained.  Electric  lights  can  also  be 
introduced.  Such  a  suggestion  is  suitable  for  a  panel 
or  permanent  mirror  background.  Mirror  frames  at 
the  back  and  .«ides  are  outlined  with  six-inch  boards 
at  right  angles  and  covered  in  any  color,  preferably 
white  or  ivory.  The  arch  is  made  of  three  long 
sticks,  and  in  order  to  bend  to  the  required  circle, 
small  notches  are  sawn  at  intervals  of  about  a  foot 
for  almost  .six  feet  across  the  top.  White  or  ivory 
is  best  for  the  arches,  and  the  cro.«s  sticks  are  gold. 
In  the  circle  (which  should  be  covered  with  a  rich 
shade  of  green  velvet  or  sateen)  fixed  at  the  back  and 
over  the  triangular  lattice  (also  of  white  and  gold) 
and  in  the  circle  under  the  arch  pretty  Easter,  scenic 
or  style  pictures  are  introduced. 

While  it  is  hard  to  suggest  in  the  cut,  the  lattice 
work  should  bo  overrun  with  suitable  Enster  flowers 


Simple   and   effective    SpriiiK    opeiiins   display   of   millinery   and    ready-to-vvcar.      C.    B.    Mordcn,   Stanley    Mills    Co.,    Hamilton. 
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or  foliage,  lilies,  apple  blossoms,  etc.,  and  the  intro- 
duction of  color,  pink  or  yellow,  in  the  buds  or  flow- 
ers, as  combined  with  green,  made  the  feature.  By 
the  introduction  of  a  table,  chair,  pedestal,  lattice 
stands  or  boxes,  white  or  gold  and  filled  with  flow- 
ers and  foliage,  a  high-class  setting  can  be 
given  any  arrangement  of  ready-to-wear,  millinery 
or  accessories  displays  for  the  Easter  holiday  season. 


face  rounded  up  to  one-fourth  relief,  and  then  cov- 
ered with  bottle  green  plush  or  velour.  At  irregular 
distances  along  the  branches,  masses  of  light  green 
foliage  should  be  attached.  If  draperies  are  used, 
this  setting  .should  be  backed  with  an  old  ivory  shade 
or  it  would  serve  as  well  ahead  of  mirrors. 

The   object  of  having  six   panels  is  shown   in 
.sketch  No.  2,  which  is  a  reproduction  of  frames  of 


Unit  panel  for  suesestion  adapting 

opening  windows  to  faster  displays 

by  use  of  lilies        H.  J.    Rutherford. 

Koester    School. 


Scenic  panel  design 
for  opening  back- 
ground and  suitable 
for  Easter  by  units 
suggested.  H.J.Ruth- 
erford. Chicago. 


These  suggested  trims  are  not  necessarily  ex- 
pensive, and  are  adaptable  to  the  window  display 
means  allotted  by  almost  any  store  of  fair  size. 

Spring  and  Easter  Displays 

Window  Dresser  has  a  Chance  to  Arrange 
for  a  Double  Opening  Display  —  Use 

of  Scienic  Panels 
(By  A.  C.  Rutlierford,  Koester  School.) 
The  lateness  of  Easter  this  year  ofters  an  oppor- 
tunity for  the  merchant  to  get  in  an  extra  play  in 
the  game  of  boosting  Spring  merchandise.  On  ac- 
count of  the  late  date  of  Easter,  Spring  openings  can 
be  held  in  March  to  be  followed  by  Easter  displays 
starting  the  first  of  April.  This  gives  the  window 
dresser  a  chance  to  make  a  spread  in  providing  for 
this  double  opening  display. 

It  is  in  line  with  this  provision  that  we  are  sug- 
gesting a  design  for  a  Spring  window  background 
which,  with  a  slight  modification,  will  serve  well  for 
both  events,  viz:  Spring  openings  and  Easter  dis- 
plays. As  scenic  work  for  window  backgrounds  is 
appropriate,  we  are  suggesting  a  series  of  six  round 
scenic  panels  in  Spring  subjects  and  shades,  these 
to  be  framed  with  mat  board  having  a  gilded  face, 
and  posed  at  irregular  intervals  on  a  representation 
of  a  tree. 

The  tree  should  be  placed  a  little  to  the  left, 
it  can  be  cut  to  shape  from  compo  board.  Have  the 
portionate  size  covered  w^th  Easter  lilies  set  in  place 
to  spell  out  the  word  Easter.  Thus  this  idea  becomes 
a  combination  background  .suitable  for  two  events, 
the  change  making  them  distinctly  different  to  serve 
a  threefold  purpose,  viz:  lessen  expense,  please  the 
merchant  and  ease  up  on  the  trimmer,  who  at  this 
time  no  doubt  will  have  more  than  can  be  attended 
to  properly. 


the  original  sketch,  having  the  letter  "E"  in  Easter 
lilies.  The  thought  is  that  after  this  background  has 
served  for  Spring  opening  displays,  the  scenic  panels 
will  be  removed  from  the  frames  and  letters  of  pro- 


BELT  STANDS 

They   Show    and    Sell    the    Goods. 
We  have  several    styles.       This  is  only  one. 


No.  259J 
REVOLVING  STAND 

Action  steady  and  smooth. 
4^  ft.  high.  Fitted  with  12 
prongs  extending  out  9  inches. 
Have  well  made  turn-ups,  so 
that  be  ts  cannot  work  off,  but 
are  easily  removed. 
Extra  heavy,  nicely  finished, 
plain  base.  Card  frame  5x7 
inches. 


Our  new  catalogue  will  tell 
you  all  about  other  display 
devices  for  your  men's  wear 
departments. 


J.  R.  PALMENBERG'S  SONS 

Established  1852 

7 1  0  Broadway,  New  York 

Factory:     87,  89  and  91   We»t  3rd  St..  New  York 

30  Kingston  Street  I  d„.,„„ 
110  Bedford  Street  /  ^°"°° 


10  and  12  Hopkins  Place 
Baltimore 
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Displays  by  Large  City  Stores 

How  Murray-Kay,  Robt.  Simpson  Co.  and  T. 
Eaton  Co.  Gave  Impetus  to  the  Advent  of  Spring 
—  Artistic  Backgrounds  Suggestive  of  the  Season 

WHILE  the  opening  decorations  featured  by 
the  Toronto  stores  this  year  did  not  sug- 
gest   the    elaborate    preparations    of    pre- 
vious sea.sons,  there  is  no  doubt  but  that 
they  were  carried  through  with  enthusiasm  and  eclat 
from  the  trimmer's  point  of  view,  and  with  much 
profit  so  far  as  material  results  were  concerned. 

The  opening  displays  were  beautifully  assembled. 
In  many  instances  elaborate  background  effects  were 
featured  by  the  respective  window  trimmers  to  give 
the  required  "Spirit  of  Spring"  and  the  liberal  use 
of  floral  foliage  and  elaborate  pedestal,  pillar  and 
background  designs  were  used  to  advantage. 

® 

Attractive  Openings  by  Robert  Simpson  Co.,  Ltd. 

Artistically  attractive  opening  displays  were  fea- 
tured by  Mr.  Hollingsworth  for  The  Robt.  Simpson 
Co.,  Limited. 

Every  floor,  every  department  in  the  establish- 
ment made  an  impressive  display  and  the  millinery 
salon  wes  especially  pleasing. 

In  the  windows  devoted  to  opening  displays,  two 
French  fitting  rooms  were  introduced  and  in  these 
settings,  dress  goods,  silks,  costumes  and  Paris  milli- 
nery were  arranged.  Console  tables,  mirrors,  cande- 
labra and  individual  pictures  were  used  in  assem- 
bling the  goods  featured.  Everything  shown  was  in 
keeping  with  the  period  represented. 


The  millinery  display  proper  consisted  of  a 
Ijeautiful  arrangement  of  the  newest  creations  in  a 
setting  of  the  period  of  Louis  XV.  Many  attractions 
were  introduced  especially  the  background  curtain 
hanging  of  cerise  pink  silk  velour  and  a  background 
setting  fashioned  after  conventional  designs.  This 
was  a  boxlike  lattice  supported  on  four  leg  pedestals 
and  contained  ferns,  floral  and  natural  greenery  in 
profusion. 

In  the  dress  goods  displays,  black  and  white  were 
featured  strongly  and  greys  were  displayed  effective- 
ly, combined  with  l)lack  trimmings,  buttons,  velvet 
ribbons  and  black  satin-finished  silks,  showing  modi- 
fied hobble  effects. 

In  the  interior  and  in  the  aisles  throughout  the 
store  colonial  pedestals  with  natural  flowers,  ferns 
and  azaleas  were  used  in  giving  a  climax  to  the 
season's  opening  decorations. 


The  Eaton  Display. 

In  conducting  their  general  Spring  openings  The 
T.  Eaton  Co.  always  carry  out  a  very  elaborate  pro- 
gram throughout  the  store,  the  different  depart- 
ments and  the  window  disj)lays. 

In  his  windows  Mr.  Apted  carried  out  the  back- 
ground effects  in  two  different  designs.  In  the  new 
section  a  beautiful  garden  wall  effect,  done  in  white 
felt  and  divided  at  prominent  points  with  high  col- 
onial gateways  or  gold  panel  lattice  doorways,  was 
carried  from  the  main  doorway  to  the  Albert  St. 
display  windows.  A  profusion  of  foliage  and  floral 
effects  clamboring  through  and  over  the  entire  ar- 
rangement proved  a  fitting  contrast  to  the  simplicity 
of  the  window  backgrounds  in  the  older  windows. 


IntroJucinif    ttardcit    will'    and    profusion    of    foliaire    and    floral    effects.     Openins  millinery  window    by    A.    E.    Aptcd. 
T.    Enton   Co..  Toronto       Color  scheme   in   white,   pink   and   green. 
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New  Catalogue 

ready 

Write  for  it  to-day 


New  numbers,  the  new  Maish 
edge  that  every  woman  admires  the 
moment  she  sees  it.  Exceedingly 
attractive— prevents  fraying.  Photo- 
graphic reproductions  of  some  of  the 
best  sellers  of  the  new^  complete  line. 
All  fully  described  in  the  new  catalog. 
Get  it  to-day. 


Maish 


Laminated 
Cotton  Down 


Comfort 


The  demand  is  for  warmth  without 
weight. 

The  Maish  Laminated  Cotton  down 
comfort  supplies  this  demand.  With  1-3 
less  weight,  it  is  twice  as  thick — affords 
twice  the  warmth  of  the  ordinary  comfort. 

Women  who  have  bought  one  com- 
fort come  back  and  buy  the  Maish  for 
every  bed  in  the  house 

The  filling  oi  the  Maish  is  one  con- 
tinuous downy  piece,  the  exact  size  and 
thickness  of  the  finished  comfort.  There 
are  no  lumps — no  thin  places. 

The  cross  section  below  gives  you 
some  idea  of  the  wonderful  permanent 
loftiness. 

A  comfo'-t  to  supply  every  call. 

Maish  Laminated  Cotton  down  com- 
forts are  made  in  all  sizes.  They  retail 
at  from  $2.00  in  the  Maisaleen  Bassinette 
size,  to  $18.00  in  the  full  size  Maisilk 
comfort.  The  range  of  designs  (both 
plain  and  bordered)  is   almost  unlimited. 

The  catalog  also  shows  complete 
line  of  Maish  comU^rts  for  your  cbea  er 
trade  Ret  iling  at  from  $1.50  vp,  all 
made  from  pure  fresh  cotton.  Not  one 
ounce  of  shoddy  or  cotton  waste  ever  goes 
into  our  factory.  W^rite  to-day  for  this 
new  catalog,  and  actual  cross  section 
of  the  Maish. 


Trade  Mark 


WarmiW¥ithmi 


The  Chas.  A.  Maish  Company 

Factory  and  General  Offices  : 

Bank  St.  Cincinnati,  Ohio.  New  York  Offices:     41  Union  Square. 

Canadian  Branch  :     43  St.  Sacrament  St.,  Montreal. 

Please  mention  The  Re-inew  to   Advertisers  and  Their  Travelers. 
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Colonial  pillars  introducing  a  shirred  curtain 
effect  of  champagne  brocaded  satin  proved  a  fitting 
setting  for  displays  made  in  these  windows.  No 
floral  effects  were  used  but  simplicity  and  richness 
was  gained  by  such  a  setting. 

Window  displays  w-ere  changed  daily  in  intro- 
ducing the  respective  lines  and  conducting  the  open- 
ings of  important  departments.  Dress  goods,  milli- 
nery, ready-to-wear  novelties,  striking  ostrich  plumes 
and  dress  trimmings  windows  were  featured  success- 
fully. 

Interior  displays  necessitated  elaboration  in  each 
department  of  new  stocks.  Cases,  pillars  and  depart- 
ments radiated  Spring  in  foliage  and  floral  combina- 
tions. In  the  millinery  department  the  tulip  bed 
was  an  innovation  and  proved  an  attraction. 

® 

The  Murray-Kay  Windows. 

Murray-Kay,  Ltd.,  always  feature  their  millinery 
openings  later  than  is  usual  in  Toronto.  In  the 
general  scheme  of  display,  millinery  costumes,  suits 
and  accessories  were  successfully  assembled. 

In  displaying  the  season  novelties  11.  C.  Mac- 
donald,  the  trimmer,  carried  out  the  color  scheme  in 
white,  ivory,  green  and  gold  and  surmovuited  with 
greenery  and  floral  effects  of  wistaria  in  pink. 

Three  windows  introduced  the  use  of  a  raised 
platform  about  four  inches  high  covered  with  white 
felt  and  arranged  in  semi-circular  design.  Pillars 
were  placed  at  the  intersections  giving  a  Roman  Col- 
umn effect.  These  jtillars  were  surmounted  with 
plaster  caps  and  huge  electric  globes.  Each  post 
carried  a  lion's  head  with  rings  in  burnished  gold 
and  between  each  pillar  floral  festooning  was  used 
effectively. 

Between  the  pillars  also  and  carried  throughout 
the  entire  front,  boxy  flower  receptacles  in  ivory  and 
cathedral  effect  were  suspended.  These  were  also 
lighted  and  each  surnioiuited  with  an  immense  bowl 
done  in  gold  and  filled  with  ii  massy  arrangement  of 
natural  ferns. 


Dividing  the  windows,  a  jardiniere  filled  with 
wistaria  in  Helen  pink  and  combined  with  green 
leafage  and  a  fern  box  of  drooping  fern  relieved  the 
bareness  of  the  bottom.  (Greenery  was  used  through- 
out to  soften  the  general  effect. 

Gold  tables,  chairs  and  individual  floral  effects 
combined   with   plea.sing   assembling   of   accesi;ories 


Coloninl  pillar  design  effected  by  floral  and  lattice  decorations 

used   on   posts  supporting  the  building.     Interior 

trim,   Murray-Kay   Limited. 

completed  the  elaborate  and  entire  front  display. 

In  the  interior  millinery  section,  lattice  arrange- 
ments in  colonial  design  surmounted  with  flowers 
were  used  effectively  on  the  pillars  supporting  the 
building.  These  suggested  the  general  note  of 
S]>ringtime  throughout  the  store  and  in  the  differ- 
ent sections. 


Lu'ticc    aiul    flor  .1    o  )  nl>iii.uio  >    jiu  ;Ke:.lioti      Colo*-   scheme    white.    KoM    and    Kreen.    with    scenic  or    spring    landscapes. 


Increased  Space  to  Dresses 

Best   Sellers   Have    Round    or    Square    Dutch 

Neck   and   Three-quarter   Sleeves  —  Some    of 

the    Popular    Lines, 

GARMENT  departments  are  giving  increa.sed 
space  to  dresses  now  that  the  season  is  open- 
ing up.  This  is  imperative,  as  the  line  is 
such  an  extensive  one  this  season,  ranging 
as  it  does  from  the  cheap  and  useful  tub  dress  of 
chambray,  Holland,  gingham  or  percale  up  to  the 
expensive  party  gown  of  marquisette,  satin  or 
foulard. 

Tub  dresses  are  meeting  with  a  great  sale,  and 
their  success  is  well  merited,  as  they  are  smart  and 
well  cut. 

The  best  selling  models  have  the  round  or  square 
Dutch  neck  and  three-quarter  sleeves,  while  the  skirt 
is  gored  and  attached  to  the  waist  under  the  belt. 
The  fastening  is  in  front  or  at  the  side,  and  pearl 
buttons  are  used.  Some  models  have  the  sailor  col- 
lar, finished  with  a  tie.  And  tie,  collar  and  band 
trimmings  are  of  a  darker  or  contrasting  fabric. 
Cash's  trimmings  are  used  in  quantity  upon  dresses 
of  this  kind. 

More  expensive  dresses  are  of  dimity,  lawn  or 
cotton  foulard,  and  eyelet  embroidery  and  lace  are 
used  as  trimmings.  Some  of  these  are  of  bordered 
goods,  the  border  serving  as  the  trimming. 

Both  white  marquisettes  and  voiles  are  proving 
quick  sellers,  as  a  dress  of  this  kind  is  useful  for 
many  occasions.  Usually  they  are  elaborately  em- 
broidered with  heavy  embroidery  in  colors  or  white 
or  in  black  and  white.  Cluny  or  antique  lace  is 
more  fashionable  then  Valenciennes. 

Though  voile  and  marquisette  is  taking  the  place 
of  lingeries  in  the  better-priced  garments,  lingeries 
are  good  sellers  at  popular  prices.  Valenciennes  and 
crochet  laces  are  used  as  trimmings,  and  some  very 
smart  models  are  made  of  all-over  embroidery. 

A  big  season  is  promised  in  foulards  and  soft 
satins  and  marquisettes.  The  various  shades  of  blue 
— dark  blue,  navy,  Nattier,  King's  blue — are  the 
best  sellers,  particularly  with  the  popular  trade,  but 
in  high-grade  garments  black  and  white  has  the 
irst  place. 

One-piece  dresses  of  white  serge  promise  to  be  big 
^.Ilers.  They  are  trimmed  with  black  satin,  or  are 
Iped  and  braided  with  blue. 

Middy  or  sailor  dresses  of  white  or  cream 
tcher's  linen  are  showing.  The  middy  suits  have 
^  regulation  blouse,  or  side-fastening  coat,  trim- 

d  with  bands  of  navy  or  cadet  blue,  and  the  skirt 

^st  a  plain  gored  one. 

A   smart   model    that   was   out   of   the   ordinary 

s^ed  the  waist  and  sleeve  cut  in  one.     There  was 

^|)ad  tuck  to  define  the  shoulder.     The  sailor  col- 


lar had  a  broad  band  around  it  of  navy  and  white 
checked  linen,  and  the  knot  or  tie  was  of  the  same. 
There  was  a  side  pocket  on  the  bust,  trimmed  with 
a  band  of  the  check,  and  the  three-quarter  sleeves 
were  cut  in  Vandykes  and  edged  with  a  band  of  the 
check,  beautifully  put  on,  and  each  line  perfectly 
matching.  The  band  at  the  waist  was  of  check,  and 
the  plain  gored  skirt  had  a  wide  band  of  check  put  on 
above  the  hem. 


Hand  Embroideries  on  Waists 

New    Note    is     the    Use    of    Bulgarian    Em- 
broidery Around  Sleeves  of  Marquisette  Waists 

The  season  is  shaping  itself  for  a  busy  one  in 
tlie  waist  section.  Lingeries  as  yet  are  selling  best 
in  the  popular-priced  numbers.  In  the  city  trade  the 
popular  demand  for  waists  of  cotton  marquisette  and 
voile  threatens  to  interfere  somewhat  with  the  sale 
of  the  better  grade.  Lingeries  of  this  class  have  to 
be  exceptionally  dainty  to  sell. 


\Vaist  of  white  cotton  marquiFette,  with  yoke  effect  of  Bul- 
garian hand  embtoidcry  and  line  trimmings  of  cluny  lace. 
The  colors  used  in  the  embroidery  are  pumpkin,  cerise  and 
old  blue,  outlined  with  black.  This  is  the  latest  novelty  in 
the  immensely  popular  hand-embroideries.  Shown  by  Ladies' 
>Vear,  Limited.   Toronto. 
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Manufacturers  who  have  taken  the  trouble  to  im- 
port original  effects  in  perfectly-fitting  lace  and  Swiss 
embroidery  yokes,  and  who  have  been  specially  care- 
ful in  the  selection  oi  the  laces  used,  have  no  reason 
to  complain  of  lack  of  orders. 

Another  feature  is  the  using  of  real  laces,  the 
combination  of  the  creamy  tint  of  the  linen  lace 
with  white  being  especially  well  liked.     White  Swiss 


new  cotton  marquisette.  "When  a  good  quality  of 
marquisette  is  used  the  colors  are  perfectly  fast. 

The  new  note  is  the  use  of  Bulgarian  hand  em- 
l)roidery  around  the  neck  and  sleeves  of  marquisette 
waists.  The  embroidery  forms  a  square  effect,  both 
back  and  front  and  this  square  effect  is  often  re- 
peated on  the  sleeve. 

The  model  illustrated  .shows  the  yoke  and  sleeve 
trimming,  emliroidered  in  pumpkin,  cerise  and  old 
l)lue  outlined  with  black.  Bulgarian  embroideries 
arc  the  latest  note  in  heavy  hand  embroideries  in 
New  York.  White  marqui.sette,  cotton  voile,  white 
and  colored  linen  dresses,  chiffon  tunics  and  neck- 
wear are  all  trimmed  extensively  with  this  beautiful 
embroidery. 

® 

Good  Business  in  Plain  and  Dressy  Coats. 

With  dresses  selling  so  freely  a  good  business  is 
expected  in  utility  coats.  For  very  dressy  wear  loose 
wrap  coats  and  plain  tailored  coats  of  black  satin  or 
wool-backed  satin  are  favored.  Dressy  models  are 
also  shown  in  white  serge,  with  the  large  collar  and 
facings  of  black  satin. 

There  are  any  number  of  serge  coats  showing 
and  the  accepted  trimmings  are  wide  braids  and 
combinations  of  black  satin  with  strappings  and  pip- 
ings of  King's  blue  or  fuchsia  red.  Tweeds,  grey 
suitings  and  black  and  white  checked  and  striped 
suitings  are  also  good  sellers. 

The  shawl  collar  and  the  notched  collar  are  both 
used.  The  round  or  square  collar,  with  large  revers 
fastening  low  on  the  side,  is  the  latest. 

W^hen  Summer  selling  begins,  pongee  and  tus- 
sah  coats  in  plain  tailored  and  fancy  effects  are  ex- 
pected to  sell,  and  in  some  quarters  taffeta  coats  will 
be  taken  as  well. 

Motor  coats  are  selling  freely.  These  garments 
are  loose  and  boxy  and  some  models  have  Raglan 
sleeves.  These  coats  are  developed  in  tweeds,  home- 
simns  and  serges. 


Waist   in   Kimona   Siyle   of  Cotton    Marquisette   in   two   Colors 
—  Shown   by   Ladies'    Wear,   Limited.  Toronio. 

with  fine  black  dots,  giving  a  beaded  effect,  has  sold 
freely,  and  made  up  with  yokes  of  heavy  crochet 
lace  and  bands  of  the  same  it  is  most  effective. 

A  big  business  is  being  done  on  middy  styles, 
and  some  little  now  touch  or  effect  is  being  con- 
stantly introduced.  Helen  pmk  is  the  latest,  and 
sailor  collars  and  band  trimmings  of  this  new  and 
popular  shade  is  the  latest  touch  on  imported  models. 

For  dressy  w  ai-^l-,  conlrasting  tones  of  n)arquisett€ 
used  for  the  yoke  and  tiimmings  is  a  now  touch. 
Yoke  effects  and  slccxe  bauds  are  made  of  the  color. 
Another  idea  is  ihc  sailor  or  Dutj'h  collar  and  jabot 
of  color,  inlaid  with  lines  of  lace  onto  the  blouse. 
Particularly  pretty  was  a  marquisette  waist  with  the 
collar  and  jabot  of  Emerald  green  marquisette  inlaid 
in  the  waist  with  lines  of  Cluny  lace  and  touched  up 
with  crochet  buttons.  The  colors  used  for  this  pur- 
pose are  pumpkin,  emerald,  navy,  old  blue  and 
coral. 

A  feature  that  makes  these  waists  perfectly  prac- 
tical for  Suniincr  wear  is  tlio  washing  qualities  of  the 


A.  M.  PATTERSON 

Brockville  dry  eoods  merchant  who 
was  elected  to  the  presidency  of  the 
Ontario  Retail  Merchants'  Associa- 
tion at  their  recent  Convention  in 
Guelph. 
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All  Wool 
Hand  and  Machine  Knitted 

GOLF  COATS 


LATEST 
STYLES, 
COLOURS, 
FINISH. 


PERFECT  FIT, 
LADIES'  and 
GIRLS' 
SIZES. 


LOWEST  MANUFACTURERS'  PRICES 

All  Orders  will  be  executed  through 
your  London  Houses. 

A.  T.  SINGER  Qk>  CO. 

77   FORE  STREET 

LONDON,  E.G.,  -    ENGLAND 


Separate  Coats 

The  NATIONAL  line  has  a  stimulating 
effect  on  sales  in  any  coat  department. 

They  are  new  and  exclusive  designs, 
and  are  quick  selling  stock. 

The  NATIONAL  label  inspires  con- 
fidence and  confidence  is  half    the  sale. 

Our  goods  are  daintily  styled  and  are 
well-made  garments  that  insure  prompt 
and  profitable  retailing. 

We  specialize  in  Rainproof s  and 
Waterproofs. 

"The  Specialty  Coat  House  of  Canada." 
Catalogues  on  application 

National  Rubber  Co. 

of  Canada 

MONTREAL 


.J 


Outing 

and 

Working  Shirts 


There  is  mighty  good  business  ahead 
for  you  if  you  are  featuring  the 

Deacon  Shirt 

It'^is  a  line  that  is  made  from  materials 
selected  to  stand  hard  w^ear,  and  in  point  of 
workmanship  and  finish  it  has  no  superior. 

The  "Deacon"  is  cut  fully  roomy,  has 
seams  double-stitched,  and  buttons  securely 
sewn  on. 

Don't  place  your  order  till  you  have  seen  our  Samples. 

The  Deacon  Shirt  Co. 

BELLEVILLE,  ONT. 
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New  York  Shows  Eton  Styles  in  Suits  and  1-piece  Dresses 

Serge  is  a  Greatly  Favored  Cloth  for  Suits  —  Preference  for  Braid  Trim- 
mings —  More  Expensive  Dresses  Show  Tunics  and  Over-Drapery  Waists 
With  Large  Collars  or  Fichus  —  Bathing  Suits  of  Brocade  and  Tapestry  Silks 

StafI  Correspondence 


Office  of  The  Dry  Goods  Review, 

115  Broadway,  New  York,  March  13. 

SMAMT  tailored  one-piece  dresses  are  appear- 
ing in  the  New  York  stores.  The.se  are  made 
of  excellent  materials,  as  the  styles  are  so 
simple  that  little  expense  is  incurred  for  trim- 
mings. Messalines,  foulards  and  tussahs  are  big  sell- 
ers, and  drcss&s  of  cream  serge,  both  with  and  with- 
out pencil  stripes,  navy  serge,  and  of  black  and  white 
striped  and  checked  suitings  are  included  among  the 
leading  numbers. 

These  dres.scs  have  the  high  butterfly  waist,  with 
the  rounded  neck  and  straight  three-quarter  sleeves. 
The  skirt  is  gored  to  the  knee  and  finished  with  a 
circular  or  a  ])leated  flounce.  The  serge  suits  are 
trinuned  with  black  .satin  pipings,  and  have  large 
collars  and  revcrs  of  the  same,  and  the  skirt  is  often 
set  onto  the  waist  with  a  row  of  piping,  but  more 
often  there  is  a  girdle  of  folds  and  a  sash  and  ends. 
Folds  and  a  cord  girdle  is  also  an  approved  way  of 
finishing  the  waist. 

More  exi)ensive  dresses  show  tunics  and  over- 
drapery,  and  the  waists  are  finished  with  large  col- 
lars or  fichus.  Dresses  of  this  class  are  made  of 
foulard,  wool-backed  satin,  cashemire  de  soie,  crepe 
de  chine,  satin  voile  or  marquisette.  Many  of  these 
are  made  of  the  new  bordered  goods,  and  all  of  them 
have  trinnnings  of  wide  laces,  and  are  beaded  or 
hand  embroidered. 

Dark  blue,  black,  black  and  white,  white  and 
black,  and  all  white  are  the  colors  selling,  but  the 
needed  relief  is  given  by  the  brilliant  colors  used  in 
the  trimmings  and  embroideries. 

Dresses  for  Summer  wear  are  being  made  up  of 
cotton  marquisette,  cotton  voile,  lingerie,  lawn  and 
linen.  Simpler  models  are  made  of  cotton  foulard, 
ginghams,   percales,   dimities  and  batistes. 

Buyers  in  New  York  for  the  openings  have  shown 
marked  favor  to  dresses  of  marqui.sette  and  voile,  and 
dresses  of  these  fabri(!S  are  to  some  extent  encroach- 
ing upon  the  .sale  of  lingerie  models.  Since  the 
opening  of  the  season  attention  luis  been  directed  to 
the  use  of  these  fabrics,  but  the  fact  that  they  would 
be  so  much  in  demand  was  not  generally  realized. 
Marqui.sette  and  voile  gowns  promise  to  be  strong 
rivals  of  the   nuich-liked   lingerie  models. 

Cluny  is  used  very  extensively  for  the  trinniiing 
of  both  marquisettes,  voile  and  lingeries;  in  fact, 
many  numbers  show  the  waist  almost  entirely  made 
of  Cluny  bands,  and  Cluny  bands  and  panels  are 
freely  employed  as  a  trimming  for  the  .skirt. 

Expensive  models  are  elaborately  trinuned  with 
heavy  embroidery,  both  in  plain  white  and  in  con- 
tra-sting  colors.  The  new  feature  in  embroideries  is 
the  use  of  the  l>right  tinted  liulgarian  embroideries. 
Tlie.se  are  worked  directly  onto  the  cloth  and  are  in 
geometrical  designs  in  i)ink,  cerise,  coral,  orange  and 
old  blue,  outlined  with  black.  The  same  patterns 
worked  in  Helen  pink  or  porcelain  blue,  outlined 
with  lilack,  is  also  much  u.sed.  Frequently  niar- 
q>iis(>lte  or  voile  in  cDnlrasting  color  is  u.hmI  and  the 
Irimiiiing   comltined    willi    ('lin\y    lace.      Black   and 


while  embroideries  are  also  much  used  and  beaded 
effects  good. 

® 
Eton  Styles  the  Novelty  in  Spring  Suits. 

The  noveUy  in  suits  is  the  introduction  of  the 
Fton  coat,  and  though  many  attractive  Eton  models 
have  been  shown,  buyers  have  only  touched  them 
sparingly.  It  is  not  that  buyers  do  not  regard  them 
as  strictly  in  line  with  prevailing  style  ideas,  but 
they  are  under  the  impression  that  it  is  too  soon  to 
stock  up  with  Eton  models. 

The  best  selling  suit  is  the  plain-tailored  .suit 
with  the  coat  25  or  26  inches  long. 

Serge  is  by  far  the  preferred  cloth.  Smooth  tweed 
and  hcmcspun  effects  in  grey  and  black  and  white, 
and  black  and  white  striped  and  shepherd's  check 
suitings  are  in  high  favor.  While  many  models  in 
cheviot  effects  have  sold,  preference  has  been  given 
to  the  smoother  finishes. 

If  trimming  is  used,  preference  is  given  to  broad 
braids,  and  black  and  white  braids  are  much  liked 
on  navy  or  black.  Most  of  the  plain-tailored  suits 
of  serge,  tweed  or  homespun,  have  no  trimmings  ex- 
cept the  tailored  or  ivory  buttons.  Some  coats  have 
small  notched  collars  and  small  revers,  and  fasten 
with  three  or  four  buttons.  The  general  tendency 
is  for  large  long  revers  and  large  round  or  square 
collars,  fastening  in  front  with  one  or  two  large  but- 
tons. The  gored  skirt  with  the  panel  back  and 
front  is  the  regulation  skirt  for  the  plain-tailored 
suit. 

Hairline  stripe  materials  have  .sold  well,  and  grey 
mixtures  and  black  and  whites  have  been  good  sell- 
ers. Coat  blue,  navy  and  white  serges  have  the  lead 
at  present  as  materials  for  the  Spring  suit. 

Satin,  wool-back  satin  and  cashemire  de  soie  suits, 
cither  hand  embroidered  or  trimmed  with  wide 
braids,  have  been  big  sellers.. 

The  semi-fancy  .suits  have  small  touches  of  color 
on  the  coat.  Pipings  in  self  color  or  narrow  bands 
of  satin  are  also  approved  trinnnings.  The  colors 
are  black,  coat  blue,  navy  and  King's  blue. 

Linen  suits  in  white  and  natural  are  showing,  but 
very  limited  business  has  been  done  on  them  up  lo 
date,  though  they  ai'e  expected  to  be  fairly  good 
later. 

® 
Attractive  Models  in  Separate  Coats. 

The  black  satin  coat  in  styles  suitable  for  wearing 
over  an  aftcrnon  frock,  or  for  wearing  over  the  even- 
ing gown,  is  the  one  that  buyers  are  now  chiefly  in- 
terested in.  Coats  of  this  class  are  very  loose  and 
have  large  collars  and  revers,  and  button  over  to  one 
side  with  one,  two  or  three  large,  hand.-^ome  buttons. 
Tiie  majority  of  nuidels  have  the  three-quarter  sleeve, 
and  hand.some  linings  in  contrasting  colors  of  soft 
satin  are  used. 

There  is  also  a  stnvight  satin  coat  that  is  very 
fa.><hionable,  made  with  either  a  notched  collar  and 
plain  tailored  sleeves.  Sometimes  this  coat  is  finish- 
ed with  a  sailor  collar,  trimmed  with  hand  em- 
broidery, done  in  black,  with  touches  of  high  color. 
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Costume  of  old  blue  cashemire 
de  soie,  finished  with  a  bolero. 
The  facings  and  collar  are  of 
cerise  satin  and  the  braid  is 
in  Oriental  tones. 
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Smart  lingerie  gown  ela- 
borately trimmed  with 
Cluny  bands,  Valencien- 
nes insertion  and  ruffles 
and  embroidered  batiste 
galoons. 
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Suit  of  i^black*wool-backed  satin.  The  24-inch  coat  has  large 
sailor  collar,  with  the  pattern  worked  out  with  chalk-white 
beads.  There  is  the  fashionable  band  of  the  fabric  trimming 
the  edge  of  the  coat  and  the  new  cut-away  front  effect.  The 
sleeve  shows  the  tendency  to  the  bell  shape,  so  noticable  ^in 
later  season  models. 
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New  lamp-shade  parasol.     The  cover  is  of  Empire   green 

taffeta,  with  the  edge  put  on   with  a  row   of  hemstitching 

and   a   fancy    fold    of    the    silk    in    festoon    fashion  above. 

The  handle  is  enameled  green  to  match  the  silk- 
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Handsome  coats  with  deep  cape  collar  and  cuffs 
of  Venise  lace  are  very  fashionable.  Satin  cape 
coats,  lined  with  bright  contrasting  colors,  and  with 
a  shaped  flange  of  the  color  around  the  edge  and  in- 
laid collar  of  the  same  are  favored  by  some  buyers. 

Cape-like  wraps  of  chiffon  and  marquisette  are 
heavy  sellers,  as  they  are  designed  for  wear  with 
lingerie  gowns.  These  are  embroidered  and  beaded 
in  jet  and  in  jet  and  chalk-white  beads 

Dressy  models  in  white  serge  coats  are  shown  and 
have  large  collars,  deep  cuffs,  and  trimmings  of 
black  satin. 

Both  blue  and  white  serge  coats  are  selling,  and 
the  shapes  are  much  the  same  as  those  above  de- 
scribed. Black  satin,  combined  with  black  and  white 
striped  satin  and  taffeta  or  with  King's  blue,  and 
cerise  or  cherry,  are  used  for  the  collar,  cuffs  and 
trimmings. 

Serge  coats  are  lined  with  bright-colored  satins, 
and  foulard  collar,  cuffs  and  facings,  with  the  lining 
to  match,  are  among  the  leading  coat  styles. 

Pongees  are  shown  in  plain-tailored  and  in  fancy 
models,  and  while  the  sale  has  only  been  moderate 
so  far,  as  soon  as  warmer  weather  arrives  a  consider- 
able sale  is  anticipated. 

Motoring  or  steamer  coats,  both  in  double  and 
single-faced  goods,  and  with  linings  and  half-linings, 
have  sold  well.  These  garments  have  regular  top 
coat  or  raglan  sleeves.  Hoods  are  a  new  feature  and 
are  lined  with  bright  color. 

A  new  coat  that  is  much  thought  of  is  the  three- 
quarter  length  mannish  top  coat,  made  in  man's 
materials.  This  coat  is  lined  or  half-lined,  and  to 
carry  out  the  mannish  effect  has  the  collar  of  velvet 
and  patch  pockets.  The  buttons  are  of  pearl  or  of 
bone,  to  match  the  cloth. 

® 

Transparency  Keynote  of  Waist  Styles. 

In  all  the  new  waists  transparency  is  the  key- 
note. Chiffon  waists  and  waists  of  voile  or  mar- 
quisette are  lined  with  net  or  lace.  Plain  chiffon 
waists  often  have  a  deep  collar  of  Venise  lace. 

Cotton  voile  and  cotton  marquisette  waists  are 
made  with  small  yokes  and  trimming  effects  let  in 
of  colored  voile  or  marquisette,  combined  with  lines 
of  Venise,  Irish,  Cluny  or  filet  laces.  Hand  em- 
broidery in  the  same  color  as  the  trimming  is  often 
used. 

Bulgarian  embroidery  as  a  trimming  for  white 
waists  of  voile  or  marquisette  is  growing  in  favor. 
It  is  used  on  the  neck  of  the  waist  and  forms  a 
square,  both  back  and  front,  and  a  narrower  line 
also  goes  around  the  sleeves  and  end  on  the  top  in 
the  same  square  effect  that  is  used  on  the  neck. 
Cluny  lace  is  run  along  parallel  lines  to  the  em- 
broidery. 

All  the  new  waists  are  cut  in  butterfly  effects  and 
the  majority  have  round  or  Dutch  necks  and  three- 
quarter  or  shorter  sleeves. 

® 
Bathing  Suits. 

Beach  suits  of  brocade  and  tapestry  silks  are 
extensively  shown.  They  consist  of  a  suit,  a  long 
cape,  a  cap,  a  parasol  and  a  handbag. 

Black  and  white  bathing  suits  are  selling  ex- 
tensively in  both  sateens  and  mohairs.  They  are 
shown  in  black  and  white  and  navy  and  white  dot- 


ted and  striped  sateen  and  mohair,  and  there  is  quite 
a  run  on  black  and  white  and  on  navy  and  white 
mohair  suits. 


The  Pantaloon  Skirt  Arrives 

Enterprising    Retail    Establishments   Exh.bit   it  as 

a   Good  Advertising  Feature  —  A  Daring 

Model  Appears  in  Toronto 

The  "Harem  Skirt"  has  arrived  for  advertising 
purposes  at  least.  A  very  practical-looking  model 
was  shown  in  the  Murray-Kay  windows,  Toronto, 
and  other  retail  establishments,  not  only  in  Toronto, 
but  different  parts  of  the  country  have  had  "Harem 
Skirt"  exhibitions.  Naturally,  much  talk,  favorable 
and  otherwise,  has  been  caused,  and  in  Toronto  the 
comment  was  rendered  somewhat  hy.sterical  by  the 
appearance  of  a  very  daring  model  upon  the  street. 
This  garment  is  illustrated  here. 
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This  very  extreme  model  of  the  "harem  skirt"  created  some- 
what of  a  sensation  when  it  appeared  in  Toronto  streets  re- 
cently. Examples  of  the  new  garment,  very  much  modified, 
and  quite  suitable  for  golf  or  similar  outinsf  purposes,  have 
been  shown  not  only  by  Toronto  retailers,  but  in  practically 
all   of  tne   larger   cities. 

The  Murray-Kay  model  is  made  of  fine  quality 
French  worsted  in  medium  grey  shade.  A  24-inch 
coat  shows  the  new  wide  collar  and  revers  of  black 
satin.  Touches  of  braid  and  gunmetal  buttons  com- 
plete the  trimming  on  the  body  and  .'^leeves  of  the 
coat.  The  pantaloon  skirt  is  divided  to  a  point 
above  the  knee.  At  each  side  is  a  large  inverted 
pleat  stitched  down  also  to  the  knee.  Front  and 
back  panels,  which  are  stitched  down  from  the 
waist  about  16  inches  allow  the  same  absolute  free- 
dom as  if  pantaloons  were  worn.  When  in  a  stand- 
ing position  and  in  motion,  the  general  appearance 
of  the  regvilar  skirt  is  noted  on  the  wearer. 

The  skirt  shown  in  the  accompanying  cut  is 
much  more  extreme  than  that  exhibited  by  the 
Murray-Kay  Co.  Very  little  semblance  to  a  skirt 
remains  in  this  garment  which  was  worn  upon  the 
streets  of  Toronto  by  a  young  woman  from  one  of 
the  theatres. 


Developed    Ready-to-Wear    Market    by    Style    Adaptation 

In  Retail  Merchandising  There  has  Been  Steady  Growth  in  Departmental 
Idea  —  The  Place  of  the  Dressmaker  not  Entirely  Usurped  —  Introduction 
of  Novelty  Lines  —  Future  of  Ready-to-Wear 

(Concluded  from  Last  Number) 


IN  retail  ready-to-wear  merchandising  there  was 
a  steady  development  towards  the  departmental 
idea.  Time  was  when  one  rack  would  have 
been  suflicient  to  hold  the  garments  carried 
in  the  average  country  store.  Now  it  is  the 
ready-to-wear  department,  located  so  that  it  may 
be  operated  to  best  advantage  in  relation  to  other 
lines  such  as  millinery,  whitewear,  knitted  garments, 
etc.,  and  arranged  so  that  the  stock  is  well  displayed, 
and  every  facility  given  the  customer  to  examine  thor- 
oughly, try-on  and  make  satisfactory  selection.  The 
ready-to-wear  opening  is  made  by  most  merchants  quite 
as  important  a  feature  as  the  millinery  openings.  Why 
not  ?  New  lines  represent  as  thoroughly  the  features  ot 
the  succeeding  season  in  the  matter  of  apparel,  as  do  the 
millinery  creations  the  latest  novelties  in  headwear. 

Growth  in  Equipment. 

From  the  very  small  equipment  of  the  ready-to-wear 
manufacturer  10  years  ago,  to  that  required  to-day,  is 
a  very  large  stride.  One  manufacturer  pointed  to  a 
corner  ten  feet  square  in  his  warehouse,  and  stated  that 
this  space  represented  the  scope  of  his  industry  nine 
years  ago.  He  had  then  only  two  machines  ;  to-day  he 
has  more  than  one  hundred,  all  busy. 

Then  the  machinery  for  production  of  ready-made  gar- 
ments had  not  been  designed  with  the  object  of  turning 
out  large  quantities  at  minimum  expense  of  time  and 
money.  Each  garment  had  to  be  laboriously  cut  accord- 
ing to  pattern,  while  to-day  many  of  a  size  may  be  cut 
at  the  same  time,  and  reach  the  operators  in  the  space 
that  was  formerly  consumed  by  one  garment.  Labor- 
saving  devices  have  multiplied.  There  are  machines  tor 
applying  buttons,  for  working  button-holes,  for  applique 
work,  and  for  many  other  operations  which  formerly  re- 
quired much  time  and  added  to  expense,  owing  to  the 
fact  that  they  had  to  be  done  by  hand. 

This  has  been  one  of  the  large  factors  in  the  main- 
tenance of  what  would  seem  to  be  exceedingly  reasonable 
prices  for  very  handsome  garments.  The  work  on  some 
of  these  creations,  if  done  by  old  methods  would  almost 
make  them  prohibitive  for  the  class  ot  trade  to  which 
they  are  now  offered. 

Introduces  Novelty  Lines. 

The  manufacturer  has  also  made  his  enterprise  con- 
siderably more  profitable  to  himself  as  well  as  to  the 
trade  by  supplementing  his  staple  lines  with  novelty  gar- 
ments, which  represent  more  advanced  ideas  in  styles  than 
those  which  were  made  up  previously  for  placing  business. 
While  the  merchant  will  always  have  a  demand  for  good 
standard  or  staple  designs,  and  is  safe  in  preparing  for 
that  demand  well  in  advance,  he  is  always  wide  awake  to 
the  possibilities  of  newer  lines  which  come,  later  on, 
nearer  to  the  actual  season  and  which  sometimes  more 
strikingly  interpret  the  novelty  ideas  favored  in  Paris 
and  New  York. 

This  continuity  of  production  often  helps  the  buyer 
to  predict  pretty  accurately  the  cardinal  style  features 
for  the  next  season's  staple  lines.  Thus  it  has  been,  for 
the  last  two  years,  the  gradual  changes  have  been  some- 
what easily  traced,  and  the  manufacturers  and  buyers 
have  bten  able  to  agree  upon  those  modifications  which 
seemed  best  adapted  to  the  Canadian  market. 

The  adaptation  process  is  quite  an  interesting  one. 
It  indicates  good  or  bad  judgment  on  the  part  of  the 
manufacturer — more   frequently    the   former,   so  far  as   the 


Canadian   market  is   concerned,  for   requirements   seem   to 
be  pretty  well  understood  and  respected. 

In  adopting  a  style,  however,  the  manufacturer  has 
to  be  sure  of  one  thing — what  will  the  consumer  stand 
for  ?  With  his  attention  riveted  upon  Paris,  he  realizes 
that  some  radical  change  is  taking  place  in  styles.  Years 
ago  he  did  not  have  to  follow  the  evolution  of  styles  in 
the  world's  centre  so  closely,  but  now  things  have 
changed.  lie  knows  that  in  some  practical  form  that 
style  will  be  interpreted  by  the  New  York  market,  and 
that  it  is  then  up  to  him  to  give  it  approporiate  expres- 
sion in  the  Canadian  market.  This  may  all  take  place 
within  six  months  from  the  time  of  its  original  appear- 
ance or  it  may  take  two  years  for  the  maximum  demand 
to  develop. 

Not  Always  Good  Judgment. 

Manufacturers  have  not  always  struck  it  right  in  the 
matter  of  time.  He  may  turn  out  a  certain  style  of  gar- 
ment in  which  he  has  absolute  confidence  as  to  the  im- 
mediate demand. 

The  innovation  may  come  too  late  in  a  season,  it 
may  come  at  a  time  when  other  desirable  styles  are  be- 
ing tried  out  on  a  large  scale,  or  it  may  come  when  the 
retailer  feels  that  he  has  gone  about  as  far  as  he  should 
in  one  season  in  the  matter  of  experimental  style  intro- 
duction. The  psychological  moment  figures  prominently 
when  it  comes  to  the  launching  of  garments  in  which 
some  radical  departure  is  featured.  The  trade  will  either 
accord  it  an  immediate  reception,  or  treat  it  very  cau- 
tiously for  a  while,  and  finally  be  compelled,  by  the  in- 
sistent favor  with  which  it  is  adopted  by  some  larger 
market,  to  give  it  full  scope. 

Many  Suggestions. 

Just  at  the  present  time  development  in  ready-to- 
wear  manufacture  has  reached  that  stage  where  the  pro- 
ducer is  not  without  advisors.  The  number  of  retailers 
who  go  abroad  frequently  is  ever  on  the  increase,  and 
they  return  with  their  own  ideas  concerning  garment 
styles. 

"It  is  something  like  the  newspaper  business,"  said 
a  manufacturer.  "There  are  men  who  do  not  hesitate  to 
tell  a  publisher  that  his  paper  is  no  good,  and  that  if 
he  had  it  for  a  few  days  there  would  be  some  acceptable 
changes.  In  the  same  way,  a  man  will  come  along  and 
give  the  garment  manufacturer  innumerable  suggestions. 
In  fact  we  have  had  people  suggest  an  entire  range  for 
their  own  store,  just  to  be  exclusive — but  when  asked  if 
they  would  stand  by  the  consequences  if  the  lines  did  not 
sell,  they  immediately  subsided.  Sometimes  a  good  sug- 
gestion is  made,  but  in  the  majority  of  cases  they  are 
thrown  out  for  the  simple  reason  that  with  the  man  who 
has  seen  it  is  merely  a  first  impression,  and  not  a  studied 
conclusion.  In  this  business  we  have  to  avoid  mildly 
speculative  style  tendencies  as  much  as  possible." 

The  Future  of  Ready-to- Wear- 
As  to  the  future  of  ready-to-wear  in  Canada,  no  man 
will  venture  a  prophecy.  Certainly  there  will  be  srreator  in- 
(lividunlity,  a  srrcjiter  degree  of  originality  as  manufactur- 
ers feel  warranted  in  exercising  a  freer  imitative  in  the 
matter  of  adoption  or  adaptation.  It  is  already  true 
that  there  are  manufacturers  who  can  point  to  specimen 
selections  made  abroad  in  which  they  see  practical  sug- 
gestions. There  will  undoubtedly  be  more  of  this  indivi- 
dual effort  in  the  future. 


Few   Businesses  Greater   than   Principles    Behind    Them 


J.  E.  Brown,  of  Revillon  Bros.,  Gives  Expression  to  Some  Hard  Facts  in 
an  Address  to  Merchants  —  Dump  Heap  of  Mercantile  Failure  Full  of  Men 
"Who   Didn't   Start   Right  —  The   Value   of   Demonstration  in   Merchandising 
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BILITY  is  a  worthless  asset  if  you  lack 
patience,  initiative,  energy  and  adapta- 
bility," declared  J.  E.  Brown,  of  Revil- 
lon Bros.,  Ltd.,  Edmonton,  in  a  sound 
practical  talk  on  "Business  Building"  to  the  retail 
merchants  of  that  city  reecntly. 

"When  one  has  decided  to  build,"  said  Mr. 
Brown,  "he  first  considers  what  the  structure  is  to 
be  used  for,  and  what  end  it  will  serve — and  then 
considers  the  material  and  the  cost. 

Just  so  with  business.  What  are  you  going  into 
business  for?  What  kind  of  a  business  do  you  want, 
and  what  end  is  it  to  serve?  After  you  have  decided 
this  point,  then  you  can  lay  your  plans  and  if  you 
are  wise  you  will  select  material  in  the  shape  of 
principles,  character  and  merchandise  to  build  with. 

Few  buildings  are  greater  than  their  architects 
and  few  businesses  are  greater  than  the  men  and 
principles  back  of  them. 

So  I  would  say,  the  first  thing  is  to  take  stock 
of  yourself  and  see  if  you  are  a  born  trader,  or  if 
your  liking  for  trafficking  is  strong  enough  to  compel 
you  to  learn  its  many  and  intricate  paths. 

If  you  think  that  just  anybody  can  successfully 
run  a  business,  you  had  better  never  start,  for  the 
chances  are  you  will  go  on  the  dump  heap  of  mer- 
cantile failure  where  more  than  seventy-five  per 
cent,  of  men  who  start  in  business  land. 

These  Men  are  Exceptions. 

Of  course  a  few  succeed  in  spite  of  the  fact  that 
they  know  little  of  business  or  methods,  but  there 
are  exceptions  to  most  rules. 

If  you  have  the  ability  to  learn  the  detail  and 
principles  of  your  trade  then  you  have  the  first  re- 
quisite. But  ability  is  a  worthless  asset  if  you  lack 
patience,  initiative,  energy  and  adaptability.  These 
five  qualities  combined  make  proficiency  and  this 
is  the  quality  that  spells  success.  I  mean  these  are 
the  five  essentials  that  form  the  foundation  to  build 
on. 

The  materials  that  go  into  the  superstructure 
are  absolute  honesty  with  the  public,  reasonable 
value  given  in  exchange  for  the  price,  the  personnel 
of  the  firm  and  employes  to  be  above  reproach,  so 
that  every  statement  will  carry  the  convictions  of 
truth  and  fairness,  a  cool  head  that  will  not  be  turn- 
ed by  the  blush  of  success  and  a  resolute  spirit  that 
will  stand  firm  when  the  clouds  of  adversity  rise 
and  threaten  and  the  disposition  that  'He  who  serves 
best  rules  most.' 

You  must  be  a  man  that  can  resist  tlie  thousands 
of  temptations  to  take  undue  advantage  of  the  pub- 
lic's confidence  and  often  ignorance. 

You  must  also  have  the  faculty  of  saying  no  to 
the  numerous  insiduous  schemes  presented  for  the 
sole  purpose  of  separating  you  from  a  part  of  your 
hard  earned  cash. 

The  Necessary  Qualities. 

And  yet  when  one  is  catering  to  the  public  we 
must  be  courteous,  suave  and  politic  enough  to  ra- 
diate an  atmosphere  of  agreeableness  that  will  in- 
toxicate all  who  come  into  contact  with  us,  remem- 
bering always  that  the  dear  public  is  a  very  numer- 


ous personage  with  lots  of  needs,  notions  and  ec- 
centricities and  that  you,  as  a  man  in  public  busi- 
ness, will  be  called  on  for  favors  as  well  as  wares. 

You  are  fitted  to  become  a  merchant  in  pro- 
portion to  the  degree  that  you  possess  these  quali- 
ties. 

If  you  have  but  few  of  them  and  a  vision  not 
longer  than  to-day's  gains  you  will  be  known  as  a 
storekeeper.  If  you  have  a  working  acquaintance 
with  most  of  them  you  will  become  a  merchant  and 
if  you  are  a  master  of  them  you  are  building  a  busi- 
ness that  will  be  a  blessing  to  your  day  and  a  monu- 
ment to  your  name.  There  are  new  systems  coming 
up  every  day,  many  of  them  emanating  from  pro- 
fessional systemizers  who  invent  new  ones  as  fast  as 
the  old  ones  are  sold  and  exploded.  Beware  of  them 
and  select,  after  careful  acquaintance  with  the  needs 
of  your  business,  the  simplest  system  that  will  give 
you  the  detailed  information  necessary  to  the  con- 
duct and  development  of  the  business.  I  am  a  crank 
about  system  and  approve  of  it,  as  no  business  is 
running  safely  that  cannot  be  analyzed  and  checked 
to  secure  any  information  that  may  be  wanted;  but 
get  at  it  the  shortest  way  and  discard  all  the  rubbish 
of  red  tape. 

Where  Service  Counts. 

If  you  want  to  sell  high-class  merchandise  you 
must  locate  in  a  large  community  of  well-to-do  and 
wealthy  people  so  as  to  have  a  market  for  such 
goods.  Then  your  store  fixtures  and  service  must  all 
be  in  keeping  with  the  class  of  goods  kept  and  with 
the  taste  and  desires  of  your  wealthy  patrons.  The 
profits  on  this  style  of  business  will  have  to  be  larger 
than  on  the  more  staple  lines,  as  style  and  make  are 
demanded  by  this  better  trade  and  consequently 
the  merchant's  risks  are  greater  and  losses  more  fre- 
quent. This  trade  is  more  exacting  and  more  ap- 
preciative also,  which  requires  better  trained  sales- 
men of  experience  and  more  definite  knowledge  of 
goods  and  qualities.  Such  stores  have  to  be  well 
financed,  for  its  patrons  will  not  trade  there  if  it 
lacks  the  air  of  prosperity. 

If  your  aim  is  to  sell  the  great  popular  middle 
classes  then  your  general  appearance  and  equipment 
must  be  in  keeping  with  this  idea,  but  never  one 
of  stinginess  or  restraint.  Generosity  must  be  in 
the  air  and  goods  and  values  appealing"  to  the  reason, 
for  this  is  the  practical  class  of  hardy  customers  who 
are  neither  extravagant  nor  shiftless.  The  help  in 
such  a  store  should  be  most  democratic,  sensible  and 
well  informed  in  regard  to  goods.  This  is  the  trade 
to  whom  it  pays  best  to  display  and  demonstrate  the 
values  and  uses  of  merchandise.  These  are  the  busy, 
pushing,  inquiring  people  who  are  ever  interested 
in  all  they  see  and  hear.  They  are  the  toihng, 
thinking,  producing  class  who  want  to  know  and 
make  use  of  their  knowledge. 

Intelligent  Help. 
Here  is  where  I  want  to  say  that  the  merchant 
who  will  have  intelligent  help  to  show  the  people 
the  qualities  and  uses  of  his  goods  will  get  the  best 
of  the  trade. 

(Concluded  in  April  1st  number.) 


Demand  for   Juvenile   Lines 

Manufacturers  are  Paying  Greater  Attention 
to  Articles  for  Little  Folks  —  Retailers  Giving 
These  Goods  Larger  Space  in  their  Departments 

DURING  the  past  season  many  retailers  have 
lost  business  in  the  knit  goods  section 
from  many  causes.  One  of  these  was  the 
failure  to  place  sufficiently  on  children's 
lines  or  inability  to  procure  stock.  Perhaps  it  was 
not  so  much  the  mistake  of  the  buyer  as  the  fact 
that  general  ordei"s  placed  were  far  larger  than  in 
former  seasons  and  entirely  out  of  proportion  to 
regvilar  j)lacing  in  former  seasons. 

Such  conditions  naturally  led  to  neglect  in  plac- 
ing children's  lines  sufficiently.  Buyers  for  the  sec- 
tion realized  the  importance  of  the  demand  in  juven- 
ile wear,  but  rather  bought  those  lines  in  adult 
novelties  that  were  sure  of  successful  selling. 

liuyers  state  that  even  if  they  did  buy  what  was 
considered  a  fairly  large  amount,  it  proved  entirely 
inadequate  owing  to  the  greater  demand  for  knit 
goods  in  general  and  also  to  the  fact  that  manufac- 
turers did  not  care  to  work  on  children's  goods  claim- 
ing that  it  was  unprofitable. 

It  is  even  stated  that  while  deliveries  were  made 
on  adult  lines,  it  wn^  found  almost  impossible 
to  get  shipments  of  children's  sizas.  Cost  of  produc- 
tion being  almost  equal  to  that  on  larger  sizes  and 
the  changing  of  machinery  involved  were  advanced 
by  the  manufacturer  as  an  excuse  for  not  filling 
orders  for  children's  knit  goods.  They  also  claimed 
that  no  money  was  made  and  that  they  were  too 
busy  on  other  lines  and  unable  to  fill  his  orders. 

Home  retailers  point  out  that  at  such  an  early  date 
as  the  15tli  November,  last  season,  they  found  it  im- 
possible to  obtain  anything  like  a  comprehensive 
selection,  it  is  claimed,  therefore,  that  retailers 
must  have  lost  money  even  if  the  fault  wa.<  beyond 
their  responsibility. 

New  Lines  Introduced. 

Appreciation  by  the  retailer  of  the  importance 
01  knitted  sweaters,  leggings,  scarfs,  toques,  booties 
and  infantees  as  well  as  dozens  of  new  lines  lately 
introduced  by  manufacturers,  will  be  to  the  benefit 
of  those  manufacturers,  who  are  catering  to  the  de- 
mand for  children's  wear.  Retailers  will  take  ad- 
vantage of  their  opporlunitios  and  many  le.ssons 
learned  last  season  will  be  ivmembered  in  idacing 
for  fall. 

It  is  claimed  ibal  I'oi'  next  season  buyers  generally 
should  give  more  attention  to  the  indi vicinal  sizes 
and  to  the  range  of  .sizes  in  slocking  children's  lines. 
For  next  .sea.son  it  does  not  .seem  con.^^istent  that  the 
(lifTerent  conditions  affecting  the  situation  last  season 
should  (Icier  (he  merchant  from  luivinii  a  well-assort- 


ed stock  this  .-^ea.son  in  the  children's  section  of  the 
knit  goods  department. 

No  matter  how  large  an  order  the  buyer  places 
on  larger  .«iizes,  the  demands  for  .smaller  sizes  should 
be  met.  No  great  speculation  is  evident  for  it  has 
been  proved  that  each  and  every  number  stocked  last 
season  was  a  seller.  Knit  goods  admittedly  sell  well 
and  children's  lines  have  become  almost  staple. 

Another  prominent  feature  is  the  assortment  of 
sizes  to  carry  in  children's  sweater  coats,  ponys, 
busters,  etc.,  and  the  almost  impossibilities  of  carry- 
ing too  many  sizes  from  the  infants'  coats  to  the 
misses'.  Merchants  will  immediately  claim  that 
such  a  step  necessitates  too  much  stock. 

Great  Variety  of  Colors. 

Prominent  too,  is  the  variety  or  combination  of 
colors  available  and  .suitable  for  children's  outdoor 
uses — tobogganing,  skating  and  kindred  Canadian 
Winter  sports.  National  combinations,  college  color 
combinations,  athletic  or  popular  club  colors  and 
copies  of  the  ideas  as  introduced  in  the  garments 
worn  by  their  elders  always  prove  good  sellers. 

Even  if  the  stock  is  increased  to  the  extent  of 
adding  more  numerous  children's  lines  or  an  assort- 
ment properly  placed,  no  trouble  need  be  experienced 
and  business  will  result  in  increased  turnover  and 
repeats  long  before  the  expiration  of  the  usual  dat- 
ing terms. 

Great  prominence  has  been  given  the  children's 
knit  goods  section  in  manufacturing  and  retailing 
in  the  United  States.  Manufacturers  in  Canada 
realize  this  and  are  now  devoting  time  and  machin- 
ery to  competing  on  children's  lines.  Such  acknowl- 
edgement is  a  gain  to  the  retailer  and  proper  devel- 
opment is  now  assured. 

Months  ago,  the  demands  of  the  retailers  showed 
them  alive  to  the  situation,  but  the  impossibility  of 
securing  the  necessary  stock  incurred  a  loss  of  busi- 
ness unestimated. 

Development  in  United  States. 

Greater  development  therefore  can  be  ex[)ected 
in  the  manufacture  of  children's  knit  goods  novel- 
lies  for  Fall  in  Canada.  That  such  conditions  too, 
are  evident  in  the  United  Slates,  the  following  from 
■'Knil  Goods''  shows: 

A  section  of  knit  goods  manufacturing  which  has 
been  gradually  altaining  greater  demand  during  the 
last  few  years  is  that  of  knitted  garments  for  child- 
ren and  infants;  in  fact  for  all  ages  of  juveniles. 
i\iiillod  garmenl.-i  for  children's  wear  is  not  by  any 
means  a  new  article,  but  the  improvenjent.-^  which 
have  been  made  within  the  last  year  have  so  popu- 
larized them  that  the  sales  at  the  present  lime  are 
extremely  large. 

An  instance  of  the  way  such  articles  appeal  to 
buyers  in  the    large    department    stores    and  retail 
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"Beaver  Brand  Knitted  Goods 


are   the 


Trade  Winds  for  1911" 


^fAVER  Wra^^    ^  ^^AVER  Brand. 

The  wise  retailer  is  like  the  fortunate  pilot  who  can  keep  the  ship 
sailing   with   the   winds. 

YOUR  customer  will  like  "BEAVER  BRAND"  because  our  knitted 
goods  wear  well — they  fit  well — and  besides,  your  sales  will  in- 
crease, your  profits  will  grow  with  greater  business. 

"BEAVER  BRAND"  is  always  to  be  found  in  the  front  row  of 
high-class  knitted  goods. 

WE   CAN    FILL    YOUR    ORDER   PROMPTLY 

R.  M.  Ballantyne,  Limited 

Stratford,  Ontario 


TRADE    MARK. 


ASK     FOR 


TRADE  MARK 


BURNLEY'S  WOOLS. 


REGISTERED. 


REGISTERED 


Scotch 

Fingerings, 

Vanguard, 

15's,  12's 

Fine. 

Hosiery 
Yarns,     -] 
&c.,  &c. 


'^=^' 


:-?=^ 


Soft 

Knittings, 

B.     Imperial, 

Soft  Spun 

Vanguard 

Fine. 

Oi  and  00 

Worsteds, 

&c.,  &c. 


ESTABLISHED   1752 

THOMAS    BURNLEY    &    SONS,    LIMITED 

MANUFACTURERS  OF  SCOTCH  FINGERING   &  KNITTING  WOOLS. 

GOMERSAL  MILLS,  nr.  LEEDS,  ENGLAND. 

AGENT  :— DAVID  M.  CHORLTON  30  HOSPITAL  STREET,  MONTREAL 


Please  mention  The  Reinew  to   Advertisers  and  Their  Travelers. 
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houses  generally  may  be  cited:  A  knit  goods  buyer 
who  was  paying  a  purely  social  visit  in  New  York 
a  few  weeks  ago,  from  her — for  this  knit  goods  buyer 
was  a  woman — home  city,  Chicago,  desiring  to  pur- 
chase a  few  odds  and  ends  for  personal  use,  entered 
a  large  department  store  in  New  York  City  where 
she  saw  displayed  to  prominent  advantage  a  line  of 
children's  knitted  sweaters  and  other  knitted  articles 
for  children's  use.  She  was  so  impressed  with  this 
line  that  she  made  inquiries  from  the  knit  goods 
buyer  of  the  store  and  on  presentation  of  her  card 
learned  the  name  and  address  of  the  selling  agents. 
To  cut  a  long  story  short,  this  knit  goods  buyer  im- 
mediately placed  an  order  with  the  selling  agents, 
who  are  located  in  New  York,  for  a  total  shipment  of 
sweaters  aggregating  nearly  $6,000.  Incidentally, 
it  may  be  mentioned  that  not  one  of  these  sweaters 
was  returned  to  the  selling  agents  as  not  being  up  to 
sample  and  subsequent  orders  running  into  thous- 
ands of  dollars  have  since  been  placed. 


Review's  Representative  in  the  West. 

David  Williams  has  been  appointed  general  re- 
presentative of  the  MacLean  Pul)lishing  Company  in 
Manitoba  and  Saskatchewan,  and  he  is  now  en  route 
for  his  new  field.  He  will  visit  every  village,  town 
and  city  of  Manitoba  and  Saskatchewan,  so  that  the 
merchants  of  these  provinces  can  look  forward  to 
meeting  him  soon.     Mr.  Williams  has  had  a  wide 


!! 


DAVID    V^ILLIAMS 

Appointed   ecnernl    representative   of    MacLean    publications 
in    Manitoba   and   Saskatchewan. 


business  experience,  having  owned  and  managed  a 
large  woolen  mill  in  Collingwood,  Ont.,  for  some 
time.  For  a  number  of  years  lie  has  been  covering 
Ontario  and  the  Maritime  Provinces  in  the  interests 
of  the  thirteen  Macdjcan  publications,  and  his  prac- 
tical knowledge  of  industrial  conditions  in  Eastern 
Canada  will  enable  him  to  olfer  .some  very  helpful 
.suggestions  to  the  bu.siness  men  of  Manitoba  and 
.Sa.skatchewan. 


—You  can't  ^o  wroD^- 

If  you  are  handling  a  line  of  underwear 
that  is  as  well  and  favorably  known 
as 

CEETEE 

UNDERWEAR 


Its  comfort  in  wear  and  perfection  of 
fit  and  finish  have  created  a  very  big 
demand  for  "CEETEE,"  and  you  have 
our  unqualified  guarantee  of  absolute 
unshrinkability  back  of  every  garment 
you  sell. 

Be  sure  and  make  provision  for 
"CEETEE"  in  your  next  underwear 
order. 


THE     C.    TURNBULL 
COMPANY   OF  GALT, 


LIMITED 

GALT,    ONT. 


THE  HALL-MARK  OF  Replstrred  .No.  282.005 

Maximum  Comfort  and  Durability 
at  IMinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI'^ 

PLE,  and  starting  with  TWO  THREADS 
in    the   TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it   descendi. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unstirinkabli 

THE  ACME  OF  PERFECTION  IN 
FOOTWEA/t 


To  be   had  from    any   of   the    Leading 
Wholesale  Dry  Goods  Houses 


Cut-out    Stencil    Designs    Make    Attractive    Show  Cards 

How    Unique    Effects    May    be    Obtained  —  Points     to    Observe     in     Cutting 
Out    the    Upper    Layer    and    Applying    it   to    the   Back  —  Helpful   Suggestions 

(By  J.  C.  Edwards,  with  W.  A.  Cressman,  Peterboro) 


DECORATORS  are  to-day  making  great  use  of 
the  stencil,  and  it  is  certainly  adapted  to  ef- 
fective show  card  work. 

In  the  effort  to  produce  something  differ- 
ent in  show  cards  it  is  necessary  to  bring  the  most 
common  place  things  into  use.  The  stencil  pattern 
is  so  common  to-day  that  we  have  strived  in  this 
series  of  cards  to  go  it  one  better,  by  imitating  the 
stencil  itself,  otherwise,  the  reverse  or  negative  of 
tlie  stencil  pattern. 

In  the  first  place  the  main  card  is  cut  the  size 
von  wish;  in  this  cuso  about  a  half  size  sheet,  then 


Sbssm^^  Sorne 
I  xcellent\^lues 
'Dress  Fabrics  TR 


\fC^i^1l0l$^ 


Irism  Linens 


In    these    cards   the  principal    letters  are    cut   out    in   white    card 

and  this   is   mounted    over   black    or  other   color,    giving 

very   unique    effect. 

the  edge  is  bevelled.  The  top  or  face  piece  of  the 
combination  is  cut  slightly  smaller  to  leave  the 
border.  This  being  only  a  stiff  cover  paper  can 
readily  be  cut,  with  a  sharp  pointed  pen  knife,  in 
any  desired  pattern ;  then  a  different  colored  paper 
pasted  immediately  l)ehind  the  design,  shoA\'ing 
through  in  a  very  odd  effect. 

Take,  for  example,  card  No.  1  in  this  scries.  It 
is  a  light-brown  card  with  a  very  light  pearl  grey 
cover  which  is  cut  out  in  the  floral  design  as  shown 
and  a  light  tan  (almost  yellow)  paper  is  pasted 
immediately  behind.  The  stem  is  touched  up  with 
green  to  give  it  a  more  realistic  appearance.  The 
effect  is  quite  out  of  the  ordinary  and  should  attract 
attention.  AVe  might  state  here,  that  the  bevelling 
of  the  card  is  accomplished  by  the  aid  of  a  small  bev- 
elling plane  and  we  think  it  adds  more  of  a  finished 
appearance  to  a  card.  The  inscription  on  this  card 
is  in  the  brush  stroke  Roman  with  a  No.  7  flat 
brush,  the  small  lettering  is  produced  with  a  No.  2 
pen. 


Card  number  2  is  somewhat  different  in  the  lay- 
out, the  stencil  forming  a  relief  for  the  large  capital, 
the  coloring  which,  of  cour.se,  does  not  .show  in  the 
reproduction,  is  yellow  for  the  daisies  and  green  for 
the  stems.  This  color  is  .simplj'  brushed  on  the  back- 
board where  it  is  needed  showing  through  the  cut 
out  or  .stencil  design  in  odd  relief. 

To  accomplish  the  best  results  in  stencil  cutting 
an  old  half  worn  out  knife  is  the  best,  providing 
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StrikiiiB    examples   of    practical   use    to    which   the 
stencil   idea  may    be   put. 

you  sharpen  the  point  to  a  very  keen  edge  that  cuts 
clean  and  sure.  The  cover  paper  must  be  cut  be- 
fore it  is  fastened  to  the  card.  In  tliis  series  only 
the  top  edge  is  glued  fast. 

In  reproducing  card  number  three,  the  shade 
and  the  background  will  appear  too  near  alike  to 
give  the  proper  effect.  The  name  on  this  card  is 
first  written,  then  cut  out,  leaving  the  proper  keys 
in  the  stencil  to  hold  it  together  or  strengthen  it. 
Irish  green  is  used  as  a  shade  for  the  lettering 
"Cressmans"  and  'Trish  Linens" ;  the  green  being 
more  in  keeping  with  the  goods  advertised. 
(Concluded  on  page  61.) 


Is    the   Glove    Guarantee    Less   Honored   Than   Broken  ? 


Firmness  and  Tact  Will  Do  Much  to  Solve  the  Guaranteed  Glove  Problem 
—  Customers' Demands  are  Sometimes  Unjust  —  Large  Stores  Often  Assume 
Responsibility  of   the   Guarantee  —  Making   Department  Stand  Smaller  Losses 


(Concluded  from  last  number) 


WITH  reference  to  ulovc  l(';ik.s  touclied  on  in 
llic  last  iminl)ci'.  iiiaiiufiiclurci-s.  wholesalers 
and  retailers  agree  tluit  the  glove  depart- 
ment might  be  well  named  "the  trouble 
zone."  Retailers  assume  losses  that  they  would  hard- 
ly be  justified  in  asking  the  wholesaler  to  make  good, 
and  wholesalers  maintain  losses  that  they  could  not 
expect  the  manufacturer  to  replace.  Fear  of  losing 
a  customer  or  ollending  an  otherwise  good  account 
lies  at  the  bottom  of  all  such  cases. 

Too  liberal  an  interpretation  of  the  glove  guar- 
antee seems  to  be  the  fault  and  it  would  seem  that 
manufacturers,  wholesalers  and  retailers  have  them- 
selves to  blame  for  unnecessary  losses  in  this  depart- 
ment. Dozens  and  dozens  of  gloves  are  returned, 
which  do  not  come  within  the  intent  of  the  guaran- 
tee and  still  allowances  are  granted  in  order  to  please 
customers. 

Gloves  come  hack  in  all  sorts  of  shapes,  indicat- 
ing that  claims  made  are  far  from  fair.  Broken 
gloves  of  the  most  beautiful  qualities  are  creased 
and  twisted  into  almost  impossible  forms,  proving 
conclusively  that  they  were  too  small  when  chosen. 
In  one  particular  instance  a  pair  of  gloves  was  ripped 
l)etween  the  third  and  fourth  fingers  zig  zag  to  the 
hem  at  the  wrist,  proving  positively  an  inexcusable 
tear  so  far  as  the  manufacturer  was  concerned. 
Other  gloves  showed  mis-stitching  and  could  easily 
have  been  repaired  by  the  merchant  or  the  cu.stomer. 

Manufacturers  are  not  entirely  free  from  respon- 
sibility. They  must  be  continually  watching  for 
imperfections  which  they  have  to  contend  with,  dif- 
ferences in  shapes  of  hands  and  there  is  also  the  size 
problem.  Manufacturers  do  make  mistakes  but  it 
is  also  asserted  that  he  has  often  to  stand  the  shot 
when  merchants  undertake  to  stretch  the  glove  guar- 
antee, and  unjustly  blame  manufacturing  processes. 

Department  Stores  Assume  Responsibility. 

Policy  does  not  allow  manufacturers  to  state  the 
numbers  of  their  particular  makes  of  gloves  return- 
ed in  a  year  and  statistics  are  not  forthcoming  to 
show  the  losses  from  this  source.  It  is  stated,  though, 
that  merchants  in  smaller  towns  and  cities  are  often 
the  worst  offenders  and  show  the  greater  number  of 
losses  and  returns.  This  is  accounted  for  by  the 
fact  that  larger  merchants  buying  in  (juantities  agree 
to  assume  the  liability  of  guarantee  and  lo.-;scs  on 
their  own  behalf.  Smaller  merchants  buy  directly 
from  the  wholesalers  and  make  claims  to  them  for 
such  losses  and  to  make  good  the  guarantee  some 
wholesalers  assume  such  liability. 

Tliese  gloves  are  retailed  to  the  customers  again 
through  the  channel  of  the  larger  stores.  Gloves 
are  repaired,  added  to  the  stock  of  repaired  gloves 
in  the  hands  of  large  retailers,  and  sold  for  the  best 
possible  price.  This  sometimes  accounts  for  adver- 
tised events,  such  as  250.  and  30c.  glove  sales. 

Another  feature  of  the  glove  exchange  is  that 
when  wholesalers  and  maiuifacturers  try  to  explain 
the  injustice  of  the  claims  of  the  retailer,  much  ill 


feeling  sometimes  ari.-es  and  cases  are  cited  where 
unotherwise  inliuential  account  has  been  clo.sed.  Cas- 
tomers  have  been  known  to  tran,«fer  their  account 
and  not  return  for  over  two  years  to  the  glove  de- 
j)artment.  Paltry  glove  controversies  are  responsi- 
l)le  for  such  injustice.  Cases  are  also  reported  wliere 
gloves  I'eturned  were  not  guaranteed  lines  witii  the 
above  mentioned  ultimate  results. 

Different  Interpretations. 

liegarding  the  guarantee,  different  manufac- 
turers have  ditt'erent  inter])retations  but  one  and  all 
are  explicit  regarding  the  matter  of  fitting  and  de- 
mand that  the  proper  size  be  sold.  Home  manu- 
facturers insist  on  the  gloves  being  tried  on  at  the 
time  of  fjurchase  and  if  perfect  and  suitable  their 
responsibility  ceases. 

In  such  instances  when  the  damage  is  due  to 
imperfections  in  manufacture,  the  gloves  are  subject 
to  inspection  by  the  manufacturer  and  it  is  al.so  an 
understood  thing  that  soiled  or  worn  gloves  are  not 
exchanged.  Exceptional  latitude  in  the  matter  is 
due  to  the  policy  of  the  manufacturer,  wholesaler  or 
retailer  in  assuming  that  it  is  cheaper  to  plea.^e  a 
customer  than  to  lose  an  account. 

It  is  not  claimed  that  the  retailer  is  entirely  to 
blame  but  it  is  stated  that  more  leniency  is  evident 
than  if  the  retailers  had  to  a.s.svniie  the  liai)ility 
themselves.  To  come  directly  at  the  matter,  the 
kid  glove  business  is  a  "tickli.sh  one"  and  merchants 
and  buyers  have  to  be  careful  to  know  what  is  in 
stock,  extreme  sizes  or  .shades  and  lines,  which  are 
likeh^  to  become  dead  stock.  Glove  stocks  have  to 
be  cleaned  uj)  even  at  a  25c.  pair  jirice.  Xow,  if 
some  persistency  were  used  in  educating  customers 
to  the  proper  buying  of  gloves  fewer  losses  might  be 
rej^orted. 

Sales  girls  should  be  .^hown  proper  methods  of 
fitting  gloves  and  instructed  to  give  customers  such 
information.  Watch  the  average  customer  and  .-^he 
will  attempt  to  ])ut  the  whole  hand  in  a  glove  at 
once  cau-sing  the  material  to  strain.  All  merchants 
or  customers  should  know  that  to  put  a  glove  on 
properly  the  fingers  must  be  carefully  worked  down 
and  then  the  thumb  inserted. 

Printed  slips  to  this  eftect  are  kept  in  many  de- 
])artments  and  in  most  departments  also  information 
is  given  as  to  relative  sizes,  fitting,  etc.  .VU  know- 
ledge pertaining  to  such  things,  which  customers 
should  know,  should  be  posted  within  the  depart- 
ment or  on  .*lips,  glove  envelopes  or  cards  put  in  the 
parcels.  To  live  up  to  the  guarantee,  merchant 
should  see  that  gloves  are  fitted  within  the  store 
whenover  possible. 

Customers  are  Inconsistent. 

Customers  are  continually  returning  gloves  and 
demanding  new  ones  when  in  all  rea.><on,  they  are 
not  entitled  to  them.  Such  demands  do  not  come 
under  the  actual  fault  of  the  glove  and  are  accounted 
for  by  any  of  the  other  numerous  roa.*ons  cited.   Mer- 
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chants  will  agree  that  in  nine  cases  out  of  ten  such 
complaints  are  unjust. 

To  sliow  the  inconsistency  of  the  customer,  as 
well  as  the  merchant,  many  instances  might  he  cited. 
Women  buy  gloves,  bring  them  back  and  maintain 
that  the  thumbs  are  cut  wrong  and  therefore  im- 
perfect. Having  worn  them  a  few  times  a  claim  is 
made  for  a  new  pair  and  the  same  glove  exactly 
only  in  another  color  is  taken.  Customers  have  been 
known  to  wear  gloves,  three  weeks,  wash  them,  and 
on  account  of  some  alleged  break,  demand  a  new 
pair. 

Other  cases  include  the  good  account,  where  it 
is  cheaper,  and  really  an  miderstood  thing  in  the 
office,  that  such  customers  be  kept  in  gloves  rather 
than  offend  them.  Periodically  a  demand  is  made 
by  these  people  that  the  former  pair  were  unsatisfac- 
tory. Such  gloves  are  replaced  without  question  and 
such  customers  actually  given  gloves  gratis  for  their 
good-will. 

Another  instance,  far-fetched  perhaps,  but  actual 
— for  on  this  question  truth  is  sometimes  stranger 
than  fiction — relates  to  the  cleaning  of  the  glove 
stock.  Cases  are  known  where  merchants  meet  with 
faded  or  soiled  gloves,  which  cannot  be  disposed  of. 
Rip,  and  back  they  go  as  damaged  gloves  return- 
ed l)y  customers.  Such  proceedings  were  never  in- 
tended })v  tlie  guarantee.  Such  cases  are  happily 
the  exception. 

Merchants  Should  be  Firmer- 
Customers  have  been  proved  unreasonable  and 
unjust  and  retailers  must,  therefore,  take  a  firmer 
stand  regarding  tlie  losses  from  "exchanged  gloves." 
First,  insist  that  customers  see  the  manager  or  go  to 
the  office  and  tbat  no  one  be  allowed  to  exchange 
gloves  without  permission. 

Explanations  of  the  guarantee,  of  the  precautions 
taken  in  the  factory  and  instructions  that  will  show 
customers  how  to  repair  .sligbt  imperfections  will  bo 
necessary.  Offers  to  rei)air  the  gloves  should  ho 
maxle.  Tactful  and  firm  connnont  on  the  injuslico 
of  the  demand  .should  he  intolligenlly  made.  Doz- 
ens of  cases  are  noted,  where  polite  refusal  would 
end  the  matter  and  maintain  the  prestige  of  the 
store  rather  than  lose  a  customer.  Live  up  to  the 
spirit  of  the  guarantee  and  do  not  trust  to  the  liber- 
ality of  the  wholesaler  or  the  manufacturer. 

Some  firms  do  not  ask  manufacturers  to  replace 
imperfect  or  damaged  gloves,  preferring  rather  to 
sell  them  at  25c  a  i)air  than  to  think  of  asking  for 
any  refund  or  giving  cause  for  any  misunderstand- 
ings with  the  manufacturers  of  the  lines  they  handle 
and  have  advertised  in  making  their  department  a 
success.  A  good  argument,  to  be  obliging  and  hold 
the  customers'  aood-will  is  to  suggest  that  a  better 
pair  be  taken  allowing  the  full  price  for  the  return- 
ed gloves.  Such  an  agreement  generally  appeals  to 
any  customer.  Then  make  the  department  stand  the 
loss  or  sell  the  returned  gloves  for  the  best  possible 
price  during  a  sale  or  advertised  event.  Clean  up 
all  imperfect  gloves  at  one  time  explaining  the  rea- 
son of  the  price.  Glove  departments  will  surely 
benefit  in  increased  sales. 

Department  Stores  Overcome  Trouble. 

In  favor  of  such  contention  and  in  giving  such 
advice,  it  is  necessary  to  slate  the  ex- 
periences     of      the      large      departmental     stores. 


Different  systems  are  in  vogue  and  the 
stores  adopting  the  most  liberal  guarantee 
seem  to  have  the  least  trouljle  with  exchanges.  In 
the  case  of  one  store,  gloves  are  guaranteed  from  25c. 
a  pair  up  and  no  imperfect  gloves  are  allowed  on  the 
counters.  Therefore,  such  exchanges  as  have  to  be 
made  are  accounted  as  a  loss  and  the  gloves  are 
thrown  out. 

Stores  which  a.ssume  the-  liability  of  guarantee 
and  buy  directly  from  the  makers,  in  repairing 
gloves  and  re-selling  them  claim  to  be  able  to  re- 
place 25  per  cent,  of  "exchange  losses."  Differences 
between  this  sum  and  cost  prices  amount  to  much 
less  than  the  manufacturer  is  asked  to  pay  in  replac- 
ing by  perfect  gloves  and  this  smaller  lo.ss.  compared 
with  the  amount  of  business  done  within  most  glove 
departments,  is  comparatively  small. 

Less  Abuse  Will  be  Apparent. 

In  dealing  with  the  matter  personally  and  which- 
ever view  is  taken  of  the  matter  losses  from  the 
"exchange  glove"  business  will  be  lessened  all 
round  to  the  retailer,  wholesaler  and  the  manufac- 
turer. Salespeople  will  be  upheld  in  their  decisions 
that  some  claims  for  new  gloves  are  unjustified  and 
their  efficiency,  as  sales  clerks,  not  in  any  way  lessen- 
ed by  overruling  their  decisions.  By  taking  a  firm 
stand,  leaks  from  the  liberality  of  the  .glove  guar- 
antee will  be  reduced  to  a  minimum. 

Easter  selling  is  before  the  merchants  and  the 
season  for  the  greatest  turn  over  of  gloves  is  at  hand. 
Gloves  handled  only  comprise  guaranteed  lines  in 
most  cases.  Conservative  or  improved  policies  re- 
garding any  demands  .should  l)e  adhered  to  in  ex- 
clianging  gloves  and  the  matter  con.sidered  from 
every  staiidpoint.  Losses  should  be  lessened  and 
any  mijust  demands  placed  in  their  right  category. 
Merchants  thereby  preserve  the  pleasant  relations 
with  the  wholesaler  or  manufacturer,  as  the  case 
may  he.  This  was  actually  the  reason  of  the  liber- 
ality of  all  glove  gviarantees. 


I'^acli  tuonth  many  stores  feature  .some  extra  ad- 
vertising. (Jards  or  some  other  imique  plans  are 
carried  out  calling  attention  to  "events"  or  to  inter- 
esting happenings  in  the  store.  Post  cards  are 
addressed  to  customers  announcing  a  sale  and  giving 
full  infonuation.  Striking  typographical  effects  are 
used.  Announcements  of  the  return  of  the  Euro- 
pean buyers,  the  merits  of  the  store,  etc.,  are  taken 
advantage  of  in  the  publicity  .schemes  and  forcibly 
placed  before  the  store's  clientele  monthly. 

Contests  and  competitions  are  great  factors  in 
interesting  the  girls  and  boys.  Good  advertisements 
nio  an  incentive.  Merchants  conduct  such  schemes 
to  enthuse  young  people  and  encourage  them  to 
talk  ahout  the  store.  The  replies  submitted,  as  well 
as  photos  of  the  winners  are  published  in  the  local 
l)apers.  Young  people  are  good  workers  when  mer- 
chants make  it  worth  while. 


W.  R.  Smallpeice,  chairman  of  the  Dry  Goods 
Section,  Toronto  Board  of  Trade,  and  a  director  of 
the  W.  R.  Brock  Co.,  sailed  on  the  "Adriatic"  for 
1':ngland,  France,  Germany  and  Switzerland,  in  the 
interests  of  the  departments  under  his  charge, 


Delaines  Selling  in  City  Stores 

[^They  Come  in  Small  Patterns  Similar  to  Those 

_Fashionable^'n    Foulards       Foulards    and 

v^  „  Z  Satins  Strong. 

SKRGES  in  navy  and  dark  blues,  and  the 
tweed  and  home-spun  suitings  in  l)lack 
and  white  and  grey  mixtures,  are  the  best 
selling  fabrics  in  the  cities'  stores.  De- 
laines come  in  small  patterns  similar  to  those  fashion- 
able in  foulards  and  blue  and  white,  green  and  l)lue 
and  tan  and  fawn  effects,  are  the  big  sellers.  Tlie 
bordered  effects  favored  are  in  narrow  effects,  oitlicr 
in  subdued  floral  spot  and  ring  or  in  Oriental  pat- 
terns in  (piiot  colorings. 

Now  tliat  the  season  is  (i])oning  up  tlioro  is  an 
increasing  demand  for  crcain  serges.  ei-e;ini  \v(irsted< 
and  kindred  fabrics.  Pencil  stri]>es,  l)laek  on  ,\ 
white  ground,  are  also  good  sellers.  I'lack  and  white 
stripes  in  marquisettes  and  voiles  are  in  particular 
favor.  A  particularly  attractive  dis])lay  of  these 
goods  was  made  on  a  platform  in  a  city  dress  depart- 
ment this  week.  A  handsome  model  form  made  in 
the  ordered  costume  department  formed  the  central 
motive  of  the  display  and  different  effects  in  stripes 
in  black  and  Avhitc  and  grey  and  black  marquisette 
and  voile  were  attractively  draped  and  shown  in  con- 
iieciinn  with  the  model  gown.  The  gown  was  of  th(^ 
l']ni|Mrc  type  made  over  pale  Empire  green  satin  and 
Irinuned  with  elaborate  beaded  lace  in  black  and 
white  and  jet  and  steel  beads. 

Meteor  crepes,  brocaded  in  self-colored  satin 
bunches  of  flowers  shown  in  Empire  green.  King's 
blue,  cerise  and  chestnut  brown  were  a  novelty  line 
displayed  in  one  high-class  dress  goods  department. 

® 

Foulards  in  the  Lead. 

Eoulai'ds  liave  the  lead  this  Spring  and  the  large 
stores  are  making  a  big  display.  .Ml  shades  of  blue 
are  the  favored  color,  and  blue  and  green  effects  are 
very  highly  tliought  of.  Spots,  stripes,  rings,  dots 
imd  small  classic  patterns  are  those  featured  in  blue 
and  while,  and  in  two-tone  effects.  The  high-class 
trade  is  faxoring  bordered  foulards,  chietly  in  narrow 
bordered  effects. 

Next  to  foidards.  satins  arc  the  sellers,  satin 
duchesse,  pailette,  messalines  and  satin  mousseline< 
being  the  bis:  sellei's.  Quite  bi-illiani  shades  are  show- 
ing for  veiling  with  black.  Black  cliilTons.  voiles, 
marquisettes  and  other  tran.^parent  fabrics  are  big 
sellerf. 

Black  and  whit(>  fancy  silks,  particularly  in 
striped  effecls,  arc  leading  sellers. 


.\>  the  sea>()ii  ])rogre.sses,  inore  interest  is  displayed 
in  tussahs  and  during  the  past  week  the  sales  of  this 
silk  have  been  increasing.  China  wash  silks  are  al.=o 
doing  fairly  well  and  promi.se  to  be  wanted  for  tail- 
ored waists  and  tub  dresses  when  the  warmer  weather 
arrives. 

There  is  a  big  demand  for  the  many  attractive 
>ilk  and  cotton  fabrics  to  retail  from  30c  up.  Some 
unusually  pretty  efl'ect.s  on  poplin  and  crepe  grounds 
are  showing  both  in  jacquard  iuid  in  ]>rinted  effects 
ill  foulard  patterns. 

® 

Shortage  Likely  in  Cotton  Marquisettes. 

As  the  selling  season  opens  up  the  strong  po.*i- 
tion  of  printed  dress  cottons  becomes  apparent.  All 
l)rinters  in  the  manufacturing  centres  of  Europe  are 
busily  employed,  and  the  vogue  of  printed  fabrics 
is  assured  for  this  season.  Printed  voiles,  marqui- 
settes, cotton   foulards,  dimities,  etc..  are  all  .celling. 

During  the  past  two  weeks  a  shortage  ha?  de- 
vi'lo[)ed  in  white  marquisette.  This  fabric  ha." 
jumped  into  favor  in  all  the  markets  of  the  world 
and  it  is  impo.^sible  to  obtain  early  deliveries.  Cotton 
marquisette  promises  to  be  one  of  the  wanted  fabrics 
for  the  coming  season. 

While  the  market  for  staple  cotton  lines  is  in  an 
unsatisfactory  condition  and  l)uyers  are  taking  ad- 
vantage of  the  weak  spots  to  force  prices  down  lo  a 
sfill  lower  level,  fancy  cotton  fabrics  and  novelties 
of  an  attractive  character  are  fairly  good  sellers. 

\n  exception  must  be  made  in  favor  of  marqui- 
settes and  voile  which  are  in  heavy  demand.  Buyers 
are  all  asking  for  these  fal)rics.  as  garments  made 
from  them  are  taking  a  strong  hold  on  the  favor  of 
the  buying  public.  Converters  are  finding  a  ready 
sale  for  these  goods,  but  are  imable  to  obtain  an  ade- 
quate supply  in  the  grey. 

Printed  cotton  goods  continue  to  gain  in  favor 
and  as  in  silks  the  newest  novelties  come  in  bordered 
goods. 

® 

Serge  a  Popular  and  High-priced  Seller. 

Blue  serge  stands  out  most  prominently  among 
the  sea.son's  fabrics.  This  fabric  is  the  best  seller. 
nut  only  in  medium,  but  also  in  high-in-iced  lines. 
The  garment  manufacturers  have  cho.*en  this  as 
tlieir  leading  fabric  and  the  proof  that  their  judg- 
ment was  right  i'^  contained  in  every  order. 

Fancy  suitings  in  grevs.  tans  and  bla-'k  and 
white  effects  are  sellinu  well,  but  next  to  serge  plaii? 
white  worsteds,  whipcords  and  crashes  are  the  sellers 

Nine  and  len-oimce  cloths  are  being  taken  for 
suitings,  but  heavier  cloths,  weighing  up  to  thirteen 
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ounces,  are  being  taken  for  Summer  coats.  A  new 
coat  fabric  introduced  is  woven  so  as  to  closely  re- 
semble knitted  goods,  and  is  sold  under  the  name 
of  aviation  cloth.  This  is  being  taken  up  )jy  manu- 
facturers who  make  a  specialty  of  featuring  novelty 
goods. 

Among  other  Spring  fabrics  selling  are  wool 
taffetas,  soft  vigoreux  suitings,  wool  peau  de  sole, 
poplins,  henriettas  and  French  serges  in  the  new 
shades  of  mineral,  admiral  blue,  sapphire,  Capri, 
Amazon,  light  blue,  lavender  and  tans. 


Borders  the  Novelty  in  Silks 

Black  and  White  Effects  the  Strong  Sellers  in 
all  Classes  of  Fabrics  —  Messalines,  Satins, 
Duchesse    and    Louisine     Weaves     for     Fall. 

Staff  Correspondence. 

Office  of  The  Drv  Goods  Review, 

115  Broadway,  March  13,  1911. 

THE  strong  position  that  silks  enjoy  is  indi- 
cated by  the  fact  that  buyers  are  placing  or- 
ders for  Fall.  Manufacturers  who  make  for 
the  jobbing  trade  and  who  book  immense 
orders  at  close  prices,  have  orders  on  hand  at  present 
that  will  take  up  to  August  1st  to  execute.  The  silks 
ordered  are  messalines,  satin  duchesse  and  Louisine 
weaves. 

Another  indication  of  the  strong  position  of  silks 
is  that  prices  rule  about  10  per  cent,  over  those  of 
a  year  ago. 

High-class  garment  manufacturers  and  ladies' 
tailors  are  using  .*oft  makes  of  black  satin  for  .suits 
and  for  tailored  and  wrap  coats.  This  movement  is 
strong  at  present,  but  as  far  as  the  suit  end  goes  is 
expected  to  drop  soon  because  of  the  fact  that  the 
weather  will  make  a  suit  of  this  kind  unsuital'lc. 

Tn  the  Fall,  however,  a  great  revival  is  looked  for. 
both  in  soft  makes  of  black  satins  and  in  the  felt  or 
clolh-backed  makes. 

Foulards  are  the  leading  silk  this  Spring,  and  a 
big  season  for  this  class  of  silk  is  approaching. 
Bordered  effects  are  the  novelty,  and  the  leading 
New  York  retailers  are  featuring  many  striking 
novelties  in  bordered  effects.  Both  single  and  double 
borders  are  selling,  but  ])reference  goes  to  the  latter. 
Borders  are  strong  in  satins,  chiffons  and  kindred 
materials.  Special  prominence  is  given  to  black 
and  white  effects  in  all  fabrics.  Leading  stores  are 
showing  brocades  and  some  striking  new  effects  in 
black  and  white  are  .seen. 

Tussah  silks  are  selling  for  dusters  and  wrap-;, 
and  as  the  season  opens  wash  silks  are  coming  into 
better  request. 


Cut-Out  Stencil  Designs. 

(Concliided   from   page   57). 

Some  of  the  readers  of  these  articles  will  think 
we  are  enthusiasts  in  the  use  of  fancy  cards,  or  cards 
with  color  and  novelty  effects.  This,  however,  is 
not  so  as  otir  general  run  of  card  signs  are  plain 
black  on  white  and  seldom  do  we  place  over-fancy 
cards  in  our  show  windows. 

When  we  use  the  fancy  card,  we  endeavor  to 


select  a  very  classy,  fancy  card  board  which  har- 
monizes with  the  color  scheme  of  the  window;  this 
we  letter  plain  and  neat  and  perhaps  add  a  little 
shade  to  enhance  the  eft'ect,  but  mostlj^  we  use  plain 
letters  without  any  decoration  whatever.  Now  for 
the  reason  of  these  articles  on  fancy  cards.  This 
journal  reaches  all  parts  of  the  trade  and  is  read  by 
many  who  would  not  thank  the  editor  of  this  pub- 
lication for  an  article  on  plain  cards. 

In  introducing  the  next  card,  number  4,  we  wish 
to  state  that  the  idea  of  the  immense  fancy  capital 
is  a  borrowed  one,  but  the  stencil  part  of  it  is  origi- 
nal. The  stencil  E  is  cut  out,  and  mottled  card- 
board, which  is  pasted  on  the  back,  gives  it  a  some- 
what peculiar  effect.  The  coloring  is  red,  yellow 
and"  green  and  the  shading  u.^^ed  on  the  balance  of 
the  inscription  is  a  yellow,  carrying  out  the  same 
gaudy  color  scheme. 

Some  years  ago  a  prominent  cardwriter  conceiv- 
ed the  idea  of  a  novel  form  of  card  which  he  thought 
would  make  a  great  hit.  He  thought  of  getting  a 
patent  on  it,  but  decided  the  price  and  trouble  was 
too  great  for  all  there  would  be  in  the  result. .  As 
far  as  we  know  the  idea  was  short  lived  as  far  as 
the  practicability  was  concerned;  however,  w^e  are 
going  to  introduce  an  infringement  on  the  .same 
here.  His  idea  was  to  paint  the  figure  of,  say.  n  man 
and  then  cut  out  of  cloth,  pieces  which  would  fit  the 
spaces  represented  by  the  garments  and  touch  the.se 
up  to  give  the  lapel  effect,  etc. 

Now  the  idea  we  are  about  to  introduce  here  is 
the  cut  out  one.  In  card  number  five  the  picture 
or  rather  partial  silhouette  picture  is  painted  in 
black  and  the  upper  is  cut  out  in  the  same  way  as 
heretofore  described,  then  a  tan  paper  is  pasted  be- 
l)ehind.  thus  showing  a  black  shoe  with  a  tan  top. 
Cloth  could  be  used  in  equally  good  effect.  This 
card  in  tlie  original  is  quite  attractive:  the  border 
being  in  a  dark  tan  shade;  the  lettering  in  plain 
black  brush  stroke  and  pen  Roman.  Try  this  style 
of  card  and  you  will  be  pleased  with  the  effect. 


For  Filing  Advertisements. 

Merchants  or  ad.  men  who  file  advertisements, 
generally  use  blank  book  in  which  all  advertisements 
ore  pasted.  Others  use  the  bound  volumes  of  semi- 
yearly  Ls.sues  of  a  local  newspaper,  inserting  the  adver- 
tisements between  the  pages  not  used  by  their  own 
or  opposition  announcements.  Unique  and  handy 
device  is  made  bv  combining  two  sticks  on  hinges. 


Hinge   wall   fixture    for    filing"    sample    advertisements. 

Easy   reference   is  attained   by   this   method. 

Size    18    X  2   X    ;^   inches. 

Sticks  should  be  about  18  inches  by  2  inches  by  V2 
inch,  and  the  one  placed  against  the  wall  should  have 
two  sharp  spikes  projecting  about  an  inch  and  a 
lialf.  After  the  advertisement  is  filed  the  other 
stick  keeps  the  .«lieet  in  place  and  also  covers  the 
points  of  the  spikes.     Note  illustration. 


A    Proposition    Which    Puts    Merchant's     Tact     to    Test 

Majority  of  Replies  to  "  Review's"  Cartoon  Indicate  That  Merchants 
Would  Adhere  to  Policy  -  Much  Depends  Upon  Way  in  W^hich  Case  is 
Presented  —  Advantages  o{  Cash  Over  Credit  Cleverly  Set  Forth  by  Contestants 


IX  (](!<ili.:^  willi  llie  problem  cartooned  iti  the  last 
iiiid-nionth  luiiiiber  of  The  Review,  the  mer- 
chant is  surely  called  upon  to  exercise  his  best 
tact  and  judgment.  Such  an  occasion  as  that 
in  which  a  customer  calls  to  protest  against  change 
in  policy  of  the  store  shows  what  kind  of  material 
the  merchant's  backbone  is  made  of.  One  word 
may  make  or  mar  a  customer,  may  setid  her  away 
satisfied  or  disgruntled. 

There  can  be  no  beating  about  the  l)ush,  no  minc- 
ing of  words.  Though  the  customer  has  long  done 
business  with  the  store,  the  faintest  su.spicion  on  her 
part  that  the  merchant  is  not  firm  in  his  convictions 
upon  his  new  policy  may  eventually  bring  a  serious 
blow  to  the  object  he  has  in  view.  Laxity  in  one 
single  case  is  a  dangerous  precedent. 

Would  Adhere  to  Policy. 

From  the  replies  that  have  been  received,  it  is 
evident  that  the  majority  would  adhere  strictly  to 
policy.  Purposely  the  "customer"  in  this  case  was 
represented  as  a  j^erson  of  whom  the  merchant  might 
reasonably  be  expected  to  make  some  exception.  She 
was  of  a  class,  apparently  well  off,  had  always  paid, 
though  not  very  frequently  in  the  year,  and  could 
safely  be  regarded  as  a  good  account.  Nearly  all  of 
the  merchants  weighed  these  facts,  and  still  saw  folly 
in  making  fish  of  one  and  flesh  of  the  other,  or  of 
leaving  any  opening  whereby  one  customer  might 
discover  that  another  was  securing  better  terms. 

Favor  Shorter  Credits. 

I''i(>iii  llic  IciMir  of  the  ivplies  and  the  cnlhusiasm 
with  wliicb  nicrclmnts  discuss  the  problem,  it  is  evi- 
dent llial  all  ar(!  decidedly  in  favor  of  a  policy  mak- 
ing tor  shorter  credits.  The  incentive  for  such  a 
])olicy  is  the  fact  that  mail  order  houses  demand 
cash.  The  nearer  cash,  the  better,  seems  to  be  the 
sentiment  standing  out  Ijetwcen  the  lines,  and  every 
one  of  the  replies  indicate  that  the  merchant  is  wide 
awake  to  the  advantages  accruing  alike  to 
himself  and  to  his  customer  from  the  short  credit 
Ijasis  of  doing  business. 

The  Review  does  not  a.ssume  for  a  moment  that 
a  cast  iron  rule  is  possible  in  every  store,  or  in  spite 
of  every  circumstance.  One  merchant  replies  that 
a  hard  and  fast  course  might  be  likened  to  the  case 
of  I  he  dog  trainer  who  worked  on  the  theory  that 
the  .same  set  of  rules  could  be  applied  with  like  re- 
sults to  all  dogs.  They  might  work  with  nine  dogs, 
but  not  with  the  tenth.  The  merchant  who  knows 
his  business,  also  knows  that  he  does  not  approach 
or  handle  two  customers  in  exactly  the  same  way. 
Human  nature  seldom  bunches  similar  tempera- 
ments. 

One  Dog  Might  Spoil  Whole  Show. 

Tael  helps  many  iiierebauls  through  dillicultie- 
which  would  di.shearlen  others.  No  dog  trniuei'  i- 
going  to  let  one  canine  s|)oil  (he  whole  show  lie 
will  keep  the  cur  .so  busy  iiial  lu'  will  not  havf  lime- 
(o  lii'ood  on  being  a  dog.  The  niei'ebant  wbo^c 
pdliey  sdiiiijs  Inr  aii\(iiinii.  is  i\ol  goinu  lo  eaxc  ii\ 
al  llu'  lirst  dillicully.  Some  t'uslomers  may  leave 
hill);  but  actual  experience  proves  that  among  tlicsc 


people  there  are  tlio.se  who  eventually  admire  the 
fact  that  no  favors  are  shown. 

There  are  very  few  merchants  doing  busine.ss  on 
a  cash  ba.sis  to-day  who  will  not  say  that  they  are 
carrying  a  few  accounts  upon  which  they  can  abso- 
lutely rely.  This  means  that  they  have  worked  their 
.system  down  to  the  finest  po.ssible  point  compatible 
with  sound  business  judgment.  There  .seems  little 
excuse,  however,  for  an  individual  being  granted 
the  privilege  of  paying  only  once  or  twice  or  three 
times  a  year.  Such  a  customer  as  that  depicted  has 
means  immediately  available,  and  from  such  the 
merchant  seems  perfectly  justified  in  insisting  tact- 
fully upon  obedience  to  his  policy. 

Must  Emphasize  Advantages. 

In. dealing  with  a  customer  of  this  kind,  the  mer- 
chant should  in  his  first  .statement  of  explanation 
emphasize  the  fact  that  the  new  policy  means  a  de- 
cided benefit  to  her.  He  must  keep  the  advantage 
to  his  store  as  much  as  jjossible  in  the  background. 
It  w'ould  be  folly  to  say  to  Mrs.  Blank:  *"We  liave  a 
large  luimljer  of  accounts  on  our  books  and  you  liave 
received  vours  aiiioiif;  the  others.     This  is  one  wav 


INDIGNANT  CUSTOMER  (lo  merchant  who  has  recently  de- 
cided to  issue  statements  twice  a  month  and  insist  upon  his  policy) 
—  "What  is  the  meaning  of  this.  Mr  Blank?  Here  1  have  received 
dunners  from  you  twice  in  as  many  months.  Haven't  vve  al^vays 
paid  either  at  the  end  of  six  months,  or  at  least  once  a  year?  Why 
do   you    include   us   in   this   latest   pay-up  plan   of    yours?" 

we  have  of  putting  everybody  on  an  equal  foot- 
ing." To  such  a  i^erson.  a  mere  in.'sinuation  about 
■"equality  of  footing"  would  come  as  a  prick  to  her 
pride.  In  inaugurating  a  policy  such  as  this  the 
merchant  must  foresee  the  objections  likely  to  be 
]n"e.seiited.  and  be  ready  for  them  by  putting  an  at- 
irnetixf  IVmU  on  the  proposition. 

Good  Practical  Reply. 

'i'he  re[)ly  which  The  Review  considers  entitled 
to  lirst  place  is  that  of  l\(»l)('rl  X.  Tomlins.  Moore  i*c 
McLeod.  Charlottetown.  P.F.I.  He  presents  the  ca.>Je 
ill  uoiid  ])raclical  form,  and  al  the  outset  gives  the 
(•u>l(>uier  a  good  idea  as  (o  the  actual  cash  advantage 
of  short  credit.     Mr.  Tomlins'  reidy  is  as  follows: 

Since  we  adojited  the  monthly  st.alement  .<vsleni 
we  bad  <iuile  a  few  grievance-  with  lhe,<e  ".■<low'" 
but  })erliaps  ""good  pays."  These  people  have  come 
to  our  ollice  ^ery  indignant  at  receiving  u  bill,  and 
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the  way  we  generally  handle  them  is  as  follows, 
viz: 

"Good  morning"  or  "Good  evening,  Mrs.  Smith," 
as  the  case  may  be,  simultaneously  giving  her  the 
proverbial  handshake,  and  then  listening  to  her 
grievance.  Then,  after  she  has  finished,  it  is  up  to 
•us,  because  she  is  certainly  from  Missouri  when  it 
comes  to  this  subject. 

Then  we  go  on  to  say,  "Mrs.  Smith,  your  credit 
is  just  as  good  as  ever  it  was,  but  for  a  long  time  we 
have  been  considering  this  monthly  payment  sys- 
tem, and,  I  think,  when  you  hear  our  argument, 
regarding  our  change  in  policy,  you  will  be  convinc- 
ed and  agree  witli  us  we  are  right  in  wliat  we  have 
done. 

"To  begin  witb,  we  allow  you  five  per  cent,  on 
all  goods  purcliased  and  paid  for  within  thirty  days, 
which  is  a  great  saving  to  you. 

"Secondly,  when  we  have  the  ready  cash  we  can 
bu}'  a  great  deal  cheaper,  and  as  we  only  figure  on  a 
certain  basis  of  profit  you  can  very  readily  see  you 
are  the  one  who  benefits  by  it.  . 

"Thirdly,  and,  ultimately,  we  find  that  any  error 
that  may  occur,  such  as,  for  instance,  goods  returned 
and  not  credited,  or  any  overcharge  in  price,  lost 
packages,  etc. ;  all  these  mistakes  or  misunderstand- 
ings can  be  easily  rectified,  whereas  if  they  lay  for 
any  length  of  time,  the  bookkeeper,  clerk  and  de- 
livery man,  on  account  of  having  so  much  detail 
to  attend  to,  will,  in  nine  cases  out  of  ten,  have  for- 
gotten all  about  the  transaction." 

In  nearly  every  case,  the  above  described  argu- 
ment has  proved  effective  and  our  ci;stomer  goes 
away  pleased. 

Presented  an  Example. 

The  second  prize  is  awarded  George  Vickers  of 
Barrie.  He,  too,  has  seized  upon  the  important  point 
of  demonstrating  to  the  customer  just  what  short 
credit  means,  by  pointing  to  a  particular  article  as 
an  example.     Mr.  Vickers'  reply  is  as  follows: 

Note— 

"Mrs.  Brown :  I  am  pleased  you  have  called,  it 
gives  me  an  opi^ortunity  to  explain  our  plan  and  our 
motive.  You  see  we  have  done  business  for  years 
under  the  same  policy  of  giving  credit,  and  now  in 
the  face  of  the  great  advances  in  the  cost  of  all  ar- 
ticles in  our  line  and  the  increase  of  salaries  and 
other  expenses,  we  want  to  supply  our  customers  with 
the  goods  at  the  old  prices  and  save  you  the  advance 
in  cost. 

"There  are  exceptional  advantages  to  be  had  if 
we  pay  spot  cash  for  our  goods,  and  by  selling  for 
cash  we  are  enabled  to  take  advantage  of  these  con- 
cessions which  in  the  end  mean  that  3'ou  save  on 
your  purchases. 

"Now,  as  an  example,  here  is  a  pair  of  stockings 
that  under  our  old  credit  plan  we  would  have  to 
cliarge  you  3oc  for,  and  \mder  our  new  arrangement 
we  sell  for  29(' ;  this,  you  see  saves  you  6c,  and  so  it 
is  with  all  the  other  articles  you  buy. 

"We  know  when  we  explain  this  to  you  that 
you  will  readily  agree  with  us  it  is  the  best  plan. 
We  are  sorry  you  did  not  get  our  circular  letter  with 
our  explanation,  which  in  some  unaccountaljle  way 
has  evidently  been  omitted  sending  with  your  ac- 
count, as  you  know  you  would  be  the  last  customer 


whom  we  would  care  to  have  misunderstand  us  in 
any  way. 

"Now,  Mrs.  Brown,  we  value  your  patronage  very 
much  and  thank  you  for  all  your  past  favors  and 
kind  references  to  our  store,  and  hope  by  adopting 
our  new  plan  and  by  asking  payment  every  two 
weeks  you  will  not  be  inconvenienced  in  the  least. 
If  it  would  suit  you  better,  as  you  buy  all  your  goods 
from  us,  we  will  make  an  exception  of  your  account 
and  render  it  on  the  first  of  the  month,  instead  of 
every  two  weeks." 

(Mrs.  Brown's  innings.) 

"You  see,  the  larger  city  stores  are  keen  com- 
petitors, and  by  selling  for  spot  cash  they  have  the 
advantage  over  us  if  we  sold  our  goods  on  credit. 
We  want  your  trade,  Mrs.  Brown;  all  we  can  get  of 
it,  and  we  know  by  keeping  up  our  standard  of 
quality  and  striving  to  please  you  as  we  have  done 
we  will  have  it,  and  we  hope  our  relations  in  the 
future  will  be  as  pleasant  as  in  the  past." 

(Mrs.  Brown's  innings.) 

"Yes,  I  am  glad  you  see  it  that  way.  On  tlic 
first  of  the  month  we'll  send  the  account.  Thank 
you.  Don't  forget  our  stocking  sale  Monday.  Good- 
bye." 

Excellent  Statement  for  Letter  to  Customers. 

The  reply  awarded  third  prize  was  that  by  Rutii 
Lemon,  with  J.  P.  Crockett  &  Co.,  Montague,  P.E.I. 
Here  is  a  good,  practical,  straight-from-the-siioulder 
reply  to  the  proposition.  Such  a  statement  as  this 
would  be  an  excellent  one  for  any  merchant  to  em- 
body in  a  letter  or  circular  inaugurating  a  change 
in  policy.  The  only  fault  to  be  found  with  it  as  a 
personal  statement  from  merchant  to  customer  is 
that  it  is  a  trifie  formal.  The  statement  is  one  that 
would  impress  itself  upon  the  customer's  thought 
afterwards,  but  prohnlily  would  not  determine  one 
way  or  the  other,  while  in  the  store.  Miss  Lemon's 
reply  follows: 

Madam,  we  are  very  sorry  if  our  new  policy  in 
dealing  with  charge  accounts  does  not  meet  witb 
your  approval.  We  are  not  making  any  exception 
in  your  case,  as  in  future  all  our  charge  customers 
will  receive  a  statement  twice  each  month.  We  be- 
lieve it  to  be  the  best  poUcy  for  both  customers  and 
ourselves.  It  prevents  many  errors  occurring,  as  the 
fortnightly  statements  recall  the  transactions  accur- 
ately, whereas  we  could  not  remember  things  in  ac- 
counts that  are  not  sent  out  for  months. 

Oh,  yes,  your  payments  have  been  very  satisfac- 
tory under  our  old  sj-stem,  but  present-day  mer- 
chandising demands  a  change  in  the  old  long-credit 
system.  AVe  have  keen  competition  to  meet,  and 
partly  from  houses  who  receive  the  money  before 
you  have  an  opportunity  to  see  the  goods,  and  with 
the  cash  or  short-term  credit  system  we  will  be  in  a 
position  to  lower  our  prices,  which  surely  is  a  great 
advantage. 

We  trust  you  will  look  at  it  in  this  way,  as  you 
can  readily  understand  that  charge  customers  have 
to  pay  more  for  their  goods  under  the  long-credit 
system  than  if  you  pay  cash  or  short-term  credit. 
You  can  see.  Madam,  this  is  to  jonv  advantage  as 
much,  if  not  more,  than  to  ours. 

We  are  glad  to  have  had  this  opportunity  of  ex- 
])laining  to  you  and  also  to  say  that  we  have  appre- 
ciated very  much  your  patronage  in  the  past  and 
trust  that  our  new  system  will  appeal  to  you. 
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Otlicr  replie.';,  iiidicaling  au  excellent  grasp  of 
the  proposition,  were  those  received  from  J.  J]. 
Dixon,  Strome,  Alta.;  W.  J.  McGowan,  Mordcu, 
Man.;  Jas.  Barker,  Wardsville;  Sedley  .\IcCurdy, 
J>anark,  Onl. ;  L.  S.  Thompson,  Windsor,  X.S. ;  T. 
V.  King.smill,  with  T.  h\  Kingsmili,  London;  Frieda 
Siognor,  with  F.  Krug,  Tavistock;  Anna  Frly,  with 
Geo.  Viekers,  Barrie;  Angus  .Mc^'aughton,  Hunting- 
ton, Que.;  H.  E.  Isard,  Wingham,  Ont. ;  Miss  Etta 
McAllister,  with  the  Koss  Co.,  ^^■elland;  Waller  if. 
Mick,  Toronto;  Eawrence  Harvey,  Wardsville;  D. 
G.  Innes,  with  J.  A.  Gruminett,  Kivers,  Man.;  Fred 
T.  Mann,  with  11.  W.  Church  &.  Co.,  Petitcodiac, 
N.B.;  It.  G.  Gilhland,  Careville,  Sask.;  Miss  N.  G. 
Hart,  with  T.  F.  Kingsmill,  London;  A.  S.  Barr, 
Delahey  Bros.,  Cobden,  Ont.;  J.  C.  Neelands,  with 
Geo.  Tumoth,  Belmont,  Man.;  Carl  IL  Balcom, 
Bridgetown,  N.S. ;  J.  W.  L.  Jirown,  Brown  Bros.,  To- 
ronto; .].  Brunner,  with  F.  Jvrug,  Tavistock,  and 
H.  W.  Clark,  Kidgetown. 


Rea    Store    Changes   Hands 

Syndicate  Headed  by  D.  Lome  McGibbon  will 
Completely  Re-organize  the  Montreal   Business 

A  Montreal  syndicate  consisting  of  D.  Lome  Mc- 
VA\)hon,  .].  W.  McConnell  and  others  have  acquired 
the  Montreal  store  of  the  A.  E.  Rea  Co.  It  is  un- 
derstood that  the  re-organization  will  involve  the 
issuing  of  an  additional  one  million  dollars'  preferred 
stock,  the  proceeds  from  which  will  be  devoted  to 
jdacing  the  Montreal  company  in  a  strong  position. 
Fvcry  known  modern  facility  will  be  introduced. 

Who  the  manager  will  be  is  still  a  secret,  and 
although  W.  H.  Scroggie's  name  has  been  mention- 
ed in  that  connection,  it  is  understood  that  the  pro- 
f)osal  to  appoint  the  manager  of  a  well-known  de- 
partmental store  in  New  York  is  being  regarded  with 
I'avor. 


It  is  understood  tliat  while  Mr.  Rea  will  have 
nothing  to  do  with  the  Montreal  store,  his  connection 
witli  tjie  Ottawa  store  will  be  absolute,  the  Montreal 
mtcrests  relinquishing  all  connection  therewith. 

By  the  new  arrangement  several  of  the  old  .share- 
lioldfis  withdraw  from  the  organization. 

Spring  Merchandising  Booklet. 

A  12-page  booklet,  (J  x  0  indie.-,  entitled  the 
"Spring  Merchandising  Number,"  has  been  Issued 
by  R.  R.  Drysdale  of  "The  Central  Store,"  Lanark. 
in  launching  his  spring  advertising. 

The  booklet  is  made  attractive  by  the  liberal  use 
of  seasonable  cuts  and  the  printing  done  on  good 
quality  paper,  introducing  a  blue  cover  with  ready- 
to-wear  design.  Pages  are  devoted  to  leading  d'e- 
]iartments,  general  dry  goods,  ready-to-wear,  home 
furnishing,  hardware,  groceries,  crockery  and  glass- 
ware carried  by  this  enterprising  firm. 

Pages  1  and  2  are  devoted  to  a  strong  argument 
upon  the  advantages  of  home  dealing,  and  the  policy 
of  the  firm  in  allowing  5  per  cent.  di.«count  for 
prompt  payment  is  compared  with  tlie  mail  order 
plan  of  demanding  cash  before  the  goods  are  even 
examined. 

^^'hile  the  idea  of  the  booklet  is  not  new.  R.  R. 
Drysdale  shows  originality  in  its  general  arrange- 
ment and  selling  arguments.  A  thorough  grasp  of 
up-to-date    niercb;iii(li>inii'   is   evident. 


Calgary  is  to  be  a  city  of  large  stores.  Now  tlie 
Hudson's  Bay  Co.  have  announced  the  site  of  their 
new  departmental  .'^tore,  and  the  building  is  to  be 
completed  before  the  first  of  the  year.  Over  one 
million  dollars  will  be  silent  in  l)uilding  and  equip- 
ment. 

'I'lie  Perth  Carpet  Co.,  Perth,  Ont.,  has  been  in- 
corporated, with  $300,000  capital.  The  provisional 
<lirectors  are,  J.  L.  Ross,  A.  W.  llolmestead,  W.  L. 
Carr,  E.  B.  McKenzie  and  E.  M.  CaiTuthers. 
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THE 


"Gordon  Umbrella" 


The  "  Gordon  " 
Guaranteed 


has  proved  its  worth  to  the  Canadian 
Retailer.  The  "GORDON"  is  outdis- 
tancing other  manufacturers  through  its 
worth.  It  is  closely  rolled,  best  frame,  and 
is  made    from    the    finest    silk    obtainable. 

Gordon  Umbrellas  are  real  UMBRELLA 
VALUE.  During  the  short  time  our  goods 
have  been  on  the  market  the  public  has  be- 
come thoroughly  familiarized  with  their 
uniform   high   quality. 

There  is  no  line  so  effective  in  drawing 
business  for  your  outfitting  department. 
The  "GORDON"  has  made  good  and 
will  not  only  prove  a  business-bringer  but 
a  profit-producer  as  well. 


Our  variety  of  handles  is  the  largest  and  most 
complete  in  both  Ladies'  and  Gentlemen's  and  are 
made  in   the  tastiest  and   most  salable  materials. 

It  is  by  doing  strict  justice — maintaining  Styles  up 
to  the  very  minute — keeping  pace  and  manufacturing 
the  best,  that  we  won  such  a  recognized  place  in  the 
Canadian    Dry    Goods    Store. 

WE  EMPLOY  NO  TRAVELLERS.   SEND  YOUR  ORDERS  FOR 
SUMMER  AND  FALL  TRADE.   GOODS  FULLY  RETURN- 
ABLE IF  NOT  SATISFACTORY  IN  EVERY  DETAIL. 

ECLIPSE  UMBRELLA  CO.,  Limited 

100  LATOUR  ST.,  MONTREAL,  P.Q. 


I 


I 
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John  Macdonald  CS,  Co.,  Limited 

WHOLESALE 

General  Dry  Goods 

Men's  Furnishings 

Carpets  and  House  Furnishings 

Ready -To -Wear  Goods 

TORONTO 

■  ■ 

THE  PERSEVERING   SPIRIT 

has  raised  them  steadily  step  by  step  to  the  position  they  hold 
to-day  in  the  Wholesale  Dry  Goods  Trade.  Their  motto  always 
being  "Onwards  and  Upwards,*'  they  have  cultivated  the  habit 
of  grasping  every  detail  of  their  business  thoroughly.  It  is 
conceded  by  merchants  and  buyers  visiting  the  Warehouses  of 
John  Macdonald  &  Co.,  Limited,  that  not  in  Canada  is  there  a 
better  assorted  stock.  Visitors  are  inspired  with  admiration  at  the 
beauty  of  their  goods  and  astonished  at  the  superior  value  shown 

IN    EVERY    DEPARTMENT. 


YOUR  WANTS  ORDERED  BY  LETTER 
WILL  BE  ATTENDED  TO  PROMPTLY. 


John  Macdonald  C^  Co.,  Limited 

Toronto 
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iMlM' 

White  Duck 

Khaki 

Specials 

Specials 

Waiters'  Coats 

Norfolk  Coats 

Cooks'  Coats 

Outing  Trousers 

Barbers'  Coats 

Riding    Breeches 

Butchers'  Frocks 

Outing  Shirts 

Porters'  Coats 

Miners'  Shirts 

Bar  Vests 

Working  Shirts 

Surgeons'  Gowns 

Auto  Coats 

Dentists'  Coats 

Boy  Scout  Suits 

Outing  Trousers 

Boys'  Blcomers 

Boys'    Bloomers 

Overalls 

Aprons 

BOYS'    KNICKERS,    Doi 

able  Front  &nd   Seat 

TROUSERS 

OVERALLS 

Robert  C.  Wilkins  Co.,  Ltd. 

Monti 

real 

THE    PERFECT  SUBSTITUTES   FOR  LINEN 
are 

LINNENE 


)j 


and 


"LINNENE  C2RD 
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[Linnene  with  n  cord  effect) 


Ideal  Washini;  F.ibrics,  wliirh  have  proved  immense 
successes  in  the  lioiiit-  market  and  wherever  shewn. 

Now  introduced  to  the  atleiiiion  of  buyers  in  Canada. 
There,  as  elsewhere  ihcy  shiuild  qu  ckly  outdistance  in 
favour  all  other  wash  iroods. 

•  hev  are  free  from  the  crushiness  of  linen  and  drape  more 
gracefully.    In  all  dress  shades  AND  EVERY  COLOUK 

AS  FAST  AS  COLOUR  CAN  BE  MADE.  This  fast- 
ness of  colour  his  helped  to  make  the  "l.innene"  success. 


THE  VERY  THING  FOR  TUB  GOWNS 
AND  CHILDREN'S  FROCKS 

Wi.llh,  34  ,"i  iiich,     Tieoe,  40-43  yiircla. 

STAMPED  ••  LINNENE"  EVERY  FOUR  YARDS  ON  SELVEDGE 

"Liiiiiciio"  Hiul  "I^iiiiioTir  Cord"  nro  Ihr  )>ro<lui'ti(>iiH  of  a  loading  llritiBli  firm 
wtu)  Rtipt>1y  the  H'holt-siilf  tiiul  sliippioK  only.  PutteriiH  and  the  names  of  hrin.s 
iihU*  to  Kiipply  can  he  had  from  their  advertising  agents: 

The  British  Textile  Syndicate,  92  Market  St.,  Mancheitf  r 


You  stop  the  leaks 
after  you  get  in  touch 
with  our  way. 

Economy  Talk 

with  the 

Dry  Goods  Man 
and     Milliner 

TXTORKING  up  the  waste  pro- 
ducts is  a  cardinal  prin- 
ciple in  the  business  world  to- 
day as  much  as  conservation  is 
the  policy  in  national  life. 

Be  he  or  she  ever  so  wise  or 
careful,  unsalable  goods  will  get 
on  shelves  or  counter.  They're 
there.  What  to  do  with  them 
is  the  problem. 

Send  them  here.  We'll  re-dye 
them  and  finish  them  like  new. 
Faded,  soiled,  or  of^-color  goods 
become  once  more  salable  stock. 

Exceptional  facilities  in  the 
re-dyeing  and  curling  of 
plumos  anil  feathers. 


R.  Parker  &  Co. 

Dyers  and  Finishers 
TORONTO,  -  C  .\N  \  D  A 

"Write   for   BooUrl   and  ull   liiformolinn 


ricasi-   inri!tio)i    Ihc   A\'; /iw   /<'    Adi'dtiscis  i^iiid    i'lwir  Trai-cii- 


MEN'S    FURNISHER 


Spring  Sorting 

Liiri6S  for  Quick  Shipment 


To  get  your  share  of  Spring  Business 
you  will  want  a  tew  lines  to  brighten 
up  your  stock. 

The  importance  of  having  the  right 
goods  at  the  right  time  is  each  sea- 
son becoming  more  important.  That 
is  where  you  appreciate  the  advantage 
accruing  from  this,  the  largest 
wholesale  dry  goods  business  in  Canada. 

Throughout  the  various  departments 
in  our  immense  warehouse,  stocks  were 
never  in  finer  and  more  attractive 
shape  than  now. 

^    ^^    ^    ^ 

Send  us  a  list  of  your  wants  or  see  our  travelers'  samples. 
Our  Mail  Order  department  will  look  after  them  promptly. 

Greenshields  Limited 

Montreal 
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SPRING  DRESS  GOODS 

Fashion  Says  Dresses 

Take  full  advantage  of  present  tendencies 
and  push  Piece  Goods. 

Yardage  Goods  Business  Pays 

Our  Spring  Stocks  contain  the  fashion- 
able Materials  and  Colorings. 

SERGES  VOILES  PANAMAS 

HAIR  LINE  STRIPES  SHEPHERD'S  CHECKS 

Let  Us  Know  Your  Wants 

DRESS   GOODS    DEPT. 

GREENSHIELDS  LIMITED,  MONTREAL 


Pewny's  Kid  Gloves  for  Easter 

ThisSrandinaGlove 

Insures  ^,<^  Wanted  Lines 

Are  in    Stock 


^.'i 


SHORT  KID  GLOVES  IN  ALL  GOOD  SHADES 
LONG  KID  GLOVES  IN  THE  RIGHT  LENGTHS 


|l\y      KID 

GOOD  FIT ^i2=^^00D  STYLE       ^  .        -.t.  r-,  t^  ♦         . 

/-,^r>r^  .  /r  a -^  Lct  US  co-opcrate  with  your  Glove  Department. 

GOOD  WEA»< 


Greenshields  Limited,  IV! on  treat 
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Fall 
Novelties 


VtMttm^ 


iM 


TLattsi 


©resist  (Soobsi 


DEBENHAM  &  COMPANY 


London,  Eng. 

MONTREAL 

PARIS 

TORONTO 

18-20  St.  Helen  St. 

115  Rue  Reaumur 

Cor.  Bay  and  Wellington 
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"SUCCESS" 

THE    IDEAL 

OVERALL 


There  are  so  many  good  points  to 
"Success  Overalls"  that  we  offer  them 
as  the  best  garments  of  the  kind  made 
anywhere. 


The  denim  from  which  they  are 
made  is  the  very  best  to  be  had,  and 
there  is  plenty  of  material  in  the  gar- 
ments. "Success"  are  cut  exceptionally 
full,  high  backs,  wide  legs. 


The  "Success"  isTa  thoroughly  strong  overall,  double  stitched  through, 
out,  strong  double  seams.  The  overalls  are  opened  both  sides,  but  faced  so 
that  they  will  not  rip. 


Any  wholesaler  can  supply  you.     The  line  is  complete.     Overalls,  Bibs 
and  Smocks,  in  three  weights  and  three  colors. 


^^3/uM 


^fllciitlea^' 
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''''  BLACK  PRINCE  SHIRT  " 


TflE 


LEADER 


This  is  to  introduce  the  Black  Prince  Shirt,  an  altogether  new  departure  in  work- 
ingmen's  shirts. 

H  The  material  is  a  black  serge,  with  fleece  back,  specially  dyed  fast  black. 

11  Owing  to  our  purchase  of  a  manufacturer's  entire  output,  we  can  put  a  grade 
of  material  in  working-men's  shirts  never  equalled  before. 

If  The  serge  is  a  fast  black — chemically  fast — the  color  will  not  wash  out,  boil  out 
or  fade  out. 

^.  The  very  generous  cut  is  a  special  feature  of  the  .shirt,  no  matter  which  way 
the  wearer  stretches  there  is  ohnni/s  plent[i  of  room. 

^  The  Black  Prince  is  a  line  that  cannot  be  duplicated  at  the  price,  and  could  not 
be  excelled  in  workmanship  and  careful  making. 

^  It  is  an  easy  matter  to  build  up  a  tremendous  trade  when  your  customers  find 
you    are    giving    them    shirt   value    they    can't  get  elsewhere. 

ASS  Y»U«  WBOlESllEll  OR  WRITE  TO  US.    IIASE  i  NOTE  TO  SEE  ABIDT  IT  TO-DAY 


^^%uld. 


^moni^eaC 
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Established  1832 


Cable  Code :  Law-Bradford 


Spring  1911 


REGISTERED 


Exclusive  Designs 


^r     ^r     ^ 


Showerproof  Goods 

Mohair  and  Alpaca  Linings 


Buyers  visiting  England  can  see  a  full 
collection  in   Bradford   and   London. 


j^    j^    j^ 


La>v,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 
BRADFORD   AND   LONDON.  ENG. 
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G  AULT'S 

Royal "   Sale  of   Embroideries 


TAKES    PLACE 


May   1st   to   June   30th 


Fresh   Lots   Arriving   Every    Week. 

We  Want  Every  Buyer  of  Embroideries 

to  Call  and 

Prove    Our    Assertion 

OF 

Carrying   the  Best-Assorted   Stock   in   Canada 


Cheap  Prices  but  Not  Cheap  Goods. 
Your  Sales  Increased  and  Added  Profits. 
Wide  Range  of  very  Latest  Designs. 
Tons  of  Special  "Sale  Lots." 
Coupons  and  Mill  Ends  to  Help  Draw  Crowds. 

If  You  Can't  Come,   see  our  Traveller  or  Send  for  Samples. 

Everyone      Know9 

Gault's   Embroidery   and   Lace   Department 

Gault  Bros.  &  Co.,  Limited 

MONTREAL 
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SPOOL      SILK 


Spool  Silk 

is  a  business  builder  to  progressive  retailers. 

CORTICELLI  is  not  ordinary  silk.  It  is  a 
wonderful  seller,  a  big  favorite  and  a  great 
profit  producer  for  your  customers  as  well  as 
assuring  you  a  permanent  and  ever  increasing 
business  in  Spool  Silk. 

We  are  specializing  this  year  in  our 

Knitted  Silk  Scarfs. 

Our  last  year's  success  has  proven  their  merit. 
They  are  made  for  both  ladies  and  gentlemen  in 
white,  silver  grey,  black  and  many  other  colors. 

CORTICELLI  has  won  its  high  standing  with 
the  Canadian  Retailer  by  supplying  goods  noted 
for  QUALITY  and  RELIABILITY. 

Corticelli  Silk  Company 


Head  Office, 

St.  Johns,  P.Q. 


Limited 


Sl>OUL      bll^K 


ADDRESS  NEAREST  OFFICE  : 

SALESROOMS— 22  St.   Helen    St.,   Montreal.      56  Albert  St.,  Winnipeg. 

24  and  26  Wellington  St.   W.,  Toronto.     91a  York  St..  Sydney.   N.S.W. 

318  Homer  St.,  Vancouver 


£9lU)OL      SllM. 
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WHITE  MOHAIR 


White  Mohair  has  come  to  be  one  of  the  smartest  fabrics  employed  in  tailored 
garments  for  Spring  Wear. 

English  Mohair,  of  course — and  Siciliennes  classify  under  the  same  head. 

Its  creamy  tint  is  never  seen  to  better  advantage  than  under  the  brilliant  sun- 
shine of  Spring. 

It  withstands  the  moisture  of  a  humid  climate  better  than  any  other  fabric 

extant,  and  holds  its  freshness  longer. 

It  repels  dust  and  cleans  easily  when  it  finally  does  succumb  to  soil. 

The  new  patterns  are  being  sent  over  for  Spring,  1911  — white  with  hairline 
stripes  of  black  and  other  colors — are  especially  interesting. 
Has  the  season  found  you  prepared  ? 


BraoLforclI)3?eirs' 

AssociatLoiL 

Br  a  ^ori-Exiglaaac . 
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Stories  Tell  How  Sales  Are  Lost  and  Won 

Incident   That   Shows   Importance   of   Merchant  Backing  Up   His  Salesforce 
—  Falsehoods    Have   a    Habit    of    Coming    Back  —  See  That  the  Staf!  is  Well 
Informed  —  Irritating   a   Customer.      Overworked  the  Fire  Sale  Idea. 


Back  Up  Your  Sales  Force. 

EVERY  merchant  should  be  very  careful  that 
any  action  on  his  part  in  dealing  with  a 
customer  does  not  unnecessarily  over-ride 
the  attitude  previously  taken  by  a  salesman 
in  the  same  matter. 

In  a  men's  wear  store  recently  a  customer  asked 
to  see  some  golf  coats  advertised  at  a  price.  On  look- 
ing them  over,  his  fancy  fastened  upon  a  garment 
l)riced  at  $0.50.  The  man  said  he  would  pay  $3.00. 
The  salesman  pointed  out  that  the  coat  was  excellent 
value  and  that  he  could  not  cut  the  advertised  price 
on  it. 

The  customer  went  out,  presumably  to  look  else- 
where, but  shortly  afterwards  returned.  This  time 
it  was  the  merchant  himself  who  ^vaited  upon  him. 
He  asked  to  see  the  golf  coats,  and  on  coming  to  the 
garment  he  had  previously  fancied,  asked  the  price. 

"Three-fifty,"  said  the  merchant. 

"Can't  you  do  better  than  that?"  asked  the  man. 
"I'll  take  it  if  you  make  the  price  three  dollars." 

"Well,  I  guess  we  can  let  you  have  it  at  that," 
said  the  merchant,  and  he  bundled  it  up. 

In  granting  the  customer  his  price,  under  the.se 
circumstances,  the  merchant  had  to  a  certain  e.xtent 
belittled  his  confidence  in  his  salesman,  and  at  the 
same  time  had  established  a  precedent  which  would 
undoubtedly  be  taken  advantage  of  by  the  customer 
and  others  to  whom  he  related  the  circumstance. 

The  impre.ssion  given  the  customer  would  un- 
doubtedly be  that  he  would  make  a  better  deal  with 
the  merchant  than  with  his  salesman. 


Falsehoods  Sometimes  Drift  Back. 

There  are  times  when  salesmen  are  very  much 
tempted  to  strain  the  truth  for  the  purpose  of  clinch- 
ing a  sale,  overlooking  the  fact  that  when  that  point 
is  reached,  no  argument  is  better  than  a  falsehood. 

Two  ladies  entered  a  fur  department  and  told 
the  manager  that  they  wished  to  be  shown  Hudson 
seal  coats.  He  brought  out  several  garments,  but 
nothing  .seemed  .satisfactory.  The  ladies  were  on  the 
point  of  leaving,  when  he  said:  "Ju.st  a  minute;  I 
have  a  coat  here  which  I  put  away  for  my  wife  a 
few  days  ago.  It  is  a  beautv,  though  the  price  is 
$20  higher." 

The  ladies  liked  the  coat;  the  a.ssertion  that  the 
head  of  the  department  had  selected  it  himself  for 
his  wife  had  a  decided  effect.  They  took  the  coat, 
paying  for  it  $15  more  than  was  quoted  on  the  other 
coats,  but  with  the  under.xtandinc:  that  they  might 
return  it  in  three  days  if  they  did  not  like  it. 

Now  the  coat  they  bought  was  .^elected  from  the 
lot  they  had  been  looking  at,  was  in  every  respect 
similar,  and  had  not  been  .selected  by  the  salesman 
for  his  wife.  He  congratulated  him.^elf  upon  his 
resourcefulness,  but  two  davs  later  the  lady  returned 
with  the  coat.  ]H-otestinu;  that  her  neighbor  liad 
bought  one  exactly  like  it  at  that  store  for  $15  less. 


The  neighbor  had  told  her  moreover  that  .she  knew 
the  manager's  wife  well  and  that  .«he  had  bought  a 
new  Persian  laml)  coat  about  two  weeks  previou.=. 

Thus  the  lie  floated  back  to  the  place  where  it 
originated  and  the  coat  also  was  returned.  Little 
things  like  this  help  to  seriously  injure  the  store's 
reputation. 

•    •    • 

Easy  to  Spoil  a  Sale. 

In  every  .store,  no  matter  how  small,  it  is  impor- 
tant that  members  of  the  staff  be  posted  in  the  ad- 
vertising, in  the  location  of  the  different  sections, 
and  in  other  matters  which  customers  should  know 
about. 

When  a  lady  entered  a  fair-sized  store  the  other 
day  and  a.sked  the  man  who  was  apparently  perform- 
ing the  duty  of  floor  walker,  where  a  certain  article 
was  being  demonstrated,  he  could  not  give  her  the 
information.  He  hustled  over  to  a  .salesman  who 
was  waiting  on  a  customer,  and  a.sked  him  for  the 
information.  It  was  necessary  for  the  clerk  to  step 
aside  for  a  moment  in  order  to  direct  the  floor 
walker. 

In  a  well  regulated  store  this  sort  of  thing  will 
not  be  tolerated.  The  man  who.se  duty  it  is  to  make 
customers  welcome  .«hould  know  all  that  is  to  be 
known  about  everything  in  that  building  from  fur- 
nace to  .skylight.  That  floor-walker  might  have 
spoiled  a  sale  by  butting  in  upon  the  salesman.  The 
latter  may  have  brought  his  customer  along  to  a 
point  where  her  decision  had  practically  been  made. 
.\  little  inattention  and  the  sale  is  lost. 

The  wi.'^e  merchant  will  insist  upon  every  mem- 
ber of  his  staff  ])eing  well-informed  upon  every  fea- 
ture that  has  to  do  with  scllinu  of  the  goods. 


Fire  Sales  While  You  Wait. 

There  is  not  much  fiction  in  running  a  dry  goods 
store  but  some  of  the  stories  that  are  given  the  stamp 
of  fact  would  seem  to  more  properly  belong  to  the 
imaginative  cla.<s.  There  are  tricks  in  every  trade, 
some  being  less  legitimate  than  others. 

It  is  told  of  one  city  store,  famous  for  its  slaugh- 
ter .sales,  that  it  could  obtain  fire  damaged  goods  for 
fire  sales  on  incredibly  .<hort  notice.  Fire  sales  al- 
ways draw  the  crowds  and  the  plan  adopted  by  this 
merchant  was  about  as  follows:  Having  secured  at  a 
price,  special  fabric  stocks,  these  goods  would  bo 
stored  in  the  ba.sement  and  the  ends  scorched  bv 
means  of  a  lighted  candle,  or  otherwise  discolored, 
dampened,  or  made  to  suggest  that  it  had  iia.-v^ed 
through  fire.  The  goods  would  then  be  advertised 
as  slightlv  damaged,  and  would  be  ra]iidly  cleaned 
out  at  a  fair  profit. 

This  practice  worked  well  for  .^ome  time  until 
members  of  the  staff,  leaving  from  time  to  time,  did 
nut  hesitate  to  divulge  the  secret  of  these  mado-to- 
order  fire  sales. 
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THE   PATTERNS  THAT  SELL 


There  are  many  more  McCall  Patterns  sold  than  of  any  other  make.  There 
are  more  merchants  handling  McCall  Patterns  than  any  TWO  other  makes — 
over  11,000. 

This  is  because  McCall  Patterns  are  not  only  the  best  advertised  and  best 
selling  patterns  in  existence — they  ARE  the  best  patterns — .for  forty  years  first  in 
style,  fit  and  simplicity. 

The  McCall  Canadian  Office  and  Factory  in  Toronto,  the  largest  and  best 
equipped  pattern  establishment  in  the  Dominion,  enables  us  to  offer  you  McCall 
Patterns  and  Fashion  Publications  on  the  same  terms,  conditions,  etc.,  as  are 
enjoyed  by  United  States  dealers. 

Write  for  samples  and  ferms.     There  is  no  obligation. 

THE  McCALL  COMPANY 

The  Leading  Paper  Pattern  House  of  America 
236  to  246  West  Thirty-Seventh  Street,      -     NEW  YORK  CITY 

CHICAGO  SAN   FRANCISCO  TORONTO,   CANADA 

Not  in  the  Trust.  No  Connection  With  Any  Other  House. 
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BALBRI6GAN  UNDERWEAR 

VOU  need  this  line 
of  men's  under- 
wear. It  brings  you 
good  profits,  many 
friends  and  pleasant 
business  relations. 

Sells  for  fifty  cents 
the  garment,  a  good 
bit  of  which  goes  to 
the  profit  account, 
and  the  purchaser  al- 
ways calls  again. 


IF  A  SAMPLE  WOULD  INTEREST  YOU, 
DROP  US  A  POST-CARD 

JOHN  M.  GARLAND  SON  &  CO. 

OTTAWA,  CAN. 


Please  mention  The  Hevitw  to   .Idi'crtiscrs  and  Their  Travelers. 
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CASHs 


Colored  Wash  Trimmings 


The  most  desirable  trimmings  for  Ladies'  Blouses 
and  Children's  Summer  Wash  Dresses.  Made  in 
large  variety  of  designs  ^ndi  guaranteed  fast  colors. 
They  are  widely  advertised  and  no  embroidery 
stock  is  complete  without  them. 

SAMPLE  CARD  AND  PRICE  LIST 


CAN       BE       OBTAINED       FROM 


J.  &  J.  CASH,  LIMITED 

(of  Coventry,  England) 
SOUTH  NORWALK,  CONN.,  U.S.A. 
MontreallOffice :    Room  42,    301  St.  James  Street 


Send  for  Sample  Cards  and  Infor- 
mation to  our  Montreal  Office,  or 
Toronto  Agent,  Wallace  Mclntyre, 
Empire  Building,  64  Wellington 
Street  West,  Toronto. 

British  Columbia  Agent,  H.  A.  J. 
Chapman,  Box  448,  Victoria,  B.C. 


THESIGMAL 

SUCCESS 


OF 


ABEL  M0RRALL5 

BAYOHET 

POIMT 
HAT    PIN 


IS      DUE    TO     ITS     POINT,   WHICH 
LEAVES    NO  UNSIGHTLY    HOLES 
AND  DOES  NOT  SLIP  OUT  OF   PLACE 

MANUFACTURED  AT  REDDITCH.  ENGLAND.  LONDON-GRESHAM   ST    MANCHESTER-i7  PfCCADILLY. 
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Obtainable 

From  All  Canadian  Wholesale  Houses 


Wm.  Anderson  &  Co.,  Ltd. 

Pacific  Mills 

Glasgow,  Scotland 

Flease  mention   The  Rcvieiv  to   Advertisers  and   Their  Travelers. 
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350%  NET  PROFIT 


ii  Ji 


This  Rack  Free 


From  handling  the  most  profitable 

SIDE  LINE 

A  Drawinii  Card  for  Your  Customers.     Require  Only  One  Foot  of  Space. 
1000  beautiful  embossed,  colored  and  ^old  stamped 

Picture  Post  Cards 

consisting  of  over  100  varieties  of  Valentine,       (fl^  O    1^/^ 
Easter,  St.   Patrick,   Birthday,   etc.,  for  only       *fl)0»OV/ 

And  One  Revolving  Display  Fixture  FREE. 

We  make  this  offer  to  only  25  Wide-Awake  Merchants 
to  advertise  our  Cards,     Order  NOW. 


Illustrated  Post  Card  Co.,  33*  Notre  Dame  west.  Montreal 


"Old   Bleach"  Linens 

Have  Never  Changed  in  Quality 

Because  they  are  made  by  the  same  old  process  that  was  used  in  the  days 
of  our  Grandparents. 

"Old  Bleach"  Linens  have  all  the  strength  of  fibre  and  all  the  snowy 
whiteness  that  are  given  by  sun  and  air  alone.  No  chemicals  are  used  in 
the  manufacture  of  "Old  Bleach"  Linens  and  absolutely  no  dressing  is 
used  in  finishing  them. 

The  Words  "OLD  BLEACH"  on  Every  Yard 

SOME  OLD  BLEACH  LINES 

TOWELS,  TOWELLINGS,  DIAPERS,  PILLOW  AND  EMBROIDERY 
LINENS,  ART  LINENS  IN  FANCY  WEAVES,  DRESS  AND  SHIRT 

WAIST  LINENS. 

Write  for  Booklet  and  Prices 

R.  H.  COSBIE     -     '"'^SE^.Tr     -     TORONIO 


F Lease  menticn   The  Review  to   Advertisers  and  Their  Travelers. 
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TORONTO 


Have  Just  Passed   into   Stock 

The    Season's    Overmakes,    Sample    Lengths,    Jobs,    and 
Seconds  of   a  Large  Print  Works — comprising 


55,000    TARDS 

36- inch    Printed    Cambrics 


Mostly  Shirting  and    Blour>e    Patterns.       Regular    Retail 
Price,  15c.  to  25c.  per  yard. 

For    quick    clearance    and    immediate     delivery     to    the 
Trade,    10c.  per  yard. 

On  account  of  there   being  so   few  pieces  to  a   pattern, 
it   is   impossible  to  show   samples  of   these. 


Send   for   Sample   Lot 
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Team  Work  Will  Do  It. 

BUSINESS  men  everywhere  are  realizing  the  im- 
portance  of  well-directed   effort  in   behalf   of 
their  respective  localities.    They  are  converting 
opportunities  which  might  otherwise  have  gone  un- 
noticed. 

With  the  growth  of  the  national  spirit  and  re- 
sponsibility there  has  developed  a  movement  which 
promises  well  for  community  interest.  Merchants 
are  recognizing  that  much  more  is  to  be  gained 
through  well  organized  effort  than  through  an  aloof- 
ness which  orjly  tends  to  make  people  ignore  local 
advantages  and  assets. 


It  has  always  been  more  or  less  difficult  in  many 
localities  to  induce  the  best  business  men  to  take  an 
active  interest  in  municipal  affairs.  Now  the  time 
has  arrived  when  these  men  must  take  hold  if  their 
town  or  city  is  to  enjoy  the  progress  that  has  brought 
other  places  to  the  front. 

The  town  that  stands  still  does  not  offer  a  very 
promising  future  for  the  business  man.  It  is  neces- 
sary that  he  in.'^till  some  of  his  energy,  his  foresight, 
his  merchandising  ability  into  the  life  of  his  com- 
munity. Progressive  business  tactics  will  do  much 
for  an  individual  enterprise:  it  will  do  just  as  much 
for  a  municipality. 

A  movement  which  illustrates  one  side  of  this 
question,  on  a  broad  .scale,  is  the  All-British  shop- 
ping week  which  is  now  being  worked  up  in  the  Old 
Country,  (loods  of  British  manufacture  will  be 
featured  almost  exclusively  in  the  stores  during  that 
period.  It  will  give  the  people  an  opportunity  to 
know  the  merit  of  goods  of  domestic  manufacture. 
It  will  afford  them  a  means  of  comparison  which 
might  not  have  appealed  to  them  otherwise. 

A  similar  idea  is  recognized  in  the  step  taken  by 
Toronto  Board  of  Trade  which  will  hold  an  All- 
Canadian  week.  Merchants  will  be  a.sked  to  give 
particular  prominence  to  goods  of  Canadian  manu- 
facture and  people  will  be  urged  to  give  Canadian 
goods  first  consideration.  Here,  too,  the  educative 
value  will  be  important.  Distinctive  displays  of 
Canadian  lines  will  be  arranged  by  merchants,  and 
much  interest  aroused  by  other  practical  and  con- 
vincing arguments  in  favor  of  domestic  manufac- 
turers. 

The  point  is  this:  there  is  hardly  a  place  but 
has  some  especial  feature  which  can  be  played  up 
to  particular  advantage.  If  it  be  the  retail  stores, 
then  the  responsibility  devolves  largely  upon  the 
merchants.  If  it  be  location,  again  it  is  the  merch- 
chants,  plus  municipal  influence.  If  it  be  some  ex- 
ceptional event,  again  merchants  and  municipal 
authority  should  co-operate.  In  many  localities  this 
team  work  has  been  used  to  the  advantage  both  of 
merchants  and  municipalities. 

These  opportunities  are  not  denied  the  very 
spall  places.  All  need  not  work  upon  the  same 
lines.  The  great  point  is,  that  it  is  team  work  that 
counts.  Several  villages  within  a  small  radius,  for 
example,  might  co-operate  for  advantages  in  buying 
or  for  carrying  out  other  plans  calculated  to  help 
them  solve  the  mail  order  problem.  The  same  co- 
operation might  be  used  in  another  direction,  as  for 
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instance,  a  specified  shopping  period  in  which  spe- 
cial events  coukl  be  featured.  Bowmanville,  for 
example,  held  an  exhil)ition  of  farm  produce  which 
was  very  successful. 

Well-directed  co-operation  will  often  cause  de- 
velopment along  lines  which  previously  went  neg- 
lected. Opportunity  is  making  forceful  appeal  these 
days  to  every  Canadian  mvniicipality. 


It  Often  Pays  Both  Ways. 

WEEKLY  half  holidays  and  early  closing  are 
again  being  discussed  by  merchants  and 
salesmen. 

Granted  that  it  is  only  reasonable  that  merchants 
should  shorten  up  the  days  or  otherwise  sanction  a 
fair  amount  of  relaxation  during  the  midsummer 
months,  the  next  question  that  suggests  itself  is: 
"How  may  the  idea  be  given  an  advertising  value?" 
From  that  point  of  view,  the  Wednesday  half  holi- 
day seems  to  have  some  advantages  over  the  short- 
ened day. 

Merchants  who  have  tried  it  say  that  it  opens  the 
way  for  special  morning  events  which  may  be  made 
so  attractive  as  to  bring  out  the  people  early  and  give 
good  results.  These  specials  may  be  arranged  under 
such  captions  as  "Outing  day  sales,"  "Wednesday 
half  day  sales,"  "Four-hour  sales"  and  "Merry  Day 
Sales." 

The  merchant  may  not  favor  the  half-holiday 
idea  in  his  heart  of  hearts.  Should  he  sanction  it, 
however,  he  is  wise  if  he  inspires,  through  his  ad- 
vertising and  general  policy,  the  greatest  possible 
enthusiasm  therein.  It  is  better  to  go  the  full  mile 
sometimes  than  to  get  off  at  a  poor  half-way  station. 
The  public  appreciate  it  when  they  see  that  a  mer- 
chant shows  live  interest  in  the  enjoyment  of  his 
clerks,  on  such  an  occasion  as  this.  He  thus  makes 
them  more  readily  responsive  to  any  merchandising 
attraction  that  he  may  arrange  in  connection  with 
the  half  holiday. 

The  early  closing  idea  may  also  be  used  as  a 
lever  in  advertising.  People  must  be  induced  to 
shop  early  in  the  day  in  order  that  the  doors  may  be 
closed  at  five  o'clock  sharp.  Cases  are  known  where 
early  closing  meant  practically  nothing. 

Customers  were  allowed  to  enter  after  the  closing 
hour;  the  fact  was  not  properly  emphasized  in  the 
papers  that  early  closing  meant  early  closing,  and  as 
a  result  clerks  were  dissatisfied,  since  it  meant  little 
or  no  benefit. 

The  Eaton  store,  Toronto,  set  a  very  unusual 
pace  last  year  by  extending  the  half-holiday  period 
from  May  1st  to  August  31st,  and  thereby  directed 
much  favorable  comment  towards  themselves.  This 
was  good  advertising.  The  Hudson  Bay  Co.,  Cal- 
gary, carried  their  staff  in  a  special  train  80  miles  to 
Banff  for  a  day's  outing.  This  also  was  good  ad- 
vertising, and  it  was  an  appreciated  breathing  spell 
for  the  staff.  Merchants  in  smaller  places  have  done 
likewise.  It  may  not  pay  directly  in  dollars  and 
cents,  but  even  if  there  be  no  other  benefit,  an  en- 
thu.siastic,  healthy  sympathetic  staff  is  greatly  to  be 
desired. 


The  Dead  Level  in  Retail  Advertising. 

IN  their  advertising  from  day  to  day,  .-ome  mer- 
chants would  do  well  to  keep  in  mind  the  de- 
duction from  Euclid,  that  "things  that  are  equal 
to  the  same  thing  are  equal  to  one  another." 

It  is  not  an  uncommon  thing  to  see  advertise- 
ments in  the  .same  paper  and  on  the  same  day  mak- 
ing exactly  the  .same  general  claim,  and  in  very 
superlative  language.  In  this  kind  of  advertising 
there  is  really  no  practical  benefit,  .-^ince  it  merely 
places  upon  a  common  level  all  stores  adopting  it. 
Any  suggestion  to  that  effect  from  another  .<ource 
would,  of  course,  be  distasteful  to  the  merchants 
concerned.  There  is  nothing  original  about  it,  and 
it  hampers  individuality. 

It  is  impossible  to  interest  customers  through 
statements  which,  while  true  enough,  may  l)e  em- 
ployed without  serious  injury  to  facts  by  the  store 
across  the  road.  The  advt.  that  is  read  regularly  is 
one  that  cuts  loose  from  stereotyped  phrases,  ignores 
statements  that  are  open  to  argument  or  suggests 
invidious  comparisons,  and  which  talks  to  people 
about  goods  in  such  a  way  that  they  will  come  to 
buy.  Such  an  advt.  will  make  the  most  of  news 
values. 

In  three  papers  not  long  ago  three  advertisements 
had  the  following  statements  about  as  many  dif- 
ferent stores,  and  on  dates  very  close  to  each  other: — 

"This  is  the  most  magnificent  opportunity  ever 
offered  by  any  store  in  this  district." 

"There  have  been  other  sales,  but  this  event 
eclipses  the  best  of  them." 

"This  event  will  be  as  far  ahead  of  others  as  this 
store  is  ahead  of  its  competitors — and  that  is  some 
distance." 

The  introductions  to  these  advertisements  were  all 
of  a  superlative  character,  and  each  had  uncon.^cious- 
ly  claimed  practically  the  same  thing. 

To  the  customer  of  the  modern  store,  statements 
which  put  all  concerns  in  the  same  cla.ss  are  of  no 
account.  The  merchant  is  judged  by  his  progressive 
work  in  the  past,  and  the  evidences  of  its  continu- 
ance for  .the  future.  This  is  best  indicated,  so  far  as 
advertising  is  concerned,  by  facts  so  straightforward, 
so  directly  applicable  to  his  merchandising,  and  .«o 
usefully  informing  to  the  public  that  general  com- 
parisons will  be  absolutely  unnecessary. 


Nothing  but  discredit  is  reflected  upon  the  man 
who  treats  with  abusive  contempt  a  traveler  or  repre- 
sentative of  any  concern  doing  legitimate  business, 
who  may  desire  an  interview.  It  may  not  be  possible 
to  see  the  man,  but  the  intimation  to  that  effect  need 
not  be  conveyed  in  such  a  way  as  practically  to 
amount  to  an  insult. 

Traveling  salesmen  declare  that  there  is  one  in- 
evitable rule  by  which  they  can  jiscertain  a  mivn's 
size,  and  that  is  the  manner  in  which  he  makes  it 
known  that  lie  is  di.'spleased,  or  that  he  finds  it  im- 
possible to  do  business  with  them. 

There  is  nothing  that  so  obscures  and  handi- 
caps true  personality  than  a  disposition  which  is  al- 
ways busy  making  itself  obnoxious  to  itself  and 
others  with  whom  it  comes  in  contact. 
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How  Are  You  Treating  Your  Customers  ? 


Have  you  got  what  they  want 
WHEN  they  want  it,  or  do  they 
have  to  buy  from  out-of-town 
houses  ? 


We  can  supply  anything  in 
dry  goods  if  it  is  to  be  had  in 
Montreal. 


Order  through  our  traveller  or 
write  us  direct. 


We  put  ourselves  in  your  place 
to  fill  the  order,  and  the  goods 
will  be 


rushed  to  you  by  return. 


J 


The  W.  R.  Brock  Company  (Limited) 

Montreal 
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Calgary  to  Have  Model  for  all  H.B.  Stores 

Herbert  E.  Burbidge,  Stores  Commissioner,  Outlines  Elaborate  Plans  — 
New  Structure  and  Equipment  to  Cost  $1,500,000  All  Branches  to  be 
Remodelled  —  New  Store  for  Vernon — An  Estimate  of  the  Canadian  Merchant 


HERBERT  E.  BURRIDGE,  Stores  Commis- 
sioner for  the  Hudson's  Bay  Co.,  has  been 
in  Toronto  for  the  past  few  weeks,  consult- 
ing with  architects  and  contractors  for  the 
construction  of  the  company's  new  stores  in  Calgarj'. 
Alberta  and  Vernon,  British  Columbia.  The  Cal- 
gary store  will  cost  $1,500,000. 

Mr.  l^)urbidge,  formerly  assistant  general  man- 
ager of  llarrods,  T^ondon,  has  been  intrusted  with 
the  execution  of  plans  by  which  it  is  proposed  to 
remodel  or  reconstruct  the  branch  stores  of  the  Ilud- 
.son's  Bay  Company.  He  is  a  young  man,  has  made 
a  close  study  of  the  ta.sk  before  him,  and  approaches 
it  with  that"  sound  practical  knowledge  and  business 
experience  which  close  association  with  one  of  Lon- 
don's great  mercantile  concerns  has  given  him.  Not 
only  that,  but  he  takes  much  inspiration  from  the 
fact  that  this  is  a  young  man's  country. 

The  Hudson's  Bay  Company  has  fifteen  branches 
with  central  store  in  Winnipeg.  They  are  Calgary, 
Edmonton,  Fort  William,  Kamloops,  Kenora,  Leth- 
bridge,  Macleod,  Nelson,  Pincher  Creek,  Portage  la 
Prairie,  Qu'Appelle,  Vancouver,  Vernon  and  York- 
ton.  In  the  .majority  of  the.se  places  the  original 
Hudson's  Bay  stores  were  the  first  sign  of  settlement 
and  often  decided  definite  location.  Much  of  the 
interesting  commercial  history  of  Western  Canada 
clusters  about  the  growth  of  these  stores.  They  have 
not  always  been  fortunate  in  marking  the  final  busi- 
ness heart  of  the  full-fledged  town  or  city,  biat  a  pro- 
gressive policy  of  readjustment  is  correcting  this  un- 
avoidable mistake  of  pioneer  days. 

Taking  the  proposed  Calgary  store  as  a  model, 
it  is  evident  that  plans  are  well  calculated  to  pro- 
duce a  series  of  stores  which  will  in  every  way 
measure  up  to  present  and  future  requirements  of 
the  country  in  which  the  stores  arc  situated. 

Unique  Feature  in  Calgary  Store. 

In  a  recent  interview,  Mr.  Burbidge  gave  The 
Heview  some  details  of  the  Calgary  store.  It  will  be 
six  storeys  high,  250  ft.  frontage,  fire-proof  construc- 
tion, terra  cotta  front,  and  must  be  finished  by  Nov. 
1st  of  this  year.  Among  the  unique  features  will  be 
a  concert  room  which  will  be  available  for  banqiiets, 
wedding  parties,  balls,  musicales  and  similar  enter- 
tainments. There  will  be  a  separate  lift  and  en- 
trance for  this  hall.  The  plans  also  include  a  roof 
garden.  From  a  building  of  this  height  a  splendid 
view  of  the  Rockies  may  be  obtained.  Among  the 
accommodations  likely  to  be  particularly  appreciated 
will  be  the  baths  for  the  exclusive  use  of  people 
coming  from  a  distance. 

The  arrangement  of  the  floors,  so  far  as  known, 
will  be  as  follows: — Ground  floor — Men's  furnish- 
ings, fancy  drapery,  jewelry.  Second — Women's, 
misses,  children's  ready-to-wear  garments  and  milli- 
nery. Third  —  Carpets  and  hou.scfurnishings. 
Fourth — Furniture.  Fifth — Stock  room  and  mail 
order.  Top  floor — Restaurant,  staff  dining  room  and 
concert  hall. 


The  foundations  will  be  suitable  for  a  building 
of  ten  storeys,  so  that  provision  has  been  made  for 
future  expansion. 

The  new  store  to  be  built  in  Vernon,  B.C.,  will 
have  a  frontage  of  100  feet  and  depth,  120  feet. 

High  Estimate  of  Canadian  Merchants 

Mr.  Burbidge  has  been  making  a  close  study  of 
Canadian  merchandising  equipment  and  methods, 
and  in  that  connection  has  formed  a  high  estimate 
of  the  Canadian  merchant. 

"Nothiiig  could  be  more  generous  than  the  treat- 
ment that  has  been  accorded  me  by  Canadian  busi- 
ness men,"  .said  he  to  The  Review.  "Notwithstand- 
ing the  fact  that  I  may  be  properly  regarded  as  a 
competitor,  merchants  both  West  and  East  have  as- 
sisted me  wonderfully  whenever  I  have  gone  to 
them.  In  one  of  the  very  large  stores,  for  example, 
I  desired  some  information  upon  a  matter  upon 
which  they  might  very  properly  have  been  excused 
had  they  declined.  But  in.stead,  they  placed  a  com- 
[)etent  man  at  my  ser\dces,  and  he  explained  everv 
thing.  The  feeling  in  this  country  seems  to  be  that 
there  is  room  enough  for  everybody.  It  is  not  so  in 
England. 

Living  Up  to  Opportunities. 

"Do  I  think  the  Canadian  merchant  is  living  up 
to  his  opportunities?  I  certainly  do.  He  has  won- 
derful foresight,  is  quick  to  see  the  practical  side  of  a 
([uestion,  is  a  close  student  of  his  people's  needs  and 
I  do  not  he.«itate  to  say  that  from  him  the  average 
British  merchant  could  learn  a  great  deal. 

Help  to  Advertise  Canada. 

"What  do  I  think  of  the  proposed  reciprocity 
agreement  between  United  States  and  Canada?  I 
am  not  prepared  to  express  an  opinion  at  the  pres- 
ent time,  but  I  w411  say  that  it  must  help  to  adver- 
tise Canada  in  the  eyes  of  other  countries.  If  the 
trade  of  this  country  is  of  sufficient  importance  to 
induce  the  L^nited  States  to  make  .';o  strong  a  bid  for 
it,  other  countries  will  also  bestir  themselves. 

"My  opinion  is  that  British  houses  have  not  been 
making  the  close  study  of  the  Canadian  market  that 
its  importance  warrants.  To  get  business  and  hold 
it  they  must  get  after  it  intelligently.  I  would  not 
be  surprised  to  find  that  there  are  firms  who  already 
regard  Canada  as  in  some  way  connected  with  the 
laiitcd  States.  It  is  impossible  to  know  the  require- 
ments of  such  a  thriving  wideawake  market  as  this, 
without  coming  into  direct  contact  with  it.  That  is 
the  line  upon  which  the  United  States  is  working 
and  other  countries  will  do  likewise  to  a  greater  ex- 
tent than  ever  before," 

j\Ir.  Burbidge  states  that  the  Hudson's  Bay  Com- 
pany liad  no  intention  at  ]>rosent  of  opening  a  retail 
store  in  Toronto  or  other  eastern  city,  although  in- 
ducements to  do  .*o  were  very  strong.  He  also  ex- 
plained that  Herrods,  London,  had  no  connection 
what(>ver  with  the  Hudson  Bav  Co. 
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Butterick  Patterns  Are  Back  Home  Again 

We  take  pleasure  In  informing  the  ladies  of  Atchisoh  and  vicinity  that  we  have  again 
placed  Butterick  PaKerns  on  sale  in  our  store.  This  store  discontinued  the  use  of  these  pat- 
terns several  years  ago  after  they  had  been  here  for  many  years.  The  Butterick  Patterns 
are  improved  and  are  conceded  to  be  the  most  popular  patterns  on  earth.  They  represent 
the  highest  art  that  can  be  put  into  fashion  ;  they  are  scientifically  correct  and  are  guaran- 
anteed;  they  are  more  economical  than  any  other  pattern. 

OUR  PATTERN  DEPARTMENT  is  complete.  You  will  not  be  disappointed  in  finding 
just  what  you  want,  as  every  style  and  every  size  are  here. 

Spring  BUTTERICK  f  ASHIONS,  including  15c         O  J- 
patterns.. .., -ifaOC 

MARCH  DELINEATOR ISccopy 

Regular  subscription $1 .00  a  year 

We  also  beg  to  announce  the  arrival  of  Mc,  Matthews,  from  New  York,  who  will  be 
here  all  week  to  interest  Atchison  ladies  in  Butterick  fashions  and  publications  and  to  explain 
to  you  fully  their  superior  advantages. 


TKree  Years  -Ago 

Ramsay's,  Atchison,  Kansas, 

Gave  Up  ButtericK  Patterns 

for  a  new  and  (at  that  time)  much  advertised  make. 

After  giving  it  a  thorough  trial 
they  have  come 

BacK  to  ButtericK 

Who  is  the  next  Wise  Man? 


44 


99 


THE  BUTTERICK  PUBLISHING  COMPANY 

33  Richmond  St.  West,  Toronto,  Ontario,  Canada 
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FLANNELETTE. 

If  purchasers  of  this  useful  material  for 
underwear  all  the  year  round  would  buy 
the  best  English  make  they  would  avoid 
the  risks  they  undoubtedly  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES 

Flannelettes 


(made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills,  and  Sheetings) 

are  the  best. 
SEE  "HORROCKSES"  ""'"li^' s%T''' 


Horrockses' 

Manchester   and    London. 


Please  mention  The  Reznezv  to   Advertisers  and  Their  Travelers. 


Some  People  Unfair,  but  Merchant  Tolerates  Them.    Why? 

Propositions  of  Seamy  Character  Which  Customers  Often  Put  Up  to  the 
Retailer  —  Much  Misrepresentation  in  Connection  With  Exchange  and  Ap- 
probation —  Local  Newspapers  do  Not  Often  Take  Up  the  Merchant's 
Side  of  the  Case — Instances  in  Which  it  Appeared  Inadvisable  to  Remain  Silent 


MUCH  is  heard  to-day  about  so-called  mis- 
representation   in    advertising^;     or    selling- 
goods,    about   the   unscrupulous   merchant 
who  does  not  hesitate  to  put  one  over  on 
a  customer  and  side-step  the  consequences.     These 
things  form   no  part  of  good   merchandising;   they 
are  to  be  condemned  absolutely. 

But  it  is  not  often  that  some  apostle  of  fair  play 
stands  up  and  distrilnites  a  few  jolts  among  these 
people  who  frequently  attempt  to  get  past  the  mer- 
chant with  sundry  propositions  of  a  seamy  charac- 
ter. They  "attempt"  to  do  this,  and  very  often  suc- 
ceed because  the  merchant  cannot  afford  to  put  out 
his  foot  and  trip  them  up.  He  knows  he  stands  a 
better  chance  to  "retain  the  accoimt"  if  once  in  a 
while  he  looks  the  other  way.  simply  ])ecause  the 
person  may  have  or  may  represent  certain  purchas- 
ing power. 

Tt  is  not  often  that  a  merchant  will  say  much 
about  the  numerous  little  meannesses  that  he  en- 
counters from  day  to  day.  He  doesn't  l)reathe  that 
way  to  any  person  who  is  likely  to  pass  it  on.  The 
competition  that  eternally  besets  a  merchant,  the 
prospect  that  some  other  merchant  may  benefit  as 
the  result  of  a  protest  which  he  longs  to,  hut  dare 
not  express,  often  seals  the  liyis  of  the  retailer. 

The  new.^papers  do  not  often  speak  in  belialf  of 
the  merchant  on  matters  of  this  kind.  They  cannot 
very  well,  because  of  the  fact  that  sources  of  infor- 
mation in  local  papers  are  too  easily  traced. 

Thus  it  is  that  a  merchant  chooses  to  remain 
silent  when  he  learns  that  a  lady  having  an  expen- 
sive coat  out  on  approbation  has  worn  it  to  a  musi- 
cale  or  some  other  event  on  the  evening  before  she 
returns  it  with  the  intimation  that  .she  does  not  think 
she  will  buy.  The  garment  became  more  or  less 
soiled,  but  does  the  merchant  protest?  Not  alvays. 
Neither  does  he  care  to  assert  himself  when  the 
wealthy  citizen  choo.ses  an  overcoat  on  approbation, 
has  it  .sent  up,  and  retiirns  it  a  few  davs  later  beau- 
tifully .scented  with  tobacco,  and  probably  with  a 
spark-hole  or  two  in  one  of  the  pockets.  The  wealthv 
citizen  sends  word  that  his  wife  doesn't  think  that 
kind  of  coat  .«uits  him.  The  merchant  accepts  it 
and  has  to  stand  for  a  certain  loss  on  that  garment. 

She  Spoiled  this  Sale. 

The  head  of  a  housefurnishing  department  re- 
cently told  The  Review  this  story:  A  very  well- 
dres.sed  lady,  -representing  one  of  the  best  families, 
entered  the  department  the  other  day  and  asked  to 
be  .shown  some  Oriental  floor  coverines.  *She  looked 
them  over  and  chose  two  large,  beautiful  rugs,  to  be 
sent  up  to  her  house  in  order  to  see  if  thev  matched 
her  furniture,  it  was  understood  that  if  they  did 
not  suit  they  should  be  sent  back  next  day.  We 
phoned  next  morning  about  them,  and  then  the 
lady  stated  that  while  she  had  practically  made  xip 
her  mind  to  take  them,  she  urgentlv  requested  us  to 
leave  them  with  her  for  the  dav  as  her  husband  was 


coming  home  that  evening  and  she  wished  him  to 
see  them.  We  agreed,  and  next  morning  phoned  her 
again.  A  maid  answered;  said  her  mistress  was  not 
up  yet,  but  that  .she  had  left  word  that  we  could 
come  and  take  our  carpets  away  any  time.  Shortly 
afterwards,  an -item  in  the  social  columns  of  the  local 
paper  was  brought  to  my  attention.  It  stated  that  a 
soiree  had  been  held  at  that  house  the  night  before. 
We  immediately  sent  for  the  rugs  and  had  barely 
returned  them  to  stock  when  two  ladies  entered. 
They  said  they  had  seen  two  beautiful  rugs  at  Mrs. 
So-and-So's  last  evening,  and  asked  if  we  had  any  of 
the  kind  in  similar  size.  After  showing  a  few,  which 
did  not  seem  satisfactory,  we  decided  to  show  the 
two  that  had  been  returned.  They  were  delighted, 
but,  they  said,  Mrs.  So-and-So  had  two  exactly  like 
tliem  and  they  wished  something  exclusive.  We 
could  not  very  well  give  the  facts  of  the  case,  and 
after  looking  at  more  carpets  they  went  away;  said 
they  would  call  again.  We  were  positive  that  Mrs. 
Sn-aud-So  had  not  only  lo.st  a  sale  for  us,  but  had 
injured  the  reputation  of  tho.se  rugs  to  a  certain  ex- 
tent. What  (lid  we  do  about  it?  Nothing.  Mrs. 
So-aud-So  was  wealthy,  and  while  .she  had  never 
s])ent  much  with  us,  it  would  never  do  to  offend  her. 

Foresight  and  Tact  Count. 

From  one  year's  end  to  the  other,  the  dry  goods 
merchant  has  many  of  these  problems  to  contend 
with — some  of  them  on  the  spur  of  the  moment.  At 
times  it  is  difficult  to  say  just  where  his  considera- 
tion of  the  customer's  feelings  should  end,  and  where 
his  own  interests  should  be  personally  championed. 
Much  depends  upon  the  customer,  and  forasight  and 
inborn  tact  will  help  wonderfully. 

The  merchant  is,  moreover,  continually  facing 
propositions  upon  which  he  is  made  to  feel  that  his 
attitude  will  make  or  mar  much  business  for  his 
store.  He  tries  to  dodge  these  hold-ups  by  arrang- 
ing to  have  such  matters  referred  to  some  member  of 
his  staff  or  firm,  but  this  is  not  always  satisfactory, 
for  responsibility  has  a  habit  of  finding  its  way  back 
to  the  head. 

These  matters  are  trifling,  however,  when  ranged 
alongside  of  the  manj'  tricky  little  stunts  that  people 
often  attempt.  A  merchant  will  .sometimes  exchange 
an  article  when,  according  to  all  the  rules  of  fair 
play,  he  should  show  the  person  the  door.  He  will 
accept  as  true,  little  yarns  about  his  goods  or  staff, 
when  a  disinterested  party  would  have  told  the  person 
that  he  or  she  was  lying.  It  has  even  been  known  that 
faithful  clerks  have  been  discharged  upon  com- 
plaints, only  quarter  true,  that  were  trumped  up  by 
some  influential  customer.  A  case  is  known  where 
a  merchant  had  his  window  trimmer  change  a  dis- 
play that  was  very  much  admired  from  the  street, 
simply  because  an  important  customer  declared  her 
abhorrence  of  certain  colors.  Had  he  consulted  his 
own  wishes  in  the  matter,  the  window  would  have 
remained. 
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Bags  to  Match  the  Costume 

Wishbone  Frames  for  the  New   Suede,  Velvet 

and  Leather  Bags  —  Small  Sizes  and  Cordeliere 

Handles  Good  —  Black    Satin    Novelties 

AGRPjAT  niaiiy  wishbone  frames  are  seen 
among  the  new  bags.  At  present  this  shape 
is  a  prevailing  one  alike  for  fabric  and 
leather  models.  It  is  almost  invariably  ac- 
companied by  the  cordeliere  handle  with  tassels,  and 
small  and  plain  or  long  and  fancy,  according  to  the 
quality  of  the  bag  and  the  occasion  for  which  it  is 
meant  to  be  used.  Business-like,  popular  models 
show  the  narrow  cord  and  plain  finish.  Dressy  bags 
have  very  long  cordeliere  to  be  looped  about  the 
axm. 

Along  with  the  vogue  for  bright  linings  in  coats 
and  wraps,  the  contrasted  lining  idea  has  come  into 
use  for  bags.  Brocaded  and  moire  linings  are  very 
good,  as  also  are  soft-looking  kids,  all  of  these  being 
seen  in  shades  to  contrast  with  the  outside  of  the 
bag.  This  is  a  touch  which  is  specially  good  in  the 
case  of  the  dark-colored  suede  bags  now  being  chosen 
to  match  costumes  for  Spring  and  Suunuer  wear. 

As  usual,  tan  will  he  very  strong  from  now  on, 
but  it  is  a  tan  much  modified  from  the  brilliant 
tones  of  other  years. 

As  in  gloves,  biscuit  shade  is  seen  as  a  favorite 
from  Paris,  and  a  high  style  number  here. 

Velvet  bags  have,  so  far,  been  chieflv  metropoli- 
tan in  their  popularity,  but  larger  sales  are  con- 
fidently expected  at  Easter  in  all  places.  There  can 
be  little  doubt  of  the  ultimate  success  of  these  bags, 
as  velvet  in  all  forms  continues  much  in  demand. 


In  the  case  of  the  square-shaped  bags,  still  much 
wanted  for  practical  use,  small  frames  will  be  noticed. 
On  the  whole,  though,  .«ome  large  bags  are  being  pro- 
duced in  new  shapes.  These  are  usually  deeper  and 
less  wide  than  formerly.  Mounts  are  more  orna- 
mental and  include  filigree  effects  in  all  shades. 
The.se  handsome  bags  come  in  a  wide  range  of  soft 
shades.  Leathers  include  seal,  alligator  in  small  ob- 
long shapes,  walrus,  etc. 

A  high  novelty  is  the  black  and  white  bag  and 
the  black  satin  bag,  both  supplied  with  cordeliere 
handles.  Fabric  bags  of  all  sorts  may  be  expected 
shortlj',  as  the  season  opens  up. 

The  coronation  bag,  a  popular  novelty,  is  sell- 
ing excellently  well.  It  is  square  in  shape,  with 
flap  like  an  envelope  and  with  dome  fa.stener.  and 
is  supported  by  a  cordeliere  attached  to  the  stick 
with  ball  ends  which  is  placed  beneath  the  flap.  It 
comes  in  all  shades,  in  undressed  leather. 

Dressing  Cases  as  a  Xmas  Line. 

Many  dressing  cases  are  being  made  up  now  for 
Christmas  selling.  These  are  a  favorite  article  for 
presentation  to  men.  and  their  poptilarity  is  a.ssured. 
Novel  ideas  have  been  introduced,  including  a  flat 
folding  ca.«e.  \>'hich  packs  well  in  a  stiit  case  or  steam- 
er trunk.  Tan  seems  to  be  much  wanted,  and  is  ex- 
pected to  be  a  favorite  shade.  These  cases  range 
from  the  low-pricod  traveling  manicure  to  the  ex- 
pensive fully  outfitted  cuse  with  shaving  and  all 
dre.'jsing  facilities. 

Small  leather  novelties  are  as  usual,  being  pre- 
ferred for  holiday  trade.  A  very  pretty  line  of 
pocket  photo  holders  is  featured.  Red,  green  and 
black  soft  leathers,  moroccos  and  undressed  leather 
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Crash   workbag   and    silver-mounted   handhne,    also   two   frnmed   pin-eushion«  of  Liberty's   desien,  and   cover 
for  embroidery.     Shown   by   Boyd.   Brumell  &  Co.,   Toronto. 
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YOU  NEED  HAVE  NO   HESITATION   IN  RECOMMENDING  THE 

Victoria  Collar  Supporter 


It  is  a  prime  favorite 
with  every  woman  who 
has  ever  worn  one,  and 
is  made  in  a  variety 
of  settings. 

You  can  handle  no  line 
that  will  give  more 
genuine  satisfaction 
than  the  "Victoria,"  so 
be   sure   you   get   the 

Defriez  and 
Woodman 
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Collar  Supporter 


mi 


Simplest  and  Best. 

Paleni  No.  3917  06 


name  right  when 
ordering. 

Better  order  a  supply 
of  "Victoria"  Support- 
ers from  your  whole- 
saler TO-DAY.  They 
are  in  steady  demand 
and  never  stick  on 
your  shelves. 


TORONTO 
64  Wellington  St.  West 

MONTREAL 
204  St.  James  Street 


Please  mention  The  Revieiv  to   /Advertisers  and  Their  Travelers. 
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FANCY    GOODiS,   NOTIONS   AND   TOYS 
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are  seen.  Sometimes  a  special  transparent  protector 
is  substituted  for  glass,  making  the  wliole  lighter 
and  more  flexible.  These  holders  are  very  seldom 
padded  or  embossed,  the  plain  specimens  being  pre- 
ferred.    Small  sizes  are  preferred. 

Other  novelties  which  will  sell  include  the  stir- 
rup tie  rack,  the  (hit  music  ca.se,  the  collapsi])lc  cup 
in  leather  case,  the  leather-mounted  bridge  indicatur 
with  dial  for  trump  and  spaces  for  score,  the  leather 
card-ca.se,  etc. 


Belts  and  Belting. 

Many  handsome  leather  belts  are  l^eing  offered 
by  manufacturers  and  wholesalers.  Among  these, 
black  and  white  effects  in  stripes  and  bars  are  prom- 
inently featured.  Suede  belts  will  be  the  leading 
line  for  popular  trade,  but  the  narrower,  glace  ef- 
fects, particidarly  as  above,  will  be  considered  newer. 
Many  of  these  have  an  astonishingly  handsome  tail- 
ored finish,  to  be  retailed  at  (ifty  cents. 

The  half-dollar  belt  is  now  made  a  feature  by 
good  reliable  houses,  and  .some  values  that  should 
elicit  public  appreciation  are  being  turned  out. 

Leather  and  elastic  combination  effects  appear  in 
the  dres.sier  styles.  These  are  very  perfectly  matched 
in  color,  and  usually  end)ossed,  leather  and  fabric 
alike,  in  delicate,  natural-tinted  floral  design,  and 
steel  studded.  The.se  belts  close  with  buttons  of 
leather  rather  than  buckles,  and  are  also  button 
trimmed  at  the  back.  Tliey  are  narrow  and  slightly 
shaped. 

A  very  handsome  line  of  imported  elastics  of 
the  highest  class  was  recently  seen.    These  beantiful 


hells  would  retail,  some  of  tliom,  at  only  a  few  dol- 
lars, while  others  ran  up  to  ten.  They  were  of  l)lack 
and  colored  elastics  with  hand  set  steel  .studdings, 
practically  indestructiltle,  and  with  jewelled  and 
steel  coml)ination  effects.  Some  very  hand.-^me 
l)eaded  numbers  were  included.  A  few  were  of 
silver  or  gilt  clastic,  tlie  belt  l)eing  of  the  metallic 


^      ■#' 


Velvet    finish    le.ilher    bau    in    all    popular    shades. 

Lined   either   with    silk    or  leather  cord  and  leather 

handle.     Show/n  by   Western   Leather   Goods  Co  . 

Limited,    Toronto. 

thread,  in  a  sort  of  Bru.ssels,  looped  weave.  All  the 
newest  color  touches  were  seen,  and  some  exquisite 
studded  .silver  greys  were  particularly  striking.  Me- 
dallions, buckle  effects,  and  the  Polairc  pattern  were 

nsed. 


LivinK-room    set   of    covers,    centre    and    slips    in    stcncillinif .    outlined    with    braid    on    iaspe    l.ibric.       Also    pyjania    bad     and 
novelty    frinticd    cushion    cover.      Shown   by    Boyd.  Brumcll    &.    Co  .    Toronto. 
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WINNERS 


In  meeting  the  various  demands  of  the  Trade  our  supreme  desire  is 
to  supply  an  article  that  is  sure  to  win  the  confidence  and  highest  praises 
of  the  consumer. 

This  has  been  the  secret  of  our  success  and  we  propose  continuing 
along  the  same  course. 


our  Travellers  are  now  showing  a  complete  range  of  the  best  productions 
of  the  world's  most  famous  manufacturers. 

SILK  HANDKERCHIEFS 

PLAIN,  INITIALS  AND  FANCIES 

THEY  ARE  BOUND  TO  WIN 


WINDSOR  TIES        -     New  Designs,  Superior  Quality. 
LINEN  GOODS  -     Drawn  Linens,  good  sellers. 

'  Baby  Irish — popular  prices. 

Battenburg — best  values. 
CUSHION  TOPS        -     New  Creations. 


The  SILKS    COMPANY,  Limited 

24  Wellington  Street  West, 
TORONTO. 


FOR  FALL  } 


i 


SILKS  -         -        -     Plain  and  Fancy.     All  Widths  and  Prices.  1 


. 
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Special  Line  of  Juvenile  Belts. 

It  has  been  found  thai  an  unshaped,  narrow  plain 
patent-leather  is  much  wanted  as  a  belt  for  Russian 
suits  and  dresses.  Accordingly  thi.s  belt  is  now  of- 
fered for  sale  to  the  trade  in  a  full  range  of  colors 
and  in  good  quality  at  popular  prices. 


NeedleworkforHoliday  Trade 

StenciUings  and   Embroideries  —  Pen  and   Ink 

Sketches  on  Linen  as  Novelty  —  Crashes,  Jaspe 

Cloths  and  Burlaps. 

Manufacturers  of  art  needlework  and  fancy  goods 
are  now  at  their  busiest.  Few  are  anywhere  near 
complete  in  their  stock,  but  all  are  showing  advance 
ideas  which  should  interest  the  retailer  who  plans 
his  Fall  campaign  in  good  time. 

Stencilled  effects  are  particularly  strong,  both 
on  cushions,  covers,  etc.,  and  knicknacks.  Many  of 
these  stencillings  are  done  in  soft  shades  on  crash. 
and  crash  in  ecru  and  deep  cream  is  the  vmiversal 
material  for  art  needlework.  Stencilled  designs  are 
frequently  combmed  with  braiding,  usually  with  the 
latter  simply  used  to  outline  the  former.  A  very 
handsome  effect  was  got  in  this  style  on  drab-colored 
jasper  cloth,  the  .stencilling,  in  soft  shades  of  green 
and  brown,  being  outlined  with  brown  cord. 

A  handsome  living-room  set  appeared  in  style 
as  above,  the  pieces  consisting  of  scarf,  two  table 
covers,  cushion  covers,  oblong  and  square.  These 
matched  sets  are  nnich  in  demand  owing  to  the  idea 
of  matching  rooms  throughout  now  so  much  in  evi- 
dence. But  separate  pieces  come  in  the  same  styles 
and  are,  and  will  continue,  excellent  sellers  where 
the  set  would  prove  difficult  to  handle. 

Bonazed  linens  were  seen  with  stencilled  designs 
much  as  above.  Bonazed  cloths  of  all  descriptions 
are  much  used  this  year.  Next  to  the  popular  Ger- 
man crash  ranks  the  old  favorite,  burlap,  and  the 
kindred  monk's  cloth  and  hop-sacking.  P^jspecially 
for  cushions,  these  continue  good  staple  lines,  sure 
of  public  acceptance.  Wood-silk  embroideries  in  art- 
nouvcau  designs,  shadow  stitch  and  jeweled  effects 
predominate  wherever  stencilling  is  not  used.  Rep 
is  a  new  and  popular  clotli. 


Some  Clever  New  Ideas. 

From  the  other  .side  of  the  line  comes  a  striking 
novelty,  consisting  of  lifelike  pen  and  ink  sketches 
on  brown  crash.  These  usually  depict  decorative 
feminine  heads  or  full  figures  in  the  latest  and  most 
swagger  costumes.  Some  of  the  sketches  are  colored, 
others  in  regular  pen  and  ink  style.  A  few  show 
conventional  or  floral  designs.  The  articles  so  decor- 
ated include  the  racks,  ladies'  small,  folding  travel- 


Centreoiece   in  long   and   short  stitch   on  ecru   linen.      Roses  in 
natural   shades.       Shown   by   Hambly   &   Wilson.   Toronto. 

ing  companions,  with  mirror,  powder  and  soap 
leaves  and  manicure,  whisk-holders,  hatpin  holders 
in  a  variety  of  absolutely  new  styles,  and  every  pos- 
sible accessory  for  the  dresser. 

Particularly  fetching  in  the  style  mentioned  was 
a  cros.s-shaped  holder  for  safety  and  all  sorts  of  pins, 
the  pins  depending  from  specially-arranged  hooks 
and  holders  round  the  edge  of  the  cross. 

A  w()rk-l)ag  with  hoop  top  was  of  German  crash 
embroidered  in  solid  stitch,  art-nouveau  design.  A 
pyjama  bag  had  the  single  word  embroidered  on  it. 

Many  specimens  of  long  and  short-stitch  will  be 
seen  during  the  coming  .^ea.'^on,  the  preferred  ground- 
work l)eing  crash,  the  de.«igns  floral.  Cross-stitch 
and  liraiding  also  appear. 


"BLACn  and  WHITE" 

ARE  THE  LATEST  EFFECTS   IN 

Elastic   Belts 

I  HAVE  A  FINE  LINE  OF  THEM 

Join  the  procession.     Call  or  write  for  samples. 


Louis  ScKloss,  N 


621  Broad-way 
EW     YORK 


Flease  mention  The  Keznexv  to   .Idicrtiscis  and  Their  Travelers. 
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Who  Reads  the  Paper  ? 

Extracts     from     letters     received    recently   by    "The 
Review  "    from  four  of  Canada's  best   Dry  Goods  Merchants. 

The   Anderson   Co.,  Limited.  St.   Thomasl^Ont. 

"  We  are  subscribers  to  your  paper,  and  take  care  to  have  same 
placed  in  the  hands  of  the  heads  of  our  various  departments." 

McLaren   &   Co.,  Limited.        St.  Catharines,  Ont. 

■'  The  heads  of  our  departments  see  '  The  Review  '  each  month." 

Sussex  Mercantile   Co.  Sussex,  N.B. 

"  It  is  our  policy  to  have  journals  for  each  department,  which  go 
immediately   to    the    head    of    the    department    on    arrival." 

The  Peter  McSweeney  Co.,  Ltd.  Moncton,  N.B. 

"We  take  pleasure  in  looking  through  your  publication,  and  find 

it  thoroughly  up-to-date  in  every  respect.    In  fact,  it  is  our  usual 

custom  to  hand    '  The  Dry  Goods  Review  '   to  the  buyers 

in  the  different  departments,  thereby  keeping  them 

in  touch  with  what  is  going  on  in  the  trade." 


The  one  paper  in  Canada  reaching 
Dry  Goods  merchants  that  finds  it 
possible  to  give  a  satisfactory  service 
to  all  departments  of  the  store,  and 
is  looked  upon  by  buyers  and  heads 
of  departments  as  a  reliable  source 
of   information. 

Our  Large  Organization  and  Long  Experience 

Make  this  Possible 
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Art   needlework   for   1911-12.   including   pinholder  and   whiskholder  in   pen   and   ink   sketch  decoration, 
embroidered    crash   workbag   and  ladies'   travelling  companion.     Shown  by  Hambly  &  Wilson.  Toronto 


Coral   necklace,    silver   pendant,    with    rhinestone ;    rhinestonc    and    black    and   white    enamel    burpins:    coral   brooches,    coral 
barpin   and    two   hatpins,   one   of    rhinestones   and     coral,     the     other    of     rhincstones     set     in     mother-o'-pearl.      Shown    by 

Defriez  &   Woodman.  Toronto. 
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An  Easter 
Announcement 


THE  CORONATION  BAG 

THE  REIGNING  Novelty  of  Coronation  Month 
and  of  the  Spring  in  general  is  the  New  Coro- 
nation Bag.  A  regal  creation,  it  ascends  the 
throne  of  popularity. 

As  rich  and  impressive  as  it  is  new.  Not  a  bag 
to  be  passed  by,  overlooked  or  underestimated. 
In  short,  it  commands  attention  without  departing 
an  iota  from  the  canons  of  exquisite  taste. 

Its  latest  shapes,  its  novel  features,  its  superb 
effects,  its  ravishing  colors,  what  it  has  and  what 
it  omits,  its  elements  of  character — these  and 
other  considerations  make  it  to  your  imperative 
interest  to  see  the  goods. 

Samples  sent  on  approval.      $24.00  per  doz.  and  up 


P.  W.  Lambert  &  Company 

Makers  of  Fine  Leather  Novelties 
64-66  LISPENARD  STREET,  NEW  YORK 


Canadian  Representative:  Mr.  S    ABRAHAMS,  16  McGill  College  Ave.,  Montreal 

PHONE  UP  1849 
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Child's  Play  Apron. 

A  charniiiig  little  novelty  con.si.-^ts  of  the  play 
apron  of  crash,  decorated  with  Kate  Grecuavvay  chil- 
dren in  Mother  (Joo.se  plays,  and  with  Mother  Goose 
rhymes  beneath.  Others  have  little  motto  rhymes 
and  children  at  play,  modern  style.  The.se  aprons 
button  at  neck  and  waist,  and  are  .specially  designed 
to  stand  washing  and  wear  and  tear,  being  firmly 
bound  with  strong  tape  and  made  of  duralde  ma- 
terial. 

Needlework  for  Juveniles. 

An  innovation  which  .should  be  nnich  appreciated 
con.sists  of  cushion  cover,  .scarfs,  etc.,  in  floral  tinted 
designs,  to  be  filled  in  with  a  sort  of  cros.*-.<titch  or 
open  herringbone  of  color  to  match  ground.  This 
makes  a  very  effective  article  at  the  smallest  po.s.sible 
outlay  of  money  and  work,  and  the  stitch  is  so  easy 
that  no  child  can  fail  to  be  able  to  make  it.  These 
good-looking  and  artistic  articles  sell  splendidly  if 
given  a  little  i)ublicity,  and  their  advantage  explain- 
ed.    No  merchant  can  mistake  in  stocking  theni. 


Peasant  Waists  for  Embroidery 

Special  attention  is  called  to  the  absoluely  new 
waist  lengths  now^  being  imported  by  fancy  goods 
wholesalers.     These  are  to  be  made  up  in  the  blnuse- 


and-slceve-in-one  .•^lyle,  and  are  articles  much  wanted 
by  the  public. 

They  come  in  very  sheer  and  dainty  materials, 
with  stamping  round  the  Dutch  neck  and  sleeves,  to 
be  embroidered  in  Bulgarian  style,  embroiderie  An- 
glais and  open-work.  Firms  in  the  cities  are  im- 
patiently awaiting  their  arrival,  as  Summer  is  a 
season  during  which  many  women  do  the  mo.st  of 
their  needlework. 


Mercerized  Flosses  Much  Admired. 
Mercerized  flo.sses  are  very  high  in  pul)lic  esteem 
owing  to  their  ability  to  .stand  wa.shing.  They  do 
not  need  the  careful  handling,  wnthout  which  the 
wood-silk  loses  its  lustre,  and  they  are  being  im- 
proved upon  in  appearance  every  season.  A  full  line 
in  all  pos.sible  weights  and  colors  is  now  being  .shown 
with  most  satisfactory  results.  Tliese  mercerized 
flos.ses  are  durable  and  very  silky  in  appearance,  and 
delicate  shades  of  color  are  procurable  in  dyes  which 
neither  run  nor  fade.  The  result  is  that  the  demand 
is  increasing  by  leaps  and  boimds. 

Directly  after  Easter,  stores  adopt  advertising 
schemes  which  they  have  used  to  good  advantage 
season  after  season.  "Hour  Sales,"  "Saturday 
Snaps,"  "Extra  Specials  for  Saturday,"  Wednesday 
or  Saturday  "leaders,"  "Coupon  Days,"  and  other 
schemes  are  included   in    tbe<e   aggre.«sive   method.?. 


Top  column  ot  hatpins.  cor;il.  pearl  and  rhincstone  in  lUiitree  over  velvet  indudeil  ;  iicokl.iccs  :uul  new  pearls  for  embroidery 
and  ruchintcs.  Hat  on  one  side:  new  collar  support,  men's  cvill  sets,  new  pufi  and  some  popular  buttons  tor  191112.  including 
new  broken  check  effect  for  tweeds,  acorn  shape,  in  metallic  and  celluloid  ccmbinations.  dome  shapes  nnd  celluloid  novelties: 
also    globular   pearl    buttons,  with   black   trimming.     Nearly   all    the    above    articles  nrc   itock :    a    few     are     import    lines.      Shown   br 

Dieckerhofi.    RafHoer  &.   Co. 
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HAVE  you  in   the   past   had    trouble  in  getting 
supplied  with  a  really  satisfactory  cotton  half- 
hose  at  a  low  price? 

It  will  be  worth  your  while  to  put 
in  a  trial  lot  of  "Marathon"  and  let 
its  merit  as  a  quick  seller  speak  for 
itself. 

This  sock  is  knit  right,  dyed 
right,    finished    right,    and    every 
pair  is   guaranteed   perfect    by 
the    registered    name 
"Marathon"   stamped   on 
the  foot. 

Your  Wholesale 

House  carries  This  Brand 


L:^a'<|e5t  Hosiery  ^fejiufevcturers  in   GMi^od^a^ 


E.H.WALSH  &  CO. 
SOLE   SELLING  AGENTS 


TORONTO,MONTREAL 
AND    WINNIPEG. 
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Hair  Goods  and  Novelties 


PARTICULAR  people  in  all  parts  of  Can- 
^  ada  are  placing  repeat  orders  for  the  Abeles 
line  of  Hair  Goods ^  Hat  Pins^  Mounted  Combs 
and  Fancy  Jewelry, 

Our  line  is  exclusive.  The  re-orders  tell  the 
story  of  our  continual  success  and  ever  increas- 
ing reputation  with  Canadian  retailers. 

We  are  the  only  factory  in  Canada  turning  out 
a  line  of  18x  22  carat  gold  hand-engraved  Combs, 
Barrettes  and  all  kinds  ot  Hair  Ornaments, 

Borocque  Pearls,  all  new  and  in  pleasing  designs. 
There  is  profit  in  this  line.  Insist  on  Abeles 
goods  and  you  assure  yourself  of  complete 
satisfaction. 

The  closer  retailers  keep  to  our  lines  the  more 
correct  their  styles  will  be---the  more  certain 
their  profits.  We  gave  anticipated  Hair  Dress 
Fashions  t\n\Q  and  again  and  our  customers  have 
enjoyed  the  advantage  that  has  brought  extra 
dollars  to  their  till. 

We  are  moving  to  our  new  warehouse  where  our 
facilities  for  prompt  shipments  will  be  greatly  increased. 
Become  acquainted  w^ith  us  w^hen  in  need  of  novelties. 

J.  ABELES,  Limited,  233  Bieury  st. 

MONTREAL,  P.Q. 
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Novelties  in  Fall  Handkerchiefs 

The  new  lines  of  handkerchiefs  for  Fall  and 
Christmas  selling  are  being  shown  and  the  first  place 
is  given  to  embroidered  effects.  In  cheap  lines,  neat 
patterns  that  imitate  liand  work  as  closely  a.s  possible 
lead.  Of  course,  there  are  lace  trimmed  handker- 
chiefs in  remarkably  good  values,  but  the  embroid- 
ered handkerchiefs  are  best  liked. 


Irish   hand   embroidered    handkerchiefs,    showing    the 

simple  corner   medallion,    novv    fashionable.       Shown 

by   R.    H,   Cosbie.  Toronto. 

This  year  the  idea  is  to  have  just  one  corner 
handsomely  ombroidorcd.  In  Belfast  goods  some 
really  beautiful  embroidered  motifs  are  done  on  very 
sheer  designs  varying,  of  course,  in  elaboration  with 
the  price  of  the  handkerchief.  Very  handsome  and 
yet  moderately  priced  handkerchiefs  of  this  class 
done  on  extremely  sheer  linen  lawn  arc  shown  in 


The  Coronation  Bag.  a  spring  novelty  by  P.  W. 
Lambert  &  Co  .  New  York.  It  is  made  princi- 
pally in  silk  and  tinsel  tapestry,  with  antique 
gold  braid  appliqued  in  various  designs.  It  is  also 
made*  in  black  and  colored  Moires  appliqued  in 
the  same  manner.  Comes  in  various  shapes  and 
sizes. 

Belfast  goods.  Sheerness,  it  should  be  noted,  is  (]uilo 
a  feature  in  handkerchief  lines  this  year. 

The  work  on  these  handkerchiefs  is  beantiiully 
fine,  and  the  patterns  range  from  the  ribbiMi,  l)a.-^ket 
and  garland  motifs  of  the  Louis  type,  to  the  more 
dignified  wreath  effects  of  the  Empire  period,  and 
slightly  conventionalized  modern  flower  motifs  in 
calla  lily,  maple  leaf  and  numerous  other  designs. 

Hand  embroidered  handkerchiefs  can  be  had  all 
the  way  up  to  $10  each.  These  are  beautifully  ein- 
l)roidered  on  linen  of  almost  gossamer  fineness,  sheer 
enough  to  slip  easily  through  a  finger  ring.  Very 
handsome  handkerchiefs  done  on  fine  lawn  can  be 
had  at  moderate  jiricos  and  are  just  the  thing  for  a 


Madame    Sherry    bunde.iu    for    the    h.ur ;    liirrettes   of    uold    Ic.if    on    white    and    shell     rospoclivciv       liatpm     of     tiHurce     and 
rhinestones  over   black  velvet,    and   barpin   ol    coral    in   platinum.     Shown   by   t'hillips  &.    Wnnch.  Limited.   Toronto. 
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Ladies^    Neckwear    and    Frillings 


Silk  S>ve88  Oivdles : 


Latest  Parisian  styles,  made  up  in  Silk  for     Empire  eflects  and 
cotton  tor  Wash  Goods. 


Wide  3Black  3Bvaids: 


In  fancy  and  plain  designs.     Our    values    in    plain    weaves    are 
exceptionally   strong. 


Silk  and  3Bvaid  ^^$s^ls  : 


Are  a  big  feature   and  we   are  showing  exclusive  lines. 


Jfvog  Ornaments: 


Used    on    suits    and    cloaks.         See  us  for  novelties  of  all  kinds. 

RIBBON  or  BRAID  FRINGES  in  all  widths  and  leading 
colors. 
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Moulton  Manufacturing  Co.,  Limited 

CRAIG  EAST  &  GOSFORD,  ....  MONTREAL 


Our  New  Idea  of 

Handkerchiefs 
in  Packages 

Is  a  Complete  Success 

It  pleases  customers — and  it  saves   both  re- 
tailers and  wholesalers  many  losses,  because 
it  prevents  handkerchiefs  being  soiled  while 
in  store  and  warehouse. 
"HIGENA"  Handkerchiefs  come  in  sealed  packages — one,  two  or 
three  in  an  envelope,  according  to  price.  With  each  box  of  "HIGENA"  pack- 
ages there  is  a  loose  handkerchief  to  show  quality  and  design. 
This    is    the    handkerchief    that    customers  handle.     When  they  buy,  they   receive 
"HIGENA"  Handkerchiefs  in  the  packages. 
Ladies,  especially,  appreciate  the  idea  of  getting  their  handkerchiefs  spotlessly  clean,  un- 
wrinkled  and  hygienic. 
"HIGENA"  Handkerchiefs  are  made  by  the  famous  Irish  house  of  Douglas  &  Green  of  Belfast,  and 
come  in  Egyptian  Lawn  and  pure  Irish  Linen. 

We  are  helping  the  idea  along  by  our  newspaper  advertising  which   also  helps   both   retailer   and 
wholesaler. 
Here  is  the  way  "HIGENA"  Handkerchiefs  retail 

No.  6  ■  Gents'.  2  for  15c. 

"      7  -  ••         3     '■  25c 

"      8  -  ■■         2     "  25c. 

■'      9  -  ■■         1     ■■  25c. 

"    10  -  "3     "  50c. 

Write   us    for  Jwholesale   prices   and   compare   them  [with    what  you   are  paying.     You   will    see   why   it 
pays,  in  actual  profits,\o  handle  "HIGENA"  Handkerchiefs.     We'll  send  you  samples,  too. 


Mo.  1     - 

Ladies',  3  for  15c. 

"      2     ■ 

4     "    2Sc. 

"      3     ■ 

3     "    25c. 

4     - 

2     "    25e. 

5 

3     '■    50c. 

TORONTO 

502  EMPIRE  BUILDING 


WALLACE  (EL  WALLACE 

Agents  for  Doojlas  &  Green  Limited,  Belfast,  Ireland 


MONTREAL 
504  CORISTINE  BUILDING 


Please  meritioii    Ihr   h'r-  tr-r  tn   Advertisers  and  Their  Travelers. 
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gift  haiidkcrchief  when  u  nice  article  that  is  not  too 
■expensive  is  wanted.  This  class  of  handkerchief  is 
in  growing  demana  and  each  season  sees  an  increase 
in  the  sale  of  handkerchiefs  of  this  class. 

Initial  handk(>rchiefs  are  selling  freely  and  no 
■order  is  placed  that  does  not  include  them.  The 
demand  is  heavy  for  fancy  boxes,  three  and  six 
handkerchiefs  in  the  box. 

High-class  stores  are  buying  embroidered  hand- 
kerchiefs with  very  narrow  colored  hems,  hemstitch- 
•ed  to  the  white  centre.  As  in  the  white  handker- 
•chiefs,  the  embroidered  corner  is  the  big  seller. 


Ornaments  for  the   Coiffure 

The  New  Barrettes  and   Bandeaux— Outlines 

Straight  or  Only  Slightly  Waved— Precautions 

Taken  with  Imported  Hair. 

Bar  barrettes,  standard  barrettes  and  bandeaux  in 
cither  the  plain  polislied  shell,  or  set  with  brilliants, 
are  being  widely  sold  up  for  next  season's  trade. 

The  barrettes  are  larger  than  ever  and  all  made 
smoothly,  polished  in  simple  design.  The  standard 
barrettes  are  designed  in  horizontal  bars,  three,  four, 
five  or  six  in  number,  and  only  sufficiently  convex 
to  fit  comfortably  at  the  back  of  the  head.  The  bar 
barrette  comes  in    slightly    more    fanciful    design, 


New   hair   bandeau   of   shell,    set  with    rhinestones.   and   bar 

barette    in    polished    shell.      Shown     by     J.     Palmer     &     Son, 

Limited,    Montreal. 


rdunded  or  pointed  downwards  at  the  middle,  but 
also  on  .smooth,  classic  lines,  either  finished  in  a  very 
high  polish,  .set  with  brilliants  or  rhinestones,  or  in- 
laid with  simply  chased  designs  in  gold. 

Tbc  new  bandeaux  either  rest  llatly  on  the  linir 
ail  incli  or  so  from  the  forehead,  or  are  tilted  slight- 
ly in  coronet  effect.  They  are  also  worn  under  the 
liair  at  the  back  when  the  latter  is  arranged  low  on 
the  neck  or  very  full  at  the  back  of  the  liead.  The 
outune  of  these  bandeaux,  as  in  the  case  of  the  bar- 
rettes, is  straight  or  only  .^^liglitly  waved,  the  designs 
being  carried  out  chietly  in  Greek  effects,  in  which 
the  Greek  key  pattern  is  strongly  featured,  either  in 
the  shell,  i)lainly  polished,  inset  with  gold,  or  alila/e 
with  stones,  iinrciably  l\binestones. 


Imported  Hair  Goods  Problem. 

For  considerable  lime,  at  longer  or  .-shorter  inter- 
vals, there  have  come  from  various  quarters  of  the 
western  world,  denunciations  of  the  use  of  Chinese 
hair  in  the  manufacture  of  the  tresses  necessary  for 
the  fashionable  dre.ssing  of  the  modern  coiffure.  The 
occasional  development  of  a  loath.some  disease  atttri- 
buted  to  the  wearing  of  false  hair  has  resulted  in 
these  denunciations,  waxing  loud  for  a  time,  and 
threats  have  been  made  of  steps  being  taken  to  pro- 
hibit the  importation  of  Oriental  hair.  Interesting 
as  a  protest  against  the  charge,  are  the  views  ex- 
pres.sed  by  a  leading  Canadian  manufacturer  of  hair 
goods,  borne  out,  in  his  case  at  least,  by  a  visit  to  his 
manufactory. 

"The  solution  of  the  whole  matter,"  he  said,  "is 
for  dealers  to  buy  only  from  reliable  manufacturers, 
and  his  advice  to  his  customers  in  turn  .should  be, 
'Don't  buy  cheap  hair.'  If  every  dealer  and  every 
buyer  would  take  the  trouble  to  .see  the  process  of 
manufacture  in  manufactories  where  reliability  is 
considered,  they  would  feel  that  they  had  little  to 
fear  from  hair  goods  .sent  out  by  that  firm. 

"To  start  with,  the  hair  as  we  receive  it,  done  up 
just  as  you  see  it  now,  is  disinfected  and  inspected  by 
British  officials  before  it  is  allowed  to  leave  Hong 
Kong.  Japanese  hair  is  similarly  treated  by  the 
officials  at  Yokahoma.  Now,  you  can  see  for  your- 
self just  what  is  done  with  the  hair  after  we  receive 
it  here,  direct  from  those  ports." 

A  visit  to  the  receiving  room  showed  the  piles  of 
boxes  from  which  the  hair  was  being  taken  and 
steeped  in  a  bleaching  mixture  of  hydrogen  peroxide 
and  ammonia,  because,  since  all  Chinese  hair  is 
black,  it  is  necessary  to  bleach  it  in  order  to  obtain 
the  correct  tints  of  blonde  and  brown  to  match  the 
tresses  of  western  wearers.  After  bleaching,  the  hair 
is  boiled  in  a  disinfecting  solution  for  two  hours. 

In  another  room  the  hair  thus  treated,  and  after- 
wards dried,  was  being  separated  into  strands  about 
as  thick  as  one's  little  finger,  and  each  strand  tied 
to  the  end  of  a  thin,  round  stick.  The  strand  of 
hair  was  then  twisted  and  afterwards  wound  about 
the  stick  and  firmly  tied.  These  were  made  into 
small  bundles,  subjected  to  another  boiling,  and  then 
dried,  this  latter  process  being  designed  to  secure  a 
permanent  wave. 

The  girls  in  a  third  dcpartmonl  wore  employed 
in  carefully  combing  out  these  dried  strands,  and  by 
moans  of  reels  of  thread  and  fine  wire  weaving  the 
short  hair  into  rolls,  the  longer  into  wavy  strands, 
afterwards  sown  together  to  form  the  fashionable 
chignon,  the  cm-Is  in  the  latter  being  carefully 
brushed  out,  rolled  and  piniu-d  into  place. 

Thi.s  maiuifacturor  states  that  while  a  good  »leal 
of  Furopean  hair  is  im]iorted  for  manufacturing 
purpo.«*es,  the  Oriental  hair  really  should  be  the 
cloanor  of  the  two,  when  so  treated  in  clean  sur- 
roundings, and  under  careful  and  efficient  supervi- 
sion, since  Furojuan  liair  requires  very  little  treat- 
ment to  give  it  tbc  color,  glos^  and  toxtrnv  demanded. 
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Specialization 

Pays  in  Most  Lines 

//  certainly  is  all  important 

in  HAIR   GOODS. 


No  matter  if  you  want  the  latest  in  real 

human    hair,    or    exceptional    values    in 

popular  lines 

LOOK  TO  US 


Everything  That's  Good  in  Barrettes 
Leaders  in  Hair  Nets 

THIS  STAND  FREE 


To  co-operate  with  you  in  making"  a  g"ood  showing  of 
Hair  goods  for  the  Spring"  Trade,  we  will  send  you  /ree 
of  charge  one  of  these  handsome  stands,  for  display 
purposes,  with  an  order  of  $50.00  or  over. 

We  would  sugfgest  the  following"  as  an  order  for  which 
we  could  almost  guarantee  you  a  quick  turnover  on  a 
very  profitable  basis. 


I  doz.  Fluffy  Switches,  assorted  shades,  $15.00 
I  doz.  Wavy  Switches,  assorted  shades, 

$24.00 12.00 

I  doz.  Puff  Curls  (round)  $8.50 4.25 

^  doz.  Puff  Curls  (round)  $12.00 6.00 

I  doz.  Puff  Curls  (crescent)  $12.00.  .  .         6.00 


I  doz.  Human  Hair  Pads $2.00 

I  doz.  Wavy  Human   Hair  Pads 2.00 

1  gross  Silk  Nets,  $4.00 2.00 

2  doz.  Human  Hair  Nets,  No.  300  ....  2.50 

I  doz.  Strand  Barrettes 1.50 

I  doz.  Strand  Barrettes 2.00 


A  Hair  Goods  Section  Pays — Write  us  Now. 

J.   PALMER  &   SON,   LIMITED 

5-7  DE  BRESOLES  ST.  ::  ::  :r  MONTREAL 


Please  mention  The  Revieiv  to   Advertisers'  and  Their  Travelers. 
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Novelties  in  Dress  Trimmings 

Beaded  Effects  Will  Continue  all  Summer  and 
Into  Fall  — Wide  Braids.  Black  and  Magpie, 
Featured  on  Walking  Suits    -  The  New  Buttons 

Beads  of  while  china  are  iiiueh  used  on  llie  chif- 
fon-veiled blouses,  which  will  be  worn  all  Summer 
and  well  on  into  next  Fall,  with  tailored  suits.  The 
cliiiia  beads  are  newer  than  the  porcelain,  lint   IjoHi 


Buttons  of   porcelain   jet   and   turquoise,  with  dress  accessories   to   match.     Coro- 
nation   butterfly   pin.     New   silver    hair    bandeau.      Shown    by   A. 
Weyerstall  &    Co..  Toronto 


kinds  arc  popular.  Coral  beads  in  .small  .sizes  are 
jmt  on  in  precisely  the  .same  way,  that  is,  where  a 
French  knot  would  be  used,  or  In  little  groups  to 
form  a  neat  motif.  The  very  showy,  lieavy  effects 
of  beading  are,  of  course,  reserved  for  evening  gowns 
of  the  more  elaborate  sort,  and  for  reception  dresses. 
Ill  almost  all  ca.<es  where  the  beads  are  used  on  Sum- 
mer waists,  the  peasant  shape  is  seen,  and  the  motifs 
worked  in  round  the  Dutch  neck,  end  cuffless  sleeves, 
the  latter  being  finished  with  piping  of  contrasting 
shade. 

Some  of  the  less  elaborate  beaded 
bandings  will  l)e  u.sed  on  Summer  drc-.^cs, 
and  beads  which  may  safely  be  launder- 
ed are  now  featured  by  import  houses. 
Imitation  headings  on  net  in  form  of 
"l)ands  and  allovers  are  excellently  well 
taken  just  now. 

^^'ide  braids  are  the  trimming  fea- 
ture of  the  Spring  and  Summer  suits,  the 
favored  variety  being  of  light-weight  wool 
silk,  with  black  and  black  and  white  a.s 
the  best  shades. 

The  New  Buttons. 

The  buttons  now  showing  for  suits 
and  dre.s.ses  for  1911  are  nearly  all  to  be 
classed  under  one  of  these  shapes,  the 
glol;)ular,  the  dome,  the  acorn,  and  the 
cylindrical  with  concave  top.  These  are 
very  different  from  the  familiar,  flat  but- 
tons of  recent  pojjularity.  The  former 
come  in  galalith,  celluloid  and  metallic 
effects. 

Transparent,  celluloid  buttons  are  ar- 
ranged for  the  insertion  of  the  fabric  of 
the  suit,  making  a  very  pretty  matched 
effect. 

Flat  buttons  are  still  the  leading  line 
for  long  coats,  with  collar  and  cuffs  of 
contrasting  material,  the  buttons  being 
large,  plain  and  flat,  and  covered  with 
the  same  material  as  collar  and  cuffs.  A 
handsome  novelty  Imtton  from  across  the 
line  is  admirably  adapted  for  wear  with 
the  popular,  rough  tweed  coat.  It  has 
a  large,  shadowy  check  in  full  range  of 
shades. 

Buttons  completely  covered  with  tiny 
beads  of  porcelain,  jet  and  turquoise  com- 
bined  were   amontr  tlio   hand.-^oniest  ac- 


MuUe  ;n  all  lluinun  llftir  .Shit4le(i  to  {oiw  wUh  thv  hair  of  iho  wouror.  the  Not  tx'iint  (juile  inTigiblc  whilst  kiH'i>inK  the  Coiffure  in  plftc«  witiioui  flatt^nii^. 

r>Si/...«     K  20,  Micliiiiii  U  •-'•2.  l.iiriif         K  M.  Kitra  l.iirKo         K  •J4.  AUov.t         li 'Jl<.  Sll|M<rAne 

ROSF.NWALD  BROS.,  Sol«  Maaufactureraand  Patantaet,  London.  Paria  and  Vienna.     M»KentaUoo(eT«nr  kind  of  Hair  Net*.  Hair  Framrs.  HairRolla,  etc 

SoIb  AginiK  for  nanaila     DIECKKllHOKK.  KA1-"KU)KU  *  CO  .  I,iinil.-.l.  Cor  Sim.-oo  and  Wellington  Stu.,  ToronUi.  and  .1»  St    Taul  8t  .  Monlrt-al 
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Latest  Novelties 

Leather  Goods 


Velvet 


SiA 


^jir-   r- 


Belt  of  Embossed  Leather,  with  Elastic,  in  F"loral  Design 


Cord  Handle 

Variety 
of  Designs 


Belt  of  Embossed  Leather  and  Elastic,  studded  with  Steel 


Retails  for  $1,00  Similar  Styles  up  to  $3,50 


We  manufacture  high-grade  Ladies'  Hand  Bags  and 
Gentlemen's  and  Ladies'  Purses  in  all  popular  styles. 

Our  Representatives  will  call  on  you. 


Western  Leather  Goods  Co.,  Limited 

TORONTO 


W.  E.  D.  TIGHE 


GEO.  B    TOYE 


\^*^%^^^^%^^>^>^<^<^j 


A   Profitable    Department 

You  can  add  largely  to  your  profit  and 
induce  a  volume  of  new  trade  to 
your    store     if    you    are    handling 


and    NOTIONS 


Our  lines  are  most  novel  and  attrac- 
tive, comprising  a  wide  range  of 
designs  in  HAT  PINS,  SIDE  COMBS, 
BARRETTES,  BACK  COMBS,  HAIR 
NETS,  EMBROIDERIES,  LACES 
and  TRIMMINGS.  ETC. 

The  profit  accruing  from  selling  the 
full  Code  line  is  a  specially  good  one. 

WRITE  US  TO-DAY  FOR  DETAILS. 

E.  H.  CODE 

223-225  Queen  Street,     -     OTTAWA 


Please  mention  The  Review  to 


THE  Cf)vi8tmas  Zincs    of 

GOLD    MEDAL 

BRAND 

IRISH    LINENS 

for  Table,  Sheetings,  Pillow  Linens,  Diapers, 
Towels  and  Towelling,  Hemstitched  and  Em- 
broidered Bed  Spreads,  Sheets,  Pillow  Cases, 
Toilet  Covers,  Afternoon  Tea  Cloths,  Scarfs, 
etc. 

Manufactured   by 

William  Liddell  &  Co.,  Limited 

BELFAST  IRELAND 

PERFECTION  GIVES  THEM  PRECEDENCE 

Materials,  Texture  and  Workmanship,  as  well 
as  original  designs,  all  add  to  their  distinctive 
quality. 


R.  H.  COSDIE,  ""J 

30  WELLINGTON  ST.  W.        TORONTO 


IRISH  LINEN 
GENCY 


Advertisers  and  Their  Travelers. 
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NO   '/Vl^^/cJ*^    COMPLETE 


©ppenfteimer  $c  after,   ^'  ^m^^xxm-t 

MAKERS  OF  "LA  SUISSE"  EMBROIDERIES 

The  Lace  Goods  Company  Limited 

Selling  Agents  for  Canada  64  Wellington  Street  West.  Toronto 

Our  travellers  are  on  the  road  with  this  line 


Dry  Goods  Review 


FANCY  GOODS,  NOTIONS  AND  TOYS 


43 


44 


FANCY  (lOODS,  NOTIONS  AND  TOYS 


Dry  Goods  Review 


NAIAD 


The  Shieltl  that  Sells 


—UNSEEN— NAIAD  PROTECTS— 
The  increasing  calls  for  the 

NAIAD 
DRESS  SHIELD 

The  Purest  Shield  Made 

is  clear-cut  evidence  that  this  is  the 
shield  every  dealer  should  keep  stocked 
up  with. 

—The  Odorless  Shield, 

— The  Shield  That  Wears. 

— The  Hygienic  Shield. 

—  The  Shield    Easily  Cleaned 

— Contains  No  Rubber. 


The   Shield  that  creates    new 
customers  and  holds  customers. 


A  high-class  shield  at  a  reasonable  cost 
is  what  the  trade  wants,  and  it  is  found 
in  the  "NAIAD." 

The  season  of  w^armer  weather  is  the 
time  of  the  year  when  Dress  Shields 
are  on  largest  call.  Are  you  well  stocked 
with  the  "NAIAD"?     Be  ready. 

Sampio  Book  on  Request. 

Wrinch,  McLaren  &  Co. 

SOLE  CANADIAN  MANUFACTURERS 

77  Wellington  St.  W.,  Toronto,  Can. 


NAIAD 


I  The  Shiolil  that  Pie  "  sos 


ce.s.sorics  for  full  dress  seen  this  Spring.  The  Vjut- 
tons  were  very  slightly  rounded  and  came  in  oval 
and  round  shapes  in  full  range  of  sizes.  Bodice  ac- 
cessories for  beaded  Ijerthe  effect  came  in  style  to 
match  exactly  with  the  buttons.  These  are  really 
advanced  goods  for  Autumn  selling. 

Flat  and  slightly-rounded  crochet  buttons  are 
seen  everywhere.  They  are  now  almost  indispens- 
able as  an  accessory  for  use  on  waists.  Satisfactory 
washing  numbers  have  bone  foundation,  while  others 
are  of  patent  preparation  which  does  not  crack  or 
smell. 


The  New  Toys  are  Interesting 

Character  Dolls   More    Popular    Than    Ever- 
Great  Variety  of  New  Creations  —  The  Aero- 
plane   and    German    Industrial   Processes    Ex- 
ploited —  Animal  Toys  Promise  Well. 

Character  dolls  now  include  lifelike  little  images 
of  the  dress  and  facial  characteristics  of  all  nations. 
Favorites  are  the  haby  doll,  cry-l)aby  and  smiling 
styles,  the  German  madchen,  the  Indian  doll,  both 
Minnehaha  and  Hiawatha,  the  Esquimo  and  the 
\arious  types  of  soldiers  of  all  nations. 

Dolls'  wardrobes  to  go  with  the  more  expensive 
types  include  steamer  trunks,  hats,  belts  and  every 
conceivable  article  of  dress  and  dress  accessory. 

Mechanical  toys  are  seen  in  great  range  of  novel- 
ties. Dynamo  power  is  used  to  run  the  more  ex- 
])ensivc  of  these,  and  almost  all  industrial  occupa- 
tions are  represented.  There  is  the  watcrwheel,  the 
l»laaing  mill,  the  textile  industry,  and  others  too 
iminerous  to  mention.  The  same  small  dj'namo  can 
bo  connected  with  any  of  these  to  run  them.  Ferris 
wheels,  complete  railways,  with  up  and  down-grade 
aiul  full  set  of  signals,  semaphores,  switches,  and,  in 
fact,  every  conceivable  requisite  of  a  real  line. 
'\Ierry-go-rounds,  moving  picture  shows  and  auto- 
mobiles are  among  the  best  and  newest  mechanical 
toys. 

Automobiles  from  fifty  cents  up.  with  power 
irom  a  single  spring  or  from  an  elaborate  engine, 
should  be  a  specially  good  selling  line  in  all  parts 
of  the  country.  Naval  toys  with  self-running  repro- 
ductions of  the  great  liners  and  warships  should 
also  ])rove  very  good.  Aeroplanes  stand  in  a  class 
by  tlicmselvcs.  This  toy  will  see  a  record  sale  for 
C'ln-istnia.s,  ItUI,  and  should  be  secured  on  all  sides, 
as  it  is  bound  to  be  popular,  and  comos  at  all  prices 
from  fifty  cents  up. 

Animal  toys  .*how  a  variety  of  innovations, 
.lacko,  the  new  monkey,  is  as  large  as  a  Teddy  Bear, 
and  has  the  same  style  of  coat.  His  limbs  are  oper- 
ated by  a  com]>licatc(l  string  system,  and  a  clever 
eliild  can  make  him  lojie  along  on  the  sidewalk  in 
a  iiiauuer  deceptively  life-like. 

Teddy  Bears  are.  of  course,  good  a.-^  always,  the 
mull'  styles  aiul  other  novel  departures  from  the  con- 
ventional design  being  well  received. 

Brother  Rabbit,  with  ears  wliich  can  be  worked 
bv  the  insertion  of  the  fingers,  is  another  star  tov. 
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HAIR  FASHIONS  ARE  CALLING 


FOR  THE 


TURBANETTE 


■■'^^mfv 


The  Only  Practical 
Foundation  for  the 
Latest  Modes  of 
HAIR  DRESSING 


n 


Smart  New  Effect  Obtained   With  the  Turbanette 

Like  all  Phoenix  Hair  Goods, 
it  is  lightweight  —  correctly 
shaped — high-class  workman- 
ship— made  of  imported  Mo- 
hair, with  strong  silk  hair 
net  covering. 


We  are  making 
all  kinds  of 
switches^  braids, 
transformations, 
and   clusters  of  ______________ 

an   IvinQS*  Write  at  Once  for  Samples  and  Prices. 

Phoenix  Hair  Goods  Mf^.  Co., 


Front  View  of  the  Turbanette 

The  First  Departments 
to  show  the  Turbanette 
Get  the  BIG  PROFITS 


Manufacturers  of  All  Kinds  of  Hair  Goods  and  Rolls. 


50  W.  Houston  and  153-5-7  Greene  Sts.,  New  York 
Chicago   Office:    708  Medinah   Bld^.,  Leo  Heiman, 

Representative 
Cleveland  Office:  38  Arcade  Bld^..  C.  H.  Deutscb. 

Representative 


Canadian  Representative:  Thompson  Christie,  108  St.  James  Chambers 


TORONTO,  CANADA 


Please  mention  The  Revtew  to   Advertisers  and    I  heir    I  mTelrrs. 
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Scenes  from  Real  Life  Reproduced. 

Solf-nioving  aniinal.s  and  birds  of  tin  and  other 
metals  are,  as  usual,  scon  in  wide  range  of  sizes  and 
prices.  A  Punch  and  Judy  show  proves  very  attrac- 
tive,  as   also   do   the   dancing   sailor,   the   deadbeat 


Excellent  Sale  for  Ribbons. 

Big  sliipnients  of  ribbons  are  being  brought  in 
and  rapidly  passed  on  to  merchants  in  every  part  of 
the  country.  One  Montreal  ribbon  hou.se  reports 
the  sales  for  .January  and  February  alone  as  being 


tramp    the  amusing  convivial  gentleman  returnnig     ^^,^^  ^20,00^  ahead  of  tho.^e  for  the  same  months  of 
home  late  and  not  two  .steady  on  his  pms.     Kemark-  t7>      i    x  ^u  .u  -n         •     u  i 

able  ingenuity  has  resulted  in  the  production  of  these     ^^"^^  ^^ar.    For  last  month  they  will  again  be  several 
toys,  and  all 'sorts  of  little  scenes  from  real  life  are     thousands  m  advance  of  March,  1910. 

As  to  their  intended  vocations  in 
'he  world  of  dre.^s,  these  are  legion. 
In  the  millinery  world  their  place  is 
as-sured.  The  most  exclusive  millin- 
ery artists  of  Paris  are  using  ribbons 
on  many  of  their  models,  in  greater 
or  le.<s  quantity.  Plain  suit  hats  are 
shown  either  with  ribbon  alone  as  a 
uarniture,  or  used  with  straw  or  bead 
ornaments.  Flower  trimmed  hats 
require  ribbon  in  varying  quantities 
as  a  finish.  Floral  toques  have  a 
swathe  or  bow  of  ribbon  as  a  soften- 
ing touch.  A  few  of  the  best-known 
Paris  houses  are  introducing  Sum- 
mer models  which  have  streamers  of 
wide  ribLoii  depending  from  the  un- 
der brim  of  the  hat.  It  is,  perhaps, 
the  increasing  favor  shown  for  rib- 
bon as  a  hat  trimming  that  is  the 
most  encouraging  sign  of  the  ad- 
vance of  the  indastry. 

But  it  is  not  only  for  hat"  that 
ribbon  is  being  bought  in  .such 
enormous  quantities.  Dame  Fashion 
has  decreed  the  return  of  the  sa.^h  in 
one  or  other  of  a  number  of  charm- 
ing variations.  And  nothing,  per- 
haps, has  ever  quite  taken  the  place 
of  ribbon  sashes  in  the  adornment  of 
dainty  Summer  muslins  and  fabrics. 
At  any  rate,  their  turn  in  the  cycle 
of  fa.«hion  is  arriving  again. 

For  these,  all  wide  ribbons,  both 

plain  and  fancy,  are  .celling  well,  to 

be  used  in   either  single   or  double 

girdle  efYects.   knotted   with   rosettes 

or  loops  and  ends  of  varying  length, 

at  the  side  front;  or  finishing  at  the 

back  in  long  loop  and  sash  ends,  or 

in    one   of   the   huge,   flat  Japanese 

bows  similar  to  that  worn  by  "Madame  Butterfly. "' 

This  latter  style,  indeed,  promises  to  have  a  special 

vogue  with  all  high-waisted  and  Empire  effects  in 

gowns,  giving  them  a  most  graceful  and  picturesque 

finish,  which  is  quite  in  keeping  with  present  styles. 

These  efl'ects  are  having  a  marked  influence  on  the 

sale  of  fancy  designs,  which  are  being  demanded  in 

much  larger  quantities  than  in  former  years. 

Then,  again,  ribbovb  are  b^'n.;  much  used  in  the 
wide  widths,  as  hair  bandeaux.  A  recent  photograph 
of  Madame  Paqnin  shows  one  of  these  wide  soft  rib- 
bons swathed  ;;rtistically  about  the  chignon.  Thee 
is  a  hint  that  they  will  bo  in  vogue  during  the  Sum- 
mer as  a  protection  from  the  wind  when  no  hat  is 
worn. 


New.unshaped   juvenile   bells,   metal   belt  pins,   coronation   novelties,   black   and  white 

hatpins,   and   men's  set   of  links  and   tie   clasps.     Shown   by  'Wrinch,   McLaren 

&  Company.  Toronto. 


shown  in  most  convincing  manner.  None  of  the 
numbers  described  arc  particularly  expensive. 

Military  and  horseback  toys  are  seen  in  greatly 
improved  styles.  A  rubber  j)ony  with  boy  rider 
emits  quite  a  startling  whinny  when  squeezed.  This 
is  as  perfect  a  model  of  a  real  horse  as  one  could 
wish  to  see.  The  bucking  broncho,  with  rider,  has 
already  been  introduced  to  our  readers.  It  will 
again  prove  a  fine  seller. 

Specially  noticeable  are  the  toys  which  have  ab- 
.solutely  realistic  voices,  either  human  or  animal. 
These  arc  now  to  be  had  at  popular  ]>rices,  and 
should  bo  ])roforrod  owing  to  their  educative  value. 
They  include  the  duck,  with  a  real  quack,  the  "moo- 
ing" cow,  and  other  barnyard  favorites. 

Merchants  should  find  the  educative  value  of  the 
new  toys  a  splonchd  talking  point  for  their  adver- 
tisements appealing  to  parents. 


Advertising  the  Fancy  Goods  Department 

How  Merchants  Get  Their  Money's  Worth  From  the  Daily  Paper  Adver- 
tisement —  Advantage  of  Counter  Displays  —  Best  Way  to  Advertise  the 
Department  —  Good    Taste    in      Window      Displays  —  Novelty     a     Necessity 


THE  problem  of  keeping  the  notion  and  fancy 
goods  department  of  a  store  up-to-date,  and 
impressing  it  upon  the  public  is  a  more  com- 
plicated one  than  would  at  first  appear. 

This  department  stands  in  a  totally  different  posi- 
tion from  that  of  any  other  in  the  store.  All  others 
can  draw  customers  on  their  own  account  by  offering 
special  attractions  in  the  window  or  in  the  papers 
but  the  fancy  goods  department  alone  can  not  always 
do  this.  The  reason  is,  simply,  that  however  prices 
may  be  cut  or  articles  offered  which  are  specially  at- 
tractive, it  does  not  pay  a  woman  to  make  a  trip  to 
town  or  down  town  to  buy  notions  and  fancy  goods. 

One  exception  to  this  statement  may  be  made. 
Needlework,  according  to  one  expert,  would  still  at- 
tract if  moved  to  the  third  floor.  This  opinion,  by 
the  way,  was  not  concurred  in  by  another  manager, 
but  both  were  agreed  that  the  needlework  would  sell, 
more  or  less,  no  matter  where  put. 

Hence,  it  follows  logically,  that  women  must  re- 
gard this  department  as  important  in  itself  and  come 
to  the  store  on  purpose  to  visit  it. 

Leaving  out  art  needlework,  then,  how  can  the 
retailer,  to  whom  a  properly  managed  notion  de- 
partment is  a  valuable  asset,  make  it  pay  all  the 
time  as  well  as  it  possibly  can  pay? 

The  Wednesday  Notion  Day  Idea. 

Many  firms  have  a  special  day  once  a  week  on 
which  they  boom  their  fancy  goods  and  notions. 
"This  means  that  their  advertisement  must  contain 
special  offerings  in  other  departments,  preferably 
those  in  the  proximity  of  the  notion  counter,  such  as 
dress  accessories,  staples,  etc.,  since  the  notions  alone 
have  not  the  power  to  draw  a  crowd.  It  is  frequently 
■advisable  to  advertise  dressmakers'  findings,  when 
■  cheap  suitings  or  drefs  goods  are  being  offered,  as 
many  who  will  take  these  to  make  up  at  home  will 
buy  the  findings  at  the  same  time  if  encouraged,  by 
a  "special." 

Again,  when  bargains  are  being  offered  near  ])y. 
the  clever  retailer  will  have  some  attractive  feature 
demonstrated  or  very  conspicuously  displayed  on 
the  counter  to  attract  passers-by.  This  "counter" 
attraction  plan  is  a  winning  card,  and  again  and 
again  the  public  are  drawn  by  it.  It  is,  indeed,  the 
point  where  the  notion  and  fancy  goods  department 
gets  its  best  chance  to  be  a  paying  asset  to  the  retail- 
er. 

Very  few  women  think  of  buying  the  odds  and 
ends  when  they  go  shopping.  Rather,  they  see  them 
and  are  attracted  by  them.  This  is  not  always  true, 
of  course,  in  the  case  of  necessities,  but  it  is  invari- 
ably true  of  absolutely  new  inventions,  out  of  which 
so  much  gain  may  be  had,  and  of  most  fancy  arti- 
•cles  for  the  hair  and  needlework  novelties. 

The  Frequency  of  the  Daily  Paper  Ad. 

Few  firms,  however  large,  advertise  thi'^  denart- 
ment  in  the  daily  paper  more  than  twice  or  three 


times  a  week.  Monday,  "Wednesday  and  Friday  were 
used  by  one  firm.,  the  last  because  it  is  "bargain  day." 
But  it  is  not  found  necessary  to  write  up  special 
attractions  on  Friday  as  the  crowd  in  the  store  natur- 
ally drifts  past  the  counter  and  clever  display  proves 
better  than  many  ads. 

Hence,  in  the  case  of  rnost  firms,  even  those  do- 
ing a  very  large  business,  the  matter  resolves  itself 
into  a  twice-a-week  advertisement  inserted  on  days 
when  other  special  offerings  form  a  big  attraction. 
Smaller  firms  may  well  advertise  only  once  a  week, 
but  most  retailers  will  agree  that  the  ad.  should  not 
be  merely  spasmodic  if  the  best  results  are  to  follow. 
Nor  should  it  by  any  means  be  inserted  when  no 
other  attraction  in  particular  is  offered,  as  women 
will  .scarcely  come  in  for  notions  and  fancy  goods 
only. 

What  the  Ad.  Should  Emphasize. 

Merchants  and  department  heads  agree  that  the 
notion,  smallwares  and  hair  goods  advertisement 
should  not  particularly'  emphasize  price,  especially 
if  the  article  offered  is  but  a  few  cents  in  any  case. 
When  only  one  thing  of  a  kind  is  bought,  most 
women  are  not  greatly  interested  in  a  price  differ- 
ence of  two  cents.  But  they  are  interested  in  a 
convenient  novelty  or  in  an  offering  of  specially 
grouped  findings  amounting  to  a  decent  sum  and 
somewhat  marked  down.  Selling  in  this  way  saves 
labor  and  helps  to  clear  out  stock  which  may  be 
sticking. 

Use  of  the  Window. 

Great  importance  is  attached  to  this  display  asset. 
Again  and  again  the  insertion  of  some  novelty  in 
the  lines  under  discu.ssion  in  a  window  devoted  to 
staples  has  been  productive  of  a  ru.sh  to  the  notion 
department.  This  was  due  to  the  fact  that  person;, 
entering  the  store  on  other  errands  ob.served  the 
window,  appraised  the  article  and  resolved  to  .see  it. 
Of  course  a  reasonable  fitness  must  be  observed,  and 
no  retailer  on  earth  needs  to  be  told  not  to  display 
a  new  brown  hair  pad  against  a  new  brown  suiting. 

The  connection  of  ideas  is  important,  and  a  dis- 
play of  dressy  combs  along  with  evening  fabrics  has 
Iteen  recommended  for  mixed  windows.  The  fan  is, 
of  course,  a  favorite  fanc}-  article  for  display  pur- 
poses. Buttons  also  work  in  well,  as  do  a  host  of 
other  smallwares. 

Every  once  in  a  while  the  merchant  who  washes 
to  keep  up  public  confidence  in  his  up-to-daten&ss 
will  make  a  special  window  feature  of  fancy  goods 
and  notions.  He  will  be  more  than  repaid  in  the 
end  by  the  confidence  in  the  freshness  of  his  stock 
and  methods,  which  this  will  create. 

So  highly  do  city  stores  appreciate  this  fact  that 
one  of  them  gave  a  window  to  smallwares  during  the 
holiday  season.  The  articles  displayed  had  taken 
weeks  to  plan  and  arrange,  and  the  whole  was  a 
floral  effect  of  amazing  ingenuity.  It  attracted 
crowds,   night  after  night. 
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Dry  Goods  Review 


New 

Neckwear 

For  Big 

Business 


THE   "QUAKER   GIRL" 
DUTCH  COLLAR 

With  the  present  season  the  popular  Dutch 
Collar  has  taken  on  a  new  beauty  under 
the  skilled  hands  of  our  designers. 

Following  the  general  lines  of  the  year's  styles,  we 
have  developed  some  most  fascinating  designs,  from 
which  the  collar  illustrated  is  selected. 


OUR  FISCHU  COLLAR 

Perfectly  new  and  gracefully  com- 
bining the  low  throat  and  jabot 
effects,  our  Fischu  Collars  promise 
to  give  a  strong  selling  line  for  the 
Summer  season.  It  is  modelled  on 
styles  from  Paris  and  London,  and 
is  certain  of  an  enthusiastic  re- 
ception from  your  customers.  The 
range  of  designs  is  in  the  hands  of 
our  travellers,  and  will  please  you. 

SAMPLES  NOW  BEING 
SHOWN 


Ladies^  Wear,  Limited 


F.  P.  EVANS, 

•^resident 


Toronto 


W.  F.  GOFORTH, 

Vice-Pre»ident 


Please  mention  The  Rczneiv  to  Advertisers  and  Their  Travelers. 
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The  New  Summer  Neckwear 

Novel    Collars    and    Fichus  —  Separate    and 

Attached  Jabots — Helen  and  Coral  Pinks  are 

Prominent  in  the  Popular  Color  Range. 


O 


BSERVATION  of  the  neckwear  market  dur- 
ing the  last  few  weeks  has  led  to  the  uni- 
versally accepted  conclusion  that  this  is  to 
be  a  record  season  in  this  line.  As  usual, 
this  fact  may  be  attributed  to  the  clever  and  attrac- 
tive new  features  which  the  manufacturers  have 
brought  forward  and  given  sea.'^onable  publicity. 
The  immediate  result  has  been  exceptionally  early 
sales  of  wash  and  lingerie  ne(!kvvear,  usually  held 
back  till  after  Easter.  This  year,  supply  and  de- 
mand met  half  way  in  bringing  about  the  early 
season,  and,  as  it  has  proved  an  unmitigated  suc- 
cess, all  prospects  are  bright  for  a  splendid  Summer 
trade. 


Satin  Sailor  Collars  and  Cuffs. 

A  notable  feature  of  this  season  is  the  variety  of 
fabrics  used  in  the  construction  of  collars  and  jabots, 
particularly  of  the  former.  Side  by  side  with  the 
sailor  or  Dutch  collar  of  lingerie  may  be  seen  the 
black  or  navy  collar  of  satin,  with  trimmings  of 
check  or  stripe  of  self,  with  white,  and  long  flowing 
tie  to  match.  Some  houses  show  a  full  range  of 
colors,  bvit  the  shades  above  mentioned  are  favorites. 

Collar  and  cuff  sets,  with  shepherd's  check  and 
pin  stripe  trimmings  on  self-colored  satin  in  dark 
shades  are  particularly  good.  Summer  coats  will 
be  brightened  by  this  handy  accessory.  It  is  also 
specially  adapted  to  the  new  designs  in  gowns,  which 
show  so  many  surplice  waists  and  three-quarter  or 
eUiow  sleeves. 


The  Quaker  Girl  Collar. 

Another  variation  on  the  popular  Dutch  and 
sailor  effects  is  the  collar  which  derives  its  name 
from  a  play  recently  produced  in  London.  A 
charming,  Priscilla-like  collar,  with  somewhat  low 
cut,  was  worn  by  the  leading  lady,  and  has  since 
leaped  into  public  favor.  This  collar  features  an 
attached  bow,  or  jabot,  and  black  and  white  com- 
binations in  the  form  of  pin  stripes  or  dots  as  a 
broad  hem  on  the  plain  white  lawn  collar.  The  bow 
or  jabot  is  trimmed  with  the  same. 

A  special  feature  of  this  collar  is  the  wide  space 
in  front,  forming  an  obtuse  angle,  and  in  some  cases 
almost  a  straight  line,  the  space  being  filled  by  the 
large  bow. 


The  Vogue  of  Fichu  Collars. 

The  widespread  tendency  toward  the  Revolution 
style  in  dre-ss  helps  to  emphasize  the  popularity  of 
the  novel  fichus  and  fichu  sailor  and  Dutch  collars 
which  have  appeared  this  season.  The  more  ex- 
treme effects  will  certainly  be  shown  by  all  up-to- 
date  retailers,  and  a  ready  sale  is  said  to  be  found 
for  a  limited  number,  but  the  clever  adaptations  in 
practical  styles  now  offered  by  all  neckwear  houses 
will  prove  the  best  money-makers. 
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Net   fichu,   shown  by   F.   C.  Daniel  Co..   Toronto. 

One  of  the  latter  kind  is  designed  for  wear  on 
a  surplice  waist.  It  consists  of  folded  net,  mull  or 
muslin,  with  trimmings  of  lace  and  embroidery 
medallions.  One  end  is  more  elaborate  and  longer 
than  the  other,  being  intended  for  the  lapped-over 
side  of  the  waist,  while  the  other  passes  beneath. 

Another  type  of  fichu  is  the"  "citoyenne,"  which 
lias  ends  coming  below  the  waist-line.  A  more 
familiar  style,  however,  is  the  fichu  sailor  or  Dutch 
collar,  so-called  because  of  the  jabotrlike  ends  at- 
tached to  the  collar  on  both  sides  in  front,  .and 
usually  made  into  a  four-in-hand,  crossed  and  pinned 
in  place,  or  simply  looped  one  over  the  other. 
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Practically  all  sorts  of  materials  are  used  in  the 
above,  nets,  mulls,  muslins,  lawns,  all-over  Swisses 
of  white,  with  tiny  black  figure,  and  magpie-striped 
effects  as  trimmings.  Occasional  touches  of  color,  in 
embroidery  or  pipings,  are  seen. 


Trouville  and  Other  Tailored  Collars. 

The  Trouville  or  tennis  collar,  with  its  low  front, 
for  Summer  wear,  is  now  the  most  popular  of  tlie 
stiff'  lines.  Fine  sales  have  been  made  in  the  west 
and  in  British  Columbia.  It  is  a  collar  specirilly 
appealing  to  the  dresser  who  affects  English  styles, 
which  are  now  acknowledged  leaders  for  out-of- 
doors  and  sporting  wear. 


But  many  separate  numbers  are  also  taken.  Lawn 
tabs  with  tiny  embroideries  on  the  ends,  and  show- 
ing considerable  length,  are  the  most  favored  jabot 
for  tlie  tennis  or  Trouville  collars. 

Plain,  pleated  effects,  which  launder  readily, 
are  selling  well  at  present.  Medium  sizes  are  pre- 
ferred,  and   materials   are  usually   lawn    and   lace, 


Jabot    in    chiffon   ribbon,   edged.      Shown   by 
Forth,   Potter  &   Co.,  Toronto. 

Hunting  .stocks  are  selling  fairly  well,  and  a  vu'y 
mannish  style  of  soft  stock  with  long  ends  siiows  \m\ 
stripes,  tiny  dots  and  the  usual  range  of  mannish 
patterns.  This  is  an  excellent  seller  with  town  and 
citv  trade. 

Jabots,  Separate  and  Attached. 

While  many  numbers  now  show  collar  with  jabul 
to  match  attached,  and  others  of  the  fichu  type  are  in 
one  piece,  the  separate  jabot  is  also  widely  asked  foi'. 

Tab  jabots  of  embroidery  or  lace  for  Dutch  or 
stand-uj),  turn-down  collars  are  the  smallest  of  all. 
Attached  numbers  are  part  of  a  fine,  sheer  lawn 
stock,  unstiffened  and  mounted  on  a  card,  showing 
verv  elegant  Swiss  embroideries  and  lace  and  em- 
broidery elTects.  Tab  jabots  arc  also  soon  in  double 
or  triple  cfTcct  as  ]>arl  of  the   l>ulcli  collar  of  lace. 


'!^!^^^Awi.^.y^^j^-^^^FS^^y^^^^-y-ff^ 


Marquisette    band    in    old-lace    color,    embroidered   in    grey    and 
black.     Shown   by   R.    H.   Cosbie.   Toronto. 

though  nets  have  been  excellent  for  Easter  trade, 
and  embroideries  are  also  good. 


Narrow  Guipure  Edgings. 

Special  mention  may  be  made  of  the  narrow 
guipure  edgings,  used  both  on  collars  and  jabots, 
which  are  being  featured  by  high-class  manufac- 
turers and  taken  by  the  trade  as  a  number  calculated 
to  appeal  to  fastidious  women. 


Belt  and   bow   in   black  and  white  effect, 
by   K.   C.   Daniel   Co. 


Shown 


These  collars  and  jabots  have  a  neatness  and 
style  of  their  own.  and  may  admit  of  any  degree  of 
elalioration  as  the  guipure  edge  combines  well  with 

cinliroiderv   and  other   laee;?. 
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Neckwear  That  is  Different 

These  lines  are  absolutely  new,  the  Dutch  Collars  and  Jabots  being  embroidered  in  one  piece. 


J  264.     $10.00  per  dozen. 


C  214.     4.50  per  dozen. 


A  235.    $4.00  per  dozen. 


<> 


V4  202      $3.75  per  dozen 


BRANCHES 

Vancouver  -  Mercantile  Bldg. 

Winnipeg  -  Hammond  Bldg. 

Monlreal  -  -  -      Birks'  Bldg. 

Quebec     -  -  68  St.  Joseph  St. 


C  171.     $6.00  per  dozen. 


A.  T.  Reid  Co.,  Limited 

N.B.— Sole  Canadian  Selling  Rights  for  Featherbone  TORONTO 

Please  mention   The   Reviezv  to    Advertisers  and  Their  Travelers. 
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THE   GLOVE  HOUSE  OF   CANADA 


dm 


PERRIN    GLOVES 
FOR  EASTER 


Keep  Your  Stocks  Well  Assorted 
Use  Our  Facilities. 

No  matter  what  your  Glove  wants  may  be, 
long  or  short  Gloves,  we  stand  ready  to  help 
you.  Perrin  Gloves  are  continuously  advertised 
to  your  customers.  Pull  with  the  stream — sell 
Perrin  Gloves  for  profit  and  satisfaction. 


PERRIN  FRERES  &  CIE., 


k 


28  VICTORIA  SQUARE 


MONTREAL 


>X 


ill 


W  l^TT-T? 
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Marquisette  for  Collars  and  Jabots. 

A  strong  note  of  the  new  neckwear  i.s  the  collar 
and  jabot  of  cotton  marquisette,  trimmed  with  lace, 
and,  perhaps,  embroidery  motifs.  This  fabric  is  at 
present  as  hard  to  get  as  it  is  popular,  but  leading 
neckwear  houses  have  secured  a  working  supply  and 
the  forehanded  merchant  will  do  well  to  take  it  while 
he  can  get  it.  There  is  no  doubt  whatever  that  it 
is  the  great  wash  fabric  for  1911.  Recently  a  de- 
partment store  showed  a  quantity  and  was  sold  out 


Band  of  Black  Brussels  Net  Embroidered  in  'White  S!lk,  in  Bead 
and  Bugle  effect.     Shown  by  R.  H.  Cosbie  Toronto- 

of  it  before  the  head  of  the  department  had  time  to 
think.  This  store  has  ordered  more  and  will  shortly 
be  able  to  show  the  goods  again.  Meanwhile  cus- 
tomers wait  impatiently.  In  the  case  of  a  fabric  so 
much  wanted,  dress  accessories  of  the  same  are  sure 
to  be  in  demand. 

The  dainty  sheer  effect  of  these  articles  cannot 
be  over-estimated,  no  wash  fabric  having  before  been 
produced  to  equal  them.  Color  touches  in  pipings 
are  very  prominent  on  these  numbers. 


Popular  Color  Touches. 

Dress  accessories  of  all  kinds  are  showing  touches 
of  color  on  the  pravailing  white  or  ecru.  Collars 
and  jabots,  chemisettes  and  yokes  of  net  and  lace, 
have  pipings  of  bright  shades. 

Helen  pink  is  competing  with  coral  for  first 
place  in  these  lines.  The  former  is  between  an  old 
rose  and  cerise,  the  latter  the  well-known  pink  shade 
of  coral.  American  Beauty  rose  shade  is  al,-io  fea- 
tured by  many  firms,  as  is  the  French  cerise,  and 
the  coronation  shade.  But  of  the  lot  the  strength 
lies  with  the  first  two.  Some  talk  of  ox-blood  shades 
of  red  lias  been  drifting  from  abroad,  via  New  York, 
but  so  far  not  shown  here. 

Besides  tliese  popular  pinks,  navy  blue,  green, 
and  lilack  arc  much  soon,  (he  last  lieing,  of  course, 
the  best.  Biscuit  shades  arc  much  spoken  of  abroad, 
and  may  well  be  expected  when  the  coronation  is 
over  and  the  magpie  rage  somewhat  abated.  At 
present,  however,  there  is  no  sign  of  a  falling  off 
for  popularity  on  the  card.     New  York  has  been  foa- 


Pilet  Antique  and  Venise  Lace     Shown  by  R.  H.  Cosbie.  Toronto. 

taring  it  for  some  time,  and  it  is  now  coming  in  a 
variety  of  fresh  and  beautiful  effects. 

Turquoise  is  said  to  be  the    next    color    starred 
in  the  black  and  white  effects,  which  are  very  strong. 


Ruchings  Which  Will  Sell. 

The  ruching  situation  to-day  is  dominated  by  the 
plain  satin  fold  of  black,  white  or  color,  with  fold 
of  metallic  fabric,  gold,  silver  or  color.  Of  the  regu- 
lar ruching  lines,  widow's  ruches  sell  best,  and  are 
next  to  the  fold  effects  in  popularity.  White  and 
black  and  white  are  specially  good  in  the  former. 

A  very  attractive  line  of  recently-imported  Helen 
pinks  and  coral  pinks  in  satin  folds,  backed  with  fold 
of  metallic  tissue,  are  now  being  put  on  the  market 
by  a  well-known  house.  They  should  be  a  prompt 
success  wherever  offered.  Another  novelty  offered 
by  the  same  house  is  a  very  close-pleat  marquisette 
ruching  in  all  the  new  shades. 

An  enterprising  manufacturer  has  secured  a  line 


of  pearls  for  edging  the  tops  of  collars.  These  come 
in  all  the  new  shades.  This  house  is  also  showing 
coral  beads  for  the  same  purpose.  An  improved  line 
of  pearls,  which  are  flat  on  one  side,  making  the  ad- 
justment nuu'o  porfoct.  is  now  to  bo  had.  This  par- 
ticular stylo  of  nock  finish  is  considered  excellent 
form  In-  careful  dres.'^ers. 

Cord  ruchings  are  beginning  to  gain  more 
strength,  and  considerable  selling  has  been  done  in 
the  last  few  weeks.  They  are  better  thought  of  than 
for  a  long  time,  and  are  offered  in  the  new  shades 
and  in  gilt  and  silver. 
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WHAT  YOU  NEED 

TO  INCREASE  YOUR  UMBRELLA  SALES  IS 

|h^«BROPHEY" 

SUIT  CASE  UMBRELLA 

(BEEHLER  PATENT) 


This  is  a  new  feature  in  umbrella  buying,  getting  a 
folding  suit  case  umbrella  with  "  detachable  handle  " 
at  the  price  of  an  ordinary  one.  When  folded  will  go 
into  a  24-inch  suit  case  diagonally. 

IT  IS  SIMPLE,  IT  IS  STRONG 


Folded  ready  for  suit  case. 


Can  be  retailed  at  $1.50  and  upwards.  Our  travellers  are  now  on  the  road  for 
Spring;  ask  them  to  show  you  this  "wonderful"  umbrella,  or  write  us  for  samples, 
naming  prices   you  wish  to  retail  them  at.     Made  in  both  ladies'  and  men's  styles. 


THE  BROPHEY  UMBRELLA  COMPANY,  Limited 

MAKERS  OF  UMBRELLAS,  PARASOLS  AND  SUSPENDERS 

11  DUNCAN  ST.,  TORONTO,  ONT. 


Ivory  Buttons 

For  Dry  Goods 

and 

Department  Stores, 
Cloak  and  Suit  Manufacturers, 

and 

Makers  of  Men's  Wear. 

The  patterns  are  artistic  and  are  made  in 
a  wide  range  of  correct  colors. 

Write  us  for  Samples 

Rochester  Button  Co. 

ROCHESTER,    N.Y. 


Toronto  Representative: 

FRANK  GOUDY 
64  Wellinifton  St.  West 


Montreal  Representative  : 
G.  W.  LAV/SON 
210  St.  James  Street 


=Hair  Nets=r 


•*HOLD   TIGHT*   No.   43 

SELF  ADJUSTABLE,    REQUIRES    NO    PINS 
The    only    Net   which    deserves  the    name   or   to    be 

called  "Self  Adjustable." 
Made    of    Real    Human    Hair    in   all   shades,  shapes 

and  sizes. 
"HOLD  TIGHT"  No.  25,  31  and  37  require   only   two 

pins  to  keep  them  in  place.     Made  in  cape  shape. 

Let  us  send  you  samplBS  and  quote  pricea 

LEOPOLD  PFEIFFER.  Vienna  VIII 

The  Greatest  Austrian  Hair  Net  Manufacturer 

Sole  Representative  for  U  S.A.,  ADOLF  KLAR 

595  Broadway,  New  York 

Sole  Representative  for  Canada,  ERNEST  EKSTEIN 

43  St.  Sacrament  St.,  Montreal 


Please  mention  The  Review  to   Adz'ertisers  atid  Their  Trar/elers. 


56 


DRESS    ACCESSORIES 


Dry   Goods  Review. 


The  New  Neckbands. 

Very  dainty  indeed  are  .some  of  the  neckbands, 
u^^ually  of  velvet,  which  the  vofi;ue  of  the  collarless 
neck  has  brought  in  its  train.  ]51ack  velvet  of  %-in. 
or  1-in.  width  is  preferred,  usually  showing  fancy 
beading  of  jet,  coral,  .steel  or  turciuoise. 

One  very  pretty  specimen  had  black  and  gold 
solid-beaded  plaques  at  intervals,   with   festoons  of 


Black  Brjissels  Net  Allover.  beaded  wth  chalk-white  beads  and  striped 
with  silver  thread  embroidery.     Shown  by  R.  H.  Cosbie.  Toronto. 

the   sanu'   tiny    beads   between.      Another   had  steel 
beading,  with  touch  of  coral ;  another  turquoise. 

Very  small  roses  of  ribbon  embroidery,  with 
trail  of  foliage  between,  looked  extremely  pretty  on 
a  navy  blue  neckband.  Still  another  sort  of  band 
was  finished  with  knife-pleated  frill  of  lace,  and  had 
de{)endent  ball  and  cord  of  satin  falling  from  small 
twin  roses  of  same  where  the  band  fastened  at  the 
back 


Scarves    and   Veilings 

Chenille  Dots  and  Filet  Meshes  Lead—  Malines 

Selling    Well  — Lace    Veils    Again     Popular  — 

Motor  Veils  in  New  Shades. 

Chenille  dots  strike  the  new  keynote  of  the  veil- 
ing situation.  Very  fine,  dainty  mc.'^hes,  with  deli- 
cate threads  and  tiny  chenille  dots  at  close  intervals 
are  characteristic  of  the  new  importations.  These 
veils  are  particularly  attractive  after  the  grotesque 
patterns  seen  not  long  ago,  none  of  which  had  any 
great  run  in  this  country.  Great  variety  from  which 
to  .select  is  ]jre.sented,  the  variation  usually  being  in 
the  ground  mesh  and  arrangement  of  the  dot. 

Filet  meshes  are  the  higli  .style  feature,  with  sha- 
dow octagons,  diamonds  and  round  meshes  en  suite. 
Some  irregular,  cobwebby  effects  were  very  pretty 
with  the  chenille  dot. 

Wliile  black  is  the  leading  color,  black  and  white 
combinations  are  coming  forward  more  prominently, 
and  colors  are  shown  in  full  range  of  dark  shades. 

Veils  of  lace  for  Summer  wear  have  small  and 
dainty  patterns  at  the  lower  edge.  Thc.*e  veils  are 
said  to  be  booked  for  greater  popidarity  than  before. 
Black  and  white  are  the  leading  shades. 

Motor  veils  show  great  variety  in  color  and  style 
and  a  wide  range  of  prices.  All  the  new  shades,  in- 
cluding Helen  pink,  tlie  new  pale  greens,  and  coral, 
may  be  had  at  various  rates  according  to  quality. 

Large  square  scarfs  for  evening  wear  are  worn 
shawl-fa.s-hion,  and  almost  constitute  a  gown  in  them- 


selves. These  .scarf.s  are  very  high-class  articles, 
usually  of  French  importation,  with  large  floral  or 
Oriental  borders  in  most  exquisite  colorings.  They 
arc  worth  every  cent  of  the  rea.sonable  price  asked 
for  them,  and  every  merchant  should  possess  some, 
as  they  are  a  valuable  display  article. 

Silk  and  satin  .^carfs,  especially  Paquinettes  and 
fringed  evening  scarfs,  are  selling  well  for  Spring 
wear.    The  revival  of  the  former,  anticipated  by  The 


Trpical  Veiling*  for  the  coming  season,  showing  Filet  Mesh,  Cob- 
web Ground  and  Chenille  Dots.     From  Sanderson's  Limited. 

Dry  Goods  Review,  has  taken  place,  but  so  far  seems 
to  be  chiefly  metropolitan.  Fnterprising  manufac- 
turers are  now  offering  a  very  reasonably-priced 
satin  Paquinette,  designed  especially  for  popular 
trade,  while  in  itself  a  handsome  article.  Many 
chiffon  scarfs,  plain  and  beaded  or  dew-spotted,  and 
nets  in  same  styles,  are  made  up  with  tassels  after 
the  Paquinette  pattern. 


Lace  and  Embroidery  News 

Bulgarian  Embroideries  on  New  Blouses  — 
Heavy  Linen  Cluny  Laces  Veiled  with  Chiffon 
for  Blouses — Filet  Mesh  Bandings  and  All-overs 

At  present,  the  sets  of  white  embroideries,  con- 
sisting of  all-overs,  bandings  and  flounces,  are  the 
prominent  feature  in  embroideries.  Lacy  effects  are 
nuich  wanted,  and  the  higher  cla.<s  lines  abound 
with  lace  and  embroidery  combination  elYects.  It 
has  been  found  that  the  4.">  in.  flounce  cuts  to  ad- 
mirable advantage,  and  the  making  up  trade  is  speci- 
alh'  favorable  to  the  wide  pieces,  owing  to  the  im- 
mense .'^aving  per  dozen  in  cutting. 
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This   Guarantee  is   given  with    each   pair  of  Gloves  bearing 
our  name : 


m 


"^TThe  Sign  of  hhe  Guaranheed  Glovej 


Guarantee 


"This  pair  of  OJoves  is  gvioranheed  ho  give  enhire  sahsf achon.Should 
it  prove  defecHve  in  mahenal  or  stitching.we  will  repair  or  replace 
eomtf  if  yoti  wilt  rehurn  t'hem  ho  us  with  hhis  tickeh 

The  Robert  Ryan  Co.. 

Thrcc    Rivers,  Que. 

l^fThe  Sign  of  hhe  Guaranheed  Glovej)*" 


0 


IT  IS  NOT  W^HOLLY  DUE  TO  THIS  ABSOLUTE 
GUARANTEE  THAT 

Ryan  Guaranteed  Gloves 


are  becoming  the  standard  of  the  trade,  but  as  well 
from 

^nifaersial  tICrabe  i^ecognitton 

of  the  fact  that  this  guarantee  is  possible  from  and 
is  made  upon  their 

(J^ualitp  anb  jWerit 

This  quality  and  merit  is  due  to  a  perfectly  equipped 
and  organized  plant.  Use  of  none  but  best  material 
and  highest  class  of  workmanship. 

Sold  By  Leading  Wholesalers  Throughout  Canada 


The  Robert  Ryan  Company 

THREE  RIVERS,  P.Q. 
E.  H,  Walsh  &  CO.,  Selling  Agents,  Toronto,  Ont. 

BRANCH  OFFICES:   MONTREAL,  WINNIPEG,  VANCOUVER  ^ 


Please  moition   The  Revieiv  to      Advertisers  and  Their  Travelers. 
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Dry  Goods  Revievj 


Bulgarian  embroideries  on  marquisette  in  solid 
color  effects  strike  a  style  note  of  the  new  blouses. 
All  veiled  effects  are  specially  good,  and  on  this  ac- 
count ninon  should  be  a  selling  line  all  summer. 
Chiffon  over  Cluny  lace  is  a  blouse  effect  much  want- 
ed, calling  for  the  use  of  the  heavy  linen  thread  lace 
in  fine  quality  lines.  Beads  will  be  wanted  for  the 
finishing  touch  on  such  blouses,  and  the  merchant 
who  stocks  such  goods  should  stock  them  also. 


Small  Patterned  All-over  Laces. 

All-over  laces  and  nets  in  washable  lines  have 
been  enjoying  excellent  demand.  Embroidered  nets 
with  tiny  figures  in  white  and  ecru,  are  among  the 
style  preferred.  The  universal  use  of  a  yoke  and 
undersleeves  in  the  new  dresses  is  largely  responsible 
for  this  vogue. 

Small  patterns  are  greatly  preferred  at  present, 
both  in  laces  and  nets.  Excellent  staple  lines  are 
the  Brussels,  plain  and  fancy  and  with  real  or  simu- 
lated tucking.  High  class  numbers  have  embroidery 
in  porcelain  bead  effect,  usually  in  discs  and  whorls. 

All-over  Valenciennes  is  again  very  good,  especi- 
ally in  the  smaller,  daintier  patterns. 

Indian  embroidery  on  white  was  mentioned  as 
one  of  the  best  selling  lines  for  trimming  purposes. 

Filet  mesh  laces  in  all-overs,  bandings,  etc.,  are 
featured  on  summer  dresses  of  sheer  marquisette 
and  voile,  very  deep  bands  being  used  to  finish  the 
skirt  below  the  tunic,  so  generally  worn,  and  just 
above  the  hem. 

For  silk  dresses,  particularly  in  darker  shades, 
nothing  in  the  whole  range  of  laces  pleases  better 
than  do  the  Point  de  Venise  all-overs  and  bandings. 
The  latter  have  been  much  taken  by  the  millinery 
trade  as  well. 


A  Revival  of  Battenberg. 

At  present  there  are  strong  indications  pointing 
to  a  revival  of  Battenberg  laces  once  so  popular.  In 
every  line  of  merchandise  Rennaisance  ideas  and  de- 
signs have  been  represented,  and  these  showy  laces 
have  already  appeared  in  quantity  on  the  new  mil- 
linery. 

Neckwear  lines  are  also  taking  this  lace  up,  and 
prospects  all  round  point  to  a  return  of  the  effective 
braid  laces.  Nothing  could  be  more  desirable,  for 
there  is  good  money  for  the  retailer  in  handling  the 
materials  from  whicli  these  "home-made"  laces  are 
wrought. 

Irish  crochet  is  a  leading  line.  Small  wheel 
motifs,  trim  waists  and  neckwear  and  buttons  of 
Irish  crochet  are  everywhere  in  use  on  blouses. 
Jabots  of  this  lace  sold  well  at  a  fairly  high  figure. 

Baby  Irish  is  strong,  in  all-overs  especially. 

Chantilly  in  all  forms  is  very  good. 

Spanish  laces  are  a  high-class  line. 

Guipure  in  all  forms  is  selling  well. 

Point  d'esprit  is  said  to  be  about  to  return  to  pub- 
lic favor  in  greater  demand  than  for  a  long  time. 


Tunics  and  Over  Dresses  in  Beaded  Effect. 

Tlic  vogue  of  the  fancy  overdress  is  in  no  wise  on 
the    decline,    and    Sunimor    stylos    provide    for  the 


adaptation  of  these  elaborate  finishings  for  both  day 
and  evening  gowns,  in  styles  which  embrace  every 
feature  of  the  popular  tinselled  and  beaded  transpar- 
ent materials.  While  these  materials  are  being  sold 
in  infinite  variety  by  the  yard,  .some  exquisite  novel- 
ties are  being  brought  into  the  country  direct  from 
the  hands  of  the  Paris  designers.  These  sell  whole- 
.<ale  at  from  .$25  and  up. 

Among  those  being  sold  now  was  a  gown  of  fine 
black  net  formed  on  clinging  lines  and  finishing  with 
straps  over  the  shoulder,  richly  embroidered  witli 
green  beads,  and  trimmed  with  black  passementerie. 
A  ninon  gown  in  one  of  the  new,  dark  blue  tone 
offers  a  striking  and  fashionable  confection  in  dark 
blue  and  coral  beads.  Beads  are  the  principal  fea- 
tures of  all  these  gowns.  No  matter  how  filmy  the 
material,  it  is  heavy  with  beads,  in  all  sorts  of  com- 
binations. The  use  of  the  tiny  white  china  beads 
and  of  coral,  in  all  sizes,  and  on  all  sorts  of  dark- 
toned  materials,  is  especially  noticeable. 

Metallic  effects  are  freely  used,  and  one  of  the 
richest  designs  shown  is  of  black  material  with  silver 
embroidery,  the  deeply  scalloped  lower  edge  of  the 
skirt  portion  being  a  massed  design  of  silver  sequins. 

Besides  the  very  decollete  effects  with  mere  shoul- 
der straps,  a  number  of  these  gowns  are  shown  with 
the  fashionable  kimona  sleeve. 

Some  New  Styles  in  Hat  Pins. 

A  coral  and  pearl  set  hat  pin  in  large  round 
shaped  and  massed  effects,  of  small  jewels,  all  the 
same  size  was  much  admired.  A  novelty  consisted 
of  the  same  set  in  the  middle  of  a  mother-o'-pearl 
plaque,  slightly  convex  in  shape.  This  made  a  very 
large  handsome  pin. 

Filigree  set  with  rhinestones  and  backed  by 
black  velvet  was  one  of  the  prettiest  styles  offered. 
Many  other  filigree  effects  were  seen,  usually  in 
silver. 

Rhinestones  continue  to  be  excellent,  though 
more  elaborate  styles  of  setting  and  fewer  massed 
effects  are  seen.  Emeralds  and  sapphires  are  good 
when  used  in  combination  with  rhinestones.  Single 
large  pearls,  small  pearls  with  rhinc-^tones  and  mas.«- 
ed,  round  effects  in  small  pearls  will  be  splendid  sel- 
lers this  summer.  Pearls  are  offered,  iis  usual,  in  al- 
most all  light  colors. 

The  Ivory  Bag. 

Dame  Fashion's  latest  contribution  to  the  world 
of  bags,  is  known  as  the  Ivory  bag,  and  is  sold  in 
velvet  and  suede.  Velvet  bags  are.  of  course,  the 
rage  just  now  and  the  demand  for  them  has  been 
enormous.  Round,  square  and  oblong,  with  vari- 
styled  nioimts,  nil  have  had  their  share  of  attention. 
The  new  design  is  square  at  the  bottom,  the  frame 
finishing  in  a  high  peak  at  the  top,  which  allows  the 
bag  to  open  widely,  and  is  fitted  with  a  coin  purse 
and  ]>ockct  inside.  The  velvet  varieties  come  in 
several  qualities,  the  finer  ones  being  lined  in  moire 
silk.  All  arc  finisliod  anMind  the  edges  with  leather 
piping  and  black  silk  cord  which  may  be  worn  lone: 
or  .'ihort. 

The  suede  bags  are  slightly  different  in  finish, 
though  identical  in  .^liape.  They  are  leather  lined 
and  have  leather  handles. 
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Skirt  Supporter 


THE  BEST- 


Waist  Holder 


Price 
$2.0U  Do2. 


A  Friend  Behind  Your  Back 


Price 
$18.00  Gross 


^Vill  not  tear  the   most  delicate  fabric.     No  safety  pins  to  come  undone* 
No  hooks  to  catch  your  hand. 

Made  by  THE  F.  G.  HAYWARD  CO. 


39  Richmond  St.  E. 


TORONTO,  ONT. 


FOUR  REAL  REASONS 

FOR    PLACING 

A  WOVEN  LABEL 

ON  YOUR  GOODS 


1. — Its    activity    In    adTertising:    your    name    in 
limited   only    by    the   life  of  tlie   garment. 

8. — It    intrudes     your     name     constantly,    but 
never   offensiTcIy. 

S. — It    shows    your     own     confidence     in    your 
product. 

4. — Its  cost  is  trifling:  when  compared  with  its 
lasting:    value. 


We  invite  enquiries  from  manufacturers 
and  others  and  shall  be  happy  to  submit  de- 
sigrns  and  quote  closest  prices  for  artistic 
woven  labels  in  cotton  and  silk. 


Canada  Label  and  Webbing  Co. 

LIMITED 

MORROW    AVE.         TORONTO 


UMBRELLAS 

Get  IVeady  for 
April  SKowers 

Mail   orders 

receive 

prompt  attention 

Try   us 


THE   IRVING   UMBRELLA    CO. 

LIMITED 
79-83  Wellington  St.  West        -        Toronto 


BUTTONS 

The  leading  feature  in  Dress 
Trimmings  this  season  is 
Buttons. 

You  are  running  no  risk  buy- 
ing Buttons  from  us. 

Our  Many  Years'  Experience 

in  Button  selections  from 
Foreign  and  Home  markets 
will  make  it  easy  for  you  to 
select  the  newest  and  up-to- 
date  lines. 

ALL  LETTER  ORDERS  FILLED 
THE  DAY  THEY  REACH  US, 

Ontario  Button  Co. 

BERLIN,  ONT. 
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Coral  Much  Used  in  Jewelry 

Coral  i.s  iiicetiii<>  witli  a  tix'iiicndou.s  Ijooiii  of  pop- 
ular favor.  Both  imluiiil  coral  and  the  pink  heads 
are  taken,  with  the  greater  weight  hy  far  on  the 
latter,  as  it  is  used  for  so  many  different  purposes, 
while  the  first  only  comes  in  strings.  Brooches,  neck- 
laces, hat  ])ins,  blouse  sets,  Inickles,  ear-studs  and 
])endants,  all  are  to  be  had  at  ])opular  prices  in  this 
much-wanted  material.  Small  strands  of  beads  for 
embroidery  and  for  millinery  purposes  should  be 
featured  at  the  Fancy  (ioods  counter  by  u])-to-date 
nuTchants.  Many  combinations  of  coral  and  porce- 
lain beads  are  .seen  in  recent  cnibroidcries. 


J>ar  and  bolero  pins  for  the  flat  c(>llars  and  for 
jabois  are  a  line  which  will  .sell  in  metal,  jewelled 
and  semi-i)recious  styles.  .\11  the  new  metal  finishe.-? 
are  seen,  and  a  grey  .sitin  finish  with  coral  .netting 
was  much  admired. 

Some  jiretty  new  buckles  and  pins  had  broad 
.-tiipes  of  black  and  white,  got  by  combining  white 
with  l)lack  mother-o'-pearl.  Tlie.<e  are  sj)ecially 
good  for  the  millinery  trade.  Other  black  and  white 
ett'ects  were  also  .«een  in  enamel. 

I)ai'o(pio  j)earls  and  turquoises  are  spoken  of  as 
ne.\t  to  coral  in  popularity,  and  a  rush  for  the  latter 
is  expected  to  follow  the  coral  vogue. 


F.  C.  DANIEL  &  CO. 

3  WELLINGTON   STREET  WEST,  TORONTO 

SPECIALISTS    IN 

Ladies'  Neckwear,  Frilling,  Belts,  Nets, 

Veilings,  Laces,  Dress  Trimmings, 

Embroideries,  Handkerchiefs,  Etc. 

Approval  Parcels  sent  Free  and  Quick. 
Just  a  card  and  a  shipment  will  soon  be  in  your  possession 


CHARMING  NECKWEAR 

AND  FRILLINGS 

ORIGINAL  NECKWEAR  and  FRILLINGS  arc  Our  Specialty. 

We  have  felt  the  pulse  ol'  the  Dry-Goods  Trade  and  are  producing;  lines 
of  Neckwear  and  Frillinji^-s  that  mean  big  business  to  the  merchant.  Our 
facilities  are  bettor  than  ever.  Be  sure  to  see  our  travellers  when  buying' 
Easter  and  Summer  stocks. 


FORTH,  POTTER  CO,  LIMITED 


16  SHEPPARD  STREET. 
TORONTO. 

HODGES  &.  LATTAU, 
232  McGill   Street,   MONTREAL. 
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RIBBONS 


Dame  Fashion 
says  Sashes  will 

be  in  good  de- 
mand this  season. 
We  have  suitable 
lines  in  stocl^,  es- 
pecially for  this 

class  of  trade. 


P.  S.    Get  in  touch  with  our  Mail-Order  Dept. 

WALTER  H.  BARRY  &  CO. 

THE    RIBBON    HOUSE    OF    CANADA 

MONTREAL,     P.Q. 
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Modern  Store  Equipment 


Strong  After-Easter  Trims 

Featuring   House    Furnishings   Immediately   After 

the   Holiday  —  Displays  Necessary   for    Directing 

Home  Replenishing  Needs  to   the  Department 

DIRECTLY  after  Easter,  business  settles  down 
to  a  more  regular  routine,  and  window  trims 
at  this  season  will  most  probably  feature 
home  furnishings  in  conjunction  with  the 
advertising  from  the  different  sections  of  that  depart- 
ment. This  year  the  dates  are  especially  advanta- 
geous to  the  scheme,  and  to  give  the  required  energy 
and  aggressiveness,  entire  front  display  spaces  should 
be  devoted  and  dressed  ready  for  the  event  of  the 
entire  year  in  the  home  furnishings  sections. 

Tliis  is  the  harvest  and  banner  time  of  these  re- 
spective departments,  and  it  is  necessary  for  decorat- 
ors to  prepare  in  advance  for  annual  displays.  Any 
departments  which  partake  in  any  way  of  the  Spring 
home  cleaning  merit  displays  this  season  directly  the 
Easter  rush  is  over. 

Plans  generally  take  advantage  of  the  house- 
cleaning  demands  surely  to  come  with  the  activity 
of  Spring  renovating.  Every  effort  is  made  to  con- 
trast new,  up-to-date  goods  with  soiled  and  worn 
draperies,  carpets,  rugs,  etc.,  to  the  benefit  of  per- 


suading customers  to  replace  household  requirements 
and  brighten  up  the  home  after  a  hard  winter's 
wear.  As  home  overhauling  generally  brings  neces- 
sary improvements  to  light  more  forcibly  than  at 
any  other  season  of  the  year,  such  defects  show  up 
to  a  store's  advantage,  when  customers  are  confront- 
ed with  suggestive  seasonable  trims. 

This  is  the  time  of  the  year  for  the  decorator 
to  display  his  ingenuity,  and,  as  house-furnishings 
are  for  the  home,  it  is  but  natural  to  suggest  that  all 
displays  depict  the  different  materials  portraying 
their  actual  use  in  the  house.  Window  displays  will 
have  to  be  ready  to  place  as  soon  as  possible  after 
Easter  in  order  to  complete  and  derive  every  ad- 
vantage of  the  housecleaning  demands  likely  to  come 
with  the  upheaval  of  Spring. 

Price  attractions  also  become  evident  in  order 
to  increase  business  or  persuade  customers  to  a  de- 
cision, and,  as  a  matter  of  course,  business  getting 
settles  down  to  a  merchandising  basis. 

Therefore,  one-price  windows  are  featured,  and 
after  Easter  more  use  of  price  tickets  is  necessary  in 
order  to  increase  sales.  To  gain  business  created  by 
Spring  housecleaning  requires  every  energy.  Sug- 
gestive displays,  combined  with  price  attractions, 
should  do  the  trick  for  the  homo  furnishings  section 
during  tlie  last  weeks  of  April. 


Showinif    foulards   on    new    Egyptian  drapine   forms.     The   background   of  this   window    was   used   in    the   "  Opening'"  displays.     A  Romti 
column  and   cathedral  setting   done   in  ivory,    greifn   and   gold,    \vith   a   massing  of    ferns  and    no\vcrs    was   carried   out. 
By   H.   C.    McDonald,   for   Murray-Kay  Co..   Limited.  Toronto. 
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ART  OF  DISPLAY  AND  STORE  EQUIPMENT 

THE    MUMMY 
DRAPE  FORM 


Undoubtedly  the  most  novel,  practical  and 
striking  draping  device  ever  introduced. 

It  adapts  itself  readily  to  any  drape,  because 
the  lines  of  the  form  are  simple  in  the  ex- 
treme, and  it  effectively  shows  the  materials 
displayed  to  the  very  best  advantage. 

Endorsed  by  the  leading  Dry  Goods  Houses 
throughout  the  States. 


Made  by  Dale  &  Pearsall.  manufacturers  of 
the  D.  and  P.  MODEL  Wax  Figures,  Win- 
dow Display  Forms. 

DALE  CEk  PEARSALL 

TORONTO  -  ONTARIO 


Price,  $3.50  Plain 

Price,  $5.00  Covered  in 

W^hite  or  Black  Jersey 

Cloth. 


YOU  GET 

Personal 
Instruction 

UN    . 

WINDOW  TRIMMING, 

ADVERTISING  and 
CARD  WRITING  ai  the 

KOESTER 
SCHOOL 


The  Koester  School  originates,  it  does  not  follow 
the  old  ideas.  This  is  the  reason  that  its  graduates  are 
so  successful. 

Koester  Graduates  have  no  trouble  in  finding  good 
positions.  They  are  equipped  to  fill  any  kind  of  pos- 
ition, and  they  command  better  salaries,  because  their 
displays  sell  more  goods.  Ask  any  Koester  Student  or 
any  merchant  who  has  employed  one — we  will  gladly 
furnish  you  their  names. 

Vacation  Short  Courses— We  have  short  courses 
that  can  be  taken  during  3'our  vacation,  prices  very 
reasonable. 

Better  write  us  at  once  about  it. 

The  Koester  School  of  Window  Dressing 

260  East  Madison  Street,  CHICAGO,  ILL. 


SPRING! 

Now  is  The  Time  for  Changes 

You  certainly 
need  new  Display 
Fixtures  for 
Spring-. 

Our  large  com- 
plete  Catalogue 
will  show  you  what 
you  want. 

Wtite  to-day  for  a 
copy. 


CLOAK  RACK 
Circle    circumference,    99 
in.-  30  in.  diameter: 
Circle,  nickel.  $10.    Circle, 
oxidized.  $10.50.  with  very 
strong  base 


Established  in 
1900 


DELFOSSE  &  CO. 

Manufacturers    of     Fi.xtures,    Wax    Figures,    Bust 
Forms,  Mirrors,  Show  Cases,  etc. 

No.  7  Hermine  St.,  MONTREAL 
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It  is  evident  that  ai>  upheaval  will  also  take  place 
ill  the  respective  sections  of  this  department  in  order 
to  pass  all  the  lines  demanding  display  before  pros- 
pective customers.  J^^ader  j)i'ice  windows,  as  well 
as  decoi'ative  cH'orts,  will  necessitate  constant  inter- 
changing to  intelligently  demonstrate  tlie  profusion 
of  selections,  ideas  and  all  the  benefits  accruing  to 
purchasers  during  this  special  effort. 

An  inspection  of  the  stocks  will  at  once  suggest 
dozens  of  combinations,  and  the  goods  to  be  display- 
ed comi)ri.se  rugs,  carpets,  curtains  and  draperies. 
Shades,  linens.  Ijeds  and  l)edding,  carpet  sweepers, 
vacuum  cleaners  and  slKjwings  of  necessary  house- 
hold cleaning  acce.s.sories  and  utensils,  Japanese  and 
cocoa  mats  and  mattings,  as  well  as  verandah  fixtures 
and  furnishings,  are  .shown  now. 

Natural  divisions  in  any  department  soon  reveal 
themselves  to  enable  trimmers  to  properly  handle 
the  many  lines  quickly.  Combinations  are  easily 
made  regarding  colors  and  effective  contrast.  Leader 
windows  are  usually  made  to  feature  lines  typical 
of  values  in  any  particular  section,  and  also  clearing 
or  clean  up  lines  or  short  lengths  at  prices  persuasive 
enough  to  excite  interest  or  develop  into  sales  on  bet- 
ter grades.  No  trimmers  need  experience  any 
trouble  in  view  of  the  many  opportunities  which  are 
immediately  suggested. 


Other  lines  demanding  windows  are  parlor  and 
hearth  rugs.  Short  lengths  of  carpets  to  clear,  trav- 
elers' .samples  .shown  with  fringes  or  completed  with 
fringed  ends.  Such  windows  always  (lirect  pro.s- 
pective  customers  in  buying  rugs  or  carpets. 

In  most  ca.ses  rugs  or  carpets  are  shown  in  envir- 
onments for  which  they  are  intended,  such  as  draw- 
ing room,  hall  and  stair,  dining  room,  library  or 
den.  It  is  an  ea.s}-  matter  to  suggest  a  corner  or  wall 
.section  of  any  of  these  rooms  and  introduce  fitting 
articles  or  color  .schemes  to  match  by  the  com- 
])ination  of  .suitable  materials  and  fittings.  Some 
trinmiers  introduce  such  a  .><cheme  daily  at  this 
.season,  and  one  is  shown  in  the  housefurnishing 
section  of  this  paper. 

To  djsplay  carpets,  similar  ideas  can  be  worked 
in  regard  to  different  qualities  for  respective  rooms. 
Border  and  body  carpets  can  l)e  laid  out  to  appear 
as  finished,  and  all  draperies  or  suggestions  made 
with  regard  to  color,  greens,  tans,  rose  or  blues  for 
drawing  room,  crimson  for  libraries,  Oriental  for  the 
den  or  smoking  room. 

As  a  contrast,  stocky  windows  of  carpet  ends 
ticketed  with  regard  to  regular  price.  .«ize  of  rug  or 
square  each  end,  will  make,  and  vigorous  under- 
pricing  will  tend  to  draw  people  requiring  larger 
rooms. 


Suggested  Necessary  Displays. 

First  come  displays  of  rugs,  all  the  important 
novelties  and  striking  ])atterns  in  Wiltons,  Axmins- 
ters,  velvets,  Brussels,  tai:)estries  and  ingrains.  In 
this  connection  it  is  probable  that  best  designs  at 
$25.00,  and  leader  values  at  $10.00,  will  be  shown. 
Contrasted  with  this  matched  .sets  of  piece  goods  in 
different  qualities  of  carpets  and  best  or  leader  lines 
at  $1.00  vard.  bring  the  business  for  theii'  ."Section. 


Curtain  and  Drapery  Sales. 

At  this  time  of  the  year  also,  comes  the  semi- 
annual curtain  .<ales  and  ncce.-^sary  window  display. 
Most  merchants  demand  that  curtains  be  shown  over 
colors. 

As  a  suggestion.  in  .showing  col- 
onial drapes,  a])propriate  environments  are 
necessarv        and         conipleted         window        hang- 


^'^^QN  CO.  ./^  r.  sa^.  w,  Fiasihi 


KASTER    MILLINERY    WINDOW    BY    W.    G.    MOIR,    KOR    G.    W      ROBINSON    CO..    LTD..    HAMILTON. 

The  color  scheme  of  this  window  is  carried  out  in  lavender  and  white.  BackKround  is  a  rich  sreen  plush,  with  lavender 
and  white  ribbon  caueht  up  with  bunches  of  lilacs;  in  between  were  panels  of  clematis  sprays,  with  violet  centres.  The 
lloor  is  covered  with  cream  felt,  also  the  pillars.  Each  pillar  has  clematis  spray  overhaniiiin!:.  Two  clim;itis  sprays  are 
seen  at  cither  end  of  window.  The  cupicis  arc  suspended  from  the  ceilinu.  holding  a  bunch  of  violets  with  streamers  of 
lavender  ribbon  attached  to  the  diflcrent  hats.  Three  hangins  baskets  of  orchids  complete  the  display.  This  window  caused 
considerable  comment. 
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FIRST  IMPRESSIONS  ARE  LASTING 


The  first  view  of  your  goods  is    through  show  cases  and  fixtures.      The  talk  comes  after 
and  should  have  nothing  to  overcome  in  inferior  display. 

You  would  not  deliberately  hurt  your   business   by  depreciating  the  goods  in  writing  or  in 
words.       Why,  then,  underrate   them  by  poor  show 
fixtures  ? 

We  are  offering  a  splendid  line  of  new  design^ 
along  proved  lines,  and  are  prepared  to  work  out  for 
you  a  complete  system  of  cases  or  to  supply  your 
slightest  requirement  in  store  or  office  fixtures. 

Our   'Prices  Are  Most  Moderate. 


The  cut  represents  one  of  our  figure  cases,  made 
to  show  one  full  sized  dressed  ladies'  figure.  The  height 
of  it  ;'»  7  ft. ,  the  width  3  ft.  4  in. ,  and  the  length  5  ft. 
The  door  is  hinged  at  one  end.  The  floor  of  the  case 
stands  8  in.  above  the  store  floor.  All  the  glass  is 
clear  ^late  glass.  The  sizes  and  details  have  all  been 
arranged  to  give  the  best  effect  for  one  dressed  figure. 
Larger  sizes  will  be  made  for  two  or  more  figures. 


WRITE  FOR  INFORMATION— ESTIMATES    ON    REQUEST 

Dominion  Office  and  Store  Fitting  Go. 


Head  Office, 


LIMITED 


London,  Ontario 


BRANCHES— 300  St.  James  St.  W..  Montreal:  SI  Richmond 
St    E.,  Toronto;  814  Broadway  Avenue.  \Vinnipeg 


a 


Just   as    ^OOd''   generally  means   "  Not    Id    the    SQIIie    claSS" 


There  is  no  substitute  known  w^hich  will  give  the  same  service  as  the 


'i'ii'iiiiili'-iilliiiili 
4illllll,ill  f" 

UXFIS 


R|S^S' 


So  don't  be  deceived  into  buying  so  many  pieces  of  corrugated  glass  as  a  substitute  for  "Luxfers."  The 
ordinary  prism  can  never  light  your  store  with  cheap  daylight  as  a  "  Luxfer"  can  because  the  "  Luxfer  " 
is  constructed  in  so  many  different  shapes  to  suit  different  conditions  of  service. 

Each  installation  is  treated  on  its  own  merit,   and    "Luxfer"   Prisms   are  installed  in  windows, 
transoms  and  pavements  so  as  best  to  catch  the  daylight  and  flood  your  store  or  office  with  it. 

Properly  installed,  they  have  never  been  known  to  fail  in  their  purpose — improving  daylight. 
Ask  any  architect— he  w/ill  confirm  our  claims 

LUXFER  PRISM  CO.,  LIMITED 


MONTREAL 


and 


TORONTO 
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ings  are  easily  featured.  Most  striking  windows 
are  made  Ijy  combining  Dresden  or  colonial  drap- 
eries and  the  new  sill-length  Arab  curtains.  Num- 
bers of  changes  are  available  to  introduce  special 
price  lines:  at  43c,  69c,  $1.29  or  $1.89.  These  trims 
are  generally  stocky  and  changed  easily. 

Drapery  windows  introducing  scrims,  Madrases, 
silkolines,  sateens,  reps  and  art  tapestries  show 
lambrequins,  interior  hangings,  bedroom  sets,  cov- 
ered boxes,  and  screens  should  be  made  as  well.  To 
show  portieres,  velours,  etc.,  straight  hangings  are 
the  rule  and  suggested  arch  arangements  can  be 
made  by  showing  plans,  cuts  or  suggestions  of 
period  or  use  of  combined  colors  to  match  interior 
color  schemes. 

In  order  to  direct  business  to  the  window  shade 
section  blinds  must  be  displayed.  That  more  shade 
windows  are  not  seen  in  dry  goods  stores  is  remark- 
able, when  consideration  is  given  to  suggestive  ar- 
rangements of  these  goods  in  wall  paper  stores. 
Window  shades  are  sellers  when  properly  displayed 
and  carpets,  rugs  and  draperies  seem  to  be  their 
natural  setting.  If  wall  papers  are  carried,  so  much 
the  better.  Window  display  is  necessary  and  pat- 
terns should  be  opened  out  and  shown  in  suggested 
use. 

Make  .special  shade  displays  to  increase  sales  in 
this  section,  introducing  suitable  settings.  This  is 
the  right  season  to  go  after  shade  business,  and 
special  measurements  give  added  excuse  for  window 
displays. 

Greater  efforts  than  ever  will  be  necessary  to 
maintain  former  records  or  increase  sales  of  oilcloth 
and  linoleums  during  April.  Striking  pattern  win- 
dows are  generally  seen  at  this  season,  and  one  price 
windows  showing  several  of  the  newest  designs  are 
best  to  boost  sales.  Combined  with  kitchens  or  bath 
room  fixtures  and  suggested  uses,  many  effective  and 
selling  displays  can  be  made. 

Early  windows  of  outside  summer  furnishings 
are  best  made  now.  Cocoa  mats  and  mattings,  as 
well  a-s  Japanese  mattings,  squares,  verandah  strips, 


etc.,  lend  themselves  to  any  displays,  year  after  year. 
Awnings,  verandah  shades,  hammocks  and  other 
summer  furniture  or  comforts,  are  displayed  in  con- 
junction and  window  trims  anticipate  demands  for 
these  lines  by  airy  trims. 

Another  department  requiring  displays  is  the 
bedding  section.  Arrangements  .'showing  new  de- 
signs in  beds,  mattrasses  and  pillows,  latest  ideas  in 
bed  coverings  and  suggestions  for  dressing  beds  or 
bedrooms  are  all  easily  carried  out  by  combined  and 
completed  displays.  One  of  the  most  particular 
cares  of  trimmers  in  this  respect  is  an  exact  location 
of  incidental  accessories,  dresser  covers,  towels, 
combs,  brushes,  mirrors  and  fancy  goods  novelties 
from  the  art  needlework  department.  Novelties  from 
the  linen  and  bedding  section  are  also  added,  if 
thought  advisable.  Care  must  be  taken  not  to  crowd 
such  displays,  as  direct  benefits  are  derived  from  in- 
dividuality. Many  stocky  trims  are  available  on 
each  individual  line  if  necessary,  and  price  windows 
are  also  shown  by  way  of  contrast. 


Show  V 


acuum 


CI 


eaners. 


Window  trimmers  have  experienced  an  opportun- 
ity for  striking  windows  in  connection  with  demon- 
strating vacuum  cleaners.  Quantity,  efficiency,  me- 
chanical and  contrasting  trims  have  been  made.  Old 
methods  versus  new  methods  make  good  advertising 
displays,  when  brooms  are  compared  with  the  latest 
improvements  of  vacuum  cleaners.  Housecleaning 
time  is  most  seasonable  of  all  for  these  trims,  and 
dnuch  elaboration  is  still  open  to  trimmers. 

Every  opening  for  showing  accessories  necessary 
at  house  renovating  time  in  any  of  the  foregoing 
displays  should  be  used.  Curtain  stretchers,  brass 
poles  and  fixtures,  stair  pads,  brackets,  etc.,  are 
placed  wherever  an  illustrative  opportunity  occurs. 
In  some  cases  especial  displays  are  made  in  order  to 
bring  the  house  furnishing  or  basement  departments 
more  forcibly  before  the  buvino;  public. 


SPRING    READY-TO-WEAR    DISPLAY.    BY    W.    G.    MOIR,    FOR    G.    W.    ROBINSON    CO..    LTD..    HAMILTON 

This  window   has  a  v»ry  pleasinE  effect.     The   decorative   features   are    new    and   unique.     The   backeround    is  dark    sreen  plush,  two 

daffodil  sprays    hung   in  between   each   section.     The  three  pillars  are   covered  with    cream    felt,  overhang: inir   is   a   (pray   of   daffodils 

on  each.     The    cupids   are    suspended    from    the    ccilinu.    holdiny;    bronze   horns.      The    lloor    is    rich    Rreen   carpet. 
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Aggressive  Policy  Necessary. 

It  will  be  noted  that  price  has  been  adhered  to 
in  suggesting  April  displays.  After  Easter  windows 
should  feature  values  and  the  window  trimmers 
have  to  make  effective  use  of  this  lever  to  enthuse 
business.  It  is  good  policy  to  direct  all  sales  possible 
to  the  house  furnishings  section,  and  thereby  give 
all  the  benefits  likely  to  accrue  from  overflowing 
assortments  and  helping  customers  to  come  to  a 
•decision  to  renew  old  or  worn  out  household  require- 
ments. 

It  is  not  impossible  also  to  pass  a  complete  repre- 
sentation of  the  diff'erent  sections  of  the  home  fur- 
nishings department  before  the  buying  public.  En- 
ergy and  many  changes  of  windows  will  be  found 
necessary  in  order  to  keep  up  business  after  Easter 
and  to  overcome  any  apparent  lull  likely  to  be  other- 
wise felt  at  this  time. 

Window  trimmers  generally  are  the  mainspring 
of  all  enthusiasm  displayed.  That  sufficient  ginger 
be  put  into  the  selling  is  desirable,  and  it  is  only  pos- 
sible to  accomplish  such  results  by  changing  dis- 
plays sufficiently  often  to  give  every  section  depart- 
mental representation. 

Success  for  the  important  annual  event  carried 
out  in  the  home  outfitting  section  is  only  gained  by 
hard  work  and  incessant  pounding  for  sales.  Win- 
dow trimmers  must  aid  in  making  an  occasion  big- 
ger, brighter  and  decidedly  more  successful  than  in 
previous  years. 


New  Egyptian  Draping  Form 

Display  Accessory  Useful  in  Demonstrating  the 
Slender  Hipless  Effects  in  Dress  Fabric  Win- 
dows —  Graceful  Lines  Easily  Obtained. 

The  new  Egyptian  draping  forms  lately  intro- 
duced in  opening  trims  by  United  States  decorators 
have  appealed  immediately  to  Canadian  window  men. 
In  this  innovation  numerous  opportunities  for  sim- 
ple and  effective  drapes  were  suggested  at  once.  By 
their  use  the  trimmer  will  find  it  possible  to  carry 
out  the  correct  and  exacting  lines  aimed  at  in  fea- 
turing the  prevailing  fashions,  especially  Grecian 
designs. 

Some  trimmers  have  already  shown  drapeson 
these  forms  in  their  windows.  While  it  was  im- 
possible to  secure  them  in  time  for  the  openings, 
elaborate  ideas  have  since  been  carried  out  in  show- 
ings of  foulard  silks  and  dress  goods.  So  far,  any 
window  drapes  seen  only  suggest  possibilities  of  still 
further  opportunities  along  the  lines  for  which 
these  stands  were  designed.  For  displaying  border- 
ed fabrics  and  many  materials,  which  impart  simi- 
lar draping  qualities  in  the  least,  the  new  idea  has 
been  found  perfect. 

The  great  beauty  of  this  form  is  the  ease  with 
which  it  may  be  effectively  employed.  This  is  im- 
portant from  the  viewpoint  of  the  trimmer,  who  fre- 
quently has  to  make  rapid  changes. 

Window  trimmers  in  Canada  have  adapted  a 
somewhat  shorter  model  from  the  original.  Stands 
featured  here  so  far  have  been  about  five  feet  high, 
whereas  in  State  Street  windows,  Chicago,  where 
these  forms  were  first  used,  they  are  about  six  inches 
higher.     To  have  a  model  about  the  height  of  the 


You  Have  Never  Been  Ab/c  to  Buy  in 
Canada  a  Standard  Cloak  and  Suit 
Model  at  Prices  at  whioh  we  now 
Offer  These  Forms. 

The  Reason 

We  now  have  a  factory  in  Canada 
and  make  all  forms  here. 

The  Prices— 

We  give  you  duplicates  of  our 
New  York  models  and  save  you 
the  full  amount  ot  duty,  35  per  cent. 

The  Designs— 

Our  models  are  designed  specially 
for  the  cloak  and  suit  trade. 

Manufacturers— 

The  Hall-Borchert  Cloak  and  Suit 
model  is  acknowledged  the  best, 
and  in  every  way  the  most  practical 
for  your  designing  room. 

lUerchants— 

You  need  these  forms  in  your  show 
rooms.  They  _will  help  you^to 
sell  garments. 

Send  to-day  for    our   new  catalogue, 
"  G,"  containing  1911  models. 

The  Hall-Borchert  Dress  Form  Co. 

OF  CAN/IDA,   Limited 
70-76  Pearl  St.  Toronto,  Can. 


j-Ji-  p--+-j. 


THE  PIONEER  FIXTURE  FIRM 

Since  our  establishment  in  1896  we  have  held  a 
foremost  position  among  Canadian  manufacturers  of 
fixtures  and  fittings— a  position  due  to  the  unvarying 
excellence    and    suitability    of 

CLATWORTHY  FIXTURES 

For  the  effective  display  of  every  line  carried  in 
your  store,  we  make  a  "best  possible"  fixture,  and  our 
prices,  quality  considered,  are   very  moderate. 

Cut    illustrates  one  of  our  hair  comb 


stands;  a  handsome 
surely    boost    your 


fixture       that 
comb  sales. 


Get  details 

oE  the  many  lines 

we  make. 


Write  (o-day 

tor  onr  136  pp. 

catalogue. 


Clatworlhy  &  Son,  Limited 

161  King  St.  Wost, 


TORONTO 
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average  woimui  is  llic  desire  evident,     lu  uoliug  tlie  A.s   the  result  of   these  chanj^es.   trimmers  may 

contour  of  the  stand  it  is  at  once  seen   to  suggest  now   feature   more   concisely     hol)bie,     pleated  and 

similarit}^  of  shoulders  and  hust.     At  the  top  these  Ijanded  effects.     New  stand.s  are  neces.sarily  smaller 

stands   are   about   equal     in     width    to   the   average  and   narrower  througlujut  and  follow  more  clcsely 


womanly  figure.  From  .shoulders  to  base  the  forms 
taper  down,  and  in  (^aiiadian  models  are  finished 
with  a  perfectly  plain  base.  Bitses  are  made  suf- 
ficiently heavy  to  prevent  toj^pling.  Dust-collecting 
features  have  also  been  avoided. 

Another  point  in  favor  of  the  practical  every- 
day use  of  these  stands  lies  in  the  beautiful  effects 
which  can  be  gained  in  draping.  I^ong,  sweeping 
lines,  as  well  as  the  bodice  and  narrowed  skirt  fea- 
tures can  be  made  with  ease.  Combinations  of 
fabrics,  trimmings  and  ideas  of  making  or  style 
may  be  effectively  suggested. 

Drapes  illustrated  here  show  the  first  use  of  these 
new  stands  by  window  trimmers  in  Canada.  Two 
very  pretty  drapes  of  silk  are  .shown  in  the  window 
illustrated.  The  stands  were  draped  for  The  Review 
by  one  of  II.  llollingsworth's  assistants,  the  Robt. 
Simpson  Co.,  and  the  window  was  dre.-:.sed  by  H. 
C.  McDonald,  of  Murray-Kay,  Toronto.  Both  show 
the  beauty  of  the  now  motlK)ds  of  display  made  by 
the  use  of  this  foi'in. 


Empire  Draping  Form  Improved. 

In  the  latest  Empire  drape  form  manufacturers 
are  making  several  changes  to  conform  with  the 
lines  demanded  in  draping  materials  to  show  pro- 
per fa.shion  effects. 

These  improvements  were  largely  brought  about 
by  direct  .suggestions  on  the  part  of  many  decorators 
to  enable  them  to  show  closer  and  more  perfect 
lines. 


tlK 


lines  of  the  female  figure. 


ail 


■:^i 


!iS"-"^>''T^ 


i 

sv-l 


m 


aW  -3 


Simple  design  of  new  Eeyptian  draping  form 
as  seen  in  Canadian  windovvs. 


Most  notable  in  detail,  these  new  .<hell  forms  in- 
troduce higher  and  more  rounded  busts  and  nar- 
rower hips.  Straighter  lines  are  carried  in  both 
front  ami  back  proportions.  Less  sweep,  therefore, 
is  natural. 

Old  shapes  of  these  stands  were  generally  u.sed 
whenever  possible,  owing  to  the  striking  effects  and 
many  changes  available.  ^Vlmost  any  draping  ma- 
terial, from  the  dress  goods,  silks,  and  wasli  goods, 
lent  themselves  admirably  to  dres.<ing  these  forms. 

\\\  iiiiiovaliou  in  connecti(tn  with  the  forms 
al.-<o  is  the  use  of  an  arm  made  to  pose  at  any  posi- 
tion. Further  u.<e  of  .*tyle  features  in  sleeves  and 
combinations  of  accessories,  trimming,  and  band- 
ings to  match  is  suggested. 


One  of  the  new  "  mummy"  drapes 
HB  used  by  display  department  of 
Robert  Simpson   Co..   Toronto. 
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BELT  STANDS 

They   Show    and    Sell    the    Goods. 
We  have  several    styles.       This  is  only  one. 


No.  259A.L 
REVOLVING  STAND 

Patented  January  25,  1910, 
5J^  feet  high;  12  Holders  for 
belts.  Goods  securely  held 
till  needed.  Belt  sizes  indi- 
cated. Card  frame  5%  x  7 
inches. 

Send  for  special  folder  on 
belt  stands. 

Our  new  catalogue  tells  all 
about  display  devices  for 
men's  wear. 


No.  259A-I, 


J.  R.  PALMENBERG-S  SONS 

Established   1832 

7 1  0  Broadway,  New  York 

Factory:     87.  89  and  91   W«t  3rd  St..  New  York 


30  Kingston  Street  1  o    . 
no  Bedford  Street  / '^°"°° 


10  and  12  Hopkins  Place 
Baltimore 


Effective  Display  for  your  Merchandise! 


We  manufacture  a 
fixture  or  fitting  for  the 
display  in  the  best  pos- 
sible manner  of  every 
article  sold  in  a  dry- 
goods  store,  and  our 
goods  will  be  found  of 
the  greatest  value  in 
influencing  trade  and 
in  closing  sales. 

Our  fixtures  are  of 
high  artistic  design, 
general  utility  and  su- 
perior finish  and  will 
will  wear  well  under 
all  conditions. 


Advise  us  what  your  requirements  are. 

Our  illustrated  catalogue  cannot  fail  to  help 

you  to  greater  profit. 

Toronto  Brass  Mfg.  Co.,  Limited 


"Twentieth  Century"  Revolving 
Cabinets 

Are  positively  the  finest  and  most  economical 
display  fixtures  ever  introduced  in  the  retail 
store.  They  enable  you  to  carry  40%  to  50% 
more  stock  IN  THE  SAME  floor  space — do 
not  obstruct  the  passageways,  as  do  extension 
cabinets — keep  the  garments  in  perfect  order, 
and  show  tliem  to  very  best  advantage— effect 
sales  twice  as  quickly  and  easily — improve 
your  store's  appearance — and  give  you  better 
satisfaction   tlian  any  other  cabinet. 

We  make  special  prices  to  the  Canadian  trade. 
Write    for    Catalogue    D — 12. 

Grand  Rapids  Show  Case  Company 

597  N.  Ottawa  St.  Grand  Rapids,  Mich. 

Branch  Factory:   LUTKE  MFG.  COMPANY,  PORTLAND,  OREC. 

Offices  and  .Showrooms  under  our  own  management :  724  Broadway,  New 
York  City;  51  Bedford  Street,  Boston;   1329-1331  Wash.  A»e.,  St.  Louis 

The    Largest  Manufacturers    of  Store   Fixtures   in   the  World 


J 


P%\"Et  CARRIERS 


SAVE  TIME  &  MONEY 


OUR  GUARANTEE 

We  willinstal  a  System  afCIipe  Carriers 
in  your  store;  you  n-ie  Lheiu  TEN 
DAYS,  and  if  you  do  nut  lind  that 
they  give  you  BETTKR  and  QUICKER 
SERVICE  than  any  other  WIRE 
CARRIER.  PNEUMATIC  TUBES. 
CABLE  CARRIERS  ..rCASH  REG- 
ISTERS, we  will  reni'ive  thoni  at  our 


CATALOG  FREE  

THE    GIPE. CARRIER  COMPANY 
99    ONTARIO   STREET  TORONTO,  ONT 

EUROPE  AM  OfFICElin  HOLBORN.LtHDeH  [.C.  IHC. 


ESTERN 


Incorporated 
1851 

ASSURANCE 
COMPANY 


FIRE 

AND 

MARINE 


17-21  Temperance  St. 


Toronto 


Please  mention  The  Reviezv  to 


HEAD  OFFICE,    TORONTO,  ONT. 

Assets  over    -    -    -    -  $3,570,000 
Income  for  1906,  over    3,609,000 

HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice-President 

W.  B.  MEIKLE,  General  Manager 

C.  C    FOSTER,  Secretary 

Advertisers  and  Their  Travelers. 


Use  and  Abuse  of  Superlatives  in  Ads 

Individuality  Not  Always  Emphasized  by  Extreme  Adjectives  —  Ads.  Which 

Illustrate  the  Idea  —  Similarity  of  Appearance  Sometimes  the  Printer's  Fault 

—  Best   Effects   Not   Always   Secured   in    Largest   Spaces. 


EXAMPLES  of  retail  advertising  are  frequent- 
ly noted  in  which  the  merchants  have  been 
handicapped  in  working  out  distinctive  ef- 
fects owing  to  similarity  in  fonts  used  by 
printers.  Three  Brantford  advts.,  representing  J.  M. 
Young  &  Co.,  E.  B.  Crompton  &  Co.,  and  Ogilvie, 
Lochead  &  Co.,  may  be  regarded  as  fair  examples  of 
this. 

While  it  is  plain  that  the  general  arrangement  of 
these  adts.  is  somewhat  different,  the  type  used  for 
emphasizing  purposes  is  too  strikingly  suggestive  of 
common  level. 

The  intention  of  each  merchant  is  undoubtedly 
to  get  away  from  this  effect,  and  while  the  examples 
here  given  may  not  be  a  fair  criterion,  an  attempt 
should  be  made  even  in  these  comparatively  smaller 
spaces  to  give  the  individuality  of  each  store  more 
emphatic  expression  by  means  of  typography  that  is 
different. 

The  only  fault  that  might  be  found  in  the  word- 
ing of  these  advts.  is  the  fact  that  each  is  applying 
superlative  language  to  things  which  might  be  claim- 
ed with  almost  equal  force  by  either  one.  Thus  the 
ad.  man  for  Young  &  Co.  in  adopting  the  words, 
"Brantford's  most  important  style  show"  has  not 
been  sufliciently  distinctive  or  original.  The  same 
thing  could  be  said  by  a  competitor  the  following 
week  if  necesary  or  probably  has  been  used  in  pre- 
vious advertising.  In  the  same  way  E.  B.  Cromp- 
ton's  adv.  by  ckiming  their  store  to  be  "The  most 
interesting  spot  in  Brantford,"  has  also  suggested 
comparisions  which  convey  no  information  of  im- 
portance to  the  customer  o^\dng  to  the  danger  that 
the  same  expresion  has  already  been  overworked. 
Ogilvie,  Lochhead  &  Co.,  have  the  words:  "The 
snappiest  assemblage  of  new  Spring  dress  goods  in 
Brantford,"  and  tliereby  have  failed  to  employ  the 
superlative  to  best  pur})ose.  There  would  have  been 
greater  individuality  in  tbese  statements  had  they 
read  something  like  this:  Young  &  Co. :  "This  will  be 
the  most  important  and  distinctive  style  show  that  we 
have  ever  held;  E.  B.  Crompton  &  Co.:  "A  most 


interesting  .spot  in  Brantford,"  or  "This  store  is  one 
of  Brantford's  most  interesting  spots."  Ogilvie,  Loc- 
head &  Co.,  might  have  said:  "Here  is  the  snappiest 
assemblage  of  new  Spring  dress  goods  we  have  ever 
shown." 

In  criticising  these  advts.  at  a  distance  it  is  dif- 
ficidt  to  sec  a  reason  for  prominent  use  of  the  city's 
name  in  an  advt.  appearing  in  a  local  paper,  unless 
it  is  that  the  merchants  adopt  the  idea  as  a  means 
of  absolute  identity  for  their  store  in  the  outlying 
districts  and  as  a  help  in  boosting  the  city.  This 
latter  idea  is  certainly  commendable.  The  advts. 
otherwise  contain  good,  practical,  merchandising 
facts. 


Fine  Balance  in  this  Advt. 

The  Hudson  Bay  Stores'  adman  in  ^"ancouver, 
did  not  need  to  go  verj^  far  to  gain  an  inspiration  for 
a  "searchlight  sale."  Plenty  of  suggestions  are  of- 
fered by  the  traffic  on  Burrard  Inlet  in  regard  to 
searchlights. 

Generally  the  entire  sheet  is  good,  paneling,  spac- 
ing, importance  of  items  and  respective  requisites  of 
an  aggressive  advertisement  are  used  to  good  effect. 

Fair  allowance  is  made  in  balancing  the  matter 
and  the  only  comment  which  seems  necessary  is  in 
regard  to  the  millinery  descriptive  talk,  which  might 
be  considered  overly  breezy-  but  pa.ssable  as  western 
parlance. 

Regarding  the  searchlight  idea  the  7-column  cut 
is  suggestive  but  some  arrangement  seems  pos-sible 
whereby  the  smaller  cuts  in  the  panels  could  be  im- 
proved. Possibly  smaller  cuts  radiating  from  the 
four  corners  of  the  panels  would  carry  out  the  focus- 
ing idea  better  and  do  away  with  the  necessity  of 
the  words  "searchlight  sale"  printed  beneath  each 
cut.    More  room  would  also  be  available. 

The  advt.  is  suggestive  of  sound,  dignified  mer- 
chandising. It  is  a  fine  business  bringing  argument 
from  an  advertiser  whose  work  is  usually  good  and 
not  in  the  least  spasmodic. 


P^srT'"'  J.M.  Young  G  Co  j*""«jOf"'"»| 

Young's  Spring  Openings 


ftf«nHortf'f  Aotl  Importjnl  M>k  Shou  Kill  (k  lltid 

WfONtSD/^V.  TMLKSOAV  AND  fKI04>  01   UIIS  WHh 


Op<aln««  or  nigh- 
Um*  nillliify 


Miouinq  Jjunlv 
Sprinq  5(>le*. 


I    W.    .|U..      O..I..H,     r. 


^iiuMt.  »reM>»  J.  M.  YOUNG  Cf  COY.  ^"""'^  "f""* 


I  BOMPTOWS    -  THE    PI  ^C^;    OF    GROWIHC    IHTFBEST       CROWPTO NS' 

THE  MOST  INTERESTING 
SPOT  IN  BRANTFORD 


^  h.i  »t<'tii  f.thtr  I  tuonj  •utiilon  ic  m.V.,  but  (h.nV  (v  •  n  vi>-^.t— U.jiMdxii  • 
i^iggt.t  ilorc  ii  d*il]r  rtc^ving  ihifwiMnU  of  ihinf*  tHji  tit  n(»  m  ..--iirn»  »»»f, 
Out  bu)^r«  Kjvt  iriwtlcd  [anhcr  and  •pent  mo(«  liin«  ihvi  <.ti  UT-r..  ■  qucii  tJ 
thf  mmi  uf^lO'dalt  My1n  tntl  mcKhAndJM,  vid  ii  i*  <b«  rMvIt  o/  iStir  cff<>ni  iK.1 
bring!  ui  ihrM  .nivili  lUy  \tf  dty.  and  our  atort  Ikc  ISO>l  lolcrcaHnfl  >pot 
l<a  Brinllor^ 


izi!jr:^ix^s 


from    0»r   S.*"! 


£.  i^^l«7K^i«^'l^. 


The  Snappiest  Assemblage  of  New 
^pring  DrcssGoods  in  Brantford 

li  to  be  Found  at  OgUvif,  Lochrftd  O  Co'i 

BRANTrORO'S  LEADING  DRY  GOODS  STOU 

•  Ji.  tlvAho*  CkXht.  i>  ,.  t^  Won)  Tan.ti  fc^  CK        ^c  5(r.p..t  \V,ytirO  ,o« 
I.  .•m,n  Clmh  (k  Jjt  ;e«  All  WaJ  P^m  i»,  •  m."^,  »^ 


Ml  ..a  vw  s..  Tn  CUV      I  h-l».Vsf- 


OGILVIE,  LOCHEAD  &  Ca 


Comparison  of  ndvts.  representine  Brantford  mcrchnnts.      There  is  same  similarity  in  the  use  ol  the  superhitive  in  the  introduction 
of  these  advts.     It  is  probably  the  printer's  f«ult  that  these  advts.  are  not  as  ind'vidually  distinctive  as  they  might  be. 
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Different  Sized  Layouts  Contrasted. 

That  cost  of  space,  circulation,  general  appear- 
ance of  newspaper  sheets  and  the  types  used  by  par- 
ticular printing  offices  must  be  considered  by  retail 
advertisers  is  illustrated  by  the  two  ads.  shown  in 
contrast.  These  announcements  of  Weiler  Bros., 
Victoria  B.C.,  appeared  in  different  publications  and 
this  fact  in  itself  explains  much  of  the  contrast  noted. 

A  concise  comparison  is  offered  in  which  the 
merchant  would  have  no  control  over  general  results 
as  far  as  type  was  concerned  but  it  is  possible  to 
judge  and  form  an  opinion  as  to  which  result  is 
preferred. 

As  dealing  with  seasonable  requirements,  the.se 
advertisements  should  bring  results.  They  were  3 
and  4  column  respectively,  one  6V2  x  20  inches,  the 
other  9  x  20  inches  and  appeared  in  the  Victoria 
Colonist  and  Times  newspapers. 
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THE  HUDSON  5  BAY  STORES 


Aggressive    advertising    from    the    Vancouver    Store.     The 
Hudson  Bay  Store.    Little  opportunity   for  improvement. 


It  is  easy  to  discern  the  differences  so  far  as  an 
extra  column  is  concerned.  Black  type  is  slightly 
larger.  3  panels  and  two  cuts  extra  were  used  and  3 
more  statements  inserted  in  the  larger  ad.  A  fancy 
border,  more  white  space  and  larger  name  plate  were 
possible.  In  the  smaller  space  larger  capitals  were 
used  in  the  items  compared  with  smaller  black  face 
type  in  the  4-column  sheet.  Appearances  certainly 
suggest  that  the  smaller  one  was  just  as  forcible,  as 
the  larger.  Supposing  a  competition  in  this  case, 
the  smaller  ad.  would  bring  as  good  results  if  circu- 
lated among  the  same  people,  and  contrast  would  be 
given  also  by  the  use  of  a  smaller  space  if  the  opposi- 
tion space  was  4  columns. 

Dealing  with  three  very  important  departments 
at  this  season,  Weiler  Bros.'  announcements  show  a 
host  of  suggestions  regarding  uses,  styles  and  im- 
provements of  seasonable  requirements.  Many  of 
these  could  be  embodied  in  an  advertisement  for 
any  store. 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These  brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 


Order  of  your   Wholesaler. 


ROBERT   HENDERSON 

^r     (~](~)        Dry   Goods  Commission  Merchant 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  jiustralasta  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     «|)^.50     Mailed  Free 

Specimen  Copy  will  be  supplied  on  application. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 

New  York,  29  Broadway 
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Pryce-Jones  Advertising. 

Several  good  examples  of  the  general  advertising 
of  Pryce-Jones  (Canada)  Limited,  Calgary,  Alta., 
have  appeared.  Preference  for  plain,  practical,  dig- 
nified statements  is  noted.  Hardly  any  unnecessary- 
statements  are  made.  The  paneling  is  unique 
and  it  is  evident  that  an  attempt  is  being  made  to 
establish   a  distictive   style. 

Generally  the  examples  compare  favorably  wdth 
every  day  Canadian  advertising  and  show  sufficient 


Do  Up  Your 
CURTAINS 


Why  Mat  Put  Up  M*w  WIndom  WtaM? 


UP  YOUR 
\  iim  LACE  CURTAINS 
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I  Why 


Not  Put  Up  New  Window  Blind*? 


^\Ste®->N-\teEgg>- 


Contrasted  lay-outs  from  Weiler  Bros..  Victoria.  B.C      Showing 

black   face    type   in    3   columns,    compared    with   light  face  and 

border  in  four  column  space. 

grasp  of  typographical  effects  to  promise  broad  snap- 
py announcements  for  the  future.  The  importance 
of  this  new  concern  demands  distinctive  advertising 
and  the  public  of  Calgary  will  naturally  expect  it. 
It  is  safe  to  say  they  will  not  be  disappointed,  judg- 
ing from  examples  noted  so  far. 


Celebrated   Their  Anniversary. 

J.  Sutcliffe  and  Sons,  Lindsay,  celebrated  the 
anniversarjr  of  their  fourteenth  year  in  business  in 
that  town  on  March  17th,  inst.  A  birthday  recep- 
tion and  sale  was  annomiced  in  March  0th  issue  of 
the  Watchman-Wa'rder. 

Customers  were  invited  to  enjoy  a  l)irtliday  treat 
of  cake  and  other  i-cfreshments,  including  many  at- 
tractive buying  "specials."  Mu.sic,  floral  decorations 
and  St.  Patrick  day  festivities  added  materially  to 
the  .success  of  the  anniversary.  Customei's  were 
made  to  feel  cordially  welcome  and  throughout  the 
advertising  wa.s  an  invitation  to  "come." 

Combined  in  the  special  advt.  was  a  .short  resinne 
of  the  policy,  history,  growth  and  present  standing 
of  the  firm  showing  results  of  merited  patronage  and 
confidence  bestowed  bv  Tvindsav  customers. 


An  Attractive  Announcement 

R.  LL  Knight,  Ltd.,  Sault  Ste.  Marie,  mailed  a 
striking  announcement  to  their  customers  inviting 
them  to  attend  the  Spring  ready-to-wear  opening. 
Green  and  white  duplex  paper  looked  well  with 
outlines.  Old  English  condensed  type  and  pleading 
cuts  printed  with  black  ink.  A  good  layout  was 
used  on  a  sheet  10  x  12  inches  folded  once. 

On  the  cover,  "Spring  1911,"  the  firm  name  and 
a  reference  to  the  millinery  opening  combined  with 
two  fa.shionable  cuts,  contrasted  favorably  with  the 
high-class  invitation  printed  directly  in  the  centre 
of  the  inside  of  the  folder.  Plenty  of  space  was  al- 
lowed and  altogether  a  dignified  announcement  was 

^         gained  which  certainly  should  have  been  effective  in 

j         impressing  customers. 

I 

j     Harem  Skirt  Causes  Protest 

• 

f  Members   of   Nottingham   Chamber    of    Com- 

merce  Declare  that  New  Styles  are  Injurious 
to    Textile    Industry. 

That  the  pantaloon  gown  and  other  extreme  and 
sensational  styles  emanating  from  Paris  calling  for 
the  elimination  of  the  petticoat  are  a  source  of  .'seri- 
ous concern  to  a  certain  section  of  the  textile  indus- 
try in  the  Old  Country  and  Europe  is  e\ddent  from 
a  discussion  which  recently  took  place  in  the  Not- 
tingham Chamber  of  Commerce.  B.  F.  Stiebel,  one 
of  the  members,  moved  the  following  resolution  of 
protest  to  be  submitted  at  the  meeting  of  the  Associ- 
ated Chambers  in  London  : — 

That  the  f.mcy  and  other  textile  trades  of  this 
country  are  gradually  injured  by  the  extravagant 
and  grotesque  vagaries  of  Paris  fashions,  and  it 
would  conduce  to  great  stability  and  diminished 
lo.sses  in  these  trades  if  the  legitimate  leaders  of  Eng- 
lish Society  were  to  set  the  fashions  for  English 
ladies'  dresses,  instead  of  adopting  those  set  by  ir- 
responsible persons  in  Paris. 

Mr.  Stiebel  urged  that  this  was  a  most  serious 
matter.  Some  Paris  fashions  had  become  so  out- 
rageous that  it  had  become  a  matter  of  great  moral 
courage  for  ladies  to  wear  them.  The  serious  side 
was  that  the  traders  of  Nottingham,  Lyons,  and 
Calais,  in  all  kinds  of  white  cloths  for  skirts  and 
shirting,  were  materially  interfered  with.  lie  de- 
clared that  at  the  present  time  a  syndicate  was  be- 
ing formed  in  Calais  to  pay  large  sums  to  design- 
ers in  Paris  houses  to  bring  about  the  use  of  their 
goods.  Thousands  of  people  in  England  were  suffer- 
ing serious  injury  through  these  fa.-^hions.  When 
Englishwomen,  in  form  and  feature,  bore  compari- 
son with  the  whole  world,  why  should  we  not  have 
fashions  set  by  the  leaders  of  English  Society,  rather 
than  by  some  unnamable  or  uiuiamed  persons — 
perhaps  actress,  perliaps  demi-mondaine — in  Paris? 
It  might  seem  a  trivial  thing  to  some  people,  but  it 
was  a  matter  of  life  and  death  to  manufacturers. 
They  would  be  glad  to  be  led  by  Paris  fashions  on 
conditions  that  they  were  reasonable  and  beautiful. 
When  the  .'sen.^^e  of  the  grotc-^que  was  allowed  to  rule 
the  fa.«hions  it  became  a  grave  matter.  The  Not- 
lingham  trade  was  being  killed  by  irrational  and 
stupid  fa.*:hions. 

J.  T.  Spalding,  a  prominent  draper,  expressed 
the  view  that  London  led  the  fa.'^hions  and  set  bet- 
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ter  fashions  than  Paris.  He  thought  the  "harem 
skirt"  would  not  influence  Englishwomen;  they 
were  too  sensible.  It  would,  however,  be  beneficial 
to  trade  generally  if  the  present  extreme  fashions 
were  altered.  They  were  great  losers  by  the  fact 
that  no  petticoats,  lace  trimmed,  were  now  worn. 

Other  members  said  they  feared  that  the  resolu- 
tion, if  sent  to  the  Associated  Chamber,  would  be 
laughed  at.- — Mr.  Stiebel  said  the  matter  was  too 
serious  to  be  farcical.  The  Associated  Chambers 
would  enjoy  discussing  it. — After  further  discussion, 
however,  it  was  agreed  that  the  resolution  should  not 
be  sent  to  the  Associated  Chambers. 


Are  Your  Dress  Fabrics  Properly  Shrunk  ? 

Now  that  the  busy  season  is  started  in  the  dress- 
making department  the  methods  of  shrinking 
materials  become  again  an  important  factor.  No 
matter  what  system  is  used  or  preferred  customers 
can  be  induced  to  buy  many  times  easier  if  assur- 
ance is  given  that  goods  will  be  properly  shrunk. 

Many  dressmakers  prefer  to  .shrink  their  own 
cloths  and  assume  all  risks.  Attention  and  personal 
studying  of  each  fabric  enables  modistes  or  their 
assistants  in  charge  to  do  perfect  work. 

Machines  are  also  used  to  advantage,  when 
quantities  warrant.  They  also  prove  a  source  of 
revenue  if  a  nominal  yardage  charge  is  made. 
Machine  or  hand  methods  are  only  satisfactory 
through  constant  attention. 


Whichever  method  is  used  advertising  the  advan- 
tages to  customers,  especially  at  this  season,  is  an  as- 
sistance in  making  sales.  Perfectly  spotless  spong- 
ing is  the  strong  point.  Goods  must  not  appear 
creased  or  lifeless.  Shrinking  properly  is  an  acqmr- 
ed  knack  and  is  an  important  adjunct  in  the  success 
of  the  dress  goods  and  dressmaking  departments. 

Failure  to  properly  handle  this  problem  is  often 
due  to  the  material  being  left  in  shrink  too  long  or 
the  shrinking  cloths  being  too  wet  for  the  particular 
weight  of  cloth.  Having  one  person  in  charge  of 
this  department  and  allowing  cloths  sufficient  time  to 
dry  will  help  to  overcome  some  faults  found  by  cus- 
tomers. If  machine  shrinking  is  possible,  it  should 
be  done  always  by  one  person  in  order  that  results 
become  identical,  on  equal  weight  fabrics. 

Even  if  no  charge  is  made  the  satisfactory  hand- 
ling of  this  department  proves  good  advertising  if 
announcements  are  made  now. 


An  all-Canadian  shopping  week  is  to  be  held  in 
Toronto  early  in  June.  The  leading  stores  of  that 
city  will  be  asked  to  make  special  displays  of  Cana- 
dian-made and  Canadian  produced  articles,  and  the 
buying  public  will  also  be  urged  to  direct  their 
purchases  particularly  to  all-Canadian  articles.  The 
idea  has  been  taken  up  by  Toronto  Board  of  Trade. 

The  White  Store,  Kamloops,  B.C.,  have  enlarged 
their  premises  and  added  a  whitewear  department. 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and   Best 
Equipped 

DYE  WORKS 

In   the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

Also 
FEATHERS.    SILKS,    VELVETS.    RIBBONS,    LACE,    ETC 


^"-  ^SI^u^A^Lt^S'*^"^''   MONTREAL 


TORONTO 


OTTAWA 


QUEBEC 
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British  America  Assurance  Company 

A.D.   1833 
FIRE  A.  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Gto  A.  Cox,  President  W.  R.  Brock,  Vtci-PrMideol 

Robert  BIckerdIke,  M.P.,  W.  B.  Melkle,   B.  W   Co&.  Geo.  A.  Morrow 

D.  B.  Hanoi,  Aufustua  Myers,  John  Hoskin,  K.C.,  LL.D. 
Predsrlo  Nloholli,  Alex.  Ltird,  Jimee  Kerr  Osborne,  Z.  A.  Letb,  K.C. 

Sir  Henry  M.  Pellatt,  E.  R.  Wood. 
IV.  a.  Mmlkim,  amn»rai  Managmri  P.  M,  SImm,  SeoraCary 

CAPITAL  •i,4oo,oet.eo 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION      29,833.820.96 


ESTABLISHED  1849 

BRADSTREET'S 

Offices  Throushout  the  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.         Ottawa,  Ont.  Montreal,  Que. 

Edmonton,  Alta.     St.  John.N.B.  Quebec,  Que. 

Halifax,  N.S.  Vancouver,  B.C.    Toronto,  Ont. 

London,  Ont  Hamilton,  Ont.        Winnipeg,  Man. 

Reputation  gained  by  long  years  of  vigorous, 
conscientious  and  successful  work. 

THOMAS  C.  IRVING,  we°t«n'c."'fd" 

TORONTO.  CANADA 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Trimming   Men  Not  Strong  on    New    Plain   Hat    Models 


Helmet   Hat   Succeeds    the   Ding-a-ling  —  Larger   Models   Booked   for   Easter 

—  Some    Stunning    Ribbon    Effects  —  Coral    and     Blue    Lead    in    Colors    of 

Materials  —  Feather   Department   Showing    Great    Activity. 

Staff  Correspondence. 


Office  of  The  Dry  Goods  Review, 
115  Broadway, 
New  York,  March  31. 

THE  ding-a-ling  hat  has  been  a  thorn  in  the 
.side  of  the  millinery  trade  .since  it  introduc- 
tion several  months  ago.    One  hears  nothing 
but  complaints  about  its  efi'ect  on  the  trade, 
and  now  when   the  masses  have  run    it    into    the 
ground,  along  comes  something  just  as  detrimental 
— the  helmet  hat. 

Of  course,  those  who  manufacture  helmets  and 
ding-a-lings  have  no  cause  for  complaint,  l)ut  com- 
pared with  the  great  number  who  are  engaged  in 
other  pursuits,  their  number  is  small.  The  helmet, 
like  the  ding-a-ling,  requires  very  little  trimming, 
and  it  is,  of  cour.se,  for  this  reason  that  flower, 
feather  and  ornament  men  oppose  it. 

So  far,  the  helmet  and  Napoleonic  effects  are 
very  strong,  and  the  great  demand  for  flowers  that 
the  trade  was  confident  of,  has  not  arrived.  To  be 
sure  it  is  early  even  yet  for  big  retail  sales.  Climatic 
conditions  have  been  such  that  furs,  even  at  this 
date  are  necessary,  and  the  women  who  are  wearing 
straw  hats  are  doing  so  with  their  winter  apparel. 
The  hats  seen  to  date  have  been  rather  inclined  to- 
ward medium  and  small  effects.  There  are,  as  stat- 
ed, a  number  of  close-fitting  helmets,  made  from 
coarse  straws,  and  scantily  trimmed,  and  there  are 
numerous  examples  of  Napoleons  trimmed  with 
cockades  of  ribbon,  with  butterflies  of  velvet  or 
feathers,  and  with  everything  except  flowers. 

It  is  confidentlv  expected,  however,  that  the 
large  hat  will  rea})pcar  in  the  front  ranks  of  popular 
favor  after  the  Easter  season,  and  doubtless  flowers 
will  come  into  their  own  ere  mid-sunnner  millin- 
ery is  donned. 

Ribbons  Very  Strong. 

At  the  time  of  writing,  ribbons  are  very  strong, 
especially  in  striped  effects,  black  and  white  leading. 

It  is  a  fad  to  use  two  kinds  of  ribbon  on  one 
hat;  velvet  and  taffeta  are  usualy  chosen.  Thei-e  are 
some  .stunning  two-face  ribbons  in  the  market,  l)lack 
and  blue,  ])la('k  and  coral  and  black  and  green  are 
the  most  favored.  There  are  also  ribbons  that  are 
strij)ed  on  one  .side  and  plain  on  the  other.  Wide 
ribbons  are  most  in  vogue,  and  while  there  are 
many  fancy  Aveaves,  plain  eft'ects  are  .selling  well. 
A  very  hand.some  sash  ril)bou  has  a  veiling  of  chif- 
fon over  the  ribbon,  which  leaves  an  inch  border  of 
the  .satin  on  citlier  side.  The  new  hats  show  a  lavish 
u.se  of  ril)l)()n,  ari-angod  in  bows  tliat  add  to  the 
height  of  a  hat  usually,  as  well  as  in  stunning  ros- 
ette and  cockade  effects. 

Uncut  velvet  ribbon  in  colors  is  enjoying  consid- 
erable vogue.  Indeed  in  referring  to  any  material 
the  same  observation  applies,  for  it  is  pre-eminently 
a  sea.son  of  color,  witli  coral  and  blue  leading,  with 
Empire  green  gaining  in  favor,  and  all  similes  of 
violet  very  good. 


Ostrich  Unusally  Favored. 

Perhaps  no  branch  of  the  millinery  trade  is 
showing  greater  activity  than  the  feather  houses,  for 
ostrich  is  unusually  favored  for  Spring,  and,  con- 
trary to  general  conditions,  it  is  the  colored  and  not 
the  black  stock  that  is  selling.  The  French  tips  have 
the  preference.  There  are  (|uantities  of  uncurled 
feathers  being  used,  singly  or  in  combination  with 
the  curled  effects.  Shadded  feathers,  the  shading  be- 
ing from  the  ends  of  the  flues  to  quill,  are  also  sell- 
ing, as  are  flat  bandeaux  and  ostrich  fringe  or 
wreaths.  These  latter  are  usually  willow.  There  is 
a  demand  for  willows,  but  the  better  trade  are  fav- 
oring French  feathers. 

Women  Aping  the  Men. 

A  popular,  if  extreme,  shape  of  the  moment  has 
a  very  high  stovepipe  crown,  and  a  narrow  rolling 
brim,  which  is  most  suggestive  of  a  man's  top  hat 
This  .shape  is  nearly  always  trimmed  with  o.strich, 
and  it  is  usually  applied  at  or  toward  the  back,  which 
softens  the  very  severe  line.  It  has  been  the  fa-^hion 
in  the  masculine  world  to  wear  one's  silk  hat  at  a 
curious  angle,  well  on  the  back  of  the  head,  and  the 
women  are  aping  the  men  in  this  rakish  style. 

The  report  of  what  is  being  worn  sounds  to  date 
as  if  all  hats  were  small,  or  at  least  medium,  but 
this  is  not,  strictly  speaking,  true,  for  while  the  first 
purcha.se  has  usually  been  a  medium  or  small  hat. 
women  who  are  buying  several  have  .selected  large 
hats  for  formal  wear,  and  these  have  been  for  the 
most  part  quite  flat  and  decidedly  broad.  There  is 
a  growing  tendency  toward  under-brini  decoration, 
particularly  in  hats  of  this  character.  There  is  no- 
thing prettier  than  flowers  for  this  effect,  but  rarely 
do  they  touch  the  hair,  being  a]>plied  against  the 
brim,  and  held  tightly  against  it. 

Small  flowers,  roses,  pansics,  cornflowers  and 
many  varieties  are  used  often  together,  in  a  whole  or 
part  circle,  generally  leaving  an  inch,  or  maybe 
more,  of  straw  at  the  edge. 

One  occjvsionally  finds  ribbon  introduced  at  the 
head-size,  and  resting  on  the  hair,  but  this  idea  has 
not  taken  hold  as  yet.  Large  and  medium-sized 
flowers,  while  not  nearly  as  nmch  in  demand  as  the 
smaller  varieties,  are  neverthokvs  still  being  used. 

One  of  the  floral  novelties  of  the- sea.son  is  the 
poster  flowers,  as  .some  call  them,  on  account  of  their 
impossible,  or  ratluM'  unnatural  colorings.  Many 
of  these  are  made  of  moire,  and  are  cut  out  by  hand, 
which  gives  them  a  cm-ions  old-fa.<hi(»ned  ap]H>ar- 
ance.  the  veins  of  llic  leaves  are  rather  roughly 
painted,  as  are  some  nl'  the  liflips.  a  llower  whiili  one 
sees  frequently  in  these  eflects. 

It  is  certainly  the  case  that  when  flowers  are  used 
they  are  piled  together  in  |\vraniids  or  intermingled 
in  chains  and  garland  in  great  ]n-ofusion  and  a  fine 
disregard  of  color  harmonies.  In  flowers,  rose  shades 
in-edominated.  Helen  ro.<e  is  a  name  that  may  be- 
come as  univer.siUv  known  as  Alice  blue. 
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Millinery  Commissioners 


Limited 


Toronto 

OFFICES  IN  PARIS  AND  LONDON. 


We  have  invented  a  new  way  of  selling  Millinery  require- 
ments. All  orders  executed  and  boxed  on  the  manufacturer's  prem- 
ises, just  as  you  entrust  them  to  us.  These  are  forwarded  under 
your  special  order  number.  Each  of  your  orders  represents  the 
product  of  from  one  to  fifteen  different  manufacturers.     Don't  jump 

at  the  conclusion  that  this  arrangement 
holds  no  interest  for  you,  because  the  sys- 
tem of  packing  means  less  handling,  smaller 
expenses  and  smaller  prices  in  Canada. 
Of  course  it  would  be  impossible  for  us  to 
fill  any  one  order  other  than  in  conjunction 
and  with  the  quantity  influence  of  orders 
taken  from  representative  firms  from  one 
end  of  Canada  to  the  other. 

We  are  introducing  a  principle  of 
disposing  of  Millinery  on  a  Commission 
Basis.  To  facilitate  this  idea,  we  have 
avoided  every  expense  which  is  not  purely 
in  harmony  with  a  commission  business. 
We  carry  no  stock,  sell  no  goods  in  the 
warehouse,  do  business  only  with  first- 
class  firms,  accept  no  returns  or  claims, 
except  where  we  or  our  goods  are  at  fault. 

These  circumstances  will  naturally  lead  you  to  expect  value. 
The  fact  that  we  have  sent  six  men  abroad  in  the  past  eight 
months  is  no  little  guarantee  of  style. 

If  you  are  not  interested  from  a  purchaser's  view  point,  at 
least  have  a  look  at  the  weapon  you  place  in  the  hands  of  your 
opponent. 

Millinery  Commissioners,  umiten 

23  Scott  Street,  ......  TORONTO 
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Satisfactory  Spring  Openings 

Suits  Have  Sold  Well  and   Good   Demand  for 

Dresses  and  Separate  Coats  —  Strong  Trend  in 

Direction   of  Novelty  Business. 

STYLE  points  for  the  general  trade  are  settled 
for  the  season  now  in  progress  and  many 
manufacturers  are  becoming  more  interested 
in  the  Fall  season  and  the  styles  and  fabrics 
that  will  be  wanted  then.  There  is  a  growing  num- 
ber of  garment  makers  who  do  what  may  be  strictly 
termed  a  novelty  business  and  who  are  yet  bringing 
out  new  styles  for  late  Spring  and  Summer  wear. 


Liniferie  blouse  showing  Irish  crochet  lace  yoke  and  trimmed 

in  bolero  effect    with    wide    Cluny    galoon    and   lines   of    Cluny 

insertion  and  embroidered  lawn       New  York  Model. 

Business  in  ready-made  garments  of  this  class  is 
growing  rapidly  in  this  direction,  and  it  is  needless 
to  remark  tliat  these  are  high-])riced  lines. 

In  the  retail  stores,  business  has  opened  up  in  a 
very  satisfactory  maiuu  r  and  the  demand  j)articu- 
larly  for  dres.ses  and  .separate  coat^s,  is  a  very  large 
one.  Suits  have  sold  well  in  some  .sections,  but  busi- 
ness has  been  liglit  in  others.  ^hlnufacturers  of 
suits  have  done  as  well  dii  llic  whole  a.s  anticipated 
as  no  one  prepared  for  a  heavy  suit  season,  antl  the 
sale  of  other  lines  is  amply  making  up  for  any  fal- 
ling ofl'  in   the  sale  of  suit--. 


Opening  displays  more  or  le.ss  elaborate  have 
been  the  feature  of  the  month,  and  in  the  larger 
cities  imported  garments  have  in  several  instances 
been  shown  on  living  models. 

Though  the  much-talked-of  trouser  and  harem 
.skirt  has  been  turned  down  by  the  smart  women  of 
Paris,  and  at  the  later  dressmakers'  openings  the 
.showing  was  confined  to  just  one  or  two  inconspicu- 
ous models,  it  has  been  used  to  good  advantage  by 
many  houses  to  draw  attention  to  their  opening  dis- 
plays. Models  have  been  u.sed  for  window  display, 
and  they  have  been  shown  on  living  models  in  the 
stores. 

In'  the  States  it  is  said  that  numerous  buyers  have 
included  a  small  selection  of  harem  trouser,  and  di- 
vided skirt  models  in  the  lines  they  have  bought,  but 
the  majority  are  .skeptical  as  regards  any  general 
acceptance  of  the  innovation. 


Marquisette  the  Novelty 

Veiled    Waists,    with    Lining  of    Net  or    Lace  are 

Highly     Favoied —  Tailored    and    Sailor    Styles    in 

Messalines,  Foulards  and  Other   Silks 

The  novelty  in  waist  lines  is  the  marquisette 
waist.  Models  are  shown  both  in  butterfly  and 
tailored  styles.  The  tailored  waists  have  groups  of 
tucks  down  the  front  and  are  finished  with  sailor 
or  Dutch  collars. 

These  collars  are  either  embroidercil  in  colored 
or  Bulgarian  paterns,  or  they  are  of  colored  mar- 
quisette. The  colors  used  are  coral,  vert  Empire, 
navy,  Nattier,  pumpkin  or  cerise.  The  butterfiy 
waists  have  yokes,  inlet  collars  and  jabots  of  color, 
and  are  further  trimmed  with  lines  of  Cluny  or 
imitation   Irish,  and  crochet  buttons. 

The  imitation  bead  embroidery  in  black  and 
white  is  another  fashionable  trimming.  Beaded 
marquisette  waists  are  also  a  high  novelty.  There 
is  every  evidence  that  waists  of  cotton  marquisette 
will  not  pass  with  the  Spring  and  Summer,  but  will 
continue  over  into  the  Fall  season. 

Wiled  waists,  but  with  the  lining  of  net  or  lace. 
are  just  as  hightly  favored  as  ever.  The  fashion 
of  snperini[)Osing  sheer  fabrics  over  another  has  suf- 
f(>rcd  no  diminution.  It  is  used  as  much  as  ever  by 
the  Parisian  fa.shion  makers,  and  veiled  drcs.*cs  were 
again  a  feature  of  the  Spring  openings.  Manufac- 
turers have  fair  orders  for  future  delivery  on  hand, 
liiil  as  the  heated  period  of  the  year  conies  alonr 
these  waists  will  disappear  before  the  vogue  of  sailors 
and  lingeries,  to  re-appear,  however,  on  the  approav  h 
.it  Fall.' 
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Order  This  Line  To -Day 
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€[[  It  will  be  the  fastest  seller  in  your  experience. 
At  the  moderate  price  you  can  sell  them  they 
will  go  as  fast  as  your  clerks  can  handle  the 
customers.  Women  will  be  irresistibly  attract- 
ed by  the  stylish  beauty  of  the  whole  design — 
particularly  with  the 

Plauen  Yoke  and 
elaborate  Lace  Trimming 

and  your  margin  of  profit  is 
exceedingly  good. 


Price  $36.00  per  doz. 

Prompt  Delivery 
Assured 


•[[  Place  your  order  before  the 
big  mid-season  rush  begins, 
place  it  to-day. 

The  Star  Whitewear 
Wi.  Co. 


Berlin 


Canada 
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The  high-cla*?  trade  is  going  in  for  tailored  and 
sailor  styles  developed  in  messalines,  foulards  and 
other  soft  makes  of  silk.  Many  of  these  models  show 
ties  or  riljbons  run  through  slashes  and  knotted  iti 
front. 

As  the  season  opens  up  the  sale  of  lingerie 
models  .shows  every  sign  of  increasing.  Buyers  are 
becoming  more  enthu.siastic,  and  the  prospects 
brighten  for  a  big  season.  Lingeries  are  always  in 
good  demand,  and  the  waists  shown  this  year  are 
both  new  and  pretty  in  style.  This  element  of 
novelty  is  always  a  big  factor  in  making  sales.  Not 
only  Ls  there  a  new  and  pretty  sleeve  as  a  talking 
point,  but  the  butlerfly  model  is  totally  new,  and  in 
the  butterfly  eti'ects  particularly  it  is  eminently  prac- 
tical. 

The  vogue  of  the  kimona  bodice  in  its  simplest 
form  is  more  marked  than  ever.  This  cut  now  en- 
ters into  all  giU'mcnts,  and  promi.ses  to  become,  if 
possible,  even  more  fashionable  than  it  is  now.  when 
the  .season  is  further  advanced.  Almost  all  the  im- 
ported garment's  s(^eu  at  the  openings  were  cut  in 
this  manner,  and  there  is  no  sign  of  a  change  as 
yet. 

The  tendency  is  all  in  favor  of  the  short  sleeve, 
and  the  ultra  styles  will  exploit  even  shorter  lengths 
than  the  three-quarter  models.  There  are  some 
whispers  of  changes,  but  beyond  a  tendency  to  bell 
and  angel  effects  in  coats  and  dresses,  there  is  no 
noticeable  change. 

Coronation,  middy  and  sailor  waists  promise  a 
big  Summer  sale.  Already  they  are  offered  in  many 
effective  styles,  and  the  list  will  be  longer  before  the 
time  for  selling  arrives.  The  sleeve  that  does  not 
reach  the  elbow  promises  to  be  good  in  these  waists, 
and  one  firm  is  showing  a  practical  sun-bonnet  to 
match. 


Fine  Range  in  Dresses 

Makers  Showing  New  Models  and  Have  Done  Well 

on    Samples    Already    Submitted  —  Foulards    and 

Striped    Messalines    Good    Sellers 

The  coming  Summer  promises  to  be  a  big  dress 
season,  and  makers  of  dresses  are  not  only  showing 
new  models,  but  are  receiving  big  orders  on  the  sam- 
ples that  have  already  been  submitted.  The  range 
is  such  a  wide  one  aiid  the  prices  vary  as  much. 
Women  can  now  find  in  this  department  a  dress  for 
all  occasions.  She  can  buy  a  neat,  natty  tub  dress 
for  the  house  as  low  as  $1,  or  she  can  pay  $25  or 
more  for  an  elaborate  afternoon  toilette  or  party 
dresa. 

The  best  of  the  dress  business  is  not  just  that 
there  are  dresses  for  all  occasions  and  at  practically 
all  prices,  l)ut  the  .sale  is  almost  continuous,  for 
there  is  a  con,stant  demand  for  something  smart  in 
dresses  almost  all  the  year  round. 

Just  at  present  foulards  and  striped  messalines 
■  are  the  big  sellers.  Many  of  the  foulards  are  made 
from  bordered  goods,  and  matching  effects  in  stripes 
•are  a  feature  in  me.ssalines.  One  seen  in  the  second 
Spring  line  of  a  maiuifaclurer  had  a  straight  ilounce 
01  panels  of  stripes  cut  on  the  bias  and  forming  big 
V's  all  around  the  .skirt.  This  flounce  was  finished 
with   a   deep   band   of   Itlack   satin,   and   the   siniple 


waist  was  trimmed  with  black  satin,   touched  with 
king's  blue. 

Manufacturers  are  making  these  dresses  on  very 
sim))le  lines.  The  butterfly  or  kimona  waist  is  trim- 
med with  i)ii)ings,  strappings,  tiny  crochet  buttons, 
or  small  ball  Inittons  of  gold  or  silver,  but  in  .such 
a  manner  a-s  not  to  hide  the  simple  lines.  The 
skirts  are  cut  in  straight^line  effects,  but  give  plenty 
of  sweep  at  the  bottom.  The  waist-line  is  raised 
aoove  the  normal,  and  the  .skirt  is  often  piped  onto 
the  waist  in  place  of  having  a  girdle  or  belt.  The 
yoke  of  lace  and  lace  under-sleeve  have  disappeared, 
but  there  is  often  a  round  collar  of  lace  and  cufiFs 
to  match  used  as  a  finish.  Some  dresses  have  an 
inlaid  collar,  pointed  both  back  and  front,  and  Ued 
ill  front  with  satin  ties,  shirred,  and  ending  in  drops 
and  tassels. 


A  popular  model,  with  simple  New  lingerie  model,  with  hand- 

lines  of  spot  muslin.  some  lace  bodice  effect. 

Shown  by  Eclipse  White\vear  Co..  Toronto. 

Besides  messalines  and  foulards,  street  dresses 
are  made  of  fine  serges,  wool  taffetas,  and  shepherd's 
check  suiting,  and  .striped  suiting. 

T>ing(M-ie  dresses  of  all-over  embroidery,  cotton 
martpiisctte,  voile  or  lawn,  are  made  in  the  .>=anie 
style  and  triiniiied  w'Ui  wide  embroidery  and  lace 
bands  and  narrow  lines  of  lace.  ?darquisettes  are 
trinmied  with  wide  bands  of  colored  marquisette  or 
of  satin,  and  often  there  are  wide  collars  or  fancy 
yokes  of  the  .same. 

The  new  note  is  the  introduction  of  the  .s.nsh. 
Some  of  the.se  are  the  flat  panel  sa-hcs.  hut  more 
often  a  ribbon  sash  often  tied  at  the  sides  and  with 
the  ends  drawn  into  a  ta.ssel  is  u.<ed. 

Coats  in  Modified  Empire  Serges 

Houses  making  novelty  lines  are  finding  buyers 
interested  in  smart  styles  in  wrap  and  utility  coats. 
The-;e  models  are  developed  in  cream  and  hair-line 
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Style 
The  Latest 


Fit 
Unexcelled 


THE 

PULLAN"  GARMENT 

Suits — Coats — Skirts — Raincoats 

A  pleased  customer  is  your  best  advertisement — Sell  her  a 
"Pullan"  Garment  -  she'll  be  pleased. 

Immediate  Delivery  of 

EASTER  SORTING  NOVELTIES 

Wire  or  letter  orders  receive  immediate  attention. 

You  will  need  a  few  lines  to  sort  in — Give  us  the  size,  shade 
and  price — You  will  receive  an  assortment  which  will  not 
only  pie  ase  you  but  will  prove  ready  sellers. 

Try  our  Mail  Order  Service. 


Fit 


Coats 
3.75 

to 
22.50 


Send  for 
Sample 
Garment 


Value 


Service 


" 

Raincoats 

i 

5.50 

to 

q 

1500 

3 

3 

M.  Pullan  &  Sons 

(Estab.  1902) 

Cor.  Bay  and  Wellington  Streets 
TORONTO  -  CANADA 


hmart 

bpring 

Models  in 

Fine 
Whipcords 

Serges 

Worsteds 

guaranteed 

JLininr 

16.00 
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Dry  (joodx  lieview 


Lingerie  Gown  of  'White  Cotton 
Ma;quisette  trimmed  with  wide 
bands  of  Embroidery  worked 
on  Filet  Net,  with  Band  Edging 
Skirt.  Sailor-collar,  Sleeve 
Trimming  and  Girdle  of  Coral 
Marquisette. 
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"7/5  the  something  different 
that  Joes  it/' 


"Eclipse"  Models 

are  the  Acme 
of  Grace  and  Style 

Dealers  are  not  slow  to  realize  the 
advantages  of  our  limitless  supply 
of  new  and  modish  whitewear,  our 
tremendous  assortment,  and  the 
wonderful  values  we  offer. 

The  Gown  shown  is  one  of  a  large 
line  of  Summer  Dresses  now  being 
shown  by  "Eclipse"  representatives. 
Their  cases  are  overflowing  with 
beautiful  WAISTS  and  LINGERIE 
DRESSES  that  will  give  you  ex- 
actly what  you  most  need  in  your 
Whitewear  and  Ready -to -Wear 
Sections. 

THERE'S  MONEY  FOR  YOU  IN 
"ECLIPSE"  PRODUCTIONS. 


See  Our  Lines  Before  Ordering 


YOUR  SUMMER  GOODS 


The  Eclipse   Whitewear   Company,   Ltd.,  Toronto 
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striped  serges,  black  and  white  smooth-finished 
tweeds  and  shepherd's  check  suitings,  as  well  as 
waterproof  pongees,  and  tan  motor  linens  and  reps. 

These  coats  show  the  straight  lines  of  the  Em- 
pire and  Revolutionary  models  and  are  cut  with  the 
sleeves  in  one,  with  the  coat  kimona  ftishion,  or  with 
the  raglan  sleeves  sloping  into  the  neckband,  back 
and  front.  The  sleeves  reach  to  the  wrist  and  are 
bell-shape,  or  cut  in  straight  top-coat  fashion,  as 
wide  at  the  cuff  as  at  the  shoulder.  The  deep  Revolu- 
tionary turn-back  cuff  is  used  with  both  kinds  of 
sleeves.  These  sleeves  will  be  seen  in  Fall  garments 
and  the  bell  sleeves  will  have  a  wind  guard  to  im- 
part the  needed  warmth. 

Straight-line  coat  models  will  also  be  included 
in  Fall  lines,  as  they  are  a  very  suitable  style  for 
making  up  in  the  new  soft  cloths. 

These  utility  coats  are  finished  with  large  cape 
collars  or  square  collars,  or  newer  still,  with  large 
capuchins  or  hoods,  that  can  be  drawn  over  the 
head.  Black  satin  inlaid  collars  to  match  the  strap- 
pings and  pipings  used  are  most  seen,  but  king's 
blue  and  coronation  red  satin  is  also  used,  and  where 
hoods  are  seen  the  lining  is  generally  of  this  brighter 
shade.  Generally  there  is  a  high  belt  or  some  effect 
of  cut  that  suggests  the  Empire  waist. 

Buttons  are  a  decidedly  attractive  trimming  fea- 
ture, and  while  handsome,  are  not  especially  con- 
spicuous, as  fashion  now  decrees  that  they  must  tone 
in  with  the  cloth  at  present. 

New  York  is  featuring  top  coats  made  in  man- 
nish lines  and  hanging  loose  from  the  shoulders. 
These  coats  are,  as  a  fact,  built  as  closely  as  possible 
along  the  lines  produced  in  a  man's  overcoat.  They 
are  about  three-quarter  length,  reaching  to  well  be- 
low the  knees.  They  are  made  in  fancy  mixtures, 
stripes,  checks,  and  in  plain  serges,  and  a  few  are 
seen  in  plain  satin. 

Another  novelty  is  the  reversible  coat,  made  in 
two-faced  fabrics  or  in  two  fabrics.  Double-faced 
satin,  the  one  side  black  or  dark  blue,  and  the  other 
in  some  of  the  new  brilliant  shades,  is  used,  and 
pongee  and  plain  serge  are  also  used  for  these  coats. 
There  is  a  decided  tendency  towards  the  use  of  bril- 
liant cottons  for  linings  that  promises  to  have  a 
marked  influence  on  Fall  fashions. 


the  conunents  heard  on  every  side,  it  has  very  little 
more  chance  of  being  adopted  for  general  wear.  That 
there  was  a  certain  element  of  attractiveness  can 
hardly  be  denied,  but  much  of  this  was  due  to  the 
rich  materials,  and  effective  color-blending,  and  also 
to  the  grace  and  good  figure  of  the  models  who  wore 
the  gowns. 

Convenience  is  one  feature  that  recommends  the 
new  gown,  for  its  adjustment  is  a  simple  process. 
A  princess  combination,  consisting  of  cor.set  (-over 
and  drawers,  is  worn  underneath,  and  there  is,  of 
course,  no  underskirt  possible.  The  skirt  portion 
consists  of  full  Turkish  trousers  gathered  close  to 
the  ankle,  over  which  falls  a  graceful  long  tunic. 
These  pantaloons  have  a  full  lining  of  soft  white 
silk,  and  are  mounted  onto  the  waist  with  a  wide 
interior  band,  like  that  used  for  the  high-waisted 
princess  skirt. 

The  first  model  to  appear  was  of  soft  black  satin 
(luchesse,  relieved  by  a  broad  soft  girdle  of  bright 
purple  satin  and  touches  of  narrow  gold  fringe  at 
the  sleeves  and  neck.  The  waist  closely  defined  the 
figure  and  had  short  straight  sleeves.  The  over- 
skirt  was  perfectly  plain,  and  overlapped,  scarf- 
fashion,  in  front.  The  closing  was  at  the  back,  and 
the  edges  were  finished  most  effectively  with  a  nar- 
row ball  fringe. 

Two  of  the  other  models  were  identical,  save  for 
the  color  of  the  waist — one  being  of  vivid  vert  Em- 
pire satin,  and  tne  other  a  beautiful  shade  of  bright 
king's  blue.  The  full  trousers  and  over-.skirt  were 
of  black  satin  and  the  over-skirt  of  the  same  was 
draped  gracefully  on  the  left  side  under  an  immense 
knot  of  cord  and  tassels.  The  butterfly  bodice  had 
a  tinge  of  shirred  peplin  fastened  to  the  bodice  under 
a  cord  girdle.  A  one-sided  jabot  of  pleated  cream 
net  relieved  the  front  of  the  waist,  and  a  narrow 
round  yoke  of  the  net  formed  the  finish  to  the  col- 
larless  neck. 

The  Eaton  Co.  also  showed  a  model  designed  in 
their  own  factory.  The  full  trousers  of  black  satin 
were  veiled  with  a  long  straight  tunic  of  black  voile, 
edged  with  a  deep  satin  band.  The  skirt  and  trous- 
ers in  this  case  were  separate  from  the  waist,  and 
a  blouse  could  be  worn  with  it. 


Harem  Skirts  on  Exhibition 

Worn  by  Living  Models  in  the  Eaton  Garment 
Department —Skirt  Portion  of  Full  Turl^ish 
Trousers     Gathered     Close     to     the     Ankles. 

The  possibilities  of  the  harem  skirt  .^ecm  to  be 
mainly  in  the  use  that  can  be  made  of  the  new  mode 
from  an  advertising  standpoint.  This  was  con- 
vincingly demonstrated  recently  when  the  T.  Eaton 
Co.  exhibited  the  much-discussed  new  mode  on  liv- 
ing models,  in  their  garment  department,  Toronto. 

Two  New  York  models  were  brought  over  for 
the  occasion,  and  a  large  space  was  roped  oft"  in  the 
department  for  the  exhibition.  The  large  crowd 
gathered  was  eager,  curious  and  interested,  one  de- 
cidedly unusual  feature  being  the  number  of  men 
present  and  their  eagerness  to  obtain  a  good  view. 

Though  the  harem  skirt  is  more  pleasing  and 
more  practical  than  the  trouser  skirt,  judging  from 


Favor  for  Separate  Skirts. 

Advanced  Spring  fashions  show  a  marked  favor 
for  separate  skirts,  and  to  satisfy  the  popular  de- 
mand, there  is  showing  a  large  selection  of  new 
styles  designed  upon  distinctive  lines.  Panama, 
serge,  mannish  suitings,  grey  worsted  and  voiles  are 
now  selling.  Later  in  the  season  white  and  cream 
serge,  both  plain  and  in  pencil  stripes,  navy  and 
black  serge,  with  white  pencil  stripes,  and  skirts  of 
motor  linen,  and  tan  cotton  suitings,  white  linon- 
etfe  and  rep.  The  new  skirts  arc  in  smartly-designed 
]iancl  and  tunic  models,  and  many  of  the  wa.*hing 
models  button  down  oitbcr  (he  front  or  the  .*ide  of 
the  front  panel. 


The  Right  House.  Hamilton,  has  recently  opened 
a  new  tea  room  and  installed  a  5.000  soda  fountain. 
The  ton  room  will  ncconimodate  about  60  people. 
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fl     Novelty  Styles  for 
Spring  1911 

Our  Range  of  Dresses,  Waists,  Top 
Skirts,  are  complete  for  this  season, 
and  will  command  attention  from 
[  all  buyers  of  High  Class  Ready-to- 
Wear  lines. 


F  880  *i-'.75  ea. 

Stylish  Foulard  Silk  Dress  in 
all  the  season's  newest  shades. 


F--  $5.75  ea. 

Fine  quality  Chiffon  over  net,  trimmed  with  beads, 
the  very  latest  for  Easter  selling. 


F  1179  '^^.2=, 

Black     Voile    Skirt,    new 
Braiding  and  latest  styles. 


R.  D.  Fairbairn  Co.,  Ltd. 

107  Simcoe  Street,  Toronto 


President 
Rhys]  D.    Fairbairn. 


Vice  Pres. 
F.   J.  Knight,     W.  C.  Cliff. 


F  180  $8.00  ea. 

Black     Voile    Skirt     with 
newest  trimmings. 


F  881  $9.50  ea. 

Tailored  Pan;<ma  Design 
in  all  new  shades. 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Dainty  lingerie  gown,  showing 
kimona  sleeve,  popularity  of 
lace  and  sash  novelty  feature 
in  black  and  white  or  Dresden 
design  ribbon,  with  knotted 
fringed  ends. 
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REMO  VAL 


BRODY    &    FUNT 
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ADDRESS 


SEPARATE    SKIRTS 

13-21  EAST  22nd  STREET 

Between  Broadway  and  Fourth  Avenue,  NEW  YORK 
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TOUR  OPPORTUNITY  TO  I 

Here's  Your  "Ammunition" 


$6.75  a  dozen 


Send 
Your 
Order 
Now 


THIRTY-FOUR  DIFFERENT  DESIGNS  LAWN  WAISTS  (Eleven  of  which  are  illustrated. i 

Every  other  one  is  "Just  as  Good" 
Sold  only  in  17  do/en  lots.       [Y^  dozen  of  each  patiern.l       Asst.  to  box  iH  40  and  34  42 


GREENSHIELDS  LIMITED 


Montreal 


Please  metilioii   Tlu-   /v'r.wiw  lo   .IJzirtisos  and   Ihcir  Travelers. 
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[OLD  A  BIG  WAIST  SALE! 

Unparalleled  Lawn  Waist  Values  at  $6.75  a  dozen 


Delivery 
1st  April 

Send 

Your 

Order 

Now 

$6.75  a  dozen 


MAKE  SURE  OF  GETTING  YOUR  SHARE 

Write  for  as  many  lots  as  you  can  use.   We'll  send  by  Express  or 
Freight,  and  if  you're  not  satisfied,  send  them  back 


GREENSHIELDS   LIMITED 

MONTREAL 
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88 


K  ]•:  A  ] )  Y  -  T  O  -  W  i:  A  K     ( ;  A  li  M  E  N  T  S 


Dri/  (ioodn  Review 


Straight  Line  Model  in  While 
Cheviot  Serge.  Rounded  Collar 
and  Revers  and  band  that  gives 
the  Empire  Effect  are  of  flat 
Venise  over  Coral  Pink  Satin. 
Gold  and  Lace  covered  buttons 
on  cufis  and  fastening  the  coat 
are  additional  distinctive  trim- 
ming   touches. 
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Canada  Cloak  Co. 

LIMITED 

63-71  West  Wellington  St. 
TORONTO  CANADA 


MANUFACTURERS    OF 


WOMEN'S,  MISSES'  AND 
CHILDREN'S  COATS 

FUR-COLLARED  COATS 

WOMEN'S  AND  MISSES'  SUITS 
WOMEN'S  SKIRTS 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 


New  Fall  Lines  in  Children's    Dresses 

Coating  Serges  and  Softer  Finished  French  Serges  in  Navy,  White  and  Alice.  Panama, 
Bedford  Cord  and  French  Worsteds  are  favored  fabrics.     Kimona  W^aists  and 
L  Sailor  and  Middy  Styles  an  Increasingly  Important  Department. 


THOUGH  so  recently  introduced,  misses'  and 
children's  wear  is  becoming  a  very  import- 
ant line.  Three  or  four  short  years  ago  this 
stock  was  only  carried  half-heartedly,  and 
then  only  in  the  leading  stores.  The  change  came 
when  manufacturers  began  to  specialize  and  to 
stimulate  buyers  into  paying  proper  attention  and 
putting  in  proper  stocks. 

Manufacturers,  on  their  part,  paid  particular  at- 
tention to  the  production  of  smart,  snappy,  practical, 
up-to-date  styles,  and  took  care  that  the  fabrics  they 
used  were  suitable  for  children's  wear  in  color  and 
design,  and  that  the  materials  used  had  service  as 
well  as  style. 

There  is  a  constantly  growing  demand  for  chil- 
dren's garments  from  the  smaller  stores,  as  well  a-s 
the  larger  ones.  No  merchant  who  can  be  induced 
to  put  in  a  proper  assortment  and  to  give  the  de- 
partment proper  management  is  ever  dissatisfied  with 
the  results. 

Women  are  finding  that  the  work  and  worry  at- 
tending the  production  of  children's  dresses  at  home 
does  not  pay,  and  that  store  prices  are  less  than  the 
cost  of  dressmaker's  charges  added  on  to  that  of  ma- 
terials. Also  Chat  the  ready-made  garments  are 
smarter  in  fabric  and  cut. 

This  is  because  the  manufacturer  is  helping  out 
the  manufacturer  by  producing  special  fabrics,  pat- 
terns and  trimmings  solely  for  making  into  chil- 
dren's and  misses'  dresses. 

In  connection  with  this  point.  The  Eeview  would 
like  to  remind  buyers  that  when  buying  ohlldren's 
dresses  they  should  not  be  guided  by  price  alone. 
Fineness,  style  and  desirability  are  safer  guides  to  the 
buying  of  merchandise  upon  which  to  build  up  a 
reputation.  Merchants  know,  of  course,  the  prices 
that  are  popular  ones  with  their  customers,  but  they 
must  take  into  consideration  that  there  is  the  mak- 
ing, as  well  as  the  material  used,  in  the  garments  they 
are  buying.  Mothers  also  wnll  be  easily  induced  to 
pay  a  little  extra  for  good  materials  and  workman- 
ship, as  they  will  save  in  the  end. 

The  fabrics  used  this  Fall  cover  a  wide  range. 
Serges  are  always  a  favored  fabric  for  children's 
wear,  and  this  year  serge  may  be  said  to  be  not  only 
a  staple,  but  a  fashion  fabric. 

Coating  serges  and  the  softer  finished  French 
serges  are  used  in  navy,  white  and  Alice,  Panama, 
Bedford  cord,  cashmere,  French  worsteds  in  grey 
with  coronation  stripes,  and  fancy  tweed  effects,  are 
favored. 

For  some  time  now  there  has  been  an  increasing 
demand  for  washing  dresses  for  Fall  and  Winter 
wear.  These  are  made  of  special  cotton  fabrics, 
fabrics  so  treated  that  without  being  napped  they 
have  the  warmth  and  the  handle  of  wool.  Of  this 
class  are  the  English  whipcords,  Manchester  flan- 
nels and  Winter-weight  galateas,  that  are  made  up 


into  washing  dresses  for  school  and  home  wear.  Of 
the  sanitary  advantages  of  dresses  of  this  kind  there 
is  no  necessity  to  dilate,  as  they  are  well  understood 
by  both  parent  and  teacher. 

Mothers'  fashions  always  decide  what  the  small 
girl  and  the  budding  miss  shall  wear,  and  the  simple, 
youthful,  straight-line  styles  so  fashionable  for  their 
elders  have  wonderfully  simplified  the  work  of  the 
designers  of  children's  wear.  The  butterfly  or  ki- 
mona waist  that  shows  off  the  line  of  the  arm  and 
shoulder,  always  a  lovely  one  in  children,  is  almost 
all-prevailing.  Some  of  the  skirts  for  the  girls  are 
circular,  but  as  a  rule  pleated  effects  are  adhered  to. 
The  pleats  are  pressed  close  and  while  keeping  up  the 
effect  of  the  straight  line,  give  to  every  rapid  move- 
ment on  the  part  of  the  child.  Though  skirt  widths 
are  ample,  they  are  hardly  as  full  as  those  of  the 
preceding  season. 

Next  to  butterfly  effects,  sailor  and  middy  dresses 
must  rank.  The  novelty  here  is  the  smart  corona- 
tion dresses.  These  come  in  both  sailor  and  French 
dresses,  illuminated  by  bands,  pipings  and  knotted 
ties  of  bright-hued  silk.  Coronation  red  and  king's 
blue  satin,  flat  braids,  soutaches,  fancy  gimps,  gilt 
ball  and  boucle  buttons,  crochet  buttons,  etc.,  are  all 
used. 

Many  smart  little  dresses  show  the  one-sided  effect 
now  so  very  fashionable.  They  have  one  braid-trim- 
med rever  instead  of  the  regulation  pair. 

A  smart  butterfly  model  had  wide  buttonholes  or 
slashings  set  at  intervals  about  3  in.  from  the  neck 
and  a  wide  band  of  coronation  red  satin  was  drawn 
through  the  slashings,  ending  with  a  knot  and  ends 
in  front.  Military  straps  of  red  or  blue  satin  are 
decorated  with  a  row  of  gilt  ball  buttons. 

Many  of  the  sailor  collars  are  of  inlaid  satin  or 
cloth  and  are  trimmed  with  rows  of  flat  braid  or 
soutache. 

Specializing  within  a  specialty,  there  are  manu- 
facturers of  children's  wear  now  who  confine  them- 
selves exclusively  to  dresses  for  children  between  the 
age  of  one  year  and  fourteen.  For  the  younger 
children  the  one-piece  buster  is  a  favorite  model. 
This  is  cut  all  in  one,  often  sleeves  and  all,  and  is 
variously  finished  with  tucks,  pleats  or  pl;\stron 
fronts,  ^^elvet  or  satin  pipings,  cloth  bands,  gimp 
and  braid  are  used  as  trimmings.  Many  of  these 
small  dresses  are  made  of  washable  fabrics.  Tweed, 
serge,  panama  and  Bedford  cord  are  also  used  for 
busters  and  for  Frcncli  dresses. 

A  line  that  is  selling  specially  well  is  a  child's 
kimona.  These  garments  are  mothers"  in  minia- 
ture, and  are  finished  around  the  neck  and  down 
the  front  with  plain  sateen  to  match.  The  fabric  is 
a  soft  make  of  eider-down,  and  the  garment  is  so 
pretty  and  so  practical  that  it  takes  the  eye  of  the 
child,  and  satisfies  the  desire  of  the  mother  for  a 
useful  garment. 
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Sashes  to  be  Decided  Feature 

Used  Not   Only   on   Lingerie    Gowns,   but  on 

Tailor-made  Dresses  and  Suits  —  Great  Season 

for  Ribbon  Novelties  in  Prospect. 

It  is  interesting  news  that  Paris  has  come  out 
strongly  in  favor  of  the  sash.  At  the  dressmakers' 
openings  held  in  Paris  last  month  all  the  leading 
model  houses  were  a  unit  in  this  feature.  So  strong 
is  the  fashion  that  even  tailor-made  serge  suits  and 
cloth  dresses  do  not  escape  and  the  latest  note  is  that 
the  suit  or  dress  of  sombre  cloth  has  a  vivid  touch  of 
color  added  in  the  silken  sash. 

These  new  sashes  are  much  trimmed.  Some  are 
beaded,  some  are  embroidered  and  many  are  finished 
with  tassels  and  fringes  often  of  beads. 

Sashes  are  to  be  worn  with  the  new  lingerie 
gowns  of  marquisette,  voile  or  mull  and  embroidery, 
and  quite  a  plain  little  dress  is  made  smart  enough 
for  any  occasion  by  the  addition  of  a  handsome  sash. 
Gowns  of  this  kind  promise  to  be  the  ones  selected 
for  bridesmaid's  wear. 

The  illustrations  given  on  another  page  show  a 
number  of  lingerie  models  finished  with  elaborate 
ribbon  sashes  that  are  sure  to  appeal  to  the  woman 
who  is  choosing  a  bridesmaid's  gown. 

Bridesmaids,  even  for  church  weddings  this  year, 
are  wearing  wreaths  of  ribbon  flowers,  ribbon  flower 
trimmed  bandeaux,  or  ribbon-trimmed  lace  caps. 
All  these  fashions  mean  business  for  the  department 
that  goes  after  it. 

The  large  city  stores  are  making  extensive  win- 
dow and  interior  displays  of  these  ribbon  novelties. 
These  stores  have  built  up  their  departments  by  be- 
ing alert  for  novelties  of  this  kind  that  help  the  sale 
of  ribbons,  and  by  being  always  ready  to  feature 
them  promptly  and  prominently.  They  seek  out 
the  coming  fashions  and  create  a  demand  for  their 
goods  by  showing  them  in  advance. 

This  season  there  is  an  unusual  wealth  of  ribbon 
novelties.  Usually  the  sale  of  this  class  of  article 
has  been  regarded  as  peculiar  to  the  Christmas  sea- 
son. Such  articles  as  sprays  for  the  hair  made  up  of 
ribbon  flowers  and  artificial  foliage,  wreath  effects 
anu  bandeaux  made  of  ribbons  and  trimmed  with 
ribbon  flowers  are  all  selling.  To  these  must  be 
added  the  later  novelty  of  exceedingly  handsome 
sashes. 

Many  of  the  new  sashes  are  reminiscent  of  the 
Japanese  obi,  and  fasten  under  large  loops  and 
bows.  Others  are  Turkish  and  Persian  in  effect  and 
are  of  soft  satins  and  ribbons  or  crepes  and  are  drawn 
together  and  weighted  to  pull  them  into  graceful 
lines  with  tassels  or  heads  and  embroidery. 

Sashes  for  lingerie  gowns  are  made  from  wide 
satin  duchesse,  faille,  failletine  and  taffeta  ribbons. 
The  bows  are  large  and  the  long  ribbon  ends  reach 
almost  to  the  hem  of  the  gown.  Unless  the  ribbon 
is  very  wide,  three,  or  even  four  ends  are  used,  and 
these  ends  are  weighted  and  trimmed  with  ribbon 
garlands,  beaded  fringes  or  flower  fringes.  Sashes 
of  striped  Dresden  or  brocaded  ribbons  are  trimmed 
with  heavy  silk  fringes  or  tassels. 

Another  revival  that  will  make  for  good  business 
in  the  ribbon  department,  if  it  attains  the  vogue  it 
had  when  worn  some  years  ago,  is  the  ribbon  chon. 
When  last  worn  it  was  the  black  chon  that  was 
fashionable.     It  was  placed  on  the  left  side  of  the 


What  is  Your 

Children's  Dress 

Section  Like  ? 


A.® 


t?# 


Is  it  thoroughly  up-to-date  in  its  stocks? 
Is  the  variety  all  you  could  wish  and  are  the 
styles  as  new  as  they  should  be? 

If  they  are  you  will  find  our  goods  just 
to  your  liking  and  a  great  help  in  keeping 
this  most  profitable  section  to  the  fore. 

If  not,  the  need  is  greater  still.  With 
Home  &  Watts'  dresses  to  sell  and  the  new- 
est, prettiest  ideas  always  coming  in,  you 
will  find  your  children's  dresses  will  bring 
you  profits  far  above  your  greatest  expecta- 
tions. 

Try  them  at  once. 

Our  travelers  are  now  on  the  road  with 
Fall  styles. 

This  year  is  particularly  rich  in  the 
quaint  and  dressy  styles  mothers  love,  and 
yet  the  dresses  are  thoroughly  comfortable 
and  will  give  splendid  wear. 

See  the  new  Coronation  styles  and  colors 
and  particularly  the  new  Butterfly  dresses. 
They  are  the  newest  and  are  most  in  vogue. 


AJ> 


HOME  Qk  WATTS,  Ltd. 

CHILDREN'S  DRESS  SPECIALISTS 

Duncan  and  Adelaide  Streets 
TORONTO 
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A  Feature  of 
Our  Business 

is  the  attention  we  give  to  mail 
orders. 

To  be  able  to  get  "Specials" 
THAT  WILL  FIT,  on  short 
notice,  is  a  big  advantage  to  you, 
Mr.  Merchant,  no  matter  what 
size  stock  you  carry.  You  don't 
have  to  lose  any  sales  because 
you  happen  to  be  out  of  any 
particular  size  if  you  are  hand- 
ling 


SKIRTS 


The  only  skirts  with  the 

No-Sag  Back 

Send  us  a  sample  order,  we  can 
convince  you  that  we  have  the 

Right  Goods 

at  the 

Right  Prices 

and  can  give  you  the 

Right  Service 


Gardiner,  Foley  &  Co., 

Limited 

24  Ryerson  Ave.  Toronto 


bodice  and  gave  the  black  touch  that  wa.s  needed  to 
the  white  or  very  light  gown.  Now  the  fashion  is 
reversed  and  the  new  "chons"  will  be  of  bright-hued 
satin  or  velvet  ribbon  to  relieve  the  sonibreness  of 
the  very  dark  colored  gowns  that  are  becoming  so 
fashionable. 

With  transparency  the  vogue  in  waists,  all  the 
details  of  the  lingerie  beneath  becomes  of  import- 
ance. Corset-covers  are  all  ribbon  run,  and  it  takes 
time,  trouble  and  expen.«e  to  keep  up  the  freshness 
of  the  ribbons  u.sed.  There  is  a  decided  preference 
given  to  white  ribbons  for  this  purpose  and  when 
pink  or  blue  is  used  it  is  the  very  pale.?t  shade.s.  that 
are  chosen.  Baby  ribbons  are  used  for  this  purpose 
and  most  .stores  keep  them  done  up  in  bunches  of  ^/^ 
dozen  yards  in  a  basket  on  the  counter,  ready  for  the 
customers'  selection.  The  wa«h  ribijons  are  .specially 
made  for  this  purpo.se.  and  that  once  run  in  need 
not  be  changed,  but  will  wa>h  with  the  garment,  is 
worthy  of  an  effort  to  push  it. 

Its  merits  are  that  it  saves  time  and  trouble  as  it 
will  stand  laundering  just  as  well  as  the  cotton  of 
which  the    garment    is  madtj. 


The  Coral  Girdle. 

A  novel  and  plea.-*ing  girdle  for  Summer  dresses 
of  silk  or  fancy  wa.sh  goods  consists  of  cord  and  tas- 
sel, with  the  usual  accompaniment  of  barrel-run- 
ners. This  is  specially  designed  to  be  worn  with 
the  raised  waist-line  skirt  in  Princess  outline.  The 
cord  comes  in  steel,  gilt  and  silver  and  in  handsome 
combination  effects.  A  .similar  article  is  also  being 
seen  in  delicate  shades  of  washable  material  as  a 
finish  to  a  lingerie  dress. 


Colored  Wash  Bandiiitfs  for    chililicu'b  .uid  ladies'   vv.ish    dresses, 
blouses,  jumpers.  etci.Shown  by  J.  &  J.iCash,  Ltd..  Toronto. 
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LAURENTIAN 

Lingerie    Dresses 

Have  Made  Good 


No.  2001 

OUR  LEADER.    PRICE  $24  DOZ. 

In  White.  Helio,  Pink,  Blue  or 

Champagne,  Soft  Muli. 


The  Exceptional  Values 
Dainty  Styles  are  Appreciated 

You  want  Leaders  to  Retail  at 
2.50,  3.00,  3.50,  5.00  and  upwards 


LAURENTIAN 
Lingerie  Dresses 


Will  Get  You  The  Business 


REASONABLY  PROMPT  DELIVERIES 
of  Wanted  Lines 


Samples  in   Travelers'    Hands 


WAIT  FOR   THE 
LAURENTIAN  MAN 


No.  2005 
In  White  and  Colors. 


^  Diamond  Whitewear  Co.,  Limited 


THREE  RIVERS,  QUEBEC 


MANITOBA,  B.C.,  SASK.,  ALTA.:  TORONTO:  MONTREAL  and  EASTERN  ONTARIO: 

Geo.  Strachan  W.  H.  Piton  Z.  P.  Benoit 

E.  L.  Burden  Empire  Building  Mark  Fisher  Building 

QUEBEC  PROVINCE:  MARITIME  PROVINCES: 

J.  A.  Morin,  130  Joseph  Street,  Quebec  Alex.  Burr,  St.  John,  N.B. 
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Paris  Adopts  Fashions  from  Time  of  Terror 
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New    Note    in    Model    Houses  —  Soft    Silks    in 
Green,    Dull    Red    and     Yellow     the    Novelty  - 
Materials  Used—  Black  and  Blue  Street  Colors  — 

Staff    Correspondence 


Quaint  Striped  Patterns  in 
-  Etamine  and  Double-faced 
Combinations  of  Vivid  Tones 


Paris,  France,  March  24. 

NOW  that  the  exhibitions  in  the  Rue  de  la 
Prix  are  in  full  swing,  it  is  possible  to  tell, 
with  as  great  a  certainty  as  possible  when 
speaking  about  fashions,  what  will  be  worn 
by  the  elegantes  who  set  the  ball  of  style  rolling  dur- 
ing the  present  Spring. 

To  begin  with,  the  materials  used,  blue  serge  and 
surah,  are  the  fabrics  most  favored  for  smart  little 
dresses  and  suits.  The  revival  of  surah  is  one  of 
the  features  of  the  openings,  and  is  accompanied  by 


On  the  left:  A  tailored  suit  with  the  skirt  split  up  to 
the  knee.  The  buttons  and  loops  have  to  be  loosened  be- 
fore the  full  trousers  beneath  can  be  seen.  The  pretty 
model  on  the  risht  has  the  skirt  fulled  onto  a  band  to 
simulate   a   harem   skirt. 

a  vast  improvement  over  the  old-time  weave.  The 
new  surah  is  far  heavier  and  yet  it  retains  its  supple- 
ness, and  distinctive  twill.  Its  only  drawback  is  that 
it  is  hard  to  tailor,  but  in  spite  of  this  fault  it  is  made 
up  into  most  effective  suits. 

Though  surah  is  pressing  for  favor,  it  has  not 
taken  the  place  of  satin. 


.Vlthough  satin  has  been  so  universally  worn  dur- 
ing the  winter,  it  is  ju.st  as  much  the  favored  fabric 
for  Spring  wear,  and  the  big  couturiers  are  bring- 
ing out  their  leading  models  in  this  fabric.  For 
suits,  wraps  and  evening  gowns,  satin  easily  holds 
its  own. 


Snapshot   of   one  of   the   trouser   skirt   models       The   skirt  is 
of   black   liberty   satin   and  the  trousers  are  of  royal  blue  satin 

A  iifw  mohair  fabric  is  also  attracting  attention. 
It  ha.s  a  broad  stripe  woven  like  a  braid,  alternating 
with  a  stripe  brocaded  with  small  flower  patterns. 
This  fabric  is  very  far  itiuovod  from  the  old-time 
mohair  fabrics. 

Silk  foulards  in  very  ,<nuill  designs  are  being 
used  for  afternon  gowns. 

The  veiling  of  one  fabric  with  another  is  still  a 
fashionable  idea,  and  afternoon  and  evening  gowns 
are  made  with  tunics  and  draped  overdresses  of  chif- 
fon, mousseline  do  soio  or  marquisette  over  satins 
in  contrasting  colors. 

Tri-color  Combinations. 

Fashions  are  chiefly  taken  from  the  time  of  the 
••Terror."  and  all  tlio  loading  houses  are  showing 
roiM-o(hictions  of  .^oft  silks  in  quaint  old-fashioned 
strii>nl  patt(M-ns.      .V   coinl'ination  of  narrow  stripes 
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"LEADERS  IN  STYLE 

Interesting  to  all  Buyers  of  "Ladies' 
Ready-to-Wear  Garments."       :  :        :  : 
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DO 


you   want    the    Latest   Styles  in   Cloaks   and    Suits 
you  want  First  Class  Workmanship 
you    want  Perfect    CUT,  HANG,   FIT   and    Finish 
you    want  to   give   satisfaction   to    your  customers 


7 


If  so,  we  will  help  you  give  all  the  above  to  your  customers! 

"How  About  Your  Silk  Coats?" 

Don't  forget  that  we  are  specializing  in  Silk  Coats.     Our  prices,  ranging  from 
j$7.50  to  $15.00,  and  a  Trial  Order  will  mean  success  in  itself  to  you. 

INDEPENDENT  CLOAK  COMPANY 

551  and  553  QUEEN  ST.  W^EST,  TORONTO 


PEERLESS 
OVERALLS 

have  won  a  permanent  standing  with  the 
progressive  retailer  solely  on  their  merits. 

Our  goods  are  guaranteed  in  every  par- 
ticular and  in  ordering  from  us  you  as- 
sure yourself  of  OVERALL  QUALITY. 

The  increase  in  our  business  during  the 
past  year  proves  that  the  PEERLESS 
brand  is  best. 

Travellers  now  showing  our  lines  in  every 
part  of  CANADA. 

Peerless  Overall  Co. 


ROCK  ISLAND 


QUEBEC 


Manager  Wanted 

FOR  — 

Overall  and  Shirt  Factory 


A  man  capable  of  selling  goods  and 
building  up  a  trade. 

Party  preferred  who   could  invest  a 
few  thousand  dollars. 


Box  \'l, 
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Notice  to  Subscribers 


Subscribers  will  confer  a  favor  on  us  by  notifying 
us  in  case  they  are  not  receivings  their  paper  regu- 
larly, or  if  they  find  they  have  missed  one  or  more 
issues.  We  send  out  thousands  of  copies  each 
month,  and  it  is  only  natural  to  suppose  that  a 
few  copies  will  go  astray  in  the  mails,  even  though 
every  precaution  is  taken  by  us  to  avoid  this. 

We  should  also  be  notified  at  once  of  any  change 
in  address,  giving  both  old  and  new  addresses. 


Please  mention  The  Revieiv  to    Advertisers  and  Their  Travelers. 


96 


READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


RIDING 
SKIRTS 


Together  with  our  regular  line  of  Ladies' 
High-class  Dress  Skirts,  we  make  a  very 
attractive  and  good-fitting  Divided  Rid- 
ing Skirt. 

The  Divided  Skirt,  to  be  thoroughly  satis- 
factory, must  look  as  neat  worn  off  the 
saddle  for  walking  as  when  worn  for  rid- 
ing. 

By  a  special  arrangement  of  button  and 
button-holes,  the  front  panel  buttons 
across,  forming  a  panel  front,  nicely  trim- 
med with  buttons  and  button-holes  on 
each  side. 

There  is  a  good  profit  in  selling  Riding 
Skirts.  They  do  not  go  out  of  style,  and 
are  a  good  advertising  medium  for  the 
other  lines  in  the  Ready-to-wear  Depart- 
ment. 

Our  Riding  Skirts  make  an  excellent  gar- 
ment for  the  outdoor  athletic  woman,  and 
are  particularly  adapted  to  Mountain 
Climbing. 

Made  in  very  stylish  materials,  specially 
selected  to  witlistand  wear. 

We  would  like  to  submit  a  sample  for 
ynur  inspection. 


Livingston  &  Scott 

411   Clendenan  Ave. 

WEST  TORONTO 


in  green  and  dull  red  on  a  yellow  ground  is  tj'pical 
of  the.se  new-old  effects.  The  tri-color  combination 
of  l)lue,  red  and  white  is  also  seen. 

Jjordered  effects  in  cottons,  in  silks  and  in  veil- 
ings are  very  much  u.sed,  and  the  borders  are  so  ar- 
ranged as  to  form  lines  of  trimmings  to  the  tunic 
and  Ijodice.  Double-faced  fabrics  are  also  fa«liion- 
aljle.  A  black  satin  has  a  lirilliant  blue-back  which 
is  used  as  a  lining  and  also  for  trimmings  and  fac- 
ings. A  dark  blue  ca.<hmere  de  sole  .shows  a  black 
and  white  striped  or  checked  back  when  rever.-;ed. 

Large  meshed  etamine  is  much  used,  both  {)lain 
and  with  heavy  .stripes  running  through  the  fabric. 

Black  and  lalue  are  the  street  colors,  but  to  make 
u])  for  this  .soberness  outdoors  the  mo.«t  brilliant  color 
combinations  are  being  introduced  for  reception  and 
evening  gowns. 

All  the  red  tones  are  fashional)le.  from  bright 
.scarlet  to  the  deep  purplish  shades  known  as  violine. 
Blue  and  red.  black  and  purple,  blue  and  chamois 
are  some  of  the  leading  color  combinations  now  com- 
ing into  vogue.  Brilliant  yellow,  ^o  much  worn  in 
tiie  days  of  the  Empire,  and  vivid  Empire  greens 
are  also  fashionable. 

Colors  are  Massed. 

Two  strongly  contrasting  colors,  or  even  three,. 
are  used  in  fashioning  the  one  gowm.  These  colors 
are  not  used  as  heretofore — one  main  color  with 
touches  of  the  others  as  trimming  effects,  but  the 
colors  as  it  were  are  ma.ssed  and  many  gowns  are  half 
of  one  color  and  half  of  another.  Thus  Drecoll  had 
a  gown  made  up  in  masses  of  white  chiffon  and 
Royal  blue.  Again  at  Paquin's  was  .shown  a  blue 
serge  dress  made  with  the  tunic  over  a  cloth  skirt, 
striped  red,  white  and  blue  in  two-inch  stripes  and 
with  collar  and  cuffs  of  the  same  on  the  short  .serge 
coat. 

Turning  from  materials  to  trimmings,  lace  is 
again  restored  to  its  old-time  position.  The  laces 
favored  are  filet,  Venise  and  Point  Milan.  The.«e 
laces  are  favored  in  the  natural  or  straw-colored 
tint,  which  provides  the  fashionable  note  of  contract, 
either  with  pure  white  or  colored  fabrics.  Pure 
white  laces  are  less  used  than  for  many  years  at  a 
Spring  opening.  Wide  bands  are  very  much  u.'sed. 
particularly  for  the  hem  finish  at  the  foot  of  the 
gown.  The.se  Avide  bands  of  lace  are  used  both  when 
the  skirt  is  a  plain,  straight  one  and  where  the  much- 
favored  tunic  drapery  is  used.  Costly  Venise  lace 
is  used  for  this  deep  hem,  on  rich  gowns  and  nar- 
rower Venise  is  used  to  edge  the  slanting  lines  of 
the  tunics.  Veni.se  lace  is  incrusted  onto  the  richly 
embroidered  lingerie  gowns  of  handkerchief  linen. 
Filet  is  also  used  to  trim  sunnncr  lingeries  and  im- 
parts its  own  interesting  character  to  the  new  models. 
Filet  is  also  used,  made  up  into  big  bows  to  trim  wide 
l)iMmmed  outing  hats. 

Fashionable  Glove  Lengths. 

As  all  .sleeves  are  short,  12  and  lt>  button  gloves 
are  the  fa.shionable  lengths.  Should  the  Paipiin 
innovation  of  flowing  sleeves  take,  the  longer  gloves 
will  be  the  better  sellers,  as  the  1'2-button  lengtli 
would  leave  the  elbow  bare.  The  champagne-colored 
glove  is  taking  the  place  of  white,  avS  it  goes  with 
every  color.  It  is  almost  .skin-colored  in  tone  and  is 
inuili  niitre  beconiinu  than  white. 
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Lace  veils  will  be  worn,  and  the  newest  are  those 
of  filet  mesh  with  the  design  in  the  popular  filet 
patterns.  Imitations  of  Point  de  Paris  are  also  good. 
Mesh  veilings  show  a  return  to  velvet  and  chenille 
dots.  Black  veils  are  worn  with  black  hats  and  white 
or  natural  with  light  colors.  The  blue  hat  may  have 
a  veil  of  either  navy  or  dark  maroon. 

The  Vogue  of  Buttons. 

Buttons  are  freely  used  as  decorative  effects  on 
all  Spring  dresses  and  suits.  Gold  or  silver  ball  but- 
tons are  used  on  the  new  serge  suits  and  surah  but- 
tons appear  on  suits  of  surah.  Mother-of  pearl  but- 
tons trim  tunics  of  mousseline  and  dresses  of  strip- 
ed silk,  while  crochet  buttons  are  reserved  for  lin- 
gerie gowns.  Many  gowns  appear  to  be  buttoned 
down  to  the  hem,  and  the  buttons  used  are  often 
crocheted  silk  ones  to  match. 

All  the  mannequins  are  wearing  black  velvet 
pumps  or  Louis  XV  .slippers  with  big  buckles  and 
high  heels.  The  stockings  are  of  black  silk,  and  of 
the  most  filmy  texture  possible  to  be  procured. 

One-sided  effects  rule  in  neckwear.  The  new 
jabots  are  short  and  have  all  their  trimmings  massed 
to  the  left.  A  pretty  and  most  feminine  revival  is 
the  Marie  Antoinette  fichu  in  net  or  the  sheerest  of 
linen  batiste. 

Madame  Paquin  Ignores  the  Trouser  Skirt. 

Madame  Paquin's  opening  has  attracted  special 
attention  because  of  the  stand  she  has  taken  in  the 
matter  of  the  much-discussed  trouser  skirts.  Not 
one  single  model  of  this  class  is  shown. 

The  tailored  models  were  specially  interesting. 
Both  striped  and  double-faced  cloths  were  extensively 
used,  and  quite  a  number  of  models  were  of  etamine. 
The  jackets  are  cut  in  kimona  style  and  prac- 
tically no  long  jackets  are  shown,  about  24  to  26 
in.  being  the  usual  length. 

The  tight  cut  at  the  hip  is  maintained  and  the 
fastening  is  arranged  over  to  the  side. 

The  revers  are  broad  and  collars  are  large,  but 
are  not  cut  in  the  square  sailor  shape.  The  sleeves 
are  the  novelty  for  they  flare  from  the  ell^ow,  giv- 
ing a  sort  of  bell  effect.  Sleeves  are  elbow  and  % 
length.  The  basque  is  set  on  just  above  the  normal 
waist  line. 

Many  Tunic  Models- 
Skirts  are  fuller  and  have  pleated  .sections  let 
in  at  the  sides  and  back,  and  many  tunic  models  are 
shown.    Nearly  every  model,  either  tailored  or  other- 
wise, is  finished  with  a  sash. 


Paquin  is  featuring  the  one-sided  effect.  Lace 
revers  appear  on  one  side  of  the  gown  and  embroid- 
ery runs  from  the  right  shoulder  of  a  gown  across 
to  the  left  side  of  the  skirt. 

The  belt  in  some  models  is  carried  only  half-way 
around  the  figure  and  a  sash  is  placed  on  the  other 
side.  Some  evening  gowns  have  the  one  side  of  the 
waist  in  one  color  and  the  other  half  in  contra.st. 
Tunics  share  the  one-sided  movement  and  appear 
at  the  back  alone. 

Both  Paquin  and  Drecoll  are  making  short, 
round  evening  gowns  with  a  loose,  narrow  train  at 
the  back.  These  trains  are  of  lace  or  mousseline. 
and  are  looped  up  and  carried  over  the  arm. 

The  high  waist,  the  short  jacket  and  the  loose 
back  panel  are  featured  by  the  majority  of  designers. 

Short  Sleeves  and  Waists- 

Martial  Armand  .showed  very  short  waists,  both 
on  evening  gowns  and  suits.  The  tailored  suit  coats 
were  made  with  .short  basques  .scarcely  reaching  to 
the  hip  alone.  A  particular  feature  was  the  extreme- 
ly short  sleeves,  many  of  them  being  much  above  the 
elbow.  This  applied  in  a  marked  degree  to  the 
blouses  worn  to  complete  the  suits.  These  were 
very  short,  the  arms  appearing  almost  as  bare  as  in 
an  evening  gown. 

The  .skirts  of  tailored  suits  are  straight,  narrow 
and  tight,  so  nuach  so  that  it  would  be  an  impos.sible 
feat  to  walk  in  many  of  them  if  they  were  not  di\'id- 
ed  from  the  knee  down. 

Several  afternoon  models  were  in  Turkish  trouser 
effect,  held  in  at  the  ankle,  under  long  apron-shaped 
tunics.     Surah  was  more  used  than  satin. 

Boleros  with  Cutaway  Effect. 

Many  boleros  were  shown.  These  were  cut  with 
a  seamless  back,  fitting  clo.se  to  the  figure,  and  with 
a  very  open  cutaway  effect  in  front,  filled  in  with  a 
tiny  vest  of  etofte  ancienne,  or  of  .some  bright  color. 
High  roll  collars  in  chamois  or  egg-yellow  completed 
manjf  of  the  boleros  and  short  coats. 

Evening  and  summer  afternoon  gowns  are  of 
mous.seline  de  sole,  and  filet  or  Veni.^e  lace. 

All  the  n;iodel  houses  are  showing  a  marked  par- 
tiality for  Empire  and  Revolutionary  styles.  Many 
toilettes  show  the  skirts  cut  open  and  filled  in  with 
lace  flounces,  which  show  the  ankle  underneath.  The 
high  cut  skirts  are  flni.shed  with  high  belts,  and 
many  finish  with  rosettes  of  two  colors,  mostly  blue 
and  black,  or  black  and  red. 


TELL  YOUR  STORY  IN  A  WORD 

Every    garment    you    send    out    should   be   an   advertisement   for   you 
You   can   secure   this   publicity   by   using 

WOVEN    SILK    LABELS, 

adapted  to  your  special  needs.  We  make  them  for  every  style  of  gar- 
ment and  material.  Our  experience  is  limitless,  as  every  order  is  a 
special    one  Ask   for   quotations    and    samples. 

Colonial  Weaving   Company  Limited 


PETERBORO 


ONTARIO 
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In  Bright-hued  Trouser  Skirts 

Parisiennes   Wear    Some    Very    Daring    Gar- 
ments —  One    of    Vivid    Cerise   —   Discreet, 
Graceful  Models  Might  be  Successful. 

Whatever  may  be  the  reason  behind  the  trouser 
skirt,  the  greater  majority  of  the  leading  Paris  houses 
are  featuring  the  innovation.  Practically  all  the 
leading  houses  are  showing  Turkish  and  trouser 
skirts. 

Poiret,  Doucet,  Worth,  Callot,  Drecoll,  Bechoff, 
David  and  Martial  Armand  are  all  included  in  the 
list  of  houses  showing  trouser  models.  Madame 
Paquin,  however,  will  have  none  of  it,  and  absolutely 
refuses  to  touch  it. 

The  fact  that  so  many  great  houses  are  behind 
the  novelty,  and  also  because  there  is  a  feeling  that 
something  more  convenient  for  many  occasions  than 
skirts  as  now  constituted  would  be  welcomed,  if  only 
they  were  discreet  and  graceful,  would  be  warmly 
welcomed,  is  causing  many  to  a.sk  if  the  trouser 
skirt  has  a  future,  and  if  the  great  designers  of  dress 
are  seriously  expecting  so  radical  a  fashion  to  become 
popular  for  general  wear. 

The  first  day  of  the  Anteuil  races  gave  the  first 
opportunity  for  testing  public  opinion.  About 
thirty  mannequins  from  the  different  model  houses 
appeared  in  the  pesage  wearing  the  new  skirts. 

Discreet,  but  Impracticable. 

There  is  no  denying  the  fact  that  many  of  these 
dresses  were  discreet,  but  in  many  instances  this 
discreetness  was  achieved  at  the  exepnse  of  practic- 
ability. Gowns  of  this  class  received  a  share  of  mo- 
dified approval.  Many  were  glaringly  eccentric,  and 
the  feeling  they  created  was  expressed  in  no  uncer- 
tain manner.  Their  wearers  were  followed  around 
by  a  jeering,  hooting,  laughing  mob,  who,  when  the 
gate  was  passed,  were  only  restrained  from  violence 
by  the  efforts  of  a  large  body  of  police. 

Even  in  Paris,  the  good  taste  of  the  trouser  skirt 
is  questioned,  and  possibly  some  objector  may 
go  as  far  as  to  invoke  the  laws  against  women  mas- 
querading in  men's  clothes.  The  universal  opinion 
now  that  the  skirt  has  appeared  in  public  is  that 
it  is  most  difficult  to  make,  and  much  more  diflioult 
to  wear. 

Full  Turkish  Trousers. 

A  description  of  some  of  the  models  that  have 
appeared  so  far  will  be  interesting.  One  of  the  most 
striking  was  of  vivid  cerise  mousseline,  figured  with 
white  spots  about  the  size  of  a  fifty-cent  piece.  This 
was  made  with  full  Turkish  trousers  and  worn  vnih. 
cerise  silk  stockings  and  black  satin  shoes.  Many 
models  have  dark-colored  tunics  or  over-dresses  slash- 
ed up  at  the  side,  and  revealing  full,  baggy  trousers 
of  purple,  Emerald  green,  cerise  or  other  brilliant- 
hued  satin.  One  of  the  most  offensive  models  was 
of  dark  blue  satin  with  a  long  tunic  over-dress  of 
the  same.  The  trousers  were  edged  with  a  frill  of 
white  lace,  and  the  effect  was  in  the  worst  possible 
taste. 

This  model  brought  the  comment  from  a  French- 
man's lips  "that  he  was  ashamed  of  France  wlion  he 
viewed  such  hideous  creations,  and  soon  a  jury  of 
good  taste  would  have  to  be  appointed  to  pass  upon 
such  things  before  they  were  launched  in  public." 


Favorable  Comments  for  Some. 

Several  models  of  evening  gowns  are  shown  with 
the  Turkish  skirt.  Models  that  are  divided  a  few 
inches  above  the  ankle,  and  made  of  soft  .silk  or 
net,  in  folds  tied  in  with  ribbons  were  favorably 
commented  upon.  Even  when  fashioned  in  beauti- 
ful color  effects,  the  more  pronounced  models  were 
not  admired.  One  of  these  was  of  pink  satin,  veiled 
with  .silk  net,  embroidered  at  the  hem  and  in  front 
of  the  corsage.  The  sides  were  open  to  show  the 
Turkish  skirt,  and  were  outlined  with  a  broad  band 
of  pink  satin,  across  which  was  laid  a  trail  of  pink 
})lush  roses.  Some  of  the  blossoms  were  sewn  to 
the  V  of  satin,  outlining  the  decolletage,  the  hiatus 
between  the  V  being  filled  up  by  an  emerald  green 
pailetted  butterfly. 

The  trouser  skirt  has  appeared  on  the  streets  of 
many  of  the  leading  American  cities,  but  in  such  a 
form  that  not  even  the  idea  should  be  copied.  Many 
New  York  garment  manufacturers  have  included 
trouser  skirt  models  in  their  line  and  a  comparative 
number  have  been  purchased. 

Both  the  manufacturers  and  buyers  seem  to  have 
had  the  same  object  in  view,  and  that  was  the  se- 
curing of  a  garment  that  would  interest  the  public 
and  form  a  strong  drawing  card  from  an  advertising 
point  of  view. 


F.  E.  Stafford,  representing  Grout  &  Co.,  Ltd.,  of 
London  and  Yarmouth,  maruifacturers  of  silks, 
crepes  de  Chine,  scarves  and  motor  veils,  left  Eng- 
land for  Canada  at  the  end  of  March.  He  will 
carry  a  comj^lete  range  of  the  company's  goods  and 
will  call  oil  the  trade  in  Ea.«terii  Canada  and  as  far 
we.4  as  Wiiiiii])eg. 


New    tassels    suitable   (or   scarves,  furs.    etc.       Shown 
by  A.    Weyerstall   &   Co.     Toronto. 
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THE  SALESMANAGER  TO  THE 
SALESMAN  CONCERNING  BLACKEYE 
SKIRTS 


"Now,  about   these  Blackeye 
skirts- 


"This  is  one  of  the  lines  we  fully 
guarantee.  You  can  tell  your 
people  that  we  turned  out  about 
1,500  dozen  of  these  Blackeye 
skirts  last  season  and  there  was 
not  one  complaint.  This  year 
we  are  prepared  to  do  more 

'The  same  guarantee  covers 
Blackeye  this  year — we  will  re- 
place any  skirt  which  cuts  or 
splits.  This  one  I  am  showing 
you  is  one  of  the  new  models — 
up-to-the-minute.  Make  a  big 
point  of  the  guarantee  label.  On 
every  skirt  which  is  a  Blackeye 
this  label  is  on  the  band " 


IB/^unadianMmo&lM^a^^ 


^M&nile^ 
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Paris  Introducing  Surahs 

They  are  used  as  Suiting  Silks,  Coats  and  Costumes 

—Black  and  White  Combinations  Relieved 

with  Touches  of  Cerise,  Coral,   Vert, 

Empire   or   King's  Blue. 

IJSf  the  city  trade  the  popularity  of  bordered 
fabrics  is  increasing.  There  is  a  growing  high- 
cUiss   demand    for    bordered    fouhxrds.      Narrow 

borders  run  parallel  with  both  edges  of  the  silk. 
There  are,  however,  some  decidedly  bold  patterns 
in  stenciled  effect,  done  in  black  on  a  bright-colored 
ground. 

Satins  are  selling  in  many  different  qualities  and 
weights.  Black  and  dark  blues  are  being  taken  for 
outdoor  wear,  while  vivid  colors  are  used  under  veil- 
ings and  for  trimming  purposes. 

It  is  increasingly  noted  that  the  fashionable 
black  and  white  combination  is  relieved  with  touches 
of  coral,  cerise,  vert  Empire  or  king's  blue.  Re- 
versible satins  are  another  high-grade  novelty  that, 
while  being  too  high  in  price  for  the  popular  trade, 
serve  as  a  sign-post  to  point  the  way  to  the  future. 

Paris  is  reviving  surah,  both  as  a  suiting  silk 
and  for  coats  and  costumes.  The  new  surah  is 
heavy  in  the  weave  and  is  in  plain  color  and  decor- 
ated with  the  fa.shionable  hairline  stripe. 

Another  revival  is  cashemire  de  -soie,  and  this 
fabric  is  likely  to  be  much  favored  in  the  coming 
Fall.  Soft  silks  of  a  crepey  finish  are  being  adopted 
by  the  Paris  model  houses. 

Other  novelty  goods  selling  are  black  and  white 
striped  voiles,  marquisettes,  bright  jacquard  effects 
in  eolionnes  and  crepes,  and  silk  and  wool  fabrics, 
such  as  poplins,  l)engalines  and  Henriettas.  Not- 
withstanding the  fact  that  Spring  is  here,  one  of  the 
busy  sections  of  the  dress  department  is  the  velvet 
and  velveteen  counter. 

Printed  cotton  fabrics  for  the  time  being  are  the 
best  sellers  and  there  will  be  a  big  demand  for  them 
all  ihi'oiigli  the  Smumer  .season. 

Doubtless,  wliite  fabrics  will  sell  better  than  at 
present  when  the  Summer  begins.  White  fabrics 
are  always  staple  in  this  climate  for  Sunnner  wear, 
and  though  colored  cottons  are  in  vogue  still  a  very 
big  business  is  always  done  in  white  fabrics. 

AS  in  silks,  there  is  a  growing  fondness  for  bor- 
dered novelties,  and  some  beautiful  floral  and  con- 
ventional effects  are  showing  in  medium  and  high- 
priced  goods. 

Pointed  Borders 

Printed  nets,  marquisettes,  voiles,  batiste,  mull 
and  similar  fabrics  all  come  Avith  handsome  borders. 

Cotton  voiles  are  hardly  to  be  distinguished  from 
those  of  silk,   and,  besides,  the  printed  effects  can 


be  had  in  all  the  leading  colors.  These  goods  are 
selling  freely  and  buyers  do  not  expect  to  drop  them 
at  the  end  of  the  Summer  season,  but  will  stock 
them  for  Fall  selling. 

Silk  and  cotton  mixture  fabrics,  both  in  plain 
and  brocaded  effects,  on  poplin  and  eolienne  grounds 
are  selling  well. 

The  demand  in  cotton  .«uitings  is  confined  almost 
entirelv  to  motor  cloths  in  shades  of  tan. 


Fall   Staples   Selling   Well 

Flannelettes,    Saxonies,    Denims    and    Tickings    in 

Good  Demand  —  Some  Price    Lists   are   on    Same 

Basis  as  Last  Year. 

Canadian  manufacturers  report  trade  in  staple 

lines  to  be  in  an  exceptionally  good  condition,  better 
in  fact  than  for  some  considerable  time.  They  are 
now  working  almost  entirely  on  Fall  lines,  and  are 
finding  prospects  most  encouraging. 

Flannelettes  and  Saxonies  are  selling  very  well 
indeed,  the  flannelettes  in  all  the  old  staple  pat- 
terns and  colors,  the  Saxonies  with  a  special  demand 
for  the  bleached  grades.  There  has  been,  and  is 
still,  a  call  for  tickings,  and  denims  are  in  good  de- 
mand. These  are.  of  course,  the  real  Fall  staples,  but 
there  is  also  a  fair  demand  for  cottons  in  general, 
though  on  a  much  smaller  basis  than  for  the  Sum- 
mer trade. 

Large  Orders  for  Tickings. 

Mattress  makers  have  been  placing  large  orders 
for  tickings,  occasioned  partially,  no  doubt,  by  the 
immigration  outlook.  In  the.-^o  there  are  a  few  new 
patterns,  though  none  of  striking  importance,  and 
the  cloths  themselves  show  little  variation  in  weave 
or  texture.  Winnipeg  has  been  sending  in  large 
orders  for  tickings,  indicative  of  an  encouraging 
trade  in  the  West.  These  conditions  are  in  strong 
contrast  to  those  of  the  United  States,  whore  the  tick- 
ing trade  has  been  rather  dull,  and  although  the  de- 
mand is  strong  here  for  Canadian  goods,  yet  the  out- 
side competition  has  tended  to  keep  prices  in  this 
line  low,  and  as  cotton  continues  high,  the  profit  has 
not  kept  pace  with  the  demand. 

In  the  denims,  the  ]ilnin  blacks  and  blues  are  the 
lines  called  for. 

Increased  Demand  for  Flannels. 

The  demand  for  jirinted  atid  embroidered 
flannels  and  delaines  show  a  marked  increa.-JO 
over  that  of  last  year.  People  are  buying  readily, 
and  there  is  no  drop  in  prices,  and  not  likely  to  be. 
Prici>  lists  in  vclom-s  and  I'mpire  twill,  already  is- 
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NISBET  &  AULD,  Limited 


Tans  and  Coronation  Blue 

THE  NEWEST  IN 

Ladies'  Costume  Cloths 

QEVER  in  the  history  of  this  progressive 
house  have  we  been  able  to  gather 
together  such  an  assortment  of  absolutely 
exclusive  designs,  colorings  and  fabrics 
as  we  have  for  the  present  sorting  season. 
A  liberal  supply  of  these  novelties  ensures 
you  a  greatly  increased  business  as  well  as  a 
lot  of  free  advertising. 

Don't  hesitate  to  ask  us  for  samples  or  see 
the  lines  with  our  representatives. 

A    visit    to    our    warehouse    will    give    you 
new  ideas. 


EMPIRE"  Satin  Linings 


Guaranteed  for  two  Seasons 

In  all  the  newest  colorings  to  match  our  cloths. 


**Empire"  Satin  is  the  best  satin  lining  on 
the  continent,  and  merchants  should  not  be 
misled  into  buying  worthless  imitations. 


32  and  34  Wellington  St.  W.,  Toronto 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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sued,  list  the  former  at  eight  cents,  the  latter  at 
ten,  the  prices  as  last  year,  and  the  same  conditions 
hold  good  for  all  flannel  and  nap  lines,  with  the  ex- 
ception of  two  or  three  lines  of  unlisted  flannelettes, 
on  which  prices  have  been  slightly  reduced  in  order 
to  bring  them  to  a  good  selling  basis.  The  decrease, 
however,  has  been  slight,  only  about  an  eighth  of  a 
cent,  and  taken  on  the  whole  there  has  been  little 
change. 

Stocks  apparently  are  not  large,  and  supplies 
seem  to  be  pretty  well  cleared  out  through  the  coun- 
try. 

Repeats  on  Spring  Orders  Good. 

Repeats  on  Spring  orders  for  immediate  delivery 
have  been  coming  in  well,  better  than  for  several 
seasons,  and  not  only  on  a  few  lines,  but  prettv  gen- 
erally on  all.  Ginghams  for  Summer  use  have  al- 
ready been  oversold,  so  great  has  been  the  demand, 
especially  in  all  the  finer  lines  of  zephyr  and  dress 
ginghams. 

Tlie  Dominion  Textile  people  hope  to  have  their 
new  staples  price  list  issued  this  week,  showing  a 
number  of  new  ranges  in  bleached  cottons  and  sheet- 
ings to  come  at  popular  prices. 


Short  Supply   in   Tweeds 

More  Could  be  Sold  in  Some  Effects    if  Obtainable 

—  Complaints  as  to  Short  Yardages    Required    for 

Skirts,  Dresses,  or    Suits. 

THE  big  complaint  at  present  in  piece  goods 
circles  is  of  the  short  lengths  of  cloth  re- 
quired from  which  to  develop  a  skirt,  dress 
or  suit.  It  is  not  unusual  to  sell  1%  yards  of 
54-inch  tweed  or  serge  for  a  separate  skirt  and  S^/l; 
yards  of  the  same  for  a  suit.  Skirts  are  narrow  and 
short,  and  coats  are  short  and  plain  and  the  whole 
affair  is  devoid  of  fullness.  Even  in  the  silk  depart- 
ment the  same  factor  is  encountered,  for  four  or  four 
and  one-half  yards  of  40-inch  foulard  is  regarded! 
as  sufficient  for  a  gown.  The  fact  that  fashion  is 
favoring  styles  that  call  for  such  short  lengths  of 
material  coupled  with  the  increasing  pressure  of  the 
ready-to-wear  business  is  making  it  extremely  hard 
to  keep  the  returns  in  the  dress  goods  department  up 
to  the  figures  of  other  seasons  when  much  more 
ample  skirts  necessitated  a  more  generous  yardage 
in  both  cloth  and  silk.  As  the  new  styles  that  are 
now  coming  out  in  Paris  and  which  promise  to  in- 
fluence to  a  great  extent  the  fashions  of  the  coming 
Fall,  the  decreased  yardage  for  a  dress  or  suit  will 
have  to  be  faced  for  at  least  another  season. 

The  only  way  to  keep  up  returns  is  to  push  bet- 
ter qualities,  and  to  make  the  display  in  the  depart- 
ment so  effective  that  it  will  require  only  a  little 
extra  salesmanship  to  sell  an  extra  gown  on  the  plea 
that  it  can  be  afforded  because  it  takes  so  little  mater- 
ial to  make  one. 

Tweeds,  black  and  while  stripes,  shepherd'.- 
checks,  are  the  big  sellers  at  the  present  moment. 
Some  classes  of  tweeds  are  in  short  supply  and  more 
of  this  cla.'is  of  fabric  could  be  sold  in  certain  efl'ects 
if  they  were  obtainable.  The  big  demand  for  de- 
laines still  continues,  pencil  stripes  being  the  big 
seller  in  uubordered  cloths  and  ring  and  spot  pat- 


terns in  bordered  fabric.  Borders  are  increasing 
their  lead  and  promise  t^j  be  a  factor  in  novelty 
lines  for  the  coming  Fall. 

Linen  Prices  Advancing. 

There  has  been  a  general  advance  in  the  price 
of  linens  and  prospects  are  they  will  go  still  higher. 
In  view  of  this  fact  there  is  every  disposition  to 
place  good  orders  on  the  present  price  basis. 

Advices  from  Belfast  show  that  manufacturers 
are  not  seeking  for  orders,  as  cost  of  doing  business 
tends  upward.  Moreover,  they  are  booked  up  for 
months  ahead,  and  there  are  complaints  even  now  of 
slow  deliveries  against  past  orders. 

Sales  are  confined  chiefly  to  damasks,  towels 
and  linens  for  domestic  uses.  Orders  are  also  com- 
ing in  for  handkerchiefs  for  the  Fall  and  the  holi- 
day trade. 

One-corner  medallions  and  boxed  initial  hand- 
kerchiefs are  the  big  sellers.  There  is  little  doing  in 
dress  linens,  save  in  one  line — a  specially-woven 
motor  linen  in  the  natural  shade  is  a  good  seller. 

There  is  an  increasing  «ale  of  towels  by  the  yard 
and  by  the  piece.  So  well  received  has  been  the  first 
innovation  that  for  Fall  selling  a  big  range  of  the 
best  patterns  has  been  put  out,  including  the  new 
striped,  line-checked  and  allover  patterned  centres. 
Towels  by  the  piece  come  in  rolls,  three  dozen  pat- 
terns to  the  roll.  Individual  towels  can  be  ordered 
with  either  the  hemstitch  finish,  or  scalloped,  as  the 
buyer  prefers,  and  the  price  in  both  cases  is  the 
same. 


KING'S 


Eatabllahed  177t 


FAMOUS 


■old  by  leading  Jobber*. 


SCOTCH 


Every  pleoe  perfect, 


HOLLANDS 


Scotch  Hollands  for  near.'-  a. 
ceniury  and  a.  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

r\ 

for  Its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

CLACOW,  SCOTLAND. 

Canadian   Representatives: 

CAMPBELL   SMIBERT  ^.^c.  CO.. 

210  St.  James  Street         -  -  Montreal 
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WRAPPERETTES 


The  most  complete  and  distinguished 
line  of  wrapperettes  ever  shown,  now  at 
your  wholesale. 

They  sell  quickly  and  are  quick  moving 
stock. 

Dominion  wrapperettes  stand  inspection 
and  comparison  from  every  side. 

Patterns  and  colors  are  new  and  exclusive. 


DOMINION 


See  the  range  of 

EMPIRE    TWILLS    and    VELVET 

ROBES 

Every  time  you  sell  DOMINION  goods 
you  plant  profit  for  yourself 
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A,T     THE 


PRK^\  U^^^^'^^^^'^M^*^  FRANCO 

EXMIBITION. 


FAST  DYED 

Cotton  Velvets 


Tiif  ANCHESTER.  for  centuries  the  centre  of  the  world's  Cotton 
*""  Velvet  trade,  owes  its  pre-eminence  to  the  perfection  to  which 
the  dyeing  and  finishing  of  Cotton  Velvets  has  there  been  brought. 

T70R  nearly  a  century  and  a  half  J.  &  J.  M.  WORRALL,  LTD. 
"  — "The  World's  Premier  Velveteen  Dyers" — have  been  dyeing 
and  finishing  high-class  Cotton  Velvets,  the  firm  being  established  in 
the  early  years  of  George  III. 

^PHEIR  Ordsall  Dye  Works  have  taken  a  leading  part  in  bringing 

*  Cotton  Velvet  to  its  present  perfection — a  beautiful  fabric,  in 
which  the  leading  costumiers  show  many  of  their  best  creations. 

TT  was  from  the  Ordsall  Dye  Works — after  years  of  experi- 
*  menting — that  there  came  the  discovery  of  fast  dyes  on  Cotton 
Velvets. 

^PhESE   are    now  obtainable    in    every  shade,    and    for   Costume 

*  purposes  care  should  be  taken  to  use  none  but  fast-d^ed  cloths 
Buyers  should  ask  ^or  Cotton  Velvets  in 


WORRALL'S 

FAST  DYES 


Please  vicntion   The  Rez-ietc  to   .Idiertiseis  and   Their  Tta^'elets. 
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CREPE 
MANUFACTURER  S 
BY  APPOINTMENT 


TO  HER  MAJESTY 
THE  QUEEN 


THE  OLDEST 

CREPE 

MANUFACTURERS 

IN  THE  WORLD 

ESTABLISHED] 
[  OVER  100  YEARS 


Mills  at  Great  Yarmouth,  Norfolk,  England,  for  the  manufacture  of 

Crepe  de  Chine,     Marquisettes,     Crepe  Meteors,     Satins,  Etc.      Novelty  Wraps, 

Woven  Scarves,     Hemstitched  Scarves  (Plain  Printed  and  Fringed), 

Ladies'  Fancy  Neckwear,  Etc. 

PRINTED  SCARVES  ARE  OUR  SPECIALTY 

Weaving,    Dyeing,    Finishing,     Hand    Block    Printing 

We  are  makers  of  a  new  Waterproof  Crepe  de  Chine 
Motor  Veil — the  "Water  Nymph"  (registered). 

Grout  &  Company,  Limited 

Showrooms — 8  ^  9  Friday  Street,  London,  England 


_ 


An  Exact  Reproduction  of 
Hand  Made  Lace 

possessing  the  same  exceptional  qualities  for 
appearance  and  durability 


Sllanufactuved 
of 


BIRKIN  &  CO.       .:.      NOTTINGHAM,  ENG. 

Manufacturers  of  B.  B.  Torchons,  Finest  Quality  Valenciennes  and  Novelty  Laces 

Represented  in  Canada  by  A.  B.  FISHER,  4  Manchester  Bld^.,  33  Melinda  St.,  Toronto 
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The  Ideal  Buyer 


By  A.  Fraser  Little 

Manager  and  Buyer  Ladies'  Garment   Department, 
Regina  Trading  Co.,  Regina,  Sas. 


i 


THE  ideal  buyer  is  first  of  all  a 
man  of  character — a  man  who 
can  be  trusted ;  whose  word  is 
as  good  as  his  bond,  and  who  never 
betrays  confidences. 

Pie  is  a  man  of  few  words,  who 
thinks  before  he  speaks,  who  knows 
what  he  wants;  who  sees  all  that  is 
to  be  seen ;  hears  all  that  is  to  be  said 
and  then  honestly  exercises  his  own 
best  judgment  in  the  selection  of  his 
goods.  No  honorable  ideal  buyer,  in 
order  to  obtain  lower  quotations,  will 
stoop  to  the  method  of  telling  Jno. 
Smith,  the  traveler,  that  Tom  Jones, 
his  competitor,  offers  a  line  at  10  p.c. 
less,  whether  this  fact  be  truthful  or 
otherwise.  He  will  first  thoroughly 
inform  himself  on  the  market  price, 
quality,  style,  etc.,  and  then  buy  his 
goods  where  he  finds  the  best  assort- 
ment and  values.  He  will  do  these 
things  without  quibbing,  bartering 
or  bantering. 

The  commercial  traveler  will  thus 
soon  learn  that  to  win  his  business 
they  must  at  once  offer  him  their 
best,  at  their  lowest  figures.  Further- 
more, they  will  not  hesitate  to  do  this 
because  they  have  learned  that  he  is 
honorable,   that  he  will  not  divulge 


i«\  k  ^  k  I  I  I 


secrets,    that   any  special  advantage 
offered  him  will  not  be  "advertised." 

Because  It  Is  Right 

The  ideal  buyer  will  be  as  thor- 
oughly courteous  to  those  who  are 
seeking  favors  as  he  is  to  those  of 
whom  he  may  be  seeking  favors.  He 
will  do  this  because  it  is  right  to  do 
this  and  because  he  knows  that  to- 
morrow he  may  have  occasion  to  ask 
favors  from  the  seller  who  to-day  is 
asking  him  for  favors.  He  will  treat 
the  connnercial  man  as  a  gentleman ; 
he  will,  in  justice  to  himself,  in  jus- 
tice to  the  firm  he  represents,  never 
decline  to  inspect  desirable  goods  that 
are  already  displayed  in  the  traveler's 
sample  room;  he  will  keep  all  ap- 
pointments which  he  makes. 

Account  Worth  Cultivating 

Then,  too,  knowing  the  power  that 
comes  from  concentration,  he  will 
not  scatter  his  orders  and  make  num- 
erous small  purchases  from  numerous 
hou.ses;  instead,  after  informing  him- 
self on  the  market,  he  will  buy  from 
the  fewest  possible  houses  so  as  to 
make  his  account  worth  cultivating. 
He  can  reasonably  expect  better 
treatment  in  the  way  of  special  prices, 


The  ideal  buyer  will  be  courteous  because  it  is  right. 
He  will  treat  the  commercial  man  as  a  gentleman.  He 
will  be  thoroughly  informed  on  market,  price,  quality 
and  style. 
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CALDWELL'S 

In  Suitings  and 

Coatings 


TRADE>       I.TD 


1ARK 


CD 


CALDWELL'S 
J  WOOLENS  , 
.Q     100%     - 


MJ] 


WOOLENS 

For  Ladies  and 
Gentlemen 


The  newest  of  the  season's  weaves  and  colors  are  shown  in  Caldwell's 
Woolens.  Standard  weaves  and  novelties  have  equal  attention  and  our 
assortment  is  very  large. 

CALDWELL'S  WOOLENS  ARE  100%  PURE 

They  are  equal  in  wearing  quality  and  finish  to  the  best  imported 
goods  and  surpass  the  usual  run  of  imports  in  every  way. 

BLANKETS 

AND 

STEAMER  RUGS 

of  the  Caldwell  grades  sell  rapidly,  which  means  a  quick  turn- over  of  your 
stock  and  a  corresponding  increase  of  profits. 

All  sales  are  direct  to  the  retail  trade. 

Travellers  now  showing  full  range  of  samples  for  Fall,  191L 

BOYD  CALDWELL  &  CO.,  LIMITED 

LANARK,   ONTARIO 
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terms,  discounts,  etc.,  from  any  one 
house  from  whom  he  buys  say  $10,- 
000  worth  a  year  than  from  any  ten 
houses  from  whom  he  buys  only 
$1,000  worth  each  year. 

Free  From  Undue  Influences 

The  ideal  buyer  must  be  thor- 
oughly independent;  this  is  very  im- 
portant, nay,  imperative.  He  must 
be  free  from  all  undue  influences  on 
the  part  of  the  commercial  travelers. 
He  must  accept  no  gifts,  no  induce- 
ments whatever  from  him.  He  must 
be  clean-handed,  for  what  is  more  to 
be  despised  than  a  buyer  of  the  what- 
is-there-in-it-for-me  stamp? 

Will  Win  Their  Respect 

He-  must  be  able  to  judge  between 
the  competing  articles  or  lines  of 
goods  purely  on  merit.  The  com- 
mercial man  must  be  made  to  under- 
stand that  the  buyer  can  be  appeal- 
ed to  in  but  one  way  only — the  best 
goods  and  service  at  the  lowest  prices. 
By  strictly  adhering  to  this  policy, 
the  buyer  may  not  win  the  title 
among  the  commercial  travelers  of 
being  "a  good  fellow,"  but  he  will 
win  something  of  far  higher  com- 
mercial value.  He  will  win  their  re- 
spect, their  esteem  and  their  con- 
fidence. 

The  Man  Who  Knows 

The  ideal  buyer  will  never  go  to 
a  sample  room  with   his  mind   at  a 


loss  to  know  how  much  or  what  he 
means  to  buy.  In  his  own  office  he 
will  carefully  have  prepared  a 
memoranda  of  the  limit  of  quantity, 
etc.,  his  plans  to  buy  of  every  par- 
ticular line,  and  he  will  confine  him- 
self as  strictly  to  such  limit  as  his 
memoranda  calls  for,  as  the  market 
or  the  changes  in  style  will  permit. 
He  is  thus  likely  to  be  saved  the  mis- 
take of  over  or  under  buying — faults 
that  often  seriously  cripple  the  de- 
partment or  house  for  which  he  buys. 

His  Purchases  Will  Have  Merit 

The  ideal  buyer,  as  a  rule,  follows 
the  policy  of  buying  lightly  and  re- 
plenishing frequently,  as  this  policy 
will  demand  the  least  capital,  give 
him  the  freshest  assortment,  lessen  his 
losses  or  over-stocks,  and  place  him 
in  a  position  to  profit  by  the  mis- 
takes of  others  who  over-buy  or  over- 
load in  thus  being  open  to  handle 
in  consequence  their  clearing  sur- 
pluses. 

Individuality  of  Value 

Then,  to  avoid  needless  price-cut- 
ting, the  ideal  buyer  will  strive  as 
far  as  possible  to  secure  exclusive 
styles  and  brands.  These  styles  and 
brands  and  designs  he  will  offer  will 
have  merit  and  will  not  readily  be 
found  among  his  neighbors  or  com- 
petitors. This  will  give  to  him  an 
individuality  that  will  have  an  im- 
portant  commercial   value. 


Mi^al^k^a 


The  ideal  buyer  will  never  go  to  a  sample  room  uncer- 
tain in  mind  to  know  how  much  or  what  he  means  to 
buy.  His  individuality  will  have  an  important  com- 
mercial value. 
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Merchant — Clerk — Customer 

ALL  Need  the  PROTECTION  Which 
Only  a  RECEIPT  Affords 


Issuing  a  receipt  with  every  purchase  pro- 
tects the  merchant  against  carelessness,  mis- 
takes and  dishonesty— against  disputes  with 
customers  about  purchases  paid  for,  amounts 
paid  on  account,  etc. 

Putting  a  receipt  in  every  parcel  protects 
clerks  against  suspicion,  against  the  mistakes 
or  carelessnesss  of  other  clerks,  and  against 
misunderstandings  with  customers. 

Protects  customers,  too.     That's  why 

Successful  Merchants 

Put  a  Receipt  in 

Every  Parcel. 

Why  don't  YOU? 

How  can  you  hope  to  make  a  success  of 
your  business  by  foUow^ing  the  methods  of 
unsuccessful  merchants?  The  difference  be- 
tween success  and  failure  is  simply  a  diff- 
erence in  methods. 


Are  you  being  influenced  by  the  wrong 
of  business  men  ? 


kind 


This  Register  tells  you  :  1 — Total  casn  sales  made 
by  each  clerk;  2 — Total  of  your  credit  sales; 
3 — Total  amount  of  money  received  on  account, 
and  4 — Total  amount  of  money  paid  out.  Has 
separate  cash  drawer  for  each  clerk.  Also  secret 
adding  counter  tells  you  total  amount  of  all  cash 
taken  in.     Built  to  stand  on  floor  or  counter. 


Why  Aren't  You  Influenced 
By  Successful  Men? 

They  give  every  customer  a  receipt  with 
every  purchase.  W^hy  don't  you  ?  We'll 
send  you  a  booklet  showing  you  the  best 
system— FREE 


National  Gash  Register  Go. 

F.  E.  MUTTON,  Manager  for  Canada 

285  Yon^e  Street,  -  •  Toronto 
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Fall   Buying  is    Satisfactory 

New    Underwear  Lines  Added    by    Jobbers  — 

Keener  Competition  Affects  Prices  —  Deliveries 

—  Better  Grades  Being  Taken. 

MANUFACTURERS  of  ladies'  underwear  do 
not  feature  many  innovations  and  general- 
ly confine  their  lines  to  more  staple  makes 
from  season  to  season.  It  is  stated  that 
competition  is  much  keener  on  certain  lines,  owing 
to  new  manufacturers  having  started  their  factories 
in  time  for  Fall  placing. 

All  materials,  raw  cotton  and  wool  yarns,  are 
higher,  but  values  are  as  good,  and  in  some  cases  bet- 
ter than  a  year  ago,  owing  to  the  competition  noted. 
How  long  such  conditions  will  have  apparent  effect 
manufacturers  are  not  prepared  to  say. 

Deliveries  are  better  than  at  any  time  in  the 
past,  and  Fall  orders  are  now  being  turned  out  at 
the  mills.  It  is  expected  that  deliveries  will  be  as 
specified. 

Comments  are  heard  regarding  shipments  de- 
manded by  wholesalers.  Manufacturers  are  forcol 
to  produce  their  goods  much  earlier  to  enable  them 
to  make  consistent  delivery.  Consequent  expense  is 
necessary,  and  storage  for  about  a  month  means 
limited  room,  insurance  costs,  etc.,  until  the  ship- 
ping date. 

Help  in  some  instances  is  easier  to  procure,  and 
the  situation  generally  is  better  than  has  prevailed 
for  some  years. 

Business  so  far  is  as  good  as  expected  on  all  lines 
and  better  grades  are  being  taken.  Ultimately  busi- 
ness will  undoubtedly  show  an  increase.  It  is  evi- 
dent also  that  conditions  have  decided  manufactur- 
ers in  quoting  usual  i)rices.  While  values  are  now 
comparatively  steady,  quality  or  price  quotations 
are  not  entirely  due  to  extra  makes  on  the  market. 
Prices  may  advance  at  any  time  with  increased  cost 
of  materials. 

Wholesalers  state  that  placing  orders  for  Fall 
are  coming  in  better  than  last  season  for  so  early 
in  the  year.  That  the  majority  carried  over  stocks 
probably  accounts  for  lighter  orders  in  some  cases 
being  placed  with  the  mills. 

Canadian  houses  stick  to  regular  lines,  as  shown 
by  manufacturers,  and  no  new  numbers  are  usual 
from  this  source.  Travelers,  however,  are  showing 
a  few  extra  numbers,  new  manufacturers  being  re- 
presented to  this  extent  in  general  samples.  Some 
exceptional  values  have  been  offered  the  trade.  Or- 
ders for  these  possibly  account  for  lessening  on 
usual  orders  in  coinpnrisou  widi  (he  season's  book- 
ings a  year  ago. 

Regarding  (he  Fall  delivery  frnm  the  mills  Iniy- 
ers  state  (ba(   da(ing   makes   (ii(>  (iKjcriiou   no(ed  liv 


manufacturers.  It  is  claimed  to  be  impcssible  to 
stock  Fall  lines  before  May  25th,  when  Fall  dating 
commences.  Deliveries  are  asked  for  May  and  June, 
instead  of  July  and  August.  Direct  buyers  claim 
that  years  ago  if  shipments  were  received  in  Oc- 
tober it  was  satisfactory.  Now,  in  preparing  cata- 
logues and  advertising,  and  in  keeping  with  earlier 
demands,  goods  are  wanted  in  July.  Underwear,  in 
particular,  is  not  generally  delivered  on  time  by  the 
manufacturer,  and  last  year  mills  were  unable  to 
furnish  some  lines  or  give  a  stated  time  of  delivery. 
Gcneralh-,  shipments  being  much  earlier,  manufac- 


Tailored  Sweater  Coat  ami  Sovindless  Motor  Hood  to  Match. 

Shown  in  Combinations.  Wiiite  with  Blue  or  Tan  and 

Grey  with  Crimson  or  Green 

liners  are  said  to  have  less  reason  to  complain  than 
formerly. 

Strong  throughout  is  the  demand  for  bettor  lines, 
while  from  week  to  week  travelers'  orders  show  plac- 
ing according  to  localities,  the  (endency  for  lighter 
weights  is  also  noted.  In  particular  cases,  onlers 
for  combinations  show  prop(Uii(Mia(oly  three  to  one 
over  last  year. 

Children's  and  ladies'  underwear,  and  e^specially 
knitted  sleeping  robes,  show  satisfactory  returns  so 
far.  lu^(ailcrs  are  placing  their  orders  with  unusual 
rt^iiard   li>  lines  in  sdu'k.  carried  over. 
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The  Best 
Knit  Goods 
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1^  are  the  product   of    our   FOUR 
%    BIG     FACTORIES,     situated     at 
four  centres  where  shipments  can 
be  made  promptly  and  the  labor  is 
of  the  highest  class.    Monarch  goods 
are  made  under  strictly  hygienic  con- 
ditions,  in   splendid  factories    newly 
renovated  and  equipped  with  the  most 
modern    machinery.     Snappy  styles 
and  novelty   in   designs  make  them 
ready-selling  stocks,  and  the  unusual 
quality  of    the  materials    appeals 
even  to  t h  e 
least  exacting 
of  your  cus- 
tomers. 


V 


Monarch  Styles 
Are  the  Leaders 

OUR  TRAVELERS  are  showing  samples 
of  dozens  of  knitted  garments,  mufflers 
and  sweaters,  caps,  toques,  etc.,  that 
include  the  latest  New  York  and  Paris 
sensations.  See  them  before  placing  your 
orders. 

PROMPT  DELIVERIES  GUARANTEED 


The  Monarch  Knitting  Company,  Limited 

Head  Office:  Dunnville,  Ont.  St.  Thomas,  St.  Catharines,  Buffalo 
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Durability  -  Finish  -  Quality 

Are  leading  features  which  distinguish 
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''maple  ^    Zcaf" 

BRAND    UNDERWEAR 

A  line  whose  popularity  has  increased  by  leaps     and 
bounds. 

It  will  pay  you  to  wait  until  you  have  seen  our 
samples,  as  we  know  a  comparison  of  them  with 
other  lines  and  a  scrutiny  of  our  prices  will  surely  re- 
sult in  our  receiving  your  generous  order. 

Thos.  Waterhouse  &  Co.,  Ltd. 

INGERSOLL,  -  -  ONTARIO 

MONTREAL:    Harold  F.  Watson,  Weldon  &  Co. 
TORONTO  :    Wilson  &  Angus 


MARK 
TIGEM  BRAND- 


II 


"TIGER  BRAND" 
UNDERWEAR 

"Tiger  Brand"  Underwear  is  going  to  be  tiie 
leader  for  Fall  in  the  Underwear  Mart.  It  Iuin 
tlie  tliree  most  important  requisiteH  of  "good" 
underwear  —  Superior  TiniKli  —  Dural)iiity — 
Style. 

If  you  have  tried  otlier  l>rand8  and  found 
tliem  wanting  in  "customers" — if  you  find 
your  underwear  department  slaeli  wlien  your 
competitors  al>out  you  are  doing  good  busi- 
ness— tliere's   a    liiteli   somewhere. 

AhI<  yourself — liavc  I  a  stoclt  of  the  finest 
Underwear    obtainalile? 

No — not  If  you  haven't  Tiger  Brand.  It's 
the  one  big  customer-getter  and  a  huge  asset 
to  your  shop.  Send  in  your  order  now — see 
tlie   result   for  yourself. 


Gait  Knitting  Co.,  Limited 


Gait, 


Ontario 


Hosiery  Retail  Conditions 

Silk  Lines  Not  Affecting  Cheaper   Grades — Gauzy 

and  Fancy    Open    Work    Designs    Popular  —  High 

Colors  Better  as  Season    Advances. 

Condition.s  found  by  United  States  hosiery  buy- 
er.-i  regarding  silk  lines  do  not  follow  in  the  Cana- 
dian markets.  Silk  hosiery  has  not  reached  a  basis 
where  cheap  lines  interfere  with  lisles,  dyed  cotton 
hosiery  and  fancies,  retailing  up  to  50c  pair.  Re- 
tailers are  .showing  spun  .silk  hosiery  at  35c,  but  it 
has  been  found  that  gauzy  makes  are  preferred  and 
taken  for  the  pre.sent  season's  wear.  That  leader, 
silk  hose  at  59c,  interferes  with  regular  lines  is  ap- 
parent to  an  extent,  but,  generally,  retailers  show 
silk  makes  at  75c  pair  up.  Wholesalers  have  stocked 
lines  from  $6.50  to  $24  dozen,  anticipating  possibly 
Christmas  placing,  but  Summer  demands  are  being 
met  if  pos.«ible. 

Retailers  in  Canada  are  rather  to  be  concerned 
about  the  finer  gauzy  or  open-work  designs.    Buyers 


Sample  of  KuU  Tailored  Knit  Men  i.  Swe.ner    Coa 
Shown  in  all  Colorb.  F.  W.  Robinson.  Toronto. 

adhere  to  qualities,  and  lines  "just  as  good"  are  not 
taken  in  the  case  of  well-known  makes.  However, 
in  procuring  specials,  buyers  stipulate  quality^  and 
price  in  endeavoring  to  get  suitable  leaders.  Direct- 
ly, the  tendency  is  toward  cheaper  lines,  if  possible, 
in  silk  hosiery,  and  tlie  present  demand  for  trans- 
parency is  strong.  This  must  be  taken  into  con- 
sideration in  future  ]>lacing. 

So  far  this  season  blacks  and  tans  have  been  the 
sellers.  Repeats  also  are  coming  in  earlier  this 
Spring  on  these  shades.  A  possible  reason  is  that 
merchants  were  disappointed  last,  year  and  were  un- 
ahle  to  secure  re-orders  until  late.  Wholesalers  are 
preparing  to  maintain  ro]ieats  up  to  June  1st.  unless 
unforeseen  demands  arc  met  with  and  supplies  are 
inadequate. 

Complaints  are  hoard  about  tho  slowness  of  light 
shades  and  high-color  fancies,  which  have  not  taken 
a.s  yet.     However,   this   naturally  follows,   as   mer- 
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Spring  Needle, 

^     Ribbed 

Indtfweai: 


The  Demand  Already  Exists  for 
Spring  Needle  Ribbed  Underwear 

Thousands  of  people  scattered  over  every  part  of  the  country  are 
wearing  it  and  praising  it,  and  you  will  find  ready  sale  for  Spring 
Needle  goods  on  their  reputation  as  well  as  their  patent  merit. 

Boom  Your  Fall  Trade  With  Spring  Needle  Ribbed  Underwear. 

IT  FITS  THE  FORM,  because  of   the   peculiar  elastic   qualities  of   the 
texture  and  there  is  no  uncomfortable  tightness  anywhere. 
Made  in  two-piece  and  combination  style  for  men  and  women. 
Our  ttavellers  are  novy  shoysfing  Fall  Lines. 

The  ELLIS  UNDERWEAR  CO. 


Hamilton, 


Canada 
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MARK 


MADE  BY 
'HtGOOERICH  KNITTING  CO 


Superior  in  Point 

of 
QUALITY,  TEXTURE  &  FINISH 


"We  sell  direct  to  the  trade  our 
well-known  line  of 

MAPLE  LEAF 

HOSIERY  and  MITTS 

A  line  that  is  distinguished  by  an 
appearance  and  fit  that  make  ra- 
pid sales  a  certainty. 

They  cost  no  more  than  many  in- 
ferior brands  and  leave  an  excell- 
ent profit  margin. 

Goderich  Knitting   Co.,   Ltd. 

Goderich,  Ontario 


BRITANNIA 


The  Best 

Underwear 

for 

Comfort, 

Shape   and 

Wear 


Guaranteed 
UnshrinJ^able 


Night  and  Day  Wear   for    Ladies,   Children 
and  Men.     In  all  Grades. 


WHOLESALE    AGENT     KOR    CANADA 


DUNCAN  BELL, 


MONTREAL  and 
TORONTO 


chants  do  not  feature  these  shades  until  May  24th. 
Special  sales  will  then  hring  desired  turn-over.  Judg- 
ing from  sales  last  season,  business  will  be  better 
when  warmer  weather  arrives. 

Few  Underwear  Repeats 

Re-orders    Not    Expected    Until   After  the    Easter 

Rush  —  Less     Cancelling  —  Some    Jobs    for    Early 

Buyers    of    "  Half-holiday "    Specials. 

Shipments  of  Spring  underwear  have  been  fairly 
satisfactory  and  business  generally  among  the  re- 
tailers is  just  opening  up.  No  repeats,  at  least  noth- 
ing to  speak  of,  have  been  received  as  yet.  Re- 
orders will  come  to  hand  directly  after  the  Easter 
rush.  AVomen  buy  underwear  earlier  than  men 
usually  do,  and  no  apprehension  is  felt  regarding 
satisfactory  repeats  on  underwear  lines  in  both  de- 
partments. Business  will  jump  directly  the  wea- 
ther is  seasonable. 

Some  cancellations  are  noted,  principally  on  lines 
that  manufacturers  have  not  had  time  to  fill.  This, 
possiljly,  is  beneficial,  and  machines  are  kept  on 
special  makes  without  change. 

There  are  few  jobs  at  the  present  time,  and  job- 
Inng  houses  are  averse  to  .showing  "seconds."  Stocks 
become  broken  up  too  much  by  carrying  offerings  of 
this  kind.  Retailers  have  not  been  inquiring  for 
special  lines  for  the  half-holiday  sales.  However, 
some  numbers  will  be  ready  in  time  and  retailers 
will  he  able  in  instances  to  secure  a  few  jobs  or 
seconds. 

The  Customer  of  Uncertain   Mind. 

The  average  merchant  often  has  reason  to  regret 
the  habit  that  some  people  have  of  shopping  in 
crowds.  It  indicates  that  someone  has  faltering 
judgment,  and  that  her  decision  upon  a  thing  is 
often  fixed  by  some  kind  friend  who  is  taken  along 
to  help  her  select. 

A  case  of  this  kind  occurred  not  long  ago.  Two 
ladies  entered  a  ready-to-wear  department,  and  one 
asked  for  a  certain  style  of  coat.  She  was  .<hown 
several  and  finally  said  she  liked  one  valued  at  $15. 
Then  she  consulted  with  her  friend.  The  latter  liked 
I  he  a))pearance  of  the  coat  at  first  glance,  but  on 
second  thought  began  to  pick  flaws  in  it.  She  was 
sure  her  friend  would  not  like  it.  and  strongly  ad- 
vised her  to  try  another.  She  did  try  another,  and 
another  and  another,  and  still  the  friend  interrupted 
when  tlie  other  person  hesitated  in  the  matter. 

Finally  the  exasperated  merchant  .-said  to  the  ad- 
viser. "But  von  are  not  goinu'  to  wear  this  garment, 
Mrs.  Smith.'^' 

This  tactless  remark  only  had  one  result. 

"No  it  is  not  for  me,"  said  the  lady  somewhat 
coldly,  but  I  am  going  to  see  that  my  friend  buys  a 
suitai^e  garment.  She  evidently  cannot  get  it  hero. 
1  had  expected  a  more  courteous  treatment  from  yon 
to  an  old  customer,  Mr.  .Tones.  1  think  we  .-^liall 
try  elsewhere.'" 

Before  the  merchant  could  say  a  word  they  had 
swej)t  out.  Ca.'^es  of  this  kind  require  extreme  pati- 
ence and  con.summate  tact.  The  merchant  here  not 
only  lost  the  sale  of  a  coat,  but  imdoulUedly  the 
favor  of  a  ^ood  customer. 
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\A/RI 


TO 


RICHARD  L.  BAKER  &  CO. 

Toronto 


Importers  and  Mill  Selling  Agents 

100  Wellington  Street  West, 


^^^fgOUSE  ^^"°^° 


For 


lueen  Uuaiii 


mgCiSTttUP 


Stockings  for  Women  and  Misses 

of  Cotton,  Lisle,  Silk  Lisle,  Pure 
Silk,    in  Plain   and  Embroidery. 


and 


*« 


inaQualiiu" 


Sox    for    Men,     of    Cotton, 
Lisle,  Silk  Lisle,  Pure  Silk, 
Plain  and  Embroidery. 


Let  us  send  you  sample  dozens  for  this  spring  season's  trade, 
and  you  will  become  a  regular  buyer  of  these  brands. 


S.  LENNARD  &  SONS 

DUNDAS,  ONT. 

Manufacturers  of: 


Wish  to  advise  you  that  their  range  of  production  for 

AUTUMN  1911 

is  now  completed  and  in  the  hands  of  their  selling  agents,  who  will  call  upon 
you  and  we  solicit  a  continuance  of  your  esteemed  orders^ 


No  Retailer's  Stock 
is  complete  without 
these  well-known 
brands. 


!^&^-»""S^c>»^ 


SOLE  SELLING  AGENTS 
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FOR  APPEARANCE 
AND  WEAR 


You  will  have  to  go 
a  long  way  to  find  a 
range  of  hosiery  to 
come  up  to 

Dominion  Brand 
Boys'  Hosiery 

It  is  w^ell  knitted  from 

specially    selected 

yarns,   well    dyed   a 

fast  color,  accurately 

shaped  and  finished,    i^^mm^^mm^^^^^m^ 

and  has  toes  and  heels  extra  strongly  built, 

and   made   to   w^ear.       A   splendid    line   to 

feature. 

If  you  do  not  see  our  samples, 
write  us  for  details  and  prices. 

A.  BURRITT  &  COMPANY 

DOMINION  MILLS 

MITCHELL  -  ONTARIO 


Perfect  Fitting  Ribbed 
Underwear 


N  all  the  lines  put  on  the 
market  under  the  well- 
known  "TurnbuU"  name, 
quality  is  the  distinctive 
feature  of  this  favorite 
style  of  underwear. 

Every    garment   is   per- 
fectly made  and  most  care- 
fully finished,  the    shaping    is    after   the 
most   approved   patterns   and   the  finest 
quality  yarns  only  are  employed. 

Make   a  liberal   provision  for  this  fast 
selling  line  when  next  ordering. 

See  samples  before  you  buy  elsewhere. 

The  G.  Turnbull  Co.  of  Gait, 

Limited 
GALT  -  -  ONT, 


"Look  for  the  Truth  on  the  Toe" 

Hermsdorf  Aid  for 
Your  Spring  Stocking 
Selling  Event 

Plan  your  Spring  Hosiery  sale  with  fore- 
sight and  force — lay  in  a  big  stock  of  Hermsdorf 
Dyed  Fast  Blacks — and  base  your  bid  for  busi- 
ness on  their  Quality,  Fastness  and  Purity  of 
color— as  well  as  PRICE. 

Millions  know  the  HERMSDORF  mark  and 
its  meaning.  Reputation  makes  HERMSDORF 
DYED  the  easiest-to-seU  hosiery  in  the  world. 

Write  for  '"Stocking  Selling  Sense" — our 
latest  book  of  sale  ideas,  window  trim  sugges- 
tions and  ready-to-print  ads  — FREE. 

The  Name  that  Sells  the  Stocking 

WORKS 

Chemnitz  -  -  -  SAXONY 

AMERICAN  BUREAU 

235  West  39th  Street     -  -      NEW  YORK 

We  supply  Booklets,  Cuts,  Showcards  and 
helpful  Advertising  Suggestions  free  to  Herms- 
dorf merchants.  Write  for  Free  Booklet — 
"Stocking  Selling  Sense." 
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Make 
an 

Attractive 
Display 


of  Pen-Angle  Hosiery  in  [your 
windows,  in  your  silent  salesmen, 
on  your  counters  or  other  con- 
spicuous places  in  your  store. 
Show  that  you  are  headquarters 
for  the  famous  hosiery  that  carries 
with  it  the  Double  Guarantee. 


Pen-Angle  Hosiery 

is  a  creator  of  new  business,  a  holder  of  old.     It  differs  from  any  other 
hosiery — has  no  seams  to  irritate  the  foot — is  fashioned  in  the  knitting 

so  that  the  hose  has  shaped  foot,  narrowed 
ankle,  widened  leg — is  reinforced  where  the 
wear  comes  most. 

Pen- Angle  is  of  such  good  quality,  so  wear- 
resistant,  that  we  offer  to  give  two  Pairs  Free 
for  any  pair  that  doesn't  outlast  other  cotton 
or  cashmere  hosiery  sold  at  the  same  prices. 


ATUNSHRINKABLE^ 


^/    Trade  A(ar/( 


^You  can  readily  increase  your  hosiery 
business  with  Pen-Angle  Hosiery  for  your 
LEADER.  Hundreds  of  other  [dealers  are  doing  so.  Just  you  make 
a  start  right  away. 


PENMANS,  LIMITED 


5^1 


Vs 


PARIS,     CANADA 


J) 
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All  Wool 
Hand  and  Machine  Knitted 

GOLF  COATS 


LATEST 
STYLES, 
COLOURS, 
FINISH. 


PERFECT  FIT, 
LADIES'  and 
GIRLS' 
SIZES. 


LOWEST  MANUFACTURERS'  PRICES 

All  Orders  will  be  executed  through 
your  London  Houses. 

A.  T.  SINGER  (a  CO. 

77    FORE   STREET 

LONDON,  E.G.,   -    ENGLAND 


WOOL 


UNSHRINKABLE  V^e^   ^    «v^- 

NDERWEA 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

"STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  Specialities  nre  made   of  Unshrinkable  Wool  and  can 
also  be  obtained  In  Merino,   and  Sillv  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  .ibove  TRADE   MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

tt'liDlrsiilr  onhf 

Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 


THE     LEADING     ENGLISH     UNDERWE 
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Perfect  Fitting  Hosiery 


You   can   give   a   GUARANTEE   to 
every  customer  who  buys 


OSIEFRY 


It  is  the  most  comfortable  footwear  manufactured 

in  any  factory. 

BEAVER  BRAND  HOSIERY  is  made   to  fit 

snugly,  following  each  curve  of  the  leg.     The 

heel  and  toe  are  reinforced,  making  the 

foot  particularly  strong. 

•MT   IS    MADE   IN    CANADA    FOR    CANADIAN    WEARERS." 

"BEAVER  BRAND"  will  bring  customers 
to  your  store,  and  your  customers  will  be 

satisfied. 

All  Orders  Promptly  Shipped, 

R.  M.  Ballantyne,  Limited 

STRATFORD,  -  -  -  ONTARIO 
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vvKHJTTIHGWOOL  , 


BURNLEY'S 
WOOLS 

Prices  and  Terms  Right. 

Ask  our   Canadian  Agent 

David  M.  Chorlton 

30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 

GOMERSAL  MILLS,  near  Leeds,  ENGLAND 
Mfrs.  of  Knitting  Yarns  for  over   150  Years 


OUR    AGENT   has    LARGE  STOCKS     ON    HAND    of    these    BRANDS 

IN    ALL  SHADES. 


'i 

1 

i 

I 

L: 


HOSIERY   LEADERSHIP 


71. 


■i 


ALL   WOOL 
UNSHRINKABLE 


SOCKS 

STOCKINGS 

HALF-HOSE 

GOLF-HOSE 

GLOVES 

SHIRTS 

PANTS 

VESTS 

SPENCERS 

JERSEYS 


Hosiery  and  Undervvrear 


CANADIAN  WHOLESALE  AGENTS  (HOSIERY): 
TORONTO  :    Messrs.  G.  R.  COPPING  &  SON,  27  Melinda  St. 
MONTREAL:     Mr.  A.  B.  COUCH.  Frazer  Building. 

43  St.  Sacrament  Street. 

CANADIAN  WHOLESALE  AGENT  (Underwear) 
MONTREAL.     Mr.  GEO.  H.  NAPIER,  417  Coristine  BIdg. 


KEEP  WELL 
TO  THE 
FRONT 


KH 


& 


J 


P.cjsc  mention   The  Refine  to   Advertisers  and  Their  Trazelers. 


DRY    GOODS    REVIEW 


121 


sfaction 
Means 
Business 


If  you  want  to  give  PARTICULAR  SERVICE  to 
your  customers,  look  up  the  Hygeian  Underwear 
Proposition. 

In  weave,  finish,  cut  and  wearing  qualities  Hygeian 
is  superior  to  the  ordinary  makes.  There  are 
gussets  where  fullness  is  needed,  and  unusual  care 
is  taken  with  the  neck  and  front.  Sleeves  and  legs 
are  of  perfect  length. 


Send  us  your  repeat  orders  on  Spring  Goods, 
can  deliver  immediately. 


We 


/^0OO/£s^ 


IS  CARRIED  BY 
WHOLESALE 


ALL  THE  BEST 
HOUSES 


Eagle  Knitting  Company 

LIMITED 

Controlled  by  J.  R.  Moodie  &  Sons,  Limited 

Hamilton,        -        Ontario 
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Stterge 


UNSHRINKABLE 

KUNDERWEAR 

PJ.       FOR  MEN 


RENOWNED 

For  its 

RELIABLE 
aUALITir 


BINATIONS 

ONE  ELASTIC 
taUALITIES, 
rARlOUS  WEIGHTS 

PURE 
WOOL 

PERFEGTiy  SHAPED 

supe;rior  finish 

ORDER  FROM  YOUR  WHOLESALER 


Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  IVIinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCi-^ 

RLE,  and  starting  with  TWO  THREADS 
in   the   TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkatilc 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 


To  be   had  from    any  of   the     Leading 
Wholesale  Dry  Goods  Houses 


ScHOFiELD  Woolen  Co.,  Limited 

OSHAWA,  ONT. 


Health  Brand 
Underwear 


Have  you  ordered  our  Rubens  and 
Brownie  Vests  for  Spring-? 

We    also    carry    a  good    range    of 

Ladies'  Sliort  Sleeves  in    all-wool 

Light-weight  Vests. 

YOUR  ORDERS  WILL  BE  FILLED 
PROMPTLY 


Greenshields  Limited 

MONTREAL 
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Personal  Contact  Builds  For  or  Against 

The  Importance  of  Demonstration  Emphasized  in   Address  by  J.  E.  Brown,  of 
Revillon  Bros.,  Ltd.,  Edmonton — Not  All  the  Attracting  Power  Lies  in  Prices — 

Absolute  Truth  in  Advertising. 

(By  J    E.  Brown  of  Revillon  Bros..  Lid..  Edmonton.) 

(Concludcil  from  last  iiuuiher) 


Demonstrating  is  only  a  practical  form  of  adver- 
tising which  makes  everything  so  clear  to  the  cus- 
tomer that  confidence  in  the  goods  and  house  is  at 
once  formed. 

This  kind  of  display  and  presentation  of  goods 
has  the  entertaining  features  that  at  once  claim  the 
attention  which  is  the  first  step  in  making  a  sale. 
It  is  the  only  practical  method  of  introducing  new 
up-to-date  goods  to  the  public  and  at  the  same  time 
selling  enough  to  make  it  profitable. 

Again,  it  forces  salespeople  to  become  intelligent 
about  goods,  which  is  the  thing  most  needed  to-day. 

Do  you  know  that  a  grocery  clerk  offered  me 
a  few  weeks  ago,  Swiss  cheese  for  Roquefort  and  in- 
sisted that  he  was  right.  He  was  either  ignorant 
or  dishonest  and  took  me  for  a  sucker.  From  my 
standpoint  his  attempt  would  create  disrespect  for 
the  store. 

I  could  talk  all  evening  about  intelligent  service 
to  the  public,  as  it  is  really  the  largest  help  to  a 
store's  development. 

The  Personal  Contact. 

It  is  the  personal  contact  that  builds  for  or 
against  the  store.  Too  many  merchants  think  if 
they  had  only  the  money  they  could  do  all  they 
wanted.  My  dear  Sirs,  this  is  only  a  means  but  not 
the  necessity.  You  might  have  money  enough  to 
buy  the  best  corner  in  town  and  erect  the  best  build- 
ing that  experience  and  money  could  build  and  then 
send  the  shrewdest  buyers  out  and  glean  the  markets 
of  the  world  for  just  the  goods  needed  and  then  em- 
ploy the  best  decorators  to  arrange  them  to  tempt 
the  customer  and  theti  have  the  cleverest  advertisers 
write  the  most  alluring  description  of  the  goods  and 
invite  the  public  in  and  they  come  by  the  thousands 
and  fill  your  store  and  your  bosom  swells  with  satis- 
faction and  your  hopes  reach  out  for  more. 

But,  gentleman,  that  might  be  your  biggest  day. 
Not  because  your  goods,  prices  or  accommodation 
did  not  suit  the  public.  Oh,  no,  it  is  a  nuich  more 
serious  thing — the  clerks  behind  the  counter  did 
not  know  their  bu.^iness  or  your  business  and  the 
public  failed  to  get  the  service  they  want — the  per- 
sonal contact  was  not  satisfactory. 

The  information,  help,  service  and  satisfaction 
were  lacking,  not  because  the  store  did  not  have  it 
but  entirely  bccau.se  the  sales  persons  failed. 

"  Stand  In  "  with  Help. 

Too  many  merchants  try  to  "stand  in"  with  the 
public,  but  never  think  of  "standing  in"  with  their 
help.  One  is  just  as  commendable  an  aspiration 
as  the  other.  The  first  often  costs  more  than  you 
can  afford  and  only  brings  friends  while  you  pay 
or  play,  while  the  other  only  costs  you  the  price  of 
what  good  clerks  earn,  and  their  .self  respect. 

You  employ  help  to  do  w^ork  you  have  not  the 
time  to  do  or  to  do  work  better  than  vou  can  do  it. 


and  in  most  cases  you  ought  to  get  help  for  both 
reasons. 

The  man  who  is  so  narrow  that  he  hires  help 
to  do  only  the  things  of  little  importance  will  always 
have  a  small  business. 

There  is  one  type  of  men  who  ought  never  to 
got  into  business,  and  that  is  the  man  who  is  afraid 
to  let  the  man  under  him  know  what  he  knows. 
Nobody  knows  enough  and  the  man  who  knows  less 
is  more  u.seless. 

Teach  your  employes  how  goods  are  made,  their 
uses,       who       makes       them,  their     cost     and 

the  profit  necessary  to  sell  them  to  have  a 
successful  business.  Once  they  know  this  your  in- 
terests are  safe. 

Too  many  merchants  put  too  much  stress  on  the 
prices,  thinking  that  it  is  the  attracting  power  for 
a  store. 

Prices  Not  Everything. 

There  never  was  a  greater  delusion  and  miscon- 
ception. Price  never  created  a  desire  for  goods  and 
a  sale  never  was  made  without  the  desire  for  the 
article.  I  admit  that  after  the  desire  is  there,  price 
concessions  help  to  remove  an  obstruction  to  ol)tain- 
ing  it,  or  make  it  easier  for  one  having  a  desire  for 
the  goods  to  gratify  it.  But  I  repeat,  price  never 
creates  a  need  or  a  desire  for  goods,  except  perhaps 
with  the  millionaire  spender  who  occasionally  buys 
goods  for  their  exorbitant  value,  which  only  proves 
that  a  cut  price  is  not  good  bu.^iness. 

The  genius  who  always  buys  his  merchandise 
cheaper  than  everybody  else  has  not  yet  been  born, 
although  every  side  street  almost  boasts  of  such,  b\it 
never  the  first  class  store  of  any  town. 

The  real  mercantile  genius  is  the  man  who  sell? 
the  most  goods  at  good  profits  and  keeps  expenses 
low,  consistent  with  good  business. 

Thank  goodness  the  men  to-day  who  are  making 
the  reliable  merchandise  and  commercial  records 
are  men  of  honor  who  maintain  values  as  well  as  in- 
tegrity. 

Truth  in  Advertising. 

.\nd  I  am  glad  to  note  that  the  most  .succe.^^sful 
firms  in  the  commercial  world  to-day  will  not  tell 
a  lie  in  adverti.^ing  any  ."Sooner  than  they  would  vio- 
late a  busine.-;s  obligation.  .\nd  yet  avc  occasionally 
see  an  advertisement  that  is  full  of  misrepresenta- 
tions and  exaggerated  values,  that  are  intended  to 
deceive  the  public  outside  of  the  stores,  who  we 
should  remember  are  just  as  shrewd  as  the  storekeep- 
er. Better  not  advertise  at  all  than  make  statements 
that  cannot  bo  made  good.  The  best  advertising  is 
creating  a  dc-^iro  for  what  you  have  to  .*oll  and  hav- 
ing goods  measure  u}i  to  the  representations. 

Advertise  as  long  as  vou  can  tell  the  truth,  then 
quit.  Always  remembering  that  a  public  business  is 
an  open  book,  and  that  whatever  it  contains  the  pub-^ 
lie  will  know. 
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See  that  you  have  the  "  Interlock 
Velvet  Rib"  and  "Porous  Knit" 
for  your  customers.  They  are  ex- 
clusive lines  with  us 


Ladies'  and  Misses',  and  Men's 
and  Bovs'  suits,  in  all  styles  and 
in  combinations  and  in  all   sizes. 


Light,  Cool,  Porous,  Silky,  Undergarments 


B-r-r :  Don't  shiver — March  and  April  are  not  exactly   the   months 

for  summer  clothes,  and  we  do  not  mention  them  in  order  to  make  cold 
shivers  run  up  and  down  your  back,  but  already  we  have  sig^ns  that 
spring  is  upon  us,  and  in  a  short  time  you  will  have  your  customers 
asking  for  light-weight  underclothing. 


The  ZIMMERKNIT  BRAND  will  delight  all  those 
who  like  a  light,  soft,  comfortable  garment.  It  is 
well  made,  has  the  softness  of  silk  and  will  out- 
wear any  of  the  imported  lines  of  Balbriggans. 


If  you  have  not  already  stocked  up  with  the 
"ZIMMERKNIT"  specialties,  do  so  now.  They 
are  garments  that  sell  on  their  appearance,  and 
sell  again  on  the  satisfaction  they  give. 


The  Zimmerman  Manufacturing  Company,   Limited 


Hamilton,   Ontario 
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D  E  RV/EAR 

JAEGER  PURE  WOOL 


vVe   are   Specialists   in 

CAMELHAIR  GOODS 
BLANKETS 

TRAVELLING  RUGS 

SLEEPING  BAGS 
KNITTED  COATS 

SWEATERS 
GLOVES  and  CAPS 

We  carry  stock   of  the   Fashionable   Camelhair 
"Polo"  Coats   for   Ladies,   in 
Various  Styles. 


DR.  JAEGER'S  ^oIle^  SYSTEM 

Wholesale  W^arehouse:     52  VICTORIA  SQUARE,    MONTREAL 


COMPANY 
LIMITED 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Interesting    Price     Situation 

Brought  About  by  Breaking  of  Corner  on  Some 

Lines  of  Raw  Fur  —  Notable  Fashion  Features 

for   Next   Fall   Season. 

f     WJR  dealers  are  rejoicing   over    the    breaking 

rdown  of  the  "corner"  in  some  much  wanted 
lines  of  fur;  the  "corner"  which  has  caused 
such  unnaturally  high  prices  during  the  past 
season,  vhile  no  great  certainty  can,  as  yet,  be  felt 
regarding  the  ultimate  position  to  which  prices  are 
now  tobogganing,  a  natural  and  reasonable  rate  is 
firmly  expected. 

At  present  the  price  qv:otcd  on  skunk  is  35,  biit 
many  dealers  insist  that  70  will  be  nearer  the  mark 
when  the  season  has  well  opened.  Australian  chin- 
chilla, or  opossum,  is  also  quoted  at  a  more  reason- 
able price  than  before,  but  no  certainty  is  felt  of  its 
continuing  so  for  any  length  of  time.  On  the  other 
hand,  rats  will  indubitably  see  a  tremendous  differ- 
ence and  fore-handed  dealers  are  now  making  them 
up  in  styles  which  would  have  been  impossible  had 
they  remained  as  before. 

There  is  no  shadow  of  doubt  that  the  conditions 
experienced  during  the  past  season  were  due  to  a 
species  of  "hold-up,"  from  which  none  but  the 
holders-up  will  experience  much  permanent  hurt. 

On  the  whole,  great  optimism  is  felt  for  the  sea- 
son of  1911-12,  and  this  is  evidenced  by  the  quan- 
tity of  high-class  articles,  such  a.'^  full  length  coats 
and  large  muffs  and  coats  which  are  to  bo  offered  in 
the  new  catalogues. 

Prices  will  remain  steady  in  sucii  staple  lines  as 
sables  (Hudson  Bay  and  imported)  mink,  Persian 
lamb,  with,  perhaps,  slight  fluctuations  at  first,  and 
most  of  the  long  hairs. 

Fashionable  Effects  for  1  9 1  I  - 1 2. 

Full  length  coats  are  being  prominently  featured, 
and  seal  anct  its  imitations  will  be  a  favorite  fur  for 
the  making  of  the.se.  While  French  .'Jtyles  i?how  a 
deep  band  of  long  liair  or  contrasting  fur  of  some 
sort  at  the  foot  of  the  coat,  popular  numbers  here 
.show  plain  lines.  Persian  lamb  and  mink  will  be 
featured  for  shorter  length  models,  and  the  prevail- 
ing short-coat  idea  will  have  its  expression  in  .s^me 
high  style  numbers  of  hip  length.  A  good  selling 
number,  however,  will  be  in  the  30  in.,  30  in.  lengths. 

Stoles  and  muffs  will  continue  to  be  ample  in 
proportions,  the  latter  showing  the  flat,  square 
style  a.^  a  .«afe  number,  with  variations  of  envelope 
fold-over  olTects  and  other  novelty  styles  got  by  trim- 
ming or  sliglU  variations  in  cutting.     Minks  in  head 


and  tail  effect  will  continue  excellent.  Long,  flat 
stoles  are  said  to  be  best  in  style  for  the  coming  sea- 
son, the  90  inch  length  and  width  from  .■=even  inches 
up. 

Natural  s;nn  effects  and  shoulder  styles 
will  be  favorite  ways  of  making  up 
the  long  hair.s,  including  fox,  wolf,  and 
lynx.  A  few  barrel  mufl's  will  again  be  seen,  chiefly 
in  such  furs  as  ermine  and  chinchilla. 

A  few  combinations  of  fur  with  chiffon  and  satin 
will  undoubtedly  be  featured  next  .season,  and  as 
tlie.se  sets  ofter  a  chance  for  much  artistic  designing 
and  for  the  use  of  expensive  furs  where  they  would 
be  quite  out  of  the  reach  of  average  purses 
in  styles  .showing  such  grace  of  outline  and  ampli- 
tude, it  is  to  be  hoped  that  the  public  will  give  more 
than  its  usual  hesitating  .«uppnrt  to  these  creations. 


The  London  Fur  Sales. 

The  Hudson's  Bay  fur  sales  opened  in  London. 
March  20th.  Quantities  .«old,  together  with  figures 
of  each  of  the  previous  two  years,  are  given  below: 


1909 

1910 

This  Year 

Skins. 

Skins. 

Skins. 

On    Monday,    Marili   JOtli— 

Otter         

.'5.484 

fi,351 

6.529 

Fisher 

2.r.lS 

3.581 

2.305 

Fox,    Silver        

275 

sns 

382 

On    Tuesday,   March   -.Mst— 

Marten 

29,015 

23,576 

29.260 

Ermine     . . 

.■?4,194 

26.872 

49.837 

Fox,    White        

4.78fi 

2.061 

14.646 

Fox,     Red           

3..3,S2 

3.625 

4.541 

On    Wednesilay,    .Marcli    22n(i — 

Mink          

21.(;t!t; 

17.804 

32.944 

Lynx 

S.4.%5 

9.664 

3,757 

Wolf          

.■5.101 

3.836 

2.368 

W'olverin«> 

f^- 

760 

896 

Musl<    Ox            

76 

107 

91 

On    Thursday.    March   23rd 

— 

Hear.   Blaik        

4.579 

4.041 

4.9C4 

Hear.  Brown 

453 

393 

3S4 

Bear,    Orey         

95 

126 

1«> 

Bear.   Wlilte 

71 

93 

82 

Beaver 

3.053 

1,131 

1.853 

.Mnsipiasli 

194,793 

4.708 

71.275 

Skunk       

1,642 

1.561 

1M~ 

Fox,    Cross 

1,377 

1,777 

2.061 

Fox,    Blue         

28 

14 

113 

Hair    Seal          

1..51S 

1.766 

1,290 

Racoon 

266 

141 

197 

Badger     

176 

129 

81 

Skulls,    Walrus 

— 

— 

7 

The  serious  fall  in  prices  which  took  place  in 
January  seems  likely  to  prevail,  with  only  excep- 
tions, states  the  Canadian  Gazette  (London.)  Er- 
mine, of  which  the  company  offers  49.S37  skins,  as 
again.-Jt  26.872  la.st  year,  should  -•^ell  well.  "White 
Fox  will  jirobably  suffer  from  the  large  increase. 
14,646  acain.'^t  "2.061  last  vear.  Tlie  \piantitv  of 
Mink  is  32.344  skins,  against  17.804.  Mu,-^qua-<h. 
of  which  the  company  sold  892.322  in  January, 
can  hardly  be  expected  to  recover  yet  from  the  de- 
cline which  then  took  place  of  from  2s.  7^2d.  to 
Is.  Sl^d.    The  skins  offered  now  number  71.275. 
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FURS 


KsTABLISHED   1852 


MOOSE    HEAD     BRAND 

The  Most  Reliable 

and  the  Established 

Standard  of  Excellence  in  Furs 

GET  IN  TOUCH  WITH  OUR  TRAVELLERS 
NOW    SHOWING     THE    FULL    RANGE    IN 

LADIES'  FURS 

MEN'S  FURS 

CHILDREN'S  FURS 

SLEIGH  ROBES 

BUY  FURS  THAT  HAVE  MADE  A  59  YEARS'  RECORD 
CORRESPONDENCE  SOLICITED 

L.   GNAEDINGER,  SON   &  CO. 

90,  92,  94  St.  Peter  St.  l^ONTREAL 
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Long  Fur  Coats  in  Good  Demand. 

Men  on  the  road  with  furs  report  u  j^ood  outlook 
for  next  sea^son.  Heavy  orders  are  l>eing  placed  for 
women's  long  fur  coats.  The  furs  most  favored  in 
this  long  coat  trade  are  the  Astrakan,  Hudson  seal, 
and  inuskrat,  in  both  natural  and  black. 

Astrakan  lias  always  proved  a  satisfactory  fur, 
wearing  well,  besides  being  comfortable  and  not  too 
heavy,  and  the  new  flat  Astrakans  offer  a  garment 
much  improved  in  appearance,  with  all  the  good 
points  of  the  old.  Hudson  seal  is  always  a  smart 
and  warm  fur,  in  addition  to  being  lighter  in  weight 
than  even  the  Astrakan. 


Backbone,  Not  Weak  Knees 

Merchant    Discusses    the    Abuses    of    the    Kid 

Glove  Guarantee  —  Declares  that  Retailers  are 

Inclined  to  be  Too   Lenient. 

The  article  dealing  with  abuses  in  connection 
with  the  kid  glove  guarantee,  which  appeared  in  the 
last  number  of  Dry  Goods  Review  has  elicited  much 
comment  from  retailers  throughout  the  country.  One 
merchant  writes  as  follows: 

"If  the  Dry  Goods  Review  can  do  anything 
through  such  articles  as  these  to  empha.^ize  the  im- 
portance of  backbone  in  mercliandising,  it  will  cer- 
tainlv  have  rendered  a  oreat  service.     Thojv  is  no- 


thing to  be  gained  by  a  jellyfish  policy.  We  have 
proved  this  in  our  own  case  time  and  again.  Cu.s- 
toniers  will  make  many  unreasonable  requests  of  the 
merchant  when  they  have  reason  to  know  that  he 
will  tolerate  that  .sort  of  tiling. 

"Probably  our  experience  in  connection  with  this 
exchange  problem  will  be  helpful  to  others.  The 
majority  of  our  gloves  are  of  the  best  possible  qual- 
ity. In  fact,  we  may  say  we  have  specialized  in 
gloves.  Our  salespeople  are  given  instructions  to  see 
that  every  pair  sold  is  a  good  fit  and  in  perfect  con- 
dition. Should  it  be  evident  on  a  pair  being  return- 
ed that  the  defect  is  in  manufacture,  we  exchange 
them,  provided  the  gloves  are  not  .soiled.  Our  cus- 
tomers know  so  well  where  we  .stand  in  this  matter 
that  the  number  of  returns  during  the  year  is  very 
small.  It  is  all  nonsense  on  the  part  of  a  merchant 
to  feel  that  he  has  to  exchange  gloves  or  other  ar- 
ticles under  almost  any  circum.stances  for  some  wo- 
man who  is  a  particularly  good  customer.  Much  de- 
pends on  precedent.  Some  of  our  be.st  castomers 
tried  that  little  game  with  us  at  first,  but  we  politely 
told  them  where  we  w^ere  in  this  matter,  and  al- 
though they  huffed  for  a  while,  it  wasn't  long  before 
they  were  doing  business  with  us  again.  The  same 
problem  may  be  similarly  solved  in  other  depart- 
ments. As  merchants  we  cannot  afford  to  be  weak- 
kneed.  Just  the  other  day  a  man  bought  a  hat 
from  us.  He  went  to  a  re.«taurant,  slammed  it  on 
a  peg,  and  knocked  the  crown  out.  He  came  back 
to  say  that  the  hat  was  defective  when  he  got  it. 
Now  that  particular  hat  is  made  specially  for  us.  and 
T  knew  there  was  nothing  wrong  witli  it.     T  told  the 


FURS  for 


c^ 


One  of  the  Special  Lines 
our'  travellers 
are  showing  for 
next   season    is 


AMERICAN 
OPOSSUM 


in 


NATURAL 
ISABELLA      SABLE 

MUSK-OX 


TfL\DE        MARK 


1911-12 
^ 


Indications  show  that 
American    Opossum 

is  to  be  one  of  the 
fashionable  furs  for 
next  season. 

The  particular  induce- 
ment we  of^er  is  Price, 
r  urs  are  down  to  nor- 
mal   prices   again,   and 
this  one,  American  (Jpossum, 
weareoffering  atprices  consid- 
erably lowerthan    last  season 


Brand  FURS 


REfiliTtRCa 


BOULTER,  WAUGH  &  CO.,  Limited 

Fur  Manufacturers  and  Hat  Importers.  MONTREAL  and  WINNIPEG 


Please  mention   The  Rcrieiv  to    .Idi'ertiscrs  and  Their  Travelers. 
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man  so,  and  lie  Ijecame  very  angry.  We  both  said 
things  to  each  other  that  we  shouldn't  have  said,  and 
the  man  went  out  vowing  that  he  would  never  re- 
turn. I  told  him  that  we  would  try  to  worry  along, 
but  that  man  is  still  doing  business  with  us.' 

"What  we  have  always  maintained  is  this,  that 
a  merchant  never  need  be  afraid  to  stand  up  for 
his  right.  It  may  require  some  nerve  at  times,  but 
his  best  people  will  think  none  the  less  of  him  for 
it." 

Merchant's  Side  and  Customer's  Side- 
That  the  merchant's  side  of  a  story  is  not  always 
the  side  of  certain  exasperating  persons  among  his 
customers  is  strikingly  illustrated  by  the  two  follow- 
ing instances  cited  in  a  Freeman  talk  in  the  New 
York  Mail:— 

In  a  shoe  store  the  other  day  a  well-dressed 
woman  wa.s  demanding  that  the  manager  exchange 
for  her  a  pair  of  slippers  which  were  badly  soiled. 

Her  complaint  wa.s  that  they  were  too  small — 
that  the  salesman  had  no  business  to  sell  her  a  pair 
of  slippers  that  were  too  small  and  hurt  her  feet. 

The  slippers  were  absolutely  useless  to  the  store. 
They  could  not  be  resold  if  exchanged.  What  was 
the  manager  to  do? 

He  a.sked  me  what  to  do.  I  told  him  not  to  ex- 
change them.  He  .said  if  he  did  not,  he  would  lo.<e 
a  customer.  I  told  him  to  lose  the  customer — that 
he  did  not  want  that  kind  of  a  customer,  anyway. 
T  said  that  she  was  unfair  in  her  demands. 
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Was  he  right 


But  he  exchanged   the  slippers, 
in  doing  so? 

A  woman  bought  an  expensive  fur  coat  at  a  re- 
liable store  about  a  year  ago.  She  wore  it  .several 
times.  Some  friends  told  her  that  the  coat  did  not 
look  well  on  her — that  she  should  have  bought  a 
different  kind — and  .she  became  discontented  with  it. 

She  had  worn  it  so  long  that  she  knew  she  could 
not  return  it  and  expect  the  store  to  exchange  it  at 
its  full  value. 

So  she  hit  upon  the  plan  of  throwing  the  coat 
on  the  floor  and  stamping  on  it  with  the  heel  of  her 
shoe.  She  succeeded  in  cutting  through  the  lining 
and  the  seal.  Then  she  took  the  coat  back  to  the 
store,  claiming  that  it  had  been  damaged,  and  de- 
manded a  credit  for  it. 

The  fur  manager  said  he  had  been  in  the  busi- 
ness twenty-five  years  and  had  never  seen  anything 
like  the  cut  in  that  coat.  He  examined  it  critically, 
discovered  just  what  liad  been  done,  liecause  he 
noted  the  heel  print  in  the  lining,  but  he  gave  the 
woman  full  credit  and  took  the  coat  back. 

A  year  later  the  woman  returned  to  the  store 
and  told  the  manager  what  she  had  done,  whereupon 
the  manager  told  her  that  he  knew  at  the  time  just 
what  had  occurred,  and  complimented  her  on  her 
courage  in  hnallv  telling  the  truth  about  it. 

But  where  did  the  store  come  in? 

We  rightly  denounce  merchants  who  misrepre- 
sent, liut  there  is  a  part  of  the  public  which  needs 
lo  come  under  the  same  lash. 

Trickiness  is  not  alwavs  on  the  merchant's  side. 


Earned  $39.50  in  3  days 

The  above  statement  indicates  what  a  representative 
of  the  MacLean  Publications  earned  in  three  days, 
from   March  7th   to  March    10th. 

He  hustled,  indeed  he  did !  But  it  was  worth  his  while. 

We  want  men  of  this  calibre  to  act  as  circulation  re- 
presentatives, to  take  the  exclusive  charge  of  all  our 
business  in  their  respective  localities. 

We  want  men  and  boys  who  are  live,  hustlers, 
straightforward,  and  of  good  character. 

If  you  have  the  abiHty  to  deliver  the  goods,  to  get 
results,  to  make  good  on  a  proposition  like  this,  write 
us  at  once. 

The  MacLean  Publishing  Co.,  Ltd. 

143-149  University  Avenue,  Toronto. 
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Promising  Outlook  for  Rugs 

Coronation  Blue  Now  Featured    as  Novelty  — 

Greens,  Browns,  Fawns  and  Reds  are   Good  — 

Brussels  and  Wilton   Rugs   Selling    Well. 

Wri'll  tlie  price  of  cotton  now  quoted  at  14c, 
considcnihlc  raise  in  the  price  of  this  sea- 
son's ru^s  might  well  have  been  expected, 
hut  so  far  this  has  not  eventuated  to  any 
great  degree.  Owing  to  early  placed  orders,  many 
imported  rugs  have  been  passed  on  to  the  retailer 
at  little  advance  from  last  season.  A  greater  advance 
may  be  expected,  however,  if  prices  of  raw  material 
remain  firm.  The  present  high  price  does  not  seem 
likely  to  be  permanent,  as  prices  are  quoted  as  low 
as  12 V2  cents  for  Christmas  and  January  delivery. 
Generally  speaking,  the  prices  of  rugs  and  carpets 
are  scarcely  changed,  while  the  quality  is  affected 
only  slightly,  though  more  than  the  price. 

Oriental  designs  are,  as  usual,  the  favorites  for 
all  clas.ses  of  rugs,  the  imitation  eastern  rug  being 
much  in  demand.  Many  fringed  effects  are  seen, 
especially  among  the  high-class  specimens  in  hearth 
sizes.  Other  favored  designs  are  those  of  the  art 
moderne  type.  These  are  distinctly  creations  of  the 
present  period,  and  include  the  stencilled  patterns 
reminiscent  of  block  ])rinting  and  some  very  pretty 
conventionalized  Moral  effects.  Green  in  as  many, 
as  five  different  sliades  was  frequently  seen  as  the 
sole  color  in  a  rug  of  the  above  pattern,  while  an- 


other type  sliowed  the  greens  combinc<l  with  a  dash 
of  contrasting  .«hade. 

Coronation  blue  is  considered  one  of  the  best  in 
I  lie  newest  colors  for  rugs  as  above  described.  A 
conventional  lily  design  decorated  the  centre  of  one 
of  these  rugs.  An  Oriental  pattern  was  also  seen  in 
red  on  Coronation  blue.  This  pattern  was  particu- 
larly striking  because  outlined  with  white. 

Soft  rose  shades  were  suitably  employed  for  a 
drawing-room  square  in  Wilton  pile,  and  rose  wa.s 
.said  to  be  still  .selling  excellently  with  a  reservation 
in  favor  of  green  and  Oriental  colorings  as  newer 
and  better. 


Linoleum  Prices  Increased. 

From  latest  information,  and  according 
to  advices  received  this  week  by  wholesal- 
ers generally  in  Canada,  linoleums  have 
been  advanced  in  price,  at  the  mills. 

On  A  quality  linoletim  an  advance  is 
noted  of  about  10c  sq.  yard.  B  and  C  in- 
laids  are  advanced  7^/^  sq.  yard.  Other 
printed  cloths  are  not  affected.  The 
changes  in  price  take  place  immediately. 

To  Canadian  buyers  the  difference  in 
prices  quoted  means  somewhat  more  than 
10c  and  IVo  advance  when  laid  down  in 
this  market. 


GOOD  SUGGESTION  FOR  HOUSE- 
FURNISHING  DEPARTMENT. 

An  interior  arrangement  of  wall  paper, 
rug;  and  draperies.  A  frame  is  built 
to  represent  a  section  of  wall  with 
window.  This  is  decorated  with  wall 
paper,  window  shade,  draperies,  etc 
The  window  itself  is  fitted  with  the 
new  stained  glass  material,  "  window- 
phanie."  These  displays  are  very 
effective  and  good  sellers  of  all  lines 
shown,  cither  for  windows  or  interior 
of  the  store  The  idea  is  full  of 
suggestion  for  the  window  trimmer. 
By  J.  C.  Edwards,  with  A.  W.  Cress- 
man,  Peterborough. 


DRY     GOODS     REVIEW  131 


BRfflTOliCMPtP  CUmiTEP. 

MANUfACTURERS°fHIGH  CLASS 
OOBKUSSELSWILTOnS'  O 
TiXMinSTER  CARPETS- frRUGS. 

FACTOKYfrOfflCES 

PETERBOROUGH.  ONTARIO.  *p'"  ^-    1911 


THE  CARPET  BUYER: 
Dear  Sir:  — 

Repeat  Orders  are  the  alnoerest  form  of  flattery. 

We  are  enjoying  a  good  deal  of  thla  kind  of  flattery  Just 
now. 

The  enlargements  to  oar  plant  have  enabled  us  to  SHIP 
EVERY  YARD  ON  ORDER  ON  TIME,  and  in  many  oases  oar  castomers 
have  repeated  some  of  their  selections  for  Spring  three  and 
foar  times  already. 

If  you  have  been  disappointed  in  deliveries,  send  as  your 
proposition. 

Oar  system  and  modern  equipment  will  help  you  for  special 
business. 


Remember,  BRUSSELS,  WILTON  and  AXMINSTER  CARPETS,  RUNNERS 
and  RUQS  are  of  the  Best  Materials  and  Skilled  Workmanship. 

Yours  very  truly, 

BRINTON  CARPET  COMPANY,  Limited. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Barry's 

New  Inlaids 

We  have  recently  added  a  score  of 
new   arid   up-to-date  designs   and 

SCOTCH 

colorings  in  WALTON  INLAIDS 

Designs  336  and  337  (three  hand- 

some colorings  of  each)    are  the 
most  prominent  of  these,  and  are 
unusually  well  got  up,  both  being 

Linoleum 

a  perfect   imitation   of   a   mosaic 

flooring.     Every  Canadian  buyer 

will  be  interested  in  these,  and  a 

THE 

request  to  our  Montreal  ofhce  will 

• 

bring  samples  by  mail.    Samples 

STANDARD  OF  PERFECTION 

of  other  grades,  plain  and  printed 

Linoleums  and  Cork  Carpet"  will 

also  be  forwarded  on  request. 

Spring  Lines 

W^RITE  NOW. 

Now  on  Show 

AGENTS 

SCOTT  &  WEST  CO. 

510  Coristine  Building,  MONTREAL 

^ 

ALEXANDER  V 

1.  YULE,  Manager 

1 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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A  striking  and  uncommon  color  scheme  con- 
sisted of  three  distinct  shades  of  green  with  a  pale 
(lesh  pink  design  in  art  moderne  style.  The  design 
was  mathematical  as  to  the  border  and  was  also 
carried  out  in  the  centre  in  medallion  effect  to 
match. 

Medallions  in  all  .styles  have  been  found  to  Ijc 
good  sellers  this  year.  Numbers,  which  are  effective 
while  not  appearing  gaudy  are  those  to  be  preferred 
by  the  retailer  who  wishes  to  establish  a  good  trade. 


Hair  Yarn  Novelty  Rugs. 

A  very  special  import  line  is  now  being  offered 
by  a  well-known  house.  This  consists  of  hair  yarn 
rugs  in  full  range  of  soft  tones  and  in  Brussels 
weave.  As  the  public  know,  there  is  practically 
no  wear-out  to  these  rugs,  and  they  are  susceptible 
of  delicate  shadings  in  dyeing  which  an  ordinary 
I'ug  will  not  take.  They  are  specially  offered  for 
offices  and  public  buildings,  while  at  the  same  time 
being  admirable  for  use  in  the  home. 

For  popular  trade,  the  low-priced  wool  square 
of  neat  design  is  becoming  more  and  more  in  de- 
mand. The  large-i)atterncd  floral  design  in  Brus- 
sels and  Wiltons  is  another  ever  hardy  perennial. 
Scroll  medallions  and  scroll  borders  are  also  much 
taken  in  similar  style  at  popular  prices,  the  taste  in 
such  lines  usually  being  for  contrasted  color  .schemes. 


Curtains  and    Draperies 

Sill  Lengths  Prevail  for  Coming  Season  -Heavy 
IVIesh  Nets,  Madrasses  and  Scrims  Good  —  Fine 
Mesh  Nottingham  Net  the  Novelty— Printed  Linens 

No  season  passes  without  a  svu-pri.se  of  some  sort 
when  the  new  goods  are  shown.  This  comes  this 
year  in  a  radical  change  in  certain  materials  and 
ideas.  Last  year  saw  great  preference  shown  to 
inadras.ses,  scrims  and  heavy  mesh  nets  in  Arab  and 
deep  cream  .shades.  The  sill  length  was  only  just 
estal)lished.  It  is  now  universal,  and  while  the 
materials  named  are  excellent  .sellers  and  .sure  of  con- 
tinued favor  for  .some  time,  a  newer  line  consists  of 
very  soft-falling  nets  in  finest  fancy  nieshes.  These 
come  in  creams  and  deep  ivory  .shades,  and  some  of 
the  materials  are  delicate  enough  for  dress  goods. 
They  are  very  soft  and  pretty  and  have  only  to  be 
.shown  to  be  sold. 

A  specimen  of  the  above  may  be  described  as  a 
fine  Nottingham  net  in  lock  stitch  with  flat-lace 
edging  as  finish;  color,  deep  cream,  intended  to  be 
made  up  with  wide  hem  and  sill  length. 

Connemara  lace,  on  French  net  in  very  soft  flex- 
ible materials,  has  been  .selling  well  as  a  curtain  for 
reception  and  drawing-rooms. 

A  beautiful  novelty  in  Madras  was  in  a  sort  of 
bronze  or  greenish  brown  shade,  the  gold  effect  being 
noticeable  under  artificial  light,  and  producing  an 
appearance  of  the  greatest  richness. 

Self-colored  portieres  in  the  usual  silk  and  tapes- 
trv  weaves  are  in  irood  dciiiaiHl  as  bcl'oi-c. 


Printed  linens  are  a  favorite  material  for  chair- 
covers,  in.side  curtains,  portieres,  etc.  Tremendous 
varieties  of  design  may  be  seen.  Floral  effects  in 
blurred  and  .«oftened  outlines  and  colors  are  much 
featured  and  some  firms  are  showing  a  full  line  of 
linens  and  high-cla.ss  or  medium  cretonnes  to  match 
their  new  Spring  wall  papers.  The  merchant  who 
has  this  .special  inducement  to  offer  .should  take  care 
to  let  the  public  know  of  il.  Large  patterns  appear 
at  present  to  be  rather  in  the  majority  in  the  above 
lines.  Cretonnes  are  nnicli  like  linens  in  pattern 
and  colorings. 

Plain  and  brocaded  silks  and  moires  continue 
favored  upholstery  fabrics  for  drawing-rooms;  por- 
tieres and  in.side  curtains  being  cho.sen  to  match. 
Green  and  champagne  may  be  said  to  lead.  Gothic 
continues  to  be  a  pattern  much  featured  by  high- 
cla.ss  retailers,  especially  for  upholsteries  and  hang- 
ings in  halls  and  dining-rooms.  It  is  now  also  .seen 
in  linens  and  cretonnes,  though  tai)estry  is  its  favor- 
ite medium. 


New  Features  in  Wall  Paper 

Panels,   Cut-out    Designs,    the    Narrow    Upper 

Border  and  Drop  Motifs— Wide  Range  of  Colors 

and  Designs  —  Florals  in   Natural    Tints 

INGENUITY  of  hanging,  the  clever  use  of  bord- 
ers of  different  depths,  and  of  cut-out  designs, 
and  the  working  in  of  unexpected  panel  effects 

are  the  leading  characteristics  of  the  new  wall 
papers. 

Art  moderne  and  art  nouveau  designs  lend  them- 
selves readily  to  this  treatment,  as  also  do  the  deli- 
cate and  varied  floral  creations  which  are  offered  as 
absolutely  new. 

Cut  out  friezes  and  very  narrow  borders  are  fre- 
([uently  seen  where  the  older-fashioned  paper  .^^howed 
deep  borders  or  drop  ceiling  eft'ects. 

Festoons,  trails  and  small  medallion  bouquets 
are  favorite  floral  designs.  Massed  effects  are  also 
seen  on  occasional  deep  borders,  with  somewhat 
sparser  decoration  beneath.  Not  only  floral  festoons, 
but  effects  resembling  fabric  draperies  are  much 
featured.  Quite  a  niunber  of  plain  borders  iu 
shadow  diagonals,  stripes  and  .squares  are  seen. 

A  high  novelty  was  a  .«cenic  border  showing 
aeroplanes  in  full  flight,  to  be  used  with  a  nursery 
paper  decorated  with  Teddy  Bears. 

Fabric  fini.shed  papers  in  imitation  of  chintz, 
linen  and  Chambray  are  the  favorite  mmibers.  The 
JMiglish  chintzes  are  reproduced  in  papers  which 
almost  defy  distinction  between  them  and  the  fabrics. 
.V  room  is  then  decorated  throughout  in  the  same 
eiVect,  making  a  very  complete  "ensemble."  Jaspe 
or  .Tasper  cloth  effects  are  also  a  leading  line,  particu- 
larly a.s  groundwork  for  floral  designs.  Pretty  sten- 
cilled effects  were  also  noted  in  this  finish. 

Blue  will  be  much  used  for  bedrooms,  dining- 
rooms  and  for  halls  where  there  is  plenty  of  light. 
Many  dainty  mauves  are  seen,  including  the  ]wpu- 
lar  wistaria  patterns.  Browns,  running  to  light 
bufl"  and  champagne,  are  another  good  line.  Green 
is  always  favored,  and  all  colors  in  floral  effects,  rose 
]>ink.  shrini]\  pale  blue,  yellow,  etc.,  iU"e  shown  on 
while  and  criu  -grounds.  French  grey  effects  were 
also  inUcii  as  ;m  exclusive  novoltv. 
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Special 
Lines 


mean 


Special 
Profits 


These  highly  decorative  hangings 
will  give  your  wall  paper  business  a 
big  impetus.  Stock  up  now  for  the 
Spring  season. 

Plain  Ingrains. 
Permanent  Colored 
Oatmeal  Ingrains  and 
Harmon  Crepe  Fibres. 

Nothing  in  the  market  of  similiar 
character  can  surpass  these — no 
stock  is  complete  without  them. 

We  supply  artistic  decorative 
friezes  to  match  the  plain  and  oat- 
meal ingrains. 

VARNISHED  TILES 

Attractive  patterns — first  class 
quality.  Sell  them  for  kitchen  and 
bath-room. 


Dyed, 
Coated, 
values. 


BURLAPS 

Double    Sized     and     Oil 
A    remarkable    line    of 


SANITAS 

A  washable  wall  covering — fade- 
less. Will  not  crack  or  tear.  Price 
$3.00  per  roll,  12  yards  by  45  inches. 

Write    us    promptly    for 
Samples  of  these  goods. 


STAUNTONS  Limited 

Wall  Paper  Manufacturers 
941  Yonge  St.,        j^  TORONTO 


The  Removal  of  Dust 
is  the  only  Safeguard  for 
the  Health  of  the  Home 


Brooms 

and 

Dust  Cloths 

do  not  remove  the 
dust;  they  merely 
drive  it  into  cor- 
ners and  under 
the  furniture  to 
rise  and  contam- 
inate the  air. 


The  King  Edward 
Vacuum    Cleaner 

has  been  produced  at  a  cost  so  low  that 
every  well-appointed  home  may  have  its 
own. 

It  is  a  Vacuum  Cleaner  powerful  enoug"h 
to  clean  the  floors  of  public  halls,  etc., 
yet  is  so  carefully  balanced  and  easily 
operated  that  a  child  can  pump  it  and 
obtain  the  steady  suction  necessary  for 
the  work  required  of  it. 

The  range  of  possible  customers  is  un- 
limited, and  the  price  of  the  King-  Edward 
is  lower  than  that  of  any  other  practical 
machine. 

Send  address  for  particulars 

THE  GEORGE  H.  KING  GO. 

LIMITED 

Woodstock  Ontario 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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THE    BIG  4  CARLOAD    POINT 


When  you'  order  from  Victoriaville 
you  not  only  get  the  best  possible 
service  in  furniture  value,  but  on  ac- 
count of  having  a  bedstead  factory, 
mattress  factory  and  a  chair  factory, 
as  well  as  our  own,  you  save  freight 
charges.  Order  in  carload  lots  and 
make  additional  profits  for  your  store. 

Our  Victoriaville  SURFACE  OAK  FINISH 

is  the  best  furniture  to  buy  at  a  mod- 
erate price.  Operating  our  own  saw 
mills,  we  can  guarantee  the  best  lumber 
at  rock  bottom  figures. 


The  Victoriaville  Furniture  Co., 


THE  BIG  4 
Carload   Point 


Victoriaville,  P.Q. 


AxMiNSTER  Squares  &  Mats 

The  famous  old  firm  of  HERM,  PATZ,  OELSNITZ  (Saxony) 
now  carries  stock  in  Canada.  Designs  with  all  the  beauty 
of  Eastern  and  Western  art  are  shown  and  prices  quoted 
upon  request. 

OTTO    T.    E.    VEIT, 

WELLINGTON  STREET,  WEST,  TORONTO 

SHOW    ROOMS,    726    EMPIRE    BLDG. 


Increase  Your 
Salary  $5  to 
$10  per  Week 

Maclean  Publishing  Co. 

143-149  University  Ave. 


TORONTO, 


ONT. 


Acting  as  circulation  representative  for  the  MacLean  PublishinR  Com- 
pany is  in  itself  an  excellent  business  training. 

By  looking  after  the  new  and  renewal  subscriptions  of  their  thirteen 
publications  you  can  increase  your  present  income  at  least  $5.00  each  week. 

One  hour  a  day  is  ample  tunc  to  enable  you  to  earn  this  salary. 

Competent  representatives  will  be  given  charge  of  our  entire  business 
in   their   respective    towns — securing  renewal  orders  also  new  business. 

This  work  is  pleasant  and  does  not  require  experience. 

No  matter  what  size  your  town  may  be  there  is  plenty  of  opportun- 
ity tor  a  circulation  representative  of  The  MacLean  Publishing  Comp.my, 
to  earn  five  dollars  every  v.cek,  in  addition  to  his  present  salary. 

Write  at  once  for  particr.ars. 


Please  mentiott  The  Review  to  Advertisers  and  Their  Travelers. 
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Linoleum    Prices    Uncertain 

Some  New  Colorings  and  Designs  Added  to 
Samples  Shown  —  Opinions  Regarding  Fall 
Quotations  —  Few  Seconds  Likely  to  be  Offered 

For  import  Fall  placing,  several  new  parquet  de- 
signs are  shown.  Samples  include  plains,  granites, 
florals  and  conventional  patterns  in  art  designs,  as 
well  as  the  usual  wood,  tile,  carpet  and  block  styles. 
Some  new  designs  are  added,  but  generally  mills 
adhere  to  favored  patterns.  Anything  new  seen  by 
retailers  is  based  on  personal  preference  or  demand 
of  Canadian  buyers. 

Prices  for  Fall  seem  to  be  the  main  discussion 
and  much  diversion  of  opinion  is  noted  regarding 
another  advance.  One  authority  states  that  higher 
prices  are  bound  to  come.  As  an  argument,  atten- 
tion is  called  to  past  advances  under  similar  condi- 
tions. Prices  have  systematically  advanced  when 
orders  were  well  shipped  out  and  wholesalers  and  re- 
tailers fairly  well  stocked.  There  have  been  excep- 
tions, of  course.  With  the  price  of  lin.seed  oil  £50 
a  ton  compared  with  £30  a  ton  some  time  ago,  and 
with  the  fact  linoleum  has  been  going  steadily  up, 
combined  with  the  information  that  mills  are  not 
fully  covered,  another  buyer  expects  higher  quota- 
tions. 

It  is  also  stated  that  it  is  difficult  to  get  consum- 
ers to  pay  advances  on  prices  that  have  become 
standard,  and  that  carpets  will    be    taken    instead. 


especially  in  the  cheaper  ingrains,  wools,  etc.,  as  an 
argument  against  any  advance.  Some  lines  would 
not  be  suitable  to  Canadian  trade. 

A  conservative  view  of  the  situation  would  seem 
to  warrant  the  deduction  that  linoleums  of  the  bet- 
ter grades  will  be  slightly  higher.  Oil  does  not 
enter  so  largely  into  the  manufacture  of  cheaper 
grades  and  floorcloths,  therefore  no  change  on  these 
qualities  will  be  made.  It  is  safe  to  say  that  next 
season  will  not  find  conditions  much  affected  on 
cheaper  lines.  Although  no  one  can  state  definitely, 
conditions  would  suggest  that  only  better  grades  will 
be  quoted  higher. 

Consideration  has  been  given  seconds  and  dis- 
cards by  both  wholesalers  and  retailers  in  an  effort 
to  maintain  staple  prices.  Generally,  seconds  have 
been  successful  in  larger  stores,  where  buyers  fully 
understood  the  reasons.  Discards  have  also  proved 
effective  for  merchandising  purposes  and  filling  "a 
price." 

Buyers  are  not  expecting  to  procure  any  great 
quantity  or  selection  of  discards.  As  for  seconds, 
several  jobbers  refused  to  take  shipments  this  season 
on  account  of  conditions.  Buyers,  generally,  do  not 
favor  "seconds"  for  Canadian  trade. 

A  significant  point  is  one  used  by  some  repre- 
sentatives of  foreign  mills  in  order  to  increase  busi- 
ness or  induce  earlier  buying.  The  liklihood  that 
prices  will  advance  is  used  as  an  argument.  Buyers, 
however,  will  buy  according  to  their  output.  In 
case  prices  do  not  advance  these  same  representatives 
may  experience  difficulty  in  future  placing. 


Seasonable  Hints  to  Dry  Goods  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


ADVERTISING       VALUE       OF 
WOVEN    LABELS. 

Merchants  and  manufacturers 
throughout  Canada  are  using  woven 
labels  to  greater  advantage  each  sea- 
son. In  most  cases,  shoe  stores,  hat- 
ters and  furriers,  ladies'  ready-to- 
wear  stores  or  departments  and  in 
combined  men's  clothing  and  furnish- 
ings or  exclusive  furnishings  sections 
their  goods  have  been  found  of  par- 
ticular advertising  value.  To  this 
business  the  Colonial  Weaving  Co., 
Peterborough,  are  giving  special  at- 
tention.. 

Some  manufacturers  place  their 
labels  on  finished  garments  or  novel- 
ties combining  the  merchant's  name 
with  their  own  "brand."  In  many 
cases  merchants  insist  that  the  manu- 
facturer place  labels  with  the  indivi- 
dual firm  name  on  all  goods  sent  to 
them  and  provide  the  labels  them- 
selves. 

When  this  is  impossible  many  re- 
tailers have  found  that  it  pays  to  at- 
tach labels  and  insist  that  everv  ar- 


ticle sold  be  supplied  with  a  ribbon 
or  hanger.  This  is  done  by  the  le- 
pair,  alteration,  or  tailoring  depart- 
ments in  these  stores. 

It  has  been  found  that  more  Iban 
individual  advertising  is  gained  and 
merchants  using  labels  find  a  distinc- 
tive value  in  keeping  with  their  film's 
dignified  standing  or  trade  catered  to. 

Improvements  are  also  found  each 
season  and  merchants  have  adopted 
so  many  novel  methods  in  using  lirm 
name  or  trade  mark  labels  that  in 
some  form  or  other  their  use  has  be- 
come almost  general. 

The  Colonial  Weaving  Co.,  Ltd.,  of 
Peterborough,  are  making  several  ar- 
tistic silk  woven  labels  that  are  suit- 
able for  different  manufacturers'  and 
merchants'  use.  Since  locating  in 
their  new  factory  they  have  also  spe- 
cialized in  mercerized  skirt  bandings, 
webbing  of  all  kinds  and  ribbon  labels. 
The  cost  to  the  merchant  is  not  so 
great  compared  with  the  advertising 
and  individual  "quality"  standing 
gained. 


VERY    HANDSOME    WALLPAPER 
CATALOGUE. 

Dry  Goods  Review  acknowledges  tha 
receipt  of  the  new  catalogue  of  the 
Staunton  Wallpaper  Company.  Many 
up-to-date  ideas  are  embodied  in  the 
wallpapers  depicted  in  full  color 
schemes. 

Every  kind  of  new  fabric,  finish  and 
cut-out  effect  is  featured  by  this  firm, 
the  selection  for  pictorial  purposes 
being  a  hard  one  to  make.  Bed-room, 
dining-room,  hall  and  drawing-room 
papers  are  all  well  represented  at  a 
variety  of  prices,  most  of  them  well 
within  reach  of  moderate  purses. 
These  papers  have  a  distinctive  qual- 
ity of  their  own,  being  carefully  plan- 
ned and  adapted  to  the  needs  of  the 
Canadian  trade. 


NO    ADVANCE    IN   OLD    BLEACH 
LINENS. 

The  manufacturers  of  Old  Bleach 
Linens  find  buyers'  generally  interest- 
ed  in   the  new  line   of  towfels   in   the 


138 


DRY    GOODS    REVIEW 


piece  and  by  the  yard.  These  goods 
were  put  on  tlie  market  a  season  or 
so  ago,  partly  as  an  experiment  and 
partly  because  there  was  a  feeling 
that  they  would  sell  on  the  Canadian 
market.  The  experiment  has  been 
even  more  successful  than  was  at 
first  hoped,  and  towels  by  the  yard 
and  by  the  piece  are  carried  in  many 
stores  both  in  the  linen  and  in  the 
art  needlework  department.  It  is  the 
revival  of  interest  in  hand  embroidery 
that  makes  for  the  sale  of  towelings 
in  this  form,  for  buying  them  in  this 
way  the  customer  can  finish  them  in 
any  form  that  her  individual  taste 
dictates.  The  new  line  comes  in  an 
extensive  range  of  patterns  including 
the  new  striped,  checked,  and  allover 
centres  with  the  latest  border  de- 
signs. 

Towels  of  soft  linen,  hand- 
somely embroidered,  are  treasured 
somely  embroidered  are  treasured 
gifts.  They  are  deemed  a  fitting  of- 
fering for  the  acceptance  of  the  June 
bride,  they  form  the  leading  prize  at 
afternoon  euchre  and  bridge  parties, 
and  boxed  are  included  amongst  the 
best  sellers  for  Christmas  gift  pur- 
poses. 

Towels  in  the  piece  come  in  a  roll 
containing  3  dozen  towels.  By  the 
yard  the  border  is  continuous  on  both 
edges.  In  this  latter  form  the  linen 
can  be  sold  for  runners  and  other 
uses. 

Old  Bleach  linens  show  no  particular 
advance  in  price  so  far  and  buyers 
will  be  interested  to  know  that,  gen- 
erally speaking,  orders  for  Fall  can 
be  placed  at  last  season's  prices.  All 
patterns  in  towels  can  be  had  either 
with  the  hemstitched  or  scalloped 
border  at  the  same  price. 

HOME   &   WATTS'   FALL   LINE. 

With  the  first  of  the  month  of  April 
the  representatives  of  Home  &  Watts 
will  be  out  on  the  road  with  a  full 
line  of  misses'  and  children's  dresses 
for  the  Fall  season.  The  firm  is  con- 
fident buyers  will  find  a  full  showing 
of  every  garment  to  meet  the  needs 
of  this  important  department.  The 
line  includes  a  fine  range  of  simple, 
smart,  well-cut  and  well-finish'^d  lit- 
tle dresses  made  of  standard  ma- 
terials to   sell  at  popular  prices. 

Their  line  of  more  expensive  dresses 
speaks  for  itself  as  it  is  the  culmina- 
tion of  months  of  preparation.  The 
materials  have  been  carefully  selected, 
and  the  stylo  ideas  gathered  from  the 
leading  fashion  centres  and  revised 
by  competent  designers  who  are  close- 
ly in  touch  with  the  tastes  and  ideas 
that  appeal  to  the  Canadian  trade. 
There  has  been  more  done  than  the 
moving  of  a  button  or  a  tnck  here 
and  there,  for  the  styles  are  new  and 
fresh  and  show  the  latest  In  trimming 


touches  and  efiecls.  Many  dresses  are 
in  the  butterfiy  or  kimona  effect  while 
others  are  in  middy  or  Peter  Thomp- 
son style.  The  touches  of  brilliant 
trimming  in  Coronation  red  and 
king's  blue  as  well  as  in  bright  silk 
elTects  is  the  latest,  and  should  have 
an  enormous  sale. 

NOVELTY  GARMENTS  FOR  LATE 
SPRING. 

J.  II.  Winter  dc  Co.  are  showing 
their  second  line  of  novelty  garments 
for  the  late  spring  and  early  summer 
trade.  This  firm  caters  to  the  needs 
of  those  buyers  who  turn  their  stock 
over  several  times  in  the  year  and 
make  money  by  always  having  the 
latest  styles  to  show  their  customers. 
This  firm  has  a  happy  nack  of  blend- 
ing the  latest  style  points  with 
beauty  of  line,  and  cut,  and  while 
smart  and  distinctive,  their  models  do 
not  go  to  any  conspicuous  extreme. 
This  is  closely  in  line  with  the  tastes 
of  the  best  Canadian  trade,  and  there 
fore  the  garments  produced  by  this 
firm  make  a  strong  selling  appeal. 

Now  that  they  have  moved  to  a 
more  commodious  and  more  suitable 
factory  they  have  fitted  up  a  hand- 
some showroom  where  buyers  can  see 
the  garments  to   the  best  advantage. 

A  number  of  smart  dressy  utility 
coats   are     included    in   the   new   line. 

A  very  smart  line  of  pin-striped  de- 
laine dresses  was  shown  and  a  num- 
ber of  handsome  models  in  white  and 
black  and  black  and  white  striped 
messaline,  touched  with  coronation 
red  and  king's  blue  satin  trimmings, 
were  included  in  the  line  of  new  mo- 
dels. 

DAINTY-LAND  NOVELTIES. 

Devoted  wholly  to  the  use  and 
amusement  of  his  majesty  the  baby, 
is  the  line  of  novelty  goods  shown  by 
Richard  G.  Krueger,  manufacturer  and 
importer  of  novelties  for  infants, 
New  York.  The  goods  are  trade- 
marked  Dainty-land  novelties  and  cer- 
tainly are  well  deserving  of  the  name. 
To  the  buyer,  who  is  seeking  some- 
thing new  to  add  interest  to  his 
showing  of  infants'  wear,  or  to  the  re- 
tailer who  is  after  a  quick  selling 
line  of  novelty  goods  for  his  Christ- 
mas trade  the  line  is  full  of  interest. 

One  practical  novelty  is  the  Hump- 
ty-Dumpty  rattle  shaped  like  an  egg 
so  as  not  to  distort  the  outline  of 
baby's  little  mouth.  .\s  this  is  war- 
ranted to  he  perfectlv  safe  and  san- 
itary the  appeal  it  makes  to  the  mo- 
dern mother  is  left  to  the  judgment 
of  the  buyer.  Other  articles  are  hand- 
painted  celluloid  goods,  including  brush 
and  comb  sets,  ivory  and  pearl  teeth- 
ing rings,  birth  announcements,  baby 
record    hooks,    velvet    animals,   hygeia 


sterilizers   and   covers   and    a   host   of 
other  useful  and  novel  articles. 

LINGERIE     PANTALOON     COM- 
BINATION. 

Recently,  The  Review  had  the  spe- 
cial privilege  of  seeing  the  line  of 
lingerie  garments  produced  by  H.  H. 
Hamilton  6i  Co.,  makers  of  the  "Vas- 
sar"  undergarments.  .Judging  from 
what  was  seen  combinations  have 
come  to  stay,  as  the  range  shown  is 
no  longer  confined  to  only  the  very 
high-priced  goods.  One  feature  is 
that  more  stress  is  laid  on  princess 
effects  and  fewer  are  shown  with  the 
division  between  waist  and  skirt  or 
drawers.  Owing  to  the  vogue  of  the 
tight  skirt  there  is  a  growing  demand 
for  the  sheath-bocker,  and  for  wear 
with  the  new  trouser  and  harem 
skirts  a  pantaloon  combination  has 
been  put  on  the  market  of  exceedingly 
ingenious  and  novel  cut.  Princess 
slips  are  being  largely  stocked  by  all 
buyers,  and  all  the  new  lines  of 
drawers  are  so  cut  as  to  give  the 
closest  possible  fit.  The  materials 
from  which  lingerie  garments  are 
fashioned  this  year  are  sheerer  and 
more  filmy  than  ever.  The  laces  and 
embroideries  are  daintily  fine  and 
trimmings,  though  elaborate,  are  all 
on  flat  lines,  and  there  is  an  al- 
most total  absence  of  frills  and  ruf- 
fles. 

J.  ABELES,  LTD.,  MOVES  TO 
LARGER  PREMISES. 

More  attention  is  being  paid  to  the 
business  in  coiffure  ornaments  to-day 
perhaps,  than  at  any  previous  time. 
Doubtless  the  possibilities  of  variety 
in  the  design  of  high  class  and  realh 
artistic  novelties  has  had  much  to  do 
with  its  increasing  importance. 
Among  Montreal  dealers  in  these  no- 
velties, one  who  has  made  a  growing 
success  of  the  business  is  J.  Abeles, 
Limited,  who  a  few  weeks  hence,  is 
moving  his  place  of  business  from  St. 
James  Street,  to  a  location  'arther 
up  town,  at  233  to  23!)  Rleury  Street, 
up-to-date  premises  as  large  again  as 
his  present  ones,  and  offering  oppor- 
tunities for  a  much  larger  and  1  otter 
display  than  he  has  found  possible  to 
make  heretofore. 

Mr.  Abeles  Allner,  who  has  just  re- 
turned from  a  business  trip  to 
Europe,  is  confident  of  having  secured 
some  of  the  finest  novelties  for  coif- 
fure and  toilette  adornment,  offered 
by  Old  World  designers,  this  season 
Xaturally,  he  is  increasing  the  scope 
of  his  business,  and  the  displav  in 
the  new  promises  will  include  shell 
goods,  hair  goods,  leather  and  'ai'cy 
hand  bags,  millinery  trimmings  and 
jewellery,  in  addition  to  a  swcial 
line  of  noveltv  goods. 


Dry  Goods  Review  M  E  N  '  S     W  E  A  R     R  E  V  I  E  W  139 


I 


f 


I 
I 
I 


SILKS 


For  Immediate  Use 


:     No   Time    Lost   in    Delivery   if   You    Order   NOW 

FOULARDS 

To  retail  from  50c.  to  $1.25.     Very  attractive. 

BLACK    AND    WHITE    EFFECTS 

In     Stripes,    Checks     and     Broches,    for    Suitings     and 
W^aistings. 

PAILLETTES   AND    MESSALINES 

Complete  range  of  shades  in  single  and  double  widths. 

MESSALINES   AND   DUCHESSE  MOUSSELINE 


Black,  in  36-in.  to  40-in.,  splendid  values. 

W^ATERPROOF  JAP.  TAFFETA 

27-in.,  to  retail  at  popular  prices. 

NATURAL   SHANTUNG 

25-in.  and  34-in.     Free  from  dust. 

SPECIAL 

19-in.  heavy  Black  Paillette,  to  retail  at  50c. 

Mail  Orders  will  receive  Prompt  Attention. 


I 


The  SILKS  COMPANY,  limited 

24  Wellington  Street  West, 
TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Authoritative  News  of  Men's  and  Boys'  Clothing  for  Fall. 

Fall  Suitings  and  Overcoatings — Notable  Changes  in  Hat  Styles  — 
Bright  Colors  Coming  in  Men's  Neckwear. 

Black  and  White  Effects  in  Show  Cards — Opened  Three  Stores 
in  Five  Years. 

Planning  Fire  Insurance — Overcoming  the  Help  Problem. 
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An  Artistic  Display  of   Men's  Neckwear  and  Shirtings 

By  Glen.  S.   Case.  Dunfield  &  Co. 

Kine  St.  W.,  Toronto 
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Dry  Goods  Review 


Are  You  Entirely  Satisfied  with  Your 

Men's   Furnishing 

SERVICE  ? 


If  not,  we  would  be  glad  to  prove  to  you 
that    our    service    does    entirely    satisf\ 

Our  Customers 

We  are  handling   the    largest  range    in 

CANADA 

We     know     that     we    can    satisfy    you. 

SEE     OUR     SAMPLES 
We     have     everything     you     need. 


=a 


-a- 


Matthews,  Towers  &  Co. 

EXCLUSIVE  MEN'S  FURNISHING 

Montreal,  -  -  Quebec 


Please  mention  The  Revietv  to    Advertisers  and  Their  Travelers. 


Clothing  Styles  for  Fall 

Manufacturers      Adapting     Radical     Changes 

—  Military,  Naval  and  Scout   Ideas   in    Boys' 

Wear— Demands  for   Better   Grades. 

CLOTHINCl  designers  recently  returned  from 
New   York,    have   given   The    Review   their 
interpretation  of  the  new  Fall  styles  for  the 
Canadian    trade.      Manufacturers    generally 
welcome  these  changes  and  are  working  to  capacity 
on  the  Fall  output. 

In  men's  .suits  the  lines  to  l)e  shown  are  closer 
cut  and  shorter  rather  following,  as  indicated  in 
previous  forecasts,  modified  English  lines.  Design- 
ers find  the  style  tending  to  closer  fitting  garments 
in  regard  to  .shoulders  and  sleeves.  More  natural 
shoulders  are  the  rule. 

For  several  reasons  manufacturers  in  adapting 
Canadian  demands  have  not  in  every  case  featured 
these  changes  are  markedly  as  they  would  wish. 
There  is  some  danger  of  being  too  extreme,  but  the 
trend  is  certainly  in  favor  of  smart,  dressy  lines. 

As  noted,  coats  are  .shorter  than  last  year.  The 
prevailing  average  length  is  30  Mi  inches.  Style 
generally  calls  for  the  2  or  3  button  sack.  All  new 
coats  show  graceful  lapels,  the  points  of  which  are 
curved  much  more  than  last  year  and  are  bolder  in 
outline.  Pockets  are  of  the  usual  number  and  made 
with  flaps.  Breast  pockets  are  welted  and  not  as 
slanting  as  heretofore. 

Vests  show  higher  than  the  lapels  of  the  coat  in 
some  novelties  introduced. 


Trousers  show  closer  lines  and  .slightly  closer 
hips.  New  styles  .show  I6-I6V2  inch  bottom  to  20- 
20 '1;  inch  knee  measurements. 

Judging  from  the  samples  seen  the  manufactur- 
ers have  chosen  most  .suitable  materials.  The  cloths 
featured  in  worsteds  and  tweeds  introduce  all  the 
most  looked  for  patterns.  In  suitings  plain  cloths, 
close  diagonal  tweeds  and  smooth  fini.shed  worsted 
weaves  in  tweed  effects  are  prominent.  Color  cards 
l)lace  browns  and  greys  ecjually  popular  with  browns 
to  advance  in  demand  as  the  season  progresses.  Cor- 
onation effects  are  well  represented  in  the  different 
sam])le  books  of  cloths  bought  for  the  manufactur- 
ing trade.  Merchants  generally  should  find  no 
trouble  in  selections.  Cloths  are  shown  in  sufficient 
variety  to  overcome  duplicating  more  than  is  neces- 
sary. 

Overcoats  Show  Graceful  Lines. 

For  Fall  it  is  stated  that  overcoats  will  be  slight- 
ly shorter.  Prevailing  lengths  will  be  45-46  inches 
for  conservative  wear  and  50  inches  for  ulsters  and 
storm  coats.  A  most  prominent  feature  of  all  gar- 
ments will  be  the  graceful  draping  lines.  Coats, 
too,  are  generally,  fuller  although  last  season  many 
exceedingly  boxy  styles  were  shown. 

Shapely  coats  for  young  men  are  being  featured. 
The  raglan  shoulder  is  used  on  extreme  box  coats. 
Fronts  are  closed  with  3  or  4  buttons  in  button- 
through  and  fly  effects.  Lapels  are  finished  to 
match  the  sack.  Velvet  collars  will  be  shown,  as 
well  as  self  collars  on  tweeds  and  storm  coats,  as  be- 
fore. 


Novelties   in    the    supplementary    range    of    Williams.    Greene  Ca    Pome.    Ltd..    Berlin,  for  delivery    in    May.     From    the   left    the 

first  garment   is   fancy  sylken  pyjama.    and    the    second    a    fancy  sylken   shirt,    with    lounge    cuff.     These   garmt-nts   come 

in   tan,   gray,   blue  and  white.      On   the   righ'   is   a   white   syllten  pyjama.  trimmed   with   blue   sylken   lapel  and   cuff 
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New  convertible  collars  are  shown  and  the  deeper 
collars  will  follow  this  style.  This  is  introduced  as 
a  means  of  adjusting  more  satisfactorily  the  storm 
or  regular  high  collars.  A  good  selling  point  is 
made  both  for  the  manufacturer  and  retailer. 

Browns  and  greys  are  to  be  represented  in  the 
l''all  .samples  generally.  In  dre.ss  or  street  coats  dull 
tones  in  browns  and  greys  are  introduced.  "Warmth 
without  weight"  is  featured  in  the  new  cloths  select- 
ed for  ulsters  and  storm  coats. 

Better  grades  are  used  far  more  than  in  previous 
years.  Manufacturers  ])oint  out  succe.s.sively  im- 
proved features  in  qualities,  lailnriiiu.  linings,  collars 
and  innovations. 

Naval,  Military  and  Scout  Ideas. 

Boys'  reefers  are  longei-  in  boxy  and  full  cut 
designs.  These  new  models  will  rejjlace  to  an  ex- 
tent the  longer  motor  which  has  been  featured  for 
some  years.  These  also  show  convertible  collars. 
Military,  .scout  and  naval  ideas  are  also  introduced. 
Norfolks  ba.sed  on  the  fatigue  idea  are  to  be  good  and 
naval  overcoats  A\o\\  cpanlcltes  and  "Niobe"'  em- 
blems. Blou.se,  reefei'  and  overcoats  to  match  and 
conforming  with  the  niilitary.  naval  and  .scout  de- 
mand give  promi.se  of  good  (levelo])ment  in  these 
fields.  Tweeds  in  browns  and  greys  are  used  and 
small  designs  are  genei'ally  most  popular.  Plain 
cloths,  serges,  etc.,  are  carried  in  the  im]jerial  ideas 
as  well  as  new  cloths  added  in  iuti'oducing  later 
models. 

In  children's  suits,  Norfolks  still  ])revail  follow- 
ing box  pleat  .styles.  For  bigger  boys,  10-16  yeai's. 
double  breasted  coats  and  full  cut  bloomers  with 
strap  are  to  be  po])nlar  as  ever.  New  tints  of  browns 
and  greys  and  small  neat  ])atterns  are  favored.  One 
of  the  most  marked  demands  for  better  grades  is 
noticeable  in  these  lines.  ,V  decided  feeling  for 
higher  qualities  is  to  be  encouraged. 

An  endless  variety  of  children's  Ivu.s.<ians,  Bus- 
ters and  pull-ovei-  Mouses  are  shown  among  the  pop- 
ular priced  lines.  Some  new  ideas  and  many  dv- 
signs  in  })leated  fronts  have  been  ]>repared. 


In  clf)thes  for  children's  wear  fine  .stripes  and 
bright  colors  are  used.  (Jeneral  tones  are  far  Ijiight- 
er  and  include  cardinals,  wines,  ])lues,  browns,  grays 
and  olive  shades. 

Manufacturers  Suggest  Better  Grades. 

.\hmufacturers  have  suggestions  and  criticisms, 
as  well  as  retailers  and  are  ju.st  as  .sincere  about  im- 
proving conditions.  The  failure  of  merchants  gen- 
erally to  properly  size  up  the  demand  of  the  youths 
of  to-day  for  better  grades  of  clothing  is  frequently 
commented  on.  It  is  stated  in  some  quarters  thiit 
the  day  of  the  boy's  $r).00  suit  is  pa.-^sing  and  that 
the  demand  is  for  goods  more  in  keeping  with  tho.<e 
worn  by  older  people.  As  it  was  tersely  put,  boys 
want  suits  "like  father's." 

-Meicliants,  .'io  far  .seem  to  have  neglected  this 
demand  to  a  greater  extent  than  the  manufacturer, 
who  has  been  educated  along  the,<e  lines  on  account 
of  purely  local  demands.  Manufacturers  are  paying 
more  attention  to  this  matter  this  ,<ea.son  in  order  to 
meet  the  large  l)uyers,  who  have  been  going  abroad. 
Cases  are  cited  where  customers  vi.sited  United  States 
de}»artmental  stores  in  order  to  .secure  better  clothes 
for  the  hoy.  Such  a  step  it  is  claimed  is  unneces- 
sary and  would  become  entirely  so  if  merchants  gen- 
erally under.stood  and  developed  the  demand. 

As  jnainifacturers  have  made  ])reparations  to 
meet  this  demand  inercliants  .should  specialize  on 
better  lines  in  the  juvenile  departments.  Good 
clothes  for  the  boy  elevates  the  boy's  self  respect  and 
if  the  lines  shown  by  the  merchant  are  better  the 
demand  is  there  to  be  developed. 

('are  taken  in  choo.sing  smart  natty  de.signs  on 
better  grades  should  be  noted  in  orders  placed  for 
fall  on  boys'  clothes. 

Another  matter  of  interest  to  the  manufacturer 
is  the  location  of  ju\enile  lines  for  boys  up  to  5 
and  ()  years  of  age.  Merchants  do  not  give  that 
])rominence  to  such  goods  which  is  usually  given 
girls'  wear  for  girls  of  the  same  ages. 

In  large  (le])ai'tmental  stores  these  respective  lines 
are   often   given   individual   sections  and   sales   kept 
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Two  More   Leaders! 

These    two   articles  are   designed  for  summer  wear  and  are  made  in  styles 
that   will    surely    please   your   trade. 

This  derby  is  cut  and  made  in  one 
piece  and  is  shown  in  twenty-two 
different  color  combinations. 

lys"  wide,  made  up  .  .  $4.25  doz. 
1%"      "        "        "       .     .     $4.50  doz. 


A  New  Raised  Cord  Rep,  having  a 
plain  centre  and  showing  a  satin  stripe 
ombre  for  the  border  end.  Twelve 
different  combinations.  .     .    $4.50  doz. 


The  Sword  Neckwear  Company,  Limited 


TORONTO 
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up  by  siK'li  proiiiinence.  ll  i.s  claimed  thai  juve- 
nile lines  for  boys  are  not  sufiiciently  displayed,  be- 
ing rather  overshadowed  by  other  lines,  when  shown 
along  with  men's  wear. 


Strong    Outburst    of     Color 

Men's  Neckwear  this  Year  Will  See  a  Marked 
Departure  From  Quiet  Tones. 

The  Review's  prediction  that  the  present  year 
Avould  be  marked  by  some  very  striking  color  ell'ects 
in  men's  neckwear  is  Ijeing  borne  out.  The  range 
cards  shown  by  manuafcturers  indicate  that  there  is 
going  to  be  a  very  exhilarating  departure  from  the 
quiet,  conservative  colors  of  the  pa.st  two  season. 

When  it  said  that  solid  red  and  garnet  will  he 
worn  it  is  hardly  necessary  to  add  that  a  number  of 
startling  combinations  will  also  be  introduced.  At 
the  present  time  these  are  just  making  their  appear- 
ance; the  full  outburst  will  take  place  as  the  season 
advances. 

Good  business  is  now  being  done  in  border  and 
bar  end  ties.  Thus  a  plain  rep  of  coronation  blue 
will  have  a  black  border  end  centered  by  a  bar  pe- 
quin.  In  the  same  class  are  the  raised  rep  grounds 
with  four  or  five  diagonal  satin  tripes  forming  an 
onibrey  effect  on  each  end,  and  another  of  the  seas- 
on's novelties  is  a  raised  rep  with  inch  satin  diag- 
onal border  on  each  end.  These  styles  only  serve  to 
illustrate  the  popularity  of  the  bar  end  ties  and  the 
many  different  ways  in  which  that  effect  is  being- 
worked  out.  Popular  colors  are  coronation  blues, 
flax,  nnilberr)',  greys,  toupes,  silver,  green,  garnet 
and  browns.  Small  bird's-eye  weaves  or  mat  effects 
alternating  white  and  black,  white  and  gold,  red  and 
garnet,  white  and  brown,  white  and  black,  are  shown 
for  the  near  future,  and  in  club  jaspers  the  following 
combinations  seem  good:  White  and  black,  white 
and    taupe,    navy   and    Alice,    black    and    reds   and 


niyrtle  and  reds.  The  .same  condjinations  are  .seen 
in  the  tally-ho  clubs,  oidy  more  extreme.  There  are 
ripyal  blue  and  white,  myrtle  and  garnet,  tan  and 
while,  hlack  and  white,  black  and  gold,  ro.se  and 
black,  and  wistaria  and  violet.  Some  of  these  com- 
binations ;ire  aljsolutely  new  and  represent  a  unique 
departure  in  men's  neckwear. 

One  of  the  prominent  rea.sons,  however,  i.s  noted 
and  it  is  evident  that  fashionable  colors,  as  worn  in- 
women  will  enter  largely  into  the  decision  and  com- 
ing popularity  of  brighter  colors  in  men's  ties.  There 
is  a  very  fine  range  of  greys  shown  and  to  these  the 
name,  "(^leen  Mary"  ha.s  Ijecn  given. 

The  J.ondon  Daily  Mirror  gives  the  following  re- 
l)ort  of  an  interview  with  a  London  outfitter: — 

"Whatever  color  women  decide  .shall  be  fa'^hion- 
able  for  their  frocks  becomes,  automatically,  the 
color  for  men's  neckties.  Because  most  women  will 
wear  blue  this  sea.'^on  most  men  will  wear  blue  ties. 
Cectainly  )nany  engaged  men  will  copy  their  ladies' 
dress  color  schemes.  If  a  man  makes  a  point  of 
matching  his  tie  to  his  fiance's  frock,  it  is  probable 
that  everything  is  going  on  a.s  happily  as  the  ])rover- 
bial — and  prospective — marriage  bell. 

■■P>ul  c<4or  sympathy  in  ties  does  not  apply  to 
lovers  only.  Many  men  generally  follow  the  prevail- 
ing feminine  tint  by  matching  their  neckwear  to  it. 
Jja.st  year  blue  was  veiy  popular,  and  this  season 
various  .shades  of  royal  blue  will  be  the  color  most 
worn.  Royal  blue,  in  fact,  is  to  be  the  coronation 
year  color. 

"It  is  by  no  means  uncommon  for  a  young  man 
to  bring  his  wife  or  fiance  with  him  when  Iniying 
ties.  Osten,sibly  she  comes  to  help  him  choose^and 
the  result  nearly  always  is  that  the  ties  he  buys  are 
of  the  same  color  as  the  dress  she  is  wearing.  The 
man  surreptitiously  matches  what  is  shown  him  with 
what  the  girl  has  on,  and,  of  course,  she  ajiproves  of 
his  choice.  And  if  is  not  only  in  ties  that  men  fol- 
low women's  colors.  The  smartly  dressed  man  likes 
his  socks  to  match  his  tie.'' 


New  home  of  the  Imperial 
Clothing  Manufacturing  Co.. 
Toronto,  makers  of  men's 
and  boys'  wear.  This  struc- 
ture, which  is  of  buff  brick, 
stands  atthe  corner  of  Duncan 
and  Richmond  Streets,  in  the 
heart  of  Toronto's  new  factory 
district. 
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No.  219. — Repp,  1§  inches. 

$2.00  per  dozen. 

Same  shape  in  repp,  2  ins.,  is  No:  222. 


No.  231. — Repp,  five  eyelets. 

$2.10  per   dozen 
Same  shape  in  pique  is  No.  213. 


No.  200  —pique,  three  patterns. 

$2.00  per  dozen. 

Same  shape  in  repp  is  No.  221. 

Same  shape  in  repp,  l|  in.,  is  No.  223. 


Catch  the  Ladies' 
Fancy  With 
These  Collars 

With  these  strictly  modish 
Ladies'  Collars  you  can  do  a 
rushing  business.  Our  natty 
styles  will  delight  the  ladies, 
and  they'll  sell  as  soon  as  seen. 


Every  popular  shape  and 
height  in  the  latest  Paris- 
ian styles — both  in  pique 
and  repp. 

The  illustrations  give  you 
but  a  faint  idea  of  the 
dainty   workmanship. 

You  must  see  this  line  to 
realize  how  W.  G.  &  R.- 
like  is  the  style  and  finish 
of  these  new  goods.  Don't 
forget  to  ask  our  traveller 
about  these  the  first  time 
he  comes  around. 


No.  229. — Pique,  three  patterns. 

$2.00  per  dozen. 
Same  shape  in  repp  is  No.  228. 


No.  232. — Pique,  three  patterns. 
$2.00  per  dozen. 


Or,  better  still — order 
now  for  the  Easter  trade 


BERLIN 
Factories: 

T3   rr  T=>    T     T   -NT  ^°    230.  — Repp,  one  eyelet. 

Jr5  ±!>  K  i^  1   JN  $2.10  per  dozen. 

and  Same  shape  in  pique  is  No.  212 

HANOVKR  Same  shape  in  repp,  ij  in.,  is  No.  238. 
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Notable  Changes  in  Hat  Styles  Announced 


More  Distinctively  English  Blacks  are  Now  Being  Shown  Following  Similar 
Trend  in  Men's  Clothing  —  Modifications  for  the  Canadian  Trade —Telescope 
Shapes   in    Strong   Position  —  Small,  Dressy   Shapes   in  Panamas  Look  Good 


TIM'",  iiiarkeil  favor  sliowii  foi-  iiioi'c  distinctive- 
ly English  styles  in  men's  clotliing  is  also 
seen  in  the  hat  department.  Some  marked 
changes  in  stiff  sha])es  are  sliown  in  the  late 
summer  styles,  and  these,  it  is  pointed  out,  will  be 
still  more  strongly  featured  for  Fall.  They  embody 
certain  modifications  of  Engli.sh  shapes,  crown  and 
brim  ])roportions  being  made  to  suit  that  preference 
for  the  happy  medium  demanded  by  Canadian  trade. 
I^rims  measure  generally  from  2%  to  'IYh  inches 
and  are  more  Hal  set  than  has  been  the  ca.se  for  the 
past  two  seasons.  In  short  the  American  brim  seems 
to  liave  been  very  successfully  applied  to  a  more 
iMigli-^li  style  of  crown. 

The  New  Telescope. 

Tn  soft  iiats.  tlie  new  telescopes  have  came  into 
\ery  prominent  ])o.sition.  While  tlie.se  hats  have  the 
orthodox  telesco])e  crown,  the  ])encil  edge  is  the 
great  feature.  A  telescope  liat  with  two  inch  pencil 
l)rini  and  2%  inch  crown  makes  a  very  neat,  dre.>^sy 


Newest   American   block   for  Fall       Shown    by 
Charles   C     Punchard  &   Co.,   Toronto. 


head  piece,  and  it  i>  ]iredicted  thai  liiis  hat  will  also 
l)e  a  feature  in  l"'all  business.  Steel  greys,  pearls, 
1  lack  and  a  new  shade  of  hi'own  called  cedarine  have 
been  largely  taken  in   tbe.-<e  tele.-^copes. 

Velours  and  Scratch-ups. 

Some  business  was  done  last  .sea.^oii  in  velours 
hats.  They  were  for  a  time  con.sidered  a  fad,  but 
(piite  a  nnml)er  sold  i'or  gift  puiposes  about  the  holi- 
tlay  season.  Now  llicre  has  appeared  on  the  market 
a  genuine  velours  tiiat  is  somewhat  higher  i>riced 
than  tho.'^e  formerly  shown,  i)ut  which  nevertheless 
|>romi.se  to  benelit  by  tiie  e(bicali\-e  work  done  by 
the  preceding  line. 

In  scratch-up  trooper.-  and  fedoras  llie  past  season 
lias  seen  an  excc'Uent  trade  and  this  ])romi.ses  to 
continue.  Suit  bats  of  all  kinds  are  \ery  well 
lliought  of  by  the  trade  to-day.  and  it  appears  that 
the  man  who  bought  lii)ei'ally  bir  early  Spring  sea- 
.•<on   wnuld   iia\e  uii  reason  to  I'egret   it. 

Golf  and  Auto  Caps. 

Mamil'aclun'r-  -tate  that  the  biisine--  outlook  bir 
I''all  on  ^olf  and  ;iulo  caps  is  particularly  promising. 
Samples  are  .-liown  In  a  wide  r,in^:,('  of  noxellies  and 
praelieal  fenlure-  Ibiyeis  will  lia\e  a  liroad  selec- 
tion of  cloliis.  colors  and  styles  plai'cd  bebire  tluMii. 
Best  .'telling  lines  will  be  ovci'coating  ell'eels  in  the 
(li'Vereut  !>i'a(le<.  fancy  fi'ieze  and  inoliair^,  liea\v 
tweeds  and     diagonals  will     be  strong  .sellers.       Uolli 


patented  and   fur  line(l  Ijands  are  sure  to  take  well 
b.r  Fall. 

High-grade  golf  caps  are  also  .shown  in  several 
early  Fall  .styles.  Fine  tweeds  in  greys,  browns  and 
similar  effects  are  slated  as  the  best  colors.  Worsteds 
in  many  good  designs  are  being  placed  for  early  Fall 


Black  and  gray    rough     mohair    cap.     made    with 

raw  edge  and  patented   elastic   band.     Manufac- 

ured  by   Charles  C    Punchard  &  Co..  Toronto 

wear  and  i)romise  unusual  sales.  These  better  lines 
are  made  with  fine  .silk  lining  and  sweat  band  all 
round.  Manufacturers  are  tpioting  the.se  noveltie- 
from  $7.50  dozen  np. 

Auto  caps  are  in  strong  demand  and  many  nov- 
elties are  s  'en  in  the  different  ranges.  Manufacturers 
report  good  busine.-s  on  finer  (lualities  in  leather  an  1 
leather  in  conjunction  ^nth  cravenettes.  Some  few 
are  also  seen  in  similar  tweeds,  as  sliown  in  the  ])lain 
golf  caps. 

Give  Caps  a  Chance. 

(Japs  are  staple  and  not  subject  to  freipient 
change,  but  here  it  is  also  noted  that  modified  Eng- 
\\iih  .styles  are  i\ho  good.  There  is  not  the  tendency 
to  extremes  in  crowns  and  peaks.  The  revival  of 
tweeds  in  clothing  accounts  for  their  a|ii"»earance  in 
considera))le  strength  in  caps,  and  the  merchant  who 
is  ali\e  to  the  importance  of  the.<e  goods  should  have 
no  trouble  in  making  well  out  of  them. 

.Jobbers  as  well  as  Jiianufacturers  appear  to  be 
agreed  that  there  are  still  many  merchant-^  who  do 
not  give  their  ca])s  half  a  chance.  They  store  the 
best  of  them  in  some  ob.seure  drawer,  do  not  go  in 
for  ell'eclive  di.-^]ilay  and  seem  to  ignore  the  ."telling 
value  of  modern  methods  as  applied  to  caps. 

"There  are  men's  furnishers  who  might  benefit 
by  a  visit  to  New  "^'ork  stores."  said  a  manufactur- 
er. ''N(H  long  ago.  1  had  occa.^ion  to  visit  one  of 
these  ])laces  and  their  method  of  handling  caps  was 
enlightening.  They  carry  .smijiles  of  their  differ- 
ent patterns  in  a  glass  ca.se  immediately  above  a 
series  of  drawers.  In  those  drawers  are  ih**  caps 
which  correspond  with  the  styles  in  tfie  ca-^fs  above. 
.\  man  entering  the  store  for  a  cap  simply  had  to 
look  over  tl)e  ca.<e,  decide  upon  tlie  .style  of  cap  he 
wanted  and  make  a  .selection  from  the  pmper  dr.iwer 
underneatli.  This  was  an  outfit  that  called  for  little 
attention  from  the  salesmen.  When  a  man  enters  a 
ston^  for  a  cap  he  should  be  able  to  get  something  to 
suit  him  and  the  ea.><i»M-  it  is  the  better  for  the  store. 
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Condensed  Advertisements 


AGENTS    WANTED. 

AGENT  WANTED    by   first  class    Saxony    lace 
firm.      Must   be  well  connected.      Apply   to 
"  L.P.,   6414,"  care  Rudolf  Mosse,   Plauen, 
7V,  Germany. 

A  GENT— First-class  Calais  lace  firm  want 
^*-  Agent  in  Toronto,  Montreal,  Winnipeg  and 
Quebec.  Live  connection  and  highest  refer- 
ences required.  Commission  only.  Keply  Box 
54,  DRY  GOODS  REVIEW,  88  Fleet  Street, 
London,  England. 

AGENT  WANTED  FOR  CANADA  on  commis- 
sion by  an  English  firm;  actual  manufactur- 
ers of  Hair  Nets,  Hair  Switches,  and  all  hair 
goods;  also  preparers  of  all  kinds  of  Hair  for 
high-class  hairdressers.  Applicants  must  have 
established  connection  with  first-class  wholesale 
houses  and  large  retail  stores,  and  references 
must  bear  the  strictest  investigation.  Write  full 
particulars  in  first  Instance  to  Box  8,  DRY 
GOODS  REVIEW.  Toronto. 

AGENT  WANTED  FOR  CANADA  on  commis- 
sion by  an  English  firm  ;  actual  manufactur- 
ers of  Hair  Nets,  Hair  Switches,  and  all  hair 
goods;  also  preparers  of  all  kinds  of  Hair  for 
high-class  Bairdreseers.  Applicants  must  have 
established  connection  with  first-claf^s  wholesale 
houses,  and  references  must  bear  the  strictest 
investigation.  Write  full  particulars  in  first  in- 
stance to  DRY  GOODS  REVIEW,  Box  679,  92 
Market  St  ,  Manchester. 

AGENT  WANTED  FOR  CANADA  on  liberal 
commission,  by  a  London  lirm  of  Foreign 
Fancy  Goods  (Ladies'  Belts,  Bags,  Hatpins, 
Neckwear,  Haberdashery,  Smallwares,  etc.);  one 
partly  engaged  with  another  firm,  must  have 
first  class  connection  amongst  Drapery  and  Fancy 
Houses  in  Montreal,  Toronto  and  Quebec.  Reply 
Box  65,  DRY  GOODS  REVIEW,  88  Fleet  St., 
London,  England. 

A  WELL-KNOWN  KNITTING  COMPANY  in 
the  States,  making  a  very  desirable  line  of 
Trade  Marked  medium  and  light  weight  Bal- 
briggan  Shirts,  Drawers  and  Union  Suits  for  men 
snd  boys,  nationally  advertised,  desires  represen- 
tation in  the  different  parts  of  Canada.  Re- 
sponsible, energetic  salesmen,  selling  direct  to 
the  retail  trade,  with  established  trade  forAmerican 
goods.  Give  exnerience  and  references  Address 
Box  II,  DRY  GOODS  REVIEW. 

T  ONDON  MANUFACTURER  wishes  to  get  in 
Iv  communication  with  Agent  calling  on  leading 
Retailers  in  Canada  to  sell  follnwing  lines: 
Ladies'  and  Children's  White  Cotton  Under- 
clothing, White  Underskirts,  Flannel,  Ni'ns' 
Veiling  and  Flannelette  Night  Dresses,  Baby 
Linen  and  Infants'  Frocks.  Good  and  medium 
class  onlv.  Liberal  commission.  Write  eivlne 
London  re'erenoes.  Box  63,  DRY  GOODS 
REVIEW,  88  Fleet  St.,  London,   England. 


M 


AZAMET  WOOL— Agent  wanted  selline  on 
commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 


pEARL  BUTTONS  (Japanese).  —  First-class 
*  London  firm  require  a  smart  Agent  well  in 
with  big  buyers  Must  be  able  to  do  a  large 
t'jde.  Write  fullest  particulars  and  references 
fT  Box  404  a*  Horncastle,  61  Cheapside,  London, 
EngUnd. 

REQUIRED  voung  energetic  agents  res'ding 
Montreal,  Toronto,  Winnipeg  and  Vancouver, 
to  sell  Blankets,  Gloves  and  Rugs  for  well- 
known  English  firm,  doing  largely  with  Canad'an 
Wholesalers  for  nearly  20  years.  Aoplicants 
must  have  thorough  knowledge  of  this'trade  and 
active  bu^iocss  connections  with  buyers  of  such 
Toods.  State  full  particulars,  references  and  terms 
in  stric'esf  confidence  to  "  Ilniverst,"  do  Streets, 
,10  Cornhill,  London,  England. 


AGENCIES   WANTED. 


A 


GEN'^IES  for  Bntish  Columbia  wanted.  Com- 
municate Canadian  Imnorting  and  Jobbing 
Co.,  Carter-Cottin  Block,  Vancouver. 


AN  experienced,  wide-awake  'irm  of  Nottingham 
Agents  is  np'.n  to  und"rtake  the  exclusive 
b'lyingof  lacrs,  emhroiderv.  hosiery,  Man- 
chester and  all  drv  goods  for  a  firs'-clas«  Can"- 
dian  concern  Address  Box  LSI  I.  NEYROUD 
&  SONS,  AHvertising  Offices,  14-18  Queen  Vic- 
toria Street,  London,  E.C.,  England. 

FIRM    OF    \GENTS    in    England    are   open    to 
«-t    as    Buyers    for     Cotton,     Worsted     and 
Woollen    Piece    Goods.      806.1,  SWilliams's 
Advertisement  Offices,  Bradford,  England. 


BUSINESS  OPPORTUNITY. 

■pOR  SALE— Dry  Goods  and  Men's  Furnishings 
*  business  in  a  thriving  industrial  town  in 
British  Columbia.  Turnover  more  than 
$40  000.  Profits  between  $7,000  and  $8,000. 
Doing  practically  all  cash  trade.  This  can  be  con- 
siderably increased.  Owners  retiring  and  will 
sell  at  cost  price,  about  $25,000.  About  $12,000 
cash  is  required,  balance  can  be  arranged.  This 
is  a  good,  sound  business  and  will  stand  the 
strictest  investigation.  Box  101,  DRY  GOODS 
REVIEW,  347  Pender  St  ,  Vancouver,  B  C.     (i.t) 


TO  RENT— A  brick  store   in  the   centre  of   the 
business  sec'ion  of  the    town    of  St.    Mary's, 
Ont.     Well   equipped   and  fitted    throughout. 
Very  suitable   for   retail   dry  goods  or  bnois  and 
shoes.  For  full  particulars  address  R.  T.  GILPIN, 
St.  Mary's,  Ontario. 

'T'O  RENT— A  handsome  new  building  in  Brant- 

■^       ford's    business    centre;  two   large    modern 

stores,  well  lighted,  high  ceilings,  easy  terms. 

Apply  UNION  REALTY  CO.,  Brantford.      (.^ch) 

TO  RENT— A  large  dry  goods  store  in  first  class 
condition  in    a   town    of   thirty-five   hund'ed, 
situated  in  the  centre  of  one  of  the    best   fruit 
districts  in  Ontario.    Apply   54    Hambly  Avenue, 
Toronto.  (1) 


ADVERTISING  CUTS. 


LIVEN  UP  YOUR  ADVERTISING  by  using 
our  millinery,  ready-to-wear  and  general  dry 
goods  cuts.  We  have  prepared  a  great  many 
attractive  and  timely  illustrations  which  will  lend 
character  and  distinctiveness  to  your  advertising. 
Send  to-day  for  proof  sheet  and  prices.  Adver- 
tisers' Stock  Cut  Agency,  Mail  Building,  Toronto, 
Canada.  (4-11) 


FOR  SALE. 


CASH  REGISTER,    stylish     nickel-plated    detai 
adder.     Registers  one  cent  to   twenty   dollars 
5  year  guarantee.      For  quick  sale,  $50.     Par- 
ticulars, R.  O.  Smith  Company,  Orillia.   Ontario. 


(2) 


SITUATIONS  VACANT. 

WANTED— By  a  progressive  Western  depa-t- 
ment  store  a  min  to  take  charge  of  advertis- 
ing and  window  dressing.  Must  be  original 
and  know  business  thoroughly.  A  permanent 
position.  Send  samples  of  advertis'ng  and  photos 
of  windows.  State  experience  and  re'erf-nce' and 
salary  expected.  Box  9,  DRY  GOODS  REVIEW, 
Toronto. 


WANTED. 


DRY  GOODS  SALESMAN  for  country  trade, 
with  five  or  six  thousand  dollars  to  invest,  to 
acquire  interest  in  well  established  business, 
doing  the  best  trade  of  the  district  and  showing 
good  returns  every  year  on  investment.  None  but 
experienced,  capable  man,  thoroughly  conversant 
with  country  trade,  dealt  with.  Box  7,  DRY 
GOODS  REVIEW,  Toronto. 

MISCELLANEOUS. 

A  CCURATE  cost  keeping  easy  with  a  Dey  Cost 
t\  Keeper.  Automatically  and  exactly  records 
time  spent  on  each  iob.  Several  iohs  record- 
ed on  one  card.  For  small  firms  Dey  combines 
employees' register  and  cost  keeper.  A  machine 
for  every  business.  Write  for  catalogue.  Inter- 
national Time  Recording  Company  of  Canada, 
Ltd.,  29  Alice  Street,  Toronto. 

COPELAND-CHATTERSONSYSTEMS-Short, 
simple.     Adapted  to  all   classes   of   business. 
Copeland-Chatterson-Crain,     Ltd.,      Toronto 
and  Ottawa.  (tf) 

COUNTER  CHECK  BOOKS-Especially  made 
for  the  dry  goods  trade.  Not  made  bv  a  trust 
Send  us  samples  of  what  you  are  using — we'll 
send  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market. 
Supplies  for  hinders  and  monthly  account  sys- 
tems. Business  Systems,  Limi  ed.  Manufacturing 
S'ationers,  Toronto. 

COUNTER   CHECK  BOOKS— Write  us  to-day 
for    samples.    We   a'e    manufacturers   of  tV  e 
famous    SURETY   NON-SMUT     duplicating 
*    Triplicating  Counter  Check  Books,  and    Single 
Carbon    Pads  in  all   varieties.     Dominion    Regis- 
ter Co.,  Ltd.,  Toronto. 

DOUBLE  vour  floor  space.  An  Otis-Fensom 
hand-po.ver  elevator  will  double  your  floor 
space,  enab'e  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
time  increasing  space  on  your  ero'ind  Floor.  Costs 
only  $70.  Write  for  catalogue  "B."  The  Otis- 
Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 


EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 
julis  up  to  the  requirements  of  merchants  and 
manufacturers.  Inquire  from  our  nearest  office. 
Egry  Register  Co.,  Dayton,  Ohio;  123  Bay  St., 
Toronto;  258'/2  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT-FISHER     Standard      Writing-Adding 
Machines     mike    toll    easier.     Elliott-Fisher 
Limited,  513    No.  83  Craig  St.  W.,  Montreal, 
and  Room  314  Stair  Building,  Toronto. 

FIRE   INSURANCE.    INSURE  IN  THE  HART- 
FORD.     Agencies  everywhere  in  Canada. 

INDISPENSABLE  in  office,  store,  home-Cana- 
1  dian  Almanac,  1911 — a  National  Directory. 
Complete  classified  information  on  every  sub- 
iect  of  Dominion  interest.  Full  postage,  customs, 
banking,  insurance,  legal,  educational,  newspaper, 
army,  clerical,  governmental,  particulars  of  lead- 
ing institutions  and  societies.  Paper  covers,  60c„ 
cloth,  leather  back,  75c.  All  stationers,  or  sent 
postpaid  on  receipt  of  price  by  The  Copp-CIark 
Co.,  Ltd.,  Toronto. 

KAY'S    FURNITURE   CATALOGUE    No.  306 
contains  160  pages  of  fine  half-tone   engrav- 
ings of  newest  designs  in  carpets,   rugs,   fur- 
niture, draperies,   wall    papers   and    pntiery,   with 
cash    prices.      Write    for    a   copy— it's  free.     John 
Kay  Co.,  Limited,  36  King  St.  West,  Toronto. 

MAKE  MONEY  AND  SAVE  MONEY  with  the 
Multigraph.  It  does  multiple  typewriting 
and  real  prin'ing.  1,200  to  5,000  sheets  an 
hour,  gets  new  business  with  form  letters  or 
printed  adverti/sing,  saves  25  to  75°,  of  printer's 
charges  on  stationery  and  forms.  American 
Muliigraph  Siles  Co.,  Ltd.,  129  Bay  St.,  Toronto. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 
successfully  used  in  many  of  Canada's  larg- 
est buildings,  give  better  results  at  lower  cost. 
"  Astrongstatement,"  you  will  say.  Write  us  and 
let  us  prove  our  claims.  That's  fair.  Leach  Con- 
crete Co.,  Ltd.,  100  King  St.  West,  Toronto.      (tf) 

MOORE'S  Non-Leakable  Fountain  Pens.  If 
you  have  Fountain  Pen  troubles  of  your 
own,  the  best  remedy  is  to  go  to  your 
stationer  and  purchase  from  him  a  Moore's  Non- 
Non  Leakable  Foun'ain  Pen.  This  Is  the  one  pen 
that  gives  universal  satisffction  and  it  costs  no 
moi-e  than  yoi  pay  for  one  not  as  grod.  Prite 
*2.50  and  upwards.  W.J.Gage  &  Co.  Limited, 
Toronto,  Sole  Agents  fpr  Canat'a. 

RETAIL  MERCHANTS  AND  OTHERS  with  a 
limited  corresrordence  will  find  it  to  their 
advantage  to  write  us  for  catalogue  of  special 
bargains  in  rebuilt  Typewriters.  We  have  all  the 
wel|.kn"wn  makes,  taVen  as  part  payment  on  the 
Monarch,  and  at  the  pries  we  offer  them  they  are 
remarkable  bargains.  The  Monarch  Typewriter 
Company.  Limited,  46  Adelaide  Street  West, 
Toronto,  Ont. 

THE  MAXIMUM  REDUCTION  in  Insurance 
Rates  results  from  installing  our  Fireproof 
Windows.  Doors  and  Skylights.  We  are 
specialists  in  this  line  and  give  you  a  close  price 
consistent  with  really  fireproof  goods.  Manufac- 
turers nf  Fire  Bucket  Tanks,  Fire  Extinguishers. 
Oily  Waste  Cans,  Cofrupated  Iron.  Metal  Ceil- 
ings. Cornices,  etc.  A.  B.  ORMSBY,  Limited, 
Toronto, 

THE"KALAMAZOO"  LOOSE  LEAF  BINDER 
Is  the  only  binder  that  will  hold  iust  as  many 
sheets  a«  von  actually  require  and  no  more- 
The  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  evnosed  metal  parts  or  compli- 
ca'ed  mechanism.  Write  for  booklet.  Warwick 
Bros.  &  Rutier,  Ltd  ,  King   and   Spadina,  Toronto. 

AREHOUSE  AND  FACTORY  HEATING 
.Svstems.  Taylor-Forbes  Company.  Ltd 
Supplied  by  the  trade  throughout  Canada. 

■you  DON'T  buy  a    National   Cash    Register— it 
*■      pays  for  itself.    Saves  money.      Prevents  mis- 
takes.      We  can   pro'-e    it.       National     Cash 
Register  Co.,  285  Yonge  Street,  Toronto. 

LACES,  NETS,  ETC. 

rA<~ES— Job   Laces,   Torchons,  Vals,   Nets,  etc. 
>     Buy  direct  from  the  firm  on  the  spot.  Sample 
parcels.    ?,  S  and   5   dollars   against     Vonev 
Order.       Fnquiries    solicited        ROSS,    224    St. 
AnnsWell  R'-ad.  Nottingham,  Eng. 


w 


SALESMAN  WANTED. 

SALESMEN  AND  SALESWOMEN  WANTED— 
Thousands  of  good  positions  now  open,  pay- 
ing from  $IOOOto  $5000  a  year  and  expenses. 
No  former  evpetience  needed  to  get  one  of  them. 
We  will  teach  you  to  be  an  expert  salesman  or 
saleswoman  by  mail  in  eight  weeks  and  assist  you 
to  secure  a  good  position,  and  you  c»n  pay  for  yoiip 
tuition  out  of  your  earnings.  Write  to-day  for  full 
particulars  and  testimonials  from  bund  reds  of  men 
and  women  we  have  placed  in  good  positions,  pay- 
ing from  $100  to  $500  a  ironth  and  evnenses. 
Address  nearest  office.  Dept.  265,  NATIONAL 
SALESMEN  TRAINING  ASSOCIATION.  Chi- 
cag--.  New  York,  Minneapolis,  Atlanta,  Kansas 
City,  San  Francisco. 
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The  progressive  merchanl  will  always  regard  caps  a.s 
good  property. 

Should  be  Good  Straw  Season. 

Telescope  shapes  with  snap  brims  will  al^o  he 
good  in  straws  this  summer.  In  the  soft,  jdiiihle 
straws  and  in  panaiuas,  this  is  a  style  which  has  Ijoon 
received  with  favor  in  the  present  buying.  The  $.") 
panama  will  be  frequently  called  for  and  the  small, 
dres.sy  shapes  are  responsible  for  that  happy  trend. 
Tn  the  ordinary  sailor  .shapes  there  has  been  little 
change.  Tn  some  the  crown  will  be  lower  and  in 
others  a  little  liigher  and  the  same  may  be  .said  as 
to  breadth  of  brim.  For  .sennit  .straws  good  busi- 
ness is  predicted. 

It  is  to  be  a  sea.soii  of  color  .so  far  as  hat  hands  are 
concerned.  The  coming  coronation  explains  a  more 
exteiL-^ive  u.se  of  blue,  and  the  Briti.sh  coat-of-arms  in 
gold  has  also  been  ai)plie(l  to  hat  bands  though  for 
the  most  ))art,  very  daintily. 

Coronation  Windows. 

In  London,  window  trinuuers  have  already  be- 
gun to  feature  coronation  goods.  Window  tickets 
with  portraits  of  the  King  and  Queen  appeared  long 
ago,  and  now  those  articles  which  bear  appropriate 
color,  imprint  or  embroidered  design  are  being  dis- 
played. Tn  this  direction  the  ('anadian  trinnner 
should  also  give  expression  to  his  art  during  the 
next  few  months. 


An  extreme  authority  on  Fall  styles  for  youno- 
men  calls  for  "clo.ser  lines."'  Coats  will  be  much 
narrower  acro.ss  the  .shoulders,  .shai)ed  at  the  waist 
and  shorter  lapels  will  .show  soft  roll  and  "kink"' 
slightly  rounded.  Vests  will  be  high.  Trousers 
closer  throughout  finished  with  cuff.  Figure  liiie> 
will  be  "natural''  and  display  ]ier.sonality. 


Dainty  Eifects  in  Jewelry. 

T^earl  and  plain  gold  will  be  the  correct  thing  in 
men's  jewelry  for  the  coming  ,«ea.son.  There  is  a 
decided  favor  for  very  neat  links,  pins  and  studs, 
and  the  watch  fob  will  now  share  its  popularity  with 
the  medium-weight  chain.  Tn  tie  pins,  very  elabor- 
ate effects  will  be  avoided.  It  is  noted  that  stones 
which  match  as  far  as  ])Ossible  the  fa'^hionable  colors, 
sucli  as  midbcrry.  blue,  ajjple  green  and  cardinal 
are  very  good  .set  in  dull  gold. 


A  Handy  and  Husky  Bunch. 

The  hockey  team  of  the  \V.  Tl.  Brock  Company, 
Limited,  Toronto,  proved  to  be  a  handy  and  husky 
bunch  at  the  game. 

In  the  season's  contest  they  worked  hard  to  make 
their  position  strong  in  the  Toronto  Mercantile 
League.  They  took  .second  position  in  their  .-section, 
and  this  fact  is  all  the  more  noteworthy  con.<iderin.t>; 
that  this  wius  the  first  season  the  boys  played  to- 
gether and  the  various  difficulties  that  had  to  be  con- 
tended with  in  getting  out  the  team  and  working  up 
the  i)layers  to  a  sufficient  standard  of  sjieed.  grit,  and 
endurance.  They  are  well  satisfied  with  the  result. 
The  team  was  much  lighter  in  build  than  most  of 
the  contesting  teams,  but  made  up  for  this  deficiency 
in  speedy  play  and  good  judgment. 

The  team  has  received  the  patronage  of  the  firm, 
two  of  the  directors  being  ofiicers,  W.  R.  Smallpiece 
and  J.  S.  Aiulerson.  The  management  was  mo.st 
successfully  handled  by  T>ank  TIamilton.  who  gave 
the  boys  his  able  a.s.si.stance,  and  made  things  plea.s- 
ant  for  both  his  own  team  and  those  of  the  league. 
Dick  Crawford  certainly  deserves  great  credit  for 
his  exertions  in  bringing  the  members  up  to  .<o  high 
i'  standard  of  efiiciencv. 


THE    W.    R.    BROCK    CO.    (LIMITED)    HOCKEY    TEAM  —  1910-1 1. 

Kroni    left  to   right:  Standing  —  D.    McLuren.    R.W.     ]■    Laioie.   Centre-    W.   Scotl.   Rover;    G.    Bell.     Point     S.    Blair.     L.W  ;    R. 

S.  Crawford,   Committee'     Seated  —  J.   S.    Anderson.   Vice-president:   K.L.Barry.  Mascot;    F.  Hamilton,  Manager  :  W. 

R    Smallpiece.   President;   D-   Smith.   Goal;    H.   Flood    Cover. 
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A 
Favorite  in 
Success  Collars 


This  new,  popular-shape — the  Leinster — is  a  neat, 
dressy  collar,  which  can  be  worn  on  nearly  all 
occasion*:,   and  the  wearer  will  be  comfortable. 

The  Leinster  has  all  the  good  features  of  the  Success 
line,  careful  cutting,  exact  sizes — and  the  eyelet 
buttonholes  which  button  easy  and  hold  the  collar 
firmly  in  shape. 

Order  Leinster  from  your  Wholesaler — this  will 
prove  what  good  sellers  Success  are.  Ask  your 
wholesaler  to  send  you   a  book  of  Success  shapes. 

You  cannot  get  better  than  Success  to  retail  at  2 
for  25c.     Then  why  stock  any  not  as  good  ? 


"illimi^^aC 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Comparison  of  White  and  Colored  Cards 

White  Show  Card  with  Black  Letter  Best  for  Direct  Selling— Colored  Cards 
Have  Not  the  Same  Stopping  Power  Sharp,  Quick  and  To-the-Point  Language 
is  Always  Essential  in  Cards  which  Aid  Salesmanship. 

By  J     C     Edwards,   with  A.   W.  Cressman     Peterboro 


DliESiS  two  \viii(lo\v.s:  dress  them  alike,  put  the 
self  same  goods  in  each  and  in  one    place  a 
white  card  lettered  in  black,  in  the  other  put 
a  dark-colored  card  lettered  in  white.     This 
is  one  good  way  to  prove  the  selling  power  of  each 
card. 

Of  course  there  might  he  other  things  to  take 
into  consideration  ])eside  the  dres.sing  of  the  window. 
The  location  of  each  would  have  something  to  do 
with  the  result.  Suppose  the  traflic  was  greater  go- 
ing north  and  the  public  would  have  a  tendency  to 
see  the  north  window  first;  naturally  this  one  would 
have  the  advantage:  yet  if  the  two  windows  were 
left  long  enough  the  south  window  would  be  the 
most  conspicuous  when  the  flow  of  hmnanity  came 
back.  However,  this  would  be  as  fair  a  test  as  any. 
and  when  an  article  was  asked  for  "the  same  as  the 
one  in  the  window,"  naturally  the  customer  would 
point  it  out  to  you  in  the  window  in  which  it  was 
seen. 

White  and  Black  Best  Sellers. 

The  general  idea  to-day  is  that  the  white  with 
black  show-card  is  the  best  sale  card  made;  the  col- 
ored, while  it  may  be  lettered  the  same  is  not  so 
attractive. 

There  is  one  way  in  which  you  can  get  a  fair 
idea  as  to  the  attractiveness  of  the  card.  Stand  the 
two  cards  up  and  glance  around  quickly,  first  at  one 
then  the  other  and  you  will  quite  readily  see  the 
difference.  The  white  is  harsh  and  jars  on  the  optic 
nerve  in  such  a  way  that  you  are  made  to  slop  long 
•enough  to  read  what  it  says.  The  colored  card,  say 
a  brown,  rests  the  eye  and  does  not  call  you  to  a 
halt  so  readily. 

Tn  .speaking  of  colored  cards,  we  do  not  take  into 
consideration  the  highly  colored  railway  board,  such 
as  yellow,  red,  blue,  etc.  We  apply  the  term  to  the 
juoi'c^  I'lTnied  .-^badc.'-.  ;i>  dai'k  ami   hiilil-urevs.  bi'owii. 


blacks,  etc.,  because  these  are  commonly  u.sed  in  the 
better  stores  for  men. 

The  mere  fact  of  the  white  card  arresting  the 
eye  of  the  hurrying  pedestrian  is  a  big  point  in  its 
favor,  for  the  card  has  done  its  duty  the  moment  it 
stops  the  man  and  he  reads  the  inscription  written 
thereon — the  goods  them.selves  mu.^^t  do  the  rest. 

In  endeavoring  to  prove  our  point  we  have  pre- 
pared three  [)airs  of  cards,  each  pair  bearing  the 
.-;aine  in.scription,  written  the  .«ame  and  neither  one 
colored  up  in  the  least  and  practically  no  decorations. 
The  camera,  of  course,  will  show  the  brown  cards  up 
as  black  or  nearly  so  and  they  will  have  even  more 
advantage  in  the  reproduction  than  in  the  original. 
Even  with  this  advantage  you  will  ea.«ily  see  what 
we  have  said  is  true. 

Our  own  experience  has  been  that  no  card  except 
the  white  Avith  the  black  letter  is  of  much  use  as  a 
selling  card,  more  so  where  the  price  is  Ijrought  out 
as  a  very  prominent  feature  and  even  when  .some 
other  quality  or  qualities  are  the  attraction.  Tt  is 
hard  to  get  away  from  this  fact,  for  fact  it  is.  Tt 
has  been  proved  beyond  a  .shadow  of  a  doubt. 

Of  the  dark  cards  which  we  have  u.sed  from  time 
lo  time  for  display  purpo.ses  the  black  card  undoubt- 
edly is  the  best  to  stop  the  people  or  to  make  them 
look,  but  when  something  a  little  more  classy  is  re- 
(juired  to  accompany  goods  of  this  order,  the  brown 
or  tan  card  takes  the  first  place. 

You  will  notice  in  tlie  set  of  cards  ]irepared  to 
bring  out  our  point  that  the  .simple  decoration  and 
the  lettering  have  been  executed  in  each  pair  of 
cards  to  correspond  as  near  a?  po.s.sible  with  each 
other.  The  size  of  the  card  is  somewhat  larger  than 
is  the  custom  for  classy  men's  wear  but  as  they  are 
snppo.<ed  to  be  sale  cards  with  price  very  nuicii  the 
feature  we  believe  the  card  can  stand  to  be  some- 
what larger.     The  .-^et  reading  "Don't  T.ot  Tlii<  Pass" 


^-s^'^fci*  *»^*N 

* 

YOUHOMEN'S           ahere'sthe 
5UIT3               I^bel  Inside 

crooj  iTii  or* ,              the  Pockets 

.'/ S(  tllo'loo.     b                       Aa^inct/tec     ^''#1. 

^13    f           For  This  Suit 

iTetchlnd, 

/ 

II 

Tne    sloppinu  power    ol    white  lettering   on    coioroii    cards  ami    black    letters   on  white    cnrds   may    best   be     compnrcd     by 

pladni;  one    or    more    of    ench    in   opposite    windows.       It  is   generally   conceded    that   black    on    white   will 

attract    directly    where    white    on    color    will   not. 
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C,  Hymos  makes  its  debut  to  the  tailoring  world. 

C  It  is  a  newcomer,  but  will  shortly  be  familiar  as  a  house- 
hold word.  This  new  invention  is  a  veritable  inspiration. 
To  use  a  conventional  phrase — it  is  wonderful. 

C  Specially  suitable  for  men's  suitings  for  tropical  countries, 
for  women's  costumes,  light  raincoats,  gabardines,  etc.  It 
will  not  break  or  crease,  and  garments  made  up  with  this 
specialty  are  feather-weight,  they  do  not   require  any  lining. 

C.  Hymos  cloths  are  yarn  dyed,  thoroughly  London  shrunk, 
and  the  colors  are  absolutely  fast. 

C.  Hymos  cloths  are  stocked  in  54  in.  and  56  in.  widths,  but 
others  can  be  made  to  suit  clients'  requirements. 

C  It  is  significant  that  although  we  have  only  just  put  this 
cloth  on  the  market,  we  have  already  secured  sample  orders 
from  every  quarter  of  the  globe. 


Obtainable  from  all  High  Class  Wholesale  Houses. 


SOLE   MANUFACTURER 


JAMES  HYMANS, 

(Wholesale   Only) 

8  and  10  Crescent,  Minories,  LONDON,  England 

elephone — 13373  Central  Telegrams— "Savageite,  London 


SAMPLES  ON  REQUEST 
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is  the  only  one  without  the  "pen  reader."  These 
were  written  with  a  No.  8  Hat  bru.sh.  The  lettering 
is  all  brush  stroke  with  the  exception  of  the  price 
which  is  a  favorite  single  and  double  brush  stroke 
figure. 

The  next  set  "Young  Men's  (Suits"  brings  out 
most  prominently  the  main  words  and  price.  Tlie 
heading  is  the  brush  stroke  block  and  the  price  is 
double  and  single  brush ;  while  the  reader  is  lettered 
with  a  No.  2^2  P^n.  The  reader  being  rather  eccen- 
tric in  wording  is  made  more  attractive  to  the  person 
who  likes  something  out  of  the  ordinary.  The  bor- 
der and  scrolls  were  executed  with  the  same  No.  2^2 
pen. 

Effective  Language. 

The;e  are  lines,  in  the  advertising  of  a  store, 
where  the  less  you  say,  the  more  effective  the  adver- 
tising, either  in  the  newspaper  or  on  the  show  card 
— the  busy  woman,  the  hustling  man,  the  lazy  boy 
on  a  hot  summer  day  or  a  blustry  winter  night,  will 
not  take  time  to  stand  and  read  a  lengthy  sermon 
on  the  merits  of  an  article  displayed  in  a  show  win- 
dow. Sharp,  quick,  right  to  the  point  language 
without  any  frills,  a  lone  price  or  a  single  word  will 
attract  and  be  read  and  perhaps  stop,  and  sell  more 
quickly  than  a  long  array  of  description. 

Mr.  Busy  Man  is  in  a  hurry  to  get  off  the  street; 
he  passes  a  window  of  suits,  a  big  white  card  arrests 
his  attention.  It  says  "There's  the  label  inside  the 
pocket."  He  stops,  looks  and  reads  the  name  of  a 
famous  brand  of  clothing  on  a  label,  conveniently, 
yet  carelessly  turned  out.  He  notes  the  price,  goes 
to  his  ofhce,  thinks  it  over,  buys.  White  cards  are 
to  the  fore  again.  Brown  card  would  ha\e  let  him 
pass  in  all  probability. 

The  glaring  black  letters  on  the  white  card  un- 
doubtedly is  more  noticeable  than  the  white  on  a 
brown  or  even  a  black,  or  any  other  dark  color,  while 
either  black  or  white  on  the  mid-shades  are  not  in 
the  same  class  for  real  selling  value. 

Where  the  price  is  a  prominent-selling  point,  it 
should  be  well  written,  fairly  large  and  easily  read 
from  a  distance.  We  prefer  the  heavy  single  and 
double  brush  stroke  prices  such  as  used  in  the  ac- 
companying sets  of  cards. 


Much    Color    is  Worked    In 

Change  in  Suitings  will  be  Welcomed  by  Dressy 
People — Fancy  Worsted  will  Imitate  Tweeds 
in  effect — Great  Variety  in  Fancy  Overcoatings. 

The  outstanding  feature  of  the  suitings  shown 
for  the  coming  Fall  is  the  amount  of  color  being 
worked  in.  The  elfecls  obtained  through  the  intro- 
duction of  the  many  bright  colors  is  wonderful,  and 
will  be  greatly  welcomed  by  dressy  people  who,  for 
some  considerable  time  have  been  held  down  to 
quieter  styles. 

Bannockburn  tweeds  are  shown  in  a  great  variety 
of  both  plain  and  fancy  patterns  and  bid  fair  to 
have  a  very  large  sale  as  thoy  have  been  gaining 
rapidly  in  favor  during  tlie  past  couple  of  seasons. 


While  there  is  and  has  been  considerable  talk 
about  tweeds,  the  sales  have  not  been  up  to  expecta- 
tions this  Spring,  but  the  writer  will  probably  see  a 
great  many  more  tweeds  sold,  as  tweed  is  certainly 
a  nmch  more  suitable  cloth  for  Winter  than  Sum- 
mer. 

Fancy  worsteds  will,  of  course,  be  the  chief  com- 
ponent of  Winter  showing,  and  in  many  cases  will 
imitate  tweeds  in  effect.  A  great  variety  of  fancy 
worsteds  are  on  the  market  as  Coronatlvn  colors.  Red 
is  the  correct  color,  but  colors  such  as  purple,  green, 
and  blue  are  .shown  by  many  makers  as  Coronation 
colors.  By  these  colors  we  mean  those  used  for  the 
stripes,  checks  and  pronounced  mixtures  on  the 
groundwork  of  both  tweed  and  worsted.  Brown  is 
the  leading  color  in  both  tweeds  and  worsteds  with  a 
very  marked  tendency  to  go  strong  on  greys. 

Overcoatings. 

Never  has  there  been  shown  such  a  variety  of 
fancy  overcoatings.  The  popularity  of  the  Varsity 
coat  buttoned  up  to  the  neck  has  drawn  the  makers 
into  bringing  out  an  endless  range  of  cloths  and 
colorings  suitable  for  these  garments. 

Duffle  friezes  are  seen  and  are  certainly  in  the 
lead,  being  soft,  warm  and  not  heavy.  They  are 
seen  in  greys  and  fancy  mixture  colorings  of  a 
brownish  and  greenish  cast.  Heavy  Scotch  tweeds 
with  fancy  plaid  backs  are  amongst  the  most  favored 
fabrics. 

Black  and  grey  meltons  will,  as  usual,  be  bought 
by  every  merchant  tailor  in  the  trade  as  they  always 
and  under  all  circumstances  form  a  large  portion  of 
the  business. 

Prices  in  all  departments  are  very  firm.  The 
situation  is  largely  in  the  hands  of  spinners  who  are 
now  very  busy.  Advances  are  not  alone  due  to 
higher  wool  prices  but  also  to  increased  cost  in  every- 
thing entering  into  manufacture.-  A  fair  estimate 
of  the  increase  in  fabric  prices  during  the  past  two 
years  is  10  to  20  per  cent.,  and  wholesalers  point  out 
that  this  is  by  no  means  fully  represented  in  prices 
to  the  retailer. 

Plan  to  Overcome  Scarcity  of  Help. 

The  general  merchant  and  the  merchant  tailor 
all  over  the  country  has  had,  time  and  again,  to  face 
the  everlasting  trouble  of  getting  competent  help  to 
make  up  his  goods,  during  the  busy  season  and  in 
many  cases  have  been  forced  to  handle  ready-made 
garments  when  made-to-order  goods  were  wanted. 
Witfi  the  object  of  overcoming  this  problem,  a  prac- 
tical plan  has  been  adopted  by  a  tailoring  establish- 
ment in  Toronto.  This  house  will  cut,  make  and 
trim  for  merchants  all  over  the  country.  They  do 
not  come  in  competition  with  the  tailor  but  siniply 
make  up  for  the  better  class  trade  and  are  to-day  in 
the  same  position  to  the  merchant  tailor  as  the  whole- 
sale woolen  houses  are.  They  say,  "Make  what  you 
can  yourself  and  send  us  the  balance  or  send  it  all." 
They  can  always  get  an  abundance  of  skilled  labor, 
as  the  average  coat-maker  has  little  inclination  to 
leave  the  big  centre  where  he  has  so  many  chances 
of  employment  that  he  cannot  expect  to  get  in  the 
smaller  towns.  This  concern,  it  is  said."  has  kept 
morcbants  in  business  who  would  otherwise  have  had 
to  give  up  for  lack  of  help. 
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It's  a  GOOD  List 

Every  name  on  this  list  represents  a  CLOTHING  MANUFACTURER 

who  uses  and  endorses  the 

BARTELL  PATENT  POCKET 

(The  pocket  with  the  inner  pleat) 

They  wouldn't  use  it  and  they  wouldn't  endorse  it  unless  they  knew  it 
was  a  first-class  improvement  over  what  they  formerly  used : — 


DCNDAS. 
Grafton   &  Company, 


Limited. 


HAMILTON. 

Sanford    Mfg.    Co.,    W.    E.,    Ltd. 
Coppley,    No.ves    &    Randall,    Ltd. 
Tliornton    &  Douglas,    Ltd. 

LONDON. 

Greene,    Swift,    Limited. 

MONTREAL. 

Semi-Ready,    Limited. 
Levinson,    Son    &   Co.,    S. 
Murray   &    Mieliaud. 
Keilert    &    Sons,    H. 
Fasliion-Craft    Mfrs.,    Ltd. 
E.  A.    Small   Company,   Limited. 
Wener   Bros.    &    Hart. 
Vineberg,    Singer   Co. 


Tlie   T.   Eaton   Co.,   Ltd. 

l"eek   &   Co.,   John    W.,   Limited. 

Union   Clothing    Mfg.    Co. 

Samuel    Wener   &    Co. 

The  Freedman    Company. 

Canada  Clothing  Co. 

B.   Gardner   &  Co.,  Ltd. 

Standard    Clothing    Mfg.    Co.,    The. 

H.   Vineberg  &  Co. 

Hamilton    &    Blout,    Limited. 

Scottish    Rul)ber    Co. 

The   T.   Eaton   Co.,   Ltd. 

QUEBEC. 

Quebec   Clothing  Co. 
Paquet   Company,   The,   Ltd. 

SUERBROOKE. 
Walter  Blue  &  Co.,  Ltd. 


TORONTO. 

Lowndes    Co.,    The,    Ltd. 
Hackborn    &    Co.,  E.    G. 
Johnson  &  Co.,  W.  R.,  Limited. 
Crown    Tailoring   Co.,   Ltd. 
Bond    &    Co.,   H.  E.,   Ltd. 
Broderick   &    Co.,    Frank. 
Taylor,    Henry    A. 
Lailey-Trimble,   Limited. 
Victoria    Mfg.    Co. 
Randall   &  Johnson  Bros.,   Ltd. 
The    T.   Eaton    Co.,    Ltd. 
Art    Tailoring    Co. 
Evans    Tailoring    Co. 

VICTORIA  VILLE. 

Victoriaville    Clothing    Co.,   The 

WARWICK. 

Warwick   Clothing   Mfg.    Co. 


The  only  pocket  in  the  world  that  will  not  sag  under  heavy  weight  is  the  Bartell  Patent  Pocket.  Its  peculiar 
patented  construction  prevents  this  defect  and  keeps  the  pocket  straight  and  trim  from  the  day  you  start  to 
wear  the  coat  until  the  day  you  stop  wearing  it.  If  your  manufacturer's  name  is  not  on  this  list,  he  must  give 
you  the  old  style  pocket. 

Don't  Run  the  Risk  of  Losing  Sales  Next  Fall 

If  your  Spring  order  did  not  specify  Bartell  Patent  Pockets,  and  wish  it  had,  write  to  us  immediately  and  we 
will  take  up  the  matter  with  the  manufacturer,  if  you  will  give  us  his  name.     WRITE  TO-DAY. 

Ask  u>  to  send  you  our  "DEMONSTRATION  CARD."     IT'S  FREE. 

THE    BARTELL    PATENT    POCKET    CO. 

13   ASTOR    PLACE,    NEW   YORK 
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INTERIOR  VIEW  AND  PLAN  OF  THE  NEW  DEDMAN  STORE. 
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Interior  arrangement,   new  men's  wear  fstore.   Milton' J.' Dedman.   Toronto-       This   store   is' on   a   prominent  comer. 
It  has  80   feet  of  window   space   and  in  front   of  these   11   hign  power   gas   lamps    make     a    brilliant    night    display 


Interior  view    Milton   J.   Dedmnn's  new   men's   wear  store.   Toronto,  the   third   of   its   kind   opened   by  him   in  five 
years      The   store   's    finished   in   solid   oak.       Note   the   6ne   display   of  equipment 
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CASH^ 

(English  Manufacture) 

Real  Poplin  Tubular  Neckwear 

(Pure  Silk  and  Wool) 

made  in  narrow  four-in-hands,  also  1}4  inch  loom  shaped 
four-in-hands.  Shown  in  66  solid  shades  and  large  variety 
of  fancy  patterns. 

CASH'" 

(English  Manufacture) 

Fine   Cotton   Tubular  Neckwear 

Sample    carcis    show  over    500  colors  ancd   patterns. 
Prices  range  fron-i  90c.  per  doz.  up,  laid  (down  Montreal. 


J.  C8t  J.  CASH,  Limited 

100  Chestnut  St.,     South  Norwalk,  Conn.,  U.S.A. 
Montreal  Office,  Room  42,  301   St.  James  Street 


Send  for  Sample  Cards  and  Infor- 
mation to  our  Montreal  Office,  or 
Toronto  Agent,  Wallace  Mclntyre, 
Empire  Bldg..  64  Wellington  St. 
West,  Toronto. 

British  Columbia  Agent,  H.  A.  J. 
Chapman,  Box  448,  Victoria,  B.C. 


THERE'S  NOTHING 
BETTER  THAN 


You  must 
have 
"Cravenette" 
Shower -proofs 

for  wet 

weather ; 

they  are 

waterproof 

and  hygienic 

because 

porous. 


Reg- Trade  Mark 
proofed  by 


Facsimile  of  stamp  on  back 
of  Genuine  uoods. 


You  can  wear 

them  for 

fine  weather, 

because 

they  are 

smart  and 

fashionable. 

Dust-proof 

as  well  as 

shower-proof. 


TO     BE     OBTAINED     FROM     ALL     LEADING     DRAPERS 

IN  CASE  OF  ANY  DIFFICULTY,  PLEASE  WRITE  TO 

The  CRAVENETTE  CO.,  LTD.,  BRADFORD,  YORKSHIRE 

Showcards  or  Buokkts  if  ilosirefl  may  be  had  by  ai>plyiiig  tlirdugh  the  Wholesale  Importing  Houses. 


Please  mention  The  Reinew  to   Advertisers  and  Their  Travelers. 


Planning  Fire  Insurance  for  Retail  Stores 

Practical   Suggestions   as    to     Risk,    Premiums    and    Adjustment    of    Losses 

—  Haphazard    Methods  Merchants  Adopt  in  Regard  to  This  Important  Matter 

—  Points  to  be  Kept  in  View  in  Placing  Insurance — Assigning  Insured  Property 

By  HOWARD  R.    W^ELLINGTON 


Ay  a  general  rule,  the  average  store-keeper  or 
general  merchant,  especially  in  the  smaller 
places,  gives  very  little  attention  to  the  plac- 
ing of  Ins  fire  insurance. 
For  instance,  how  many  merchants  ever  read  the 
statutory  conditions  of  the  policies  on  their  goods  or 
premises.  As  a  rule,  when  the  policy  is  delivered  by 
the  agent,  it  is  carefully  stowed  away  in  some  drawer 
or  possibly  in  the  safe,  not  even  opened  up  for  exam- 
ination, and  probably  remaining  there  until  the 
agent  comes  around  in  another  twelve  months  with 
the  renewal  receipt  for  another  year.  In  the  mean- 
time some  important  change  in  the  phy.sical  hazard 
of  the  risk  may  have  occurred,  such  as  a  motor  being 
installed  for  some  purpose  or  possibly  gasoline  may 
be  handled  and  kept  in  the  insured  building. 

Conditions  of  the  Policy. 

The  conditions  of  the  policy  plainly  state  that 
any  changes  material  to  the  risk  must  be  reported  to 
the  company,  otherwise  the  company  cannot  be  held 
responsible  in  case  of  loss  by  fire  under  such  condi- 
tions. 

This  matter  may  be  reported  by  the  merchant 
to  the  agent  in  due  course,  and  he  (the  merchant) 
may  receive  the  answer  that  it  will  be  alright  in  any 
case  or  that  it  really  does  not  make  any  difference. 

Reporting  Changes. 

The  so-called  agent  neglects  reporting  the  change 
to  the  company,  for  such  a  case  frequently  happens, 
and  a  fire  occurs.  Tlie  merchant  has  considerable 
difiiculty  in  adjusting  his  insurance,  in_  fact,  he_  is 
obliged  to  go  to  court  in  an  action  against  the  in- 
surance companies  to  recover  his  loss. 

In  Case  of  Fire. 

The  merchant  will  surely  lose  his  case  and 
though  he  is  the  only  one  to  blame,  he  will  at  once 
turn  against  the  insurance  companies  for  not  adjust- 
ing the  lo.ss  to  his  entire  satisfaction.  A  contract 
for  insurance  should  be  considered  by  a  merchant 
as  im])ortant  as  any  other  contract  and  the  clauses 
outlined  in  the  policy  are  designed  not  to  defraud 
the  merchant  insured,  but  rather  to  protect  the  com- 
pany. Matters  concerning  ri.sks  have  been  weigheJ 
carefully  by  the  companies  and  they  have  decided 
as  far  as  tbcy  can  go  in  the  interests  of  the  assured. 

If  the  merchant  were  purchasing  a  property, 
every  detail  of  the  deed  would  be  gone  into  careful- 
ly, but  the  average  merchant  never  takes  the  (roviblo 
to  read  his  policy  so  that  he  will  know  wliethor  lio  is 
observing  the  conditions  imposed  there))y  or  not. 

The  Two -Thirds  Clause. 

The  p(»licios  of  some  companies  are  subject  to  the 
two-thirds  clause,  which  means  that  in  ca.«e  of  firo 
the  company  will  only  pay  two-thirds  the  amount 
named  in  the  policy.     Possibly  the  merchant  has 


been  paying  for  three-thirds  right  along  and  is  not 
now  aware  that  he  will  get  only  two-thirds  when  a 
fire  occurs.  When  placing  insurance  the  merchant 
should  be  sure  that  he  only  insures  for  two-thirds  of 
value  of  stock  and  building,  that  is,  when  the.se  con- 
ditions are  in  the  policies.  If  he  in.sures  for  more 
than  two-thirds  in  such  a  case,  he  is  paying  insur- 
ance for  a  third  which  he  will  not  receive  in  case  of 
loss. 

Changes  in  Risk. 

Every  merchant  should  report  promptly  any 
changes  material  to  his  ri.sk,  and  insist  on  getting  a 
written  endorsement  signed  by  the  company  or  by 
the  agent.  This  endorsement  should  be  attached  at 
once  to  the  policy  so  as  to  avoid  any  dispute. 

Stove  Pipe  Chimneys. 

In  the  smaller  towns  where  stoves  are  in  general 
use,  the  stove-pipe  feature  is  very  prevalent.  As  the 
winter  season  comes  on  the  merchant  finds  it  neces- 
sary, in  order  to  keep  his  store  warm,  to  put  up  some 
extra  stoves.  Finding  he  has  not  enough  brick 
chimneys,  a  hole  is  cut  in  the  wall  or  window  and  a 
stove-pipe  chimney  is  installed  therein.  This  is  one 
of  the  worst  features,  from  a  fire  in.surance  stand- 
point, and  is  never  permitted  by  the  company  with- 
out a  heavy  extra  charge.  ]Merchants  .should  keep 
such  a  matter  constantly  in  view  as  it  is  of  no  \ise 
insuring  unless  fully  covered  and  protected  in  ca.«e 
of  fire.  If  this  business  of  insuring  is  worth  while 
at  all,  it  is  certainly  worth  while  doing  well. 

Insured  Property  Assigned. 

If  the  property  insured  is  assigned  without  writ- 
ten permission  on  the  policy,  such  permission  to  be 
signed  by  the  company  or  its  authorized  agent,  the 
policy  becomes  void.  This  condition  does  not  apj>!y 
to  changes  of  title  by  succe.'=sion,  or  by  the  operation 
of  law,  or  by  reason  of  death.  A  merchant  should 
fully  realize  that  this  is  one  of  the  most  important 
conditions  of  every  policy. 

Policies  Should  be  Concurrent. 

A  merchant  should  also  see  that  all  his  policies 
are  concurrent,  that  is,  the  policy  wordings  on  build- 
ing, stock  and  fixtures  should  all  read  identically  the 
same,  thus  savnig  time  and  money  in  ca.'e  of  loss. 

The  Insurance  Agent. 

It  is  iifton  a  poor  policy  to  place  your  insurance 
l)nsrne.<s  with  any  person  other  than  a  man  who 
makes  insurance  his  sole  business,  as  a  lawyer,  post^ 
master,  or  some  so-called  good  fellow  who  does  a 
little  of  everything,  cannot  give  your  business  the 
attention  it  do.«erves. 

A  man  may  bo  laimching  out  into  business  for 
himself  and  have  all  ho  owns  invested  therein .  but 
in.^te.id  of  u-ing  the  same  amount  of  care  placing  his 
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Build  up  Your  Business 
by  the  Jones  Unit  Wardrobe  System 


The  Jones  Wardrobe.  Style  A  and  B. 


THE    UNIT    WARDROBE. 

The  only  system  of  storing  and  displaying'  clothing  that  has  stood  the  test  of  long  usage. 

The  Jones  Unit  Wardrobe  with  the  Bates  system  ot  carriers  and  hangers,  saves  the  greatest  amount  of 
space,  stores  the  most  garments,  and  allows  a  clerk  and  customer  to  every  size  or  style  carried  in  stock. 

Made  in  Double  Deck,  Style  A,  or  Single  Deck,  Style  B,  to  be  placed  against  the  wall  ;  or  Single  Deck, 
Style  C,  for  centre  of  floor. 

Built  in  Units,  so  that  one  or  more  sections  can  be  purchased  at  one  time,  and  be  added  to  as  your 
business  increases,  which  is  certain  with  this  system. 


'"'SKg'T'- .   'V^- 
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The  Jones  Wardrobe.  Style  C. 


SEND   FOR   CATALOGUE  D. 


JONES  BROS.  &  CO.,  LIMITED, 


Wardrobe  Builders, 


29-31  Adelaide  Street  West, 


TORONTO,  ONT. 


Please  ineiitioi  The  Review  to   Advertisers  and  Their  Trai'clers. 
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insurance  a.s  he  would  in  other  mailers,  lie  gives  his 
insurance  to  some  great  friend  to  [)lace  for  him.  As 
a  rule,  this  friend  knows  very  lillle  more  ahout  the 
important  i:)oint.s  in  a  policy  than  the  merchant  him- 
self does,  and  the  result  is,  he  does  not  secure  a 
proper  covering.  A  fire  comes  unexpectedly,  he 
lose.s  everything,  and  his  cirorts  to  make  good  for 
.several  years  amount  to  nolhing,  simply  hi'cause  he 
did  not  have  a  man  (lualilicd  in  this  particular  line 
of  husiness  to  look  after  it  for  him. 

Specification  of  Goods  Covered. 
When  placing  insurance  on  goods  it  is  always  a 
good  plan  to  specify  merchandise  of  every  descrip- 
tion as  well  as  stating  the  princi])al  articles  of  mer- 
chandise covered.  In  case  some  of  these  articles  are 
omitted  from  tne  latter  s]K'cilicat.ion  they  could  be 
ckussed  under  the  former. 

Further  Insurance. 

Further  insurance  permission  should  be  stated 
on  the  policies  when  other  insurance  is  already  on, 
or  permission  authorized  for  further  concurrent  in- 
surance if  it  is  thought  additional  insurance  will  be 
placed  at  some  future  time. 


The  New  Shirtings  for  Fall 

Imported  and  Domestic  Fabrics  —  Manufactur- 
ers Busy—  Travelers  Booking  Sorting  Business 
for   Mid-summer   Delivery    and    Fall    Placing 

Travelers  will  be  starting  on  the  road  shortly 
with  representative  lines  of  men's  fall  shirts.  More 
coinpreliensive  and  varied  ranges  than  ever  will  be 
shown  to  the  trade  in  the  new  sample  a.ssortments. 

High-class  makes  of  French  cambrics  in  a  large 
range  of  qualities,  English  and  other  Oxfords,  as 
well  as  best  known  Canadian  lines  will  be  featured. 
Scotch  madras,  Ceylon  llannels  and  novelty  Orient 
flannels  in  many  designs  and  introducing  new  pat- 
terns are  included.  A  full  range  of  fancies  in  prints 
and  representative  novelty  fabrics  both  domestic  and 
imported  will  be  placed  before  the  trade  for  early 
selection.  Numerous  new  cloths  import  patterns  and 
suitable  to  Canadian  trade  promise  w^ell.  Canadian 
prints  are  well  represented. 

Dress  shirts,  all  soft  front  and  pleated  front 
makes  are  made  in  coat  style  with  cuff  attached. 

Patterns  for  Fall  will  be  mostly  light  grounds 
with  stripe  or  figured  designs.  Throughout  the  dif- 
ferent pattern  books  navy  and  light  tilues  are  promi- 
nent. Although  this  is  evident  in  most  lines  repre- 
sented it  is  stated  in  some  instances  b}'  manufactvu-- 
ers  that  the  coronation  demand  is  apparent.  Those 
manufacturers  have  been  inliueuced  in  placing  such 
features  before  the  merchants  anticipating  the  Fall 
run  on  particular  patterns. 

Manufacturers  state  that  at  present  it  is  almost 
impos.sible  to  keep  up  with  the  demands.  It  is  main- 
tained, however,  that  factories  have  given  better  de- 
liveries than  usual  on  the  Spring  lines.  It  is  ex- 
pected Fall  deliveries  will  show  an  improvement. 

Authorities  state  that  there  will  be  an  increased 
demand  for  stifl'  fronts  with  shorter  bosoms  for  Fall 
wear.  These  lines  have  been  dormant  for  some  time. 
Init  are  likely  booked  for  a  revival  in  all  of  the 
stylish  fabrics  and  designs. 


Opens  3   Stores   in  5   Years 

Milton  J.  Dedman  Borrowed  Money  to  Start 
Business  With  — He  Paid  It  Back  in  Five 
Months  — Recently  Opened  Men's  Wear  Store 

Fl\'l^  years  ago  on  the  l<>th  of  .Jaiuiary  last. 
Milton  .1.  Dedman,  bS  years  of  age,  resigned 
from  the  .staff  of  F.  \V.  Itathbone,  men's  fur- 
ni.sher,  Toronto,  with  the  object  of  starting 
in  l)U.siness  for  himself. 

Jle  purchased  his  stock  with  money  borrowed 
for  a  period  of  12  months.  During  the  hrst  year's 
l)usine.ss  he  did  .some  strenuous  work.  He  had  no 
clerks,  .so  he  .solved  the  help  problem  by  taking  his 
meals  in  the  store,  lie  was  on  duty  from  eight  in 
the  morning  until  11  o'clock  at  night.  Five  months 
after  starting  he  paid  back  the  money  he  borrowed, 
and  18  mouths  later  he  opened  a  second  store.  He 
operated  both  successfully. 

But  Mr.  Dedman  did  not  stop  there.  ( )n  the  1st 
of  March  last,  he  opened  his  third  store.  This  is  on 
the  corner  of  Queen  and  Brock  ^Vve.  He  declares 
tliat  there  is  nothing  to  heat  it  in  the  city,  and  in  it 
he  certainly  ha.s  .some  excuse  for  pride.  It  has  a 
total  frontage  of  113  feet,  25  feet  of  which  is  on 
Queen  street.  Eighty  feet  of  this  dimension  is  used 
for  display  windows,  20  feet  being  on  Queen  street 
and  60  feet  on  Brock  Ave.  The  Queen  street  win- 
dows have  a  depth  of  oYz  feet  while  the  others  are 
21/1.  feet  deep.  They  are  enclosed  in  solid  oak. 
Prism  lights  crown  the  entire  length  of  display  win- 
dows and  serve  the  interior  most  satisfactorily.  AVith 
a  front  such  as  this,  the  store  presents  a  very  attrac- 
tive appearance  in  the  daytime,  and  at  night  11 
powerful  gas  lamps,  of  modern  make,  placed  im- 
mediately above  the  windows  have  a  distinct  adver- 
tising value.  His  windows  are  in  fact,  his  sole 
medium  of  publicity  as  his  business  is  largely  of  a 
district  character. 

The  entire  store  is  finished  in  solid  oak.  It  has 
a  beamed  ceiling  and  the  walls  are  covered  to  match. 
Six  gla.ss  salesmen  counters  are  extended  along  one 
side  of  the  store  to  serve  the  neckwear,  shirts,  gloves, 
hosiery,  etc.,  while  down  the  centre  are  si.x  circular 
tables  upon  which  are  displayed  men's  and  boys' 
clothing  and  fabrics  for  the  ordered  clothing  section. 
This  latter  is  a  new  departure  which  has  been  im- 
mediately successful.  At  the  rear  of  the  store  is  a 
ca.se  for  men's  hats,  and  here  there  is  an  entrance 
from  Brock  Ave.  The  accompanying  cuts  give  a 
good  idea  of  the  arrangement  and  chsplay  facilities. 

Mr.  Dedman  attributes  his  success  to  hard  work 
and  ca.sh.  He  made  it  a  rule  to  eliminate  all  credit 
from  the  start.  The  men's  furnisher  who  does  this, 
he  says,  places  himself  in  a  i:>osition  of  distinct  ad- 
vantage. In  his  new  .store  it  is  his  intention  to 
specialize  in  high-cla.ss  men's  wear  lines,  while  in 
his  other  stores  he  is  jiaying  more  particular  atten- 
tion to  the  .so-called  mediuu)  trade  and  popular 
prices. 

Three  stores  in  five  years  is  not  a  bad  start  for  a 
vouim-  man  23  voars  of  age. 


Hogg  it  Shaiuion.  men's  furnishers.  Hamilton, 
recently  moved  into  their  enlarged  and  remodeled 
store.  Boys'  clothing  and  furnishings  is  a  new  de- 
partment. 
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IT  KEEPS  YOU  GUESSING 

to  distinguish  between  real  linen 
and 

^'CHALLENGE"  BRAND 

Waterproof  Collars  and  Cuffs 

The  advantages  that  go  with 
the  "Challenge"  are  so  many 
that  you  can  secure  the  custom 
of  your  best  trade  for  them 
when  the  one  point  of  appear- 
ance is  satisfactorily  settled. 

THEY  LOOK  LIKE  LINEN 

and  have  no  odor.  Worn  edges 
and  split  button-holes  are  un- 
known with  "Challenge"  goods, 
and  the  laundry  charge  is  elim- 
inated. The  styles  are  closely)  jol- 
loroed.  Their  excellence  makes 
trade — 

"CHALLENGE"  BRAND 
Collars  and  Guffs 


THE  ARLINGTON  CO.  OF  CANADA 

LIMITED 

54-64  Fraser  Ave.       -      TORONTO 

STOCK  CARRIED     BY  FOLLOWING  AGENTS. 
ONTARIO— J.  Chantler  &  Co  .  Toronto. 
EASTERN— Duncan  Bell.  Montreal. 
^A^ESTERN— R   J    Quigley.  212  Hammond  Block.  Winnipeg. 


The  most  finished  expression 
of  the  Modern  Art  of  Fine 
Tailoring  is  shown  in  the 
Cut,   Finish  and  Materials  of 


Clothing    for 
Men,    Boys 


Men,     Young 
and     Children. 


Look  at  the  samples  when  our 
representative  calls  upon  you,  or 
call  at  warehouse  when  in  Toronto. 

H.  E.  Bond  &  Company, 

Limited 

MANUFACTURERS 
Cor.   Wellington  &  Simcoe  Sts.,  Toronto 


Ne\¥  Departure 

FROM 

Manufacturer  to  Dealer 


\W  have  clmnged  our  policy  of  15  years  and  will 
iHiw  sell  rtirert  to  the  retailer  the  celebrated  collars, 
vliirtK    and    ciifTK.    hearing;    our    hrand. 


We  will  carry  a  stock  by  beginning  of  May  at  To- 
r<>n(o.    under   the   management   of 

MR.  GEORGE  LIVINGSTON 

28  WELLINGTON  ST.    W.,     TORONTO 

I'ersonal  attention  will  be  given  to  every  detail  of 
your  orders  and  your  needs  will  be  studied  most 
carefully. 

Our  styles  are  authoritative  and  our  prices  make 
our    lines    of    exceptional    interest    to    the    dealer. 

MESSRS.  M.  JOSS  &  LOWENSTEIN, 
Prague,  Austria. 

Orders    for    import    shipments    handled     as    usual. 
Write    for    Particulars    to    Toronto    Representative. 
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Display  that  Brings  Results 

Trimmers   should    Avoid    Confused    Effects — 

An  Art  in  Simple  but  Telling  Arrangement — 

Striking   Examples. 

Triiiiiiier.s  of  men's  wear  window  sometimes  over- 
look the  importance  of  simplicity  in  their  displays. 
Windows  are  often  arranged  with  the  idea  of  sell- 
ing certain  lines  rapidly  yet  the  purpose  is  entirely 
defeated  Ijy  the  confused  effect.  Display  windows 
are  intended  for  advertising  purposes,  but  when  they 
handicap  the  individuality  of  the  goods  they  fall 
short  of  the  mark. 

There  is  an  art  in  simplicity  which  must  be  culti- 
vated by  the  trimmer  who  would  be  successful.  The 
window  shown  on  the  cover  of  the  Men's  Wear  Re- 
view is  a  good  example.  Here  only  two  lines,  neck- 
wear and  shirting  are  very  effectively  grouped. 
There  is  a  .something  in  this  window  which  invites 
inspection,  and  which  contains  nothing  to  detract 
from  the  desirability  of  the  goods.  It  is  anything 
but  a  fussy  window  and  therein  is  its  value  as  a 
display  of  classy  men's  wear. 

Kxclu.sivcucss,  as  well  as  individuality,  stands 
out  prominently  in  such  a  window.  It  is  far  more 
likely  to  impress  itself  upon  the  mind  of  a  prospec- 
tive buyer  than  a  display  in  which  the  .selling  merit 
of  dift'erent  lines  is  lost  in  ma.s.sy  or  conglomerate 
arrangement. 

An  examination  of  this  window  will  reveal  the 
fact  that  fixtures  do  not  obtrude  unnecessarily,  but 
are  almost  entirely  concealed  by  the  very  graceful 
arrangement  of  the  goods.  It  was  such  a  window  as 
this  which  recently  sold  five  dozen  neckties  in  three 
days.     Had  it  combined  other  articles  to  any  extent 


or  if  it  had  given  a  confu-sing  array  of  neckwear,  it 
is  safe  to  .say  that  the  sales  record  would  have  fallen 
far  short. 


Review  Awards  Gold  Medal 

Winner  is  Jas.  McNicholl,  with    Richard  Hall 

&    Son  —  Awards    in     Monthly     Competition 

Since  December. 

Jas.  McNicholl,  trimmer  for  Richard  Hall  & 
Son,  Peterborough,  ha.s  been  awarded  the  gold  medal 
in  the  Review's  window  competition  for  the  year 
1910.  This  medal  is  won  each  year  on  points  .scored 
in  the  monthly  contests.  Mr.  McNicholl's  score  of 
20  points  wa.s  the  highest.  A  cut  of  the  gold  medal 
will  appear  in  the  mid-month  number  of  the  Dry 
( loods  Review. 

In  this  competition  inaugurated  by  The  Re- 
view two  years  ago,  two  cash  prizes  are  awarded 
monthly  for  the  two  best  windows  entered.  Five 
|)oints  are  allowed  on  first  and  three  points  on  .second 
places  each  month,  and  the  trimmer  scoring  highest 
at  the  end  of  the  year  carries  off  the  medal. 

Following  are  the  winners  in  the  monthly  com- 
petitions since  and  including  December  la-st : 

December — 1.  E.  K.  Dallimore,  with  J.  M. 
Ilickey,  Toronto;  2.  S.  Ilur.sh,  with  McCurdy  &  Co, 
Sydney,  N.  S. 

January  —  1.     J. 
(Jamble  &  Co.,  Ottawa, 
the  Ander.son  Co.,  St. 


Iv.  Coulombe,  with  Murphy, 
2.     Warren  Andrews,  with 
Thomas. 

February  1.  C.  B.  Morden.  with  Stanley  Mills 
&  Co.,  Hamilton.  2.  AVarren  Andrews,  with  the 
Ander.son  Co..  St.  Thomas. 


SuKEested   unit  for   Euster   men's  shirt,   collar  and   neck- 
wear display,  by  Warren  Andrews,  with 
Anderson  Co..  St.  Thomas. 


Simple,   but   cnective.   unit  display   for  mens    clothmK   to    be 

incorpor:\ted    in   Faster     window        By  Warren    Andrews. 

with   Anderson  Co..  St.  Thomas 
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You  will  sell  more 

^^^^^^^^m  wmm^^mmmmmi  wammama^^         ^^^^^^m^^mmaa 

Linen  Waterproof  Collars  than  you  ever 
thought  possible  when  you  put  in  that 
assortment  of 

jXntI^racI/^ 

Collars 

Every  Kant  Krack  Collar  you  sell 
helps  to  sell  more  because  it  is  the 
one  collar  that  will  give  satisfactory 
service. 

It  is  very  pliable  — conforms  easily  to 
every  movement  of  the  wearer's  neck. 

See  the  illustration — note  the  patented 

flexible  lips 
that  relieve 
the  strain  on 
the  front  fold. 
Note  also  the 
patented  slit 
in  the  back — 
which  pre- 
vents the  col- 


ratonted  Feb.  20,  1906 

May     5,  1908 

•'         Oct.  27,  lao8 

Oct.   27.  i;  18 

Beware  of  Infringcmen's 


lar  button  pressing  hard  on  the  wear- 
er's neck. 


There  is  an  excellent  profit  for 
you  on  Kant  Krack  Collars — 
so  be  sure  you  seethe  samples 
when  the  Kant  Krack  sales- 
man comes  along,  or  write  for 
sample  collars  before  placing 
order. 


THE 

Parsons   &  Parsons 

CANADIAN  CO. 

Hamilton,  :  :  Ontario 


GOOD  COAT  LININGS 

ARE  ESSENTIAL 

IF   YOU  WISH  TO  PLEASE   VOUR  CUSTOMERS 


S 


(Copyrightl 


Show.-.Ti-.ls  or  Booklets  if  de-ired  may   be   had    b, 
applying  tluougb  Who'esalplmportiiig  Houses. 

PATTERNS     SHOWING     EITHER 
FINISH  can   be  had  on   application   to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  Ltd. 

39,  Well  Street  :i  BRADFORO 


Trade  Mark  Helps  to  Maintain  Standards 

Brands  Represent  Quality,  But  Retailers  do  Not  Always  Appreciate  that  Fact — 
Many  Good  Lines  that  Are  Not  Branded —The  Advantage  of  the  Trande  Mark 
in  Advertising — Abuses  Which  Prove  its  Value     The  Proper  Retail  Attitude. 


TI FK  <[iR'.-ti(iii  has  suiiietiiiics  \ivv\\  raised 
wlictlier  rclailcr.-^  givo  Hufficioiit  attciiliou  to 
advaiita^ics  jxis.-ililc  in  iii('rchan(li--iiiti  ti'adr 
marked  lines. 
Trade  marks  are  |iractically  uiiaranlees  of  slaii- 
dard  values.  Brands  stand  Un-  the  nianufaelured 
(luality,  value  and  maintenance  (lu  the  part  nf  the 
manufacturer  of  tlaise  standai'ds.  'i'lierefdre,  tiie 
trend  is  not  dnwn  to  a  price  hut  '"ui)  to  standard." 
Ft  is  stated  that  well-known  mills  could  have  in- 
creased orders  '2')  to  50  per  cent,  in  many  instance-, 
if  prices  shown  had  met  the  qualities  offered  or  tlu> 
tendency  Keen  to  ignore  the  standards  hy  meeting 
competition.  Theivfore,  it  is  shown  thai  manufac- 
turers do  maintain  the  standard  represented  by  their 
"trade  mark"  consistently  and  without  regard  to 
competition  or  le.<sening  influences. 

Such  standards  of  excellence  are  necessarily  well 
advertised  by  the  maiuifacturer  and  merchants  who 
advertise  well-known  brands  are  simply  iising  the 
merit  of  the  manufacturer's  ailvertising  and  tlie  mi- 
derstood  guarantee  of  the  ''tiade  marked'"  standard. 

Actual  Experience  Generally  Tells. 

■  Take  for  instance  the  (juestion  of  values.  Sam- 
])les  sliown  may  excel  the  ""trade  marked"'  line  in 
value  but  quality  delivei'ies  may  not  be  "up  to 
sample."  Retailers  only  find  out  by  actual  experi- 
ences in  what  inferior  -tandard  means.  Some  years 
ago,  merchants  were  .<hown  nice  samples  by  compar- 
atively mdvnowii  so-called  foreign  manufacturers 
who  gave  no  guarantee  of  practical  delivery  or  main- 
tenance of  standards.  Otliei'  concerns  made  a  prac- 
tice of  .selling  merchants  one  \-ear  with  no  intention 
of  calling  tlie  next  season  and  lillcd  tlie  order  entirely 
without  regard  to  ever  selling  them  again.  It  was 
evident  from  values  shii^pcvl  that  certainly  they  need 
not  call  again. 

"Trade  marks" — as  they  are  understood,  stand 
between  the  maiuifacturer  and  merchant,  as  well  a~ 
overcome  such  comlitions  as  described.  ^Merchant-, 
therefore,  should  respect  tbi^  ''trade  marked"  line- 
more  than  is  evidently  done. 

Values  Maintained  under  "  Trade  Marks  " 

Contrary  argument-  ma\-  state  that  the  >ame  line- 
are  .sold  with  and  wilhniit  the  ti'ade  mark.  In  many 
cases  liowex'ei'  tliei'e  i-  a  <leeid(Ml  les.<ening  in  value. 
Otlier  ca.ses  are  eiled  wheic  the  wholesalei'  is  otlerin^: 
the  identical  line-  without  the  lrad(^  mark  and  the 
claim  made  that  -ueh  line-  -•II  jn-t  a-  well  I''inanei,il 
conditions  or  sentiment  are  ihe  onl\-  I'ea-ons  for  such 
argmnenl.  ^"alues  ai'i'  not  ehauLied.  All  things  lu- 
ing  e(|nal.  -ome  merchant-  \\i-el\-  lake  adxantage  of 
llie  "'trade  marked"  line-,  hnlh  Inr  (n.-]>la\-.  advei-- 
tising  and  imitual  l.euefil.  It  i-  usinu  the  asset  of  the 
"trade  mark"'  to  advantaL'c  in  merchandising. 

Glancing  thrMn!'h  ihc  "knit  i^oods""  -lock  it  i- 
<ur])rising  tli(>  mimlui'  df  line<.  which  are  "trade 
marked"  and  have  becom(-  so  stai>l(>  that  the  "trade 
mark"'  has   abnost  been   lost    <ioh(    ,,f.      NcviM'theless 


the  -elling  advantage  of  the  particular  line  in  ques- 
tion i-  a<linitled  and  merchants  are  simply  trading 
on  "-tandard  value"  consistently  maintained  by  the 
manufaetui'cr. 

it  is  well  understood  that  in  most  towns  mer- 
chants cannot  consistently  handle  several  lines  of 
underwear.  Some  stores,  by  liandling  two  or  more 
do  mil  always  become  recognized  as  headquarters  for 
particular  lines.  The  j()bber"s  ideal  is  to  have  one 
liiiii  in  a  town  handle  his  "trade  marked"'  line  and 
to  have  meichants  boost  by  advertising  in  conjunc- 
tion with  manufacturer's  adverti-sing. 

-Merchants  cannot  always  blame  buyers'  mistakes 
on  the  juanufacturer  in  case  some  lines  stocked  arc 
not  .successfully  .-old.  On  the  other  hand,  the  mom- 
ent a  merchant  changes  his  line  the  advantage  of 
advertising  done  on  such  line  is  lost  or  open  to  the 
use  of  the  oppo.sition  stores  in  ca.se  they  decide  to 
stock  the  make.  Such  decisions  are  usually  followed 
by  strenuous  advertising  policies. 

Abuses  impair  Trade  Mark  Values. 
Large  retailers  are  sometimes  enabled  to  u.«e  the 
standing  of  trade  marked  lines  to  different  advantage 
than  suggested  or  intended  by  the  "trade  mark."" 
Merchants  can  easily  recall  many  instances  of  in- 
friuiiement  of  this  kind. 


"KING  EDWARD" 

SUSPENDERS 
Retail  30  '*"*^^ 


Easily  ttie  best  value  in  suspenders.  The  comfort- 
promoting  construction  and  excellent  finish  of  "  King 
Kdward  ''   Suspenders  make  them   very  rapid  sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 
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Another  jjroblem  that  manufacturers  have  to  con- 
tend with  i.s  the  use  of  their  lines  at  reduced  prices, 
as  a  retail  drawing  card.  Merchants,  however,  gen- 
erally adopt  such  methods  quoting  an  advertised 
l)rice  less  than  the  usual  fixed  price  in  the  minds  of 
customers.  If  manufacturers  did  not  adhere  to  val- 
ues and  aim  at  high  standards  in  trade  marked  lines 
such  })ractice  would  not  be  usual.  As  it  stands  it  is 
certainly  an  argument  in  favor  of  trade  marks. 

Repetition  oi  such  schemes  by  the  retailer  tend 
to  impair  the  value  of  the  trade  mark.  Manufac- 
turers are  certainly  not  to  blame.  It  is  the  retailer 
who,  by  filling  his  market  through  cut-price  mer- 
chandising, runs  the  risk  of  causing  next  sea.son's 
trade  to  become  stagnant. 

Control  Territories  if  Feasible. 

That  merchants  should  adhere  strictly  to  "trade 
marked"  lines  does  not  necessarily  follow.  Many 
manufacturers  are  not  sufHciently  established  to 
warrant  trade  marking  their  lines.  Other  makers 
are  selling  their  output  under  a  wholesaler's  brand. 
Specific  ca.ses  are  cited  where  "trade  marks"  are  con- 
fined to  district  Hunts  and  the  entire  output  of  a 
mill  controlled  by  one  buyer.  Nothing,  however, 
deters  a  manufacturer  from  selling  any  surplus  under 
another  "trade  mark"  or  even  without  a  brand.  That 
large  retailers,  who  confine  lines,  realize  the  advan- 
tage of  "trade  marks"  is  evident  by  their  demand  for 
stated  territories,  and  merchant.s,  generally,  through- 
out the  country  would  do  well  to  ado]*!  similar  inotli- 
ods. 

Consider  New  Lines  on  Standard  Basis. 

iNew  manufacturers,  ton.  ha\o  slarlcd  mi  knii 
goods  lines  and  althought  it  is  for  the  merchant  (o 
make  the  decision,  orders  should  not  always  strictly 
be  confined  to  "trade  marked"  lines.  The  retailer 
should  confine  "trade  marked"  lines,  but  keep  stocks 
assorted  by  adding  lines,  which,  in  his  decision,  merit 
dis]ilay.  Such  lines  .sooner  or  later  will  be  "trade 
marked"  becau.^e  of  standards  maintained.  Merchants 
will  iiltimately  benefit. 

By  this  method  the  knit  goods  section  will  repre- 
sent and  measure  u])  to  certain  standards  aimed  at 
by  the  manager  of  the  department.  Undoubtedly 
the  bulk  of  the  retail  demand  is  on  the  ba.sis  of 
"trade  marks"  and  consumers  are  educated  to  expect 
the  maintenance  of  department  by  the  retailer,  "up 


to  standard"  is  the  demand  of  the  customer  both  in 
value  and  in  department  merchandising. 

Complaints  are  often  heard  from  customers  of 
the  inaVjility  to  secure  lines  to  match  those  bought 
in  previous  seasons.  Such  conditions  are  brought 
about  by  unnecessary  changing  of  makes  on  the  part 
of  retailers.  Consistent  retailing  of  well-known  lines 
tends  to  overcome  conditions  of  this  .sort  and  builds 
u})  the  department  on  broader  lines,  as  well  as  retains 
customers  from  year  to  year. 

Many  instances  of  the  necessity  for  consideration 
and  decision  in  buying  knit  goods  lines  will  he  forth- 
coming in  placing  the  Fall  orders.  Buyers,  who  are 
satisfied  with  their  lines  as  stocked  cannot  overlook 
the  .strides  of  improvement  noted  in  the  samples 
shown.  This  is  particularly  evident  in  knitted  coats 
and  such  novelties,  in  fact  no  article  of  apparel  but 
is  now  shown  in  knit  weaves.  See  the  new  lines,  and 
their  adai>tability  to  location  or  demand  is  soon  de- 
cided. 


Trade  in  London  Week. 

Sixty-two  London  (Out.)  merchants  in  practic- 
ally every  line  of  business  recently  made  arrange- 
ments by  which  every  visitior  who  pvu"cha.'<ed  goods 
to  the  amount  of  $20.  had  their  return  fare  paid  on 
any  railroad  for  a  distance  of  60  miles  between 
April  0  and  8.  It  was  "Trade  in  London"  week. 
Those  coming  from  a  greater  distance  hacl  an  amount 
covering  0")  miles  given  them. 

Each  ])erson  purchasing  goods  to  the  amoinit  of 
.$20  received  a  receipt  from  the  merchant.  The  re- 
cei])ts  were  presented  to  a  refund  clerk  in  the  Home 
Bank  where  the  amount  of  the  fare  was  paid. 

The  scheme  was  never  given  a  general  trial  in 
London  before,  though  in  use  at  times  by  individual 
merchants.  The  amount  of  pui'chasing  done  in  De- 
troit by  Ivondon  peo)ile  during  the  week-end  e.xcur- 
.sions  in  the  sunnner  has  l)een  a  source  of  resentment 
amonu,  local  merchants.  The  excursion  fare  on  these 
occasions,  and  on  those  occasions  when  lodges  and 
clul)s  run  excursions,  has  been  $L45,  though  it  is  to 
be  increa.'^ed  this  year.  It  was  reported  not  long  ago 
that  Detroit  Board  of  Trade  was  ))aying  the  railways 
a  sufficient  sum  to  enable  them  to  give  this  very  low 
return   fare. 

If  the  "Trade  in  London"  week  is  as  succe.ssful 
as  anticipated,  it  will  be  repeated  four  or  five  times  a 
vear,  if  not  every  month. 


i( 


Imperial  ''    Brand    Clothing 


For     MEN     and     BOYS 

"IX7E  have  removed  from  33  Church  Street  to  our  new  premises  at  217-219 
RICHMOND  WEST,  Cor.  Duncan  Street.  We  have  20,000  square  feet  of 
space  in  this  large  modern  building,  and  will  have  our  manufacturing  plant  all 
under  one  roof  We  are  now  able  to  give  you  better  service,  and  all  orders  will 
have  our  personal  supervision.  We  expand  with  the  country.  It  will  pay  you  to 
wait  for  our  travellers,  who  are  now  out  with  Fall  samples. 

217-219 Richmond  St.  Imperial  Clothing  Mfg.  Co.     Toronto 


Help  Make  Your  Tow^n  a  Business  Centre 

Business  Men  May  do  Great  Deal  to  Advance  the  Position  of  Their 
Locality  —  Lethargy  at  Home  Often  Explains  the  Success  of  Outside  Com- 
petition   -  Notable    Example    Showing    What  Co-operation  Will  Do. 


MKR(_' HANTS  who  have  found  it  necessary 
to  investigate  the  causes  of  general  lethargy 
ill  towns  where  they  are  doing  business, 
have  found  that  the  civic  pulse  required  a 
tonic,  that  streets  were  not  properly  cared  for,  that 
iniprovetnents  calculated  to  place  the  town  in  modern 
class  were  neglected.  In  short,  those  things  that  tend 
to  boost  the  town  in  the  oi)inion  of  citizens  and  out- 
siders were  often  ignored  entirely.  As  a  result,  much 
l)usiness  has  gone  to  large  city  stores. 

There  are  many  towns  throughout  Canada  which 
owe  their  advanced  position  to  the  united  efforts  of  its 
business  men.  Under  this  impulse  these  towns  have 
stepped  out  in  advance  of  others  in  which  public 
.spirit  was  dormant.  They  have  converted  into  value 
their  natural  resources,  they  have  made  local  advan- 
tages apparent  to  manufacturers,  to  merchants  and  to 
probable  residents,  and  induced  a  growth  that  was 
deserved.  They  have  not  waited  for  the  merely 
natural  development. 

Towns,  such  as  these,  are  noted  to-day  for  their 
thriving  industries,  their  up-to-date  mercantile  es- 
tablishments where  stocks  suffer  nothing  in  comi)ar- 
i.son  with  those  of  the  large  city  stores,  their  com- 
fortable homes,  and  that  general  spirit  which  indi- 
cates that  the  place  is  keeping  pace  with  the  progress 
of  the  times.. 

It  is  Good  Advertising. 

The  business  man  who  is  not  doing  his  share  of 
boost  in  behalf  of  his  town  is  ])lind  to  one  of  the  most 
important  elements  of  good  advertising.  A  machine, 
to  do  its  best,  nuist  have  all  parts  working  in  unison. 
In  a  municii)ality,  the  machinerj^  may  be  the  few 
men  elected  from  year  to  year  as  aldermen,  council- 
lors or  trustees,  but  the  responsil)ility  of  the  business 
man,  who  still  has  the  valuable  point  of  view  of  the 
onlooker  does  not  cease.  There  must  be  co-operation 
all  along  the  line. 

Boards  of  Trade,  Merchants'  Associations,  Civic 
Leagues,  in  which  women  as  well  as  men  have  actixc 
membership,  have  done  wonders  in  giving  to  their 
towns  a  standing  among  the  best.  In  many  cases 
the  success  of  one  merchant  along  lines  which  liave 
ignored  the  rut  of  self-satisfaction,  is  strikingly  sug- 
gestive of  what  might  be  accomplished  with  united 
action. 

Help  Solve  Mail  Order  Problem. 

This  question  of  l)roader  interest  than  that  con- 
fined by  the  four  walls  of  his  store  is  more  closely 
allied  than  many  merchants  supposed  with  the  ju-ob- 
lem  of  long-distance  shopping. 

"If  merchants  would  keep  their  town  fi-om  going 
to  the  city  to  market,"  remarks  "Kusiness  and  the 
Bookkeeper,'  in  an  article  on  this  subject,  ■'then  they 
must  look  not  only  to  the  stock  they  carry,  but  to  the 
making  of  then'  local  l)usiness  centre  attractive  in 
appearance." 

An  instance  of  what  can  be  done  i-  t'unii.-lu'd  by 
Chariton,  Iowa,  which  has  four  thousand  five  hundred 
population,  is  a  roil^vay  division  point  and  the  centre 


of  a  good  agricultural  country.  Apart  from  these 
the  town  has  no  exceptional  advantages,  and  the  re- 
uiarkaljle  prosperity  of  the  place  is  attributed  solely 
to  the  determination  of  its  business  men  to  make  it 
prosper. 

Comfortable  for  Farmers. 

The  town  is  the  county  seat,  and  the  bu.siness 
centre  is  built  on  a  square.  About  the  court  hou.se 
is  a  well-shaded  and  grassy  park,  surrounding  which 
is  ail  iron  hitching  fence,  while  underneath  the  trees 
are  a  number  of  suljstantial  benches.  It  is  a  mo.st 
inviting  spot  for  j^eople  driving  into  town.  A  long 
step  forward  was  taken  when  the  driveway  between 
the  park  and  the  stores  around  the  square  was  paved. 
The  bigness  of  this  .square  gave  the  town  an  unkempt 
a])pearance.  In  sunnner  it  was  a  mire  of  dust  which 
blew  in  clouds  into  the  stores.  The  pavement  was 
such  an  advantage  that  several  additional  blocks  were 
laid  along  the  main  streets. 

The  pavement  had  to  be  kept  clean,  so  the  women 
of  the  town  called  a  meeting  of  their  Ladies'  Im- 
provement As.sociation  and  decided  to  hold  a  "Boos- 
ter Day"  celebration.  By  this  means,  enough  money 
was  raised  to  buy  a  street  sweeper  and  hire  a  man  to 
operate  it. 

Street  Lighting  Free. 

Prior  to  this  ;i  new  system  of  electric  lighting 
had  been  installed.  The  town  owns  its  electric  light 
plant,  making  it  a  real  public  service  corporation. 
As  practically  every  bu.«iness  house  and  dwelling  u.«es 
an  abundant  supply  of  the  inunici]ial  electricity  the 
plant  could  easily  afford  to  furnish  the  power  for  the 
street  lights  free  of  cost.  This  it  agreed  to  do,  also 
offering  the  country  free  service  if  it  would  in.stall 
lights  within  the  i)ark  .surrounding  the  court  house. 
The  opportunity  was  gladly  accei)ted.  These  electro- 
liers are  handsome,  ornamental  pillars  finished  in 
bi'onze  and  su])porting  a  cluster  of  five  lights,  each 
of  the  live  having  a  one-hundred  watt  Tungsten  light 
covered  with  a  frosted  globe.  The  cost  of  eacli  elec- 
trolier is  $o().r)0. 

Not  content  with  this  improvement  in  the  light- 
ing and  ornamentation  of  the  town,  ten  more  lights 
were  later  placed,  a  half  a  block  apart,  along  the 
l)aved  street  which  leads  (o  the  railway  station.  The 
expense  of  the  in.stallation  of  the.-=e  being  divided 
equally  lietween  the  railway  company  and  the  citi- 
zens owning  the  property  along  the  route,  while  the 
municijial  electric  plant  furnishes  the  ]iower.  It  is 
exident  the  time  is  not  far  distant  when  the  whole 
town  will  lie  given  the  same  service,  for  manv  of  tlie 
citizens  have  already  offered  to  install  the  lights  in 
front  of  their  residences. 

How  the  Ladies  Help. 

Nor  has  thi>  comnumity  of  forty-livo  lunidred 
|ieopI(>  neglected  the  comfort  and  convenience,  in 
more  intimate  ways,  of  (he  wives  ami  i-hildrcn  of  it.^ 
many  rural  patrons,  and  here  the  Ladies'  Improve- 
ment A.s.sociation  again  shows  its  loyal  support.    The 
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DEACON  SniOT 

For   Men  and  Boys 

You  -will  be  a  wise  drygoodsman  if  you  are 
ready  to  meet  tlie  demand  of  this  trade  with 
(lie  "Deacon." 

The  "Deacon"  is  made  of  (he  touglies( 
known  shirting,  cut  roomy  for  comfort,  and 
ih)nble-stitched  throughout.  All  buttons  are 
sd'ongly   sewn   on. 

Give  tlie  "Deacon"  ]irominence  in 
your-  store.  There  is  a  steady  year- 
round  demand  for  these  goods.  See  our 
new  range. 


the:   deacon  shirt  company 

BELLEVILLE,  -  -  -  ONTARIO 


A  Steady  Demand 

IS  READILY  WORKED  UP  FOR 


BOYS'  BIG 

BLOOMER 

PANTS 

Prices  Irom 

$6.00 

to 

$18.00 

per  dozen. 
All  correct  patterns. 

Prices  trom 

$2.25 

to 

$6.00 

per  dozen. 

for  Khaki,  Galatea  and 
White  Duck  Boys' 
Overalls  in  Black, 
Blue   and    Khaki. 


"The  Jocckson  Bloomer" 
LION  BRAND 


Special  Facilities  for  Mail  Order  Business. 

The  JACKSON  MFG.  CO.,  Clinton 

FACTORIES  AT   CLINTON,  GODERICH  >nd  EXETER. 


organization  has  the  use  of  a  large  room  in  the  court 
house,  which  il  attractively  furnished  with  necessary 
conveniences,  and  where  are  made  w^elcome  all  the 
women  and  children  from  out-of-town.  Here  tired 
mothers  may  refresh  themselves  and  their  children 
and  then  read  or  take  a  nap  while  one  of  the  ladies 
of  the  association  cares  for  the  children  and  gives 
them  toys  Avith  which  to  play.  A  different  member 
of  the  organization  is  in  charge  of  the  rest  room  each 
day,  and  the  roll  is  long  enough  to  prevent  the  bur- 
den falling  heavily  on  any  one. 

Many  small  towns  make  a  mistake  in  failing  to 
see  the  intimate  relation  that  should  exist  between 
local  resources  and  local  mercantile  activities.  The 
prosperity  of  this  town  has  been  due  largely  to  the 
surrounding  farming  community,  and  the  business 
men,  conscious  of  this,  have  not  only  increased  the 
attractiveness  of  their  town  to  the  farmer,  but  do  all 
in  their  power  to  aid  him  in  the  disposal  of  liis  crops 
and  live  stock.  Just  at  present  they  are  working  for 
a  new  line  of  railway  that  will  give  fast  connection 
with  three  large  cities. 

Public  Well  Educated. 

Some  might  think  the  new  railway  would  tend 
to  work  against  Chariton  being  able  to  hold  its  own 
\vhen  the  increased  facilities  for  travel  offers  the  near- 
by cities  better  opportunities  for  competing  with  the 
local  business  houses.  But  the  town  has  been  too  long 
and  too  busily  engaged  in  educating  its  public  to  a 
knowledge  of  the  fact  that  the  home  business  centre 
carries  goods  of  the  same  make  they  would  find  in 
the  city.  The  merchants  believe  in  advertising,  for 
they  support  two  newspapers  which  circulate  through" 


all  the  neighboring  territory.  They  know  the  value 
of  sales  and  the  very  human  inclination  to  be  im- 
pressed with  offers  of  bargains — and  above  all  things 
the  town  is  clannish  and  people  are  not  encouraged 
who  at  some  time  have  chanced  to  show  an  inclin- 
ation to  trade  elsewhere. 

People  are  Clannish. 

In  this  latter  connection  it  is  worth  the  .*pace  to 
tell  of  an  experience  the  wife  of  one  of  the  profession- 
al men  of  the  town  had  .■^ome  time  ago.  The  whole 
matter  hinged  on  what  appeared  to  be  her  fixed  pur- 
])ose  to  buy  hats  out  of  town.  The  first  time  she 
ai)peared  with  new  headgear,  being  a  recent  arrival, 
no  ho.stile  interest  was  evinced,  but  with  the  following 
season,  when  yet  another  new  hat  made  its  appear- 
ance, she  began  to  notice  that  some  of  the  women 
with  whom  she  had  become  associated  in  their  various 
societies  and  organizations  were  a  trifle  strained  in 
their  manner  toward  her.  Upon  investigation  she 
learned  that  it  had  become  known  she  was  getting 
her  hats  from  out  of  town,  and  it  was  only  after  the 
innocently  offending  one  had  explained  to  these  loy- 
al women  that  the  hats  were  presentvS  from  her 
mother,  who  ran  a  millinery  establishment  in  a  place 
many  miles  away,  that  cordial  relations  were  restored. 

Tht  solidity  is  the  outcome  of  resourcefulness  is 
well  illustrated  by  the  fact  that  when  the  First 
National  Bank  of  Chariton  failed  for  one  million 
dollars  three  years  ago,  the  town  did  not  even  receive 
a  temporary  setback.  Since  then,  town  lots  have 
doubled  in  price,  farms  have  increased  almost  equally 
in  value,  the  town  has  three  banks,  and  deposits  have 
advanced  enormouslv. 
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LOOK  AT  YOUR   CEILING  ! 

A  few  dollars  would  replace  that  with  a  fine  new 
Art  Metal  Ceiling,  that  won't  erack,  fall  down  or 
<li8color.  Fire  proof,  permanent  and  ornament- 
al, too,  A  post-card  bringa  particulars  without 
obligation  to  you. 

The  Gait  Art  Metal  Co.,  Ltd.,  Gait,  Ont. 


HANSON'S 

WOOLLEN  SOCKS 


G.  E.  Hanson 


Hull,  Que. 


Be  Prosperous — Start  1 9 II  on  the  Riglit  Road 

Never  in  the  history  of  advertising:  was  there 
such  a  success— such  a  producer  of  business  as 
our  Successful  Special  Sale  System.  Our  plans 
will  assist  you  to  do  Three  Months'  Business  in 
Ten  Days,     Investigate  our  proposition, 

Tha  Only  Successful  Special  i'ale  Promoters. 

FRED  W,  WEBER  &  COMPANY 

427  East  47th  Street.  Chicago,  IllinoU 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Oecorations,  Japanese  and  Chinese  Decora- 
tions. Papier  Mache  Novelties,  Electric  Light* d 
Flower  Bushes.  Write  for  our  104  pa^e  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporati-d.) 
310  Fifth  Avenue.  Chicago,  III. 


This  space  will  cost  you  only  $25.00 
a  year,  and  your  ad,  will  go  to 
5,000  merchants  each  month. 

Counter  Check  Books 

F.  N.  BURT  COMPANY,  Limited 
Toronto  and  Montreal 

Write  for  samples. 


Correspondence  Invited 

E.  R.  BOLLERT 

MANUFACTURERS'  AGENT 

BuiMfnT"'"^  Vancouver,  B.C. 

Can  nivf  Blrid    altcntio!!  to   iinc  or  twi'  first  t-lnstt 
AKt-'iK'ifS.     Hight-st  referenccrt. 


Window  and  Store  Decorations, 

Cut  Flowers,  Vines,  Palm,  Etc. 
L.  BAUMANN  &  CO. 

3.S9  W,  Chicago   Ave.  CHICAGO 

Largest  Importers  and    Manufacturerii 

Send  for  Catalogue  R 


Ideas  That  Are  Worth 
While 


Dry  good.s  stores  carryinfr  a  well-assorted 
stock  of  stationery,  advertise  that  dcpart- 
infiit  in  April.  Some  stores  show  their 
ahillty  to  atteud  properly  to  wedding  re- 
liiiirouients,  cards,  etc,  in  a  novel  manner, 
'I'liey  use  a  sample  Invitation,  reijuesting  the 
luivilefre  of  giving  e.vpert  advice  and  quota- 
tions  on  necessary   forms   for  any    occasion. 

Proper  type  and  setting,  as  used  in  wed- 
ding or  reception  invitations,  which  appear 
ill  the  advertisement.  Customers  are  inter- 
ested    hy     the    .-inlhoritative    samjile    shown. 


Merch.'Uits  take  advantage  of  advertising 
interest  created  by  musical  or  tlieatrictil 
events.  Announcements  follow  the  successful 
appearance  of  the  prima  donna,  choir  or  coni- 
l)any,  I'opular  music  is  also  turned  to  a<l- 
vantage  in  display  lines  and  editorial  mat- 
ter One  firm  made  use  of  the  caption  of  the 
song,  "lOvery  Little  Movement,"  in  showing 
the  improvements  about  to  be  gained  when 
tlicir    new    building    is    completed. 


IJetailers  have  found  that  much  attention 
is  paid  to  mailed  special  advertising.  Su- 
binlian  residents  are  reached  in  this  way  who 
otherwise  would  not  receive  an  announce- 
nicnt.  Distributors  possibly  overlook  differ- 
ent homes  on  their  route  and  the  names  of 
any  customers  comiiluiiiing  are  added  to  the 
iiiailing    list. 


.Mcirliaiits  hiid  it  advisable  to  sign  import- 
ant advertising  in  order  to  suggest  more  per- 
sonal appeal  or  to  give  added  weight  to  un- 
usual announcements  of  changes  or  improve- 
ments. 

Individual  signatures  may  thus  be  asso- 
ciated with  aggressive  or  fiuw.ird  policies, 
and  customers  are  more  impressed  by  the  ap- 
pearance o(  the  name  as  compared  with  the 
usual   name-plate. 


.Vnollicr  use  of  llie  coupon  is  in  directiinf 
business  to  the  riig  section  of  the  home- 
furnishing  department.  .Merchants  include  a 
piinted  slip  in  the  April  housecleaning  an- 
nouncements. Each  slip  is  worth  .$5  on  par- 
ticular days  to  customers  purchasing  a  rug 
.it   •S-.')   or   over. 

Usually  customers  buy  a  nineh  better  rug 
if  salesmen  are  efficient,  and  generally  cus- 
tomers looking  for  a  $'2.^  rug  can  lie  per- 
suaded to  buy  one  with  more  margin  of 
proUt.    Slow   sellers   are   often  sold  in  this   way. 

Cotipous  are  printed  to  represent  actual 
money   in    ajipearance   as   nearly   as   possilile. 


It  is  one  thing  to  have  a  motto  for  a  store 
.iiid  another  thing  to  live  up  to  It.  Many 
Canadian  merchants  have  adopted  so-called 
tr.idiiig  slogans,  and  in  the  majority  of  cases 
they  mean  .iust  what  they  say  as  regards 
goods  and  service,  .\  good  motto,  one  that 
"ttts  well  in  the  mouth,"  and  moans  some- 
thing tends  to  keep  the  store  and  Us  staff 
ntuned  to  high  standiirds.  It  Is  one  way  of 
Inspiring  confidence. 


METALLIC  CEILLSGS 

of  attractive  design  help  to  make  your 
•tore  an  attractive  place  in  which  to  shop. 
Our  designs  ar«  exclusive  and  come  in  a 
great  range.  Plain  or  ornamental.  You 
should  have  our  catalogue.  Send  to-day. 
The  Metallic  Roofing  Co.,  Limited,  Toronto 


Buttons!    Buttons!    Buttons 


Are  you  lo.ikiiiK  for  up-to-date  novelties?  We  are 
Bpecialisls  in  Ivory,  Tearl,  Metal  Covere<land  Fancy 
Buttons,  PariB  and  New  York  ileBigiia,  Buital>le  for 
the  manufacCuriTig  trade.  Will  gladly  Bubmit 
Bamples. 

Embroidery  and    Braiding 
Machine  and  hand  work.      Write  us  for  particulars. 

A.  WEYERSTALL  &  CO. 
145  Wellington  St.  West.  TORONTO 


Do  You  Want  Agencies 
for  any  line  ?  If  you  do, 
write  to  The  Dry  Goods 
Review,  Toronto  :: 


Axminster  Squares  and  Mats 

The  old  reliable  firm,   Horm,   Palz,  CeUnitz 
^Saxony)     now    carriea     stock     right    here 
in  Canada.     Newest    and  highest    novelties 
in    Designs. 
Deiigns  and  price  list  cheerfully  submitted. 

OTTO  T.  E.  VEIT 

Wellington  Street  West.  TORONTO 

Show  Rooms; — (26    Empire    Buildinf. 


WE  CAN   GST    YOU    BUSINESS 

Give  us  the  representation  of  your  line  for 
Western  Canada.  We  cover  entire  west  with 
travellers.  Manufacturers  o  f  Underwear. 
Hosiery,  Neckwear.  Shirts. Fancy  Vests,  Gloves, 
Hats  and  Caps,  Haberdashery.  Etc  ,  are  invited 
to  write  us.     Good    connection    with  the   trade' 

The  G.  A.  Tranter  Co. 

Suit*  9       Capitola  Bldg,  Vancouver,  B.C. 


ADVERTISING    CUTS 

For  Dry  Goods,  Dep.nrtnient  and  General  Stores. 
For  Newspaper.  Catalogue  or  Circular  Adver- 
tising. Send  for  our  big  catalog.  It's  free. 
Cuts  20  cents  each. 

Syndicate   Cut   Company 

18  Park  Row  -  NEW  YORK 


Write  for  Information. 

about  any  line  of  g:oods  you  do  not 
see  advertised  in  The  Review.  We 
will  gladly  procure  the  information 
and  supply  it  free. 

THE  DRY  GCX)DS  REVIEW, 


fATERSON 


The  Wholesale  Millinery  and  Fancy  Dry  Gnds 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL  HOBBV 


I  WILL  BUY  FOR  YOU 

With  h>adi|uartcrs  in  Tiiris,  I  am  prtpBrr'd  to  sol  a» 
huyliii;  agent  toi  t'aimdian  tirm».  I  am  pariirularly  well 
»iiii»led  to  buy  all  kind*  of  millinery,  hat  forms,  ostnch 
feathirs,  llowi^rs,  ttimnnnts.  ribbon*,  etc.  Can  fumith 
ln'Sl  of  references      lii.iiiiry  solicited 

ERNEST  VEIT 

19    Pamagf  de»  Pctito  Ecuriet.     -      Purit,  Franca 


Dry^ods  R 


eview 


MEN'S     WEAR     REVIEW 


led 


WHERE   KNOWLEDGE   IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen.  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages.  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming.  Interior  Decorating,  Window  Advertis- 
ing. Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
to  ihe  modern,  up-to-date  merchant  and  decorator.  Price,  post 
paid    ?3.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentala  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 


l^PPlillitMM 

iiiilllillliiiii 

Ulllli^lllli 

iiiffiiiseiiiiyiii 

iliiiiililll 

liiiiiiiiM 

iHiPiiiiiM 

Iffliftllll'iiilflSiilii 

A  complete  course  "i 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronzo.  Incbides 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice,  Punctua- 
tion, Composition.  Price 
Cards,  Directory  Cards, 
Spacing.  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....?1.50 


Koester  System  of  Draping 

A  complete  self-instriictor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 
with  drawings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 
is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 
tically.   Price,    prepaid    $3.00 

All  books  sent  postpaid  on  receipt  of  price 


Retail  Advertising 
Complete 

This  book  covers 
every  known  un'thod  of 
advertising  .-i  retail 
business  ;  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them    $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
pertaining  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
,)ostpaid    for    $2.50 


MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 

143-149  University  Ave.         ::         TORONTO 


I' tease  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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Dry  Goods  Review 


FRIED,  GRILLS  &  CO.  HAVE  THE 
LATEST. 

I"'i'ic'(l,  Grills  &  Co.,  Toruuto,  whose 
hats  lor  men,  boys  and  children  arc 
one  of  the  best  indices  to  the  latest 
style  that  is  possible  to  obtain  in  the 
matter  of  headwear,  are  now  showing 
those  very  smart  blacks  which  con- 
form so  well  to  the  latest  word  in 
men's  clothing.  While  English  styles 
in  clothing  are  now  pronounced  to  be 
the  thing  for  the  coming  season,  it  is 
on  modified  lines  that  they  will  have 
their  greatest  acceptance,  and  this  is 
the  idea  represented  by  the  new  der- 
bies shown  by  this  house.  These  hats 
will  be  in  demand  for  the  present  sea- 
son and  will  also  be  strongly  featured 
for  Fall.  In  addition  to  their  derbies, 
Fried,  Grills  &  Co.  have  an  e.xtensive 
range  of  soft  hats  in  the  new  pencil- 
brim  telescopes  in  steel  greys,  pearls, 
cedarine  and  other  fashionable  colors. 
These  hats  have  been  a  remarkable 
success  and  promise  well  for  the 
Fall.  Scratch-up  troopers  and  fedoras 
arc  also  featured  and  one  of  the 
novelties  which  seems  to  find  favor 
with  the  best  class  of  trade  is  a  gen- 
uine velour  which, :though  higher-priced 
than  the  so-called  velour  of  the  past 
season,  is  excellent  value  from  the 
point  of  style  and  quality. 

Caps  and  straws  of  all  kinds  form 
a  large  part  of  the  stock  carried  by 
this  house,  and  here,  as  in  other  de- 
partments, ihe  greatest  possible  em- 
phasis is   placed   upon   style  values. 

If     there     is    anything  new   in  the 


uoild  of  hats,  Freiii,  Grills  &  Co. 
are  showing  it,  and  this  fact  is  en- 
titled to  the  appreciation  of  the  pro- 
gressive hat  dealer. 


new   structure   will   be   ready   in   time 
to  dye  next   Spring's  output 


HELPING      THE      MERCHANT 

TAILOR.  / 

The  Francis  Godfrey  Co.,  have  open- 
ed up  a  tailor  shop  in  King  Street,  ' 
Toronto,  with  the  object  of  helping 
general  merchants  and  merchant  tail- 
ore  throughout  the  country  in  handling 
orders  for  men's  tailored  garments 
that  they  cannot  execute  themselves 
owing  to  scarcity  of  help.  They  do 
not  compete  with  the  tailor  but  sim- 
ply make  up  for  the  better  class 
trade  and  are  in  the  same  position  to 
the  merchant  tailor  as  the  wholesale 
woolen  houses  are.  They  ask  the 
tailor  to  make  what  he  can  himself 
and  permit  them  to  help  him  out 
with  the  balance.  They  always  have 
a  full  staff  of  skilled  labor  and  have 
kept  many  merchants  in  business  who 
would  otherwise  have  trade  to  give 
up  owing  to  scarcity  of  help. 


NEW  DYE  HOUSE. 

The  Chipman-Holton  Knitting  Co., 
Hamilton,  are  adding  a  new  dye  house 
to  their  plant  which  will  give  iibout 
8,000  square  feet  extract  floor  space. 
The  new'  building  is  of  brick  i;nd  con- 
crete, one  story  high  with  gabled 
roof.  Latest  machinery  for  dyeing 
and  handling  the  goods  with  the  least 
amount  of  trouble  and  greatest  sav- 
ing    of     time   W'ill  be  installed.    The 


■.'•."' 


This  illustration  shows  the  iii<,crior 
or  hidden  construction  of  Piccadilly 
Brand  Coats  and  why  they  iiold  their 
shape. 
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You  Can  Guarantee 
These  Suspenders 


//  \v 


Because  the  ALL-FABRIC  "CHESTER"  will 
back  up  as  strong  a  guarantee  as  any  reason- 
able man  will  ask  for. 

You  can  get  a  strong  seller  and  a  big  seller 
when  you  stock  the 

Canadian  Made 

CHESTER 

SUSPENDERS 

Here's  one  point^the  "stretch"  is  Iq  the 
back  where  it  is  needed.  There's  no  strain 
on  the  edges  of  the  button-holes. 
Patented  fabric  ends,  chemically  toughened 
wear  points,  and  solid  woven  inserted  back 
buttonholes  are  features  that  bring  back 
customers  "  for  another  pair  of  those  good 
suspenders." 

You  don't  have  to  sell  them.  Just  show  them. 
They  will  sell  themselves. 
Send  for  a  sample  dozen.  $4.25  for  the  semi- 
elastic  model — $4.50  for  the  all-elastic.  Order 
from  our  factory  or  from  the  Winnipeg 
Warehouse. 


chester  line 
guarante'ed 


HALLS,  LIMITED 


Manufacturers 
BROCKVILLE,   ONT. 


FULL  STOCK  CARRIED  AT  OUR  WINNIPEG  WAREHOUSE.  148  PRINCESS  ST. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


372 


MEN'S    FT' ](  NTS  ITER 


Dry  Goodit  Revieti 


TOOKE 

FOUR-PLY  COLLARS 


HERALD  SQUARE 


To  Retail  at  2  for  25c. 
THEY  FIT 

These  new  4-ply  2  for  a  quarter 
collars  enable  you  to  gi^  e  your 
customers  better  collar  \  alue 
than  thev 


Close  fitting,  with  the  popular  square  corners. 

Heights:   li,  If,  2,  2{  inches. 

In  quarter  sizes. 


can  get  in 
any  other 
brand,  and  at  the  same  time 
make  for  yourself  a  most  satis- 
factory margin  of  profit. 

Styles  are  new — shapes  are 
catchy,  as  these  illustrations 
show — you  get  them  in  four-ply 

at  $1.00  a 
dozen — 


CURTISS 

Close  fitting — will  stay  close.     Heights:    1^ 
and  2  inches.     In  quarter  sizes. 


MONOi^LAiNK 


the  materials  and  workmanship 
are  first  class,  and  they  are 
''jyiaae  in  (^anaaa. 

Toohe  Soft  Cjo/Jars 

with  or  without  ties  to  match,  are  g'oinj^  to  be 
great  favorites  this  suiiiiiior.  Our  ran^-e  ot  shade* 
and  patterns  is  superb.     Better  get  your  orders  in  now 


A  distinctive  shape.    Close  fitting  effect,  with      great  favorites  this  suiiiuior.     Our  range  ot  shades 

plenty  ot  tie  room.     Heights:   lij   and 
2  inches.     In  quarter  sizes. 


TOOKE  BROS.,  Limited 


Montreal 


Manufacturers  of  Shirts.  Collars,  Cuf?s,  Neckwear 


and  Importers  of  Men's  Furnishings 


Please  mention  The  Revieu'  to   Advertisers  and  Their  Travelers. 
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CAMPBELL'S 

LINEN  THREADS 


Vy^HETHER  for  household  or  for 
manufacturing  purposes 
CAMPBELL'S  LINEN  THREADS 
are  the  most  satisfactory  to  handle; 
our  steadily  increasing  sales  are 
witnesses  of  their  popularity.  They 
are  uniform,  strong  and  smooth, 
and  are  made  solely  from  the  finest 
quality  flax. 

You  will  be  pleased  with  the 
prompt  delivery. 

ALL  LEADING  WHOLE- 
SALERS STOCK  CAMPBELL'S 
THREADS. 


AGENTS    FOR  CANADA 


John  Gordon  &  Son 

Toronto  Montreal  Winnipeg 


Ftcase  mention    1  he  Kevieiv  to    .-ta^-ertisers  uml    I  hnr    /  nu'clrrs. 
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To  the  Trade 


April 


DRESS  GOODS 


M'c  rt'iilizc  the  iiii|Hir(;iiicc'  of  having  a  fnl!y-a.~-(irU' 1  .-tock  at  tin.-  season  of  the  year. 
when  .-(I  iiiany  nicrcliants  are  getting  shoil  of  the  Icat^ing  lines,  for  the  Spring  sea- 
son's Im-inoss. 

Yon  will  sec  from  the  stuck  in  oav  warchonses  and  -ani])lcs  in  the  hand-  of  onr  tra- 
velers that  we  have  l)ronght  into  being  a  >tate  of  affairs  not  in  existenee  with  ns  here- 
tofore. \\c  are  coniidcnt  that  o".U'  podlinn  in  "rZ/v-.s-.s-  (/ixxIk"  at  present  is  worthy  of  yonr 
(  nnsid.ci'alion. 

The  fnllowing  are  the  Icachng  le.xture-  and  sliades  in  demand  at  present: 


Textures 


]h)mc-pnii.  r>annockbnrn  Tweed,  Pencil  Stripe  Snitings,  Worsteds,  Broadcloth>.  I'ana- 
nias,  Coating  Serges,  Cheviots,  Bcngulinc  Stripes.  .Tacqnard  Weaves,  French  l-'lannei. 
Wool  Cashniere.s,  Lustres.  Taffeta  a  id  Satin  Cloths.  Silk  and  Wool  Poi)lins,  Figured 
Silk  Eolienne,  Silk  and  AYool  Crepe  de  Chene.  Silk  and  Wool  \'oiles  and  Marqui.setle. 
Poulard   Silk.    Delaines   in    Silk    Strijic.   Moi'al.  Si)ots  and  Sprays. 


Shades 

Cream,  Panama,  Reseda,  Anemone.  Iwimier,  Tonrti'relle,  Steel.  Manillc.  Platane,  Cara- 
mel, Yiolette,  Raisin,  Serpent,  Corintlie,  (iolielin,  Snede,  Cedar,  l\'r.-an.  Mode  Ro.<e, 
Castor,  Mou.sse,  Ivy.  Scahiense,  .\me'liyst.  Uron/.e,  Havana,  Madnro.  Sevres.  Gendarme. 
N'ultnre,   Vert,    l^ihio,    Navy,    I'.lack. 

NOW  IN  STOCK 

John  Macdonald  &  Co., 

TORONTO 


LIMITED 


Please  iiifiitioii   The  RcTie'v  to   .Idicrtiscrs  and  Their  'I'rii:elers. 


"SUCCESSFUL  MERCHANT5  PUT  A  RECEIPT  IN  EVERY  PARCEL". 
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WHERE  KNOWLEDGE   IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages.  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 
sulijects  :  Window  Trimming,  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
, $3.50 

Window^T  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.    Handsomely  bound  in  cloth. 

Price,    prepaid    • $1.2S 

Sales  Plans 
A  collection  ol  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding ..$2.50 


Card  Writers'  Chart 


iiililliiliiiiiii 
Hiliilllillliilii 

ie'F:Q^:iiiiii 


Retail  Advertising 
Complete 

This  book  covers 
every  known  miHhod  of 
ulvertising  .-i  retail 
I'UsinesE  ;  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them    $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  sludent  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
pertaining  to  this  interesting  subject  nnd 
over  three  hondrtd  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
postpaid    (or   $2.50 


A  complete  course  m 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice.  Punctua- 
tion, Composition.  Price 
Cards,  Directory  Cards. 
Spacing,  Color  Combi- 
nations. Mixing  Colors, 
Ornamentations.  Ma- 
terials Needed.  etc. 
Price    post    paid    ....$1.50 


Koester  System  of  Draping 

A  complete  self-instructor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 
with  drawings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 
is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  nrtis- 
tlcally.    Price,    prepaid    WOU 


All  books  sent  postpaid  on  receipt  of  price 

MacLEAN    PUBLISHING    CO,,  Technical  Book  Dept. 


143-149  University  Ave. 


TORONTO 


Please  meittiflu    The   AVj-iVtc  to   .Idvcrtiscrs  and   I'hrii    I  iirrclcrs. 
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Issued  1st  and  15th  of 
each  month. 


Office  of  Publication,  U3-149  University  Avenuejoronto 


April  15,  1911 


A   semi-monthly  newspaper  devoted  to  the  Cana- 
dian   dry  goods  and  kindred  trades. 


J.  B.  MACLEAN 
A.  B.  CASWELL 


DIRECTORS : 


President 
Managing  Director 


Cable  Address: 
Macpubco,  Toronto.  Atabek,  London,  Eng, 


CANADA- 
montreal 
Toronto     - 

WiNNIPEO 

Vancouver, 

GREAT  BRITAIN - 

London,  Eng.        E. 

Manchester, 

UNITED  states- 
New  York 

FRANCE- 
PARIS 


CHIEF  OFFICES: 

701-702,  Eastern  Townships  Bank  Building 

.       .       .        -      143-149  University  Ave^ 

Telephone  Main  7324 

.       .       .       -       511  Union  Banli  Building 

Telephone  3726 

H.    Hodgson 

Room  11  Hartney  Chambers 

J.  Dodd,  European  Manage-.,  88  Fl^eetSt^,  E^^^^^ 
H.  S.  Ashburner,  92  Market  Street 


R.  B.  Huestis,  115  Broadway,  N.Y. 
Telephone  2-282  Cortlandt 

John  F.  Jones  &  Co., 
31  bis  Faubourg,  Montmartre 


SUBSCRIPTION    PRICE: 

Canada   Great  Britain    Umtd  St        ^  ,,^^ 

South  Afi-ica  and  the  West  Indies  *       ' 

„         ,    .  .  .        •        %o  a  year 

other  Countries     -       -       -       -  ^.^^^^^ 

Single  Copies     -       -       -       - 

Invariably  in  advance. 

ADVERTISING  RATES-12  MONTHS  (24   ISSUES) 

One  page 

"  half  page 

"  quarter  page. 
"  eighth  page . 
"    inch  


$600 

360 

200 

125 

60 


So  far  as  the  retailer  is  concerned,  The  Millmery 
Review  seemed  to  meet  an  immediate  need      ioits 
readers  a  service  in  every  sense  as  good  and  m  some 
respects  better,  will  be  given  through  fe  midmonth 
number  of  The  Dry  Goods  Review  which  will  now 
be  sent  them  in  lieu  of  the  millmery  paper.     Such 
departments  as  dress  accessories,   fancy   goods  and 
ready-to-wear  garments,  which  are_  always  strongly 
featured  in   The   Dry   Goods  Review   will  contain 
much  information  of  direct  interest  to  the  millinery 
department,  and  in  addition  to  this,  the  art  of  dis- 
plav  department  and  general  merchandising  articles 
will  have  broader  but  none  the  less  practical  bearing 
While  a  good  paid-up  subscription  list  is  the  hrst 
essential  in  a  trade  newspaper  that  would  serve  its 
field   .'satisfactorily,   the   revenue   fronn   that   source 
alone  falls  far  short,  if  high  standards  are  to  be 
maintained.     In  the  case  of  The  Millinerv  Review 
the  revenue  from  other  sources  was,  at  best,  most 
^pasmodic  and  in  every  sense  inadequate  to  warrant 
continued  publication  as  a  separate  paper 

To  advertisers  of  millinery  goods  and  dress  acces- 
..ories  carried  in  millinery  stores  and  departments 
the  midmonth  number  of  The  Dry  Goods  Review 
will  undoubtedly  appeal  as  a  particularly  attractive 
proposition.      Not   only   will   they,   through   it,   be 
placed  in   direct  touch  wath  dry   goods  merchants 
from   one  end  of  Canada  to  the  other  who  carry 
millinerv  goods  in  some  shape  or  form    but  also 
with     exclusive     millinery      stores      and     depart- 
ments    who     have     always     shown     a_    practical 
interest       in       The       Millinery     ^Review       and 
many      of      whom      have      m      different      ways 
acknowledged  its  value  as  a  reliable  buyer  s  guide, 
and  a  helpful  source  of  applicable  information  to 
the  matured  milliner  as  well  as  to  beginners. 


A  Change  Affecting  Canadian  Millinery  Review. 


THE   Canadian   Millinery   Review  which   has 
been  issued  as  a  separate    publication    tor 
about  two  years,  will  henceforth  be  incor- 
porated with  the  midmonth  number  ot  Ihe 
Dry  Goods  Review. 

This  change  is  made  not  because  of  any  jack  ot 
annreciation  on  the  part  of  the  Canadian  retail  milli- 
nery Sade  The  subscription  lists  of  The  Mi  inery 
Review  show  that  fully  90  per  cent,  of  the  miHinery 
stores  and  departments  in  Canada  are  bona  hde  sub- 
scribers. 


Don't  Take  it  for  Granted. 

AT  a  meeting  of  creditors  of  a  retail  concerii 
which  failed  recently,  it  was  discovered 
that  the  expense  of  doing  business  was 
about  23  per  cent,  of  the  turnover,  that  the 
merchant  had  expended  much  money  during  the 
past  two  years  in  endeavoring  to  keep  up  appear- 
ances, had  retained  a  larger  staff  than  necessary  and 
had  in  order  to  attract  attention,  concentrated  over 
stroiigly  upon  special  sales  and  other  superhcial 
means  of  advertising. 
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Investigation  proved  that  the  turnover  was  not 
sufficient  to  warrant  the  expentUture  for  operating 
purposes,  and  that,  in  fact,  the  merchant  liimself  had 
but  a  vague  idea  of  what  it  was  costing  hina  to  carry 
on  business.  In  marking  regular  lines,  he  followed 
the  custom  adopted  for  years  of  allowing  about  18 
per  cent,  for  expenses.  One  fact  he  had  overlooked, 
that  steadily  changing  conditions  had  more  than 
discounted  his  estimates  as  to  cost;  that  keener  local 
and  outside  competition  had  necessitated  a  quicker 
and  more  expensive  pace;  that  the  town  had  become 
more  costly  to  live  in.  In  short,  there  had  been 
increase  all  along  the  line,  but  the  merchant  had 
failed  to  meet  it  fully  in  marking  his  goods.  Though 
a  believer  in  advertising,  and  in  many  other  respects 
a  wideawake  merchant,  he  had  ignored  the  import- 
ance of  systematic  analysis  of  expenditure  with  the 
object  of  striking  safe  selling  prices. 

In  many  towns,  merchants  have  adhered  to  the 
same  expense  percentages  for  years  and  have  come 
out  to  the  good,  but  other  towns  are  so  situated  that 
cost  of  doing  business  is  very  deceptive  and  the  mer- 
chant must  be  eternally  vigilant.  Lack  of  system 
is  always  dangerous. 

Recent  cRses  also  point  to  the  absolute  fallacy  of 
carrying  old  stock  which  in  the  annual  inventory 
were  estimated  at  beyond  their  present  worth,  the 
merchant  having  anticipated  values  that  were  in 
every  sense  fictitious.  This  is  a  plan  which  surely 
court^s  disaster. 

Special  sales  that  have  direct  advertising  value 
are  all  right  when  employed  judiciously,  and  not 
allowed  to  detract  from  regular  goods;  take-it-for- 
granted  figures  are  only  safe  when  backed  up  by 
a  system  which  speaks  the  absolute  truth,  and  antici- 
pation is  dangerous  when  it  appraises  probabilities 
as  present-day  facts.  With  steadily  changing  mer- 
cnandising  conditions,  in  which  the  retailer  mu.st 
have  an  account  of  every  dollar,  these  are  things 
which  he  cannot  afford  to  disregard. 


Is  Your  Advertising  Rusty  ? 

A  MERCHANT  who  had  very  little 
serious  opposition  of  any  kind_  \u 
his  locality  oidy  used  advertising 
space  in  ■ "  the  local  paper  during 
certain  seasons  of  the  year  and  then  very 
.sparingly,  refused  one  year  to  consider  advertising 
of  any  kind.  He  said  he  .saw  no  immediate  results 
and  that  he  did  not  think  it  necessary.  Prior  to 
dropping  out  he  had  been  induced  to  take  a  ])age 
.space  as  an  experiment,  after  a  great  amount  of  hard 
work  on  the  part  of  the  pul)lisher,  but  ho  gave  the 
latter  to  understand  that  if  it  did  not  work  wonders 
he  would  give  up  advertising  altogether  and  issue  a 
dodger  once  in  a  while  instead. 

The  page  was  run  and  result-s  were  not  satisfac- 
tory— at  least  the  merchant  said  they  were  not.  The 
])ubli.sher  had  exhausted  his  i)crsuasive  powers  in  en- 
deavoring to  get  the  merchant  to  use  the  space  in 
such  a  way  that  it  would  have  a  direct  ajiix'al  to  the 
purses  of  his  customers.  But  the  merchant  said : 
"No,  these  people  have  got  to  be  told  what  kind  of  a 
store  this  is,"  and  one-half  of  nis  space  was  u.^^ed  for 
a  general  boo.st  for  the  store,  and  the  other  half 
contained   some    nui.sty    descriptive       matter   about 


goods.  In  the  meantime  the  mail  order  houses  were 
feeding  the  people  with  hot  stufi'  which  lielped  them 
to  place  orders  right  off  the  bat. 

The  publisher  said  to  the  merchant,  "Your  kind 
of  advertising  is  all  right  once  in  a  while,  but  you 
nmst  follow  it  up  with  something  about  values;  it  is 
not  aggressive  enough  the  way  you  are  going  on. 
When  your  salesman  shows  a  customer  some  goods, 
he  empha.sizes  their  desirability  in  accordance  with 
values.     You  don't  do  it  in  your  adverti.sing." 

The  merchant,  however,  took  his  stand  by  the 
fact  that  the  people  knew  all  about  his  goods  and 
prices  and  that  sooner  or  later  they  would  appre- 
ciate him.  Just  about  this  time,  however,  he  lost  one 
of  his  best  clerks.  The  young  man  causevi  some 
flutter  by  announcing  that  he  was  going  to  open  a 
store  in  the  next  block.  His  former  employer  pre- 
dicted failure  for  him,  but  the  young  man  went 
ahead,  got  his  stock,  took  two  moie  salesmen  from 
his  former  employer,  not  because  he  induced  them 
to  leave  but  because  they  wanted  to  go,  and  opened 
up  on  a  Saturday.  He  had  used  a  page  in  the  local 
paper  to  announee  the  opening  and  he  quoted  .some 
verj'  attractive  values.  He  had  ,«een  where  his  form- 
er employer  had  made  a  mistake  and  each  week  his 
advt.  was  full  of  real  live  news.  The  result  was  that 
he  drew  a  large  share  of  trade. 

The  publisher  who  tells  this  story,  and  who  now 
says  the  merchants  in  his  town  are  as  live  advertis- 
ers SLS  any  in  the  country,  states  that  he  called  upoJi 
the  older  merchant  about  one  month  after  his  com- 
petitor had  opened  up  and  induced  him  to  again  use 
space.  "I  think  I  shall  go  in  for  a  very  dignified 
stand,"  said  the  merchant.  "Certainly  I  .shall  not 
adopt  the  same  lines  as  my  young  friend.  I  shall 
run  a  series  of  talks  about  our  reputation,  about  our 
development,  about  the  excellence  of  our  goods." 

"You  will  do  nothing  of  the  kind,"  replied  the 
publisher,  "You  are  going  to  run  snappy  news  about 
your  different  lines;  use  prices  frequently  to  prove 
them.  You  will  make  no  statement  tliat  you  can- 
not follow  up  with  actual  figiu-es." 

The  merchant  agreed  to  try  it  that  way  for  a 
while,  and  as  a  result  he  is  now  a  regular  advertiser, 
still  holding  the  bulk  of  the  locality's  trade  and  his 
former  clerk  is  doing  well  too.  The  merchant  who 
persists  in  giving  his  customer  the  news  about  his 
goods  will  iiiid  that  advertising  pays. 


All  in  the  Day's  Work. 

Peoi)k'  ajipreciate  the  efforts  of  the  merchant  who 
makes  it  easier  for  them  to  do  their  shopping.  Im- 
proved equipment  for  displaying  goods  and  for  serv- 
ing customers  may  be  relied  upon  to  pay  for  them- 
selves ]>rovi(l(Ml  they  are  properly  used. 

*  *        * 

"He  docs  not  take  his  own  i)romi.-^es  seriously"  !S 
an  opinion  of  liim.-^elf  which  every  salesman  should 
guard  against.  If  he  aims  at  high  reputation,  his 
word  is  one  of  his  most  sacred  a.^sets. 

*  *        * 

It  is  not  enough  tbat  a  young  man  be  .satisfied 
with  doing  a  tiling  well.  Contentment  with  oneself 
is  a  dangerous  thing  so  long  as  there  is  any  ]-»ossibil- 
ity  of  improviMiient. 
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How  Would  You  Reply  to  this  Customer? 


HERE  is  a  case 
where  a  cus- 
tomer has  either 
misunderstood  the 
merchant's  emphasis 
on  the  words  "  high- 
class,"  or  the  sales- 
man has  failed  to  size 
up  the  customer  cor- 
rectly. 

This  customer  had 
entered  the  store  with 
the  fixed  intention  of 
buying  a  cheaper  ar- 
ticle than  that  shown 
him.  Probably  he  had 
never  spent  more 
than  25  cents  for  a 
neck-tie. 


Customer — I  have  never  paid  that  much  for  a  neck-tie. 
I'm  afraid  you're  too  high-class  for  me.  A  cheap  tie  wears 
just  as  long  as  a  dear  one.  I  hardly  think  I'll  buy  any- 
thing to-day. 


The  s  a  1  e  s  m  a  n,  in 
keeping   with   the 
standing  of  the  store, 
had  immediately  shown  him  values  beyond  his  customary  price  limit. 


There  are  people  who  become  difficult  when  confronted  too 
suddenly  with  the  term  "  high-class. "  They  have  to  be  brought 
along  gradually.  A  skillful  salesman  could  probably  induce  this 
man  to  take  a  better  article  and  convince  him  that  he  had  gone 
to  the  right  store  to  buy  his  neckwear. 

How  would  you  handle  this  situation  ? 
For  the  three  best  answers,  the  following  prizes  will  be  paid: 

FIRST  SECOND  THIRD 

$3  and  Revieto  joT  One  Year.      $2  and  Revierx)  jor  One  Year.      $1  and  Review  for  One  Year. 

All  contributions  to  be  published  in  one  issue  of  The  Review. 

This  competition  is  not  confined  to  salespeople  in  departments.  It  is  an 
opportunity  for  any  member  of  the  staff.  This  contest  will  be  a  monthly  feature 
of  The  Review. 

Address  all  answets  to  The  Editor  of  'Uhe  T>ry  Qoods  T^eVieW,    143-149  University  Avenue,   Toronto 


Flease  mention  I  he  Review  to  Advertisers  and  Their  Travelers. 


Reversible  Fabrics    for   Fall 

Scotch  Effects  in  Grey,  Tan  and  Pheasant, 
Toned  Up  With  Flecks  of  Bright  Color,  are 
Attractive  —  Nigger's  Head  and  Boucle  Effects 

The  Fall  collection  of  sample  lines  of  dress  fa- 
brics is  now  rapidly  being  made  up.  The  later  pro- 
ductions coming  to  hand  from  the  foreign  manufac- 
tvu'ers  show  that  the  importance  of  woolen  materials 
in  heavier  weights  is  increa.sing.  Materials  for  street 
wear,  54  in.  wide,  run  from  11  to  13  oz  to  the  yard. 

The  range  of  materials  is  a  wide  one.  Serge  is 
still  the  leading  fabric,  but  the  serges  now  selling  are 
softer  in  finish  and  wider  in  the  wale.  Considerable 
interest  is  manifested  in  cheviot  serges.  Cheviots  and 
cheviot  effects  are  exceedingly  well  represented. 

Scotch  effects  are  strong,  principally  in  grey,  tan 
and  pheasant  mixtures  toned  up  with  flecks  of 
bright  color.  These  are  well  shown  in  every  line  and 
doubtless  will  be  very  well  taken  as  they  are  most 
attractive.  Fine  qualities  of  mannish  worsteds  are 
being  shown  in  many  styles  and  finishes.  Nickel 
greys  and  Oxfords  are  well  represented  and  many 
of  them  show  hair  line  stripes  in  color.  Hair  line 
and  chalk  line  stripes  are  extensively  used  and  there 
is  an  increasing  feeling  in  favor  of  these  stripes  in 
the  new  Coronation  colors. 

Both  diagonals  and  stripes  will  be  much  in  evi- 
dence this  Fall,  and  many  of  the  new  mixture  cloths 
contain  a  suggestion  of  a  striped  or  diagonal  under- 
pattern.  Checks  in  the  same  effect  are  also  shown 
but  are  not  in  ns  strong  a  position  as  stripes. 


Nigger's  head  and  boucle  effects,  panne  cloths 
and  zibelines  with  long  lustrous  hairs  laid  close  to 
tne  surface  may  be  classed  among  the  high  novelties. 
Katine  was  introduced  as  a  novelty  last  year  and 
made  some  headway. 

This  year  the  weave  has  been  improved  and  ra- 
tine and  chinchilla  cloths  promise  to  be  of  import- 
ance as  the  fa-^ihion  tendency  is  all  in  favor  of  soft 
effects  of  this  class. 

Due  to  the  vogue  of  wool-backed  satins,  satin 
finished  Venetians  and  satin  cloths  are  shown.  Some 
of  these  in  the  new  reversible  effects  are  very  hand- 
some and  should  sell  as  they  have  much  of  the  effect 
of  the  more  expensive  wool-backed  satin. 

The  high  novelty  of  the  season  is  found  in  the 
reversible  effects.  Reversil^le  effects  are  shown  in  all 
the  leading  cloths.  Plaid,  striped  and  plain  colored 
backs  in  high  colors  are  shown  and  many  interesting 
color  combinations  are  seen. 

Among  the  novelties  may  be  included  reversi])le 
materials  of  silk  and  wool.  Serge  silk  is  shown  with 
a  cashmere  back.  The  silk  is  of  one  color  and  the 
back  presents  a  contrast. 

In  light-weight  fabrics  for  dresses  and  costume 
a  high  place  must  be  given  to  wool  delaines.  De- 
laines, both  with  and  without  borders,  have  been 
luimberod  among  the  best  selling  materials  for  the 
present  Spring  and  the  many  merits  of  this  fabric 
have  made  it  a  general  favorite.  It  makes  up  into 
pretty  and  attractive  dresses,  it  wears  well,  and  in 
addition,  washes  almost  as  well  as  a  cotton  fabric. 
Other  light-weight  fabrics  are  voiles,  and  fabrics  on 
tbe  oolionno  order. 
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Priestley ^s  Dress  Goods 

Ready  for  Spring  Sorting 
SOME  OF  THE  POPULAR  LINES 


PRIESTLEY'S 
Hair  Line  Stripes 

Fashionable 

for  Suits 

and  Coats. 

Many  qualities 

and  all 

desirable 

styles. 


PRIESTLEY'S 

Serges 


PRIESTLEY'S 
Shepherd's  Checks 

Every  woman 

wants  a 

Shepherd's  Check 

Dress  or  Coat. 

Priestley's  lines 

are 

satisfactory. 


PRIESTLEY'S 
Voiles 

In  Black  and  Colors. 

The  ideal 

Spring  Dress 

Material, 

Priestley's  Voiles 

do  not  fade. 


Cuts,  as  illustrated,  for  your  retail 
advertising  gladly  furnished  free. 

SOLE  AGENTS  FOR  PRIESTLEY'S  DRESS  GOODS 

GREENSHIELDS  Limited,  Montreal 
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Descriptions  of  Cloth  Illustrated 


Fabric 
No.  1. 

No.  2. 


No.  3. 


No.  4. 


Fd  lyric 

x\o.      1. 

Nos, 

,  2 

No. 

4. 

Fab 

No. 

nc 
1. 

No. 

2. 

No. 

3. 

No. 

4. 

Group  No.  1. 
Silk  striped,  .-^ilk  and  cotton  voile:  .-^ky  blue. 
Shown  by  the  W.  li.  Brock  Co.,  Toi'onto. 
Jjavender,  grey  cotton  voile  over  "Oriental"' 
silk-finished  printed  fabric.    Shown  by  De- 
benhains  (Canada)   Limited. 
Oriental-patterned  cotton  voile;  champagne 
ground,  pattern  in  pink,  grey  and  sapphire. 
Shown  by  the  W.  R.  Brock  Co.,  Toronto. 
Satin-striped  rep   in   natural  color.    Shown 
by  the  W.  R.  Brock  Co.,  Toronto. 

Group  No.  2. 

Cotton   marquisette.    Shown  by  the   \V.   R. 

Brock  ('o.,  Toronto. 
and  3.     Embroidered  Swiss.    Shown  bv  the 

W.  R.  Brock  Co.,  Toronto. 

Silk  striped,  silk  and  cotton  voile.    Shown 

by  the  W.  R.  Brock  Co.,  Toronto. 
Growp  No.  3. 

P^nglish     whipcord,    heavy    printed    cotton 

fabric.    Shown  by  Home  &  Watts,  Toronto. 

Winter-weight  Galatea.    Shown   by  A.   W. 

Binnie  &  Co.,  Toronto. 

Manchester  Flannel.     Shown   by  Home  & 

Watts,  Toronto. 

Winter-weight  Galatea.     Shown  by  A.  W. 

Binnie  &  Co.,  Toronto. 

Fabric  Group  No.  4- 

No.  1.  Black  and  white  striped  surah  silk,  the  lat- 
est novelty  in  dre.ss  and  suiting  silks.  Shown 
by  the  W.  R.  Brock  Co.,  Toronto. 

No.  2.  Warp  and  weft  check  silk  and  mohair 
fabric.  Sample  shown  in  black  and  white, 
but  the  fabric  comes  in  all  the  leading  colors 
and  black.  Shown  by  the  W.  H.  Brock  Co., 
Toronto. 

No.  3.  Double-faced  fabric,  wool  back  silk,  cash- 
mere face  and  wool  cashmere  back.  The 
face  is  violet  and  back  olive  green. 

No.  4.  Porcupine  Voile,  cotton  voile  with  gold 
spot.  Shown  by  the  W.  R.  Brock  Co., 
Toronto. 

Fabric  Group  No.  5. 

No.   1.     Hollow-cut  cord  velveteen.     Shown  by  the 

Ontario  Cloak  Co.,  Toronto. 
No.  2.     Double-faced  satin  cloth,  upper  face  black, 

with  line    stripe   of  peacock    blue;  reverse 

side  peacock  and  black  mixture.     Shown  bv 

F.  D.  Elliott,  Toronto. 
No.   3.     Double-faced  ratine.    Black  and  King's  blue 

check,     one     surface     ratine     and     reverse 

smooth-finished    cloth.     Shown   by   F.    D. 

Elliott,  Toronto. 

Fabric  Group  No.  6. 

No.   1.     Striped     boucle.      Shown    by    the    W.  'R. 

Brock  Co.,  Toronto. 
No.  2.     Navy  serge,  white  pencil  stripe.   New  soft 

fini.sli.     Shown   l)y   the   W.    R.   Brock   Co., 

Toronto. 
No.  3.      Black  and  King's  blue-striped  cotele.  Shown 

by  F.  D.  Elliott,  Toronto. 
No.  4.   lioncle  panne  clotli.     Bright  navy  and  black 

check  with  blue  boucle  strif)e.     Shown   by 

the  W.  R.  Brock  Co.,  Toronto. 


Fabric  Group  No.  7. 

No.   1.     Bannockburn     tweed,     black      and    bronze- 
green  check,  flecked  with  white,  yellow  and 

ICmpire  green. 
Xo.  2.     Scotch   tweed   in   greens  and   greys,   flecked 

with  .sapphire  and  Coronation   red.  Shown 

by  M.  Pullan  &  Sons,  Toronto. 
No.  3.     Fancy  boucle,  cheviot  weave  in  black  and 

moo.se  brown. 
No.  4.     Donegal    tweed,    in  phea.sant,    bronze    and 

stone  grey.    Shown  })y  the  W.  R.  Brock  Co., 

Toronto. 

Fabric  Group  No.  8. 

No.   1.     Saxony  suiting,  nickel  grey  with  pin  stripe 

of  olive  green  and  pattern  of  black  dots  in 

beaded  effect.      Shown    by  Nisbet   &  Auld. 

Toronto. 
No.  2.      Double-faced  black  and  white  fancy  tweed. 

The  stripes  on  one  side  running  lengthwi.-ie 

and  on  the  other  across.     Shown  by  Nisbet 

&  Auld,  Toronto. 
No.  .).     Cross-check,  fine  wool  suiting  in  black  and 

grey.     Shown  by  Nisbet  &  Auld,  Toronto. 
No.  4.     Nickel   grey  worsted    suiting    with    pencil 

stripe  in  Coronation  red.    Shown  bv  Home 

&  Watts,  Toronto. 

Fabric  Group  No.  9. 

No.  1.     Black  and  grey    mixture    tweed    with  pin 

stripe  in  white.     Shown  by  Nisbet  &  Auld, 

Toronto. 
No.  2.     Zibeline    cloth    in    light    and    dark    grey. 

Shown  by  M.  Pullan  &  Sons,  Toronto. 
No.  3.     Boucle  cloth,  mixture,  ground  in  black,  nut 

brown,  tan.    emerald    and    white,    all-over 

boucle  in  black.     Shown    by  the    Ontario 

Cloak  Co.,  Toronto. 
Xo.    1.     Greek  Key  check  .suiting  in  Oxford  mixture 

and  black. 

Fiilirir  Group  No.  10. 

No.  1 .  Heavy,  rough-finished  tweed  cloaking  in 
black,  grey  and  bronze  mixture.  Shown  by 
the  Ontario  Cloak  Co.,  Toronto. 

No.  2.  Double-faced  pin-.striped  cloaking  in  black, 
grey  and  Coronation  red,  reverse  side  black 
and  grey  cros.-^-check.  Shown  by  M.  Pullan 
&.  Sons,  Toronto. 

No.  3.  Chevron  weave  tweed  cloaking  in  tan  and 
black,  reverse,  Scotch  plaid  in  Royal  red 
and  green.  Shown  by  the  Ontario  Cloak 
Co.,  Toronto. 

No.  4.  Plaid  back  polo  cloth.  Showii  by  M. 
Pullan  <fe  Sons,  Toronto. 


Goodwins  Limited,  Name  of  Rea  Store. 

'■(loodwin's,  T.imited."  is  the  new  name  applied 
to  the  Rea  store  in  Montreal.  The  new  company  was 
recently  incorporated  by  patent  in  Ottawa  with  live 
million  dollars  capital.  It  wiis  formed  by  Mr.  D. 
Lome  McGibbon,  with  Mr.  J.  W.  McConnell.  W. 
1\.  Goodwin  and  F.  IL  Ward  as  vice-presidents. 
W.  H.  Goodwin,  as  jn'cviously  announced,  will  be 
general  manager. 
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SWING  INTO  LINE 

SELL  STEELCLAD  (Dress)  GALATEA 

Steelclad  Galatea 

is  suitable  for  more  purposes 
than  any  Galatea  ever  before 
put  on  the  market. 

STEELCLAD  Galatea  is  light 
in  weight,  soft  in  texture,  win- 
some in  color  and  design,  yet  it 
lacks  none  of  the  strength  of  the 
old-fashioned  kind. 

The  Foulard  patterns  have  all 
the  silkiness  desired  for  women's 
use. 

The  standards  and  diagonals 
withstand  the  severest  test  of 
wear. 

STEELCLAD  Galatea  is  the 
ideal  wash  fabric  for  women's 
gowns,  as  well  as  for  children's 
wear. 


Retails  at  Popular  Prices 
28  inches  wide 

You  will  have  no  difficulty  in 
getting  STEELCLAD  Galatea 
from  any  progressive  whole- 
saler. Samples  now  in  whole- 
salers' hands. 


WE  GUARANTEE  COLOR  AND  QUALITY 


DOMINION  TEXTILE  CO.,  LIMITED 

MONTREAL 


Please  mention   The  Review  to   Advertisers  and  Their  Travelers. 
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Where   Fashion  Is  a   Lever 

Vogue  of   Narrow  Skirts  Should   be  Used  as 

Inducement  to  Customers  to  Buy  Better 

Fabrics  Than  Usual. 

Judging  from  the  collection  of  cloths  brought 
out  for  the  coming  Fall  and  winter,  there  is  to  be  no 
immediate  change  in  fashion's  plans,  and  the  nar- 
row skirt  and  short  suit  coat  are  to  rule  for  another 


f)f  two  or  three  yards  on  every  sale.  This  makes  a 
big  difference  to  the  season's  output. 

How  to  offset  this  condition  is  the  problem  before 
the  buyer  when  ."-electing  his  Fall  stock,  and  the  only 
way  out  seems  to  be  to  induce  customers  to  purcha-se 
a  better  material.  If  only  the  buyer  will  keep  this 
idea  in  view  he  .should  be  able  to  come  out  on  the 
right  side  at  the  end  of  the  sea.<on. 

As  a  rule,  women  set  aside  a  certain  sum  for 
purchasing  the  Fall  outfit,  and  irre.spective  of  fash- 
ion's vagaries,  this  sum  does  not  change.    There  is 
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Fabric  group  No.  2.    For  descriptions  see  page  6. 


season.  Naturally,  neither  the  manufacturer  northe 
retail  merchant  are  in  love  with  the  present  fashions 
as  they  are  the  immediate  cause  of  a  material  falling 
off  in  the  returns  of  the  fabric  department. 

It  is  not  that  fewer  sales  are  made,  for  quite  as 
good  business  in  this  respect  is  being  done.  "Alien 
wider  skirts  were  worn  aiid  (oats  were  longer,  six 
or  seven  yards  of  material  v. as  required  for  a  suit 
or  gown.  Now  on  a  conservative  estimate  only  three 
or  four  yards  is  required  and  this  means  a  difference 


gowns  re- 
other  necessary 
the 


so  nuich  planned  out  for  the  .•^uit  and 
quired  and  a  certain  amount  for 
articles.  Say,  for  instance,  that  a  woman  is  in 
habit  of  paying  $10-$12  for  the  material,  the  idea 
will  hold  in  spite  of  the  difference  in  the  length  of 
fabric  required.  Therefore,  now  that  the  number  of 
varus  required  has  been  cut  down  it  will  be  an  easy 
matter  to  get  her  to  pay  the  advanced  price,  when  in 
tne  end  the  amount  spent  is  not  above  that  she  has 
set  aside  for  the  purpose. 


Fabric  group  No.  3.     For  descriptions  s  ee  page  6. 
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BALBRIGGAN   UNDERWEAR 

VOU  need  this  line 
of  men's  under- 
wear. It  brings  you 
good  profits,  many 
friends  and  pleasant 
business  relations. 

Sells  for  fifty  cents 
the  garment,  a  good 
bit  of  which  goes  to 
the  profit  account, 
and  the  purchaser  al- 
ways calls  again. 


IF  A  SAMPLE  WOULD  INTEREST  YOU, 
DROP  US  A  POST-CARD 

JOHN  M.  GARLAND,  SON  &  CO, 

OTTAWA,  CAN. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Fabric  group  No.  4.     For  descriptions  see  page  6. 


With  the  necessity  of  purchasing  about  half  the 
(juantity  of  cloth  she  has  hitherto  required,  she  can, 
of  course,  purchase  one  nearly  twice  as  expensive. 
Wlien  the  average  is  shown  that  she  can  now  buy  a 
much  superior  fabric  than  she  has  been  in  the  habit 
of  wearing,  she  immediately  does  so  simply  because 
it  is  superior.  This  she  will  do  in  nine  cases  out  of 
ten  rather  than  save  the  difference. 


A    Brighter    Color    Scheme 

Indications  that  Change  is  Coming  for  Fall  — 

Paris  is  Showing  Bright  Touches  Under  Name 

of  Coronation  Colors 

Though  navy,  black  and  dark  tones  are  in  the 
lead  now,  there  are  certain  indications  that  a  brighter 
color  scheme  is  due.  Possibly  in  this  market  their 
introduction  will  come  through  the  use  of  trimming 
and  illuminating  colors. 


In  Paris  they  are  showing  bright  shades  under 
the  name  of  "Coronation"  colors.  These  are  show- 
ing in  dress  goods  and  silks  as  well  as  in  ribbons  and 
accessories.  They  are  in  positive  tones  such  as  rich 
purple,  bright  indigo  blues,  crimson,  magenta,  vivid 
greens  and  bright  yellows.  These  colors  are  com- 
bined with  a  masterly  hand  and  whether  it  is  that 
fashion  has  been  preparing  for  the  change  or  it  is 
due  to  the  skill  of  the  dyer  the  effect  is  not  crude 
nor  ill-pleasing.  French  lines  for  Fall  show  these 
high  colors  combined  with  black  in  stripe  and  check 
patterns  and  it  is  in  this  form  that  these  new  colors 
will  come  onto  this  market. 

Black,  blue,  grey  and  brown  in  sombre  shades 
will  have  illuminating  touches  of  vivid  color.  At  the 
Toronto  openings  any  gown  exhibiting  this  tendency 
was  much  admired.  For  example,  black  gowns  had 
soft  girdle  and  band  trimmings  of  purple.  Empire 
green,  or  Royal  blue,  while  dark  blue  was  combined 
with  Coronation  red,  coral,  or  cerise.  Brown  and 
bright  orange  and  yellow  shades  are  also  good. 


Fabric  group  No.  5.     For  descriptions  see  page  6. 
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Braids  for  Fall  Trimming. 

Any  doubt  as  to  the  vogue  of  braids  for  Fall 
trimmings  must  be  speedily  dispelled  by  the  range 
of  sample  patterns  just  issued  by  Canadian  nianu- 
facturcTS.  They  are  suggested  in  all  widths  from  the 
tiniest  loop  edgings  to  braids  of  nine  and  ten  inches 
in  depth,  v/liich  are  intended  for  the  fiiii.sliiug  of 
skirts,  and  comprise  between  thirty  and  forty  varie- 
ties, some  of  them  of  most  elaborate  design. 
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Gilt  Cluny  edge  and  band.    Shown  by  Corticelli  Silk  Co.,  Montreal. 

Many  of  these  designs  naturally  follow  similar 
lines  to  the  fancy  braids  offered  this  Spring.  Others 
are  distinctly  new.  The  old  standby,  military  braid, 
is  offered  in  all  widths.  There  is  a  fine  silk  braid 
made  up  of  alternating  inch-wide  rows  of  military 


^^^:^^>^^>^>  jT >>5,>  V-5  V*? 
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Trimming    Braids    for    Fall.       Shown     by      Corticelli 
Montreal. 


Silk     Co., 


weave  and  of  a  torchon  lace  pattern.  A  heavy  braid 
with  fancifully  woven  edge  has  the  centre  woven  in  a 
Greek  key  pattern  in  fine  silk  tape.  An  inch-wide 
pull  braid  shows  a  satin-laid  strip  and  edge,  which 
makes  it  a  very  effective  trimming.  Others  in  the 
fancy  varieties  are  formed  of  one  or  more  rows 
woven  in  fine  torchon  and  Cluny  patterns  in  silk. 


Progressive 
Merchants 


an 


d 


Milli 


iners 


have  learned  how  we  save 
money  for  them  by  quickly 
making  their  unsalable  goods 
salable— their  dead  stock  new 
and  attractive. 

Our  equipment  is  of  a  size  and 
kind-— most  modernly  equipped 
dyeing  plant  in  Canada — to  en- 
able us  to  re-dye  and  finish 
off-color,  and  old  and  faded 
goods  so  as  to  once  more  make 
them  as  new  goods  fresh  from 
the  mill. 

Take  time  to  go  over  your 
shelves  and  counters  and  pick 
out  the  lines  you're  finding  drag- 
ing  and  send  them  to  these 
works  to  be  re-dyed  and  finished 
as  new  goods. 

For  over  thirty  years  we've  been 
giving  satisfaction  to  merchants 
in  all  parts  of  Canada. 

Milliners  are  delighted  with 
the  transformation  we  effect  in 
finest  plumes  and  feathers  that 
have  become  soiled. 


R.  Parker  &  Co. 

Dyers  and  Finishers 
TORONTO,  -  CANADA 
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Importance   of   Silk   Fabrics 

Satin  Duchesse,   Paillettes   and   Satin-finished 

Fabrics  Will   be   Wanted  — Silk   Poplins   and 

New  Serge  Silks  —  Favor  for  Velvets 

THE  coming  Fall  promis'es  to  show  a  continu- 
ation of  the  present  importance  of  silk 
fabrics  and  more  than  the  average  business 
is  confidently  expected. 
Jobbing  houses  and  large  buyers  are  placing  good 
advance  orders  for  messalines,  satin  duchesse,  pail- 
lettes and  satin-finished  fabrics  of  a  like  nature.  A 
very  large  proportion  of  these  orders  is  for  black  as 
it  is  now  certain  that  black  satin  will  be  wanted  both 
for  suits  and  for  draped  costumes. 

There  is  a  growing  interest  in  the  wool-filled 
satins,  and  the  satin  with  a  twilled  back,  as  well  as 
the  felt  backed  satin  or  satin  feutre,  will  both  be  re- 
quired, the  one  for  costumes  and  the  heavier  cloth 
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Bordered   Delaine  in    Beaded   effect.     Shown  by   tbe    W.    R.   Brock 
Co.,  Toronto. 

for  suits.  The  cutting-up  trade  has  taken  up  these 
faorics  and  suits  and  coats  of  wool-backed  satins  will 
be  included  in  the  Fall  garment  line.  Manufactur- 
ers are  trying  to  interest  the  trade  in  taffetas,  and 
are  showing  an  extensive  collection  of  fancy  effects  in 
Dresden  warp  prints  and  in  Roman  stripes.  These 
silks  are  expected  to  take  for  foundation  and  for 
waists. 

A  feature  that  must  not  be  overlooked  is  the  in- 
creasing sale  of  wide  widths.  Thirty-six  and  forty 
inch  silks  are  rapidly  replacing  the  old  20-inch 
widths  in  colors  as  well  as  in  blacks  and  whites. 

A  Montreal  authority  had  this  to  say  with  regard 
to  silks: — Although  the  long  continued  winter 
weather  has  played  havoc  with  the  predicted  demand 
for  satin  costumes  for  Spring  wear  there  are  various 
indications  that  these  creations  will  come  into  their 
own  at  the  close  of  the  Summer  season,  and  manu- 
facturers and  middlemen  are  preparing  for  another 


KING'S 
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FAMOUS 


■old  by  leading:  Jobbers. 


SCOTCH 


Every  pleoe  perfect 


HOLLANDS 


Scotch  Hollands-  for  neariy  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  In  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND. 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

210  St.  James  Street         -  -  Montreal 


satin  season,  especially  in  the  Duchesse  iind  messa- 
line  varieties  adaptable  for  all  the  soft  effects  now  so 
much  in  vogue. 

In  addition  to  satins,  the  silk  mills  have  all  ready 
to  be  placed  on  the  market  for  Fall  orders  various 
soft  weaves  of  silks,  many  of  them  adaptations  of 


Oriental  Pattern  Delaine.    Sho^n  by  tbe  W.  R.  Brock  Co.,  Limited' 

louisines  which  drape  to  advantage.  There  is  nO' 
particular  effort  being  made  as  yet  to  obtain  Fall 
business  along  these  lines,  nevertheless  demands  al- 
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ready  made,  give  a  general  indication  tl)at  silk.s  will 
have"  a  more  than  average  season  next  Fall.  Many 
of  these  new  weaves  have  certain  features  which  clas'S 
them  at  once  as  probably  attractive  novelties. 

There  is  the  new  serge  silk,  or  sole  serge,  in  a 
weave  resembling  that  of  the  one-time  fine  henrietta 
cloth,  supple  and  firmly  woven,  and  guaranteed  to 
both  wash  and  wear.  It  is  offered  in  a  wide  range  of 
plain  colors,  for  both  suits  and  house  wear. 


As  to  the  fa.«liionable  colors,  while  the  various 
novelties  are  being  offered  for  selection,  indications 
have  not  yet  pointed  definitely  to  one  as  a  favorite 
and  another  as  not.  It  is  pretty  generally  conceded 
here,  however,  that  black,  and  black  and  white  com- 
])inations  will  continue  to  hold  a  strong  position. 
Blues  will  probably , lead  in  the  colors,  being  shown 
in  a  variety  of  shades,  which  include  some  green- 
blue  tones.     Hunter's  green,  moss  and  bottle  green 


Fancy    Grenadines.     Shown    by    Greenshields,    Limited,    Montreal. 


Among  the  silks  intended  for  next  Fall  and 
winter's  afternoon  and  evening  wear  are  the  new 
silk  poplins,  also  in  plain  colors,  a  splendid  wearing 
material  which  is  soft  and  pliable  and  drapes  beauti- 
fully. The  jacquered  .silks  are  very  delicate  mater- 
ials in  a  weave  .similar  to  that  of  the  poplin,  but 
ornamented  by  quaint  jacquered  figures  in  self 
colors.  These  come  in  both  small  and  large  design 
in  pretty  evanescent  effect.  Then  there  is  the  Roman 
cord,  a  washable  silk  of  exceedingly  pretty  design, 
the  cords  running  lengthwise  in  the  silk  about  a 
lialf  inch  apart,  and  the  whole  .scattered  over  with 
satin  spot.'^  in  varying  sizes. 


are  all  being  offered,  and  it  is  thought  that  oli\e 
will  have  a  certain  amount  of  favor,  as  combining 
effectively  with  the  coral  and  geranium  shades  which 
are  suggested  as  Autumn  millinery  tones.  Browns 
are  .shown  in  tobacco  and  wood  shades,  with  a  novel- 
ty which  has  a  reddish  tinge. 

There  is  a  hint  that  red  will  be  popular  with  the 
approach  of  cold  weather,  and  will  be  offered  in 
shades  running  through  a  good  range  of  tones. 
Grays  and  castors  are  shown  in  small  quantities,  be- 
ing tones  much  too  cold  in  effect  for  our  Canadian 
climate. 
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<'rrey   silk   and   wool   mixtures.     Shown   by    GreenshielUs,    Limitefl,  Montreal. 


Silk  Velvets  and  Velveteens. 

Silk  finished  velvets  in  soft  weaves  and  in  all  the 
dark  shades  are  predicted  as  likely  to  be  very  fash- 
ionable for  Fall  wear,  chiefly  in  the  cities.  And  not 
only  the  silk  velvets  in  dress  widths,  but  pile  fabrics 
generally,  including  velveteens,  silk  seal  plushes  and 
imitation  furs  are  being  offered  in  variety.  Whether 
the  fancy  velvets  offered  by  Lyons  manufacturers 
are  taken  up  by  the  Canadian  trade  to  any  extent  re- 
mains to  be  seen,  although  no  doubt  they  will  have  a 
certain  place  among  the  novelties.  Among  these 
novelties  will  be  shown  velvet  spots  on  sheer  grounds 
and  on  satin  grounds. 

Velour  du  nord  is  a  novelty  which  will  be  offered 
for  the  manufacture  of  outer  garments.  In  weight 
and  length  of  pile  it  is  something  between  a  velvet 
and  a  plush.  Silk  seal  plushes  will  be  made  up  into 
dressy  outer  garments,  chiefly  for  afternoon  wear, 
over  calling  and  reception  costumes. 

Velveteens  are  still  in  demand  for  making  up 
into  various  accessories,  especially  as  bags  or  belts. 
Advance  orders  for  the  imitation  furs  have  been  com- 
ing in  well,  with  a  promise  of  a  good  season  ahead 
for  these  fabrics. 


The  Demand  in  Wash  Fabrics 

Marquisettes    and    Printed    Voiles    are    Very 

Strong  —  Cotton  Foulards,  Batistes  and   Allied 

Fabrics  are  Big  Sellers 

While  staple  lines  are  quiet  as  the  trade  is  only 
beginning  to  till  in  requirements,  there  is  consider- 
able activity  in  sheer  goods,  and  in  fancy  printed 
fabrics.  Now  that  the  retail  season  is  opening  up 
and  the  demand  is  increasing,  there  is  considerable 
complaint  of  slow  delivery.  This  applies  particu- 
larly to  marquisettes  and  printed  voiles,  some  lines 
of  which,  at  present,  are  completely  off  the  Canadian 
markets.  Buyers  did  not  foresee  the  strength  of  the 
demand,  and  the  same  applies  tp  the  cutting-up 
trade. 

White  marquisette  is  wanted  owing  to  its  popu- 
larity for  waists  and  dresses,  but  not  a  yard  of  this 
fabric  can  be  obtained  at  present  from  the  jobbing 
houses,  and  the  manufacturers  are  having  recourse 
to  the  retail  trade  for  supplies  and  are  buying  up  all 
(Concluded  on  page  20) 
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Shorter  Knit  Coats  Appearing 

Better   Lines   Being   Taken    and    Earlier   Fall 

Deliveries  —  Manufacturers  Anticipate  Demand 

From   Western   Merchants 

KNIT  goods  manufacturers  state  that  they  an- 
ticipate conditions  better  than  merchants  in 
regard  to  future  demand.  As  is  well  known, 
western  crop  conditions  enter  largely  in  in- 
fluencing merchants'  fall  placing  and  orders  are  not 
given  with  confidence  until  some  forecast  is  possible 
on  general  crop  outlook.  If  manufacturers  waited 
for  this  information  many  merchants  would  be  un- 
able to  procure  sufficient  stock,  and  mills,  therefore, 
this  season  have  been  kept  running  to  capacity  an- 
ticipating crop  forecasts. 

In  some  instances  machines  are  idle  on  account 
of  non-delivery  of  yarns  and  unheard  of  orders  have 
been  placed  by  manufacturers,  hoping  to  overcome 
slow  deliveries  from  Bradford  markets.  In  cases, 
entire  contracts  were  placed  for  immediate  delivery 
instead  of  usual  monthly  shipments,  and  in  this 
manner  far-seeing  companies  have  placed  themselves 
in  an  enviable  position  regarding  stocks. 

Style  Changes  Help  Business. 

Merchants  have  never  yet  overbought  sweater 
coats,  on  account  of  the  unprecedented  demands 
which  have  been  experienced  during  past  seasons. 
Climatic  conditions  have  made  these  garments  staple, 
and  now  the  fact  that  styles  are  changing  frequently, 
business  certainly  will  increase  from  year  to  year. 

Working  men,  too,  street  car  conductors  and 
outside  workers  have  found  sweater  coats  a  winter 
necessity  and  an  average  working  man  wears  a 
sweater  coat  as  a  general  utility  garment  for  eight 
months  in  the  year.  Long,  tedious  Spring  weather 
prolongs  the  time  when  these  coats  are  a  comfort. 
Generally,  sweater  coats  are  used  for  utility  purposes 
and  considered  as  a  necessity.  Constant  wear  makes 
consequent  demand  evident. 

Following  everyday  uses,  changes  are  noted,  and 
a  demand  for  shorter  lengths  is  made  by  merchants, 
who  have  experienced  this  tendency.  Manufactvn-ers 
are  .shortening  sweater  coats  throughout,  owing  to 
utility  features.  Men  ask  for  a  coat  so  that  it  can  be 
worn  more  as  a  vest,  and  coats  are  shown  without  a 
collar  and  between  a  coat  and  vest  length.  Some 
of  the.sc  garments  seen  were  about  25  inches  long, 
and  even  shorter  models  are  shown  in  sample  lines. 

Improvements  in  New  Lines. 

Samples  for  1912  show  improvements  and  clean- 
er, better  finished  garments  are  ready  for  jobbers. 
Lines  are  complete,  except  for  any   new   novelties 


that  may  be  added  after  May  1st,  when  New  York 
markets  are  visited  in  search  of  style  or  suggestion. 
However,  it  is  not  expected  that  any  important 
changes  will  be  seen. 

For  Fall,  merchants  are  taking  moderate  and 
higher  priced  goods,  and  a  comparison  of  average 
prices  show  a  difiference  of  $3.00  dozen  between  this 
season  and  last.  When  it  is  considered  that  actual 
difference  in  labor  costs  are  not  such  a*  factor,  this 
is  commendable,  and  customers  ultimately  derive  the 
benefit.  There  is  nothing  so  unsatisfactory  as  a 
cheap  knitted  garment,  and  merchants  and  manu- 
facturers have  reason  to  know  it  from  past  experi- 
ences. 

In  orders  received  for  men's  sweater  coats  average 
returns  in  50  show  30  grays,  10  cardinals  and  10 
navys.  Ladies'  coats  show  the  same  proportions  on 
white,  grey  and  cardinals.  High  collar  coats  are 
strong  in  the  West,  and  few  cancels  are  expected 
from  Western  merchants.  It  is  a.ssertcd  that  larger 
orders  are  received  on  men's  coats  compared  with 
ladies'  lines,  and  Ontario  reports  from  east  and  west 
travelers  show  bookings  fairly  placed.  Fall  delivers 
is  demanded  for  1st  July  to  Aug  15th.  Coats  from 
25  to  32  inches  for  men,  and  up  to  36-40  inches  for 
ladies  are  taking  well. 

Aviation  Caps  Largely  Taken. 

Canadian  manufacturers  are  enthusing  over  the 
popularity  and  reception  given  by  wholesalers  and 
the  general  trade  to  aviation  cap  samples.  Fall  de- 
mand is  particularly  strong,  and  Canadian  mills 
show  various  color  combinations  .suitable  to  different 
sections.  Several  new  samples  have  been  featured 
after  United  States  novelties. 

Over  fifteen  splendid  colors,  without  counting 
inany  po.ssible  combinations,  are  now  shown.  Every 
shade  promises  to  be  equally  popular,  and  hand  cro- 
chet coarse  mesh  designs  are  taken  on  better  lines 
up  till  this  time.  Ribbon  trimmed  and  wool  ros- 
ette makes  are  mo.st  in  demand. 

Manufacturers  are  including  feather  and  quill 
trimmed  caps,  but  so  far  merchants  have  not  accept- 
ed them  as  a  predominant  feature.  Orders  show 
10  to  1  in  favor  of  usual  lines.  However,  if  feather 
bedecked  aviation  caps  are  now  a  smaller  selling  item 
it  is  ])redicted  a  coming  muuber  accordingly  as  the 
season  advances.  Black  with  satin  ribbon  and  com- 
binations, especially  black  and  purple,  with  an  all- 
black  feather  now  lead  in  orders  for  this  innovation. 
Navy  with  red  and  a  red  featlier  ^\-ill  be  a  good  one. 

One  manufacturer  states  that  over  three  million 
dozen  aviation  caj^s  were  sold  last  season  in  New 
York  alone,  and  looks  for  a  comparative  nm  in 
Canadian  demand  an<l  sales.  When  it  is  considered 
that  these  caps  are  selling  for  Siuumer  outing  wear 
and  their  suitabilitv  to  climatic  conditions  is  noted 
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UNDERWEAR 

offers  economies  to  the  mercnant 
with  perfect  satisfaction  to  the 
wearers. 

Our  exceptional  facilities  for 
manufacture  and  distribution  afford 
advantages  of  quality  and  price  well 
worth  an  investigation  by  every 
alert  dealer. 

WRITS  FOR  INFORMATION  TO 

ONTARIO — C     6t   A.   G.   CLARKE.  Empire  BuUdlng^ 

Wallinston  St.  We«t,  Toronto. 
BRITISH  COLUMBIA— GBO.  A.  CAMPBELL  &  CO  . 

MercMiitll*  Block,  Vancouver,  B.C. 
QUEBEC— ERNEST  HAMEL,  115  St.  Joseph  Street, 

Quebec,  Que. 
MARITIME  PROVINCES — G.  A.  WOODILL,  20  and 

21  Roy  Building,  Halilax.  N.S. 
MANITOBA  AND  THE  NORTH-WEST— WESTERN 

FABRIC  CO.,  «3  Albert  St.,  Winnipeg,  Man. 


Peerless  Underwear  Co. 
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"Beaver  Brand  Knitted  Goods 


are  the 


Trade  Winds  for  1911" 


-AVER 


^^AVER  BRAHO 


The  wise  retailer  is  like  the  fortunate  pilot  who  can  keep  the  ship 
sailing  with  the  winds. 

YOUR  customer  will  like  "BEAVER  BRAND"  because  our  knitted 
goods  wear  well  -  they  fit  well — and  besides,  your  sales  will  in- 
crease, your  profits  will  grow  with  greater  business. 

"BEAVER  BRAND"  is  always  to  be  found  in  the  front  row  of 
high-class  knitted  goods. 

WE  CAN  FILL  YOUR  ORDER  PROMPTLY 

R.  M.  Ballantyne,  Limited 

Stratford,  Ontario 


All  Wool 
Hand  and  Machine  Knitted 

GOLF  COATS 


LATEST 
STYLES, 
COLOURS, 
FINISH. 


PERFECT  FIT, 
LADIES'  and 
GIRLS' 
SIZES. 


LOWEST  MANUFACTURERS'  PRICES 

All  Orders  will  be  executed  through 
your  London  Houses 

A.  T.  SINGER  ^  CO. 

77   FORE   STREET 

LONDON,  E.G.,   -    ENGLAND 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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beside    the   novelty    introduced,    manufacturers    are 
justified  in  their  entliusiasm. 

Regarchng  auto  hoods,  Western  merchants  are 
asking  for  immediate  delivery,  and  advertising  them 
for  boating  and  mountain  trips.  Similar  combina- 
tions of  colors  are  seen  which  are  generally  taken 
to  match  sweaters.  Best  numbers  show  long  throw- 
over  muffler  ties  with  ball  tassels.  ('()inl)inatioiis 
are  a,sked  for  in  the  following  colors,  white,  oxford, 
green  champagne,  smoke,  card,  garnet,  navy,  light 
l)lue,  tan,  brown,  jjink,  pearl,  black,  purple,  lavender 
and  nmstard. 


Creating  Demand  for  British  Made  Fabrics 

For  the  Coronation  and  its  attendant  festivities. 
Queen  Mary  has  announced  that  she  will  wear  none 
but  British  made  fabrics,  and  has  intimated  that  it 
is  her  pleasure  that  the  ladies  of  her  court  should 
likewise  choose  materials  of  British  manufacture. 
Therefore,  the  Frencn  costumers  are  making  a  strong 
./id  for  Pjnglish  |)atronage  by  showing  gowns  and 
suits  made  of  British  goods.  Dre.sses  for  ceremonial 
anu  evening  wear  are  made  of  broche  velvets,  and 
rich  brocaaes,  as  well  as  day  dresses  and  suits  of  vel- 
veteen and  British  suitings. 

Not  only  are  the  court  set  in  England  following 
the  Queen's  lead,  but  there  is  a  strong  disposition 
manifested  l)y  the  smart  world  to  follow  suit,  which 
promises  to  bring  British  made  fabrics  most  strongly 
to  the  fore. 


The  Demand  for  Wash  Goods 

Continued  from  page  1 5 

this  material  that  the  city  and  country  stores  can  let 
them  have.  There  is  a  world-wide  demand  for  mar- 
quisette and  it  will  be  May  before  orders  now  placed 
L-an  be  delivered.  Marquisette  is  preferred  to  voile 
because  of  its  extra  transparency  and  because  of  its 
superior  weave. 

Two-toned  stripes  and  black  and  wliite,  and  white 
and  black  stripes  are  included  in  free-selling  voile 
novelties.  These  are  made  up  either  over  a  white  or 
black  foundation  and  satin  or  velvet  is  often  used 
with  the  voile  as  a  trimming.  Printed  marquisettes, 
voiles,  batistes  and  kindred  fabrics  are  showing  in  a 
l)i<i  vai'ictv  of  l)ordoro<l  effects,  and  form  a  noveltv 


that  is  being  taken  up  with  avidity  by  tlie  city' 
trade.  Cotton  foulards,  lawns,  batistes  and  allied 
fatjrics  of  sheer  construction  are  the  Ing  sellers. 
Printed  fabrics  are  strongly  featured,  and  with  the 
exception  of  ginghams,  there  is  little  call  for  woven 
fabrics.  There  is  some  demand  for  rep)  .suitings  f(jr 
coats  and  in  white,  pink  and  sky  for  children's  wear. 

Prices  for  cotton  fabrics  are  very  firm  and  there 
is  no  prospect  of  piece  goods  Ijecoming  any  cheaper 
for  some  time  to  come.  Even  if  raw  cotton  sliould 
drop,  an  event  that  is  by  no  means  likely  to  hai)pen 
according  to  present  prospects,  it  could  not  immedi- 
ately affect  the  price  of  piece  goods,  as  manufac^tur- 
ers  are  working  on  a  margin  whicli  they  regard  a.- 
altogether  too  close  to  be  prohtable. 

There  is  an  increasing  .sale  of  cotton  fabrics  for 
Winter  wear,  due  to  the  increa.sing  enlightenment  on 
sanitary  matters,  and  to  the  better  heating  facilities 
in  modern  houses.  The  cotton  hou.se  dre.ss  is  more 
comfortable  and  more  cleanly  that  that  of  wool  and 
its  sale  for  Winter  wear  is  increasing.  Mothers  are 
also  beginning  to  appreciate  the  utility  and  health- 
fulness  of  the  cotton  dress  for  children's  wear,  and 
both  doctors  and  teachers  are  its  strong  advocate. 

These  influences  are  making  themselves  felt  in 
an  increasing  demand  for  cotton  fabrics  .suitable  for 
Winter  wear. 

Ginghams  are  now  an  all-the-year-round  fabric, 
and  the  possibilities  of  cotton  foulards  are  being  con- 
sidered at  present  by  many  buyers.  Galateas,  made 
in  a  special  weave  and  with  a  soft  finish  for  Winter 
wear,  and  other  special  fabrics  are  being  taken  by  the 
makers  of  children's  dress. 

Marquisettes  and  voiles  are  excellently  adapted 
for  party  dresses.  Even  now  these  fabrics  are  being 
trimmed  with  satin  or  velvet,  and  when  the  mercer- 
izing process  is  properly  attended  the  cotton  fabric 
is  almost  equal  in  appearance  to  the  higher-priced 
silk  and  wool  voiles. 


What  Would  You  Say  to 
This    Customer? 

See  page  3. 
MONEY  PRIZES  FOR  BEST  ANSWERS. 


Increase  Your 
Salary  $5  to 
$10  per  Week 

Maclean  Publishing  Co. 

143-149  Univeriity  Ave. 

TORONTO,  ONT. 


.Acting  as  circulation  representative  for  the  MacLean  Publishing;  Com- 
pany is  in  itself  an  excellent  business  training. 

By  looking  after  the  new  and  renewal  subscriptions  of  their  thirteen 
publications  you  can  increase  your  present  income  at  least  $5.00  each  week. 

One  hour  a  day  is  ample  time  to  enable  you  to  earn  this  salary. 

Competent  representatives  will  be  given  charge  of  our  entire  business 
in    their    respective    towns — securing  renewal  orders  also  new  business. 

This  work  is  pleasant  and  does  not  require  experience. 

No  matter  what  size  your  town  may  be  there  is  plenty  of  opportun- 
ity for  a  circulation  representative  of  The  MacLean  Publishing  Comp.iny, 
to  earn   five  dollars  every   v. eek,  in  addition  to  his  present  salary. 

Write  at  once  for  partici'.ars. 
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TRADE    MARK. 


TRADc   MARK 


ASK     FOR 


BURNLEY'S  WOOLS. 


REGISTERED. 


REGISTERED 


Scotch 

Fingerings, 

Vanguard, 

I5's,  12's 

Fine.l 

Hosiery 

Yarns, 

&c.,  &c. 


,is 


"^^'^jih!^  ^t^ 


Soft 

Knittings, 

B.     Imperial, 

Soft  Spun 

Vanguard 

Fine. 

0|  and  00 

Worsteds, 

&c.,  &c. 


THOMAS    BURNLEY    &    SONS.    LIMITED 

MANUFACTURERS  OF  SCOTCH  FINGERING  &  KNITTING  WOOLS. 

GOMERSAL  MILLS,  nr.  LEEDS,  ENGLAND. 

AGENT:— DAVID  M.  CHORLTON  30  HOSPITAL  STREET,  MONTREAL 


^  THE  KIND  THAT  WILL  NOT  SHRINK  ^ 


We  can  conceive  no  stronger  guarantee 
than  that  which  we  give  with  every  garment 
of  ' '  Ceetee ' '  Underwear — that  ' '  Ceetee ' '  posi- 
tively will  not  shrink !  No  frills  to  this  state- 
ment :  just  a  straightforward  guarantee,  back- 
ed by  our  undertaking  to  instantly  replace  any 
faulty  garment. 

Think  what  such  a  guarantee  means  in  re- 
commending ' '  Ceetee ' '  to  your  customers ! 

Make  generous  provision  for  this  plienoinen- 
al  seller  when  next  ordering. 

The  G.  TURNBULL  GO.  otGaiutd. 


G«LT 


TRADE 


THE  HALL-MARK  OF  Regiitered  No.  262.005 

Maximum  Comfort  and  Durability 
at  IMinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in    the   TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE   FIVE.     By  this  process 
theWEIGHT  and  STRENGTH  ot  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 


To  be   had  from    any  of   the     Leading 
Wholesale  Dry  Goods  Houses 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Laces  for  June  Selling 

Point  de  Venise  Strong  at  Present  — Great  Demand 

for  Bandings  —  Cluny  in  All-Linen  Threads 

Much  Wanted 

LACES  have  proved  to  be  a  feature  of  this  sea- 
son's dress  accessories  to  an  extent  beyond 
the  most  sanguine  hopes  of  importers  and 
wholesalers. 
All-over  laces  have  received  so  many  repeat  or- 
ders, that  import  firms  have  been  kept  busy  cabling 
for  them.  Yokes  and  undersleeves  are  seen  in  so 
many  of  the  new  dresses,  and  chemisettes  are  so 
much  worn,  that  scarcely  a  woman  but  will  require 
one  or  two  of  these  useful  accessories  in  her  ward- 
robe. As  the  detachable  variety  of  chemisette,  which 
can  be  worn  with  several  dresses,  and  laundered  quite 


independently  of  the  dress,  is  the  gen- 
eral favorite,  and  as  these  are  quite 
easy  to  make,  most  women  are  buy- 
ing the  goods  by  the  yard  in  preference  to  the  ready- 
made  article.  Many  dre.sses  are  shown  without  yoke 
or  undersleeves,  and  may  either  he  worn  in  Dutch 
neck  effect  or  the  chemisette  added. 

All-over  laces  are  also  used  for  portions  of  the 
l)odice  in  the  new  combination  effects,  into  which 
the  material  of  the  dress,  an  all-over,  and  .=onietimes 
a  banding  also,  are  interwoven. 

All  the  regular  nets  used  for  yokes  and  sleeves 
are  excellent.  The  return  of  point  d'esprit  to  favor 
is  .spoken  of  in  some  quarters.  This  is  a  popular 
article  which  offers  the  merchant  a  very  fair  margin 
of  profit.  Baby  Irish  and  Bru.ssels  nets  are  now  verr 
good. 


NEW    YORK    NOVELTIES    IN 
NECKWEAR. 

The  group  includes  Sailor  collar  of 
pique,  edged  with  Cluny  and  a  line 
of  colored  dots.  Coral,  cadet,  pink 
and  black  are  the  chief  colors  used  ; 
pleated  jabot  trimmed  with  Irish 
crochet  lace  ;  large  square  linen  collar 
with  lines  of  Irish  crochet  lace  and 
edge  of  the  same.  The  sprigs  and 
dots  are  of  hand  embroidery.  Bow 
of  Irish  lace 
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SCARCE    GOODS 


For   Immediate   Delivery 

EMBROIDERY,  FLOUNCINGS,  ah  widths. 

ALLOVERS,    Splendid   Range   of   Patterns. 
NETS  ALLOVERS,  Tucked,  Tinsel  and  Gilt  Effects. 
COLORED  EMBROIDERIES,  Guipure,  Oriental. 
SENT>     US    A    LETTER    ORT>E<R 

SANDERSON'S 

LIMITED 

66  Wellington  St.  West,         -        -        -         TORONTO 


Cluny,  particularly  the  excellent  imitations  in 
all-linen  thread  makes,  is  a  lace  at  present  much 
wanted  for  early  Summer  selling.  It  will  be  seen 
in  wide  and  narrow  bands,  particularly  for  use  in 
linen  dresses.  Real  Cluny  i  will  be  one  of  the  high 
style  trimmings,  both  for  exclusive  lingerie  and 
dressy  models. 

Filet  mesh  bandings  and  trimmings  are  selling 
fairly  well,  but  not  so  widely  exploited  as  was  at  first 
expected. 

Chantilly  laces  have  been  having  another  lease 
of  popular  favor.  They  are  now  being  taken  by  the 
millinery  trade  everywhere,  and  are  also  to  be  seen 
as  a  dress  trimming.  Black  and  cream  are  the  favor- 
ed shades,  but  all-over  Chantilly  lace  and  some  other 
forms  have  been  seen  in  colors.  Blue  and  brown 
were  the  shades  noted. 


Record  Neckwear  Season 

Wash  Lines  are  Already  Being  Featured  —  Sailor 

Styles  Favored  —  Novelties    in    Bows   and    Jabots 

and  Fichus. 

In  spite  of  the  fact  that  the  neckwear  season 
opened  unusually  early,  no  abatement  of  demand 
has  been  felt  or  will  be  felt  for  some  time.  Nineteen- 
eleven  promises  to  be  a  record  season  for  neckwear, 
and  great  variety  of  new  styles  is  presented,  so  that 
the  public  will  have  a  wide  choice  of  novelties. 

Retailers  are  already  featuring  displays  of  wash- 
able neckwear,  and  the  styles  taken  are  far  in  ad- 
vance of  the  iisual  Easter  demand. 


Owing  to  the  early  arrival  of  the  high  style 
features,  repeats  are  already  being  asked  for. 

A  few  of  the  numbers  which  have  been  particu- 
larly well  received,  and  on  which  repeat  orders  will 
undoubtedly  be  registered  from  time  to  time,  include 
the  sailor  collar  and  dickey  of  satin,  with  or  without 
cutfs  to  match,  and  trimmed  with  fancy  contrasting 
silk,  the  Quaker  Girl  collar  of  lingerie,  white  lawn 
with  band  round  edge  of  striped  or  checked  black- 
and-white  lawn,  dickey  to  match,  the  fichu  collar 
with  jabot  front  ends,  and  in  a  variety  of  .shapes,  the 
regulation  fichu  and  the  sailor  collar  in  front  cross- 
over designs  for  wear  with  surplice  waists,  as  well  as 
a  great  variety  of  ordinary  Dutch  collars,  with  or 
without  attached  jabots. 

The  merchant  who  purchases  his  stock  within 
these  lines,  stocking  a  considerable  number  of  the 
popular  varieties,  with  a  carefully  selected  minimum 
of  the  more  extreme,  can  scarcely  fail  to  make  good 
profit. 

Jabots  will  prove  a  reliable  line  in  all  their  vari- 
ous styles.  Side-pleated  and  cascade  effects  are  show- 
ing life  at  the  present  time,  owing  to  their  being 
wanted  for  wear  with  coats  when  furs  are  laid  aside. 
Marquisette  will  be  much  featured  for  the  articles 
which  are  to  go  to  the  tub  from  time  to  time,  and 
yet  appear  as  dainty  and  summery  as  possible. 

Small  bows  of  satin  in  bright  colors  are  worn 
with  smart  tailored  outfits,  both  on  the  soft  and  stiff 
stand-up-turn-down  collars.  They  are  also  used  with 
Dutch  and  other  low  collars.  Bows  of  tissue  and 
lingerie  bows  are  also  seen.  Many  of  the  silk  and 
satin  bows  are  edged  with  contrasting  material, 
checks  being  popular,  and  some  have  little  touches 
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of  beading  or  hand-painted  floral  decoration.  A 
great  variety  of  shapes  is  seen,  floral  effects  being 
favored. 


Striped  and  Floral  Ribbons 

Satin  Sashes  and  Girdles  in  New   Shades,  In- 
cluding Light  Emerald,  Helen  Pink,  Coral  and 
Coronation  Blue. 

So  far,  the  early  predictions  of  the  season  have 
been  fulfilled  in  the  ribbon  line.  Little  of  a  strikingly 
new  character  has  appeared,  with  the  exception  of 
the  conspicuous  wide  stripe  in  solid  color  on  con- 
trasting (generally  white)  ground,  and  the  floral 
efl'ects,  also  arranged  in  wide  stripes.  These  are  fa- 
vorites among  the  millinery  ribbons,  much  black 
and  white  having  been  seen,  though  present  tenden- 
cies point  to  the  siibstitution  of  clear,  bright  color 
effects. 

For  sashes  and  girdles,  of  wliich  the  season  pro- 
mises to  be  most  prolific,  satin  riV)bons,  particularly 


very  attractive  shades  were  clematis,  mauve,  maize, 

putty  and  cerise. 


Round  collar  of  lawn  with  V-sbaped  inseits  of  tucked  'awn  outlined 
witli  Valenciennes  lace.     A  line  of  Val.  insertion  and  an  edge  of  the  same 

lace  finishes  the  collar. 
Jabot   of    hnc   Orifandy.    embroidered    in    polka   and   dots  in    colour,    lace 

edKinR. 

New  turn-over  stock  collar  with  double  jabot,  coloured,  fold   edses   and 

buttons.     Shown  by  Moulton  Manufacturing   Co..  Limited.  Montreal. 

the  soft  duchessc  variety,  seem  to  be  preferred.  Many 
new  and  beautiful  shades  are  offered,  including  a 
very  clear,  bright  emerald  in  medium  to  light 
.'shades,  coral,  Helen  pink  and  coronation  blue.  A 
great  many  pinks  and  ro.>*o-color  cd'ccts  are  seen.  It 
looks  as  if  more  ])iiik,  in  a  wide  range  of  shades,  will 
be  seen  this  summer  than  for  many  sea-sons.     Other 


Sailor   collar   of   pi<iiK',    bound    with    pale   blue  and    trimmed    witli 

pale  blue  star  and  anchor  motifs.    Shown  by  Sandersons, 

Limited,  Toronto. 

Sashes  and  girdles  are  being  shown  made-up,  in 
the  ribbon  departments,  in  great  numbers.  Many 
have  made  flowers,  large  and  small,  as  garniture,  on 
the  ends  or  at  the  waist.  Very  dainty  little  button 
roses  of  the  same  shade  as  the  sash  weighted  the  ends 
of  one  of  the  fancy  .specimens. 

Very  tiny  floral  bodice  garnitures,  made  up  into 
dainty  round  knots,  will  be  worn.  These  consist  of 
a  single  ribbon  flower  with,  perhaps,  a  spray  of 
lilacs,  or  other  small,  artificial  flowers  in  variegated 
l)ut  harmonizing  tints.  Similar  effects  are  u.^ed  in 
wreaths  for  the  hair.  So  great  is  the  demand  for 
this  sort  of  article  that  large  stores  are  now  making 
s{)ecial  display  of  made  ribbon  roses  in  all  sizes,  at 
the  ribbon  counter. 

These  flowers  have  the  usual  rose  hip,  and  a  tiny 
spray  of  maidcnliair  is  added  for  greenery.  Smaller 
ones  sell  by  the  dozen,  larger  at  so  much  apiece.  It 
would  seem  to  be  an  economical  way  of  using  up 
ends  of  ribbon  profitably,  besides  attracting  atten- 
tion and  drawin"-  custom. 


Embroidered  Marquisette  Novelty. 

For  lingerie  dresses  of  the  bett^er  class,  marquis- 
t'tle.  embroidered  in  the  same  way  as  the  fine  Swi.sses, 
is  now  being  offered.  This  is  the  same  fabric  which 
has  leaped  into  )>opnlarity  for  Sunnner  waistv>:  and 
for  collars  and  jabots  of  the  filmy  sort.  A  set  con- 
sists of  deep  flouncing  for  the  skirt,  with  narrower 
bands  for  bodice  trimmings,  etc.,  and  enough  jtlain 
material  to  complete  the  dress. 

Vvvy  dainty  colored  embroideries  were  included. 
as  well  as  black  on  white  ground,  and  plain  wliitc 
ciVccts.  Colors  comprised  lavender.  Saxe  or  Copen- 
bagen  blue,  and  Helen  pink. 


Madame  Sherry  Bag  a  Leader 

Suedes  in  New  Shapes  Constitute  Best  Selling 

Line  at  Present  —  Wishbone  and  Oval  Frames 

— Small  Chatelaine  Purses  Again  Seen 

SUEDE  bags  in  full  range  of  colors,  with  wish- 
bone or  oval  frames,  in  Madame  Sherry  shape, 
and  cordeliere  handles,  are  the  best  sellers  at 
present.     Great  variety,  both  in  mounts  and 
cordelieres,  is  seen.     Prices    range    from    numbers 
which  retail    at    $1  to  $20  styles.     More  expensive 
lines  show  elaborate  cordelieres,  wide,  braided  effects 


The    ivory    bag   of    velvet   or   suede  —  Shown    by 
The  Canadian  Leather  Goods  Co.,  Montreal. 

and  fancy  tassels  being  used.  These  also  have  mother 
o'  pearl  mountings,  which  are  expensive  owing  to  the 
difficulty  in  shaping  them  to  the  curved  frame.  Lin- 
ings range  from  the  popular  moire  to  the  most  deli- 
cate brocaded  silks,  and  some  kid"  linings  are  also 
seen.  In  all  cases  a  shade  contrasting  with  the  out- 
side color  is  preferred.  So  far,  few  of  these  bags 
have  any  inside  equipment  whatever,  the  depth  and 
absence  of  corners  making  them  quite  convenient 
for  change.  The  prevailing  idea  seems  to  be  to  have 
them  flat  as  possible. 

A  high  novelty,  consists  of  a  bag  which  is  liter- 
ally ''flat  as  a  pancake,"  with  thin  metal  momit  and 
soft,  suede  body. 

Small  chatelaine  purses  are  again  seen,  mostly 
in  suede  in  .shapes  to  imitate  the  popular  Madame 
Sherry  and  the  square  bag.  What  the  future  for 
these  bags  will  be  it  is  at  present  impossible  to  pre- 
dicate. 


Metal  mesh  bags  have  seen  con.siderable  revival, 
but  remain  an  article  for  dressy  rather  than  for 
general  wear. 


Popularity  of  Fabric  Bags. 

Fabric  bags  have  from  time  to  time  been  heralded 
to  the  trade  in  this  country,  only  to  prove  such  a 
l)artial  success  that  natural  hesitation  is  felt  in  again 
recommending  them.  Nevertheless,  every  report 
from  London,  Paris  and  New  York  contains  men- 
tion of  these  bags,  and  a  certain  amount  of  demand 
cannot  fail  to  be  felt  here  as  the  season  opens. 

These  bags  have  numerous  advantages,  which 
speak  for  themselves.  They  come  in  the  popular 
shape,  wishbone  or  Madame  Sherry;  they  have  the 
newest  novelties  of  cordeliere,  and  the  fabrics  used 
are  wearable  and  handsome.  Black  satin  is  much 
featured,  as  also  are  tapestry  and  brocade  effects  in 
rich,  dark  shades.  These  bags  are  delicately  har- 
monized as  to  color  scheme  throughout,  with  mounts, 
linings  and  cordeliere  to  correspond. 


Novelty  in  Art  Needlework 

New  Blouses  Stamped  for  Bulgarian  Embroid- 
ery—Rich, Bright  Colors  Prevail— German 
Crash   for   Covers,   Cushions  and     Knicknacks 

A  new,  import  line  of  blouses  stamped  for  em- 
broidery should  interest  the  retailer  who  is  looking 
for  an  attractive  novelty  to  add  life  to  the  regular 
stock  of  embroideries  and  fancies. 

The  blouses  are  usually  of  white  cotton  voile  or 
marquisette,  very  fine  and  sheer,  of  the  well-known. 
French  variety.  They  are  designed  to  be  made  up 
in  the  peasant  or  kimona  style,  with  or  without  col- 
lar, Dutch  necks  and  short  sleeves  being  favored. 
The  pattern  is  not  very  elaborate,  being  usually  ar- 
ranged about  the  neck  and  as  a  cuff  finish  to  the 
sleeves.  The  design  shows  solid,  conventional  iig- 
ures  to  be  worked  in  with  clear,  very  bright  colors. 
A  special  floss  is  used.  When  finished,  this  makes  a 
very  effective  waist  at  a  small  cost  of  money  and 
labor.  These  waists  are  now  being  shown  by  leading 
retailers  in  their  ready-to-wear  departments,  and  are 
well  received  by  the  public. 

German  crash  maintains  its  high  position  as  the 
leading  material  for  all  sorts  of  fancy  work.  Cushions 
of  this  fabric  are  decorated  variously  with  stencilled 
patterns,  embroideries,  braidings  or  pen-and-ink 
sketches,  and  finished  with  cord  or  fringe.  The  crash 
owes  its  popularity  to  the  fact  that  it  is  softer  and 
more  pliable  than  burlap,  will  wash  admirably,  and 
at  the  same  time  has  the  coarse  weave  and  harmon- 
izing tint  of  an  "arts  and  crafts"  cloth. 
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Mercerized  flosses  are  very  strong  this  season,  and 
it  is  widely  predicted  that  they  will  eventually  take 
the  place  of  the  silk.  This  is  partly  owing  to  the 
nature  of  the  fabrics  used  as  groundwork  for  the  em- 
broideries of  to-day,  and  to  the  general  preference  for 
an  article  which  will  wash  and  keep  its  color.  Wood 
silk  is  much  used  for  solid  embroidered  and  art 
nouveau  designs. 

Bonazed,  jaspe  and  rep  fabrics  stand  in  good 
position  as  high-class  novelties.  These  materials  lend 
themselves  to  stenciling  by  preference,  floral  and 
art  nouveau  designs  being  seen. 

Attention  is  called  to  the  full  line  of  fringes, 
plain  and  fancy,  now  being  shown  for  the  new  covers 
and  slips.  These  fringes  are  usually  in  cream,  or 
deep  ecru  or  Arab  shades,  and  will  be  more  used 
than  anything  else  as  a  finish  Tor  fancy  articles. 

Cross-stiteh  embroideries  are  gaining  ground  in 
popular  favor  and  promise  to  be  one  of  the  best  lines 
for  selling  at  prices  calculated  to  appeal  to  everybody. 


Post  Cards  and  Souvenirs. 

The  fancy  goods  dealer  who  stocks  post  cards  and 
souvenirs  for  Summer  visitors'  trade  should  order 
now,  as  the  choicest  of  these  lines  will  be  picked  over 
as  the  season  advances. 

A  good  trade  will  be  done  in  popular-priced  lines 
of  coronation  jewelry,  but  this  can  only  be  expected 
to  last  for  a  few  weeks  at  best.  Postals  of  local  scen- 
ery, articles  which  the  scenery  seem  to  suggest,  the 
ever-popular  Indian  souvenirs,  in  places  further  out. 
and  jewelry  bearing  the  name  of  the  place,  will  be 
found  good  sellers.  Good  profits  are  made  where  a 
timely  and  careful  selection  is  got  together.  Souvenir 
spoons  have  proved  a  profitable  line,  and  this  year 
sees  the  revival  of  the  bead  chains  and  daisy  chains. 

Toys  calculated  to  appeal  to  children  in  Summer- 
time may  also  have  a  souvenir  value.  Souvenir  hat- 
pins are  particularly  good  to  catch  the  attention  of 
women  tourists. 

The  retailer  who  is  up-to-date  will  call  to  mind 
the  fact  that  people  wdio  can  afford  to  travel  can  also 
afford  to  pay  for  a  neat  and  handsome  article,  rather 
than  a  tawdry,  cheap  one.  In  some  places  gootl 
money  is  lo.st  through  want  of  quality  in  articles 
specially  stocked  for  the  Summer  trade.  The  mer- 
chant who  shows  convincing  values  will  find  that  it 
pays. 


Parasols  for  New  Season's  Fancy  Goods. 

.\  splciidid  seller  iuv  lliis  Spring  and  Sunuiier 
has  been  the  silk  y)arasol  in  dark  shades.  This  style 
has  all  the  practical  value  of  an  umbrella,  while 
being  also  a  splendid  .sunshade.  The  .«ilk  is  water- 
])roof.  Coronation  blue,  brown,  the  new  "Paddy" 
green  and  dark  red  are  shown. 

Dainty  Suminer  parasols  of  silk  or  linen  or  mer- 
cerized fabric  have  deep  lloral  borders,  showing  Dres- 
den colorings  in  massed  cft'ects.  Many  of  these  para- 
sols are  trimmed  underneath,  instead  of  on  top.  Some 
have  light-colored  Persian  band  trimmings. 

A  high  novelty  is  the  insertion  of  a  puff-box  or 
mirror  in  the  nuishroom  handle  of  the  parasol.  This 
is  quite  concealed,  opening  by  a  hidden  spring.  Long 
handles  are  the  vogue  at  present,  though  the  very 
long  styles  seen  last  season  are  giving  place  to  a  mod- 
erate length,  whicli  is  graceful  and  will  not  warp. 


NAIAD 


The  Shleia  that  Sells 


h- 


—UNSEEN— NAIAD  PROTECTS— 

Beauty—  Quality 
Cleanliness 

ARE  THREE  OF  THE  LEADING  FEATURES 
OF  THE 

HAIAD 
DRESS  SHIELD 


Its  hygienic  features  are  v^^orthy  of  special 
mention  and  the  Naiad  can  be  easily  and 
quickly  sterilized  by  immersing  in  boiling 
water  for  a  fev^^  seconds  only — the  one 
way  to  kill  germs. 


The  Naiad  stands  the  test  of 
the  dealer  for  salability,  busi- 
ness increasing,  stock-turning 
profit,  and  "  clean  selling." 

NAIADS     NEVER     GO     BAD 


With  the  summer  season  to  hand.  Dress 
Shields  become  a  steady  selling  staple. 
Keep  stocks  up. 

Sample  Book  on  Request. 

Wrinch,  McLaren  &  Co. 

SOLE  CANADIAN  MANUFACTURERS 

77  Wellington  St.  W.,  Toronto,  Can. 


NAIAD 


\Thei  Shiold  that  P/eososI 


Selling  Specials  Before  Specified  Date 

Merchants  Replying  to  "Review's"  Cartoon  Hold  That  Advertising  Must 
Mean  Just  W^hat  It  Says  —  All  Customers  Should  be  Given  Exactly  the 
Same  Treatment  —  Any    Other    Course    Would    Attract    From     Significance 


HOW  would  a  merchant  or  one  of  his  sales- 
people reply  to  a  customer  who,  an  seeing 
a  display  of  neckwear    ticketed    at  special 
prices  for  a  certain  day,  requests  that  she  be 
allowed  to  make  a  previous  selection  therefrom  at  the 
special  prices,  owing  to  the  fact  that  she  would  not 
be  able  to  come  to  town  to  attend  the  sale? 

This  was  the  problem  described  in  the  last  car- 
toon published  by  The  Review.  It  is  a  problem 
which  has  undoubtedly  confronted  every  merchant 
in  the  country  who  has  ever  held  a  special  sale.  It 
is  one  which  has  more  direct  bearing  upon  the  store's 
advertising  than  upon  any  other  element  of  mer- 
chandising. It  is  not  a  matter  where  the  value  is 
brought  primarily  into  question. 

An  Advertising  Problem. 

The  customer's  request  is  made  in  connection 
with  a  special  sale,  one  of  the  first  objects  of  which 
is  advertising.  In  many  places,  merchants  hold  these 


CUSTOMER: — "I  notice  that  you  are  having  a  special  sale 
of  neckwear  to-morrow,  and  I  will  not  be  able  to  come  to 
town  for  it.  Will  you  not  permit  me  to  select  a  collar  and 
jabot  from   your   window   to-day   at  tne   special   prices?" 

sales  on  a  specified  date  and  people  in  town  and  sur- 
rounding country  are  educated  to  look  forward  to 
that  date.  Where  the  merchant  does  not  go  in  regu- 
larly for  these  sales,  but  holds  one  now  and  then,  he 
should  announce  it  sufiiciently  far  in  advance  so  that 
the  number  of  his  customers  who  do  not  hear  about 
it  will  be  very  few.  In  considering  the  replies  re- 
ceived, therefore,  it  is  taken  for  granted  that  the  sale 
had  been  thoroughly  advertised,  and  that  the  mer- 
chant insists,  in  season  and  out  of  season,  that  his 
advertising  means  just  what  it  says,  that  his  display 
window  is  in  every  way  as  genuine  as  the  written 
word  which  represents  him  in  his  newspaper  snace. 
Many  of  the  replies  received  indicate  that  there 
are  merchants  who  assume  no  two  positions  on  mat- 
ters of  this  kind.  They  place  a  high  value  upon  the 
sincerity  of  their  advertising.  They  recognize  that 
a  solitary  breach  in  a  matter  of  this  kind  may  be- 
come a  gaping  hole  and  that  people  would  soon 
learn  to  "see  through."  Special  sales  would  soon 
lose  their  .significance. 


Where  Should  the  Lid  be  Dropped  ? 

There  is  undoubtedly  great  difference  of  opinion 
as  to  the  point  at  which  the  lid  of  discretion  should 
be  sealed  down  tight  in  matters  of  this  kind.  It  is 
a  hard  matter  for  a  merchant  to  refuse  an  old  cus- 
tomer who  makes  a  request  of  this  kind,  but  proper 
precautions  having  been-  taken,  no  such  request 
shoidd  ever  reach  him.  A  panel  inserted  in  the 
advertisement  or  a  card  in  the  window,  stating  that 
requests  for  articles  to  be  held  or  reserved  would  have 
no  ett'ect,  and  that  every  person  would  be  given  the 
same  opportunity,  should  discourage  any  inclination 
to  ask  for  special  favors. 

Very  often,  when  a  person  sees  an  article  she  is 
determined  upon  having,  .*he  will  find  it  possible  to 
make  arrangements  with  friends  or  relatives  in  the 
town  to  shop  for  her.  Of  course,  instances  have 
come  to  light  where  people  have  made  such  request 
merely  with  the  object  of  getting  over  any  necessity 
to  be  on  hand  early  or  take  chances  with  others 
attracted  by  the  sale. 

Customers  Not  Always  Sincere. 

In  one  reply,  a  merchant  points  out  that  in  con- 
nection with  a  sale  of  waists,  he  refused  a  customer 
who  tried  to  make  previous  arrangements.  She 
])ointed  out  that  it  would  be  absolutely  impossible 
for  her  to  be  present.  What  was  his  surprise,  how- 
ever, to  find  that  she  was  among  the  first  to  reach  the 
store  on  the  morning  of  the  sale.  A  merchant  in 
another  line  tells  The  Review  that  he  foolishly 
allowed  a  customer  to  select  an  article  from  some 
goods  that  were  displayed  for  future  sale.  She  stated 
that  she  would  call  for  it  the  following  week  if  he 
put  it  aside  for  her  first  thing  on  the  morning  of  the 
sale.  He  did  so,  and  was  somewhat  annoyed  when 
he  saw  the  woman  drive  past  his  store  early  on  the 
day  of  the  sale.  She  evidently  forgot  her  previous 
statement  and  called  that  day  for  the  article.  When 
the  merchant  reminded  her  of  the  understanding 
she  had  given  him  in  the  matter,  she  had  nothing  to 
say.  She  is  still  dealing  at  the  store,  but  never  again 
requested  selection  of  an  article  prior  to  the  sale  date. 
Instances  of  this  kind  are  fortunately  very  rare,  and 
there  are  quite  a  number  of  merchants  who  are 
governed  entirely  by  circumstances  in  making  deci- 
sion in  a  problem  such  as  described.  Instead  of  hav- 
ing a  set  policy  in  the  matter  they  take  each  case  as 
it  comes  and  deal  wdth  it  as  tactfully  as  possible, 
assuming  whatever  risk  there  may  be  of  more  fre- 
quent repetition. 

Would  Try  to  Sell  Other  Goods. 

The  first  award  has  been  made  to  E.  G.  Rogers, 
with  The  Arcade,  Limited,  Hamilton.  Here  the 
salesman  stands  by  his  advertising,  but  endeavors  to 
interest  the  person  in  lines  direct  from  stock.  This 
certainly  seems  an  excellent  course  to  pursue,  for, 
even  should  the  customer  not  purchase,  she  may  be 
made  so  interested  in  the  goods  that  she  will  in  some 
way  get  over  the  difficulties  presented  and  attend  the 
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sale  either  in  person  or  by  i)roxy.  Mr.  Rogers'  reply 
is  as  follows: — 

"No,  we  cannot  .sell  any  of  those  goods  to-day. 
We  make  a  hard  and  fast  rule,  when  we  have  special 
sales,  that  no  goods  of  that  particular  line  be  sold 
previous  to  date  of  sale,  especially  as  we  always  make 
a  point  of  advertising  them  in  the  daily  papers  tis 
well  as  making  window  displays.  And  it  would  be 
very  disappointing  if  a  lady  came  to  the  store  to- 
morrow for  an  article  and  we  had  to  say,  'Mrs.  Smith, 
I  am  very  sorry,  that  was  sold  yesterday.' 

"At  the  same  time,  I  introduce  some  of  our  best 
lines  in  a  similar  cla.ss  of  goods  as  advertised,  em- 
phasizing on  the  good  values  we  always  give,  and 
many  times  have  been  successful  in  making  a  sale. 
Failitig  to  make  a  sale,  I  return  to  the  specially  ad- 
vertised goods,  talk  up  their  extraordinary  values 
and  try  to  enthuse  the  customer  so  that  .she  or  he  will 
make  an  effort  to  be  on  hand  to  take  advantage  of  the 
special  .«ale." 

Induce  Customers  to  Watch  Advertising. 

The  second  prize  ha.s  been  awarded  Jas.  Barker, 
with  .1.  A.  Mulligan,  Ward.sville,  Ont.  In  his  reply 
he  explains  to  the  customer  just  what  would  happen 
if  such  requests  became  more  frequent,  emphasizes 
the  fact  that  the  sales  are  held  regularly  every  Tues- 
day, thereby  giving  her  information  by  which  she 
may  be  guided  in  future  and  which  .should  certainly 
induce  her  to  watch  for  the  store's  advertising.  At 
the  same  time  the  salesman  suggests  a  way  out  of  the 
difficulty  which  leaves  further  responsibility  in  the 
matter  with  the  customer  herself.  Mr.  Barker  points 
out  that  on  the  Saturday  previous  to  their  special 
sales  they  trim  their  windows  with  the  Tuesday  offer- 
ings, thereby  giving  country  people  opportunity  to 
know,  well  in  advance,  what  they  may  buy  on  the 
.sale  day. 

"We  answer  all  requests,  without  exception  to 
anyone,  something  like  this,"  writes  Mr.  Barker. 

"We  are  very  sorry,  Mrs.  B.,  but  we  could  not 
l)ossibIy  do  it.  It  is  our  hard  and  fast  rule  to  do 
exactly  as  we  advertise  and  besides,  you  see,  it  would 
be  l)reaking  faith  with  the  customers  who  wait  until 
the  appointed  time.  If  you  knew  the  number  who 
asked  for  the  same  favor  you  would  miderstand  how 
impossible  it  is  for  us  to  grant  it.  I  suppose  our 
town  customers  have  a  slight  advantage,  but  why  not 
have  one  of  your  neighbors,  who  will  be  coming  to 
town,  call  and  purcha.se  the.sc  for  j^ou.  Am  sorry 
you  cannot  get  in  yourself,  but  hope  you  will  to  our 
next  sale.  We  have  a  bargain  sale  every  Tuesday  and 
can  a-ssure  you  the  l)argains  will  bo  well  worth  com- 
ing for." 

Special  is  a  Special- 

The  third  reply  goes  to  F.  A.  Carter,  with  R.  P. 
Whitman  &  Sons,  Canso,  N.S.  This  reply  is  calcu- 
lated to  establish  firndy  in  the  customer's  mind  that 
with  Whitman  ik  Sons  a  .•special  is  a  special  and  that 
given  proi)er  advertising,  no  person  .should  a.sk  for 
advantages  prior  to  others.  ^Ir.  Carter's  reply  is  as 
follows: — 

"Very  .sorry  indeed,  but  the  special  bargains  we 
offer  are  for  .special  days  only,  and  you  can  nnder- 
.stand  that  departing  from  the.se  regulations  would 
throw  our  whole  sy.stem  into  disorder. 

"You  certainly  have  as  nuicli  right  as  any  other 
ot""  (iiir  ciisldinci's  (()  pi)rlici|ia(('  in  any  I'cductiiins  of- 


fered, and  naturally  other  people  would  expect  the 
same  treatment — so  to  be  fair  to  all,  we  must  stick  to 
our  special  sale  system,  and  we  can  prove  to  you  that 
it  will  i)ay  you  also  to  wait  until  to-morrow,  becau.se 
should  every  customer  who  asks  these  .special  favors 
be  favored  in  this  way,  price-cutting  and  high  and 
low  prices  w^ould  prevail,  and  you  could  never  tell 
ju.st  when  you  were  buying  a  thing  right. 

"Now,  with  our  established  reputation,  you  can 
depend  upon  a  special  sale  being  something  special, 
and  worth  waiting  for. 

"We  hope  you  will  get  in  to  see  us  to-morrow." 

How  the  Customer  Reasons. 

It  cannot  be  .*aid  that  polite  refu.^al  in  a  matter 
of  this  kind  would  offend  a  cu.stoiner  and  drive  him 
or  her  to  another  store.  A  .special  sale  properly  con- 
ducted will  never  lo.se  it-<  drawing  power,  once  con- 
fidence is  in.spired  in  them.  The  people  who  form- 
erly asked  for  favors  shotild  come  to  appreciate  thera 
all  the  more.  It  is  .^afe  to  .<ay  that  the  lady  in  the 
problem  would,  .sometime  later,  rea.^on  like  this: 
"Well,  this  merchant  has  sold  this  to  me  in  advance. 
He  must  do  it  for  other  people.  Why  haven't  I  tried 
this  before?  I  must  tell  Mrs.  Brown  about  it."  Thus 
the  matter  finds  wide  circulation  and  in  succeeding 
sales,  the  merchant  is  likely  to  have  same  problem  on 
his  hands. 

An  Interfiting  Incident. 

In  some  of  the  replies,  the  reply  to  the  customer 
was  not  given  in  the  salesman's  own  words.  A  third 
person  narrative  gives  little  insight  into  the  sales- 
man's addre.S'*  in  a  matter  of  this  kind  where  it  is 
of  exceptional  importance.  A  reply  from  Brown 
Bros.,  Arkona,  is  given  in  this  way  and  since  it  re- 
lates an  actual  incident,  is  repeated  here: — 

The  request  would  Ijc  absolutely  refuseil,  and 
explanation  for  doing  so  would  be  so  plain  and  to 
the  point  that  the  average  person  would  almost  feel 
ashamed  for  doing  so. 

"During  January,  last,  we  had  a  china  and  gla.*.s- 
ware  sale.  One  week  Ijefore  the  sale  we  had  a  win- 
dow ta.-^tefully  dressed  and  a  large  ticket  announcing 
"Y^our  choice.  Any  piece  in  window.  19c."  On 
another  card  we  announced  that  sale  would  take 
])lace  the  following  Saturday  at  2  p.m.  To  make 
things  interesting  and  get  the  ladies  talking,  we 
placed  prominently  in  window,  half  dozen  50c  and 
75c  articles.  Of  cour.^e  we  had  them  coming  in,  not 
neces.'^arily  wanting  to  buy,  as  much  as  to  ]iut  their 
names  on  pieces,  so  as  they  would  be  sure  to  secure 
them.  Might  .-^av  in  all  ca.-^es  thev  were  tirndv  re- 
fused. 

"One  lady,  in  itartieular.  we  well  remember.  She 
was  one  of  ii  kind  that  has  nerve  enough  for  any- 
thing. She  fairly  coaxed  for  us  to  put  her  name  on 
one  of  the  best  pieces,  but  we  told  her  .•^he  would 
have  to  take  lier  chances  with  the  rest. 

"Wlien  Saturday  and  the  hour  of  sale  came 
iiiund.  our  lady  friend  was  aniong-st  the  bunch,  but 
she  was  not  fortunate  enough  to  secure  one  of  the 
six  better  pieces. 

"Our  Special  Sales  are  proving  a  .success — vu." 
toniers  know  when  we  advertise,  there  is  no  monkey- 
ing; things  are  done  on  the  square.  Everybody  is 
jilaced  on  an  equal  footing." 

Where  there  is  a  large  as,<!ortnient  of  articles 
oll'ercd,  nierebaiil-  -oniciinies  feel  justified  in  agree- 
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iiig  to  set  aside,  on  the  iiioniing  of  the  sale,  an  arti- 
cle previously  indicated  by  a  customer.  This  is  done 
in  most  cases,  before  the  sale  opens,  but  frequently 
a  merchant  will  pick  the  article  from  the  counter 
while  the  sale  is  on.  This  seems  reasonable  and  fair 
to  a  certain  extent,  but  in  matters  of  this  kind  it 
appears  advisable  for  the  merchant  to  avoid  all  per- 
sonal responsibility. 

Never  Adopted  One-day  Specials. 

Commenting  on  this  problem,  Angus  McNaugh- 
ton,  Huntingdon,  Que.,  has  this  to  say:  "Being  a 
country  merchant,  we  have  never  adopted  the  one- 
day  special  prices,  and  look  upon  it  as  a  mistake.  We 
find  the  better  way  when  special  values  are  going,  to 
give  all  the  same  opportunity,  six  days  in  the  week 
while  the  goods  are  for  sale.  If  we  have  goods  in  the 
window  marked  special  prices,  the  first  one  who  wants 
the  goods  will  get  them,  although  a  tactful  salesman 
should  be  able  to  sell  the  goods  that  are  on  the 
shelves  or  counter.  We  all  know  special  prices  do 
not  always  mean  special  values,  as  a  rule,  it  is  only 
one  of  the  modern  tricks  of  the  trade,  like  marking 
a  45-cent  article  special  price  at  49  cents. 


An  Adjustable  T  Stand. 

A  double  T  adjustable  stand  is  illustrated  which 
could  be  easily  made  from  materials  at  hand  in  any 
dry  goods  store.  Window  trimmers  should  find  such 
a  fixture  suitable  for  draping  dress  goods,  wash  goods 
and  similar  fabrics. 

To  make  this  fixture  an  ordinary  8x8  inch  base 
should  be  used  and  in  order  to  adjust  to  any  re- 
quired elevation  the  upright  is  made  to  extend  from 
3  to  6  feet.  The  upper  cross  piece  should  be  about 
24  inches  and  the  lower  one  20  inches  wide.  Each 
of  these  sticks  must  be  sufficiently  strong  and  there- 
fore about  1  inch  square.  In  order  to  adjust  these 
cross  pieces  to  any  angle  heavy  twine  is  fastened 
from  them  to  hooks  in  either  side  of  the  base.  Such 
an  arrangement  enables  trimmers  to  fasten  them  in 
place  and  in  any  desired  position.  Dotted  lines 
show  a  possible  angle. 

Many  easy  drapes  can  be  quickly  made  and  win- 
dow trimmers  could  prepare  a  series  of  useful  fix- 
tures along  similar  lines  and  to  suit  their  own 
preference. 

An  easy  drape  is  also  shown  in  the  other  illus- 
tration. In  this  drape  the  material  is  laid  plain 
over  the  upper  T  and  extends  to  the  floor.  Then  the 
goods  is  attached  at  point  A  by  the  selvedge  allowed 
to  sweep  to  the  bottom  and  the  edge  again  drawn  to 

A.  A  rosette  is  then  made  at  point  B  and  the  fabric 
allowed  to  fall  in  semi-circular  fold  between  A  and 

B.  From  point  B  to  the  floor  the  goods  falls  grace- 
fully in  any  number  of  folds  necessary  or  to  suit  the 
trimmer  who  can  judge  for  himself  when  the  requir- 
ed fulness  is  reached  in  keeping  with  the  balance  of 
the  drape  generally.  It  is  always  necessary  to  turn 
the  selvedge  under  so  that  it  does  not  show. 

A  parasol  could  be  used  as  suggested  and  all  over 
lace  or  banding  placed  over  the  centre.  Collars, 
belts,  handbags,  buckles  or  floral  decorations  are 
usually  used  to  relieve  otherwise  bare  places.  Milli- 
nery parasols  and  scarfs  are  also  shown  to  advantage, 
when  the  grouping  is  planned  to  match  or  complete 


a    possible    combination     for    the    particular    gar- 
ment or  season  that  the  material  is  suitable  for. 

Trimmers  sometimes  outline  the  completed  drape 
wath  adaptaljle  trimming,  and  ribbons  or  silk  are  al- 


Adjustable  T  stand  with  diiiieiisions,  and  showinjr  possible  augle. 

Used   by   Jas.   McN'ioholl   with   Richard   Hall   &   Son, 

Peterborough. 


SO  used  in  bows  and  rosettes  of  soft  puffing  effect.  The 
accessories  chosen  are  generally  decided  by  the 
trimmer's  abilitv  to  combine  or  contrast  colors  and 


T  drape  with  rosette  made  on  an  adjustable  stand.     Suggested  by 
Jas.  McNichoU,  with  Richard  Hall  &  Son,  Peterborough. 

ingenuity  to  strikingly  group  reqviired  necessities  in 
completing  such  a  toilette  as  the  fabric  itself  com- 
mends. 
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Modern  Store  Equipment 


Now  for  Summery  Displays 

Contrast  Seasonable  Fabrics  With  Washable 
Ready-to- W^ear  Lines — Suggested  Combination 
for  Window  Trims — Feature  Children's  W^ear 

May  1st  denotes  the  beginning  of  Svinimer  mer- 
chandising in  most  stores  and  lines  most  suitable  for 
warm  weather  wear  are  shown  in  the  windows  and 
throughout  the  general  ledge  and  counter  trims. 

After  the  annual  Spring  rush  in  the  homefur- 
nishings  department  people  have  time  to  consider 
lightweight  materials  and  displays  suggest  coolness 
and  airyness  and  point  to  future  warmer  days.  Mer- 
chants, therefore,  require  that  wa.sh  goods  and  suit- 


Hiilf   form    (Inipe     and    arrangement     by     H.     Robinson     with    R. 
McKay    &   Co.,    Hamilton,    Ont. 


able  acces.soric9,  colored  para.sols,  wash  collars  and 
belts,  with  suggestions  for  making  up  garments,  bo 
given  more  dis])lay  space.     At  tliis  time  of  the  year 


customers  are  prominently  shown  the  assortments 
that  cover  the  entire  range  of  summer  needs. 

The  wash  goods  department  has  l)ecome  more 
and  more  important  each  year,  and  with  the  ad- 
vances in  manufacture,  combined  with  many  .suc- 
cessful methods  of  display  this  season  of  the  year  is 
partially  one  of  pleasure  to  most  window  triinmers. 

During  the  last  few  years  it  has  l)ecome  the  prac- 
tice of  window  trimmers  to  feature  ready-to-wear  tub 
suits,  prince.ss  dresses,  house  dresses,  wrappers  and 
lingerie  l)louses  in  contrast  with  wash  goods  dis- 
plays. This  has  suggested  a  successful  method  for 
trimming  the  wa.sh  fabrics  on  display. 

Weaves  and  patterns  are  more  u.^eful  po.ssibly 
than  color  in  planning  arrangements,  and  successful 
trims  most  generally  give  style  trend  or  combina- 
tions for  carrving  out  newest  stvle  ideas. 


CORONATION  WINDOW  CONTEST. 

In  order  that  the  Art  of  Display  Department  of 
The  Dry  Goods  Review  may  not  only  be  a  source 
of  inspiration,  but  also  of  distinct  assistance  to 
window  trimmers  from  one  end  of  Canada  to  the 
other,  in  connection  with  the  forthcoming  corona- 
tion season,  arrangements  have  been  completed  for 
a  special  window  suggestion  contest. 

For  each  of  the  three  best  suggestions  for  cor- 
onation window  background,  to  be  sketched  or 
photographed,  $5  in  cash  will  be  awarded,  and  that 
all  may  have  an  opportunity,  the  contest  has  been 
arranged  with  regard  to  population  as  follows: — 
$5.00  for  best  suggestion  from  towns  up  to 
10,000. 

$5.00  for  best  suggestion  from  cities  up  to 
20,000. 

$5.00  for  best  suggestion  from  cities  over 
20,000. 

All  entries  not  awarded  prizes  as  above  stipu- 
lated, but  used  in  The  Dry  Goods  Review,  will  be 
paid  for  at  regular  photograph  rates,  and  all  entries 
accepted  must  be  exclusively  the  property  of  The 
Dry  Goods  Review. 

The  prize  winners  will  appear  in  a  number  of 
The  Dry  Goods  Review  sufficiently  far  in  advance 
of  the  coronation  to  be  of  use  to  trimmers  through- 
out Canada.  All  designs  or  photos  must  be  in  the 
hands  of  the  editor  of  The  Dry  Goods  Review  by 
May  15. 

This  contest  is  entirely  apart  from  the  monthly 
competition. 
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Best  Wash  Goods  Displays. 

In  displaying  wash  goods  a  white  window  intro- 
ducing heavier  weight  fabrics  such  as  Indian  heads, 
embroidery  Hnens  and  reps  is  timely.  Linen  em- 
broidered parasols,  embroidery  floss,  collar  and  cuff 
patterns  for  working  and  suitable  trinnnings  such  as 
broad  bandings  and  insertion  or  sets  of  baby  Irish 
are  displayed.  In  completing  this  window  pearl 
buckles  or  crochet  buttons,  full  pieces  of  lace  and 
white  gloves  are  used  effectively  on  most  promiscous 
points  in  line  with  the  customers'  vision.  Full  boxes 
of  Persian  lawn  or  organdie  give  an  effect  of  newness 
to  the  display. 

Year  after  year  also,  comes  the  zephyr  gingham 
display  and  either  15c  or  25c  lines  prove  selling 
numbers.  A  striking  window  this  year  could  be 
made  by  showing  large  over  plaid  designs  on  full 
and  half  figure  forms.  Plain  and  stripe  chambrays, 
also  require  a  ledge  or  window  space.  Embroidery 
insertions  colored  parasols  and  wash  collars  and  belts 
complete  this  window. 

It  is  also  advisable  to  introduce  a  combined  win- 
dow of  heavier  colored  fabrics  at  thiS'  season  such  as 
reps,  cords,  diagonals  and  linens. '  An  all  linen 
color  window  shown  with  materials  suitable  for  trim- 
ming and  assembled  with  parasols,  gloves,  stock 
linen  or  fancy  collars  and  brass  buttons  would  make 
an  effective  trim  this  year.  A  telling  assortment  of 
these  lines  is  always  possible  at  the  25c  price. 


Annual  Ribbon  and  Staple  Sales. 

Merchants  often  conduct  value  events  on  staples 
in  order  to  secure  any  bvisiness  that  otherwise  would 
be  lost  in  the  housecleaning  turmoil.  This  will  also 
necessitate  quick  trims  of  such  windows,  as  towels 


and  towelling,  bedding  cottons,  sheetings,  tickings, 
and  prints  or  mill  ends.  These  trims  are  for  one 
day's  selling  and  speed  is  required  to  enable  trim- 
mers to  place  them.  One  price  windows  are  best  and 
usually  show  ginghams  at  ll%c  or  14^20 ;  print  mill 
ends  at  10i/i>c;  towelling  ends  at  39c  or  48c  or  sheet- 
ing lengths  at  69c  or  $1.19,  and  such  odd  price 
quotations.  This  lever  generally  brings  the  required 
sales  on  early  wash  goods  fabrics. 

Another  event  of  importance  is  the  annual  sale 
of  ribbons.  Stocky  trims  are  used  at  this  time  and 
prices  on  natty  tickets  referring  to  the  values  offered 
are  the  "stock  in  trade"  of  the  trimmer  in  prepar- 
ing the  window.  Bows,  rosettes  and  floral  designs 
are  used  to  cap  each  drape  or  pyramid  of  ribbon 
bolts. 

Show  Wash  Goods  Garments  in  Contrast. 

By  way  of  contrast  and  in  order  to  derive  any 
benefit  of  previous  advertising  the  washable  gar- 
ments and  elaborate  silk  and  lingerie  one  and  two- 
piece  dresses  are  displayed  during  the  second  or  third 
week  in  May.  The  ready-to-wear  department  shows 
these  lines  so  as  to  allow  special  holiday  windows  for 
Victoria  day. 

In  displaying  shepherd's  check  dresses,  military 
,r,ed  serge  forms  a  striking  contrast  for  outlining  or 
puffing.  Coronation  red  could  also  be  introduced  in 
forming  a  background.  Hand  bags,  belts,  purses 
and  parasols  with  blouse  forms  are  used  in  assembl- 
mg  these  displays.  Silk  dresses  and  other  fabric 
dresses  are  shown  in  similar  settings.  Models  used 
are  usually  the  most  striking  or  important  in  the 
section.  In  one  price  windows  $5.00.  $6.95,  $9.95  in 
heavier  lines  and  $3.95,  $5.00,  $7.50  in  mulls  are 
successful  in  directing  business  to  the  ready-to-wear 
department. 


Simple  setting   for   mid-suiumer   milliuety   opening  display.     Nile  green   and   white  background   and   white  felt  floor,   easel   pedestal 
and  jardiniere  suggestions.     From  Edwin  Mcllroy,  for  W.  E.  Maxwell,   St.   Thomas,   Ont. 
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Ladies'  house  dresses,  wrappers,  tailored  blouses,  class  suits.    Tin-  lias  become  more  and  more  iiitfjor- 

wash   skirts  and   underskirts   require  individual   or  tant  on  account  of  the  growing  demand  for  princess 

group  displays.    A  strong  feature  in  displaying  these  one-piece  dresses  and  tub  wa.sh  garments.     Kemem- 

lines  is  in  the  saving  of  labor  involved  as  an  argu-  Ijering  that  Victoria  day  bu.sine.ss  is  still  to  come, 

ment  for  customers  selecting  the  ready-made  gar-  price  changes  do  not  require  to  be  too  pronounced! 

ments.  Amount  of  stock  is  the  best  criterion:  however,  it  is 


Aunual  giugham  display  for  May  windows,  arranged  by  Warren  Andrews  with   Tlie  Anderson   Co.,   St.   Thomas. 


Muslin   dressing  sacques  and  combers  are  also 
shown  in  conjunction  with  wash  garments  displays. 

Reduction  on  High-Class  Novelties. 

About  this  time  of  the  year  the  first  break  is 
made  in  the  prices  of  ladies'  Spring  coats  and  higher 


always  advisable  for  the  window  trimmer  to  devote 
a  space  in  order  to  clear  the  stock  of  any  window 
models  or  extreme  styles,  which  might  otherwise  be 
carried  over.  Price  cards  showing  former  price  and 
reduced  price  are  the  approved  method  of  obtaining 
this  result. 


Millinery    and    Ueadyto  Wciii    fc:itur<'il    in   ;i    Hcuso  Sliow   wliul.iw  hy    'I'lio    'I'.     K:iton    Co.,    Winiiipoij.      Simple    .-ind    orfoctlve    design 

ruliMiuol   liv   club  colors. 
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Children's  Lines  Need  More  Space. 

A  growing  department,  which  requires  extra  dis- 
play is  the  children's  section  and  a  showy  window  is 
possible  by  combining  dresses,  coats  and  rompers 
with  embroidery  bonnets  and  dainty  trimmed  cre- 
ations of  children's  summer  millinery.  Window 
trimmers  find  "all  blue"  or  "all  pink"  windows  ap- 
peal to  mothers  sufficiently  to  derive  sales  outside  the 
merits  of  utility  and  savings  of  these  latest  offerings 
in  children's  wear.  Small  parasols,  Teddy  bears  and 
stuffed  animals,  dolls,  lawn  swings,  hammocks  and 


Sketch    of   a    waist     drape     and     grouping    of   accessories 
Robinson   with   R.   McKay   &  Co.,  Hamilton,   Ont. 


by    H 


seaside  or  nursery  effects  are  suitable  settings  for  dis- 
playing children's  lines  at  this  season  of  the  year. 

Some  stores  find  it  profitable  to  hold  their  mid- 
summer millinery  openings  during  the  first  ten  days 
of  May  and  this  department  demands  a  showing  for 


BELT  STANDS 

They   Show    and    Sell    the    Goods. 
We  have  several    styles.       This  is  only  one. 


No.  259A.L 
REVOLVING  STAND 

Patented  January  25,  1910, 
5^  feet  high;  12  Holders  for 
belts.  Goods  securely  held 
till  needed.  Belt  sizes  indi- 
cated. Card  frame  51^  x  7 
inches. 

Send  for  special  folder  on 
belt  stands. 

Our  new  catalogue  tells  all 
about  display  devices  for 
men's  wear. 


T% 


No.  259A  L 

J.  R.  PALMENBERG'S  SONS 

Established  1832 
710  Broadway,  New  York 

Factory:     87,  89  .nd  91   West  3rd  St..  New  York 

30  KinsXon  Street  1  d„,  _ 
110  Bedford  Street  / '^°*""" 


10  and  12  Hopkins  Place 
Baltimore 


two  or  three  days  in  a  conspicuous  window.  Extra 
preparation  is  given  to  make  this  event  more  promi- 
nent and  a  Summery  setting  is  usually  planned.  In 
this  manner  the  millinery  season  is  prolonged,  and 
the  new  Summer  hats  are  placed  before  the  custo- 
mers in  a  proper  manner. 


Hand-painted   panel 


background    and   lattice  setting.      Scenes   painted  in  water  colors  and  harmonizing  shades  used  in  foliage  and 
curtain  arrangement.     Carl    R.  Pickard,  for  Bartlett,  McDonald  &  Gow,   Windsor,   Ont. 


34 


THE    ART     OF     DISPLAY 


Dry   Goods  Review. 


Coronation  Window  Setting 

An  Easy  and  Suggestive  Use  of  Emblems,  Cur- 
tains and  Colonial  Background — Suitable  Colors 
and  Arrangement  for  Such  a  Trim— Stencilling 

As  a  suggestion  for  a  coronation  window  back- 
ground a  simple  colonial  effect  is  illustrated.  Any 
individual  color  scheme  is  suitable  for  such  an 
ai'rangement.  The  extreme  rear  of  the  window 
could  be  done  in  one  color  or  combined  national  or 
coronation  colors,  hanging  plain. 

Pillars  and  framework  would  look  well  in  white 
or  ivory  with  gold.  White  and  nile  or  preferred 
imperial  colors  could  be  used.  White  with  lavender 
or  coronation  blue  and  a  white  pleated  background 
should  prove  effective. 

The  main  frame  could  be  painted.  White  cot- 
ton stretched  plain  and  coated  with  alabastine  gives 
a  softened  effect.  Felt  could  be  used.  Wall  paper 
in  contrasting  medallion  effect  would  also  be  suit- 
able. Panels  are  outlined  with  gold  mould- 
ing- 
Each  pillar  is  capped  with  a  flower  vase  easily 

made  of  small  sticks  covered  with  union  jacks. 
These  box  like  receptacles  could  be  suspended  by 
heavy  gilded  chains.  An  electric  biilb,  when  light- 
ed gives  a  pretty  effect  behind  an  ordinary  five  cent 
jack  and  a  mission  lantern  effect  is  gained  in  this 
way. 

Between  the  two  prominent  pillars,  a 
stencilled  curtain  could  be  hung  on  a 
brass  rod.  Designs  suitable  for  stencil- 
ling include  crowns,  roses,  thistles,  sham- 
rocks and  similar  emblems.  Brass  rings 
on  each  pillar  are  suggested.  Lion  heads 
and  brass  pole  ends  would  also  do  instead. 


On  the  centre  of  each  panel  a  Canadian  coat  of 
arms,  St.  George  cross  shields,  or  likenesses  of  Queen 
Mary  and  King  George  could  be  shown. 

The  centrepiece  immediately  .suggests  to  each 
individual  trimmer  ju.st  how  far  his  own  facilities 
allow  him  to  carry  out  the  idea.  Made  in  woodwork 
and  highly  gilded  the  crown  is  pos.sible  of  numerous 
shapes,  which  are  equally  effective. 

Purple  or  gold  velvet  would  add  richne.ss  in  con- 
nection witli  the  gold  framework.  The  large  crown 
could  be  outlined  with  electric  lights.  Smaller 
crowns  could  also  be  u.^ed  in  outlining  the  top  of  the 
background.  As  a  background  centrepiece  or  intro- 
duced in  many  ways  the  Canadian  or  British  flag 
would  complete  a  .suitable  .setting.  A  trophy  or 
group  of  flags,  draped  in  connection  with  a  shield  or 
coronation  scene  could  be  u.sed  in  a  larger  window. 

Window  trimmers  throughout  Canada  will  find 
extra  opportunity  to  carry  out  original  ideas.  Mer- 
chants are  bound  to  benefit  by  inviting  extra  basi- 
ness  at  a  time  of  the  year  when  window  .settings  are 
not  otherwise  prominent,  if  coronation  features  are 
introduced.  Nearly  every  store  has  available  proper- 
ties that  with  a  little  extra  effort  and  small  cost 
creditable  coronation  displays  could  be  arranged. 
That  larger  .stores  will  take  advantage  of  this  adver- 
tising scheme  is  a  foregone  conclusion. 

Without  a  doubt  coronation  displays  will  l)e  used 
generally  by  window  trinuners  throughout  Canada 
owing  to  the  many  unique  arrangements  whicli  are 
possible. 


See  prize  offer  for  Coronation  window 
design  on  page  30. 


window  background  for  Coronation   displays.    Crowns,   shi.lils    mikI    photos     of     tlie     King     nnd     Queen     combined     wJth 
putrlotlc  colors  form  a  good  setting.     See  prize  competition  annouuiuomcnt    in    this  department. 
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Departments  Where  Seasonable  Displays 

Aid  Selection 


Iiiterinr   view,   sIkiw  iiiy   p.-irt   s(.'(ii(piis   of  3  furnisliud   rooms   in    Fu.iilure  ]  ii'p.i  rtuioiil    il    cIlis.    Ausiin   \   Co.,   Clial  liMiii,   Ont. 


UisplM.v   of  (li-ess   goods   in   the  wpll-Mi'iMnjjed   deimitnient   of  Muvra.v-K:i>'.     I.iniitt'd.      Ledges    and    centre    tables    :ire    cliauged    and 
novel  fabrics  iutrodufed  uccordiug  to  season.     Exquisite  drapes  always  feature  these  displays. 


FUR  TRADE  liEWS 


Fur  Outlook  VerySPromising 

Manufacturers  Now  Willing  to  Forecast  Next 
Season's  Styles- Long,  Flat  Stoles;  Soft,  Pil- 
low Muffs  and  Coats  From  30"  to  52''  in  Length 

S'rYLI<:S  for  I'Jll  arc  now  pretty  well  settled, 
iind  niaiiut'acturers  and  wholesalers  are  will- 
ing to  make  free  foreca.sts.  Public  favor  will 
])e  prettj^  well  divided  between  the  long  and 
short  hairs.  The  former  come  a  little  dearer  for  the 
most  part,  and  this  throws  the  popular  trad(> 
Ijack  on  such  proved  and  deservedly  wanted 
lines  as  skunk,  fox,  lynx,  and  in  the  cheaper  fur<, 
coon  and  hare.  Mink  marmot,  however,  will,  as 
usual,  be  specially  good  for  this  class  of  trade,  being 
the  only  short  hair  which  can  be  handled  at  strictly 
minimum  prices  while  giving  good  wearing  satisfac- 
tion. 

A  great  deal  of  fox  will  be  seen,  natural  skin  ef- 
fects being  featured,  as  well  as  small,  single-skin  and 
long  stole  styles.  Muffs  are  very  large,  "as  large  as 
people  can  afford  to  pay  for,"  as  one  dealer  said. 
On  the  whole,  the  pillow  mufT  has  stood  the  test  of 
time,  and  will  quite  over-weigh  the  claims  of  any 
other  style  for  the  Winter  of  1911-12.  A  few  barrel 
nuiffs  will  also  be  seen,  but  they  have  not  become  a 
generally  po])ular  article.  Very  soft  lines,  oval, 
square,  or  ])illow,  and  a  somcwliat  flat  effect,  are 
features  of  the  new  muffs. 

Combinations  of  fur  and  chiffon  or  silk  will 
again  be  featured,  chiefly  as  French  importations, 
and  designed  rather  as  fancy  than  as  gonorally  wear- 
able articles. 

® 

Fashions  in  Neckpieces. 

Seventy-inch  stoles  in  widths  up  to  nine  inches 
are  seen.  Longer  lengths  are  also  to  be  Ui^ed,  but  as 
these  are  dressy  rather  than  practical,  the  weight 
rests  with  the  foriner.  These  stoles  arc  worn  about 
the  shoulders,  only  the  narrower  varieties  being  suited 
to  the  throw-scarf  or  cross-over  style.  A  few  will  be 
folded  in  and  crossed  in  front,  having  chain  attach- 
ments to  hold  them  in  tliis  ])osition.  There  will  abo 
be  tlie  usual  number  of  small  neckpieces  and  flat, 
sm,illi-b  iniifrs  of  Persian  an<l  Persian  paws. 

® 

Popular  Coat  Length. 

Full-length  coats  in  muskrat.  Hudson  seal  and 
Persian  lamb  are  nnich  spoken  of  as  a  tyi)ical  style 
feature  of  the  coming  .sea.«!on.  Mink  coats  will,  of 
cour.se.  also  ])e  seen,  but  at  such  prices  as  are  prac- 
ticable onlv  ("or  laru:e  centres  of  trade. 


A  good  practical  length  will  be  from  iJU  t(»  :>n 
inches,  many  rea.<onably-i)riced  numbers  l)eing  i>ro- 
duccil  in  ihc-c  .sizes.  The  latter  will  include  rat 
and  iiianiiot.  Astrakhan  is  also  regarded  very  fav- 
oraldy  for  the  coat  trade. 

® 

Higher-priced  Furs. 

"Persian  lamb  will  be  good  style  next  Fall,  and 
for  many  years  to  come,'  announced  a  Montreal  fur 
manufacturer  and  dealer,  in  quoting  the  coming  de- 
mand, as  indicated  by  orders  already  placed.  "There 
is  more  Persian  to  be  had  nowadays  than  there  is  of 
any  other  of  the  expen.sive  furs,  and,  besides,  it  has 
all  the  qualities  to  connnend  it  to  popular  favor. 

"Mink  is  sterling  goods,  and  is  as.^ured  of  many 
years'  po[)ularity  in  garment.s  of  various  kinds.  Ku.s- 
.sian  sable,  which  is  always  more  or  less  fashional)le, 
is  greatly  in  demand,  so  much  so,  indeed,  that  prices 
have  advanced  thirty  per  cent,  since  January. 

"Seal  is  probably  our  most  fashionable  fur  for 
coats  and  cloaks,  but  there  is  not  nearly  enough  to 
supply  the  world's  demand,  owing  to  the  restrictions 
placed  upon  the  catch,  making  it  now  very  small  as 
compared  with  that  of  .several  years  ago.  Hudson's 
Bay  sable  is  having  it.s  share  of  popularity  in  the 
manufacture  of  all  kinds  of  garments  for  next  sea- 
son, and  there  is  little  doubt  of  its  succe.ss  in  the 
world  of  f;\.shion  for  a  long  time  to  come. 

"Ermine — royal  ermine,  we  may  well  say  this 
year — maintains  its  value,  and  possibly  may  go  up 
in  price,  owing  to  the  demand  for  it  for  the  manu- 
factuiv  and  trinnning  of  coronation  robes.  It  is 
estimated  by  manufacturers  who  know  what  they 
are  talking  about,  that  over  fifty  thousand  skins  will 
be  I'equired  for  tliat  event  alone. 

"Chinchilla  continues  quite  liigh  in  price,  and 
we  have  a  .sliglitly  increa.sed  demand  for  it  this  year, 
especially  from  .Vmerican  cu.stomers.  Fisher  is  a 
good-wearing  fur  for  all  j^ractical  purposes,  and  the 
deniaiid  is  .slightly  on  the  increa.se. 

".\  great  many  motoring  garments  for  ladies  are 
Ix'iiig  sold  this  .season,  in  raccoon,  wallaby,  muskrat 
and  even  Australian  wombat,  while  Ru.ssian  pony 
is  more  fa.shionable  even  than  it  was  last  year. 

® 

Some  Furs  Higher  in  Price. 

"Judging  by  the  .-ale  prices  of  furs  at  the  three 
large  T>ondou  sales  on  .\j)ril  first,  there  has  been  a 
notii'cable  inerea.se  in  .some  of  the  values. 

"Pussian  sable  has  advanced  80  per  cent. 

"Fi.shcr  is  15  per  cent,  higher  tlian  it  was  in 
January  last. 

"rro>s  fox  has  gone  up.  being  now  from  2')  to 
10  per  eeiit.  higher. 


Dry  Goods  Review 


CANADIAN     FUR    TRADE 


37 


BUY 

MOOSE    HEAD 
BRAND 

FURS 

Established  1852 

59  years  before  the  public 

Always    the    Best    and    Most    Reliable 

THE  HIGHEST  GRADE  OF  FURS  MADE 

CORRESPONDENCE   SOLICITED 

L.  GNAEDINGER,  SON  &  CO.  MONTREAL 


"Beaver  shows  an  increased  tlemand,  and  is  about 
20  per  cent,  higher  in  price. 

"Squirrel  remains  at  the  same  price  as  in  .Janu- 
ary last. 

"Mink  has  advanced  from  5  to  10  per  cent,  since 
January. 

"Raccoon  has  gone  up  15  per  cent.,  and  skunk 
is  from  5  to  10  per  cent,  higher. 

"There  is  a  very  small  depression  on  silver  fox, 
which,  although  not  a  very  good  wearing  fur,  is  very 
expensive. 

"Wolverine  is  from  10  to  15  per  cent,  lower  than 
in  January. 

"Australian  opossum  keeps  up,  and  otter  is  about 
10  per  cent,  higher. 

"Sea  otter,  of  which  a  single  skin  is  worth  from 
$1,200  to  $1,500,  has  advanced  85  per  cent,  in  price 
since  the  beginning  of  the  year." 


Central  Delivery  at  Chatham. 

Retail  merchants  of  Chatham,  Out.,  at  a  recent 
meeting  discussed  plans  for  the  institution  of  a  cent- 
ral delivery  system.  The  project  was  unanimously 
favored,  and  another  meeting  will  be  held  in  a 
couple  of  weeks  to  consider  final  arrangements. 

An  hourly  delivery  to  all  parts  of  the  city  is 
planned.  This  would  enable  any  merchant  to  de- 
liver goods  to  every  part  of  the  city  at  the  same 
hour;  whereas,  at  present,  if  he  reaches  but  two  sec- 
tions in  that  time  he  does  well.  A  regular  delivery 
schedule  would  remove  uncertainty  on  the  part  of 
the  customer  as  to  when  to  expect  his  goods;  while 


the  general  understanding  by  the  pubUc  that  the 
schedule  of  deliveries  was  fixed,  would  probably  eli- 
minate the  demand  for  filling  "rush"  orders.  Econ- 
omy is  also  anticipated.  To  send  a  rig  to  the  city 
lindts  now  costs  approximately  seven  cents.  Fre- 
(juently  two  merchants  send  to  the  same  house. 
'Fhe  saving  if  one  rig  can  be  made  to  do  the  work  of 
two  is  obvious;  aiid,  spread  over  a  host  of  deliveries, 
it  mounts  up. 

A  central  station  to  which  goods  can  be  taken 
for  delivery  would  proliably  have  to  be  established, 
the  system  involving  hourly  collections  from  the 
stores  and  hourly  distributions  to  customers;  while 
the  city  would  have  to  l)e  mapped  out  into  regular 
routes. 


Dignity  of  Service. 

"We  wish  to  impress  on  every  employe  the  dig- 
nity of  service.  That  is  one  of  the  first  things.  We 
want  them  to  feel  that  it  is  not  so  much  the  profit, 
nor  the  making  of  a  sale  as  the  pleasing  of  the  cus- 
tomer. This  may  sound  like  cant,  but  I  assure  you 
it  is  what  I  mean  to  aim  at,  what  I  have  always  aim- 
ed at,  and  I  accepted  this  position  only  that  I  might 
have  greater  opportunities  along  these  lines. 

"We  want  to  spread  this  idea  of  the  dignity  of 
service.  The  old  idea  of  the  vulgarity  of  trade,  the 
ignominy  that  has  always  been  implied  in  the  word 
'clerk,'  is  fast  disappearing.  I  look  forward  to  the 
day  when  it  shall  disappear  altogether.  The  place 
behind  the  counter  shall  carry  with  it  just  as  much 
honor  as  any  other  position  that  any  girl  can  fill." — 
W.  H.  Croodwin.  general  manager,  Rea  store,  Mont- 
real. 


M  T  r.  T.  T  N  F.  T^  V 


Urij  (!fif)flR  tievieii^ 


A   p;irti(ul;iilv    fine    iiiilliiii-ry    ile|):utiiHMil    -Tlio   AiiiU'ison    Co..   IJmitoil.   .'<t.   Tliuin.is.     Tnlilt's  mikI   i  ;i.-iOs  :u-e  fiuisliod   in    iiiobogaiiy  iiuil 
WMlls  .-niil   ci.iliii.;s   iiMpcri'd   :i   .soft   liglit  green   sliMilc     (Ti-fou   Wilton   runnel's  are  used  on  .i   Inirflwooil  flnoi-  in   this   np-to-date'dept. 

Of  Interest  to  Canadian  Millinery  Trade 

Many  pretty  mauvcs  are  .«eeu.  8axe  and  Copen- 
hagen blne.s  are  in  their  usual  good  demand,  atid 
sone  very  dainlv  gei'aiiiiun  red.s  are  fetitured. 


Some    New    Colors    Appear 

Putty  Color  a  New  Shade- Clear,  Bright  Greens 

and  Blues  —  Helen  Pink  Much  Featured  —  Every 

Size  of  Hat  Worn 


THE  oiU'Oiiiing  Suinnier  is  l)riuging  out  new 
ideas  in  millinery,  and  departures  from  tlie 
vogues  of  early  Spring  arc  wi-ax  seen. 
While  black  and  white  still  euutiiuie  high 
in  popular  favor,  many  touches  of  verj^  bright  colors 
are  seen.  A  vivid,  light  emerald,  really  a  regular 
"Paddy  green"  is  used  to  "touch  u])"'  black  and 
white  or  dull  colored  creations. 

Pretty  colored  straws  have  a  pailiculaily  cliic 
effect  when  trimmed  with  \-elvet  in  the  above  shade 
or  in  the  new  Helen  pink.  Strong  touches  of  cerise 
enliven  otherwise  dull  coldr  .schemes,  but  these 
shades  should  be  used  in  muderatinn. 

The  great  vogue  for  coral  can  not  Kc  c.\j>cctcl 
to  outlast  the  earliest  Smmiier  mouths  if  milliners 
continue  to  overdo  it.  as  has  lately  been  the  ca.-^e. 
As  a  style  fetiture  it  looks  best  when  used  in  modera- 
tion, in  such  form  as  a  cahochoii.  a  v(>lvcl  (piill.  a 
kiiol  of  made  llowci's  or  a  how,  I'nlhci'  than  hn'  ihc 
whole  hat.  W'iiilc  too  tree  u-c  can  xarccly  hui1  the 
higii  style  numhei'<.  it  will  undouhtedly  all'ect  dclc- 
teriousiy  the  xci'v  lii'in-  which  .~how  it.  The  general 
rage  i'oi-  coi-al  which  i-  now  at  its  height  will  un- 
(loul)tedly  turn  public  allention  to  all  the  new  ])ink 
sliades.  ilelen  piid<  promises  lo  succeed  the  other 
siiade.  and  to  enjoy  as  great  it  not  greater  iiopiilai'ilw 

Coronatiuu  hlue  lia-  ijceii  nmch  fealui'cii  of  late. 
and  is  in  itself  a  clcai-.  la-i^hi  shade,  calculated  lo 
win  its  way  into  popular  ta\or.  Need  of  .^ometiung 
striking  and  ricli  is  b'lt.  after  the  recent  vogue  of 
dull  shades. 


® 
Roll-back  Trims  for  Large  Hats. 

The  brim  winch  turns  back  off  the  face  in  front 
with  a  I'oll  more  or  less  .shar]t  in  outline  is  a  shape 
favored  among  large  hats.  This  is  a  youthfuldook- 
iug  style  which  is  generally  l)ecoiiiiug.  Simple  trim- 
mings are  .seen,  and  .souie  of  the  newest  French  hats 
have  none  at  all.  dei)ending  on  the  (piality  of  the 
straw  for  their  ■'chic." 

Xapoleon-like  models  are  al.-<o  much  .-^een.  the.so 
shapes  adai)ting  themselves  with  sjiecial  ea.<e  to  tlie 
po])ular  willow  plumes.  'I'iie  typical  Napoleon  is 
seen,  and  there  ;u'e  also  many  practical  modifications 
adapted  to  needs  of  middle-aged  women,  or  the  wo- 
man who  demands  a  strictlv-tailored.  neat  walkiuij 
hal. 

Helmet  Shape  in  Toques. 

<  "lose-litting  lines  are  the  universal  rule  for  the 
>nialler  style  hat>.  the  helmet-.>^haped  toqvie  and  its 
\aiiali(tn-  heing  the  high  style  features  in  these  lines. 

.\hniy  >ott  >lraws  are  draped  so  as  to  tit  clo.<ely 
with,  periiaps.  a  single  caliochoii  of  contrasting  color 
such  as  emerald,  cerise,  coral  or  Ilelen  pink  and 
(piills  of  same. 

Many  of  these  tocpies  are  Iriuuned  with  velvet 
(piills.  or  piece  velvet  in  fancy  draped  effects.  Read- 
eil  and  straw  cabochons  divide  ]>opidar  favor. 

.\>  a  general  rule,  not  much  wire  is  used  to  stiffen 
the  i)opular  totiue.  great  lightne.<s  in  weight,  and  a 
certain  tunount  of  .<oftnes-;  in  adjusting  itself  to 
the  heatl  being  characteristics  of  the  new  creations. 
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'T^HE  RUSH  IS    ON  -Don't   disappoint   a   customer  or  lose  a  sale   for  the 
want  of  having  the  right  goods.     We  can  supply  you  with  anything  in 
Millinery  from  wire  to  the  finished  hat.     If  your  workroom  is  unable  to  cope 
with  the  rush  try  a  few  of  our  trimmed  hats. 


A  few  styles  from  our   sheet  just  issued. 

Other    Departments. 

HATS — New  rolled  brim  and  Knox  narrow  brim  Sailors.  Javas  in  rolled 
brim.     Children's  small  sized  Mushrooms. 

BRAIDS — Ramea,  Pyroxaline,  Silk — all  shades,  including  black,  white,  burnt, 
navy,  paddy  green,  coral,  scarlet. 

FLOWERS — In  every  conceivable  mount  and  shade.  June  Roses  are  good. 
Hair  busby  mounts  are  called  for. 

STAPLES —Ribbons,  Velvets,  Velvet  Ribbons,  in  all  the  wanted  colorings. 
Laces,  new  patterns  in  Chantilly  and  Orientals,  widths  3  to  10  inches, 
specially    adapted  for   summer   millinery. 

SHIPPING — This  department  will  ship  your  orders  quickly  and  intelligently. 


^™D.  MCC  ALL  COMPAN  Y,Limited 

TORONTO 
Winnipeg,  Montreal,  Ottawa,  Quebec 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Chantilly  Laces  Much  Used. 

It  has  been  a  remarkable  sea.son  for  Chantilly 
laces,  both  as  trimmings  and  forming  the  body  of 
tlie  hat.  The  latter  effect  is  produced  by  shirring 
the  lace  on  the  wires  of  the  frame.  Many  very  pretty 
black  bats  were  seen  in  tliis  style,  the  semi-transpar- 
ency of  the  hat  being  a  particularly  inviting  point, 
especially  when  supplemented  by  dainty  knots  of 
small  artificial  or  ribbon  flowers. 

Chantilly  lace  veils  are  also  in  great  demand, 
both  in  ivory  and  black,  and  Chantilly  laces  are  used 
for  trimmings,  facings  and  fluted  quills  on  large 
hats. 

® 

Willow^  Plumes  Stronger  1  han  Ever. 

Despite  all  })redicti()ns  to  the  contrary,  the  wil- 
low plume  is  in  reality  a  greater  favorite  than  ever, 
and  selling  on  all  sides  in  larger  (quantities  than  be- 
fore. This  is  probably  partially  due  to  the  beauty 
of  the  new  natiu'al  and  shaded  effects,  and  the  ex- 
quisite color  combinations  now  seen. 

There  is  also  the  consideration  that  the  plumes 
are  really  economical,  being  wearable  on  almost  any 
hat  at  any  time  of  the  year.  There  is  now  being 
offered  a  handsome  and  full-looking  willow  at  $5.00, 
a  price  which  enables  the  retailer  to  get  good  profit 
and  make  the  plume  a  popular  favorite  at  the  same 
time. 

® 

Stylish  as  Well  as  Comfortable 

Though  millinery  fashions  are  based  upon  those 
in  vogue  a  hundred  years  ago,  hat  styles  are  intensely 
modern.  Not  only  must  a  hat  be  smart  and  chic, 
but  it  must  be  becoming  and,  above  all,  it  must  fit 
and  be  comfortable  in  the  fitting  as  well.  Shapes 
may  be  high  and  bulky,  or  there  may  be  an  immense 
spread  of  brim,  but  before  the  woman  of  to-day  will 
accept  it,  she  must  be  satisfied  that  as  much  weight 
as  possible  has  been  eliminated. 

Eccentric  styles  and  types  she  may  acce])t.  but 
she  will  not  take  a  hat  that  is  so  heavy  as  to  i)urdcn 
the  head.  Therefore,  milliners  are  faced  with  a  new 
problem,  and  that  is  in  spite  of  the  use  of  velvets  and 
other  weighty  trimmings  the  resulting  model  must 
be  light  weight.  Manufacturers  are  helping,  for 
they  are  eliminating  all  possible  weight,  and  possibly 
this  is  one  of  the  reasons  why  the  hat  is  loss  (rinunod 
than  it  used  to  be. 

Small  shapes  lead  for  the  present  and  there  are 
few  seasons  wdien  there  has  been  so  wide  a  choice 
offered  for  early  Spring  wear.  After  the  first  perioil 
is  over  will  conie  the  turn  of  the  larger  sha]"»es.  Conse- 
quently, though  the  small  sha])es  are  now  most  fea- 
tiu'od  tlie  demand  will  come  for  the  larger  hat. 

'I'he  helmet  type  has  made  good  with  the  bettor 
trade,  and  l)icorne  and  Napoleon  models  are  selling, 
iis  tluM'o  is  a  decided  toiid(Micy  to  f;iv(ir  any  niod(M 
thai  rolls  off  the  face.  A  new  liii'lian  lypo  thai  i> 
coming  strongly  to  the  foi'o  lias  a  rouiidcd  crdwii 
and  an  upright  wing-liko  briiii  divided  iiitn  I\mi  soc- 
tions.  These  are  placed  close  togeher  at  each  side  of 
the  crown  and  follow  its  shape  until  the  top  of  tlio 
crown  is  reached,  then  they  roll  outwai'd  in  a  yrace- 
ful  curve.  A  model  .seen  in  one  of  llic  milliiiory 
houses  liad  the  crown  of  black  straw  ami  ila  wing- 
lik(>  brim   was  inass(>d   in   with   linv  coi'.il   pink   ro-c- 


.shading  from  dark  to  light,  and  the  back  of  the  hat 
was  nia.ssed  in  with  loops  of  ribbon  and  rnaline. 
Sometimes  these  brim  sections  curve  over  the  crown, 
the  .«hape  .-suggesting  a  large  ro.-ebud  in  .^hapc,  but 
whotli^i-  tlic  brim  turns  inward  or  outward  the  loop 
and  l)0w  irinnning  is  the  one  u.sed. 

Soft  crin  and  satin  .straw  Empire  toques  are  very 
fa.shionablo.  The.*e  toques  fit  the  head  like  a  cap. 
and  are  jaimiily  trimmed  witli  the  .same  kind  of 
.•straw,  a  harmonizing  color,  and  rosettes  of  ribbon  or 
a  small  j)lume  is  placed  on  one  side  towards  the  back. 
Many  of  the  now  toques  are  very  high,  and  a  wide- 
mcshed  net,  often  a  filet  effect,  is  used  flatly  to  cover 
the  white  straw.  Mou.sseline  or  maline  bunched  up 
in  feathery  and  fur-like  fa.shion  makes  a  most  at- 
tractive crown  for  toque  .«hapes  with  the  brim  of 
straw  braid. 

The  high-crowned  Directoire  and  the  jaunty  Na- 
))oleon  shapes  ai'e  usually  pressed  models,  and  the  lat- 
ter is  produced  in  the  true  Revolutionary  colors ;  that 
is,  in  red,  white  and  blue  worked  out  in  feathers 
and  velvet. 

The  pierrot  sjiape  with  conical  crown  of  varying 
height  and  the  brim  formed  of  a  roll  of  straw  is 
new.  Pierrot  models  are  shown  with  brims  of 
various  dimensions,  some  being  fairly  wide,  and 
others  narrow  and  rolling. 

Pretty  small  bonnet  .shapes  are  taking  with  the 
l)etter  trade,  and  there  is  little  doubt  that  for  misses" 
wear  shapes  of  this  kind  are  destined  for  some  prom- 
inence in  the  near  future. 

The  later  models  have  decidedly  high  crowns 
with  very  narrow  Ijrims.  and  are  decidedly  odd  in 
shape. 

Rough  braids  and  rough  straw  shapes  are  ex- 
cellent sellers  at  present,  and  a  very  big  Imsine.ss  has 
been  done  in  tagel  and  hemp. 

The  best  selling  colors  are  .straw,  tan,  black,  navy 
and  some  .shades  of  red.  The  ultra  trade  is  taking 
vert.  Enijiiro,  and  al>o  pur|)le. 

® 

Flow^er  and  Fruit  Novelties. 

Fruit  is  coming  into  considerable  favor  as  a 
trimming  for  hat''.  Each  sea.'^on  brings  the  cherry 
up  into  more  or  le.ss  prominence,  and  this  .sea.son  is 
no  exception.  Straws  are  trinniied  with  wreaths  and 
clusters  of  cherries.  ri]>o  rod.  black,  pinkish,  yel- 
low or  green.  Cherries  made  over  pyroxaline  of 
chiffon  or  velvet  are  also  used.  "N'elvet  ])lunis, 
api)les  and  pears  are  to  trim  mid-sunnner  liats.  ^''ery 
beautiful  are  the  berries  of  coral  mixed  \ni\\  fine 
foliage.  These  come  in  round  beads  formed  in 
bunches  like  berries  or  currants,  or  in  branches  of 
white  or  pink  coral.  Tmitati<in  coral  beads  are  used 
in  iirofu.=!ion. 

A  new  way  of  u.^sing  flowers  is  to  have  tlieni 
standing  u])  over  the  crown,  the  whole  apparently 
tied  together  by  a  ribbon  drape  that  goes  around  the 
crown  and  is  l>owed  at  the  side. 

Loose  lilo.s.soms  of  wistaria,  .<!weet  pea.  lilac,  roses 
and  various  fine  flowers  form  lianked  crowns,  flang- 
ed brims  or  are  banked  to  form  the  wingliko  brims 
of  the  new  turbans. 

Pansies.  lilacs,  clematis,  wistaria  and  hvacinths 
are  very  much  in  evidence.  Flowers  of  this  kind  are 
used  to  make  the  fashionable  tree  effects.  .\11  flow- 
ers in  be<;-onia,  geranium  and  coral  tints  are  very 
fashionable. 
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Millinery  Commissioners 


Limited 


OFFICES  IN  TORONTO  AND  PARIS. 


SHOWING    THE    VERY    LATEST 
FRENCH  NOVELTIES. 

DOING  IMPORT  BUSINESS  ONLY. 

We  do  not  carry  stock  but  arrange  our  business  to  make  possible 
THE  VERY  LOWEST  MILLINERY  PRICES. 

If  you  cannot  use  quantity,  we  cannot  do 
/////         business  with  you  because  each  order  is 
/  ///        placed   and  made  separately  and  we  are 
unable  to  profitably  execute  short  lines. 

The  Closer  You  Gome  To  Our  Propo- 
sition, The  More  You  Discover  In  It. 

That's  why  we  suggest  that  you  make 
comparisons  when  our  representative 
calls  on  you.  If  you  can't  see  it — if  our 
line  does  not  indicate  a  profitable  use  to 
you  — we  have  nothing  more  to  say. 

In  the  past  year  we  have  succeeded  in 
opening  up  most  of  the  first  class  accounts 
in  Canada.  Kindly  allow  this  form  of  persuasion  because  we  are 
comparatively  a  new  concern  and  some  of  you  have  not  examined 
our  line. 

HAVE  A  LOOK. 


Millinery  Commissioners,  umited 


Trade  Mark 


23  Scott  Street, 
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Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


42 


MILT.T  NRR  Y 


Dry  Goods  Review 


No.  2 — Turban  model  with  bon- 
net back  in  prunelle  shades, 
with  ivory  lace  medallions  and 
face  frill  of  lace. 

For  dfdiils  of  coiistnKtion 
see  piiye  43. 


No.  1 — Quaker  bonnet  model  in 
brown  and  Tuscan,  with  tan 
feather  trimming  and  brown 
velvet   nbbon   ties. 

For  details  of  coiistnu-tioii 
see  page  43. 


How  to  Shape  and  Trim  Spring  Models 

Measurements  and  Details  of  Construction  for  Four  Stylish  Hats  —  Quaker 
Bonnet,  Turban,  and  Large  Hat  of  Black  Lace  and  Chiffon— Hats 
Illustrated    on    Pages    42    and    44. 


No.  1 — Quaker  hoiiiiel  model  in  hrowii  au<l  Tus- 
can, witli  tan  feather  triinining.s  and  I)rown  velvet 
ribbon  ties. 

This  shape  eomes  alread}^  blocked,  with  brown 
Milan  brim  and  Tuscan  straw  crown.  The  brim  is 
faced  with  maline  the  same  shade  ii.<  the  feathers, 
using  four-jjly,  and  fitted  in  plain,  being  finished  at 
the  edge  with  a  ])lain  velvet  fold  one-half  inch  wide 
on  the  bias.  Two  tan  feathers  are  mounted  high  at 
the  left  side,  very  near  the  back,  against  the  crown, 
and  finished  with  a.  round  cabochon  made  of  velvet 
ribbon  one  inch  wide.  Tbe  same  i'ibl)on  is  used  to 
finish  the  base  of  the  crown  and  is  tied  in  a  small 
tailored  bow  at  the  (cntre  of  the  back.  A  strap  of 
the  .same  ribbon  fits  underneath  the  chin,  each  end 
being  fastened  at  llie  sides  under  the  velvet  ca- 
bochons.. 

To  make  the  caljochons — one  Ix'ing  used  for  each 
side  of  the  crown — form  a  circle  of  wire  fourteen 
inciies  in  circumference,  the  cross  Avires  measuring 
five  inches;  cover  with  umslin  and  bind  the  edges 
with  a  bias  piece  of  velvet  one  inch  wide,  acro.ss  the 
centre  "cogg"  a  row  of  the  velvet  ribbon,  and  put 
two  rows  on  each  side,  making  five  rows  altogether, 
finishing  over  the  edge  neatly. 

It  will  require  three  and  one-half  yards  of  rib- 
bon one  inch  wide  for  the  trinnuing,  one-eighth  of 
a  yard  of  velvet  on  the  bias,  one  yard  of  maline,  and 
the  two  feathers  to  complete  this  charming  bonnet 
model. 

No.  2. — Turban  model  with  bonnet  back,  in 
])runelle  .shades,  with  ivory  lace  medallions  and  face 
frill  of  lace. 

Frame  measurements — Outside  wire,  thirty-two 
inches;  height  of  crown,  in  front,  seven  inches,  back, 
five  and  one-half  indies;  diameter  of  top,  eight  and 
one-half  inches.  From  each  of  the  side;  back  wires  the 
out.side  wire  is  bent  up  a  liKle  in  l)onnct  style. 

The  frame  is  first  covered  with  cbifFon  as  plainly 
as  j>ossible,  then  covered  with  si.\-ply  |)runellc,  ma- 
line, covering  the  top  of  ihe  crown  first,  plain,  then 
the  side  crown,  fitting  it  as  ))laiiilv  as  ))()ssible  and 
joining  the  maline  at  the  back  so  tbe  join  will  come 
under  one  of  the  lace  ])oints. 


Dominion  Ostrich  Feather  Company 

96-100  Spadina  Avenue,   TORONTO       I-'m'ted 

„      t    ,  f   OSTRICH,  PARADISE, 

Manufacturers  of    ^^^^^^^  ^^^  ^^^^^^^^ 
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DYEING,  CLEANING,  CURLING,  REPAIRING. 

OLD  STOCKS  made  over  into  Willow  Plumes. 

FOR  THE  TRADE  ONLY. 


The  edge  of  the  model  is  then  bound  with  the 
maline,  using  several  thickne.sses,  the  binding  cut 
two  inches  wide..  The  lace  frill  is  sewn  on  the  top 
edge  of  the  brim,  from  the  side  back  wires,  round 
the  front,  allowing  one  yard  for  length. 

There  are  nine  of  these  lace  points  or  medallions, 
])laced  equal  distances  apart  round  the  turban,  one 
directly  in  front.  A  box-pleating  of  velvet  ribbon 
two  inches  wide  is  .sewn  round  the  top  edge  of  the 
turban,  and  around  tJie  front  as  far  as  each  of  the 
side  back  wires.  Between  these  two  wires  across  the 
pack  is  a  plain  strap  of  the  ribbon.  A  strap  of  the 
sar.je  ribbon  is  left  loose  enough  to  fit  under  the 
cliin,  the  ends  being  fastened  at  each  side  l)ack  under 
a  rosette  of  tiny  rose  buds  and  ribbon.  To  make  these 
rosettes,  cut  out  a  disc  of  rice  net  three  inches  in 
diameter  and  wire  the  edge,  cover  with  chiffon,  and 
bind  with  maline.  Round  this  di.«c  .«ew  a  frill  of 
velvet  ribbon,  leaving  it  about  one  inch  over  the  edge, 
the  centres  being  filled  in  with  pink  ro.«ebuds.  Face 
one-half  of  each  with  plain  maline  and  sew  to  the 
turban  at  each  side  back,  allowing  about  one-third  to 
corr.e  below  the  edge. 

Materials  required — Seven  and  one-half  yard>  of 
velvet  ribbon  two  inches  wide,  four  yards  of  maline. 
one  yard  of  lace  edging,  nine  medallions  of  lace,  and 
the  pink  ro.«ebuds. 

No.  3. — Large  hat  of  black  lace  and  chiffon,  with 
pink  rosebud  trimming. 

INIea.surements  for  the  frame:  Head  size,  twenty 
inches;  front  wire,  six  and  one-quarter  inches;  back, 
six  and  three  quarter  inches;  .^^ide.  seven  inches;  out- 
side wire,  fifty-nine  inches.  The  second  wire  on  the 
brim  is  ])lac('d  two  inches  in  from  the  edge.  Ba.*e 
of  ci'own,  thirty  inches:  dome  wires,  sixteen  inches. 

'I'lic  frame  requires  to  be  neatly  made,  as  only 
I  be  ciown  is  covcMvd  with  foundation  chiffon.  The 
edge  wiix'  of  liio  biini  is  covered  by  twisting  maline 
over  it.  The  top  brim  i-<  covered  with  lace  nine 
inches  wide,  the  edge  falling  over  the  outside  wire 
about  two  inclics,  the  lace  being  drawn  in  to  fit  the 
head  .«ize.  A  flange  of  chifl'on,  two  inches  wide  when 
linished,  and  of  a  double  thickness,  is  fitted  round 
the  top  edge  of  the  brim,  slip-stitched  to  the  wires. 
The  crown  is  fastened  to  the  frame,  and  round  the 
base  of  the  crown  is  sewn  a  ruching  of  black  velvet 
ribbon,  a  ])iece  of  the  lace  seven-eighths  of  a  yard  in 
length  is  then  draped  over  the  top  of  the  crown,  be- 
ing finished  at  the  right  side  front  with  a  bunch 
of  pink  roses  and  foliage. 

It  will  require  two  yards  and  five-eighths  of  lace, 
and  one  yard  of  chifTon  for  the  construction  of  this 
hat.  One  yard  and  one-quarter  of  velvet  ribbon 
two  inches  wido.  with  the  flowers,  for  trimming. 

No.  4. — White  mohair  mushroom  .«hape.  veilerl 
with  chiffon  and  lace.  Flower  and  velvet  ribbon 
trimming. 

The  shape  is  wired  on  the  edge  and  a  fold  of  pink 
satin  one  inch  and  one-half  wide,  on  the  bias,  stretch- 
ed under  the  edge.  Round  the  top  edge  of  the  brim 
there  are  four  circidar  frills  of  chift'on.  each  edged 
with  pink   satin   babe  ril^bon.     These  frills  are  cut 
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No.  3 — Large  hat  of  black  lace 
and  chiffon,  with  pink  rosebud 
trimming. 

For  details  of  fonstructioii 
see  page  43. 


No.  4 — White  mohair  mush- 
room shape,  veiled  with  chif- 
fon and  lace-  Flower  and 
velvet  ribbon  trimming. 

For  deluilrt  of  constriu'tion 
see  page  43. 
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the  sha])e  of  the  brim  and  a  little  wider.  The  edge 
of  the  chiflfou  turned  up  on  tlie  right  side,  over  which 
the  ribbon  is  sewn.  They  are  then  sewn  on  the  top 
brim  so  they  fall  just  a  little  over  the  edge  of  the 
hat.  The  frills  are  three  and  one-half  inches  wide. 
The  lace  plaque  is  somewhat  larger  than  the  hat, 
and  is  drai)ed  over  the  top,  plain  across  the  front 
and  back,  allowing  the  fullness  to  fall  at  the  right 
side  back  of  the  brim.  A  wreath  of  white  snow- 
drops and  pink  roses  with  foliage  snuggles  in  round 
the  bav-e  of  the  crown,  and  a  bow  of  brown  velvet 
ribbon  with  long  streamers  finishes  at  the  back  of 
the  crown  a  little  to  the  right.  The  bow  consists  of 
three  loops  on  the  crown,  one  loop  and  two  streamer 
ends  falling  down,  and  a  tie-over. 

It  requires  two  yards  and  three-quarters  of  brown 
velvet  ribbon  four  inches  wide;  two  yards  of  chiffon, 
seven  yards  of  pink  babe  ribbon,  one-eighth  of  a 
yard  of  pink  velvet,  the  lace  plaque  and  flowers. 


Flower  and  Feather  Novelties. 

Favor  is  divided  this  year  between  floral  and 
feather  garnitures.  In  feather  effects,  the  effort 
seems  to  be  directed  towards  the  production  of 
unique  color  effects.  Plumes  shade  from  rich  gold 
into  blue  and  pink  or  mauve.  What  are  known  as 
rainbow  effects  and  opal  blends  are  magnificent  ex- 
amples of  the  dyer's  art.  A  Paris  model  hat  had 
both  brim  and  crown  covered  with  flat  bands  of 
ostrich  showing  every  conceivable  rainbow  tone,  the 
one  blending  and  shading  into  the  other.  Tacked 
to  the  side  of  the  low  crown  was  an  immense  plum- 
age rosette  and  following  the  .spirals  was  a  wreath 
effect  in  tiny  mess  ro.sebuds  and  foliage  in  pink  and 
apricot  tones. 

Plume  effects  are  seen  in  variety.  There  are 
garlands  and  panaches  and  flat  wide  plumes,  mili- 
tary pompon  and  dagger  or  sword  effects,  fox  tail 
or  brush  plumes,  and  plumes  with  the  feathers  curl- 
ed both  outward  and  inward.  Solid  colors  in  two 
or  three  contrasting  tones  are  l)lended  Avith  black. 
Amongst  the  new  color  bleudings  are  willowed  pom- 
pons and  fringe  phunes  in  parrot  tints.  Each  flue 
shows  strands  of  pari-ot  blue,  scarlet,  green,  yellow 
and  l)lack  knotted  together  in  imitation  of  the  bril- 
liant blendings  of  the  parrot's  natural  plumage. 
Other  new  color  effects  are  Empire  green  and  white 
and  black,  white  coral  and  black,  gold  and  coral,  and 
blue,  red  and  white  in  tricolor  effect.  Feather  but- 
terfly effects  are  dyed  in  the  tints  of  a  butterfly's 
wing,  backed  and  brought  out  with  black,  and  there 
are  whole  feather  crowns  with  a  bunch  of  plumes  at 
the  side  mounted  on  buckram  and  ready  to  form  the 
crown  of  the  hat.  Beautiful  French  curled  plumes 
are  used  and  though  willow  plumes  are  said  to  be 
out  they  are  selling  as  though  they  did  not  know  it. 

For  dressy  wear  nothing  takes  the  place  of  an 
aigrette  and  handsome  models  are  trimmed  with  a 
wreath  of  these  beautiful  and  most  expensive  feather 
effects.  Women  of  large  means  are  partial  to  aig- 
rettes as  they  know  that  they  are  the  exchisive  pro- 
perty of  the  woman  with  the  long  purse. 

Quills  are  very  fashionable.  For  the  more  elab- 
orate hats  there  are  lancer  quills  made  of  ostrich  and 


for  tailored  and  street  hats  there  are  vulture,   owl 
and  eagle  quills  in  solid  and  in  mottled  colors. 


Large  Hats  for  Later  Season. 

The  small  hat  and  the  large  one  are  again  in  riv- 
alry this  season.  The  small  hat  is  perhaps  the  smart- 
est and  promises  to  have  the  best  of  it  during  the 
early  Spring  months,  but  later  the  large  hat  is  to 
come  into  its  own.  The  whisper  is  going  forth  that 
the  later  models  are  larger  than  ever. 

A  welcome  feature  is  the  variety  of  attractive 
models  that  will  help  to  prevent  the  unwelcome 
featuring  of  some  one  style  of  hat.  When  this  hap- 
pens, a.s  milliners  know  only  too  well,  the  run  of 
Ijusiness  is  confined  to  one  restricted  line  of  materials 
to  the  detriment  of  all  others,  and  though  sales  are 
made,  the  materials  left  on  hand  when  the  season 
ends  means  that  little  or  no  money  has  been  made. 

Besides  toques,  turbans  and  cloche  models,  there 
are  Valkyrie,  aeroplane,  pierrot,  helmet  and  many 
smart  Napoleon  shapes  featvired  in  small  hats.  The 
day  of  the  big  hat  promises  to  come  later,  and  doubt- 
le.ss  other  models  will  appear.  Among  the  leading 
large  shapes,  fancy  sailor  shapes  figure  iargeh\  There 
are  spring-made  sailors,  coolie  or  Chinese  .«ailors. 
Georgette  sailors,  and  many  .shapes  that  have  the 
l)rim  sharply  turned  back  either  in  front  or  at  the 
back.  Just  now  the  run  is  on  black  and  wliite.  later 
the  new  shades  of  pink,  cerise,  coral,  cherry  red, 
vert,  Empire,  royal  blue,  will  have  their  turn. 

For  once  fa.«hion  makers  have  remembered  that 
the  small  hat  is  the  most  comfortable  model  for 
wear  in  the  days  of  early  spring.  Later  the  large 
hat  is  always  a  favorite,  as  it  not  only  shades  the  face 
but  throws  it  into  a  most  flattering  shade.  In  the.se 
days  a  feature  of  this  kind  is  a  large  element  in  the 
success  of  a  hat  model. 


Veilings   and    Scarves 

Sudden  Increase  in  Demand  for  Chantilly  Lace 
Veils  —  Moderation  in  Styles  of  New  Face  Veil- 
ings —  Chenille  Dots  Prominent 

Owing  to  a  somewhat  unexpected  rush  for  Chan- 
tilly lace  veils,  due,  no  doubt,  to  the  general  vogue 
for  Chantilly  in  all  forms,  a  temporary  .'Scarcity  has 
occurred,  but  will  not  be  of  long  duration.  These 
veils  are  wanted  chiefly  in  black  and  ivory.  An  oc- 
casional colored  .specimen  is  seen. 

Chenille  dots  and  delicate  meshes  of  very  moder- 
ate size  and  design  continue  leading  lines  in  veilings. 
The  present  fashion  has  veered  from  the  more  ex- 
treme to  the  incon.';picuous  veiling,  a  style  vastly 
more  l)ecoming  and  useful.  Great  variety  is  seen, 
however,  and  filet  meshes,  col»webs,  hexagonals  and 
a  great  number  of  new  fancy  meshes  form  the  back- 
ground for  the  inevitable  small  chenille  dot. 

Fancy  scarves  for  evenings  wear  sell  well  as  ever. 
Dew-spotted  effects  are  established  in  public  favor 
and  will  continue  so  for  some  time.  Helen  pink  is 
the  new  color  note  in  motor  scarves,  and  a  close  sec- 
ond and  third  are  coronation  blue  and  the  new 
"Paddy"  green  shades.  In  these  as  in  other  lines, 
clear,  bright  colors  are  much  wanted. 
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Montreal    Millinery    News 

Simple  ^Trimming  for  the   New  Toques —  Striking 

Effects  in  the  New  Sailor  Shapes  —  What 

Wholesale   Houses   are    Showing. 

Staff  Correspondence 

Montreal,  April   14. 

At  tlie  first  glance,  the  Spring  and  Summer  mil- 
linery !<eems  every  bit  a.s  extravagant  in  outline  and 
expres.sion  a.'^  did  Ihe  \vinter  models,  but  a  closer 
examination  reveals  possibilities  in  the  graceful  lines 
and  becoming  curves  which  will  give  much  more 
moderate  and  i»iquantc  effects. 

Toques  composed  entirely  of  straw  are  a  feature 
(if  llic  Sunnner  opening  displays,  for  early  Spring 
wear,  some  of  tliem  a  regular  Empire  shape  with  full 
mob  crown,  and  deep  pleated  brim.  The  trimming 
of  this  variety  is  simple  in  the  extreme,  a  single  stiff 
rosette  of  ribbon,  with  perJiaps  one  of  the  odd  straw 
and  bead  buckles  or  ornaments  being  considered 
(piito  sufficient.  Others  agahi  have  the  straight 
i(  ill  lid  or  oblong  crowns  of  varying  heights,  finishing 
ill  a  simple  band  of  the  straw,  or  having  brims  turned 
u\)  more  or  less  sharply  all  around. 

The  season's  sailor  shapes  are  shown  in  quite 
charming  effects,  with  moderately  high  crowns,  and 
large  round  brims  which  differ  very  widely  from  the 
old-time  conception  of  a  sailor  hat,  with  the  unbend- 
ing lines  which  tended  to  detract  from  the  beauty  of 
even  the  finest  features.  The  softening  effect  of  the 
curved  and  rolling  brims  is  frequently  enhanced  by 
the  use  of  two  colors,  shapes  in  straw  of  a  natural 
tint  having  the  brim  edged  with  chip  in  a  contrast- 


ing tone. 


® 


Shown  by  Debenhams. 

Bright  emerald  green  is  a  dominant  viote  in 
Dobenham's  Sunnner  Opening  display  of  April  17th, 
and  is  featured  almost  as  strongly  as  were  coral  and 
King's  blue  at  the  Spring  openings,  two  shades  wdiich 
are  still  held  in  high  favor.  The  emerald  has  not 
been  shown  in  pressed  hats,  up  to  the  present,  but 
quantities  of  straw  and  crinoline  braids  are  offered 
for  the  creation  of  hand  sewn  shapes.  The  sugges- 
tions in  emerald  trimmings  are  legion — in  ribbons, 
for  the  trimming  of  plain  suit  hats,  and  to  be  used 
in  combination  with  any  or  all  of  the  offerings  of  the 
floral  world.  Tulles  and  tosca  nets  are  also  shown  in 
variety  in  the  same  rich  verdant  tone. 

Tn  hats,  tlie  dress  shapes  shown  for  Summer  wear 
are  all  large,  closely  following  the  lines  of  those 
shown  earlier  in  the  season — if  anything,  even  more 
graceful  and  pictures([uo  in  effect. 

There  are  three  novelties  among  the  very  small 
effects  which  are  both  useful  and  ])iquante.  The 
Phrygian  bonnet,  the  bonnet  of  the  French  Repub- 
lic, is  one  of  fhe<e  A  two-tnned  toque  of  soft  crin- 
oline is  fitted  ill  a  bead  lining,  with  a  band  of  blaeb 
velvet,  edged  with  a  corded  fold  of  colored  satin. 
The  point  of  iIm'  louue  is  folded  ovei'  and  caught 
to  the  velvet  brim  willi  an  ornamcnl  of  \-elvet  and 
crinoline,  Ihe  oi'ii.iineiil  lirin^  worn  lo  either  the 
fmiil  III'  H(l(>  as  (li'-ircd.  I'laek  and  coral  and  Mack 
and  wiiile  are  the  color  eoiuliinations  shown.  Tlieu, 
tliere  is  tlie  London  "Bobby"  helmet,  wbieli  conie-^ 
in  conrso  straws  in  all  colors,  the  elongated  back  he- 


iug  pulled  down  over  the  hair  and  almost  re.sting  on 
ihe  back  of  the  neck. 

Tlie  tiiird  is  the  succe.ssor  to  the  Pierrot  effects, 
made  of  black  and  whit-e  mixture  in  a  crinoline  cone 
(haped  above  the  black  velvet  band  which  is  a  fea- 
ture of  the  season's  styles  in  the  small  model,  and 
tinished  with  a  black  velvet  buckle.  Both  this  and 
the  Phrygian  bonnet  .should  appeal  to  all  hat  pin 
objectors,  since  with  these  no  hat  pins  are  required. 
Tlie  hats  p\ill  softly  and  firmly  down  right  over  the 
hair  and  slay  there:  and  for  convenience,  may  be 
rolleil  uu.  -towed  awav  in  a  l)ag.  or  for  the  matter  of 


C'lillapsililc    h.it    in    lil.ick    ;in(!    wliitc   pyroxaline   sti-aw.    with    velvet 
hiuid   and    bow.     By    Dobenbiuns    (Canada)    Limited. 

that,  sat  upon,  without  in  the  least  affecting  their 
appearance  or  usefulness. 

® 

Messrs.  Farrell,  Belisle  &  Co. 

All  the  new  curious  tones  of  red  which  Paris  is 
according  special  favor  just  now  are  displayed  among 
the  fiowers  shown  here,  and  de.spit.e  the  many  an<l 
\aried  tints  they  blend  into  a  rich  and  wonderfid 
harmony.  Brilliant  silk  and  velvet  sweet  peas  are 
shown  in  the  new  light  tone  with  just  a  da.sh  of  flame 
color  in  red,  and  these,  as  all  other  of  the  graceful 
llowers,  such  as  fuch.';ia,  acacia  and  pansy  blooms  are 
u.sed  in  the  building  up  of  floral  hat  crowns.  The 
reds  in  the  geraniums  are  beyond  description.  .«o 
perfectly  are  the  tints  of  nature  reproduced.  Here 
also  are  to  be  found  a  few  hints  of  Paris'  newest 
shades,  a  rich  brownish  mustard  yellow  and  a  dark 
deep  prune  tone.  There  are  also  a  few  of  the  fruit 
creations  whicli  may  adorn  hats  of  the  later  Summer 
months — wreaths  of  velvet  apples  showing  the  fir.st 
liul-  of  Autumn:  vines  with  miniature  yellow  pump- 
kins ;  graceful  rose  sprays  of  deep  dark  foliage  and 
.scarlet,  yellow  or  brown  rose-hips:  with  a  range  of 
all  other  fruits  in  natural  ami  unnatural,  but  fash- 
ionable, tones. 

® 

J.  M.  Orkin  &  Co. 

This  house  reports  a  much  larger  trade  in  lianil 
sewn  hats  than  for  several  .seasons,  and  has  already 
sold  over  eight  hundred  this  .sca.son,  in  addition  to 
their  trade  in  ]->re.s.sed  hats.  They  re]H-irt  also  an  un- 
u<uall\  large  demand  for  toques,  of  all  sizes  and 
shapes,  and  their  Summer  showing  features  many  of 
tbesi^  in  various  braid-,  .\bnosl  all  their  hats  .show 
the  characteristic  sharp  turn  off  the  face. 

The  trimmed  hals  all  bear  evidence  to  the  vogue 
for  ribbon  trimmings,  which  they  have  used  in 
enormous  quantities  right  through  the  season. 


Variety  in  Shapes  and  Trim  in  London 

Tagel  the  Leading  Straw  —  Pliable  Straws  for  Draping  in  Colors  and  Black 
and  White  — Small  Hats  High,  Large  Hats  Have  Very  Low  Crowns  and 
Circular  Brims  —  Even  Transparent  Hats  are  Lined  With  Black  Velvet  or  Satin 

Staff    Correspondence 
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TAGEJj  comes  first  and  foremost  among  the 
straAvs  used  for  early  Spring  .season,  and  this 
.'^traw  is  requisitioned  both  for  the  smart  hat 
for  liard  wear  and  for  the  hat  intended  for 
ceremonious  occasions.  Many  clever  and  becoming 
shapes  are  fashioned  from  Manila,  and  there  are 
numorons  pretty  models  in  the  many  effective  coarser 
straws. 

Bewitcliiugly  pretty  and  decidedly  practical  are 
the  motor  bonnets  of  soft  pedal  and  .satin  straws. 
These  bonnets  are  finished  with  a  veil  of  ninou,  and 
show  forth  the  advance  in  becoming  effect  that  motor 
millinery  has  now  attained. 

Though  draped  and  folded  hats  are  not  now. 
there  is  a  decided  element  of  novelty  about  hats  of 
draped  straw  that  have  been  introduced  as  one  of  the 
developing  novelties  of  the  season.  Pliable  .straws  for 
this  purpose  are  shown  in  fanciful  designs  in  all  the 
new  colors  and  in  strijoed  effects,  and  the  trade  here 
expect.s  to  capture  the  market  to  a  great  extent  with 
these  novelties  in  the  coming  months. 

The  height  of  small  headgear  is  on  the  increa.«e, 
but.  on  the  other  hand,  the  large  hats  show  crowns 
that  are  not  over  two  inches  high,  and  these  quite 
low  and  rather  small  bowl  crowns  arc  coming  in  for 
a  deal  of  preference. 

'J'he  very  newest  models  have  very  low  broad  bowl 
crowns,  completed  with  fiat,  straight-out  regular 
brims  having  the  same  breadth  at  the  back,  front 
and  sides.  As  a  fact,  these  i)rims  are  almost  circular 
in  shape. 

Fringe  feathers  are  introduced  to  trim  this  new 
shape.  Fringe  feathers  are  really  vmcurled  willow- 
ed  plumes,  or  almost  so.  These  plumes  start  from 
the  front  to  the  back  and  pass  over  the  centre  of 
the  crown  completely  covering  it,  and  also  a  good 
portion  of  the  brim.  The  flues  are  very  long,  but 
the  feather  stem  is  only  short,  as,  though  the  ti]i 
rests  upon  the  brim,  it  does  not  go  beyond  it. 

A  new  note  is  the  lining  of  all  undcr-brims  of 
large  hats  with  l)lack,  no  matter  what  the  color  of 
the  hat  maj'  be,  and  even  the  transjiarent  brim  of 
lace  or  net  has  this  opaque  lining.  Velvet  is  most 
used,  and  satin  and  other  silks  are  also  favored. 
Variety  of  Shapes  and  Trimmings. 
iv  feature  that  milliners  will  welcome  and  do  their 
best  to  perpetuate  is  the  variety  of  shapes  and  trim- 
mings used.  One  form  of  large  hat  has  already  licen 
spoken  about,  and  another  good  model  is  a  form  of 
the  envelope  hat.  with  the  turned-) )ack  flap.  A  smart 
exanqile  of  this  model  was  of  Royal  blue  tagel,  faced 
with  black  velvet,  having  a  back  of  blue,  and  which 
>howed  through  the  pile,  giving  a  changeable  effect. 
This  brim  scooped  out  oddly  at  the  back  to  let  a 
ma.ss  of  black  osprey  emerge.  There  is  also  a  quite 
low  and  rather  large  bowl-crowned  model  shown  that 
has  one  .side  raised  high  and  the  other  showing  only 
a  slight  roll  at  the  edge. 

The  coolie,  introduced  late  last  Summer,  is  appear- 
ing under  the  name  of  the  Chinese.  Sometimes  the 
brim  is  straight  and  some  models  show  a  slight  roll 
all  round.  This  model  is  shown  both  in  straw  and 
in  hair-braid,  and  always  has  an  under-brim  facing 


of  velvet.  A  red  tagel  model  was  faced  with  black 
velvet,  and  had,  as  the  sole  trimming,  a  black  hu.s.sar 
plume  of  uncurled  ostrich,  fa.shioned  with  a  bead 
caDochon  in  Oriental  colors.  Loose  clusters  of  rib- 
bon, in  loops,  often  trim  this  model,  the  ribbon 
eitlier  being  ])lack  or  matching  the  color  of  the  straw. 
The  Directoire  Cloche. 
A  very  graceful  and  liecoming  shape  is  the  Direc- 
toire cloche.  The  brim  is  of  medium  size,  but  the 
crown  is  high  and  in  sugar-loaf  shape.  Straw  hair- 
braid  or  fabric  may  be  u.sed  in  their  construction. 
A  typical  model  was  of  pale  mauve  crepe  de  chine, 
with  the  under-brim  lined  with  pleatings  of  almond 
green  tulle,  which  finishes  in  a  frill  edged  with  a  tiny 
silver  cord  around  tne  face.  Tliree  bands  of  almond 
green  velvet  pass  around  the  crown  and  standing 
straight  up  on  either  .side  two  .shaded  plumes  of 
mauve  and  green  fastened  in  by  shirred  velvet 
cabochons  edged  with  gold  lace. 

Colors  to  Come  Later. 

Though  black  and  white  discreetly  mingled  with 
touches  of  relief  color  as  yet  rules  in  millinery  there 
is  evci'y  indication  that  the  more  extensive  use  of 
color  combinations  will  lead  later,  and  a  visit  to  the 
millinery  departments  of  the  leading  London  stores 
confirms  this  view. 

Judging  from  the  millinery  .shown  at  Harrod's. 
the  down-droop  and  the  up-turned  brim  are  equally 
fashionable.  The  effective  alliance  of  black  with  a 
sufhcient  touch  of  cerise  is  a  big  feature.  A  large 
black  tagel,  with  the  brim  turned  sharply  back  in 
front,  had  the  cerise  touch  given  by  means  of  a 
pleated  ribbon  cockade  set  a  little  to  the  left  of  the 
front  and  fastening  the  brim  back  to  the  crown. 

Another  hat  of  deep  violet  tagel,  a  l)icorne  model 
with  a  medium-sized  bowl  crown,  was  trinnned  with 
three  pastel  violet  plumes.  A  hint  of  the  fuchsia 
color  scheme  was  given  by  the  binding  of  cerise  vel- 
vet placed  on  the  upper  brim,  not  used  as  a  facing 
underneath. 

Some  Notable  Models. 

One  of  the  new  circular  low  bowl-crowned  models, 
also  of  black  tagel,  wtis  prettily  trimmed  with  a 
wreatli  of  forget-me-nots,  ending  at  the  side  under 
a  flat  bow  of  Saxe  blue  velvet,  through  the  centre 
band  of  which  was  drawn  a  single  rose  in  soft  full 
l)ink  .-hades.  A  high  toque  of  draped  black  and 
white  strii)ed  straw  had  a  narrow  drooping  brim  of 
black  velvet,  above  which  was  set  a  wreatli  of  blue 
forget-me-nots,  ending  Avith  a  chon  and  mount  of 
the  same  flowers  at  the  side. 

In  one  establishment  the  inevitable  black  and 
white  was  relieved  with  the  cerise,  royal  blue  and 
Empire  green.  And  here  also  was  evinced  a  marked 
preference  for  fuchsia  effects,  arrived  at  by  shades  of 
violet  combined  with  darker  blue  and  touched  with 
coiise.  This  was  achieved  in  one  instance  by  lining 
a,  most  becoming  shape  of  violet  tagel  that  had  the 
wide  brim  turned  up  in  front,  and  drooping  irregu- 
larly over  the  hair  at  the  back,  with  deep  blue  silk. 
The  only  trimming  was  a  panache  of  violets,  end- 
ing with  three  coronation  roses,  carrying  out  the 
l;»ackward  slant  of  the  brim  in  front  and  nodding 
above  the  low  round  bowl  crown. 
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Is  Yeiled  Waist Ja^f Fixture  ? 

It  Is  Put  Out  in  Great  Variety   of  Styles  for 

Fall  Selling  —  Marquisettes,  Chiffons,  Brussels 

and  Tosca  Nets 

THE  demand  for  plain  white  marquisette 
waists  is  unabated  and,  owing  to  the  dilli- 
culties  in  the  way  of  procuring  the  cloth, 
promises  to  be  greater  than  the  supply. 
Therefore,  manufacturers  are  convinced  that  the 
cloth  will  be  a  seller  this  Fall,  and  are  showing  mar- 
quisette waists  in  their  Fall  line,  both  in  lined  and 
un  lined  models. 

The  veiled  waist  seems  to  be  a  fixture  and  is  again 
put  out  in  a  big  variety  of  styles  for  Fall  selling. 
Marquisettes,  chiffons,  Brussels  and  Tosca  nets  are 
used  over  soft  silk  and  lace  or  net  linings. 

Hand  and  machine  embroideries,  or  both  skill- 
fully combined,  stand  at  the  head  of  the  trimming 
list,  and  beaded  effects  done  directly  onto  the  fabric 
are  another  favored  style.  Porcelain  beads  are  used 
in  line  patterns  on  black  or  dark  blue,  and  jet  porce- 
lain beads  and  bugles  are  effectively  combined  with 
French  knots  in  Bulgarian  colors. 

There  is  little  novelty  in  cut,  the  kimona  or  but- 
terfly effect  being  retained.  The  sleeves  are  elbow 
length  and  a  few  are  completed  down  to  the  wrist 
by  the  addition  of  a  long  cuft'  of  net  or  lace  to  the 
lining.  The  round  yoke  and  high  collar  are  univers- 
ally used  as  a  finish  to  all  l^'nll  waists  produced  so  far. 

® 

New  Separate  Skirt  Styles. 

Summer  lines  of  skirts  are  showing  for  outing 
wear.  These  are  plain-gored  models  and  while  close- 
fitting  are  not  cut  on  such  lines  as  to  impede  free 
movement.  The  habit-back  is  favored,  the  fa.stening 
being  accomplished  at  the  .side  of  the  front  panel. 
This  closing  is  hidden  under  a  line  of  buttons  or  ^^|'|' 
more  practically  still,  buttons  and  button-holes  arc 
used  and  the  top  of  the  skirt  is  finished  with  a  stitch- 
ed attached  belt  and  there  is  one  or  two  smart  little 
patch  pockets  at  the  side. 

The  fabrics  used  are  rc|)  and  linens  in  white 
and  natural  shades. 

The  new  models  show  the  .simulated  over.skirt  cut 
in  gores  or  panels  and  finished  by  side  or  reversed 
pleated  llounce.  The  voile  -skirts  arc  trimmed  with 
.-tanding  hraid  and  cord  embroidery  and  the  pana- 
mas  with  standing  braid  and  Hat  military  braids. 

A  very  handsome  voile  skirt  had  the  upper  of 
tunic  part  of  the  skirt  cut  in  ten  |>anels,  each  paiu^l 
rounded  at  the  bottom  and  edged  with  a  waved  line 
of  cord  oml)roidery  with  a  handsome  embroidered 
motif  dceoraliiig  (he  cenlre  of  each  panel.     The  pan- 


els decended  to  a  little  below  the  knee  and  was  fin- 
ished by  a  box-pleated  tlounec  each  ]deal.  continuing 
the  line  of  the  the  panel. 

Plaid-back  Coatings   Lead 

Pile  Fabrics  are  Favored,  but  are  in  Short  Supply 
—  Felt-backed  Satin  for  More  Elaborate  Wraps 

Manufacturers  have  everj'  confidence  in  the 
separate  coat  for  Fall  selling.  While  they  clearly 
recognize  that  suits  have  made  a  gain  this  Spring, 
it  has  not  been  at  the  expense  of  the  .separate  coat. 
The  suits  sold  have  been  in  the  better  grades  and  to 
the  woman  who  confines  her  suit  to  street  wear. 

So  long  as  light-weight  silken  and  fabric  dresses 
are  used  for  afternoon  and  informal  evening  wear,  a 
separate  coat  will  be  a  necessary  garment.  The  in- 
creasing number  of  people  who  cnvn  automobiles  is 
also  a  considerable  factor  in  promoting  the  sales  of 
separate  coats,  as  a  long,  loose  woolen  wrap  coat  is 
the  most  practical  garment  that  can  be  worn. 

Pile  fat)rics  are  to  be  strongly  in  evidence.  Hand- 
some coats  are  developed  in  hollow  cut  cord  velvet- 
eens and  long  mantles  of  silk  .<eal  plush  are  being 
prepared  for  the  city  trade.  The  smaller  centres  are 
still  partial  to  cai'aculs  and  pony  skins  and  they  will 
be  as  good  as  ever  in  many  parts  of  the  Dominion. 
Merchants  are  warned  that  fabrics  of  this  class  are 
an  in  short  supply.  Seal  ]>lushes  are  20  per  cent. 
higher  than  last  year,  and  the  mills  making  them 
have  more  orders  on  hand  than  tliey  can  fill.  The 
same  applies  to  caraculs  and  all  fur  fabrics.  The.se 
fabrics  are  in  strong  demand  for  children's  wear  and 
tor  various  trimming  purposes  as  well  as  for  coats. 
Prices  are  advancing  rapidly  and  orders  will  only  be 
accepted  at  a  higher  figure.  .Vlready  there  is  a 
.scarcity  developing  in  the  States  and  American 
manufacturers  are  atti'mpting  to  place  orders  througli 
Canadian  agents.  .\  ^h)ntreal  agent  was  recently 
ered  an  order  for  2,UUU  yards  from  the  States  but 
the  linn  he  represented  would  not  accept  the  order 
as  it  was  impossible  to  make  delivery  of  the  goods. 

For  the  more  elaborate  wrap  tliere  .-ieems  t-o  be  a 
good  prospect  for  satin  fentre.  or  felt-backed  .<atin. 
This  is  the  Winter-weight  version  of  the  wool-backed 
\ariely.  Satin  feutre  wjis  used  extensively  in  New 
York,  hoth  for  suits  and  coats  last  Fall,  and  promises 
to  have  an  even  more  extensive  sale  this  season.  The 
coats  and  wraps  are  satin-lined,  making  a  warm  and 
comfortable  garment.  The  linings  are  in  vivid 
shades  of  ro.'^e,  ceri.^e.  King's  l>lue  and  other  high 
colors. 

Till'  black  kersey  coat  is  always  included  in  the 
line  for  Fall  selling.  This  year,  kerseys  are  shown 
in  botli  black  and  the  leading  colors,  and  the  manu- 
facturers e\i>ect  the  )Hual  well-defined  bu-inoss. 
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Beautiful  lingerie  model   of  tucked   batiste, 
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handsome  embroidery  and  Valenciennes  lace. 

^^^^K                           ^ 

Note  the  elaborate  warp-printed  ribbon  sash 

and  the  wreath  of  ribbon  flowers  in  the  hair. 

Gown  of  foulard,  with  flounce|]and  panel 

piped  with  Empire  green  satin.    The  waist 

is  finished  with  a  little  cape  of   the  satin 

and   the   sleeve    finish    and    girdle    is   the 

same.     Loop  efifects  formed  of  satin    rou- 

loux   and   covered    buttons   of   the    same. 
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t)rii  fiooftn  Ttevieu) 


Harem  skirt  as  shown  by 
the  T.  Eaton  Co.  on  the 
living  model.  The  tunic 
and  Turkish  trousers  are 
cf  black  satin  and  the 
butterfly  waist  is  of  Em- 
pire green  satin. 

t^ptfcially  posed  and  photo- 
graphed for  the  D.G.Il. 


Suit  of  white  soft  finished 
foule  serge.  The  coat  is 
modified  Empire,  with 
collar  of  black  and  white 
striped  silk.  The  skirt  is 
perfectly  plain  and  shows 
more  fullness. 
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Murray-Kay's  Fashion  Prom. 

Beautiful  Decorations  Used  in  Connection  with 

Elaborate   Pergola    Scheme       An   Exceedingly 

Successful   Event 

Murray-Kay,  Toronto,  held  a  'Tronienade  of 
J^'ashioiis"'  featuring  their  high  class  ready-to-wear 
novelties,  which  proved  a  most  successful  event. 
(Jarnieuts  were  displayed  on  living  models,  and  the 
clientele  of  the  store  proved  so  enthusiastic  that  dem- 
onstrations were  required  in  the  morning  as  well 
iis  the  advertised  hours  in  the  afternoon. 

This  event  was  one  of  importance  to  window 
trimmers  on  account  of  the  elaborate  setting  and  ex- 
tensive preparations  made  by  II.  C.  McDonald  in 
charge  of  the  display  department.  As  an  advertising 
method  and  unique  feature  nothing  quite  so  extens- 
ive has  been  seen  in  Canadian  stores.  The  general 
scheme  was  carried  out  in  white — contrasted  with 
gold,  pink  and  green. 

The  displays  were  made  in  a  large  apartment  on 
the  second  floor,  formerly  used  for  carpets.  A  col- 
onial pergola  or  French  verandah  effect  with  a  centre 
fountain  was  built  extending  the  entire  length  of 
ninety  feet.  An  overhanging  lattice  was  supported 
by  pillars,  and  green  foliage  with  pink  wistaria  were 
used  throughout  the  entire  top  in  arbor  effect. 
Models  promenaded  along  a  raised  platform  covered 
with  white  felt,  and  the  orchestra  was  assigned  to 
a  special  balcony  over  the  stairway.  This  balcony 
was  also  in  colonial  effect. 

On  the  main  promenade  each  supporting  pillar 
was  banked  with  natural  ferns,  i)alms  and  Piaster 
lilies,  and  at  the  top  of  each  colunm  a  similar  group- 
ing of  ferns  and  Easter  floral  decorations  was  made. 
In  order  to  imi)art  a  still  more  faithful  effect,  natiu'al 


bark  suri'ounded  each  ma.ssing  of  greenery  and 
Howei's,  whicli  enhanced  the  effect  of  nature.  A 
garden  of  palms  surrounded  the  entire  platform. 

On  this  j)latform  a  fountain  spray  was  the  centre- 
piece, and  at  either  end  .striking  French  urns  in 
old  ivory  filled  with  natural  greenery  were  placed. 
At  the  centre,  next  the  orchestra  balcony,  a  French 
gateway  allowed  the  models  to  pa.ss  in  and  out  as 
changes  in  costume  were  completed,  or  gowns  were 
given  sufficient  prominence.  Rich  furniture  and 
reclining  settees  and  chairs  were  conveniently  placed 
for  posing  or  comfort  of  the  different  models. 

Soft  glowing  bulbs  in  reflectors  were  u.sed  over 
the  entire  length  in  a  serial  arrangement  and  an 
even  light  dift'used.  Contrasted  with  this,  windows 
and  other  background  were  done  in  rich  green  ve- 
lour. 

Everything  [)ertaining  to  such  a  display  was 
carefully  and  correctly  carried  out  and  the  general 
color  scheme  l)rouglit  out  effectively  each  garment 
shown. 

It  was  a  setting  well  calcidated  to  display  such 
gowns  at  their  best.  There  was  not  a  discordant  sug- 
gestion in  the  entire  arrangement,  and  the  display 
was  as  notable  for  its  artistic  ensemble  as  for  the 
exhibit  of  dainty  garments. 

Smart  Gowns  on  Display 

Though  the  Murray-Kay  Co.  in  their  recent 
promenade  of  fa.shions  showed  a  numl)er  of  import- 
ed gowns  and  several  harem  skirt  models  the  real 
interest  of  the  display  was  wisely  centred  in  smart 
styles  that  appealed  to  the  discriminating  woman. 

This  applied  particularly  to  the  suits  .shown  on 
several  occasions.  The  lines  at  $25  and  $35  were 
brought  into  special  prominence  and  at  the  display 
made  nui.'^t  have  had  a  .strong  influence  upon 
the  sales  in  the  depai'tiiient. 


Mm  ray-Kay,    Ltd.,    Promenade    of    Fashions.      Frii'jh    verandah,    surrounded   with   natural   palms  and   canopied   with   wistaria  and 
foliage.    Completed   witli   a    lirilliant  electrical  illumination   -Orchestra  dais  is  seen  on  the   right.     Arranged  and  carried 

out  by   H.   C.   McDonald. 
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Gown  of  white  marquis- 
ette over  messaline.  This 
gown  shows  a  number 
of  new  fashion  touches, 
namely  the  lower  waist 
line,  tucks  over  the  shoul- 
der, the  new  flare  at  the 
elbow,  and  the  line  of  but- 
tons and  loops  from  throat 
to  hem. 


l)r]l  (looih  Review 


ready-to-wp:ar   garments 


5?, 


Navy,  coating  blue,  and  tan  niixtiires  were  in 
stronger  evidence  than  black  and  white,  and  while 
the  .skirts  were  straight  and  narrow  there  was  a 
suggestion  of  a  flare  cunningly  introduced.  One 
skirt  that  was  particularly  admired  wa.s  cut  in  four 
gores  and  had  the  l)ias  seam  up  the  back  that  has 
been  replaced  by  the  universal  panel.  The  join  up 
the  front  was  concealed  under  two  slot  tucks  about 
an  inch  or  so  wide  and  tu(!ks  also  hid  the  side  seam. 
'I'lie  vent  was  at  the  back  and  was  masked  by  a  I'ow 
(if  stitching.  Small  patch  pockets  were  placed  on 
each  front  gore.  This  by  the  way  is  a  new  touch 
that  is  finding  favor,  and  the  belt  was  of  the  cl(»tli 
and  stitched  onto  the  skirt.  The  coat  was  [)refectly 
straight,  plain  and  mannish  and  beautifully  tailor- 
ed, the  straight  coat  .sleeves  being  put  in  ahsolutely 


without   fullness   and   emphasizing   the   line   of   the 
.shoulder  and  upper  arm. 

The  skirts  of  the  majority  of  the  suits  shown 
showed  little  pleats  let  in  to  give  more  room  but 
none  of  them  could  he  said  to  be  wider  than  nece.s- 
sary. 

A  nmcli  admired  dress  was  of  very  dark  blue 
marqui.sette  over  a  tiny  black  and  white  striped 
silk  slip.  There  was  l)ead  embroidery  on  tlie  waist 
and  around  the  hem  of  the  .simple  straight  hanging 
skirt.  The  neck,  sleeves  and  waist  all  showed  a  line 
(»f  \ivid  cerise. 

A  new  feature  that  caught  the  crowd  was  a  child 
model  who  wore  a  innnber  of  pretty  dre.s.ses  and 
hats. 


Tendency  in  Favor  of  Light-Colored  Suits 

Development  Noted  in  New  York  —  Lingerie  and  Lace  Collars  and  Cuf?s 
on  Many  Suits  —  Black  and  White  and  Grey  and  White  Fancies  are 
Selling   Well  —  Doxible-faced  Satin  Coats  —  New  Petticoats  on  Straight  Lines 


Ofhce  of  The  Dry  Goods  Review, 

llo  Broadway,  New  York,  A])ril  13. 

Though  suits  of  white  serge  and  white  serge  pin- 
striped with  black,  as  well  a.s  suits  of  the  popular 
l)lack  and  white,  and  grey  and  white  fancies  are  big 
K'Uers,  there  is  a  strong  tendency  develo})ing  in  favor 
of  light-colored  suits  for  Sunnner  wear.  Bright  tans 
and  King's  blue  are  now  being  asked  for  and  it  looks 
as  though  women  were  tired  of  the  dark  colors  and 
the  blacks  and  greys  that  they  have  been  wearing. 

This  tendency  is  leading  to  the  use  of  fancy  silks 
for  the  large  collar  and  wide  revers  that  are  now 
attached  to  every  suit. 

The  place  of  braid  as  a  trimming  is  being  taken 
by  bands  of  striped  or  plain  satin  as  a  trimming  for 
the  more  dres.sy  .suits. 

Lingerie  and  lace  collars  and  cuffs  are  seen  on 
many  suits  and  this  is  a  feature  that  is  expected  to 
be  even  more  popular  later  on  in  the  season. 

Plain-tailored  suits,  not  only  of  white  and  natur- 
al linens,  but  in  all  the  fashionahle  colorings  are 
making  their  appearance.  Some  few  are  embroid- 
ered or  lace  trimmed,  but,  as  a  rule,  if  any  trinnning 
is  used  it  is  confiined  to  narrow  lines  of  cotton  .sou- 
tache. 

Outing  skirts  in  popular-priced  lines  made  of 
white  or  natural  linen,  cotton  suiting  or  rep  are 
selling  well.  These  are  plain  gored  skirts  with  band 
attached  and  patch  pockets  at  each  side  of  the  front. 

Satin  Faced  Coats  Selling  Well. 

Double-faced  satin  coats  are  selling  in  high-priced 
lines,  but  for  the  popular  trade,  satin  coats  are  now 
showing  that  are  unlined.  Many  of  these  coats  have 
detachable  collars  and  cuffs  of  white  lace.  Collars 
and  facings  of  tan  linen  oi-  with  Bulgarian  embroid- 
ery in  floss  silk  is  another  pi'etty  touch. 

Smart  .scarf  wraps  are  made  of  chift'on  and  are 
trimmed  with  ribbons,  lace  and  hand  embroidery. 
Another  novelty  in  wraps  consists  of  an  Eton  coat 
with  long  ends  developed  in  changeable  taffeta. 
Capes  of  colored  satin  in  rose,  vert  empire  and 
King's  blue  are  also  .shown.  Voile  and  etamine 
coats  are  on  the  market  for  Summer  selling. 


The  best  sellers,  so  far,  have  been  the  general 
utility  coats  suitable  for  rough-and-ready  wear.  These 
are  shown  in  the  ujany  striped  and  grey  mixtures 
and  checks. 

The  knee-length  top  coat  recently  introduced  is 
selling  best  in  misses'  sizes.  Black  and  white  check, 
.serges  and  fancy  mixtures  are  the  favored  cloths. 

New  Petticoat  Styles. 

The  new  petticoats  are  cut  on  straight  lines,  and 
all  trimming  is  put  on  to  give  as  flat  an  eft'ect  i\&  pos- 
sible. The  high  colors  used  in  milhnery  are  reflected 
in  the  petticoat,  and  cerise,  coral,  Helen  pink.  Em- 
pire green  and  Persian  blue  are  featured. 

Where  the  whole  petticoat  of  these  l)rilliant 
shades  is  deemed  too  bright,  models  can  be  had  toned 
down  with  black,  and  the  colors  above-mentioned  are 
combined  with  black  with  good  effect. 

Soft,  changeable  silks  are  in  high  favor,  but 
mes.saline  continues  to  be  the  best  selling  petticoat 

.silk. 

The  approved  cut  calls  for  gored  sections  to  the 
knee,  below  which  is  the  applied  flounce,  finished 
in  various  pleated  or  .shirred  styles.  Tucked  panels 
are  inserted  in  some  skirts  to  give  the  required 
straight-line  effect. 

A  new  use  for  foulard  is  for  making  petticoats. 
Satin  foulard  in  dots,  ring  and  spot  patterns  is  used, 
and  the  soft,  clinging  nature  of  this  silk  adapts  itself 
excellently  to  the  present  fashions  in  petticoat  lines. 

Novelty  in  Materials. 

The  continued  cold  weather  has  been  against  the 
.sale  of  many  lines  of  .spring  garment^s,  but  the  late 
Easter  and  the  continued  cold  weather  has  favored 
the  sale  of  .suits.  The  big  bu.siness  this  Spring  has 
been  almost  confined  to  the  better  grade;  suits  from 
$25  up  being  nuich  the  best  sellers.  Manufacturers 
who  showed  smart  snappy  styles  in  this  kind  of  suit 
have  no  reason  to  complain  of  lack  of  business. 

Fall  lines  are  now  approaching  completion  and 
from  what  can  be  learned  the  novelty  this  Fall  will 
be  in  the  materials  used  rather  than  in  the  mode  of 
using  them.  Skirts  are  narrow  and  plain,  having  as 
a  rule  an  even  number  of  gores.  Many  models  do 
not  .show  the  back  panel  to  which  some  objection  has 
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been  iiuulc,  liut  arc  gored  at  Uie  back  giving  a  slight- 
ly flaring  effect  to  the  skirt  thai  cerlaiiily  makes  it 
more  graceful  and  which  does  not  add  materially  to 
the  width  of  the  skirl,  TIk;  2)aneled  skirt  is,  how- 
ever, by  no  mens  discarded.  The  suit  coat  is  short 
and  straight  and  the  sleeves  are  iu  coat  effect,  but 
I'atlier  wider  at  the  wrist.  Braid  buttons  and  imi- 
talion  fur  are  favored  trinnnings. 

Serge.s  are  still  in  evidence,  but  the  hard-twisted 
tightly  woven  serge  ha.s  given  way  to  softer  makes, 
('heviot  serges  and  cheviots  are  freely  used.  Scotch 
effects  in  grey  and  brown  mixtures,  flecked  with 
bi'ight  colors,  with  zibelines  and  boucles  are  the 
novelties. 

The  leading  manufacturers  are  putting  out  vel- 
vet suits  for  Fall  .and  anticipate  that  they  will  have 
a  leading  place.  Velvet  suits  were  very  much  worn 
in  the  leading  Eastern  cities  in  the  States  last  Fall 
and  the  ojjinion  is  that  all  centres  will  take  them 
in  the  coming  Fall. 


Soft  Woolen  Fabrics  Favored 

Office  of  The  Dry  Goods  Review, 

115  Broadway,  New^  York,  April  15. 

The  plain  short  coat  and  skirt  suit  will  run 
through  the  Fall  and  Winter  of  1911-12,  and  there- 
fore manufacturers  are  showing  heavier  cloths. 

Instead  of  the  smooth  finished  light-weight 
fabrics  that  have  been  so  much  worn,  soft,  rough  and 
semi-rough  weaves  are  to  have  the  lead.  Fashion  no 
longer  confines  herself  to  just  one  fabric,  but  each 
season  a  variety  of  novelty  effects  nmst  be  shown. 

The  leading  novelty  so  far  is  the  woolen  fabrics 
in  imitation  of  velvet.  These  velour  materials  have 
a  raised  surface  similar  in  effect  to  that  of  an  uncut 
velvet.  They  are  made  of  soft  wool  and  are  about 
the  same  weight  as  a  velvet.  Closely  sheared  panne- 
finished  Zibelines  and  Zibelines  showing  long  lus- 
trous hairs  lying  flat  on  the  surface  of  the  cloth  are 
offered  as  high-class  novelties. 

The  trade  has  been  very  partial  to  bordered  and 
side-band  effects  in  summer  fabrics,  and  bordered 
goods  arc  expected  to  be  strong  for  Fall.  Bordered 
boucles  will  be  very  fashi()nal)le,  and  plain  fabrics 
with  boucle  borders  and  bands  are  a  high  novelty. 

Suitings  are  also  shown  with  mohair  ribbon  side- 
bands. These  boucle  effects  run  from  I  be  linie<l 
loops  to  eui'ls  like  tho.se  on  a  Persian  lamb,  and  the 
giouiid  under  the  boucle  is  of  rich  dark  colors, 
llcckeil  willi  splashes  of  bright  color.  Black  cheviots 
are  shown  with  black  and  white  boucle  borders,  and 
coloi's  in  .soft  wool  and  worsted  fabrics  have  wide 
side-bands  of  black  boucle,  from  one  inch  to  five  or 
six  iiiclies  wide.  These  bands  arc  intended  to  be  cut 
oif  and  used  as  a,  most  clfective  trinuniug.  New 
worsted  fabrics  liave  broad  bands  of  mohair  woven 
in  diagonal  pallern  and  outliiieil  with  lines  of  gold 
color  as  a  border. 

Novelty  suitings  are  of  tbe  ratine  or  eliinchilla 
order,  and  many  new  suitings  show  tbe  finish  seen 
on  AVhitney  overcoatings  some  years  ago.  Ratine 
is  again  shown  and  is  looked  upon  with  favor. 

Another  change  is  tbe  inirodiuiinn  of  Scoleb 
effects  in  eombinatious  of  two  or  three  colors  for 
street  wear.  Tiie  colors  favored  are  mixtures  of 
stone  grey  and  tans  and  bi'owns  witii  lleek>  of  bi-il- 
liaid,  color. 


Serges  still  retain  their  favored  place,  but  the 
new  serges  are  woven  more  loo.sely  and  have  many 
advantages  over  the  hard-twi.sted  tightly-woven 
varieties,  one  of  whicli  is  they  do  not  wear  bright. 
Cheviots  and  (lu;viot  .«erges  are  featured  in  a  wide 
nmge  of  blues,  ranging  from  light  t(»  dark.  Man- 
nish suitings  are  also  in  evidence.  Challies  have 
been  big  sellers,  both  in  patterned  and  in  bordcrc  I 
eiiects.  Challies  are  showing  for  Fall  in  bordered  an.i 
in  foulard  patterns.  \'oiles  and  light-weiglr. 
eolienries  will  sell  for  afternoon  and  evening  wear. 

Stripes  are  much  in  evidence.  Fine  hairline 
stripes  are  favored  by  the  cutting-up  trade,  and  there 
are  line  stripes  and  checks  in  velvet-finished  cloths 
in  black  and  blue,  brown  and  black,  grey  and  black, 
violet  and  Ijlack,  green  and  black,  and  red  and  black. 

^yonderfnlly  soft,  thick  and  light  are  some  of  the 
cloaking  novelties  shown.  They  come  in  black  and 
white  mixtures  and  Oxford  greys,  in  beautiful  brown 
tints  and  in  melange  eft'ects  .showing  Hecks  of  bright 
colors.  Other  novelties  show  a  crepe-like  finish  or  a 
(lo.sely  curled  .surface.  Wide  wale  diagonals  come 
iu  cloths  .soft  as  camel's  hair  and  liave  a  zibeline-like 
warp.  Cloaking  novelties  also  have  the  chinchilla 
and  the  Whitney  finish. 

The  new  colors  are  soft  and  bright,  but  are  totally 
unlike  the  pastels  that  ba\c  rnleci  the  past  few  sea- 
.sons.  The  greys  showing  are  in  the  Oxford  and 
dull  silver  tones,  and  the  colors  shown  indude  .sev- 
eral rich  blues,  browns  and  tan.s,  green  and  the  rich 
reds  cla^ssed  as  Coronation  colors. 

® 

The  Outlook  for  Pile  Fabrics. 

A  very  big  sea.son  is  assured  for  all  pile  fabrics. 
The  leading  novelty  is  a  velour  material  having  a 
straight  upstanding  pile  that  is  .'shorter  than  plu.'^li 
and  yet  is  not  quite  .so  long  as  velvet.  'N'elvet.eens, 
plain,  hollow  cut  cord,  and  in  fancy  black  and  white 
effects  are  in  high  favor,  and  velvets,  plushes,  silk 
seals  and  imitation  furs  are  well  sold  ahead. 

Increased  attention  has  been  given  to  wide  widths 
in  these  fabrics,  showing  that  they  are  intended  for 
dress  and  coat  purposes. 

\'elveteens  are  favored  for  dre.s'^es  and  suits  and. 
in  addition,  they  will  be  u.sed  for  shopping  bags, 
boot-tops,  belts  and  other  uses. 

Silk  plu.shes  have  advanced  20  per  cent,,  and  the 
niill>  are  practically  over-sold.  The  same  condition 
pervails  in  fur  fabrics.  Caracul,  baby-land).  ])ouy- 
skin,  etc.  are  being  u.-^ed  for  long  coats  and  also  for 
triniining  pnrpn-e-.  'i'be  inannfacturers,  l)oth  here 
and  abi'dad.  are  sold  up.  and  it  is  almost  impo.ssible 
to  place  further  orders  for  these  fabrics. 


Raymond  Webl>.  with  Merchants,  Limited,  write* 
as  follows: — "Tbe  ,\pril  edition  was  of  great  benefit 
to  me.  The  I'over  design  in  particular  was  (he  means 
of  mv  .selling  .several  suits  t black  and  white  strip- 
ed.)"' 

A  movement  is  on  foot  to  unite  all  of  (he  retail 
merchants  of  the  United  States  in  a  huge  demonstra- 
tion of  regard  for  John  AN'anamaker.  who  ha.s  jus( 
eompleted  a.  half  century  of  active  business  life. 
Merdiants  are  asked  to  contribute,  not  more  tlian 
$10  each,  to  a  fund  for  a  loving  cup  (o  be  presented 
Mr.  Wanamaker  to  mark  his  golden  anniversarv 
a-  lb(>  li(>;id  of  a  s^reat  concern. 


High  Express  Rates  Under  the  New  Rules 

MilUnery  Men  Say  That  Classification  is  Being  so  Interpreted  by  Com- 
panies That  Charges  in  Many  Cases  are  Six  Times  Higher  than  Formerly 
—  Shippers  Claim  They  Lacked  Information  Necessary  in  Working  Intelligently 


IT  would  apj)ear  that  the  express  companies  are 
determined  to  make  the  most  of  their  oppor- 
tunities under  the  new  classification  just  issued, 
so  far  at  least  as  shippers  of  millinery  are  con- 
cerned. 

Pending  the  announcement  of  new  rates  hy  the 
Railway  Connnissioners,  there  does  not  seem  to  be 
much  illumination  availaljle  to  shippers  as  to  the 
correct  interpretation  of  certain  vague  claases.  In 
the  meantime,  the  companies  are  working  upon 
interpretations  which  strike  shippers  as  being 
entirely  unreasonal)le.  The  matter  has  been  made 
the  suliject  of  jM-otest  at  Ottawa  and  a  final  ruling  is 
expected  at  an  early  date. 

"We  certainly  feel  that  the  millinery  houses  are 
being  discriminated  against,"  said  the  head  of  a 
wholesale  concern  recently  to  The  Review.  "In  the 
first  place  when  the  new  classification  book  was 
issued  by  order  of  the  Commission,  no  distrilnition 
was  made  of  it  among  w'holesalers  and  manufactur- 
ers. Copies  were  sent  to  the  Board  of  Trade  and 
manufacturers'  associations,  but  so  far  as  individual 
members  of  these  ])odies  were  concerned,  the  com- 
})anies  seemed  unwilling  to  assist  us  to  an  intelligent 
understanding  of  the  matter  by  sup])lying  us  with 


classification  books.       It    would    appear    that    they 
want  to  keep  their  information  to  themselves. 

What  is  a  Bulked  Shipment  ? 

Two  provisions  applying  to  bulked  shipments 
have  been  the  cause  of  much  discus.sion.  They  read 
as  follows: — "The  following  will  not  be  considered 
bulked  shipments:  A.  Several  parcels  shipped  by 
one  .shipper  upon  his  own  account  to  his  bona  fide 
agent  for  distribution.  B.  Several  parcels  gathered 
by  one  shipper  and  .^hipped  to  a  bona  fide  consignee 
for  his  own  account  and  not  for  distrilmtion.  When 
shipments  are  oftered  for  carriage  as  l)ulk  shipments 
they  are  not  to  be  accepted  unless  the  shipper  satis- 
fies the  agent  they  are  within  the  above  class. 

"Now,  while  the.se  stipulations  are  made  with  re- 
gard to  bulked  shipments,"  said  the  wholesaler,  "we 
are  given  no  great  amount  of  latitude  to  imagine 
what  a  bulk  shipment  is,  for  certainly  we  have  little 
actual  information  in  the  matter.  Some  hold  that 
a  mistake  was  made,  and  that  these  clau.ses  should 
be  regarded  as  a  definition  of  bulked  .shipments. 
Others  declare  that  they  were  put  there  for  the  pur- 
l)Ose  of  enabling  the  companies  to  obtain  a  firmer 
control  of  goods  from  the  consignor  to  the  final 
consignee.     It  is  certainly  very  bewildering. 


GRADUATED    CHARGES     FOR    PACKAGES    WEIGHING     LESS    THAN    100    POUNDS 

When  the  rate  between  any  two  points  is  not  given  below,  use  the  next  higher  rate  for  making  price. 


When  rate  is  <^ 


Packaees  not  over. 

Over   1  lb. 

'  3  " 

'  4  " 

"  5  '• 

"  7  " 

"  10  " 

"  15  "                " 

■•  20  "                 " 

"  25  " 

"  30  " 

"  35  " 

"  40  " 

"  46  " 

"  50  " 

•'  65  " 

'•  60  "                " 

'•  65  " 

"  70  '•                 " 

"  75  '■' 

"  80  " 

"  85  " 


.40 
1  Ib.25 

.50 
lib  25 

60 

75 

1.00 

1.23 

1.50 

1 

75 

llb.25 

llb.25 

llb.25 

llb.25 

llb.25 

llb.25 

2 

•25 

2 

'25 

2 

'25 

2 

'80 

2 

"30 

2 

":iO 

2 

"30 

2| 

••30 

8 

•26 

8 

'25 

3 

'25 

3 

'30 

3 

"80 

3 

"36 

3 

"85 

3 

'•40 

4 

"25 

4 

'25 

4 

•SO 

4 

'30 

4 

"35 

4 

"33 

4 

"40 

4 

"45 

5 

'25 

5 

"25 

5 

•SO 

6 

'.35 

5 

'40 

5 

"40 

5 

"  45 

0 

"60 

7 

'30 

7 

'30 

7 

'85 

7 

'35 

7 

'40 

7 

"45 

7 

"50 

7 

"65 

10 

30 

10 

30 

10 

85 

10 

40 

10 

45 

10 

60 

10 

fA 

10 

60 

16 

30 

15 

30 

15 

36 

16 

40 

15 

46 

1.5 

55 

15 

flO 

15 

65 

20 

3U 

'20 

30 

20 

35 

'20 

40 

20 

60 

'20 

60 

20 

70 

'20 

75 

25 

35 

25 

35 

25 

40 

26 

45 

25 

55 

25 

65 

25 

75 

25 

85 

30 

35 

80 

40 

80 

45 

X) 

50 

30 

60 

SO 

70 

30 

80 

30 

90 

35 

40 

85 

40 

35 

45 

35 

50 

35 

65 

85 

75 

35 

83 

3> 

100 

40 

40 

40 

40 

40 

60 

40 

55 

40 

70 

40 

80 

40 

90 

40 

100 

45 

40 

45 

40 

45 

60 

45 

60 

45 

75 

45 

90 

45 

100 

45 

100 

50 

40 

50 

45 

60 

65' 

60 

60 

50 

80 

50 

100 

50 

100 

50 

100 

M 

40 

i,t> 

60 

66 

60 

56 

65 

hh 

8i) 

hb 

KKI 

hit 

110 

h-> 

110 

60 

To 

60 

50 

60 

60 

60 

70 

60 

90 

60 

110 

60 

120 

60 

120 

66 

65 

50 

65 

60 

66 

75. 

65 

90 

65 

115 

65 

130 

63 

130 

70 

40 

70 

£0 

70 

60 

70 

75 

70 

lOO 

70 

125 

70 

140 

70 

140 

76 

40 

75 

50 

76 

60 

76 

75 

75 

100 

73 

1'25 

75 

150 

75 

150 

80 

40 

80 

60 

80 

60 

80 

75 

80 

100 

80 

1'25 

80 

150 

80 

160 

83 

40 

85 

SO 

85 

60 

») 

75 

85 

100 

85 

125 

85 

l.'iO 

R5 

170 

100 

40 

100 

50 

100 

60 

100 

75 

100 

100 

100 

1'25 

100 

150 

100 

175 

llb.23 
2  "35 
S  "45 

4  "50 

5  "  .55 
7  "60 


23    100 
30    100 


40  100 
45  100 
50    100 


2.60 

3.60 

3.50 

4.00 

llb.25 

llb.25 

llb.25 

lib  23 

2 

"S6 

2 

"35 

2 

"85 

2 

"85 

8 

"45 

3 

"45 

8 

"45 

3 

"45 

4 

"55 

4 

"60 

4 

"60 

4 

"60 

5 

"60 

5 

"65 

5 

"70 

5 

"70 

7 

"70 

7 

"75 

7 

"  80 

7 

"85 

10 

75 

10 

80 

10 

90 

10 

100 

15 

85 

15 

90 

15 

100 

15 

no 

20 

100 

'20 

110 

'20 

120 

20 

126 

25 

110 

25 

120 

25 

130 

25 

150 

30 

115 

30 

130 

30 

150 

30 

160 

35 

125 

85 

140 

33 

160 

33 

170 

40 

125 

40 

130 

4) 

175 

40 

185 

45 

125 

45 

150 

45 

175 

45 

200 

50 

123 

60 

l&O 

50 

175 

50 

200 

1  lb.30 

2  "36 

3  "45 

4  "80 

5  •'76 
7  "90 

10    100 
15    lis 


1.50 
17.) 
190 


40    200 
45    225 


When  the  rate  per  100  lbs.  is  32.00  or  more,  charge 
pound  rates  for  50  Ibs^  or  over:  but  the  cha^-ge  on  a  pacK- 
age  less  than  50  lbs.  in  weight  must  not  be  greater  than 
the  charges  for  50  lbs.  If  less  than  *2  00  per  lOo  lbs.,  gradu- 
ated charges  must  be  made  ;  but  the  charge  for  a  shipment 
at  a  rate  of  less  than  S2.00  per  100  lbs.  shall  not  be  more 
than  the  charge  on  the  same  shipraent  when  the  rate  is 
S2.00  or  more  per  100  lbs.  When  the  rate  exceeds  $20.00  per 
100  lbs.  charge  pound  rates,  but  never  less  than  the  $20.00 
graduated  charge  for  same  weight. 


When  rate  is  tS" 


Packages  not  over. 

Over  I  lb. 


5.00 


lib  SO 

2  "  35 

3  "  45 

4  "  60 
.S  '•  -5 
7  100 

10  no 

15  125 
20  140 


25  160 
30  175 
35  200 


40  225 
45  '2.10 
50  260 


6.00 


lib  30 

2  "  35 

3  "  46 

4  "  60 

5  "  75 
7  100 

10  115 
15  135 
20  165 

25  185 
30  210 
35  25J 

40  275 
45  300 
50  300 


lib.  30 

2  "  85 

3  "  45 

4  "  60 
.")  "  80 
7  "  100 

10  120 
15  150 
■20   175 


200 
250 
275 


40  323 
45  350 
60      350 


8.00 


lib.  31 

2  "    35 

3  ■' 

4  " 

6  "    80 

7  "  100 

10  125 

15  ftiO 

•20  200 

25  225 

30  275 

35  325 

40  350 

45  400 

60  400 


lib.  30 

2  "  35 

3  "  45 


25  250 

30  300 

35  350 

40  400 

45  4.50 

50  450 


10.00 


lib.  30 

2  "  35 

3  "  45 


10  150 

15  200 

20  250 

25  300 

30  325 

35  375 

40  425 

45  475 

.^0  500 


11. oo 


lib.  .W 

2  ■'  35 

3  "  45 

4  "  60 

5  "  sn 

7  "  100 

10   150 
15   200 

20   250 


lib  30 

2  '■  35 

3  "  45 

4  "  60 

5  "  80 
7  "100 

10  150 
15  215 
20   275 

25  330 
30  400 
35   475 


40  475  40  525 
45  525  45  675 
50   550  50   600 


13.00 


lib.  30 

2  ■■  35 

3  "  45 


5  "  80 

7  "  100 

10  150 

15  215 

'20  275 

23  350 

30  400 

35  475 

40  525 

45  685 

50  650 


14.00 


1  lb.  SO 

2  "  35 

3  '■  45 

4  "  60 

5  '  80 
7  "  110 

10  150 

15  215 

20  285 

25  350 

30  420 

33  490 

40  660 

45  630 

50  700 


lib.  35 

2  "  40 

3  "  50 

4  "  65 

5  "  85 
7  "  115 

10  165 
15  235 
20   300 


16  00 


lib.  3 

2  "  40 

3  "  50 


10  16 

15  250 

20  320 

25  400 

30  480 

35  560 


17.00 


lib.  35 

2  "  45 

3  "  55 

4  "  75 

5  "  90 
7  "  1'2S 

10  173 
16  260 
20   340 


40   680 


lib.  35 
2  "■  45 
8  ••  60 

4  ■'  75 

5  " 
7  •'  140 


25  450 

30  540 

35  630 

40  720 

45  610 

60  900 


20.00 


lib.  40 

2  '^  50 

3  •'  60 

4  "  80 

6  "100 

7  "  1.50 

10  200 

15  300 

20  40O 

25  500 

30  600 

35  700 

40  800 

45  900 

50  iooo 


The  giiHUiated  scale  of  e.\i)ress  clitirges  upon  which   the  oompauit's    are    applying    the    new    cla-'ssification.       Cliarges     are    in    some 
cases  three  times  what  they  were  formerly.     Shippers  expect  a  very    considerable    reduction    in    rates    by    the    Railway    Commission. 
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READY-TO-WEAR    GARMENTS 


Dry  Goods  Revievi 


An  Unreasonable  Interpretation. 

■'Then  ill  ap[)lyiii^  llie  graduated  .seak'  to  llic 
new  class] (ication  the  express  people  adopt  an  inter- 
pretation which  seems  little  short  of  robbery  and 
certainly  adds  considerably  to  the  cost  of  the  goods. 
As  an  example,  we  will  suppose  that  we  have  10 
])arcels  averaging  8  lbs.  each  for  shipment  to  Peter- 
borough. The  rate  is  75  cents  a  Inuidred  pounds. 
Anything  over  HO  lbs.  is,  under  the  old  classification, 
considered  full  weight,  so  that  those  parcels  bulked 
would  formerly  have  cost  75  cents. 

"Now,  inider  the  new  classification,  we  would 
estimate  the  same  10  ])arcels  like  this.  Each  weighs 
<S  pounds  and  all  measure  from  05  to  70  inches,  the 
minimum  size  at  which  parcels  in  cardboard  boxes 
may  be  bulked.  Each  parcel  of  this  size  is  classified 
at  25  lbs.  under  the  new  regulation  and  the  l)ulk 
weight  would  therefore  be  250  lbs.,  and  the  cost 
!f2.10. 

"It  strikes  us  that  this  represents  a  pretty  heavy 
advance  inider  a  classification  intended  to  proportion 
bulk  and  weight  more  equably,  but  the  express  com- 
panies go  the  limit  by  taking  each  parcel  as  a  separ- 
ate shipment.  Each  is  reckoned  at  25  lbs.  and  ac- 
cording to  the  graduated  scale  the  rate  on  each  to 
Peterborough  is  25  cents,  making  a  total  of  $4  50 
for  the  ten  parcels. 

"We  believe  that  the  real  meaning  of  the  Com- 
mission's classification  w^as  that  such  weights  be 
hulked  instead  of  1)eing  taken  as  separate  shipments. 

Must  be  Reduction  of  Rates. 

'  "If  the  company's  interpretation  is  sustained 
there  must  be  a  good  reduction  before  the  charges 
reach  a  rea.sonable  level. 

"Take  another  example.  ^Ve  will  sav  that  we 
arc  shipping  the  same  10  parcels  to  (*algary.  The 
rate  on  100  lbs.  is  $0.25,  and  under  the  old  cla.s.sifi- 
cation  the  80  lbs.  would  go  for  $8.25. 

"Api)lying  the  new  classification  we  would  again 
bulk  these  weights  and  for  the  250  lbs.  we  would 
consider  that  $25  for  expi-ess  charges  would  be  a 
very  high  figure.  It  is  reall\'  three  limes  the  former 
charge. 

"The  companies,  howexcr,  estiiiiat(>  each  as  a 
M'parate  25-11).  shipment  and  the  total  charge  is 
therefore  $:U). 

"This  is  certainly  exorbitant  and  we  contend 
that  the  classification  iiiiisl  have  more  rea.'^onable 
iiit(>rpretation. 

"Moreover,  it  strikes  us  as  being  decidedly  un- 
just that  the  graduated  scale  on  rates  of  $5  and  over 
should  advance  $1  per  cwt.  in  each  ca.se  in.stead  of 
25  or  50  cents,  as  is  done  in  adding  to  the  rates  from 
75  cents  up  to  $5.  We  hope  this  matter  will  also 
he  properly  adjusted  in  the  new  graduated  scale. 

"Under  the  rul(>  applying  to  corrugated  boxes. 
the  hulk  weight  is  taken,  luil  should  it  be  impossible 
to  pack  in  the  box  a  small  parcel  consigned  to  the 
same  party,  tiiey  will  charge  this  as  a  .separate  ship- 
ment, though  it  could  be  very  conveniently  fastened 
to  the  larger  parcel.  In  the  .same  way  tlu^  exprc.'^s 
eompanies  i-e(iuire  that  the  manufacturer  of  small 
articles  in  shipping  sexeral  pai'cels  bulked  or  tied  to- 
gether to  ol).scrve  ininiinniii  measnreiiicnt-  wliicli 
eerlainlv  ineivas(>  the  ebariic.-  \er\    iiiatciiallv  . 


Taking  Advantage  of  Freight. 

■There  is  no  doubt  that  these  charges  are  adding 
to  the  cost  of  milliner\\  Corrugated  boxes  cost  from 
80  to  50  cents  each,  according  to  size,  whereas 
formerly  it  was  po.s.sible  to  u.se  boxes  in  which  goods 
were  originally  packed.  In  using  crates,  no  mea.s- 
urement  over  P20  inches  will  he  ac-cepted,  but  it 
seems  that  the  companies  would  like  to  force  us  into 
the  use  of  crates  and  thus  run  up  the  weight. 

"The  upshot  of  it  will  undoubtedly  be  that  the 
retailer  will  see  some  advantage  in  placing  orders 
earlier  and  in  sufiicient  bulk  for  freight  shipment. 
Should  anything  like  present  rates  prevail,  this 
seems  to  be  the  only  course  to  pursue.  People  are 
already  anticipating  this  requirement  so  that  they 
will  be  able  to  u.se  freight  more  frequently.  The 
express  companies  are  therefore  losing  good  bu.si- 
ness. 

"The  new  express  cla.ssification  is  certainly  caus- 
ing some  trouble  with  the  merchants  and  express 
agents  in  towns  where  there  is  no  very  definite 
understanding  on  the  diff'erent  clau.ses.  Cases  are 
known  where  wholesalers  have  billed  goods  out  a.s 
one  shipment,  but  which  were  relnlled  by  the  ex- 
press companies'  officials  as  separate.  On  reaching 
their  destination,  the  express  agent  states  that  the 
shipper  made  a  mistake  in  sending  them  out  separ- 
ately and  any  attempt  to  readjust  the  matter  leads 
to  complication.  This  measuring  and  weighing  of 
parcels  at  the  point  of  shipment  has  caused  consider- 
able delay,  (ioods  upon  which  the  whole.saler  has 
placed  his  interpretation  have  been  accepted  by  the 
companies  and  then  re-weighed.  This  has  caused 
12  hours'  delay  in  many  cases." 

Is  Tfiere  Discrimination  ? 

The  new  cla.ssification  does  not  seem  to  be  caus- 
ing any  trouble  in  the  wholesale  dry  goods  houses. 
In  fact,  in  one  house,  the  shi])ping  clerks  knew 
nothing  about  it.  All  goods  were  going  out  as  form- 
erly. .\lthough  nuich  of  the  stuff  .^hipped  is  up  to 
weight,  there  are  many  similar  articles  carried  b\ 
millinery  houses  and  wholesale  <lry  goods  houses 
l'^)r  example,  a  millinery  wholesaler  points  out  that 
on  a  piece  of  buckram,  which  weighs  four  pounds, 
costs  about  $2.  measures  55  inches  and  would  there- 
fore be  considered  a.s  weighing  15  lbs.  The  expre.'^s 
charge  to  a  di-^tant  jmint  would  therefore  be  more 
than  the  goods  were  worth. 

"It  does  not  appear  from  enquiries  I  have  made 
that  they  are  watching  the  wholesale  dry  goods 
bonse>  on  similar  goods  with  the  .same  cat-like  vigi- 
lance that  they  (lo  the  millinery  hou.«es."  said  a 
wholesaler.  "Certainlv  everv  .shipper  should  be  u.^ed 
alike. 

"To  the  connlry  merchant  the  new  ilassitii-ation 
is  something  of  a  Chinese  ]nizzle.  ^^'e  have  had  a 
hat  letnnied  to  us  the  other  day  which  was  (>nclosed 
in  a  box  ca]>able  of  holding  a  dozen  hats  of  that 
-\vA\  The  expre.'^s  (liarges  were  almost  one-half  the 
\alue  of  the  hat. 

"These  things  have  arou.sed  con.siderable  dissatis- 
faction among  the  millinery  houses  and  the  forth- 
coming rates  and  graduated  scale  will  have  to  be  of 
a  very  generous  cbarai'ter  to  make  the  new  cla.<sifi- 
cation  acceptable." 


DRY     GOODS     REVIEW 
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Merger   of    Silk    Companies 

Belding  Paul  Co.,  Corticelli  Silk  Co.  and  Cas- 
cade  Narrow   Fabric  Company  Amalgamated 
—  Frank  Paul  is  President 

An  important  merger  of  silk  interests  was  re- 
cently effected  when  Tlie  Belding  Paul  Co.  and  Cor- 
ticelli Silk  Company,  Limited,  were  amalgamated 
with  head  ofhces  in  Montreal.  (Japitalization  author- 
ized is  two  and  one-half  million  dollars,  but  all  that 
will  be  i.ssued  at  present  will  be  $2,350,000,  divided 
as  follows:  5  per  cent,  debenture  stock,  $750,000,  7 
])er  cent,  preferred  stock,  $850,000  and  common 
stock,  $750,000.  All  the  Canadian  factories,  ware- 
houses, offices,  etc.,  of  the  Corticelli  and  Belding 
Paul  companies  and  the  whole  plant,  etc.,  of  the 
Cascade  Narrow  Fabric  Company  of  Coaticooke, 
Que.,  will  be  brought  under  one  management,  and 
a  great  saving  effected  in  cost  of  duplication  of  the 
various  lines  of  merchandise,  operating  expenses, 
etc.  Particularly  is  this  the  case  in  connection  with 
the  warehousing.  At  present  there  are  duplicate 
warehouses  in  Montreal,  Toronto,  Winnipeg  and 
Vancouver,  which  will  be  reduced  by  the  merger 
to  a  total  of  four.  Frank  Paul  will  be  pre.sident  of 
the  new  company. 

Enc^uiry  as  to  what  effect  the  propo.secl  recipro- 
city agreement  would  have  on  the  merger,  elicited 
the  information  that  the  American  branches  of  the 
Corticelli  and  also  the  Belding  Paul  companies  had 
signed  an  agreement  not  to  come  into  the  Canadian 
market.  Thus  there  would  he  no  competition,  not- 
withstanding which  there  would  be  no  increase  in 
the  prices  of  the  maiuifactured  goods. 


Swiss     Embroideries     Good 

Forty-four  and  Twenty-three  Inch  Flouncings 

the  Important  Line  at  Present  —  Galoons  and 

Bandings  also  Taking  Well. 

Large  repeat  orders  have  been  coming  in  for 
kSwIss  flouncings.  The  very  wide  numbers  are  found 
to  divide  favor  with  the  27-in.  widths,  both  being  in 
strong  demand.  All  qualities  appear,  very  pretty 
embroiderie  Anglais  effects  making  a  popular  line, 
while  the  lace  and  enrln-oidery  conil)ination  effects 
are  seen  in  medium  to  higii-])riced  numl)ers.  Among 
the  more  exclusive  lines,  some  soft-draping,  nuill- 
like  fabrics  are  seen.  These  possess  great  possibilities 
for  evening  as  well  as  day  dresses. 

Galoons  and  wide  bandings  are  very  strong,  these 
usually  coming  in  styles  to  match  the  flouncing. 

An  excellent  selling  line  was  a  flouncing  for 
children's  drcs.ses.  This  came  with  narrow  hem,  as 
well  as  in  scalloped  styles,  and  the  patterns  were  of 
flic  small  and  dainty  variety.  Materials  for  infants' 
rnl'c     ill   .-imilar  stvlo  wore  also  seen. 


Silks  Hold  their  Supremacy. 

Silk  manufacturers  are  determined  to  hold  the 
supremacy  tlioy  have  gained  and  are  putting  out  a 
large  and  interesting  range  of  novelties  for  Fall.  No 
one  style  predominates.  Scotch,  Moorish,  Oriental, 
Pompeiian  and   Bulgarian   designs    and    colors   are 


shown.  Flowered  warp  prints  and  Dresdens  are  also 
featured.  Roman  striped  taffeta  silks  alternating 
with  solid  and  floral  .stripes  are  classed  as  high 
novelties. 

There  is  little  doubt,  however,  that  the  big  bvisi- 
ness  will  again  be  done  on  satin-finished  silks  such  as 
messaline,  duchesse  and  peau  de  cynge.  Very  soft 
taffetas  in  alternating  stripes  and  woven  with  jac- 
(piard  patterns  in  the  new  colors  are  good.  Soft- 
finished  brocades  in  a  varied  collection  of  patterns 
and  colors,  and  some  buyers  believe  that  there  is  a 
season  of  popularity  before  this  silk.  Glace  taffetas 
in  plain  colors  will  be  used  for  waist  and  dress 
foundations. 

Grenadines.  mar(iui.«ettes  and  plain  and  fancy 
nets  are  included  in  Fall  novelties.  Cotton  and  silk 
marquisettes  in  plain  and  flowered  patterns  will  .sell 
extensively  for  party  gowns. 


The  Summer  Cotton  Demand. 

Cotton  voiles  and  marquisettes  are  being  taken 
u[)  strongly  for  late  Spring  and  Summer  selling  and 
the  mills  making  these  goods  have  all  the  orders  they 
can  turn  out.  Sheer  white  fabrics  lead  for  Summer 
wear,  the  goods  in  demand  being  voiles,  marquisettes, 
dotted  and  embroidered  Swi.ss,  embroidered  batiste 
and  crepes.  Piques  and  reps  are  .celling  for  the 
Summer  skirt  trade. 

W.  E.  Ada,  ex-general  manager  of  the  A.  E. 
Rea  store,  Ottawa,  who  is  leaving  for  the  West,  wa.s 
presented  on  his  departure,  with  a  gold  Avatch,  chain 
and  locket  bv  members  of  the  staff. 


22  Men  Average 
$24.30  a  Week 


THIS  is  the  record  of  twenty-two  circu- 
lation representatives  of  the  MacLean 
Publishing     Company,    for    the    week 
commencing    April    3rd    and    ending   April 
8th, 1911. 

Do  you  realize  that  the  most  competent 
business  man  of  to-day  is  the  one  who  has 
had  experience  in  selling,  who  has  attained 
the  qualities  of  a  salesman. 

No  work  affords  such  possibilities  for 
this  training  as  does  circulation  work. 

The  MacLean  Publishing  Company  have 
a  number  of  attractive  positions  open  for 
men  to  represent  their  thirteen  publications 
The  work  could  he:  handled  during  spare 
hours. 

The  record  stated  above  of  22  of  our 
representatives,  illustrates  the  possibilities. 
You  have  an  equal  chance. 

WRITE   FOR   PARTICULARS  TO 

MacLean   Publishing   Co. 

149  University  Avenue,  TORONTO 


Do  Priced  Display  Cards  Always  Attract? 

All  Cards  Do  Not  Appeal  Similarly  to  Every  Person  —  Price  Will  Attract 
One  Customer,  While  Distinctive  Quality  Will  Strike  Another  — Some  Very 
Good    Examples  —  Use    in    the    Department    Illustrated. 

By  J.  C.  Edwards,  with  A    N.  Cressman,  Peterboro 


TIIKS   que.stion    lias   often   been    (liscus>^ed,   Do 
pi'iced  di.splay  cards  alway.s  attract''* 
Not  only  in  the  trade  journals,  Ijut  l)e- 
tvveen    employers    and    employees,    between 
heads  of  departments  and  the  advertiser  it  ha.s  been 
a  favorite  theme,  and  yet  no  real  hard  and  fast  rule 
can  be  laid  down. 

^Irs.  Jones  is  an  admirer  of  the  artistic.  She 
loves,  yes  adores  nice  things,  wants  everything  dif- 
ferent from  her  neighliors,  yet,  her  purse  has  a  Umit 
and  price,  of  necessity,  is  a  consideration.  Mrs. 
Jones  walks  into  a  drapery  department,  is  greeted  by 
a  display  of  new  spring  draperies  and  is  at  once  all 
interest.  "Just  the  thing  I  want.  And  the  price? 
My,  how  cheap,  only  50  cents." 

Alongside  this  display  is  practically  a  dupli- 
cate. Mrs.  Hniith  comes  along  and  goes  in  raptures 
over  the  beautiful  draperies  and  remarks,  "they're 
so  exclusive."  She  never  looks  at  the  other  display 
for  a  moment.  Why?  The  card  on  the  first  reads, 
"Saturday's  leader  50c,"  and  the  card  on  the  second 
disj)lay  has  this  inscribed  on  it,  "Exclusive  Novelty 
Curtain  Nets,"     That's  the  difference. 

Mrs.  Jones  was  attracted  l)y  the  goods  themselves 
at  the  price,  and  Mrs.  Smith,  while  her  taste  may 
have  been  just  as  refined  and  discriminating,  thought 
more  of  the  exclusiveness  than  the  price. 

One  card  attracts  becau.se  the  price  is  made 
prominent,  the  other  attracts  solely  because  ncj  pi-ice 
is  mentioned  and  some  other  quality  is  pronounced. 

The  accompanying  photo  was  taken  in  one 
corner  of  our  drapery  section  and  the  displays  are 
used  to  demonstrate  the  foregoing  paragraph.  The 
cards  tised  are  the  two  quarter  sizes  which  are  illus- 
Irnted  here. 


The  card  "Saturday'.-  Leader  50c,"  is  lettered  in 
our  favorite  counter  .style,  the  brush  .«troke  Gothic, 
and,  being  very  l)old,  is  the  best  sale  card  for  counter 
use.  The  other  card  makes  a  more  refined  sign, 
being  written  with  the  same  brush  (No.  7  flat)  in 
the  brush  stroke  Roman  and  shaded  with  grey. 

Much  has  been  said  about  the  modes  of  .securing 
card  decorations,  the  clipping  from  magazine  ad- 
vertisements, the  fashion  plate,  etc.,  but  we  have 
never  suggested  the  u.-<e  of  wall  paper.  Tho.se  who 
have  access  to  a  good  wall  i)aper  section  will  realize 
what  a  snap  it  is  to  get  ideas  and  clippings  whidi 
make  very  attractive  decorations  on  white  or  colored 
cards. 

The  card,  "Beautiful  Fabrics"  demonstrates  the 
use  of  leaves  and  flowers  clipped  from  a  brown  wall 
paper.  The  scroll  is  brown  cover  paper  pasted  on 
the  white  card  with  the  brown  rose  leaves  and  bud 
projecting  from  beneath,  giving  rather  a  plea.'^inii 
effect. 

This  card,  while  it  invites  your  attention  to  tlie 
beauty  and  newness  of  the  goods  it  is  adverti.<ing. 
yet  it  .suggests  the  price  in  a  modest  way  not  offen- 
sive or  cheap. 

Passing  on  to  the  card.  "The  Herald  of  Summer 
Styles,"  you  see  an  entirely  difterent  style  of  card. 
The  dove  is  a  clipping  from  a  bathroom  paper, 
rather  an  unusual  one,  yet  effective  and  pretty.  This 
card  is  not  a  .selling  card  in  the  way  we  understand 
the  term,  nor  yet  does  it  draw  attention  to  the  qual- 
ity. Tt  .simply  .suggests  that  the  goods  displayed  are 
in  theni.selves  a  foreshadow  of  what  you  may  expect 
this  summer  or  in  another  term  "Advance  Styles." 
The  cut  used,  the  dove,  is  symbolic  of  Easter,  and 
Easter  is  a  forerunner  of  Summer,  so  we  claim  that 


Use  of  cards   lu    Drapery   Department   to  attract   attention    to   popnlar-pricc    nintcri.ils.    ami    also    goods    of    exclusive    novelty    nets. 
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this  cut  is  quite  appropriate  with  the  inscription. 
Being  closely  allied  with  the  carrier  pigeon,  the  dove 
can  well  be  imagined  carrying  a  message. 


C:\itliiii\oilos. 


Big  Buds 

c/ua6  OpejiedOuC" 


Show   Onrds   wiiich   illustrate   t-tt'ective   use   of   wall    paper   patterns 
in    decorative   effect. 

The  dark  material  used  as  a  relief  on  this  card 
is  an  imitation  alligator  leather  in  brown.  This 
also  made  its  first  appearance  in  the  sample  books  in 


OirL^nAkts 


Saturdayls 
Leader^ — 


^ 


Cards    that    were    used    in    Drapery    Department    to    demonstrate 

individual    drawing    power    of    popular    prices    and 

"exclusive"    appeal 

our  wall  paper  department.     The  new  sample  books 
take  the  places  of  the  old  ones  and  if  a  card  writer 


be  wise  he  will  confi.scate  the  discards  and  select  any- 
thing which  appeals  to  his  fancy,  for  there  are  many 
suggestions  offered,  beside  the  possibility  of  cutting 
out  good  decorative  stuff  and  even  using  the  paper 
itself  ill  cases  of  leathers,  etc. 

The  last  card  we  have  to  consider  is  the  "Rig 
P)uds,'  a  card  appropriate  for  a  di.splay  of  new  Japan- 
ese .silks.  The  form  of  decoration  is  rather  effective. 
The  conventional  flowers  cut  from  a  wallpaper 
sample  are  in  shades  of  yellow,  .^hading  into  an 
orange  tan  which  give  a  remarkable  tone  to  the 
card  when  placed  over  the  oval  centre  of  brown 
cover  paper.  This  is  a  very  ea.sy  decoration  to  make 
and  yet  one  might  apply  all  the  .skill  he  po.^sesses 
and  not  get  one  a  whit  more  attractive  in  appear- 
ance or  that  would  sell  more  goods.  A  few  airbrush 
dashes  of  color  would  greatly  enhance  the  effect  of 
this  floral  touch  and  give  it  a  relief.  However,  the 
dry  color  might  do  if  used  judiciously  and  save  the 
expense  of  buying  an  air1)rush  just  for  such  purpo.ses 
as  this. 

The  lettering  "Big  Buds"  is  the  In-ush  .stroke 
Gothic  with  the  spurs  added.  "Just  opened  out,"  be- 
ing a  minor  term,  is  made  smaller  with  a  number  6 
brush  and  the  main  part  of  the  wording  "Dainty 
Shades  in  Japanese  Silk"  is  our  favored  bru.sh  stroke 
Roman  shaded  with  a  right  hand  shade  in  grey. 

In  the  next  i.s.sue  of  this  journal,  it  is  our  inten- 
tion to  tell  the  card  writing  fraternity  where  they 
can  get  the  fancy  cardboard  which  ha.*  been  so  often 
used  ill  the  cards  illustrated  in  the.'^e  articles. 


A  Striking  Advt.  Card. 

Card  writers  fretpiently  use  magazine  cuts  to  ad- 
vantage. This  is  illustrated  by  the  card  for  dress 
materials  made  by  George  Sharp,  of  Finch  Bros., 
Hamilton. 

This  illustration  was  previously  used  as  cover  on 
hiarch  1st  issued  of  The  Dry  Goods  Review,  and  as 


atmals 


.Majiazine   cuts    in    .iilvertisiny   and    irealinjr   style   demands.   Cover 

design   of   Dry   Goods    Keview.    used    by   (Jeo.    Sharp.   Finch 

Bros.,  Hamilton. 

such  had  been  greatly  admired.  It  is  an  example 
of  one  of  the  many  uses  to  which  style  cut«  can  be 
used  in  advertising. 

Card  writers  have  written  for  these  from  time  to 
time  and  have  been  supplied  when  possible.  George 
Snarp  has  used  many  magazine  cuts  in  this  way 
and  has  been  particularly  fortunate  in  proving  the 
advertising  information  which  abounds  in  every 
number  of  The  Review. 


Few  Freaks  in  Fall  Fashions 

First  Designs  Show  Fewer  Changes  Than  Ex- 
pected—Shawl or   Muffler-Collared    Overcoats 
—  Cut-away  Frocks  for  Business  Men 

Boyri"  and  men's  flolliiiig  lur  Fall,  iu  exclusive 
and  curiservative  stores,  the  absence  of  any  extreme 
features  is  remarkable.  There  are  so-colled  freak> 
shown  and  taken  by  a  certain  cla^ss  of  trade  but  for 
genteel  wear  it  will  be  noticed  that  manufacturers 
nave  not  goue  to  any  extremes  in  higher-class  goods. 

in  first  models  on  sale,  it  is  evident  manufactur- 
ers have  not  adopted  those  style  tendencies  forecasted 
to  tliG  extent  that  might  have  been  expected,  but  have 
rather  waited  for  the  verdict  and  dernand  of  the 
trade  for  more  striking  changes  in  keeping  with  the 
introduction  of  brighter  colors. 

® 

Some  Extreme  Touches. 

Early  buyers  might  consider  velvet  piping  on 
collars  and  cuffs  or  velvet  bands  and  inlaid  design 
worked  out  on  the  cufFs,  pockets,  etc.,  as  an  extreme 
tui'n,  l)ut  authorities  stale  that  these  may  be  featured 
III  an  extent.  Velvet  is  sliown  in  ])ro(l()!iiinant  shade 
(if  the  garment. 

In  Fall  lines,  coats  introduce  bigh-butlnncd. 
clicslv  fi'onts  and  are  closer  cul  and  more  slrikinj^lv 


lilting  tliroughout.  First  .-nits  .^een  show  a  ij'i-iuch 
coat,  whereas  'M)^ -^^  inches  would  l)e  taken  as  extreme 
at  present,  but  is  forecasted  a^;  the  average  length. 

Tho.se  style  freaks  on  cuffs,  double  side  vents 
and  extieme  lapels  are  certainly  not  .shown  and  buy- 
ris  will  be  pleased  to  find  conservative  estimates  on 
lirst  de.signs  in  regard  to  such  style  effects.  Actual 
style  tendencies,  as  developed,  will  find  manufac- 
turers fully  anticipating  the  changes  likely  to  appear 
as  sea.?on  demands  are  forthcoming.  Makers  state 
that  in  adapting  to  Canadian  demands,  the  new  style 
lines  have  not  been  featured  as  markedly  as  they 
would  wi.sh. 


Men's  Business  Frocks^ 

As  a  iioxelty  line  which  promi.-c.-  well,  men's 
busine.'<s  frocks  will  be  featured.  Several  calls  liave 
been  received  from  profe.'^sional  and  business  men 
who  desire  individual  dre.s.siness.  Apparel  stores  call 
this  garment  the  "cut  away"  frock.  Patterns  are 
very  pleasing  and  principally  in  gray  and  brown 
tints.  Designs  .<oinewhat  out  of  the  ordinary  are 
shown  owing  to  exclusiveness  of  demand.  Outlines 
are  not  too  tight  and  sack  coat  lapels  are  featured 
that  are  natty  and  smart.  l)eing  .<ligbtly  cxirved.  Out- 
side flap  or  shooting  ]iockels  are  iulroduced.  This 
is  a  three  l)ulton  garment. 

For  middle-aged  dres.sy  gentlemen,  "cut  away" 
frocks  are   considered   smart  in    ))lain    Oxford   gray 


'I'liiee  Kiill   sliirt   dosigiis  shown    li.v   .l.iliii   I'ors.vlli   *:    Co.,  Herlln.  The  middle  shirt  llliist rates  the  short  stiff  bosom  style  whkh   Is 
oomlug  iiiU)  favor.    White  and  blue  stripes  nre  strongly  featured  In  these  designs. 


Dry  Goods  Review 


MEN'S    FURNISHER 


61 


tweeds.  It  is  expected  this  class  of  business  garment 
will  enjoy  greater  popularity  than  for  some  time,  as 
it  is  a  typical  I^nglish  style  and  follows  style  trends 
already  forecasted  and  apparent  at  the  present  time 


Ttte 


For   Men  and  Boys 


You  will  be  a  wise  drygoodsman  if  you  are 
ready  to  meet  the  demand  of  this  trade  with 
the  "Deacon." 

The  "Deacon"  is  made  of  the  toughest 
known  shirting,  cut  roomy  for  comfort,  and 
iloiible-stitched  throughout.  All  buttons  are 
sti'ongly   sewn   on. 

Give  the  "Deacon"  prominence  in 
your  store.  There  is  a  steady  year- 
round  demand  for  tliese  goods.  See  our 
,iew  range. 


THE    DEACON 

BELLEVILLE. 


SHIRT 


COMPANY 

3MTAR10 


This  unit  was  made  with  three  millinery  stuuds,  a  bust  form  and 

home-made   stand    for   holding   same.     Made   hy    using  1-ln. 

by  1-in.   strip  of  wood  for  upright,  nailing  it  to  base 

and   fastening  small   board   on   top  to   hold   bust 

form.     The   entire    stand    was    gilded.     By 

Warren  Andrews,   St.   Thomas. 

in  exclusive  "sartoral"  establishments.  Business 
men  admire  this  style  for  afteruoou  or  street  wear. 
All  this  points  to  increased  popularity  of  tweed 
l)usiness  frocks. 

® 

pFive-inch^Cape  Collar. 

.\iiothor  style  suggestion  expected  to  become  pi)|)- 
ular  and  aU-cady  being  pre|)ared  by  very  exclusive 
tailors  is  a  (lon])lo-broiisted  ulster  overcoat  with  n 
(ivc-incli   ("IMC  collar.      Shawl  collared  overcoats  will 


be  seen  later  in  both  single  and  double-ln'casted 
styles  which,  when  buttoned,  give  the  effect  of  a 
muffler  and  look  wiu-m  and  smart.  These  coats  will 
lie  shown  in  tweed  effects  and  plaid-back  cloths,  the 
reverse  design  being  introduced  into  the  collar.  Out- 
lines will  be  loose  full-fitting  and  garments  about 
50-52  inches  long.  Strapped  backs  and  po.ssibly 
more  modern  ways  of  introducing  this  effect  will  be 
offered  in  time  for  Fall. 

Fancy  vests  are  reported  to  be  in  greater  demand. 
(Jreys,  browns  and  two-tone  effects  are  seen.  Hair- 
line stripe  patterns  are  best  sellers. 


T.   Eaton   Co.,   Limited,   Easter  interior  decoraUon   unit.     Floral  a  nd   foliage   lattices   were   used   on   both   sides   of   the   pillars.    The 

entire  scheme  comprised  an  immense  cross  on  the  main  floor  section. 


Live  Ads.  on  Topics  of  Direct  Interest 

Striking  Examples  Which  Illustrate  the  Advertising  Value  of  British  or 
Canadian  Displays  —  Special  Local  Mercantile  Co-operation  of  Saturday 
Specials,    Summer  Openings,  Pantaloon  Skirts  and  After-Easter  Opportunities 


NO  retailer  or  manufacturer  can  possibly  make 
himself  guilty  of  a  charge  of  disloyalty  if 
he  takes  steps  to  convert  the  coronation  sea- 
son to  best  advertising  account.  It  is  the 
approach  of  this  event  which  suggested  the  "All-Bri- 
tish Week"  in  the  Old  Country.  One  thing  loads 
to  anotlier  and  it  is  altogether  likely  that  in  Canada 
there  will  be  some  attention  given  to  displays  of  di.<- 
tinctively  Canadian,  as  well  a.s  of  all-British  goods 
for  the  advertising  that  it  may  bring.  Already  ad- 
vertising hcxs  appeared  which  sugge.-;ts  this  turn. 


Advts.  that  Appeal  to  Patriotism. 

Robert  Simpson  Co.,  Toronto,  made  the  inter- 
esting subject  of  Briti.-<h-made  goods  the  basis  for  an 
ad.  on  Tuesday,  xVpril  11th.  Prominence  was  given 
to  English  fabrics  and  manufactures  throughout  the 
store  and  stability  was  .suggested  in  true  British 
style. 


Caiiiidiiiii    and    l?ritisli    iiinilc    Runds    spciially    advertised    l).v    Tli»> 
Robt.  Sinipsdii    Co..   Toronto.     7   panels   of  olTerings  show- 
ing'    possiliillties      for      "British      and     Canadian," 
"Shop   at   Home"    and    "Coronation"    Advts. 

i\ll-Briti.'^h  merchandise  is  a,  broad  subject,  and 
attention  is  called  to  Simp.^on's  ad.  on  account  of 
possibilities. 

Mcrchant-s  can  make  the  iinportaiu'c  of  Cana- 
dian and  Britisli  manufactures  of  decided  value  in 
fuhiro  sheets  and  admen  have  a  (heme  as  broad  a.'' 
the  Briti.'^h  flag,  and  one  that  should  arouse  great 
enthusiasm. 


Emphasizing  Local  Opportunities. 

In  connection  with  the  recent  "Trade-in-London" 
week,  Smallman  &  Ingram  were  represented  by  .some 
very  striking  advertisiiig.  One  example  is  shown 
here.  It  is  a  full-page  in  two  colors,  containing  a 
well-arranged    budget    of    live  store   news,   .sucli   as 


'  Railway  Fares  Paid  to  London  and  Return  Next  Week 


VU  Oar  Um  Dirotaat 


Rtitaanmt  m  FotntA  Flovr 
Eiprau  m  Fnigkt  Ckarges  FaiJ 


Sniallmau    &    Ingram's    "Shop    in    London"    public-ity    sheet.     Prin- 
cipal  headings  were  in   red   ink.   and   the  advt.   presented 
a  very   striking   appearance. 


could  not  fail  to  arouse  the  iuleresl  of  vi.-iior-  to 
town  during  the  special  week. 

Event.s  such  as  these,  in  which  all  members  of 
the  mercantile  community  co-opoi'ated  with  the  ol> 
jcct  of  emphasizing  local  ti'ading  advantages,  have 
had  very  gratifying  re.-^ults.  and  the  London  week 
was  no  exception. 

An  out.^tanding  feature  was  the  lilieral  proposi- 
tion .-submitted  to  out-of-town  customers.  Merchants 
show  excellent  judgment  when  they  coml)ine  thus  for 
mutual  as  well  as  general  local  benefit. 

Sniallmau  ^-  Ingrain's  adman  u.-^es  red  ink  on 
important  headlines,  and  this  always  adds  to  the  ef- 
fect of  a  jiage.  His  amiouncements  are  agreeably 
informing,  and  this  ]iarticular  ,<heet  merited  a  gO(Ml- 
ly  share  of  "out-of-town"  customers'  jiatronage.  The 
advt.  was  one  that  suggested  high  reputation  and  ag- 
gre.'^sive  methods.  All  deiiartments  were  sufficiently 
emp]ia.''ized.  and  a  clean  sheet  featured  in  which  cuts 
were  interspersed  to  advantage.  "Trade-in-London 
Week"  was  indeed  an  event  well  handled  by  the  ad- 
man for  this  firm. 
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A  Clean-Cut  Advt. 

On  Saturday,  April  Sth,  Finch  Bros.,  Hamilton, 
used  a  Uxl8-incli  layout,  which  made  good  use  of 
space  and  represented  the  different  dei^artnients  of 
importance  at  Easter.  Altogether  this  ad.  was  a  well- 
proportioned,  clean-cut  and  impressive  sheet.  De- 
mands of  the  various  departments  at  this  season  were 
well  considered  and  tlie  importance  of  each  section 
defined  at  a  glance.  Probably  the  advt.  would  have 
been  .'^till  more  striking  had  it  l)een  placed  at  the 
upper  part  of  the  page. 

KSpecial  prices  at  Easter  seem  uncalled  for,  but, 
with  inducements  offered  in  this  advt.,  business  at 
this  season  .sliould  have  surpa.ssed  all  records. 


{All  Aisles  Radiate  With  Easter  Goods 

Trim  Easto- Suits  at  $15  and  $22 


R 


E.V1JZIN6  that  vomnn  want  mtimrthiuf  cfifferBul  uul  nohmln  m  SntK,  «• 
b*«ii  Kruv^wfa]  in  tfac  pnrriiuw  of  *  prvitt;    ncv    lot  <it    VLutfii    8tuU. 

anr  nor«  pnon*  ftrrM  ••17  liUJs  idoa  of  what  qnabty  uid  Gniib  trmStj 
~  '  '--*—■  n(  daacnpCiaiii&.  bal  *o  «aai*sl  t«  eotno  m ,  try  thma  uid 


Joa'U  io«r.r.-l  tt  Uiii. 


$17.50SprfegCo«U  11.501  Spring  Drecs  SoiU  $5.00 


CUUr«k->  S«rii«  CmCi  «  S3.O0  U» 


u.oe  v^t  uib4wikbiu  ii.» 


«  Prtet  Wr^9«  M  89c 


Sdtta-  Hoti  of  ExdDsiv*  Sort  Ad  Styte 

nrriMOKBOVvi  dupiir  ^f  e**«rr  ii4u  vi'd  «■  ■  «««  usconut  «<.  for  ■«.!.  tu  t 


Easter  Sole  of  Dress  Goods 

•  i.oo.si.isprtMttor'i 


JTr-r-r-  FINCH  BROS,   r:^*- 


Goo<l  gfueial   weekly  advt.   Fimh  Bios.,   llamiltou.     Well  panelled 
and   departments    given    importance   according   to  season. 

Merchants  sometimes  question  the  advisability 
01  quoting  anything  but  inclusive  prices,  as  is  done 
in  the  millinery  panel,  claiming  that  business 
should  be  all  the  staff  could  properly  handle  during 
the  Easter  rush.  They  also  use  considerable  style 
matter  and  descrii)tive  at  the  stated  festive  season. 

For  general  aggressive,  wearing  advertising,  this 
particular  sheet  is  good.  As  an  example  of  week-in 
ana  week-out  Saturday  utility  announcement,  it 
strilces  the  nail  on  the  head. 

Type,  panels  and  usual  .•^ale  spacing  are  given 
individual  importance.  Somewhat  more  care,  how- 
ever, could  be  exercised  in  revising,  as  headUnes  oc- 
casionally do  not  conform  with  items,  and  letters  are 
dr()I)ped  in  important  words. 


Glanville's  Saturday  Saving.s. 

Ill  stores,  who.-e  advertising  .space  permits,  firm< 
have  a  stated  weekly  policy  and  feature  offerings  for 
particular  days  for  the  entire  year.  There  are  ad- 
vertisers who  cannot  do  this,  and  in  conducting  the 
Spring  campaign  less  attention  is  paid  to  these  week- 
ly events.     However,  after  Ea.ster,    in   conjunction 
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Satunlay    .Saviiijjs    ailvertisiiig    for    (ilaiiville's.     Limited.    Calgary. 
Departments    are    represented    by    fifteen    strong    v.ilue 
items  well  described.     Note  tbe  short  introduc- 
tion   and    headliner   cut. 

with  the  more  aggressive  policy  of  boosting  business, 
stores  adhere  more  closely  to  their  own  daily,  week- 
ly or  periodical  schemes  of  advertising.  More  force- 
ful, every-day  items  are  offered,  and  in  this  metho  1 
the  weekly  event,  by  its  repetition  and  name,  become^ 
a.ssociated  with  the  firm  name  itself. 

(Tlanvilles',  Ltd.,  Calgary,  have  adopted  a  unique 
and  striking  "Saturday  Saving"  cut  for  heading  their 
weekly  offerings.  Their  adman  believes  in  devoting 
full-item  reading  information  to  fewer  offerings,  ami 
these  are  the  most  important  from  each  section.  He 
sometimes  uses  cuts  to  advantage,  but  always  in.sists 
that  quotations  have  decided  merit  from  a  customer's 
standpoint. 

Every  feature  must  be  seasonable,  and  as  the  re- 
sult of  additional  descriptive  matter  in  each  item  and 
values  given  customers,  the  heading  introduction  is 
confined  to  a  few  snappy  phrases,  which  tell  the  gen- 
eral story  in  concise  form. 

A  fair  example  of  the  weekly  announcement  of 
"Saturday  Savings"  is  illustrated  as  a  suggestion  to 
admen  and  to  indicate  a  more  aggressive  policy  after 
Easter  by  Glanvilles'  method. 
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Dignified  as  Ryan's. 

Six  coluiiius  and  u  spiu^e  Q\i>  x  ISV^  inclies  was 
used  by  the  adiiiau  for  G.  B.  Ryan  tt  Co.,  of 
Guelpli  ill  announcing  a  "Musical  Sjjring  Opening."'" 
Tliis  advertiseinenl  is  reproduced,  as  a  suggestion  for 
the  midsummer  openings  and  possibility  of  prolong- 
ing the  millinery  season.  Two  striking  cuts  were 
used,  and  the  general  matter  filled  the  centre  2U' 
colunuis.     Outside  ihe  specific  announcement  and  a 


Musical   Spring  Opening 
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Tuesday    aneroooo  bur  Spria^  Opeaiog 
and   Orebeatra   will  ealerlaio,   re|ardle«a   at 


G.  B.  RYAN  &  CO. 


l!.v.-iMs    K.istcr    ()|pt'iiinf;-    MiiuoiiMrciiKMit.      A    wrll    par.iyraiihL'cl    miiiI 

dignified   advt.   in   l<i-('ping   witli   the   standing  of  the   firm. 

Use    of   striking   luts    and     general     layout     noted. 

personal  invitation  to  attend,  the  millinery  and 
ready-to-wear  department  appeal  was  cleverly  turned. 

Each  important  point  was  given  paragraph  de.<- 
criptive  and  type  properly  contrasted.  Variety,  im- 
provements and  completeness  of  Easter  stocks  com- 
bined with  orchestra  music  and  general  decorations 
promised  well  for  the  entertainment  of  Guelph  cus- 
tomers. .\nother  convincing  feature  was  conveyed 
in  the  statement  that  the  weather  was  no  deterrent, 
which  was  po.'^sibly  the  most  extravagant  announce- 
iiK^nt  made. 

The  ad. -writer  had  many  opportunities  for  "ex- 
cusable" phrases  of  superlative,  but  confined  him.self 
to  dignified  reasoning.  Such  an  ad.  creates  a  .^^tand- 
ing  for  the  store  and  departments,  and  this  idea 
is  always  .suggested  in  the  words  "Ryan's  of  Guelph." 


® 


Mothers'  Day  Advertising. 

Stanley  .Mills  it  Co.,  Hamilton,  made  a  .sensible 
u.se  of  "Mother's  Day"'  one  year  ago,  in  order  to 
derive  the  advertising  benefit  from  this  international 
event,  and  to  direct  business  to  those  departments 
most  interested.  A  well  thought  out  and  genteel 
announcement  wius  featured  for  the  Saturday's  busi- 
ness preceding  "Motlier's  day." 

In  his  introduction  the  adman  told  of  the  firsi 
united  recognition,  and  .spread  of  the  movement. 
Poetical  references  to  motherly  devotion  were  used 
Carnations  made  a  fitting  decoration  I'oi-  the  count- 
ers, and  a  ")' 2-t.'olumn  carnation  cut  was  used  in  a 
O-colunm  sheet.  This  idea  followed  the  custom  of 
wearing  a  carnation  on  the  Sunday  iixcd.  whi<li  is 
generally  the  first  in  May. 

nepartmenlal  merits  were  .shown,  as  directly  con- 
nected, in  the  stationery  .section  the  n(>ed  of  letter 
p.ipei'  was  based  on  tlie  practice  of  writing  a  long 
letter  to  mother  on   motlier's  Sunday.     Several  such 


cle\er  rel'(  reiices  were  made  in  antici]>aling  and  cater- 
ing to  iieces.<ary  requirements  at  that  .-etLson. 

An  exceptionally  good  layout  included  the  liour 
sale  items,  clock  cuts  and  millinery  illustrations 
and  general  reading  matter  in  panel  au<l  one,  two 
and  three-column  arrangement.  As  a  basis  for  ad- 
vertising some  peo])le  might  be  inclined  to  criticize. 
but  ill  the  hands  of  thoughtful  and  considerate  ad- 
men, the  subject  suggests  furtlier  elaboration. 

General  literature,  as  distriljuted  by  .-ocieties 
furnish  .satisfactory  topics,  and  the  sacredne.-s  and 
respect  due  to  mothers  remain  inviolate  even  wlien 
u.sed  as  a  .sales  propaganda  or  merchandising  .scheme 
in  tactful  ads.  Merchants  could  properly  take  ad- 
vantage of  advertising  opportunities  of  motliers"  day 
as  Stanley   Mills  Co.   Ltd..   have  done. 

® 

Pantaloon  Post  Cards. 

Enterpri.sing  merchants  have  held  exhibitions  of 
"harem"  or  pantaloon  .skirts,  and  many  novel  win- 
dow displays  have  lieen  seen.  Several  merchants 
have  reported  these  demonstrations  to  be  the  best 
ads.  ever.  People  in  the  vicinity  crowded  to  .see  the 
"model'"  exhibits  of  this  interesting  style  innova- 
tion. 

The  accompanying  cut  .shows  how  the  Ander.son 
Co.,  St.  Thomas,  employed  this  unique  form  of  ad- 
vertising to  good  advantage. 

The  window  trimmer  used  a  lifelike  po.se  of  the 
wax  figure,   and   attired    it    in    an   exlreme  form     of 


"Pantaloon"  skirt  picture 
post  card  3'-?  x  SH  inches. 
Good  advertising  for  ready- 
to-wear  departments  and  a 
"  live"  seller  at  stationery 
counters.  Used  by  The  An- 
derson Co..  St.  Thomas. 


■■pantaltHHi"  ganneni.  I'liesc  cuts  were  jirintod  on 
the  regulation  .">' jx")' --iueh  ])ost  card  and  retaiU^d 
at  oc  each  at  the  stationery  counter. 

Outside  the  merits  of  general  publicity  which 
.seems  to  be  the  only  result  derivetl  so  far  from  ex- 
treme style  tendencies  of  this  sort,  exhibitions  have 
proved  a  success,  and  one  merchant  says  these  cards 
sold  like  "hot  cakes.'" 

This  plan  of  advertising  dtvs  not  neces.sa.rily 
cheapen  a  store,  jirovided  the  postal  cards  are  well 
lirinte<l  and  not  used  for  any  qu(\s(ionable  sclieme. 
Opening  announcements,  style  talk,  or  invitations 
could  fittingly  be  made  on  such  a  posl.;d.  Even  a 
gai'ment  underpricing  could  be  combined  with  cards 
ann'Mincing   tlie   dates   or  in-ominent    spocjal    prices. 


Seasonable  Hints   to  Dry  Goods  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


TOWELS   BY   YARD    AND    PIECE. 

The  iiiaiuifactiueis  of  Old  Hleach 
Linens  find  buyers  arc  generally  in- 
terested ill  llu-  new  lines  of  towels  by 
the  yard  and  b\  the  jjiece.  Towels 
in  this  form  were  first  shown  a  couple 
of  seasons  ago,  partly  as  an  experi- 
ment, and  partly  because  it  was  ex- 
pected that  they  would  sell  to  the 
Canadian  and  the  American  trade. 

The  new  lines  have  met  with  even 
more  success  than  was  anticipated, 
and  many  of  the  leading  stores  now 
show  towels  put  up  in  this  manner 
in  the  art  needlework,  as  well  as  in 
the  linen  department.  This  has  led 
to  the  showing  of  a  large  range  of 
patterns  for  fall  selling,  including  all 
the  best  selling  and  manj-  of  the 
novelty  designs  in  the  usual  range  of 
towels.  These  included  the  favored 
all-over,  stripe  and  cross-bar  centres 
with  beautifully  designed  borders. 

Towels  of  soft,  silky  grass-bleached 
linen  handsomely  hand-embroidered 
are  now  regarded  as  treasured  gifts. 
They  are  deemed  a  worthy  offering 
for  the  acceptance  of  the  .June  bride, 
they  form  the  leading  prizes  at  after- 
noon euchre  and  bridge  parties,  and 
suitably  boxed  are  among  best  .sell- 
ing Christmas  gifts.  In  these  days 
when  hand  embroidery  is  lavished 
upon  articles  for  household  use,  and 
decorations,  and  upon  articles 
of  dress,  the  fact  that  towels  can  be 
had  in  such  a  form  that  the  customer 
can  give  to  them  the  individual 
touch,  by  finishing  them  as  her  fancy 
dictates  is  a  big  factor  in  making 
sales. 

Towels  woven  three  do/.en  to  the 
piece  are  put  up  in  rolls  and  each 
towel  can  be  cut  oil  and  hemstitched, 
or  scalloped,  as  desired.  When  in  the 
piece  the  border  is  continuous  and 
runners  and  other  articles,  as  well  as 
towel  lengths  can  be  cut  from  it. 

Individual  towels  can  be  had  finish- 
ed either  with  hemstitching  or  scal- 
loping at  one  and  the  same  price.  Up 
to  date  there  has  been  no  general 
advance  in  price  on  Old  Bleach  Linens 
and  all  the  leading  lines  are  still 
listed  at  Spring  prices. 


THE  RACK  SELLS  THE  GOODS. 

The  rotarj  wall  paper  display  rack 
manufactured  by  the  Onward  Manu- 
facturing Co.,  Berlin,  has  proved  a 
welcome  addition  to  the  display  fix- 
tures of  merchants  throughout  the 
country.  Several  instances  have  been 
noted  where  advertisers  have  used 
the  men  is  oi  this  device  iu  announc- 
ing their  Spring  line.  Customers  too 
have  been  most  enthusiastic  regard- 
ing the  iiispiralion  given  by  showing 
a  panel  section  of  the  harmonizing 
decoration  and  the  helpful  suggestions 
ohered  in  choosing  by  this  method  of 
display. 

It  is  a  splendid  improvement  over 
the  old  arrangements  of  sample  booK 
and  stand  and  buyers  have  immed- 
iately added  this  ornamental  fixture 
to  their  display  departments.  i'hat 
so  many  merchants  have  found  "the 
rotary"  of  great  benefit  would  war- 
rant other  merchants  in  proving  the 
advantages  of  this  simple  stand. 

iSieatness  and  efficiency  are  the 
strong  features  and  the  entire  stocK 
can  be  quicKly  stiown.  Keady  reier- 
ence  to  any  preierred  pattern  or  for 
comparison  is  also  possible  without 
detracting  attention  through  over 
handling  to  lind  corresponding  body 
and  border  patterns,  ii  is  aiso  pos- 
sible to  quickly  iniroUuce  other  com- 
binations suggested  by  individual  pre- 
ference on  the  part  of  customers. 
Wall  paper  selection  has  become 
more  of  a  pleasure  both  for  sales- 
men and  customers. 

Beside  manufacturing  this  wall 
paper  rack,  The  Onward  Manufactur- 
ing Co.  make  sliding  furniture  shoes 
and  automatic  vacuum  cleaners.  Their 
travelers  are  explaining  the  advan- 
tages of  the  rotary  wall  paper  rack 
with  enthusiasm,  owing  to  many 
sales  made  and  satisfied  customers. 


stands  are  made  of  opaque  glass 
shapes,  electrically  lighted  from  with- 
in and  show  the  design  of  the  hosiery 


THE    NEW    TRANSPARENCY 
FORMS. 

Proper  display  of  ladies'  and  men's 
hosiery  is  possible  on  the  new  "trans- 
parency" forms  made  by  Clatworthy 
&     Son,    Ltd.,   Toronto.    These     new 


as  illustrated.  Each  form  is  mounted 
on  a  metal  stand  and  base  and  is  ad- 
justable to  any  angle. 


Cost  to  the  department  using  them 
is  slight  and  any  stand  is  quickly  at- 
tached to  an  ordinary    socket.  Lamps 
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are  equal  lo  tlie  usual  Ki  candle 
power  bulb.  Light  is  equally  distri- 
buted the  entire  length  of  the  form 
by  the  peculiar  construction  of  the 
lamp  and  a  soft  glowing  light  is  the 
result. 

Merchants  have  found  this  method 
of  displaying  hosiery  lines  in  the  dif- 
ferent departments'  windows  and 
cases  very  elTective. 

CREATIONS       D'       ETE,       1911, 
MODELS   DE   PARIS. 

The  above  is  the  title  of  a  hand- 
some style  album  which  the  firm  of 
Walter  H.  Barry  &  Co.,  The  Ribbon 
House  of  Canada,  is  presenting  to 
their  Montreal  customers.  The  album 
contains  18  large  hand-colored  plates 
illustrating  the  manner  in  which  the 
leading  Parisian  couturieres  and  mil- 
liners are  using  the  new  Spring  rib- 
bons. Each  plate  shows  either  a 
gown  or  a  millinery  creation  from  the 
house  of  a  leading  fashion  artist.  One 
plate  shows  a  wonderful  Margaine 
Lacroix  evening  gown  with  fichu  drap- 
ery and  long  sash  ends  of  wide  gold 
brocaded  ribbon  in  Oriental  colorings. 
A  Zimmerman  gown  of  black  and 
white  on  plate  12  shows  a  gown  of 
black  and  white  striped  voile  with 
swathing  drapery  of  wide  fancy  rib- 
bon to  give  the  smart  touch  of  color. 


The  millinery  creations  are  by  such 
artists  as  ('artier,  Ksther  Meyer, 
Lewis,  Marie  Louise,  and  show  how 
these  leading  style  originators  are 
using  ribbons.  The  growing  import- 
ance to  the  retailer  and  merchant 
alike  of  the  wide  distribution  of  the 
latest  fashion  news  is  the  underlying 
season  for  the  presentation  to  the 
trade  of  this  album  of  high  grade 
plates.  The  information  they  impart 
is  most  valuable  and  not  only  should 
the  merchant  make  use  of  it,  but  he 
should  not  neglect  to  pass  it  on.  The 
plates  are  easily  separable  and  either 
framed  or  otherwise  mounted  they 
would  add  to  the  interest  of  both  the 
department  and  the  window  display 
both  of  ribbons  and  millinery. 

PREPARING  THEIR  ANNUAL 
EXHIBIT. 

The  Harvey  Quilting  Co.,  Dufferin 
St.,  Toronto,  are  busy  preparing  the 
exhibit  of  bedding  comforters,  pil- 
lows and  cushions  for  the  Toronto  Jn- 
dustrial  Exhibition,  fall  1911.  Many 
new  designs  arc  to  be  featured  and 
this  firm  expend  large  sums  in  pro- 
curing suitable  and  novelty  patterns, 
designs  and  innovations.  They  assert 
that  this  year's  exhibit  will  surpass 
previous  demonstrations  oi  their  fa- 
cilities and  workmanship. 


ALL  ELASTIC  SANITARY  BELT. 
The  Westwood  Manu- 
facturing Co.,  Limited, 
iiave  recently  placed  on 
the  market  an  all  elas- 
tic ladies'  sanitary 
belt,  which  appears  to 
be  a  very  excellent 
thing  of  its  kind. 
The  chief  feature  of  this  supporter 
is  the  fact  of  its  being  all  elastic 
which  tends  to  make  it  very  comfort- 
able to  wear,  owing  to  the  fact  that 
it  gives  to  every  movement  of  the 
body.  It  fits  comfortably  and  snugly 
and  therefore  can  be  worn  under  a 
corset  and  combination  suit.  It 
is  made  in  several  sizes  so 
that  it  will  fit  any  woman. 
This  is  an  article  which  fills  a  long 
felt  want  and  the  Westwood  Manufac- 
turing Co.  have  had  a  large  demand 
for  it. 

ARTISTIC  LEATHER  GOODS 

FOLDER. 
C.  F.  Rumpp  &  Sons,  Philadelphia, 
have  issued  a  very  artistic  and  prac- 
tical folder  descriptive  of  their  ladies' 
hand  bags.  It  contains  illustrations 
of  sixteen  representative  members  in 
their  fashionable  1911  designs.  The 
folder  should  be  in  the  hands  of  every 
merchant  who  conducts  an  up-to-date 
leather  goods  department.  Send  for 
a  copy. 
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DRY     GOODS     REVIEW 


Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get? 


EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  the  market  for  certain  goods,  but  that 
they  do  not  know  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

We  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 
not  usually  sold  in  dry  good  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 
are  at  the  service  of  our  readers. 

We  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 

and  use  it  when  you  would   like   us    to   give 
you  information. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,   Toronto 


THE  DRY  GOODS  REVIEW 

For  Subscribers 

143   UNIVERSITY   AVENUE 

TORONTO 

INFORMATION  WANTED 

DATE                                                                     191 

PLEASE   TELL   ME  WHERE 

I  CAN    BUY 

NAME 
ADDRESS 

Please  mention   The  Rez'iew  to  Advertisers  and  Their  Travelers. 
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To  the  Trade 


April,  1911 


The  House  Furnishings  Trade 

Our  stock  is  now  complete, 
including  a  full  assortment  in 
Carpet  Squares,  Linoleums,  Lace 
Curtains  and  Counterpanes. 
Special  value  in  Five  Frame 
Brussel  Squares  and  Axminster 
Squares. 

2,000  Tapestry  Squares  in 
designs  which  mill  has  discon- 
tinued to  make,  mostly  patterns 
which  were  our  best  sellers  last 
season  and  which  we  have  cleared 
to  sell  considerably  below  regular 
price  before  our  semi-annual 
stock-taking,  ending  May  31st. 

We  have  been  advised  of  an 
advance  in  the  price  of  this  grade  of 
Tapestry  Squares.  Taking  that  fact 
into  consideration  with  the  reduc- 
tion on  last  season's  prices,  for  these 
Squares,  must  appeal  very  forcibly 

To  Buyers  of  Tapestry  Squares. 

John  Macdonald  &  Co.,  Limited 

TORONTO 
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Dyeing  and  Finishing  for  the  Trade   for  over  Thirty'five  Years 


SAVE  THE  WASTE 


This  is  a  day  of  saving  the  waste  products.  With  the  developments  in 
manufacturing,  little  need  now  be  lost.  No  dry  goods  merchant  need 
cast  aside  as  valueless  fabrics  that  have  become  faded  or  soiled  or  that 
are  out  of  sale  because  off-color.  In  these  works  we  give  new  life  and 
selling  power  to  these  goods — create  a  good  asset  of  stock  you've  marked 
down  as  dead.  This  work  we  are  doing  month  in  and  month  out  for  leading 
merchants  in  all  parts  of  Canada.  Very  successful  in  re-dyeing,  cleaning 
and  curling  soiled  plumes  and  feathers. 

R.  PARKER  &  COMPANY 

Dyers  and  Finishers 
TORONTO  :  CANADA 


4 

^ 

"IEkw^ 

IraAEf 

White  Duck 

Khaki 

Specials 

Specials 

Waiters'  Coats 

Norfolk  Coats 

Cooks'  Coats 

Outing  Trousers 

Barbers'  Coats 

Riding    Breeches 

Butchers'  Frocks 

Outing  Shirts 

Porters'  Coats 

Miners'  Shirts 

Bar  Vests 

Working  Shirts 

Surgeons'  Gowns 

Auto  Coats 

Dentists'  Coats 

Bov  Scout  Suits 

Outing  Trousers 

Boys'  Bloomers 

.Boys'    Bloomers 

Overalls 

Aprons 

BOYS'    KNICKERS,    Double  Front  and  Seat    | 

TROUSERS 

OVERALLS   1 

Robert  C.  Wilkins  Co.,  Ltd. 

Monti 

real                              1 

Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  ylustralasta  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  Newr  Zealand. 

Subscription     $2.50     Mailed  Free 

Specimen  Copy  will  be  supplied  on   application. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71   Queen  St.,  E.C. 

New  York,  29  Broadway 
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Jfall              Summer 

MoMtit^        jSobelties; 

FOR                                                                 FOR 

Smport 

Porting 

Our  travellers  are  now  on  the 
road  with  a  complete  range  of 
Novelties  for  Fall  and  Winter 

We  have  a  fully  assorted  stock 
in  the  various  lines  of  which 
we  make  a  specialty   in   our 
Montreal  and  Toronto  ware- 

Season 1911-12.    We  shall  be 

houses. 

pleased   to  arrange  a  date  to 

Black  Satin 

have  our  representative  call 

Mousseline 

upon  you. 

Black  Moires 

Latest  creations  in — 

Silks,  Ribbons 

Black  Cotele 
Ribbon  Velvets 

IN 

Velvets,  Velveteens 

Dress  Goods 

Linings 

Black  and  Colors 
Silk  Velvets 

IN 

Black  and  Colors 
Silk  Nets 

1 

Tulles,   Laces,    Etc. 

Trimmings,  Etc. 

DEBEVHAMS 

(CA 

NADA)  LIMITED 

DEBENHAM  (^  COMPANY 

LONDON                        -                        PARIS 

MONTREAL                   TORONTO 

18-20  St.  Helen  St.                                              Bay  and  Wellington  Sts. 
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Obtainable 

From  All  Canadian  Wholesale  Houses 


Wm.  Anderson  &  Co.,  Ltd. 

Pacific  Mills 

Glasgo\v,  Scotland     
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Nows  the  time 
to  get  busy  selecting  your 

FALL 

DRRSS 

GOODS 

YIT^E  are  particularly  well  equipped  to  look 
•  ^^       after  your  requirements  in  these  lines. 

Be  sure  you  see  the  sample  range  now  being 
shown  by  our  travellers. 

This  range  includes  all  the  latest  ideas  in 
pattern,  weave,  color  and  shade,  in  a  wonder- 
ful variety  of  values. 

You  will    make    no    mistake    in    placing    a 
liberal     order    with     the    Gault    Brothers' 
traveller  as  the  assortment  we  are   offering 
is  unapproachable. 

The  Gail  It  Brothers 

Co.  limited 
Montreal        -         -         Canada 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Established  1832 


Cable  Code :  Law-Bradford 


Spring  1911 


REGISTERED 


Exclusive  Designs 


^r     43^     .0r 


ShoAverproof  Goods 

Mohair  and  Alpaca  Linings 


Buyers  visiting  England  can  see  a  full 
collection  in   Bradford   and   London. 


j^    j^    j^ 


Law,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 
BRADFORD   AND   LONDON.  ENG. 
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RIBBONS 


SPOOL     SILK 


SPOOL     SIMC 


There  is  a  difference  that  is  easily  distinguished,  even  by  the  casual  ob- 
server, between  the  CORTICELLI  RIBBONS  and  other  medium-priced 
lines. 


RIBBONS 


are  lasting,  durable,  and  are  known  as  the  best  that  money  can  buy. 

Our  ability  to  supply  the  trade  with  new,  distinctive  and  exclusive  stock 
is  well  known. 

We  carry  the  best  selling  lines  for  the  convenience  of  our  customers. 
This  means  quick  service,  hurried  sales,  and  of  great  value  to  you 
when  in  need  of  dependable  goods  quick. 


SPOOL     SILJl 


Corticelli  Silk  Company 

Limited 
Head   Office 

St.  Johns,  P.Q. 

ADDRESS  NEAREST  OFFICE: 
'     SALESROOMS— 4  St.  Helen    St.,    Montreal.       56   Albert   St.,    Winnipeg. 

24    and    25    W^ellington    St.    W^.,    Toronto.       91a  York  St.,  Sydney  N.S.W.      "SPOOL'SILkT 
318  Homer  St.,  Vancouver 
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WHEN  IT  COMES  TO 
HEAVY  STRAINS 

SUCCESS 

OVERALLS 

stand  more  hard  usage  than  any  others 
made. 

The  reason  is  because  Success  Overalls 
are  made  of  genuine,  honestrweight 
denim — and  every  seam  is  double- 
stitched. 

Besides  which,  Success  Overalls  are  cut 
on  very  large  lines — with  plenty  of 
slack  where  the  strain  comes  in  every 
bending  and  stretching  movement. 

Success  is  first  of  all  a  quality  garment 
and  will  outwear  any  other  make. 

Order  from  your  wholesaler — insist  on 
the  Success  label. 


l^^anaiUajiP^oimlkli%:%-^ 


''/7U'nil<-M 
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"BLACK  PRINCE 

The  Properly  Made  Workingman's  Shirt. 


The  "BLACK  PRINCE"  is  made  exactly  the  way 
the  workingman  wants  his  shirt. 

The  shirt  is  cut  very  full,  with  plenty  of  length  in  the 
body,  with  big  roomy  armholes,  and  long  sleeves.  Double 
stitched  throughout. 

Then  the  workingman  wants  a  shirt  to  be  fast.  The  serge 
(fleece  back)  used  in  the  Black  Prince  is  guaranteed  fast  black 
— the  color  will  neither  fade  out,  wash  out,  nor  boil  out. 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 


How  Customers  are  Daily  Lost  and  Won 

The  Checkered  Career  of  a  Harem  Skirt  —  How  it  Nearly  Caused  a  Breach 
—  Mistaking  the  Buying  Power  of  Unlikely  Looking  People  —  An  Incident  that 
Emphasizes   Importance   of    Loyalty   Among   Employees  —  Merchant's   Diary 


The  Tale  of  a  Harem  Skirt 

A    MERCHANT  who  purcha:5ed  a  harem  skirt 
for  advertising   purposes,    states    that,  for 
the  first  week  or  two  that  the  garment  was 
in  his  possession,  it  had  a  somewhat  check- 
ered career. 

"Before  we  used  the  skirt  in  our  display  win- 
dows," he  writes,  "the  lady  in  charge  of  our  garment 
department,  showed  it  to  one  of  our  good  customers, 
a  somewhat  jovial  person  who  relished  a  joke  once  in 
a  while.  She  obtained  our  consent  to  have  the 
garment  sent  to  her  house,  intimating  that  she  had 
taken  a  fancy  to  it.  That  night  I  received  a  phone 
message.  It  was  the  lady's  husband.  He  wanted  to 
know  what  in  blank  we  took  his  wife  for  that  we 
should  sell  her  a  thing  like  that.  Did  we  want  to 
make  of  her  a  laughing  stock?  Did  we  have  no 
sense  of  dignity?  Did  we  want  to  use  his  wife  to 
advertise  a  costume  that  was  only  fit  for  barbarians? 
Would  we  send  him  his  account  to-morrow  and  that 
woiild  settle  his  patronage  with  our  store? 

"Now,  we  di(l  not  know  what  that  man's  wife 
had  told  him,  but  we  were  confident  that  she  would 
get  us  out  of  the  difficulty.  We,  accordingly, 
tried  to  intimate  that  if  she  would  return  the 
garment  to-morrow  we  should  be  glad  to  exchange 
it.  He  rang  off  in  a  fit.  Next  morning  his 
little  boy  brought  back  a  parcel,  stating,  with 
a  pretty  blush,  that  they  were  "ma's'  trousers.' 
We  did  not  open  the  bundle  right  away,  and 
it  was  late  in  the  afternoon  when  the  trimmer 
came  to  me  and  suggested  that  we  display  the  harem 
skirt  in  the  window.  We  opened  the  parcel,  but 
instead  of  the  harem  skirt  found  a  pair  of  men's 
pants.  They  were  so  badly  creased  that  we  immedi- 
ately saw  a  mistake  had  been  made.  We  decided  to 
have  the  joke  out  with  Blank. 

"That  evening  we  rang  him  up  and  told  him 
that  in  view  of  his  violent  language  of  the  evening 
before,  we  could  not,  under  any  circumstances, 
accept  a  pair  of  his  old  trousers  for  our  harem  skirt. 
He  demanded  an  explanation,  and  I  gave  it  to  him. 
Suddenly  he  broke  into  a  hearty  laugh  and  informed 
me  that  he  had  sent  his  boy  out  with  two  parcels  that 
morning — one  to  the  pre.sser's  and  one  to  our  store 
and  that  he  must  have  got  them  mixed. 

"The  joke  is  on  me  alright,"  said  he.  "Would 
you  mind  .sending  the  parcel  around  to  the  presser's 
in  the  morning?" 

"He  doesn't  know  yet  that  it  was  his  wife  who 
purposely  mixed  the  parcels  just  to  continue  the 
joke  and  thus  re-adjust  matters." 


You  Can't  Always  Tell 

It  is  sometimes  a  most  difficult  matter  for  a  sales- 
man to  make  a  correct  estimate  as  to  the  elasticity 
of  a  customer's  pockctljook  or  the  distance  to  which 
the  same  person  may  be  prepared  to  go  in  contradic- 
tion of  his  or  her  ouFward  appearances.     A  young 


colored  man,  not  very  well  dressed,  entered  a  high- 
class  furnishing  store  recently,  and  pointing  to  a  tie 
in  the  window,  said,  he  guessed  he'd  take  it.  The 
salesman,  without  moving,  replied,  "But  that  tie  is 
$1.50." 

"That's  alright,  boss;  I  reckon  I've  got  the 
money.  Don't  you  run  away  with  the  idea  that  none 
but  white  folks  can  wear  them  sort  of  duds."  The 
salesman  forthwith  handed  out  the  tie  which  be- 
longed to  the  cerise  section  on  the  color  card.  The 
customer  aLso  bought  a  $2.00  shirt  and  a  $1.50  pair 
of  gloves  before  he  left  the  shop. 

It  is  not  advisable  for  a  merchant  to  think  his 
store  so  exclusively  high-class  as  to  forget  that  it  is 
often  possible  to  mistake  a  person's  buying  power. 


Weed  Out  the  Knockers 

The  employe  who  is  cons-tantly  playing  the 
"anvil  chorus"  is  entitled  to  little  sympathy  when 
finally  discovered.  Whatever  faults  the  firm  or  any 
members  of  the  firm  may  have,  it  is  the  duty  of  the 
employee  to  view  them  through  his  or  her  most  char- 
itable eye  and  in  no  event  to  make  them  a  subject  of 
conversation  during  business  hours  or  under  "un- 
safe" circumstances. 

"We  had  a  man  in  our  employ  a  few  years  ago," 
states  a  merchant,  "with  whom  'slamming"  seemed  to 
be  a  habit.  He  was  a  good  salesman  and  we  thought 
a  little  loyality  talk  now  and  then  would  cure  him, 
but  it  didn't.  The  man  seemed  to  be  over-sensitive 
to  flattery  and  his  fall  came  one  day  when  one  of 
the  stylish  young  women  of  the  town  asked  him  to 
show  her  the  new  fall  coats.  Now  we  thought  we 
had  a  very  fine  line  of  coats  in  our  ready-to-wear 
section,  but  this  salesman  lost  his  head  entirely.  He 
did  not  take  exceptional  pains  to  show  the  garments 
but  hurriedly  ran  through  the  racks  and  cases.  The 
young  woman  was  a  good  friend  of  the  store  and  on 
her  way  to  the  door  she  spoke  to  me.  She  intimated 
that  she  was  very  much  disappointed  in  the  stock, 
that  Mr.  Smith  had  shown  her  a  few  coats  but  had 
somewhat  couHdontially  advised  her  not  select  at 
present  because  'the  old  man  lias  only  bought  a  lot 
of  cheap  truck.' 

"Swallowing  a  few  uncharitable  words.  I  invited 
the  young  lady  back  to  the  department  and  showed 
her  coats  that  delighted  her  and  which  certainly  re- 
established the  department  in  her  favor.  What  is 
more  she  Itought  one  of  the  best  garments  in  the 
place. 

"That  young  man  only  remained  until  the  end 
of  the  week.  From  what  has  been  told  me  subse- 
(liuMitly.  had  ho  stayed  with  us  nuich  longer  I 
wnultl  soon  have  had  to  leave  town  without  a  repu- 
tation. This  may  strike  you  as  a  very  extreme  ca.-=e. 
but  it  is  true  nevertheless.  The  merchant  who 
wt)uld  have  a  smooth  running,  successful  busines.s 
to-day  must  have  the  loyalty  of  his  staff;  sometimes 
he  will  liud  it  nece.s.'sary  to  insist  upon  it." 
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KOKKMT  V«  "TAIJ'T'  ^  CO* 


New  York  OFFrcE 

47    LISPENARO    STREET 


April  4,  1911. 


Butterick  Publishing  Co,, 

New  York  City. 
Gentlemen: 

It  is  no  doubt  of  interest  to  you  to  know  that  our  sales 
for  March  I91I  shov/  an  increase  of  22^  over  a  year  ago.   We 
would  also  state  that  March  a  year  ago  we  enjoyed  the  largest 
sales  of  patterns  in  our  history  to  that  date.   We  therefore 
feel  very  proud  of  our  record  for  the  month  just  closed. 

Yours  very  truly, 

Robert>r;3  Tafj 
By  '  V^ 


It's  Sales  that  Tell  the  Story 

It's  Sales  You  Want 

It's  Sales  You  Get 
With      BUTTERICfl      PATTERNS 


THE  BUTTERICK  PUBLISHING  COMPANY, 


33  RICHMOND  STREET  WEST 
TORONTO,  ONT.,  CAN. 


12 


DRY    GOODS    REVIEW 


LINENS  WITH  PRESTIGE 

"(l^lii  Pleacf)"  Htnens 

DO  YOU  REALIZE  WHAT  AN  ADVANTAGE  IT  IS  TO  SELL 
LINENS  THAT  HAVE  AN  ESTABLISHED  REPUTATION  ? 

"OLD  BLEACH"  LINENS  ARE  KNOWN  WHEREVER 
THERE  ARE  REFINED  PEOPLE.  THEY  ARE  MADE 
FROM  LINEN  THREADS  CURED  IN  THE  OLD  WAY  AND 
BLEACHED  BY  SUN  AND  WIND  TO  AN  UNRIVALLED 
WHITENESS. 

"OLD  BLEACH"  LINENS  INCLUDE  : 

DAMASK  CLOTHS  AND  NAPKINS,  PLAIN  AND  FANCY  HUCK, 
TOWELS  AND  TOWELLING,  DIAPERS,  SHEETINGS,  PILLOW 
LINENS,  EMBROIDERY,  DRESS,  WAIST  AND  SURPLICE  LINEN. 


BOOKLET  SENT  ON  REQUEST 


R.  H.  COSBIE 


IRISH  LINEN 
AGENCY 


TORONTO 


ourDAYOHET 

POINT 

HAT 


EVERY      LADIES 

FATiCY. 

IT  LEAVES   NO    UNSIGHTLY    HOLES. 

MANUFACTURED  AT  REDDITCH,  ENGLAND.  L0ND0N-CRE5HAM  S^    MANCHESTER-17 PICCADILLY. 
Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers. 
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FAST  DYED 

Cotton  Velvets 


Ti^ANCHESTER,  for  centuries  the  centre  of  the  world's  Cotton 
*•*  Velvet  trade,  owes  its  pre-eminence  to  the  perfection  to  which 
the  dyeing  and  finishing  of  Cotton  Velvets  has  there  been  brought. 

POR  nearly  a  century  and  a  half  J.  &  J.  M.  \VORRALL,  LTD. 
"  — "The  World's  Premier  Velveteen  Dyers" — have  been  dyeing 
and  finishing  high-class  Cotton  Velvets,  the  firm  being  established  in 
the  early  years  of  George  III. 

'W'HEIR  Ordsall  Dye  Works  have  taken  a  leading  part  in  bringing 

*  Cotton  Velvet  to  its  present  perfection — a  beautiful  fabric,  in 
which  the  leading  costumiers  show  many  of  their  best  creations. 

TT  was  from  the  Ordsall  Dye  W^orks — after  years  of  experi- 
*  menting — that  there  came  the  discovery  of  fast  dyes  on  Cotton 
Velvets. 

T'HESE  are   now  obtainable   in    every  shade,    and   for   Costume 

*  purposes  care  should  be  taken  to  use  none  but  fast-dy)ed  cloths. 
Buyers  should  ask  ^or  Cotton  Velvets  in 


WORRALL'S 

FAST  DYES 
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The  Motor  Car  in  Modern  Merchandising 

In  Large  Cities  They  are  Gradually  Displacing  Horses  for  Delivery  Purposes 
—  Some  Estimates  of  Mileage  Cost — Practical  Use  in  Rural  Districts  and  Their 
Advertising  Value  —  Newspaper  Office  Using  Motor  at  Cost  of  About  5c.  a  Mile 


IN  many  enterprises  where  speedy  as  well  as  re- 
liable carriage  service  is  required,  the  motor 
wagon  or  truck  is  now  being  employed.  It  is  a 
fact  that  in  some  cases  they  have  supplanted  the 
horse  almost  entirely,  and  with  results  that  are  very 
satisfactory.  The  extent  to  which  the  motor  has  al- 
ready displaced  the  horse  is  strikingly  evident  in  the 
larger  cities.  Transport  companies,  large  manufac- 
turing and  mercantile  concerns  have  employed 
motors  for  heavy  carriage  work,  as  for  example,  in 
transferring  goods  from  warehouse  to  freight  shed  or 
vice  versa.  One  large  departmental  house  has  several 
motor  trucks  constantly  employed  not  only  handling 
incoming  goods,  but  in  store-to-depot  work  and  also 
in  delivering  heavy  loads  to  customers  on  the  out- 
skirts of  the  city. 

Ten  Cents  a  Mile. 

There  are  smaller  retail  houses,  whose  business 
calls  for  more  than  two  horses  and  wagons,  who  have 
tried  out  the  motor  vehicle  and  find  that  it  is  the 
more  satisfactory  from  every  point  of  view.  One  firm 
estimates  that  with  motor  service,  their  delivery  costs 
them  something  like  10  cents  a  mile,  everything 
being  taken  into  account  in  this  figure — depreciation, 
wages,  repairs,  etc.,  and  they  state  that  with  three 
wagons  and  six  horses,  which  otherwise  would  have 
been  necessary,  the  cost  of  delivery  would  have  been 
higher.  The  same  house  estimates  that  each  parcel 
costs  15  cents  to  deliver. 

This  estimate  would  seem  to  be  considerably  above 
that  given  by  other  concerns  in  the  same  city.  A 
newspaper  ofHce,  for  example,  which  has  adopted  the 
motor  vehicle  for  delivery  of  papers  to  its  numerous 
agencies  throughout  the  city,  places  the  cost  per  hour 
at  between  three  and  four  cents,  an  exceedingly  low 
estimate.  The  motors  employed  by  the  newspapers 
have  required  very  little  repairing,  but  the  work  re- 
quired of  them  would  hardly  appear  to  be  as  strenu- 
ous as  that  of  the  motor  for  the  retail  house,  owing 
to  the  fact  that  they  are  not  as  continuously  in  ser- 
vice or  subject  to  the  same  wear  and  tear. 

8000  Miles  in  Eight  Months. 

From  June  last  until  February  of  this  year  this 
merchant's  motor  covered  8,000  miles.  One  chauffeur 
at  $12  a  week  and  a  boy  were  employed,  whereas, 
with  horse  service,  three  men  at  the  same  salary 
would  have  been  necessary,  to  say  nothing  of  the  cost 
of  fodder.  In  this  particular  case,  complaint  is  made 
of  the  exhorbitant  charge  made  for  the  most  trifling 
repairs.  This  is  an  item  which  discourages  many 
merchants  from  considering  the  motor  at  all,  but 
now  that  tlie  question  of  up-keep  is  not  the  serious 
one  that  it  was  a  few  years  ago,  tliis  need  no  longer 
l)e  a  cause  for  hesitating  when  conditions  demand 
most  modern  service.  Nor  is  the  fear  of  sudden  break- 
down the  bugaboo  it  used  to  be.  Motor  engines  have 
been  brought  to  a  very  high  state  of  perfection,  and 
a  well  constructed  machine  will  measure  up  to  the 
merchant's  expectations.  In  this,  as  in  every  other 
transaction,    however,     false    economy     should     lie 


avoided.  Here  the  same  rules  apply  as  in  the  pur- 
chase of  a  hor.se ;  it  is  advisable  to  know  the  machine 
and  its  capabilities. 

Do  as  Much  a<  Three  Horses. 

Statistics  prepared  by  authorities  would  seem  to 
show  that  a  well-built,  reliable  conunercial  car,  will 
do  as  much  under  reasonable  circumstances  in  one- 
half  the  time  as  three  horse-driven  vehicles,  and  at 
one-half  the  cost  of  one.  Much  depends,  however, 
upon  the  man  who  is  placed  in  charge  of  the  ma- 
chine. Ignorance,  neglect,  carelessne.ss  will  cause  as 
frequent  havoc  with  a  motor  car  as  with  a  good  horse. 

A  commercial  car,  it  is  further  pointed  out,  can 
be  operated  24  hours  in  the  day  for  305  days  in  the 
year,  if  necessary,  while  the  supposed  usefulness  of  a 
good  working  horse  in  daily  work  is  about  eight 
hours  at  the  most:  then  not  for  a  continuous  run. 

Motoring  traditions  are  not  entirely  free  from 
exasperating  experiences,  and  these  are  sometimes 
weighed  against  the  selling  argximents  that  commer- 
cial cars  do  not  eat  hay,  never  get  colic,  do  not  need 
shoeing,  and  that  wagons  become  rickety  and  soon 
play  out.  It  seems  fair  to  say,  however,  that  in  great 
measure  the  shortcomings  of  motor  cars  belong  to  the 
time  when  they  were  passing  through  an  experiment- 
al stage.  Uncertainty  is  being  rapidly  reduced  to  a 
mininmm.  The  merchant  referred  to  above,  whose 
car  covered  1,000  miles  a  month,  states  that  only 
once  in  eight  months  did  his  car  become  stalled  aud 
then  the  defect  was  ea.*ily  rectified.  Another  instance 
is  given  of  a  merchant  who  for  fifteen  months  did 
not  expend  a  cent  in  repairs  and  in  that  time  Ci.rrted 
four  or  five  times  the  load  he  formerly  carried  \Aith 
horse  and  truck. 

Helpi  to  Keep  in  Touch. 

When  a  merchant  is  called  upon  to  serve  large 
sul)url)an  or  well-po]iulated  rural  districts,  where 
roads  are  not  suddenly  and  seriously  affected  by 
weather  conditions,  and  where  they  are  constantly 
kept  in  repair,  it  appears  That  a  motor  car  would  be 
of  distinct  advantage.  Efficiency  of  delivery  service 
has  its  distinct  advertising  value.  It  would  cause 
comment  when  a  horse  and  wagon  might  escape 
notice  and  in  an  emergency  could  certainly 
be  used  to  much  better  advantage.  In  a 
slack  season  a  motor  car  might  be  used 
to  distribute  advertising  matter  throughout  the 
country,  and  still  be  on  hand  for  whatever  delivery 
was  necessary.  In  many  districts,  peo]>le  deal  with 
the  mail  orcler  houses  because  they  cannot  conven- 
iently koo])  in  touch  with  the  local  merchant.  The 
telephone  and  the  motor  is  f:v*t  causing  such  excu.*es 
as  these  to  disappear,  and  even  where  there  is  no 
phono  connecticMi,  motor  circuits  might  be  estab- 
lislied  will)  ]>rofit  for  central  delivery  purposes,  also 
a  motor  would  seem  to  be  preferable  to  hor.>;e  and  rig 
service.  It  would  seem  that  the  motor  car,  brought 
to  the  state  of  perfection  it  represents  to-day.  is 
going  to  help  the  retailer  to  solve  many  of  the  prob- 
lems which  licsct  pres(Mit  day  iiiorclmndising. 
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Give  a  Receipt  and 
Get  Protection 


For  example: 

A  customer  comes  into  your 
store  in  a  hurry,  makes  a  fifty- 
cent  purchase,  hands  you  a  bill 
and  gets  $1.50  change,  sticks  it 
in  his  pocket  and  hurries  out. 

Half  an  hour  later  customer 
returns  and  says  he  gave  you  a 
$5.00  bill  and  got  only  $1.50 
change. 

What  are  you  going  to  do 
about  it?  Argue  and  lose  a 
customer?  Or  "give  up,"  feeling 
sure  you  have  LOST  $3.00. 

A  National  Cash  Register  posi- 
tively prevents  errors  of  this  kind 
— protects  both  you  and  the  cus- 
tomer against  such  disputes. 
Does  more  than  that — it  insures 
absolute  accuracy  in  every  trans- 
action. Records  all  cash  sales, 
credit  sales,  money  received  on 
account,  money  paid  out. 

Pays  for  itself  with  the  money 
it  saves  you. 

National  Cash  Registers  cost 
less  now  than  ever  before.  Let 
us  send  you  our  booklet  and  new 
price  list. 

National  Gash  Register  Go. 

F.  E.  MUTTON,  Manager  for  Canada 

283  Yon^e  S(.        -  -  Toronto 


Successful  Merchants 

Put  a  Receipt  in 

Every  Parcel. 

National  Cash  Registers  afford  the  quickest  and 
best  means  of  recording  sales,  and  of  automatic- 
ally issuing  a  printed  receipt  that  cannot  be 
altered,  numbered,  dated,  with  clerk's  initials- 
making  a  duplicate  record,  which  is  locked  inside 
the  machine  for  the  proprietor's  use. 
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MAY  SPECIALS 


To  Retail  at 

5  cents 

Marvel  Embroidery  in  50-piece  cartons. 
Berlin  Pearl  Button  Cabinets. 
Fitzsnug  Collar  Supports. 

To  Retail  at 

1 0  cents 

Minoru  42  L  Pure  Silk  Ribbon. 
020  Plain  Cotton  Hose. 
MOR  Special  Infants'  Bibs. 

To  Retail  at 

15  cents 

H  H  6  Black  Cotton  Hose. 
TT  11  Tan  Cotton  Hose. 
1160  No  Sleeve  Vests. 
1001,  1141  yi  Sleeve  Vests. 
171,172,173  White    Figured  Blouse 
Muslin. 

To  Retail  at 

25  cents 

89  Child's  Sunshades. 

210   Cotton    Hose,    Black,    White,    Tan 
and  Opera  Shades. 

209  Lisle  Hose,  Black,  White,  Tan  and 
Opera  Shades. 

489    Lace    Hose    in   Black  and    Colors. 


To  Retail  at 

50  cents 

99/109  Child's  Parasols. 

129/139  Child's  Parasols. 

499  Lace  Ankle  Hose  in  Black,  White 
and  Colors. 

177  Long  Lisle  Gloves  in  Black,  White 
and  Tan. 

To  Retail  at 

75  cents 

162  Silk  Gloves  in  Black,  Tan  and  Greys. 
584  45-inch  Flouncing. 

To  Retail  at 

$1.00 

190  Silk  Double  Tip  Gloves,  Black  and 

Tan. 
31226  45-inch  Flouncing. 
19  Ladies'  Fancy   Parasols. 
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Slow  Season  but  Promising  Outlook 

THE  present  season  is  now  emerging  from  a  peri- 
od of  steady  cold  which  has  accounted  for  re- 
ports that  are  somewhat  discouraging  from 
different  parts  of  the  country.  In  most  cases,  retail- 
ers had  stocked  up  fairly  well  in  anticipation  of  good 
Spring  business,  hut  up  to  the  present  time,  the 
weather  has  been  against  the  demand  for  Summer 
clothing.  While  the  Spring  season  was  late  last  year, 
there  was  a  week  or  two  of  very  fine  weather  in 
March  which  gave  business  an  impetus  that  carried 
it  over  the  colder  spell  later  on. 


It  is  a  season  .such  as  this  which  illustrates  the 
uncertainty  of  the  dry  goods  business  as  a  barometer 
of  the  country's  prosperity.  Although  the  people 
may  be  well  able  to  buy,  and  although  mo.st  indus- 
tries are  fairly  busy,  the  weather  largely  rules  their 
Inlying  inclination,  and  as  a  result,  there  may  follow 
a  very  serious  lapse  in  favor  for  the  early  season's 
goods  or  styles.  After  all  is  said  and  done,  it  is  the 
iron  and  steel  industry  which  is  probably  less  easily 
affected  by  temporary  unfavorable  conditions,  and 
which  better  reflects  the  fundamental  or  basic  state 
of  the  country. 

In  the  present  instance,  however,  it  is  evident 
that  the  dull  period  is  only  temporary  and  that  sud- 
den changes  will  give  to  the  season  its  wanted  pace. 
Such  has  been  the  state  of  trade  in  some  quarters 
that  extensions  on  paper  have  been  requested  as  one 
way  of  tiding  over  the  dull  period.  In  many  sec- 
tions, however,  there  is  a  decided  optimism.  A  let- 
ter from  a  retailer  in  the  West,  for  example,  ex- 
presses the  confidence  that  the  Spring  and  Summer 
season  will  open  up  with  a  sudden  swing  and  that 
the  record  will  be  one  of  the  best.  Reports  from  all 
partes  of  the  West  indicate  enthusiasm  in  the  ap- 
Iiroaching  Summer's  pro.spects  and  whatever  setback 
the  present  season  may  have  caused,  it  is  evident  that 
the  Western  retailer  is  not  going  to  do  any  unreason- 
able curtailing. 

I^etween-season  sorting  in  Spring  lines  has  not 
been  all  that  the  manufacturers  desired,  but  there 
seems  to  be  great  confidence  in  the  ultimate  showing 
and  in  the  year's  record. 


Give  It  a  Fair  Chance 

IN  testing  the  drawing  jDower  of  their  advertising, 
there  are  merchants  who  make  the  common  mis- 
take of  resorting  to  extremes  rather  than  follow- 
ing a  normal  course.  They  either  expect  what  is 
entirely  unreasonable  and  hence  become  skeptical  or 
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they  base  their  verdict  upon  an  adverti.sing  exj)loit 
which  is  so  absolutely  easy  as  to  be  entirely  decei^tive 
as  a  criterion. 

Merchants  agree  that  their  show  windows  are 
their  best  advertising  medium,  yet  it  is  in  connec- 
tion with  these  that  the  mistake  frequently  occurs. 
J^'or  example,  a  merchant  in  a  progressive  town 
announced  that  lie  would  test  the  drawing  power  of 
his  show  windows  by  placing  therein  an  article  upon 
which  the  price  would  be  reduced  at  regular  inter- 
vals until  sold.  Here  was  a  case  where  the  proposi- 
tion in  which  the  normal  drawing  power  of  the 
window  could  not  very  well  be  judged  because  of 
exceptionally  attractive  conditions.  Had  the  win- 
dow contained  a  clever  display  of  goods,  equally 
salable  and  representing  fair  values,  the  merchant 
would  undoubtedly  have  had  a  more  reliable  proof 
of  the  window's  influence  as  an  advertising  medium. 
At  the  same  time,  had  the  article  been  exhibited  in 
the  department  instead  of  in  the  window  and  the 
card  announcing  the  sale  terms  been  placed  in  the 
window,  the  number  of  people  who  took  the  trouble 
to  drop  in  and  inspect  would  have  been  a  more  satis- 
factory spectacle  to  the  merchant.  However,  it  is 
fair  to  assume  that  in  this  case  the  stated  intention 
of  testing  the  windows  \vas  adopted  more  as  an  ex- 
cuse for  pulling  off  an  attractive  event,  than  as  a 
basis  of  proof. 

In  every  case  where  a  dependable  verdict  is 
sought,  the  better  plan  is  to  adopt  a  course  wdiich 
will  give  the  advertising  medium  a  fair  chance  on  a 
proposition  that  is  at  once  reasonable  and  so  attract- 
ively arranged  or  expressed  that  it  cannot  fail  to 
attract. 


Attend  to  Your  Rating 

CREDIT  rating  is  a  matter  upon  which  every 
merchant  should  be  careful  to  see  that  he  has 
correct  representation.  By  paying  a  little  at- 
tention to  the  information  for  this  important  index 
to  his  standing,  in  order  to  have  it  absolutely  authen- 
tic, a  merchant  may  remove  all  possibility  of  errone- 
ous classification.  Statements  or  impressions  sup- 
plied from  outside  may  do  him  a  positive  injustice. 
This  is  something  the  merchant  in  these  days  must 
guard  against. 

A  case  recently  came  to  the  attention  of  the 
Review  in  which  a  merchant  who  was  regarded  as  an 
excellent  account  by  wholesalers  and  manufacturers 
had  only  been  given  second-class  credit  by  the  local 
representative  of  a  rating  authority.  He  pointed 
out  that  this  was  due  to  the  fact  that  he  had  recently 
transferred  his  account  from  one  bank  to  another 
and  that  the  representative  who  was  manager  of  the 
bank  wliich  he  formerly  j)atronized  had  not  done 
him  justice  in  his  report.  Such  cases,  of  course,  are 
rare. 

Other  instances  arc  kudwii  wlicrc  merchandizing 
ability  has  been  regarded  as  the  eciuivalent  of  finan- 
cial standing,  and  the  l)right.  hustling  store  has  been 
given  a  credit  rating  (piite  as  good  as  one  with  more 
ready  cash  at  its  back,  but  working  along  at  a  slower 
pace.  One  had  established  the  reputation  for  prom])t 
payment  via  the  hustle  route,  while  with  the  other, 
an  apathy,  due  to  con.'^ciousness  of  ability  to  pay, 
wa.s  apparent.  On  one  liand  tliere  was  confidence 
in   ability   to  sell   the  goods  and   have  the  requi.^^ile 


turnover,  and  on  the  other,  the  available  ca.<h  box 
inspired  confidence.  The  first  case  was  rated  as  high 
and  perhaps  higher  than  the  other. 

No  merchant  to  whom  a  rating  is  worth  any- 
thing should  withhold  information  calculated  to  do 
him  justice  in  the  rating  reports.  An  estimate  of 
his  worth  and  of  his  ability  will  be  obtained  in  some 
way  and  it  is  advisable  to  have  it  correct. 


A  Coronation  Season's  Opportunity 

IN  connection  with  the  observance  of  Coronation 
Day,  many  towns  and  cities  throughout  Canada 
will  go  in  for  suitable  decorations.  Public  and 
l)rivate  buildings  and  stores  will  make  displays  of 
the  Royal  colors  in  some  fashion,  and  no  doubt  the 
merchant  will  have  great  demand  for  the  requisite 
fabrics. 

The  contract  for  decorating  Government  build- 
ings on  occasions  of  this  kind  has,  in  most  cases, 
been  a  matter  of  political  patronage  and  more  or 
less  feeling  has  been  engendered  between  merchants 
through  bestowal  of  favors  according  to  party.  Not 
a  few  dry  goods  men  have  material  and  equipment 
available  for  this  kind  of  work.  In  some  cases  where 
precedent  has  at  least  suggested  that  little  jobs  of 
this  kind  would  be  passed  around  the  subsequent 
departure  from  such  a  rule  has  been  the  cause  of 
much  dissatisfaction. 

Cases  are  known  where  merchants  in  their  dis- 
gust have  entirely  disregarded  the  non-political 
opportunities  of  the  occasion  and  have  in  a  way 
cut  oft'  their  noses  to  spite  their  faces.  There  are 
other  contracts,  not  controlled  by  pai'ty,  by  which 
the  merchants  trimming  department  can  demon- 
strate its  ability  and  secure  good  advertising — as 
Avell  as  the  actual  profit  that  there  may  be  in  it.  One 
case  is  known  where  a  merchant  who  had  been  re- 
jected on  an  easily  draped  public  building,  became 
very  busy  and  secured  the  local  and  county  build- 
ings, a  number  of  banks  and  a  large  chnrch  interior 
before  the  other  fellow  had  recovered  from  his  sense 
of  sudden  responsibility.  In  another  case,  a  mer- 
chant who  had  been  disappointed  in  the  distribution 
of  favors,  sat  down  and  refused  to  consider  any  of 
the  other  possibilities.  He  even  forgot  to  make  a 
suitable  demonstration  of  his  own  loyalty,  and  this 
fact  was  remarked  upon  by  his  townspeople.  They 
immediately  sized  him  up  as  a  man  whose  loyalty 
and  i>atriotism  only  enthused  so  long  as  there  was 
something  in  it  for  the  boy.  His  stand  in  the  mat- 
ter certainly  brought  him  no  good  as  a  mer- 
chant or  citizen,  and  his  refusal  to  take  up  lit- 
tle contracts  that  were  steered  his  way.  or  to  per- 
i=;onally  recognize  the  occasion's  importance,  was 
remembered  in  succeeding  years  by  those  who  had 
the  disposal  of  favors.  Slost  of  these  people  were 
inclined  to  leave  him  severely  alone.  As  matters 
i'tood.  he  indirectly  published  his  disappointment. 
Had  he  taken  it  with  good  grace,  he  could  have 
easily  converted  tlie  occasion  to  his  advantage. 

A  Iniilding.  well  decorated,  to  who.^e  embelli.^h- 
ment  the  merchant  can  point  as  the  product  of  his 
trimming  and  decorating  department,  is  certainly  a 
good  advertisement,  since  it  does  credit  to  the  stand- 
ing of  the  store  and  the  ability  behind  it.  Now  is 
the  time  for  merchants  to  look  about  them  to  ascer- 
tain wliat  opportunities  the  Coronation  or  other  ispe- 
eial  holidav  sca.^ons  will  have  in  it  along  this  line. 
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159  at  $1  25 


162  at  $1.50 


163  at  $3.00 


YOU  can  sell 
ladies'  fancy  col- 
lars. 

Neatly  made 
of  the  finest  mus- 
lin, trimmed  with 
pleated  Valen- 
ciennes lace  of 
good  quality  and 
perfectly  fitting, 
the  designs  illus- 
trated will  appeal 
toYOURcustom- 
ers. 

Your  order 
can  be  shipped 
June  1st. 

Let's  hear 
from  you. 


160  at  $1.35 


161  at  $2.25 


The  W.   R.   BROCK  COMPANY  (Limited) 

MONTREAL 
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Low    Collars    Lead    Market 

Features  Brought  Out  by  New  York's  Easter 
Parade  —  Very   Low   Neck  Effects  Seen 

LLTTLE  change  has  been  noted  in  the  depart- 
inent  of  neclcwear  during  the  last  few  weeks. 
Backward   weather   threatened  to   hold  this 
line  back,  but  little  of  the  sort  has  been  ex- 
perienced, and  improved  weather  now  hurries  the 
advanced  styles  forward. 

The  Easter  parade  in  New  York  brought  out 
some  striking  features  of  this  season's  styles.  Wher- 
ever tailored  effects  were  showing,  side-pleated  jabots 
were  much  seen,  this  style  being  one  of  New  York''^ 
best  sellers,  ^^isitors  from  outside  points  were  amazed 
at  the  lowness  of  the  necks  worn,  quite  generally,  by 
all  classes  of  women  on  the  street,  in  the  shops,  and 
in  carriages.  To  the  onlooker  these  new  bodices  ap- 
pear fit  only  for  evening  wear,  being  lower  by  sev- 
eral inches  than  the  Dutch  collars  shown  here,  or 
than  the  collarless  dresses.  Fichu  and  sailor  collars 
are  worn  with  the  al)Ove  style,  the  collar  being  of 
low  cut  to  fit  the  bodices. 

As  the  retailing  season  opens  up,  it  is  seen  that 
the  square  sailor  collar  of  medium  to  large  size 
will  be  more  used  everywhere  than  any  other  kind. 
Lace  and  lingerie  combinations  are,  as  usual,  in  high 
favor. 

® 

A  Lingerie  Coat  Set. 

'\''ery  few  coats  are  seen  on  the  other  side  without 
the  addition  of  a  set  of  collar  and  cuffs.  It  is  more 
than  likely  that  these  will  be  seen  here  in  numbers 
as  the  weather  ameliorates,  for  already  many  have 
appeared  and  sales  have  been  good. 

These  sets  differ  considerably  from  those  worn 
in  past  years.  As  Summer  coats  have  sailor  collars 
ana  deep  cutis,  many  coat  sets  are  made  accordingly. 
The  sailor  collar  is  frequently  plain,  being  made  of 
very  fine,  hemstitched  lawn  or  ])atiste.  with  cuffs  to 
correspond,  neither  showing  any  trimming  whatever. 
Other  styles  are  of  the  same  material  Avith  hem- 
stitched edge  of  striped  l)lack  and  white,  or  color 
with  white.  Others  are  of  heavier  material  with  em- 
broidery anglais,  while  still  others  have  laeo  and  in- 
sertion trimmings. 

® 

Types  of  Collars  that  Sell. 

Besides  the  sailor  collars  above  mentioned,  there 
are  a  few  variations  in  style  features,  and  also  some 
higli-class  novelties  tliat  have  ])roved  excellent  mouey- 
makers. 


First  among  these  is  the  fichu  collar  in  all  its 
many  forms.  These  include  the  fiat  fichu  with 
square  sailor  back  and  long  front  ends,  the  very 
low  back  and  high  front  fichu,  and  the  Priscilla 
variety  with  rounded  back  and  surplice  front  ends. 

Of  these,  the  Ih'st,  being  more  like  the  well-known 
sailor,  is  most  generally  popular.  The  second  is  a 
distinct  novelty,  brought  out  by  the  New  York  de- 
signers as  an  adaptation  of  a  French  mode.  Fre- 
quently the  pointed  back  of  the  drape  reaches  as 
low  as  the  waistline,  while  the  front  is  scarcely  deeper 
than  an  ordinary  collar.     The  third  stvle  has  a  fair 


Chiffon   waist,   with    newest  bead    trimminc   over 
net.    Shown  by  R.  D.  Fairbairn  Co..  Ltd..  Toronto 

but  limited  sale  here.  It  is  expected  to  result  in  a 
return  of  the  bertha  in  next  Fall's  styles.  The  Marie 
Antoinette  fichu  is  another  popular  type. 

A  very  popular  outing  and  morning  collar  is  the 
stiff,  low-rolling  Trouville  or  tennis  collar.  Although 
a  strictly  tailored  article,  this  collar  gives  perfect 
frccdoni.  and  in  consequence  will  be  much  affected 
by  the  athletic  woman.  Sales  up  to  date  have  been 
much  greater  than  were  expected.  ai\d  continue  ex- 
cellent. 

Anotlier  ]>o])ular  collar  similar  in  .<tyle  to  the 
above  is  the  Lord  l^yron.  consisting  of  a  low.  roll 
collar,  stmiewhat  higher  than  thi>  Tronville,  but 
not  as  hitih  as  the  Eton. 
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THE 


"BYRON" 


OR 


"TROUVILLE" 
COLLAR 


2021     $4.25 


IS 


Already  Making  a  Record 

For  "BIG"  Sales 


Following  the  low  cut  trend  of  the  year,  we  produced 
this  fascinating  collar  early  in  the  season  and  have 
been  gratified  by  a  huge  demand  that  presages  a 
splendid  summer's  selling. 

The   "BYRON"    is    a    laundried    collar    of    various 
materials,  both  plain  and  fancy, 
and  comes  either  with   or  with- 
out  embroidery.     The    finish   is 
perfect. 

Place  your  orders  promptly,  as 
the  coming  of  warm  weather 
means  a  big  business  for  the 
retailer  if  he  has  a  good  supply 
of  these  collars  on  hand. 


F.  P.  EVANS 

President 


ies'  Wear,  Limited 

Toronto 


2022- $4  25 


W.  F.  GOFORTH 

Vice-President 
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A  soft,  outing  stock  is  now  much  featured,  both 
for  men  and  women.  This  is  sometimes  advertised 
as  the  Yale  or  Harvard  stock.  It  is  of  the  stand-up- 
turn-down order,  with  tie  to  match,  and  small  but- 
tons on  the  front  corners,  connected  by  a  tiny  strap, 
to  keep  the  collar  in  shape.  Black  and  white  stripe 
looked  very  effective  in  this  style  of  stock. 

'® 

Steady  Demand  for  Jabots. 

Despite  the  fact  that  many  collars,  especially  the 
low  ones,  have  attached  jabots,  or  fichu  ends  of  their 
own,  the  separate  jabot  is  as  strong  or  stronger  than 
ever. 


Baby   Irish   IrimmeJ   jabot  c!    very   fine  hnen, 
illustrating   an   exclusive   line   of    real  lace 
jabots.   Shown  by  A.  T.  Reid  Co..  Toronto- 
Dainty,  summery  effects  are  now  in  order,  and 
marquisette  is  much  in  use  for  this  purpose.. 

Soft  mull  is  another  excellent-appearing  ma- 
terial for  collars  or  jabots,  which  have  to  be  laid  in 
folds.  When  combined  with  the  showier  laces,  such 
as  Cluny  and  Maltese,  this  material  shows  at  its  best. 
Three  types  of  high-class  jabots  were  noted  among 
the  samples  of  a  large  manufacturing  house.  One 
was  of  medium  size,  in  two-piece  effect,  pleated  at 
the  top  and  graduating  to  the  lower  edge.  The  ma- 
terial was  the  sheerest  of  fine  linen  lawn,  and  the 
trimming  of  deep,  real  Cluny  lace,  with  a  narrower 
lace  to  match  at  the  sides.  The  beauty  of  this  jabot 
lav  in  the  richness  of  the  lace  and  the  finished  work- 
manship, the  article  being  recognizable  at  a  glance 
as  belonging  to  the  highest  grade. 

Another  very  beautiful  specimen  was  in  shape 
and  style  much  as  above,  with  a  deep  lower  edge  of 
real  Irish,  and  narrow  crochet  edging  all  round  of 
the  same.  As  this  lace  is  reproduced  almost  exactly 
by  machinery,  .several  handsome  and  high-class  imi- 
tations were  shown  l)esido  the  real  article.  Not  as 
much  difference  in  price  as  would  be  expected  was 
quoted,  the  latter  sort  being  producable  only  by 
complieated  machinery.  An  expert  would  detect  the 
(lilVerence  between  the  laces  by  the  fact  that  the  real 
Irish  is  .somewhat  stiffer  than  the  machine-made. 
These  jabots  are  especially  desirable  for  wear  with 
light-weiglit  wool,  silk  or  satin  .suits. 

A  third  type  of  jabot  was  madt>  entirely  of  fin- 
est embroidery,  .specially   made  pieces  with  guipure 


motifs  attached  being  used.  This  type  of  jabot  is 
manufactured  to  order  by  a  foreign  firm  famous  as 
being  the  only  one  of  its  kind  in  the  world.  Its  em- 
broideries are  of  great  fineness  and  delicacy,  being 
worked  in  without  a  prick  or  a  flaw  of  any  kind  on 
the  sheerest  of  grounds.  The  jabot  described  was  of 
good  size,  with  irregular  shape  at  the  side  and  edged 

with  guipure. 

*       *       *       * 

Side-pleated  jabot.s  are  much  seen  in  New  York. 
Every  woman  who  wears  a  plain-tailored  suit  desires 
the  side-pleated  style  as  a  finish.  Pleatings  are  used 
under  the  lapels  of  the  coat,  and  owing  to  the  vogue 
of  black  and  white,  many  of  these  are  made  of  one 
shade  of  net  over  the  other.  Black  Chantilly  lace 
over  white  net  was  one  of  the  prettiest  side-pleated 
jabots  seen. 

® 

The  Color  Scheme  for  Summer  and  Fall. 

Many  new  shades  have  recently  appeared  on  the 
color  card,  and  while  some  of  these  have  quite  fallen 
flat,  others  have  leaped  into  unexpected  popularity. 
With  a  view  to  .showing  only  the  best,  the  retailer 
should  review  his  color  list  and  see  that  it  is  up-to- 
date,  and  while  there  is  still  time,  .she  should  clear 
out  l)ack  numbers  in  such  lines  as  ribbons  and  trim- 
mings. Not  all  the  Spring  favorites  are  to  be  popu- 
lar all  Summer. 

Shades  wdiich  are  good  and  new  include  pretty 
colors  which  are  having  a  considerable  run  in  mil- 
linery materials,  hats  and  straws,  King  George  blue, 
the  new  bright  reds,  the  bright  greens  ("Kelly" 
green.  Empire  and  "Paddy"  green),  geranium  and 
other  bright  reds,  coral,  pink  and  Helen  pink,  and, 
ill  metallic  effect«s,  old  gold  and  steel. 


Priscilla   fichu   collar,  latest    novelty.      Shown   by 
R.    O.    Fairbairn   Co.,    Limited.    Toronto. 


Touches  of  cerise  on  dull  shades,  such  as  putty, 
and  on  black  and  white  combinations,  continue 
good,  chietly  for  millinery  purposes.  Rut  many  of 
the  new  dresses  .-^how  strong  colors  in  the  form  of  a 
sailor  collar,  cutis  or  skirt  band  in  the  shades  enum- 
erated above,  the  green  and  blue  being  favored. 

Another  prominent  color  scheme  consists  of  tlie 
clear,  bright,  Oriental  shades  combined  in  such  form 
a.s  the  Bulgarian  embroideries  on  voile  waists>5.  or  the 
new  Oriental  handings  and  trimmings.  These  colors 
are  also  seen,  chietly  in  the  U.  S..  in  embroideries  on 
wa.-<hab]e  iu>ckwt\ir.  iabots.  collars,  etc. 
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Styles  That  Cause  Comment 

Neckwear  that  commands  the  attention  and  admiration  because 
of  their  exclusive  style  and  finish. 


R.  D.  Fairbairn  &  Co.,  Limited 


President 
RHYS    D.    FAIRBAIRN 


107  Simcoe  St. 

TORONTO 

Vice-Presidents 
F   J.  KNIGHT.  W.  C.  CLIFF 
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Laces   and   Embroideries 

Cluny,  Point  Venise  and  Irish  Laces  Continue 
ii^eaders  —  Prospects  for  Fall  Excellent  in  These 
Lines  —  Many    Repeat    Orders    for    Embroideries 

As  a  lace  and  embroidery  season,  the  pre^^ent 
leaves  little  to  be  desired.  Practically  every  kind  of 
lace  has  been  represented  among  those  which  have 
been  selling  freely. 

Neckwear  houses  have  used  great  quantities  of 
Val.,  torchon,  Maltese  and  similar  narrow  laces  and 
insertions  for  collars,  jabots  and  fichus.  Guipure 
edgings  have  been  used  very  freely,  and  more  ex- 
pensive lines  have  displayed  Irish,  Cluny  and  flat 
lace  trimmings. 

Owing  to  the  vogue  of  veiled  effects  in  blouses, 
a  vogue  which  is  expected  to  continue  right  on  into 
next  Fall,  heavy  laces  in  fairly  wdde  bands  have 
proved  a  most  effective  trimming  on  the  vinder- 
blouse.  Cluny  has  been  and  will  continue  excellent 
for  this  purpose.     This  lias  led  to  the  introduction 


fOKO^m^ 


y'^'^Ms:^:^*'f^^^ 


^ 


Flouiniiig    mill    iiaiiding    of    Miiiiiuisette,    embroidered    iu    Helen 
Pink.    Shown  by  A.  B.  Fisher,  nianufiK'turers'  iigent. 

of  the  all-linen  thread  imitation  Cluny,  a  lace  to  all 
intents  and  purposes  equal  to  the  real  thing.  This 
will  be  used  as  above,  and  to  outline  yokes,  Dutch 
necks,  finish  sleeves,  and  trim  .■^kirts  in  the  linen 
and  lingerie  Summer  dresses. 

Point  de  Venise  has  also  hecomi'  familiar  to  the 
retailer  during  the  last  six  months,  and  it  and  all 
flat  lace  imitations  are  very  good.  Jiandings  in  thi- 
style  are  specially  favored. 

Irish  lace  and  Irish  crochcl.  real  ami  inilialinn. 
have   been    cinploycd    in    the    niakini;   (if   yoke-   and 


Laces 

Neckwear 

Embroideries 


Motor  Scarves 
Veilings 
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44 


Stevling 


» 


New  Arrivals 

This  Week 

Swiss  Muslin  Flouncings 

Handsome  Designs— 27  in.  and  45  in. 

Swiss  Muslin  Flouncings 

Baby  designs,  hemstitched  and 
scalloped  edges— 27  in. 

Plauen     Embroidered 
Flouncings 

In  handsome  lace  designs — 12, 18  and 
27  in. — with  bandings  to  match. 


a 


Auto-Queen"  Water- 
proof Motor  Scarves 

With    Cabochon  —  in    every    color. 

New  Designs  in  Embroidered 
Laundered  Collars. 

New  Dutch   Collars    in    Lace    and 
Muslin  Effects. 


W\)t  Sterling  Hace  & 
i^obcltp  Coinpanp 


70  Wellington  St.  W. 


TORONTO 


Dry  Goods  lleview 


DRESS    ACCESSORIES 


25 


GLOVE  VALUES 


For  profit  and  satisfaction  the  "RYAN  GUAR- 
ANTEED GLOVE"  has  proven  its  worth  and 
is  continually  adding  satisfied  customers. 

The  quality  of  material  and  workmanship, 
together  with  distinctive  styles,  have  created 
a  large  demand  for  our  gloves 


[RVAN|  "•ilThe  Sign  of  hhe  Guaranheed  Glove  Jg" 


% 


"fhis  pair  of  Clovies  is  guaranheed  ho  give  enhire  sahsf achon.Should 
it  prove  defecfive  in  maherial  or  stihchmg.we  will  repair  or  replace 
some  if  you  will  rehum  hhem  fo  us  with  hhis  tickeh 

The  Robert  Ryan  Co.. 

Thrcc   Rivers,  Que. 


"^iThe  Sign  of  Hie  Guaranheed  Glove  J 


® 


There  is  only  one  way  that  you  can  be  sure  of 
what  qualities  you  are  going  to  get  in  your 
fall  deliveries. 

That  way  is  to  buy  a  line  with  a  reputation 
worth  too  much  to  sacrifice. 

Ask  Your  Wholesaler 

The  Robert  Ryan  Company 

THREE  RIVERS,  P.Q. 
E.  H.  Walsh  &  CO.,  Selling  Agents,  Toronto,  Ont. 

BRANCH  OFFICES:     MONTREAL,  W^INNIPEG,  VANCOUVER 
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undersleeves,  and  in  smaller  motifs  for  a  variety  of 
trimming  purposes.  These  include  use  on  jabots 
in  large  motifs,  in  the  form  of  narrow  insertion  and 
edging  on  collars,  and  in  the  form  of  coat  sets  and 
collar  and  cuff  sets  for  blouses. 

Chantilly  laces  have  come  back  this  Spring  even 
more  strongly  than  last.  This  is  a  millinery  lace 
''par  excellence,"  but  it  is  also  u,scd  for  a  variety  of 
trimming  purposes.  Black  Chantilly  has  been  espe- 
cially good. 

Repeat  orders  have  everywhere  been  registered 
for  the  sets  of  bandings  of  Swiss  embroideries  ex- 
ploited early  in  the  season.  The  great  popularity  of 
the  lace  and  embroidery  combination  effects  has 
also  been  demonstrated  in  excellent  sales,  despite 
fairly  stiff  prices.  Medallions  and  galoons,  especial- 
ly the  latter,  have  also  sold  splendidly.  The  vogue 
for  white  dresses  trimmed  with  the  above  will  be  one 
of  the  noticeable  features  of  the  Summer  styles. 

Owing  to  the  demand  for  embroideries  in  general, 
embroidered  bandings  of  white  cotton  marquisette 
were  offered,  somewhat  tentatively  at  first.  They  have 
been  taken  up  instantly  wherever  seen,  and  are  now 
in  great  favor.  Undoubtedly  one  of  the  most-wanted 
styles  of  lingerie  dress  will  be  the  marquisette  with 
embroidery  in  white  or  colors. 

Embroidery  Stamped  Waists 

Clear,  Bright  Tones  of  Mercerized  Flosses  Much 

Featured  for  Embroidery  on  Waists  and  also 

for  Cushions,  Covers,  etc. 

Special  counter  displays  of  voile  waists,  stamped 
for  embroidery  or  beading,  are  now  seen  in  up-to- 
date  stores.  These  displays  prove  very  attractive, 
especially  when  the  bright-colored  flo.sses  are 
arranged  prominently  on  either  side  of  the  pattern. 
Nearly  every  woman  who  passes  is  attracted  by  the 
novelty  to  stop  and  examine  the  goods.  The  blouses 
come  in  large  squares,  marked  to  be  cut  out.  They 
are  of  the  seamle.ss,  peasant  type,  the  embroidery  be- 
ing used  to  outline  the  neck,  and  as  a  front  motif, 
and  to  edge  the  sleeves.  The  same  styles  may  fre- 
quently admit  of  different  treatments.  An  outline 
I)attern  may  be  worked  in  couching,  outline,  or  in 
beads.  Solid  patterns  are  intended  for  the  heavy, 
bright-colored,  Bulgarian  embroidery.  As  the 
material  is  of  the  sheerest  and  admirably  designed 
to  stand  washing,  the  flosses  used  are  all  of  the  wash- 
able, mercerized  type. 

Flosses  similar  to  the  above  are  also  nnich  used 
for  cu.shions  and  covers.  In  all  lines  of  embroidery 
the  Oriental  designs  are  in  high  favor,  many  mathe- 
matical .shapes  of  the  Egyptian  type  being  seen. 

Cross-stitch  embroidery  is  now  being  featured  on 
waists  as  well  as  for  cushions,  covers  and  other  decor- 
ative articles.  This  ty])o  of  stitch  is  the  easiest  of  all 
to  make  and  is  specially  adapted  to  use  by  unprac- 
tised per.sons  or  by  juveniles.  As  a  lilling-in  stitch 
over  colored  stampings  it  is  unmatched. 

A  novelty  in  the  form  of  very  sheer,  ecru  colored 
nnislin  ])ill()w  slips  was  recently  noticed  in  a  large 
store  which  shows  many  English  furnishings.  These 
slips  wore  stamped  to  be  omliroidered  in  lloral  anil 
conventional  d(^signs,  and  were  in  no  way  different 
from  the  ordinary  lingerie  pillow  slip  except  for 
their  unusual  thinne.ss  and  the  linen  color.  They 
had  an  apjtearanco  of  great  dnintinoss  when  drawn 
over  a  colored  foundation. 


ChUd's 
PARASOLS 

We  have  a  complete 
assortment  of  Child's 
Parasols  at  all  prices. 


Letter   orders 

receive 

prompt  attention 


THE   IRVING   UMBRELLA    CO. 

LIMITED 
79-83  Wellington  St.  West        -        Toronto 


BUTTONS 

for 
Summer  Weather 

Send  us  your 
wants  at  once 
to  insure  prompt 
delivery.  Letter 
orders  attended 
to  same  day  Ihey 
reach  us. 


Wash   Buttons,  in  white  Braided 

Wash  Crochet  Buttons,  sizes  6  to  i4 
Cabinets  of  Fancy  Wash,  Smaii  sizes 

All  Guaranteed  RUST  PROOF. 

We  received  our  second  repeat  order  on  FRENCH 
PEARLS    that    were     placed     before      the     rise. 

THE  ONTARIO  BUTTON  COMPANY 

BERLIN.   ONTARIO 
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You  Will  Have  a  Demand 

For   This   Neckwear 

TWO  SPECIALS 

that  will  help  to  make 
business  in  your 
Neckwear  Depart- 
ment. 

No.  207--Sailor  Collar 
made  of  pique  trim- 
med with  medallions 
of  anchors  and  stars, 
edges  bound  to  match 
medallions  in  Navy, 
Red,  Sky,  White. 

Outing  Collar  set  in 
plain  and  fancy  pique. 


No.  207     $4.50  per  Doz.  Sets. 


SANDERSON'S  LIMITED,  TORONTO 


66  WELLINGTON  STREET  WEST 


No.  209     $3.00  per  Doz.  sets. 


CASHs 


Colored  Wash  Trimmings 


WBWl 


The  most  desirable  trimmings  for  Ladies'  Blouses 
and  Children's  Summer  Wash  Dresses.  Made  in 
large  variety  of  designs  diixd  guaraitteed  fast  colors. 
They  are  widely  advertised  and  no  embroidery 
stock  is  complete  without  them. 

SAMPLE  CARD  AND  PRICE  LIST 

CAN       BE       OBTAINED       FROM 


J.  &  J.  CASH,  LIMITED 

(of  Coventry,  England) 
SOUTH  NORWALK,  CONN.,  U.S.A. 
Montreal  Office:    Room  42,    301  St.  James  Street 


Send  for  Sample  Cards  and  Infor- 
mation to  our  MONTREAL  OFFICE, 

or  Toronto  Agent, 
Wallace  Mclntyre.   Empire  Bldg., 
64  Wellington  St.  West,  Toronto. 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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New  Umbrellas  and  Parasols 

Handles  Now  Not  More  Than  Twelve  or  Four- 
teen Inches  — Ebonies  Plain  and  Trimmed  for 
Fall— Parasols  Which  Have  Sold  Well 

Manufacturers  are  now  beginning  to  work  on 
styles  for  next  Fall's  output,  and  a  few  weeks  will 
see  the  question  of  fashions  in  material  and  shapes 
practieally  settled.  At  present,  there  is  general  agree- 
ment that  the  prevailing  length  in  ladies'  handles 
will  be  from  twelve  to  fourteen  inches,  and  the 
favored  wood,  ebony,  plain  or  carved  in  Directoire 
shape.  Besides  the  black,  many  green  ebonies  and 
colored  woods  are  also  shown.  Trimmings,  where 
seen,  consist  of  bright  silver,  sometimes  engraved 
very  handsomely,  and  the  sticks  themselves  show  a 
good  deal  of  carving,  in  the  high-priced  lines.  Prince 
of  Wales  and  Opera  handles  continue  good  for 
men's  umbrellas,  styles  of  wood  and  trim  being 
much  as  above,  with  use  of  ivory  in  high-priced 
lines,  u.sually  in  Opera  shape.  Engraved  silver  will 
be  a  popular  trinnning,  and  gold  is  also  seen. 

® 

"Kelly"  Green  and  Velvet  Parasols 

New  York  has  recently  produced  two  types  of 
parasol  Vvhich  will  probably  meet  with  but  a  partial 
approval  here,  if  taken  at  all.  The  first  of  the  two 
is  also  the  least  impossible.  It  consists  of  a  plain 
silk  parasol  in  a  particularly  vivid  and  trying  shade 
called  variously  light  emerald,  "Paddy"  and 
"Kelly"  green.  There  is  no  doubt  whatever  that  it 
is  a  color  most  trying  to  the  complexion,  defying 
even  a  stage  make-up,  and  at  the  same  time,  it  is  so 
ultra- fashion  able  that  lovely  woman  will  be  torn  in 
twain  between  the  desire  to  be  pretty  and  the  desire 
to  be  up-to-date. 

Tliere  is  one  great  point  in  favor  of  the  "Kelly" 
green  sunshade.  It  gives  a  splendid  protection  to 
the  eyes,  and  would  be  incomparable  as  a  beach, 
boating  or  lawn  parasol.  As  one  merchant  remark- 
ed, "Women  will  carry  it  on  the  street  if  they  have 
to  carry  it  closed." 

The  second  novelty  is  one  which  has  little  to 
recommend  it  from  the  point  of  view  of  utility.  Not 
only  are  parasols  edged  and  trimmed  with  velvet, 
but  all-velvet  numbers  are  seen.  While  the  first, 
especially  in  combination  with  chiffon  and  where 
light  shades  of  velvet  are  used  sparingly  in  bands,  or 


SPECIALISTS    ON 

Ladies'  NecKwear 

Belts  and 
Fancy  Dry  Goods 

Approval  Shipment  Sent  FREE  and  QUICK 

r.  C.  DANIEL  <S>,  CO. 

3  Wellington  St.  Wett,  TORONTO 


as  a  border,  may  present  a  very  enticing  appearance 
though  somewhat  weighty  to  carry,  the  second  is 
surely  u  solecism  in  taste.  Yet  black  velvet  parasols 
were  seen  in  New  York's  Easter  parade.  So  far, 
leading  retail  and  wholesale  houses  have  not  touched 
them,  but  will,  of  course,  do  so  should  the  fashion 
become  general.  Some  of  the  daintier  velvet  trim- 
med numbers  will  undoubtedly  be  seen  as  the  season 
opens. 

A  parasol  which  is  both  pretty  and  practical  is 
made  of  the  new,  very  bright  shade  of  red.  some- 
times called  Coronation  red,  or  geranium  red.  This 
color  is  extremel}'  showy,  while  not  as  glaring  a 
shade  as  scarlet.  As  a  shade  for  the  face  it  is  most 
becoming;  the  prettiest  specimen  seen  was  in  per- 
fectly plain  silk  with  handle  and  tassel  to  harmon- 
ize.    This  parasol  is  also  a  New  Yorker. 

® 

Popularity  of  Beads. 

No  fancy  goods  dealer  should  be  without  a  fairly 
inclusive  collection  of  beads  for  embroidery  pur- 
poses this  season.  There  is  now  no  doubt  but  that 
the  rage  for  beads  will  survive  the  Summer,  many 
importers  predicting  a  continuance  till  next  Christ- 
mas, at  least.  In  view  of  this,  many  women  will 
utilize  the  vacation  in  embroidering  chiffon  blouses 
for  wear  with  their  suit^.  This  should  make  a  con- 
tinual demand  for  the  beads,  especially  such  well- 
known  lines  as  white  porcelain,  steel,  coral  and 
china.  Tiny  turquoise  beads  should  also  be  very 
good  for  Fall  wear,  as  the  advance  bandings  and 
beaded  trimmings  show  much  turquoise. 


Pewny's  Kid 
Gloves 


;;  will  help  your  :: 
Glove  Department 


::     Ready  for     :: 
your  Spring  wants 


Greenshields  Limited 

MONTREAL 
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QUICK  SELLERS! 


Show  these  ladies' ultra-stylish  Lounge  (soft)  collars  in  your  win' 
dows,  and  you'll  speedily  be  busy  behind  the  counter  of  your 
store.  Strictly  correct  for  smart  dressers — and  they  are  dressy! 


Either  of  the  three  styles 
pictured  here  will  make  a 
hit  with  your  trade.  Better 
stock  all  three. 


Each  collar  of  250  and  253 
style  enclosed  in  an  individ- 
ual envelope — dust-proof — 
can't  get  mussy.  Each  size 
sold  in  }4  dozens  only 


^     -.i 

....                                   -.-  J 

No.  226  of  while  Sylk- 
een.  complete  with 
pearl  fastener,  at  $2.00 
per  dozen  Same  style 
in  French  Rep  (No. 
227)  is  same  price. 


-                          1 

r                   1                    1 

No.  250  of  French  Pique  with  eyelets,  Sylkeen  bands, 
and  top  bound  with  Linen  Lawn.     $2. 1 0  per  dozen. 


No.  253  of  French  Rep  with  eyelets.  Sylkeen  bands 
and  top  bound  with  Linen  Lawn.      $2. 10  per  dozen. 


IN  VARIOUS  COLORS. 


The 


Williams,  Greene 
&  Rome  Co.,  Ltd. 

Factories :  BERLIN,  HANOVER 

ORDER  NOW 


lease  mentton 
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Veilings  and  Scarfs 

Chantilly    Lace   Veilings  in    Black    and    in   White 

Exceptionally    Good  —  Fashion    Still    Favors 

Medium    Meshes   and    Chenille    Dots 

Chantilly  lace  veilings  continue  to  be  the  only 
line  particularly  active  during  a  somewhat  quiet 
period  in  veils  in  general.  These  lace  veils  are  seen 
both  in  black  and  ivory,  and  are  worn  loosely  about 
the  hat  and  face.  Nearly  all  veils  are  now  draped 
loo.'^ely,  in  preference  to  the  recent  vogue  for  a  tight 
effect  at  the  neck.  The  Chantilly  veils  are  also  used 
avS  a  hat  drape,  shading,  but  not  covering,  the  face. 
The  loose  drape  is  particularly  good  with  close-fit 
turbans  of  crinoline  or  silk  or  tulle  folds,  or  close- 
lit  tagals.  Many  helmet  shapes  are  decorated  in  this 
way,  with  little  other  trinnuing  of  any  kind. 

The  face  veilings  now  most  w^orn  are  of  the  mod- 
est and  conventional  style.  This  trend  of  fashion 
may,  perhaps,  be  partially  due  to  the  type  of  veil 


Black   Chantilly   lace   veil   illustratine   latest    type. 
Shown   by   Debenhams   (Canada)   Limited. 

worn  by  Queen  Mary,  which  is  uniformly  of  medium 
mesh  and  chenille  dotted.  Many  very  transparent 
cobweb  meshes  are  seen,  both  in  diagonal,  filet,  round 
and  hexagonal  shapes,  and  in  irregular  shapes.  Prac- 
tically all  of  the  newest  show  chenille  dots.  Black 
and  magpie  effects  are  the  principal  sellers. 

Many  women  are  making  up  regular  veils  of  the 
types  enumerated  with  an  edging  either  deep  or  nar- 
row, according  to  taste,  of  Chantilly  lace.  This  fact 
alone  indicates  the  wide  vogue  of  this  lace.  Hemmed 
edges  are  also  seen,  and  a  few  silk-piped  edges  were 
observable  at  recent  openings. 

Automobile  and  fancy  veils  and  scarfs  continue 
very  strong.  Shaded  and  .'^hot  effects  have  reapjieared 
in  many  quarters,  and  .•^ecin  to  lie  selling  very  well, 
though  nothing  dofinito  could  be  ascertained  as  to 
the  likelihood  of  their  returning  next  Fall.  Dew- 
spotted  scarfs  have  so  far  registered  the  largest  num- 
ber of  sales  among  the  fancies.  Imitations  of  porce- 
lain headings  on  black  are  also  excellent. 


The   Outlook   for   Gloves 

Long  Gloves  For  Summer  Wear  Now  a 
Certainty  —  Retailers  Already  Showing  Silk 
Gloves  Prominently  —  The  Glove   Guarantee 

Short  sleeves  are  already  beginning  to  Vje  seen 
on  the  streets  as  the  weather  ameliorates,  and  it  is 
now  past  doubt  that  long  gloves  will  prove  an  active 
line  this  Summer.  Already  prominent  retailers  are 
featuring  their  silk  line.  As  indications  point,  this 
should  be  a  particularly  good  seller  this  Summer. 
Mercerized  lisles  in  longer  lengths  are  al.so  well 
spoken  of  and  many  lace  gloves  have  been  figuring 
in  the  show  cases  of  late.  Sales  in  suedes  have  been 
reckoned  rather  better  than  usual.  In  short  lengths, 
tan  has,  as  usual,  been  a  leader  for  Spring  selling. 

® 

Colored  Gloves. 

Montreal  glove  buyers  state  that  colored  gloves 
have  been  very  much  in  demand  during  the  kid 
glove  season  just  passed,  especially  for  afternoon 
wear.  While  blacks  and  tans  have  naturally  been 
sold  in  very  large  quantities,  yet  other  shades,  greys,^ 
greens,  navy,  Royal,  in  fact,  all  colors,  except  red 
and  its  variations,  have  been  sold  in  very  large  quan- 
tities, in  comparison  with  other  years. 

® 

Good  Business  in  Suedes. 

A  strong  feature  of  the  business  has  been  the 
numbers  of  suede  gloves  sold.     While  their  sale  has 


a 


THE  IDEAL 


>> 


Invisible  real  human  hair  net,  cape  shaped,  with 
elastic  drawstring.     In  afl  shades  and  sizes. 

••HOLD  TIGHT"   No.   43 

Self-adjustable  elastic,  without  drawstring.  Lasts 
twice  as  long  as  any  other  net  Try  it  and  be  con- 
vinced. 

Let  u«  (end  you  cample*  and  quote  price*. 

LEOPOLD  PFEIFFER.  Vienna  VIII 

The  Greatest  Austrian  Hair  Net  Manufacturer 
Sole  Representative  lor  Canada.  ERNEST  EKSTEIN 

43  St.  Sacrament  St.,  Montreal 
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Lingerie  gown  of  fine  cotton  voile, 
trimmed  with  heavy  hand  embroid- 
eries and  panels  heavy  linen  lace. 
The  sash  is  to  be  a  feature  this  Fall 
and  the  model  shown  is  wearing  one 
of  the  new  Japanese  sashes. 
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not  superseded  that  of  kid,  yet  the  increase  in  de- 
mand all  over  the  country  has  been  very  noticeable, 
as  compared  with  their  favor  in  former  years. 

In  the  suedes,  blacks  and  greys  have  been  the 
best  sellers,  with  a  good  demand  for  champagne  and 
biscuit  shades  for  afternoon  wear. 

Taken  on  the  whole,  however,  the  kid  glove 
Iniciness  has  not  been  .so  profitable  as  it  might  have 
been  since  the  passing  of  the  Franco-British  treaty, 
which  extended  certain  privileges  to  Austrian  and 
other  European  countries  which  have  turned  out 
enormous  quantities  of  cheap  gloves  that  have  been 
rushed  on  the  market  to  the  serious  detriment  of 
business  in  good  gloves.  Never,  before  the  treaty, 
was  there  seen  such  numbers  of  cheap  sales  in  gloves 
as  we  have  had  reccntlj'.  They  neither  look  well 
nor  wear  well,  nevertheless  have  affected  business 
considerably. 

® 

Fabric  Gloves. 

There  has  been  a  good  demand  for  Summer 
trade  in  black  and  white  in  long  silk  gloves,  and  in 
all  lines  of  fabric  gloves,  the  demand  for  the  shorter 
varieties  being  considerably  in  excess  of  that  of  la.st 
year. 

Children's  gloves  have  been  selling  well  especial- 
ly through  Quebec  where  the  demand  is  always  good 
for  both  boys  and  girls  in  white  gloves  worn  for  first 
communion  and  similar  purposes. 

Advance  orders  for  Fall  ask  for  more  ringwood 
and  cashmere  gloves  than  formerly.  These  come  in 
all  colors  and  in  standard  styles,  and  for  them  the 
demand  is  pretty  equally  divided. 

® 

The  Glove  Guarantee. 

"The  glove  guarantee  is  the  bane  of  our  lives," 
was  the  remark  made  by  the  head  of  the  kid  glove 
department  in  a  leading  Canadian  wholesale.  In  no 
other  line  of  merchandise  is  a  guarantee  asked  for  or 
expected  as  it  is  in  gloves. 

"If  people  would  use  the'  privilege  legitimately, 
it  wouhl  be  no  l)other  to  us  at  all.  That  is  to  say, 
ti-3  number  of  gloves  returned  with  breaks  which 
are  really  owing  to  a  defect  in  the  gloves  themselves 
is  not  appreciably  great.  It  is  the  abuse  of  the  privi- 
lege which  causes  us  so  much  trouble  and  annoyance. 
Gloves  are  returned  to  us  which  show^  plainly  thai 
they  have  been  worn,  several  times,  perhaps.  They 
aie  so  .soiled  inside  that  it  would  be  impo.s.sible  not 
to  detect  it.  And  it  is  the  easiest  thing  in  the  world 
to  see  whether  a  break  in  a  glove  is  owing  to  defec- 
tive material  or  sewing,  or  whether  it  is  wholly  the 
result  of  carelessness  on  the  part  of  the  wearer.  Some 
women  will  pull  on  a  glove  carelessly ;  jerk  it  on  over 
the  whole  hand  at  once,  and  tear  it  across  the  wrist, 
])erhaps,  and  then  take  it  Hack  to  the  merchant  as 
defective.  And  not  one  woman  in  twenty  ever 
thinks  of  removing  her  rings  before  putting  on 
gloves,  which  were  never  made  f(M'  |iulling  over 
rings,  and  are  bound  to  be  injured  or  pulled  out  of 
shape. 

For  .some  unknown  reason,  most  merchants 
apparently  attempt  to  make  their  glove  dcpartmout 
a  bait  for  business,  and  don't  treat  gloves  justly.  If 
they  would  only  all  stand  together  on  the  question 
the   diflicnlly    might    be   easily    and   (piiikly   settled. 


but  they  wont.  There  is  scarcely  a  merchant  in  the 
country  who  will  refuse  to  take  back  a  pair  of  gloves, 
although  he  may  be  perfectly  certain  they  have  been 
abused.  He  doesn't  want  to  lose  custom,  and  he  is 
probably  sending  us  back  some  gloves  that  have  been 
found  defective  in  any  ca.se.  One  or  two  pairs  of 
this  kind,  he  thinks,  do  not  matter  so  very  much 
when  he  is  probably  buying  a  thousand  dollars 
worth  of  gloves  from  us  in  the  year,  and  the  loss 
falls  back  on  the  wholesaler,  who  can  usually  return 
only  a  very  few  pairs  to  the  manufacturers.  A  few 
may  be  repaired  to  sell  in  job  lots.  Others  are  a 
total  loss.     "We  are  helpless  in  the  matter. 

® 

A  Girdle  Novelty  for  Summer  Frocks. 

A  cord  and  tassel  girdle  for  the  high-waisted 
Prince.ss  or  Empire  gowns,  so  much  seen  now,  is 
Ijcing  put  on  the  market  by  leading  neckwear  and 
dress  accessories  houses.     This  girdle  comes  in  all 


Soft  stock  collar,  with 
tie  to  match,  for  mom- 
ins  wear.  This  style  is 
made  up  in  striped 
effects  in  various  colors 
and  black  on  white 
Materials  are  fine  piques 
and  vestings.  Shown 
by  A.  T.  Reid  Company. 
Toronto 


the  light  shades  desirable  for  Summer  wear  and  also 
in  gilt  and  silver.  It  has  the  .^auction  of  fa.^hionable 
approval  in  New  York  and  Paris,  and  has  had  con- 
siderable vogue  in  both  places  already. 

The  cord  and  tas.-iel  girdle  may  be  worn  at  the 
top  edge  of  the  skirt  with  raised  waistline,  being 
basted  into  place,  or  it  may  be  worn  about  the  natur- 
al waist,  or  lower  down  on  the  hips.  Some  numbers 
are  washable.  Others  come  in  silk  with  more  elabor- 
ate finish,  both  styles  being  offered  at  .<urprisingly 
rca.'^onable  rates.  The  i-ttailer  will  tind  them  an  al- 
most indispen.-5able  accessory  for  window  and  counter 
displays. 

® 

"A  subscriber.'"  writing  to  the  New  Gla.*gow, 
N.S..  Standanl.  criticises  somewhat  severely  the  ad- 
vertising methods  of  the  local  merchants,  lie  de- 
clares that  they  are  too  mean  to  advertise.  What- 
ever their  advertising  may  be  he  apparently  over- 
looks his  responsibility  as  a  citizen  to  .support  the 
mercantile  institutions  which  help  give  his  commun- 
ity a  standing.  No  merchant  should  give  a  man  an 
oi)portunity  to  get  away  with  that  argument  as  an 
cxi'usc  for  >bop]»ing  out  of  town. 
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OF  PERFECTION 


A   GROUP   OF   SEASONABLE    EFFECTS 

ty  A.  T.  REID  CO..  Ltd. 

TORONTO 


Seasonable    Window    Trims 

Catering  to  Holiday  and   Trousseau  Needs  — 

Timely  Lines  to  Show  —  Importance  of  Victoria 

Day  and    King's    Birthday    to    Decorators. 

ROUTINE  of  display  is  somewhat  changed 
this  year  owing  to  Victoria  Day  and  King's 
Birthday.  These  come  as  preHminary  Sum- 
mer holidays  and  })articular  advantage 
should  l)e  taken  of  the  outing  spirit  and  earlier  holi- 
day excitement  aroused  by  those  important  events. 

Naturally,  with  two  holidays  closely  following 
each  other  and  in  keeping  with  consequent  traveling, 
opening  Sunnner  cottages  or  visiting  resorts,  ready- 
to-wear  lines,  accessories,  traveling  supplies,  ►Sunnner 
home  furniture,  picnic  and  outing  requirements  and 
garden  and  lawn  implements  will  be  given  promin- 
ence in  window  trims.  This  arrangen>ent  is  simply 
following  custom  as  before  other  holidays  and  an- 
ticipating wants  on  last  minute  holiday  needs  and 
seasonable  lines. 

May  is  the  month  for  linen,  china,  cut  glass, 
silver  and  kitchen  utensil  showers.  Directly  after 
Victoria  Day  and  during  the  week  preceding  the 
King's   Birthday,   would    be   litting   time    for   these 


wedding  gift  and  shower  displays.  Towel  windows 
(111  Ijetter  lines  or  linens  for  embroidery  always  prove 
paying  trims  if  placed  at  this  time. 

® 

Show  Dainty  Lacey  Eifects. 

That  little  things  count,  and  no  toilette  is  com- 
plete for  ^hiy  24th,  inst.,  without  dainty  lacey  effects 
ill  neckwear,  wa.-^hable  tailored  or  linen  collars  or 
one  of  many  conceits  for  outing  wear,  neces.sitates  a 
window  display  of  these  ai-ticles  for  Saturday  selling, 
l)receding  the  holiday.  All  acce.-;sories,  unique  de- 
signs in  wash  elastic  or  leather  belts  to  match  outing 
costumes  are  important.  Gloves,  including  kid, 
chamois,  lisle  thread,  silk  and  imitation  chamois  or 
suede-finished  makes  are  i)rominently  shown.  Long 
gloves  should  be  distinctly  in  demand,  (lauzy  Sum- 
mer hosiery,  sj)ecial  values  purcluxsed  in  quantity 
and  featuring  plain  colored  lisles.  fancy  embroidered, 
open-work  or  stylish  patterns,  figures,  dots  or  stripes 
are  devoted  to  window  .space. 

Usually  a  very  striking  and  .sales-])ringing  dis- 
play of  hand-dre.s-^ing   needs  in   latest   designs  con- 
forming with   fa.><hions  and  combined  with  suitable 
accessories,   such   as  ])uffs.   .■^witches,   barrettes,   bows, 
and  ribl)()iis,  is  made  before  A'ictoria  Dav. 


Opeiiiug  Display  of  Smallnuin  &  Ingran     ,  Lonrton.     This  is  One  of   Two    Sections.   7x19    Feet,    Divirted    by    a    Silk    Panel.    Same 
Used  in   tbe  Background.     One  Section  Was  Done  In  Mauve  and  the  Other  In   Old  Rose,   Finished  With  Plaster-of- 
I'iiris  Jloiildiiig.     Grey  and  Tuscan  Silk  Crepe  de  Che.  e     Were     Used      Respectively      As     Draperies, 
vioods    Shown    Consisted    of   Millinery    and    Ready-to-Wear. 
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Individual  windows  of  laces  and  emljroideries 
anticipate  June  demands  and  corset-cover  widths, 
wiae  skirtings,  allovers,  blouse  fronts,  edgings,  in- 
sertions and  galoons  on  display,  help  to  make  selec- 
tion easier.  If  possible,  one-price  trims  of  laces  at 
5c.,  10c.  and  25c.  yard  and  importance  given  to  fine 
Valenciennes,  German  or  Normandy  Vals.,  babv 
Irish  suits  or  wide  bandings  in  rich  eifects  with  all- 
overs  to  match  should  be  seen  at  this  season  to  help 
brides-to-be  choose  suitable  patterns  for  undergar- 
ments, trimmings  for  dresses  and  other  requisites. 
Fresh  and  charming  assortments  shown  in  quantity 
or  matched  sets  over  color  is  the  approved  way  of 
display. 

Wedding  Finery  Catered  For. 

Another  department  requiring  prominence  will 
be  new  shipments  of  veilings  received  at  this  time, 
including  new  meshes  and  colors  harmonizing  with 
traveling  costumes,  as  well  as  motor  scarfs,  chiffons, 
tulles  and  novelties  for  boating  and  dust  protection. 


quotations  can  be  decided  on  quantity  of  stock  or 
weather  conditions.  Raincoats  .sometimes  are  made 
a  selling  numljer  at  this  .sea.son,  when  samples,  with 
usual  reductions,  can  be  secured  and  u.sed  to  clean 
up  odd  linos  in  stock. 

Millinery,  Underwear,  Whitewear. 

Millinery  for  the  holiday  and  races  give  window 
trnnrners  an  opportunity  to  show  Summer  styles  and 
liigh-cla.'^s  gowns  more  extensively.  These  are  shown 
bef(n-e  other  windows  of  price  attractions  are  ready 
for  a  record  Saturday's  .selling  on  moderate-priced 
lines. 

Lighter  underAvear  demands  attention  and  dis- 
play also.  Better  lines  in  .«ilk  or  lisle  vests,  drawers 
or  combinations  suitable  for  wearing  with  prince-ss 
gowns  will  be  shown  in  a  small  window.  Quality 
and  texture  combined  with  lighter  weight  is  a  good 
selling  motive. 

Whitewear  for  June  brides  .should  denote  style, 
quality,   daintiness  and  value.     Matched  sets,  skirt 


1  ^."^^m^ 

C  {t    >  4   ii/r      I  .        'I   .'.it  ,1      miak  T  .    ''  u 


Suggested   Window   Display   for  Sale  of  Cushion    Tops — Boating,    Outing    and    Camping    Requisites    Are    Anticipated — Arranged    by 
1^  Warren    Andrews.     The  Anderson    Co.,    Limited,    St.    Tliomas. 


Following  the  practice  of  showing  ready-to-wear 
lines  before  holidays,  no  doubt  a  late  shipment  of 
wash  dresses  and  outing  coats  in  fetching  styles  will 
demand  a  showing.  At  this  sea.<on,  mostly  white  and 
black  and  white  designs  should  take  best  and  cus- 
tomers will  find  an  incentive  to  make  selections  before 
the  holiday.  Customers  always  prefer  exclusive  and 
different  lines  and  these  later  selected  arrivals  on 
display  will  impress  and  direct  them  to  the  ready- 
to-wear  department. 

In  this  connection,  too,  advertisers  will  be  an- 
nouncing new  novelties  in  the  blouse  department 
and  windows  compri.se  general  style  showings,  veiled 
marquisettes,  voiles,  allovers,  embroidered  fronts  or 
latest  fads  such  as  kimona,  shoulder  or  short  sleeve 
styles.  Displays  at  holiday  time  rather  .suggest  bet- 
ter lines  and  prices,  .such  as  $2.50.  $3.50.  $5.00.  and 
exclusive  novelties  are  given  artistic  .settings.  Mon* 
attention  is  given.  .<eason  after  .^ea.'^on.  to  show  dis- 
tinctive patterns  by  themselves,  possibly  a  dozen 
forms  in  a  display.  Voile  .*kirts  can  also  be  intro- 
duced with  good  results  in  this  window. 

May  24th  denotes  cleaniug-up  time  for  cloth 
.suits  and  heavier  lines  in  separate  coats.  One  win- 
dow is  .suflicient  to  devote  to  these  lines  and  i)rice 


and  corset  combinations  and  different  elaborately 
trimmed  designs  or  makes  featuring  fineness,  are 
shown  io  meet  i)ersonal  i)references  on  the  buyer's 
part. 

In  order  to  give  dre.^s  goods  departments  proper 
swing,  novelties  suitable  for  Jnne  events  are  shown, 
ready  for  selection.  Suitings  in  exclusive  lengths, 
serges,  broadcloths,  soft  or  wire  mesh  and  silk  stripe 
voiles  or  .sheer  drai>ing  marqui.^cttes  in  black,  cream 
or  colors,  fancy  silks,  foulards,  etc..  and  suitiible 
trimmings  are  relegated  in  display  by  suggestive 
groupings.  Any  of  these  fabrics  could  well  be 
draped  eftectivcly,  so  as  to  denote  occixsion  or  style. 

Fancy  parasols  and  handbags  always  combine  to 
make  a  beautiful  array  for  window  display.  These 
lines  are  introduced  in  comjileting  dre.-^s  goods  drapes 
and  groupings  of  accessories.  Para.-^ol  openings  are 
■sometimes  held. 

Display  Outing  Requisites 

Siuumery  weather  directs  people  to  resorts  and 
cottages,  and  merchandise  from  tlie  home  furnishinc 
-cclioii  will  include  mattings,  airy  curtj\ins.  hang- 
ings, and  .-supplies  for  Sununor  comfort  and  prove 
good   display.     Japanese  mattings,   verandah  strips, 
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Increase  the  Attractiveness   cf 


Your  Dress  Gcods  Display         Dbr^dP 


By  using  the  new  style  '"D  &  P"  draping  forms.     These 
are  by  long   odds   the   most    up-to-date   draping  forms 
made.  Note  the  straight  hips  and  the  correct  bust  forma- 
tion— following  the  style  of  figure  approved  by  the  lead- 
ing centres  of  fashion.     Goods  draped  on  these   "D  &  P" 
forms  show  up  to  the  very  best  advantage.     They  will 
add  greatly  to  the  effectiveness   of   your  Spring  Dress 
Goods  Display.     Made  in  rights  and  lefts.     Price: 


$3.00  each  and  $6.00  per  pair 


Order  direct  or  through  your 
•wholesale  dealer. 

DALE  &  PEARSALL 


106  Front  St. 
East, 

TORONTO 


3 


Vacation  Classes 

In  Our  New  School  Rooms 

Yoii  are  going  to  take  a  vacation 
this  summer;  why  not  spend  it 
where  you  can  combine  pleasure 
with  substantial  profit?  Why  not 
spend  two  or  three  weeks  at  the 
Koester  School  in  Chicago  (the 
greatest  summer  resort  in  this  coun- 
try and  the  centre  of  window  trim- 
ming) ?  You  will  have  a  delightful 
vacation  and  make  the  very  best 
investment  possible.  It  is  a  good 
investment  because  you  get  your 
money  back  a  dozen  times  over,  and 
get    it    back    quick. 

You  don't  have  to  guess  what 
the  Koester  School  can  do  for  you. 
That  can  be  proved  to  your  satis- 
faction by  the  testimony  of  scores 
of  satisfied  students— send  for  their 
names. 

NEW  LOCATION 

The  growth  of  the  Koester  School 
made  it  necessary  to  move  into 
larger  quarters  at  304-306  Jackson 
Boulevard.  This  move  makes  it  pos- 
sible for  us  to  add  a  large  class- 
room, devoted  exclusively  to  our 
advertising   classes. 


Let  us  advise 
you  how  you 
can  better  your 
present  posi- 
tion. 


THE  KOESTER  SCHOOL  304  aoe  w^j^.cVso.^  B...e,.rd. 

A.  A.  Koester,  Pre..;  Geo.  J.  Cowan,  Viee-Pres.;  H.  J.  Rutherford,  Manager; 

W.  H.  Bates,  Charge  of  Instrui-tion  ;  J.  R.  Hutson.  Card-Writing  Instru'  tor; 

Leo.  Jolinston,  Special  Service  Dejit. 


You  Have  Never  Been  Able  to  Buy  in 
Canada  a  Standard  Cloak  and  Suit 
Model  at  Prices  at  iv/i/cA?  we  now 
Offer  These  Forms. 

The  Reason— 

We  now  have  a  factory  in  Canada 
and  make  all  forms  here. 

The  Prices— 

We  give  you  duplicates  of  our 
New  York  models  and  save  you 
the  full  amount  ot  duty,  35per  cent. 

The  Designs— 

Our  models  are  designed  specially 
for  the  cloak  and  suit  trade. 

Manufacturers 

The  Hall-Borchert  Cloak  and  Suit 
model  is  acknowledged  the  best, 
and  in  every  way  the  most  practical 
for  your  designing  room. 

Merchants— 

You  need  these  forms  in  your  show 
rooms.  They  will  help  you  to 
sell  garments. 

Send  to-day  for    our   new  catalogue, 
"  G,"  containing  1911  models. 

The  Hall-Borchert  Dress  Form  Co. 

OF  CANADA,  Limited 
70-76  Pearl  St.  Toronto,  Can. 
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wicker  furniture  and  bamboo  screon.s  are  .shown  with 
Chine.se  lantern.s,  oriental  fans  and  paper  parasols. 

Yachting  supplies,  pennants,  flags,  cushion.s,  fi.sh- 
ing  tackle,  nio.squito-protectors  and  .suitable  lengths 
of  carpet  for  canoes  or  motor  boats  could  be  arranged 
as  a  novel  window.  Similar  di.splays  for  lawn,  out- 
door recreation  and  comfort  Avill  introduce  ham- 
mocks, swings,  cu.shions,  fans  and  tables. 

Paper  napkins  and  cloths  can  be  used  in  many 
ways  by  triimncrs  to  give  thoir  trims  an  nirv  nppoar- 


That  stores  have  a  gala  appearance  during  this 
unusual  holiday  sea.son  and  in  order  to  please  cus- 
tomers .<uch  di.splays  must  make  .selections  easier  on 
wanted  lines,  trimmers  will  readily  agree. 

Windows  that  Suggest  Loyalty. 

At  holiday  time  and  in  keeping  with  manifest 
patriotism,  new  backgrounds  could  be  succe.ssfuUy 
carried  out  and  re.su  Iting  .sales  fully  .justify  a  fair  ex- 
penditure'.    National    colors,    of  cour.«e.    are  alwavs 


Gold.   Coronation   Blue  and   National  (,'olors   With   Emhlenis,  are   .Suitable    for    This    Backgroumi.      Suggested    for    Dress    Goods    and 
lieady-to-Wear   Windows.     Designed    by   C.  B.    Morden,   Dress   Goods   and   Silk   Trimmer   with   The   T.   Eaton   Co.,   Toronto. 

ance.     By  putting  a  large    letter    on    each    napkin,  featured  on  Mctoria  Day  and  will  be  more  in  evi- 

streamers  are  made  calling  attention  to  live  features  deuce  on  the  King's  Birthday. 

such  as  Tri-colored  backgrounds  are  not  expensive  when 

P-I-C-N-I-C     S-U-P-P-L-T-E-S.  carried  out  in  red,  white  and  blue  cheese  cloth  and 

Summer  requisites  are  shown  in  neat  little  booths  combined  with  emblems    and    flags.      These    same 

made  of    tissue    paper    and    special    lines    sold    by  effects  are  always  easily  combined  with   ]iermanent 

younger  sale.s-people.  l)ackgiT)unds  and  such  settings  always  display  ,<eason- 


Scotcli  Zcpliyr  -""I  '■'-'"'Ir'')    \\   n    on  •-  h)    .A     IK  .uu  li.  ii  p.    1  lie  John    Mi 


Co  .    luL.   .Monii 


^\  .ish  Co   Js  Tnoia. 
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DAYHGHT,  THE    IDEAL    LIGHT    FOR 
DISPLAY,  OBTAINED  ONLY  BY  USING 

LUXFER  PRISMS 


Science  and  Art  Combine 
in  Luxfer  Prisms 

^'T'OUR  store  front  will  be  improved   while 


^Sf 


every  possible  ray  of  light  will  be  caught 


and  thrown  back  into  the  otherwise  gloomy 
corners  of  your  store.  You  can  throw  the 
rays  exactly  where  you  want  them, 

Our  sidewalk  lights  make  basements  that  are 
livable. 

SOME  OF  THE  BENEFITS 

More  Space  for  Display 

More  Cheerful  Surroundings 

Contented  Employees 

Improved  Appearance  for  Your  Store,  etc. 

The  matter  is  worth  investigating  You  will 
be  surprised  at  the  ease  with  which  you  can 
get  results,  and  the  moderate  cost. 

SEND  FOR  CATALOGUE 


LUXFER  PRISM  CO. 

LIMITED 

MONTREAL  TORONTO 


Fixtures 
That 
Sell 

Goods ! 


For  the  display  of 
every  article  in 
your  store  we  make 
a  fixture  unequalled 
in  effectiveness, 
quality   and    finish. 

This  is  no  idle 
boast  !  Hundreds 
of  drygoods  men 
throughout  the 
Dominion  bear 
witness  to  the  sell- 
ing abilities  of  our  fixtures,  and  our  prices  bear 
favorable  comparison  with  any  house  in  the  trade. 

Will  you  advise  us  what  your  requirements  are  ? 
We  will,  if  necessary,  make  up  any  special  fixture 
to  your  own  design. 

Our  plant  and  facilities  are  unique  and  complete. 

Write  to-day  for  our  illustrated  catalogue  and 
details. 


Toronto  Brass  Mfg.  Co.,  Ltd. 

17-21  Temperance  St.,  TORONTO 


WINDOW  DRESSING  IDEAS 


No.    264  D 
Write  for  Catalogue. 

J.  R.  Palmenberg's  Sons 

Established  1852 

710  Broadway,  New  York 

Factory :  87.  89  and  91  West  3d  Street,  New  York 


36  Kineston  Street  I  n/^cTz-k-vT 
no   Bedford    Street/""''*"^ 


10  and  12  Hopkins  Place 
BALTIMORE 
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able  lines  on  view  very  effectively.  It  is  not  neces- 
sary to  ask  for  any  appropriation  unless  it  is  decided 
to  carry  the  same  background  \intil  Coronation  week 
or  even  until  Dominion  Day.  However,  when  oc- 
casions of  importance  demand  and  when  it  is  con- 
sidered how  long  a  national  background  will  serve 
at  this  season,  more  elaborate  settings  could  be 
arranged  by  anticipating  window  expenditures  until 
July  1st. 

No  doubt  merchants  will  wish  to  show  their 
patriotism  and  window  trimmers  will  be  expected 
to  carry  out  striking  ideas.  In  most  stores,  decor- 
ators have  available  materials  in  several  departments 
suitable  for  national  display  purposes. 

Summer  requisites,  whether  for  apparel  or  holi- 
day outfitting  or  home  and  resort  comfort,  rather 
suggest  such  a  background. 

It  is  only  in  keeping  with  natural  environments 


glued  on,  and  would  make  a  striking  contrast 
against  the  blue  panels. 

Cheesecloth  is  pleated  from  the  framework  to  the 
floor  in  alternate  red,  white  and  Vjlue,  or  other  na- 
tional color  combinations  which  may  Vje  desired  by 
the  decorator  in  his  color  scheme.  White  and  gold 
would  look  well. 

If  dress  goods  are  to  be  placed  in  front  of  this 
setting,  it  would  be  a  proper  plan  to  confine  the  color 
scheme  to  blues  and  gold,  with  the  single  exception 
of  flags  and  portrait.  All  harmonizing  r^hades  of 
blue  could  be  trimmed  with  gold  braids,  buckles  and 
gold  colored  accessories. 

Chop  bowl  stands  in  different  heights  could  also 
be  used  to  advantage  in  furthering  the  coronation 
scheme.  Goods  must  be  draped  loosely  over  these 
stands  in  long,  flowing  lines  suggestive  of  imperial 
robes.  On  top  of  each  .stand  place  a  bronzed  cardboard 


Platfoiai  or  Stage  Decoration  for  Large  Public  or   Lodge  Events  Uiuing    "t'oroiiation"    Week.      National     Colors     in    Sunbust    and 
Curtain  Effects.     Suggested  Drape  for  the  "Speakers"  Table  and   Iinport:UKe  of  British  Jacks.     The  Same  Design  In 
Less   Massive   Form   Might    be  Worked    into    a   Window   Setting. 


evident  all  over  Canada,  e-specially  during  Summer 
months  and  more  so  during  May,  June  and  July  of 
this  year. 

® 

Suggestion  for  Coronation  Background. 

A  suggestion  for  a  coronation  background  or 
window  display  is  offered  by  C.  B.  Morden,  with  the 
T.  Eaton  Co.,  Ltd.,  Toronto.  This  background  can 
be  very  easily  made  by  anyone  handy  with  a  key- 
hole .saw.  To  make  the  crown,  rough  lumber  can 
be  used  and  a  design  cut  out,  wliich  should  be  cover- 
ed with  blue  felt  (coronation  shade  if  possible.) 
(iold-colored  cheesecloth  is  then  pleated  sunburst 
style  from  the  middle  of  this  design,  and  a  portrait 
of  King  George  placed  directly  in  the  centre.  To 
make  the  two  ornaments  at  the  top  of  the  crown 
similar  lumber  and  blue  felt  covering  is  u.sod.  Flags 
may  be  draj^ed  as  suggested  in  the  cut  or  in  other 
emblematic  designs  which  trimmers  prefer. 

The  l)anner-like  section  with  the  words  "Long 
Live  King  Cieorge  V\"  can  be  made  of  ordinary 
boards,  covered  with  blue  felt,  edged  with  large  rope 
gilded  over.     Cardboard  gold  lotlors  are  pinned  or 


crown,  which  may  be  made  more  realistic  by  the 
addition  of  jeweled  hatpins  inserted  through  the 
base  of  each. 

If  such  an  arrangement  were  carried  out  in  ad- 
dition to  the  background,  a  striking  window  is  sure 
to  be  the  result,  and  one  that  is  bound  to  sell  goods 
on  display  or  direct  people  to  the  dress  goods  sec- 
tion. 


Toronto  Horse  Show  Displays 

Merchants  Assist  During  Horse  Show  Week  by 
Effective  'Window  Arrangements  —  Eaton's, 
Simpson's  and  Murray-Kays  Awarded   Prizes 

TORONTO  windows  presented  a  gala  appear- 
ance this  year  and  Horse  Show  colors — blue 
and  gold — were  used  in  many  store  trims  in 
rocognition  of  this  yearly  event.  The  large 
stores  made  elaborate  displays,  and  merchants 
throughout  the  city,  costumers,  milliners  and  ready- 
to-wear  firms,  made  credit^iblo  oft'ort  to  recognize 
Toronto's   fa.sliion    .<how.      In    awarding   prizes,    the 
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DISPLAY  YOUR  BEST  GOODS 

In  many  establishments  it  is  not  possible  to  put  on  show  the  best  of  the 
stock  because  of  the  constant  danger  of  damage  by  handling  or  dust. 


DOMINION 
FITTINGS 

are  planned  to  meet  your 
every  need  and  the  cost 
is  the  minimum.  W^e 
will  be  pleased  to  quote 
you  on  your  requirements 
and  will  send  you  cata- 
logues of  our  standard 
fittings. 


AN  IDEAL  CASE 

is  shown  in  the  cut.  It  is  made  to 
show  one  full  sized  dressed  ladies' 
figure.  The  height  of  it  is  7  ft.,  the 
width  3  ft.  4  in.,  and  the  length  5 
ft.  The  door  Is  hinged  at  one  end. 
The  floor  of  the  case  stands  8  in. 
above  the  store  floor.  All  the 
glass  is  clear  plate  glass.  The  sizes 
and  details  have  all  been  arranged 
to  give  the  best  effect  for  one 
dressed  figure.  Larger  sizes  will 
be  made  for  two  or  more  figures. 


BRANCHES : 

300  St.  James  St.  W.,  Montreal 
51  Richmoud  St.  E.,  Toronto 
Ashdown  Block,  Winnipeg 


DOMINION  OFFICE  AND  STORE  FITTING  CO. 

LONDON  LIMITED  ONTARIO 


You  Are  Looking 

FOR    A 

Perfect  Hanger 


Here  it  is 


No.  560X  SUIT  HANGER 


Price  per  100 


without  Pant  Bar 


$8.00 
6.00 


A  sample  order  will  convince  you  that  there  is 
no  better  hanger  made  for  holding  garments. 

Perfect  in  Shape,   1    ,.r  .   .     .     . 

O     f      i    •       V    •   L  VVnte  to-day  for 

reflect   in    tinish,     V     a  sample  by  mail 

Stronger  Than  Ever; 

OUR  COMPLETE  FIXTURE  CATALOGUE  MAILED 
UPON  REQUEST 

CLATWORTHY  &  SON,  Ltd. 

161  King  St.  W.,  TORONTO 


British  America  Assurance  Company 

A.D.   1833 

FIRE  &  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Gto  A.  Cox,  President         W.  R.  Brock,  Vloe-Preeldent 

Robert  Blckerdike,  M.P.,  W.  B.  Melkle,   E.  W   Cox.  Geo.  A.  Morrow 

D.  B.  Hennt,  Augustue  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederlo  Nlcholls,  Alex.  Lsird,  Jsmes  Kerr  Osborne,  Z.  A.  Lssh,  K.C. 

Sir  Henry  M.  Pellsti,  E.  R.  Vood. 
W,  B.  M»lklm,  a^rfral  Manager/  P.  H.  SImm,  SBor^tary 

CAPITAL  |l,400,00t.00 

ASSETS 2,182.753.85 

LOSSES  PAID  SINCE  ORGANIZATION      20.833.820.96 


CASH^ 
PARCEL 


CARRIERS 


If 
s 


SAVE  TIME  &  MONEY 


OUR  GUARANTEE 

We  will  instal  a  System  of  Gipe  Carriers 
in  your  store ;  you  use  them  TEN 
DAYS,  and  if  you  do  not  find  that 
they  give  you  BETTERand  QUICKER 
SERVICE  than  any  other  WIRE 
CARRIER,  PNEUMATIC  TUBES 
CABLE  CARRIERS  or  CASH  REG- 
ISTERS, we  will  remove  them  at  our 
expense. 


CATALOG  FREE 

THE    GIPE  CARRIER   COMPANY 
99  ^ONTARIO   STREET  TORONTO   ONT 

EUROPEAN  OrflCEllH  HOLBORH. LOUDON  l.C.  INC. 
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judges  proved  quite  impartial,  and  satisfaction  was  In  the  background  a  rii.-tic  fence  formed  in  ef- 
lieard  on  all  sides.  Displays  were  full  of  merit,  and  feet  a  park-like  paddock,  and  sufficient  color  was 
merchants  co-operated  materially  in  making  the  introduced  by  banks  of  blue  cornflowers  and  spread- 
Horse  Show  a  success.  ing  stalks  of  large,  double,  vellow  hollvhocks.     In 


T.  Eaton's  horse-show  windows,  by    A.   E.   Apfed,   awarded  1st  prize.     A  park-hke   paddock,    with   a  pebbled    brid!e    path    and     green 

sward,  suggested  natural  environments.     Banks  of   bhie  cornHowers   and   sweeping  sprax  s  of  holyh.ck   added  sufficient    color    to     a 

pretty   rustic  background.       Each   detail  of  pose,    military  dress  and  accouteriment  was  correct 


The  Eaton  Display. 

The  T.  P^.aton  Co.  were  given  first  position.  A. 
E.  Apted  devoted  all  of  the  new  section  windows 
north  of  the  new  entrance  to  his  display.  Style  and 
actual  environment  were  made  a  feature.  A  peb- 
bled bridal  path  and  greensward  were  used  as  a 
ground  setting. 


order  to  give  a  soft  sky  or  outdoor  effect  green  tar- 
latan was  placed  over  the  back  mirrors. 

Beautiful  gowns,  blouses,  suits  and  military  uni- 
forms, one  representing  each  local  military  organ- 
ization, were  displayed,  and  no  accessories  were  intro- 
duced except  those  necessary  to  complete  matching  of 
gown  or  costmne  on  each  figure  or  unit. 


Awiirilcil    L'ihI      rrlziv      AnniiLTiMl    li\     li:iir\     ll..lliriu" 
SlinpsHii-s    (Jiild    ^iinl    r.liM'    ll..i> 


"itli.    ill    ( 'h.ir  ii.lcil       111      llii-       lM^|il:i.\       Uann.'iiizi'il      Willi      i   :;;'■      i\.U.is 
.Show     Wiiulow.     i;vi'rytliiii>r    Iiulcc   ol    Ilir    1  •<><■«« latiiiK    l't'|':iiliiH'iil. 


I  sed. 
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Two  smart-looking  horses,  a  bay  and  a  grey,  pro- 
perly accoutred,  were  posed,  and  showed  a  lady  in 
correct  riding  attire  and  an  officer  of  the  G.G.B.G. 
in  regulation  uniform.  The  entire  display  was  han- 
dled in  strictly  "horsemanship"  style,  and  style  was 
shown  in  every  figure,  pose  or  grouping.  Millinery, 
parasols,  boas  and  accessories  were  combined  only  in 
accord  with  each  required  necessity  for  so  important 
an  event  as  the  Toronto  Horse  Show. 

Blue  tickets,  with  a  centre  mat  of  gold  and  cuts 
of  horses'  heads,  were  suitably  lettered  and  called 
attention  to  the  fashionable  display.  Indeed,  pub- 
licity was  given  to  "Horse  Show"  dates  and  to  the 
importance  of  this  event  in  fashion  circles. 

® 

"  Blue  and  Gold  "  at  Simpsons. 

For  the  Robert  Simpson  Co., 
Harry  Hollingsworth  was  awarded 
2nd  prize.  Two  Yonge  street 
windows  were  devoted  to  a  beauti- 
ful display  in  which  Horse  Show 
colors  were  made  ecjually  import- 
ant. Each  window  harmonized  in 
yellow  and  blue,  even  to  gowns, 
cloaks,  blouses,  parasols  and  unit 
drapes.  As  a  means  of  contrast, 
one  setting  was  made  to  show 
blue  most  prominent,  and  in  the 
other  gold  as  most  appropriate. 

Backgrounds  were  paneled  in 
blue  felt  by  dividing  a  plain  sur- 
face with  gold  bullion  banding. 
Lambrequins  extended  the  full 
width  of  each  window  and  were 
outlined  with  gold  in  a  striking: 
design.  Lambrequins  and  dra- 
peries were  edged  in  deep  gold 
fringe.  At  the  ends  of  each  plate 
glass  and  adjoining  the  front  pil- 
lars panels  of  club  blue,  finished 
with  gold  satin  bands  were  used 
as  a  background  for  suggestive 
hint  and  jumping  scenes  or  horse 
show  pictures. 

In  the  centre  of  each  window, 
gold-framed  panels,  draped  in  yel- 
low and  blue  silk,  announced  the 
Horse  Show. 

^Vt  the  Horse  Show  in 
the     Armories,     the     decorations 


were  also  done  by  the  Robert  Simp.son  Co.  An 
immense  canopy  was  hung  in  one  piece  covering  the 
entire  roof  of  the  main  building,  which  in  itself 
was  a  commendable  feature.  Horse  Show  colors 
were  artistically  draped  over  the  loxes  and  galleries 
and  throughout  the  whole  scheme,  making  a  very 
striking  effect.  On  the  main  floor  a  park-like  en- 
closure was  made  with  massive  gates  at  each  end. 
At  intervals  along  the  outside  walls  large  vases  filled 
with  palms  and  flowers  and  lighted  with  tiny  lamps 
capped  each  post.  A  dignified  colonial  effect  was 
gained  in  making  a  fitting  setting  for  .show  purposes. 
Walls  and  gateways  were  done  in  white.  It  is  seldom, 
if  ever,  that  the  decorations  for  any  previous  event 


Moving 
to  Our 
New 
Sample 

Room  and 

OfFices 


Owing  to  the  large  increase  of  business,  we  are  adding  to  our 
present  factory  over  6000  feet  of  floor  space,  where  we  will  have 
our  Sample  Room  and  Offices,  with  show  windows  on  Craig 
Street,  cor.  Hermine  Street.  We  will  have  on  exhibition  the 
largest  assortment  of  Window  Fixtures  of  all  description  in 
Canada, such  as 

Polished  Brass,  Oxidized  Nickel.  Brush  Satin  Brass,  French  Wax 
Figures,  Bust  Forms,  Mirrors,  Clothing  Cabinets,  Showcases. 

CATALOGUES  FREE  ON  APPLICATION. 

Quotations  on  any  style  of  Brass  Work. 

W^hen  in  Montreal  call  and  see  us. 


Delfosse  &  Co. 


Cor.  Craig  &  Hermine  Sts. 
Montreal 

Establlahetl  In  1900 


CRYSTAL  SEALING  MACHINE 

Stop  Using  String! 

Crystal  Sealing  Machines  will  save  you  40  per  cent,  on  twine  and 
100  per  cent,  in  labor  and  time.     Puts  your  printed  advertisement  on 
every  package  you  handle.     Machines,  $5.00  each.       Tape,  plain,  SOJ^n 
feet,  45c.  roll.     Tape,  printed,  800  feet,  80c.  roll.      4,800  ads.  on  each 
roll.     Special  prices  on  quantities. 

Crystal  Sealing  Co. 


204  Stair  Building 


TORONTO  Saves  Time,  Labor  and  Money. 
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in  this  building  were  carried  out  in  such  an  appro- 
priate manner. 

Beautiful  materials,  cloaks,  gowns  and  fashion- 
able millinery  were  shown  in  this  setting  and  strik- 
ingly arranged.  Baskets  of  golden  grain  and  blue 
poppies,  with  bows  of  satin  ribbon  to  match  the 
general  scheme,  completed  a  trim  thoroughly  de- 
picting Simpson's  importance  in  fashionable  events, 
both  in  their  ready-to-wear  section  and  in  the  decor- 
ating department. 

Murray-Kay's  Illuminated. 

n.  C.  McDonald,  decorator  for  Murray-Kay,  Ltd., 
was  awarded  3rd  prize  with  his  Horse  Show  window 
exliibit.  In  this  display  cluF  colors  were  also  used 
in  showing  high-class  gowns,  millinery  and  acces- 
sories suitai)le  for  such  an  important  style  event,  as 
Toronto's  Horse  Show. 

Four  large  pillars  in  blue,  white  and  gold,  sup- 
ported the  liackground.  A  large  centre-piece  shaped 
like  an  hour-glass,  was  surmounted  with  an  immense 
horseshoe.  This  unit  was  covered  with  side-pleat- 
ing and  Shogran  puffing  of  blue  and  gold  silks.  The 


horse.shoe  was  electrically  lighted,  four  tiny  lamps 
at  eacFi  side  being  suggestive  of  nail  heads,  while 
three  fro.sted  and  larger  globes  at  the  centre  and  two 
at  each  end  represented  the  corks.  Plain  material, 
paneled  at  intervals  with  gold  banding,  was  used  in 
the  bottom  of  the  window. 

A  card  panel,  also  done  in  Shogran  puffing,  an- 
nounced that  "Hor.se  is  King,"  and  was  placed  so  a^ 
to  balance  the  general  effect.  This  card  was  also  em- 
bellished with  ribbons  and  whips.  Horse  Show 
favors,  saddles,  bridles  and  carriage  whips  accentu- 
ated the  arrangement  and  carried  out  an  effective 
.setting. 

Assembled  in  the  display  rich  gowns,  stylish 
afternoon  cloaks,  coaching  and  fancy  parasols,  high- 
class  bags,  shoes,  ladies'  riding  boots,  and  accepted 
fashions  in  novelties,  readily  .suggested  to  int€re.st«d 
people  that  this  firm  were  perfectly  able  to  cater  to 
Horse  Show  demands.  All  the  different  groupings 
and  figures  were  arranged  to  depict  most  forcefully 
the  adaptability  of  the  goods  displayed  for  events  of 
this  kind  and  other  fa.'^hion  shows.  All  the  display 
space  west  of  the  main  entrance  was  used  and  special 
lights  were  used  during  Horse  Show  week. 


Good  Advertising  Through  Co-operation 


A 


Whole  Page  Devoted  to  Easter  Style  News  in  Fort  William  —  Forming 
Public  Impression  by  Broad  Methods  —  Use  of  "Filler"'  or  Departmental 
Ads.  in  Small  Space  —  Notable  Examples  from  Goodwin's,  Limited, 
Montreal;     The     Bristol     Store,     Picton,     and     Crowell's      Limited,     Sydney 

FULL  page  of  the  Daily  Times-.Iournal  of  Pictures  of  different  salons  or  departments  were 

Saturday,  April  8th,  was  devoted  to  millin-     featured  with  style  cuts  of  Easter  millinery.    Inter- 

ery  interests    in    Fort    William.     Whether 

— 1 


this  feature  was  the  result  of  co-operation 
between  merchants  and  publishers,  or  was  given  by 
this  newspaper  either  in  conjunction  with  adver- 
tisers or  as  general  style  news,  a  very  creditable 
and  far-reaching  lay-out  was  effected. 


r 


GOODWDTS  LDIHTED. 


Ovniai 
kod   Operatiof 


A.  E  REA  &  CO.  MONTREAL,  \mm 


ACCIDENTCOFTRADEl      *"  IMPORTANJSpRINJHE  NOTIONS     |R^.^,.,F.,w,iiPap„ 


■h^-:^  %v^^ 


EST  ^^^-I^^if.* 
"^cujMmri^mii    is 


Special  Prka  in  FrwUr'i  MiltiDery 


rr-STj-^r  -z. 


BeoU  ud  SboM 


GROCERIES  _ 


MOttAurv!^  (UrwiXtA. 


FMkMibk  Otai  F.kn<.  fo.  Fnda, 


SIU  REMN/mVJ?  " 


HIati  f<  .^ 


One    of   tioixlwlir.s,    ijimltcil,    FIrsI     Aiiiiininccmenta.       New    Name 

I'lnte  and   Timely    lOdltorlal   on   "Accidonts  of  Trade"   and 

Consequent    Harjialns.      A    Live    Notion    Sale,    Well 

Handled.     Good   Tanelllng. 


New    Washable    Fabrics 


Well-B.ilanced,  3-Column  Ad. 
for  The  Bristol  Store,  Picton. 
This  Ad. -man's  work  is  usiially 
fj^ood  every  week. 


->—^ T*. 


c^e 


views  witii  Irnding  niilliiun's  ov  rt\idy-to-wcar  people 
related  to  the  new  Spring  vogue,  tleseriptions  of  lat- 
est creations  and  imjiortations  arrayed  for  Easter- 
tide selection.  Style  information  was  given  in  an 
impressing  as  well  lU:  newsy   manner,   and   interest 


Dry  Goods  Review 


GOOD  ADVERTISING 


45 


no  doubt  aroused  in  millinery  departments  by  this 
combined  effect  that  otherwise  would  be  impossible. 
Such  advertising  is  therefore  to  be  commended. 

Six  different  illustrations  gave  readers  an  idea  of 
departments  conducted  by  C.  E.  Chappie,  New- 
combe's,  R.  M.  Hamilton's,  Winfleld's  and  E.  C. 
Carrie's,  while  Miss  McDonald,  of  the  Hudson  Bay 
Co.,  contributed  an  authentic  resume  of  Spring 
styles  in  costumes,  dresses,  coats  and  raincoats  as 
displayed  in  her  department. 

Merchants  have  a  large  field  for  co-operative 
advertising  in  this  way.  If  interest  is  aroused  and 
maintained,  as  it  no  doubt  can  be  by  such  methods, 
publishers  can  work  with  merchants  to  mutual  ad- 
vantage. There  are  many  seasons  just  as  important 
to  other  departments  as  Eastertide  is  to  millinery 
and  "live"  articles  are  possible  in  a  general  way  that 
will  prove  resultful  along  broad  lines. 


"Between"  or  "Filler"  Ads. 

In  order  to  off-set,  in  a  measure,  the  impressions 
given  customers  through  "sale"  advertising,  small  or 
filler  ads.,  along  departmental  lines  become  very 
important.  There  are  many  sections  in  any  store, 
which  can  be  given  departmental  representation  in 
these  "between"  ads.  For  instance,  if  contracts  call 
for  so  many  lines  a  year  and  increased  space  is 
given  an  important  event,  smaller  announcements 
devoted  to  individual  department  lines  will  tend  to 
re-establish  any  possible  loss  of  prestige. 

These  smaller  or  averaging  advts.  adhere  to 
style  information  from  such  departments  as  millin- 
ery, skirts,  coats,  blouses,  hosiery,  gloves,  under- 
wear, corsets  and  all  sub-lines  that  merit  broad  hand- 
ling on  department  basis. 

One-subject  advertising  can  be  given  more  atten- 


Where  to  Buy 

Good  Hosiery 


\^/'i:z:^^'^ 


V/yrt   St;l»   Arc   Ncwnl, 
AsuiHmrah   Lar£«il 
A«l   V>l>n   Are  Bui 


To-Night's  Shopping 


I  Spring 
Underwear 


Snat  Wtw  C«ita  fw  fflrU 

i  ourCtm  Aaiittwna(  SlyUf    FuitJ 


To-Morrozv  is  Easter  Sunday,  the  day 
ivhen  iiery  tady  and  miss  desires  to 
look  her  smartest.  There  are  prob- 
alHy  many  things  you  intended  to  pur- 
chase to  make  your  Sunday  appear- 
ance as  it  should  be.  exciusive.  neat 
andabov«all,  stylish.  A  stroll  through 
the  "Fashion  Centre"  To-Night  unit 
give  you  more  helpiut  suggestions  than 
could  possibly  be  put  in  print. 


Spring  Underwear 

Black  Siik  Coats  Are  ;  For  Women  and  GirU 

Very  Popular 


Your  Home 

3s  Judged 

^  Its  Windows 


Jl    Straw    JiM$ 

Springtime 
IBo  tffe  Womtxn 
W6oWears7t. 


TAc  AVif  SA'^Mumt  Ifulttdei  L<mg  Coad  e/  Skepk^rd  ■ 
Check,  of  Fawn  Cir^rl  and  oj  Navy  Dtagonai  Jvr) 
Miius  o/t4  to  tS.  '^f 


Seasonable'  W£vsh"  Goods 


Seu:  Art  Scrms  \ 


A  RtmarhakU  Salt  Of  Ladi«»'  Hoaimry 
Ihmumndt   Of  Fmr»    At    Thuradav'a  Charing  Pricmt 


We  arc  Weeping  ihis  ^lepjrt 
menu  arc  cortinualiv  arm 
view  will  affoi-H  jis  cgmpit  ti 
siWe  to  imagine  If  you  ju 
pleasure,  if  you  purch.isc  .-i 


nl  Quilc  Dp  lu  Ihr  minute  N.'n  i^hip- 
■  ,1111  ihe  s*asor/<  Wii<h  Goods  now  on 
selection  of  tlic  ««r>'  'a'f-'t  as  is  pos- 
»  visit  u>  the  decaruncrt  it  will  be  a 
\upc  It  Aill  lie  a  feasoMble  economy. 


:,':i 


«  rncre«ri*»<J  Km/Ij' 


h.((hl)    nwro. 


i^y.  bltk. 


'SSc 

"25c 
^2Sc 


ill  nuke  ur  very  itjiwfaiy.  jK-r  V.111I      ,    .  Z5C 
iK-xt  uiMo-ilatc  material  for  <!)•  t-yaJh.  n>i  Uvh\ 


'-""■; "-  30c 


\ewCrttonnea  ] 


W«  0*  Uurt«  t 


Small  or  "Filler"  Ads.  ou  a  Departmental  Basis  for  Different  Sea  sonable    Lines.     This    Plan    is   Used    to    Give 

Aggressive  Advertising  or  Between   Larger  Announcements   to   "Average"  Space. 


"Tone"    After    More 


Ultimate  results  will  benefit  individual  depart- 
ments in  no  uncertain  manner  and  personality  will 
be  emphasized  by  striking  advertisements  and  up- 
to-date  windows.  Departments  will  merit  and  attract 
business  along  most  approved  lines.. 

Increased  business  brought  about  by  announce- 
ments of  this  kind  should  enthuse  the  merchants 
and  inspire  them  to  greater  efforts.  His  share  of 
the  benefit  therefrom  is  only  measured  in  proportion 
to  standing  and  importance  indicated  by  originality, 
stock  carried  and  departments  conducted.  Public 
impression  is  a  strong  point  in  directing  such  busi- 
ness and  must  be  prudently  catered  to. 


tion  and  help  to  overcome  impressions  left  by  inces- 
sant pounding  on  daily  sale  events  or  strictly  fol- 
lowed semi-weekly,  10-day,  semi-monthly  and 
monthly  campaigns.  There  are  also  some  days, 
such  as  Monday,  where  results  are  not  so  apparent 
and  smaller  ads.  are  just  as  efficient  as  larger  spreads. 
Therefore,  general  store  news  and  one-subject  adver- 
tising in  smaller  spaces  has  an  important  place  in 
schemes  that  obtain  proper  results.  Saturday  night 
advertising  is  handled  in  different  ways  by  mer- 
chants and  affords  a  splendid  opportunity  for  a  one- 
line  advertisement  except  when  seasons  require 
"After  Supper"  sales. 
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In  towns  where  merchants  only  contract  for  small 
daily  or  weekly  space,  one  department  layouts  should 
be  interspersed  occasionally  and  could  even  be  made 
to  give  better  results  than  those  sometimes  seen, 
which  treat  of  numerous  lines  in  a  half-effective 
manner  hardly  in  keeping  with  seasonable  import- 
ance of  any  one  offering  noted. 

The  twelve  announcements  illustrated  contain 
suggestive  advertising.  These  all  deal  with  season- 
able lines  in  small-spaces  and  on  departmental  im- 
portance. Many  such  little  "tone"  talks  are  possible 
in  yearly  advertising.  They  can  be  made  to  assume 
as  important  a  position  as  larger  events  in  the  gen- 
eral .scheme. 

Although  some  ad. -men  include  these  talks  witli 
general  store  news    and    price    quotations,    smaller 


Sydney**  Oreatest  •toi** 


Wonderful   Display  of  Spring's   Fashion- 
able Dress  Fabrics  and  Silks 

'  A  coUrclton  not  out-done  h>  the  mosi  f  xc  iusivf  ctlv  dress  goods  shops 
—  a  showing  bordennji  on  the  phenomenal  and  the  materials' shown  uere  all 
our  own  importations — tonwquentlj  the  reason  for  our  selling  so  manv  and 
Sfllmglhem  so  rcmarKahlv  low  tompared  with  olbet  stores  If  >ou  ha\e  not 
purchased  your  New  Spring  Dress,  come  in  todav  or  tomorrovi  ami  let  us 
show  you  som'  of  these. 
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Satin  Feularde 


At  95  Vd 


French  Strgf^ 
At  $1   Yd 


Crowt'll's,   Liniiti'd,  Sydney's   Grenti'st   Store.    Here   Has  au   Effect- 
ive   Layout,    With    the    Tossihle    Exfeption     of     the     Price 
Section    !it   the   Bottom   Whicli    .Might   be   Improved 
liy    Hand,    Ratlioi-    Tlinn     Machine    Setting. 

avei'aging  or  liller  one-line  layouts  possess  a  dignity 
otherwise  impossililc.  Ticsults  are  apparent  in  many 
other  re.s])ects  than  "actual  sales."  This  does  not 
impair  their  certain  value  as  "sale.s-getting"  medi- 
um.s,  however,  when  aggressive  and  "live"  informa- 
tion is  given  in  a  "snappy"  way. 

Many  di.«tinctive  small  layouts  could  be  intro- 
duced during  May,  .Tune  and  July,  where  aggressive 
nicrcliandising  is  apt  to  become  monotonous  through 
re])etition  and  usually  followed  tactics  culiminating 
in  half-holiday  events  and  clearance  sales. 
Advertisements  That  are  Always  Good. 

The  iJristol  >t()r('.  I'icloii,  always  use  Iheir  adver- 
tising space  to  good  advantage  whether  in  weekly  or 
sale  announcement.'^.  There  is  always  an  underly- 
ing element  of  pre.stige,  style  authority  and  a  feelinu 
of  confidence  in.'jpired.  Space  is  also  allotted  with 
regard  to  sectional  importance  and  seasonable  values 
quotcMl    as   business-drawing   cards. 

Their  ad. -man  has  made  good  u>!e  of  cuts  in  this 
instance  and  although  3  colunms,  full-page  length 
is  usually   bard  to  arrange  and   apt    to  appear  one- 


sided, such  result  is  not  seen  in  this  case.  While 
more  effect  w^ould  be  given  if  price  quotations  were 
carried  in  black  type,  ad. -men  often  are  unable  to 
convince  ])rinters  that  the  trouble  involved  is  worth 
it.  Machine  slugs  are  u.sed  by  printers  as  much  as 
po.'^sible  to  .save  time  and  type. 

Bristol's  ad. -man  makes  the  mo.st  of  his  advan- 
tages week  after  week  and  usually  it  can  be  taken 
for  granted  important  lines  will  be  ably  handled  at 
sea.sonable  times.  His  talks  are  convincing  from  the 
point  of  truth  in  previous  offerings  and  his  diction 
has  a  "tone"  of  personality  equally  per.sua.*ive. 
Some  Unique  Phrasing. 

Crowell's,  Limited,  Sydney's  greatest  store,  has  a 
layout  that  is  somewhat  out  of  the  ordinary.  It  is 
attractive  and  no  exception  or  suggestion  is  offered 
exce})t  that  more  balance  would  be  gained  by  print- 
ing the  two  i)anels  at  the  bottom  in  larger  or  black 
type  instead  of  indifferent-looking  machine  type. 
Some  exception  might  be  taken  to  one  or  two  de- 
scriptive items  in  which  the  language  used  is  hardly 
applicable  to  dry  goods,  as,  for  instance,  "very  new- 
est, .><hiftiest  and  handsomest  in  captivity."  "Su- 
perb" is  also  a  strong  word  and  voiles  that  ".<witch 
a  petticoat"  and  "give  class  to  the  wearer"  must  in- 
deed be  stylish.  "Chantona"  is  a  new  one  as  is  also 
"Suiting  is^atti"  which  is  among  lines  "not  to  be 
mis.sed." 

Crowells'  ad.-man  has  ideas  and  opportunities 
but  it  seems  that  there  is  .some  room  for  more  digni- 
fied wording.  Several  good  examples  more  in  keep- 
ing with  this  splendid  .<tore  are  included  in  this  ad., 
but  these  are  in  a  measure  overshadowed  by  the  un- 
necessary pa.ssages  such  as  those  quoted. 
Goodwins'  Limited  Advertising. 

Goodwin's,  Limited,  announcement  on  Thurs- 
day, April  20th,  devotes  several  important  features 
and  is  illastrated  mainly  on  account  of  "layout," 
name  plate  and  panel  devoted  to  "accidents  of 
trade."  This  editorial  u.ses  fashion  and  resulting 
conditions  as  an  argument  in  favor  of  a  real  bargain. 
Owing  to  less  yardage  being  required  in  making  pre- 
vailing styles,  unu.sual  limitations  and  circumstances 
have  been  brought  about  which  Goodwin's.  Limited, 
have  used  to  excellent  advantage  as  an  advertising 
medium.  It  is  an  attractive  merchandising  argu- 
ment. 

raiu'I.s  arc  u.-cd  to  good  end  and  department 
oilcrings  are  especially  important,  following  enthusi- 
astic ell'orts  to  "clean  up"  odd  or  .surplus  stocks. 
Notions  are  made  a  leader  and  information  is  noi 
given  in  superlative  terms  although  conipari.sons  of 
value  would  pos.sibly  have  excused  a  few.  This  sheet 
aims  at  originality  and  is  conq^leted  with  a  striking 
o-column  name  cut. 

A  Neat  Folder. 

Tbdinp.son's,  Limileil.  Sault  St-e.  Marie,  issued 
neat  fdlders.  advertising  Spring  suits  and  coats.  A 
l^oinler  about  cor.sets  was  al.so  given  prominence. 
Lach  booklet  was  mailed  in  an  envelope  o^i:  x  7 
inches.   addres.<cd  to  their  different  customers. 

This  etVort  should  have  ]>rovod  good  advertising 
fdi-  the  ready-to-wear  department.  Neat  ]M"inting  on 
wliitc  card,  ]ilenty  of  cut«s  and  .snappy  statements 
with  piices  sutlicicntly  distinctive  were  u.sed.  Similar 
wording  could  be  addressed  to  any  customer  person- 
ally in  showing  the  garments.  Customers  also  would 
here  form  an  exact  idea  of  wliat  stvles  Thompson's 
were  offering  at  popular  prices  for  Spring.  UHL 


Artistic   Cards  for  Fashion  Promenade 

How  the  Murray -Kay  Co.  Emphasized  the  Important  Points  in  Their 
Recent  Display  by  Means  of  Appropriately  Worded  and  Designed  Show 
Cards  —  The    Materials   and   Implements   Used 

By  Arthur  S.   Hardy.    Card  Writer  lor    Murray-Kay    Co. 


SHOW  cards  are  the  merchant's  best  salesmen. 
The  up-to-date  merchant  is  no  longer  con- 
tent with  displaying  his  goods  only  in  his 
window.  He  puts  in  show  cards  also,  which 
attract  the  attention  of  every  passer-by.  The  writer 
believes  that  every  merchant,  when  he  carefully  con- 
siders the  use  of  show  cards,  fully  realizes  their  value 
to  him,  in  his  business.  The  most  successful  busi- 
ness houses  in  the  world,  trace  a  great  deal  of  their 
success  to  the  liberal  use  of  show  cards. 


in  outlined  Roman  and  smaller  letters  with  soen- 
with  gold. 

Card  No.  6  was  on  a  pebbled  mat  10x20,  lettered 
with  black  and  shaded  with  charcoal  grey,  orna- 
mented with  gold;  the  letters  were  made  with  a  No. 
IV2  soennecken  pen,  single  stroke  square  English. 

Card  No.  7  was  made  on  a  pebbled  mat  10x15, 
the  word  gloves  was  made  with  a  No.  12  brush, 
single  stroke  style,  and  the  small  letters  with  soen- 
necken pen,  shaded  with  mauve,  and  ornamented 
tan  ornamented  Avith  gold. 


Show  Cards  by  Arthur  S. 
Hardy,  used  in  connec- 
tion with  Murray-Kay's 
Promamade  of  Fashions 
and   Millinery  Openings. 


The  cards  illustrated  and  described  here  were 
used  in  connection  with  Murray-Kay  Co.'s  "Promen- 
ade of  Fa-shion."  In  their  production  utmost  care 
was  taken  to  have  them  harmonize  with  tlieir  sur- 
roundings— an  important  point  in  card-writing. 

The  cards  No.  1,  2,  3  and  4,  were  lettered  in 
black,  on  a  pebl)led  mat,  size  10x20,  the  large  words 
being  in  Roman  and  the  smaller  made  with  a  No. 
31/2  soennecken  pen,  shaded  with  a  light  tan, 
striped  and  ornamented  with  gold,  while  tlie  large 
letters  and  cards  3  and  4  were  double-shaded  with 
gold. 

Card  No.  5  was  done  in  black  on  a  cream  board 


Tlie  Spring  opening  card  was  made  on  a  heavy 
white  mat,  bevelled,  size  26x10,  it  was  lettered  in 
black,  shaded  with  a  double  shade  of  charcoal  grey 
and  ornamented  with  light  green.  The  letters  being 
in  square  Engli.'^h. 

The  large  card  was  cut  in  a  shield  design  from 
a  heavy  grey  mat,  lettered  in  purple  and  shaded 
with  a  lighter  shade  of  the  same  color,  and  striped 
with  gold.  The  old  English  letter  was  made  in 
single  strokes,  with  a  No.  2  soennecken  pen,  and  the 
small  reading  matter  was  made  with  a  No.  3% 
soennecken  pen,  while  the  words  "Promenade  of 
Fashions,"  is  a  single  stroke  stylo,  made  with  a  No. 
12  brush. 


O      Interest  to  Canadian  Millinery  Trade 


Large  Bows  for  Millinery 

Wide    Satins   and    Velvets   are    Extensively    Used 

— Flowers   and  Feathers   Featured-Favor   for 

Deep   Pink,   Cerise   and   Red. 

The  warmer  weather  of  the  past  few  days  has 
greatly  inproved  the  outlook  for  the  present  season, 
and  the  long-delayed  Spring  selling  is  now  fairly 
under  way. 

Small  caplike  shapes  of  rough  braids,  and  close- 
fitting  turbans  predominate.  Many  Pierrot  shapes 
are  worn,  particularly  by  the  younger  women.  The 
majority  have  the  high  pointed  crown  with  a  nar- 
row upturned  brim  all  round,  though  some  of  the 
newer  models  have  a  drooping  brim  turning  up 
abruptly  at  the  side  or  in  front.  The  hebnet  shapes 
are  making  their  way  with  the  better  trade,  and  some 
exceedingly  smart  bicorne  and  Napoleon  shapes  are 
seen. 

Though  rough  braids  have  been  good  for  the 
early  season,  there  is  an  increasing  preference  for 
the  pressed  hat.  Hemp,  Tagels,  crins,  Milans  and 
Javas  are  all  well  worn,  and  there  are  tendencies 
manifesting  themselves  in  favor  of  the  rougher 
straws.  Larger  shapes  are  often  on  the  sailor  order, 
and  both  the  familiar  Georgette  and  the  newer  Re- 
boux  with  the  brim  that  turns  up  all  round  are  in 
increasing  favor. 

As  the  season  advances  more  use  is  made  of  rib- 
bon as  a  trimming.  Wide  satin  or  velvet  ribbons 
aie  extensively  used  in  black  and  in  the  new  mill- 
inery colors — cerise,  fuchsia,  king's  blue  and  Empire 
green.  Black  and  white  striped  ribbons  are  used 
and  are  particularly  liked  to  trim  the  black  hat  in 
combination  with  cerise  or  Empire  green.  Em- 
pire green  is  most  favored  for  the  street  hat, 
while  the  new  red  shades  are  reserved  for  dressy 
wear.  Large  looped  bows  are  the  latest,  placed 
across  the  back  of  the  hat  or  obliquely  far 
back  on  the  left  side.  The  large  low-crowned 
sailor  shapes  have  drapes  of  wide  velvet  ribbon 
brought  across  the  front  and  to  a  point  at  the  right 
side,  and  then  continued  across  the  back  to  the  left 
side,  the  ends  finishing  under  the  feathers  or  the 
floral  trimming.  When  wreaths  of  flowers  are  used 
or  the  new  lattice  effects,  a  velvet  ribbon  is  also 
draped  around  the  crown.  Many  of  the  bowl-like 
turbans  have  the  large  loops  forming  the  bow  in- 
serted in  a  slash  in  the  straw,  the  latter  forming  the 
strap  of  the  bow. 

Both  flowers  and  feathers  are  extensively  used, 
feathers  being  used  for  dressy  millinery  and  for  the 
matron's  hat  and  flowers  to  trim  the  hat  of  the  more 
youthful  wearer.  Of  course,  there  is  no  arbitrary 
rule  observed,  but  that  is  the  general  effect,  as  the 
rich  sweeping  mounts  and  panaches  are  much  too 
elaborte  to  be  suited  to  girlish  faces. 

Large  and  small  wings  and  man}''  quills  arc  seen 
on  the  simpler  hats. 

Flowers,  Feathers  and  Fruit. 

The  very  greatest  favor  is  shown  to  deep  pink, 
cerise  and  red  roses,  and  all  flowers  in  these  sliades 


are  extremely  favored.  The  flower  manufacturer 
has  taken  up  the  production  of  the  hand-made  silk 
flowers.  This  has  relieved  the  milliner  of  much 
work  and  has  also  lessened  the  price  of  this  class  of 
flower.  Very  pretty  wreath  effect-^,  trails  and  bunches 
of  hand-made  satin  flowers  are  showing. 

Fruit  is  the  high  novelty  at  the  present  moment. 
Cherries,  grapes,  plums  and  small  apples  are  shown, 
many  being  of  velvet.  Berries  made  of  imitation 
coral  are  good,  and  coral  branches  are  combined 
with  foliage  with  good  effect. 

Millinery  at  the  Horse  Show  showed  how  won- 
derfully strong  and  wide-spread  is  the  vogue  of  black 
an-a  white.  The  great  majority  of  the  hats  worn 
were  either  black  or  white,  and  many  were  in  the 
dead  white  that  has  not  been  worn  for  some  time. 
As  a  rule,  the  white  hat  was  trimmed  with  black,  with 
touches  of  one  of  the  vivid  millinery  colors  now  so 
fashionable.  The  black  hat  was  also  much  in  evi- 
dence, and  king's  blue  and  the  new  Dutch  blue  mixed 
with  deep  pink  or  cerise  flowers  was  the  trimming 
combination  most  often  seen.  Creamy  white  was 
combined  with  roses  on  the  Gloire  Dijon  order,  with 
tne  pink  and  orange  shades.  Pressed  shapes  of  tagel 
and  crin  were  most  in  evidence,  and  plateaux  and 
hoods  of  these  straws  were  often  wired  into  the  new 
eaplike  shapes. 

Many  of  the  large  hats  were  plainly  covered  with 
fancy  mesh  lace  nets,  and  lace  under-brim  facings 
plainly  stretched  over  the  straw  so  that  every  detail 
of  the  pattern  showed  up  in  relief  was  a  feature 
often  seen. 


Changed  Fashions  in  Hair  Goods. 

Undoubtedly,  if  milUnery  be  any  criterion  of 
hair  dressing,  the  flatter  coiffure  is  now  the  best  style. 
All  the  hats  designed  for  young  heads  have  a  close- 
fit  head  size  or  are  in  a  sort  of  cap  shape  which  de- 
mands only  the  slightest  padding  or  no  pad  at  all. 

There  is,  however,  plenty  of  height,  so  that  curls 
and  puffs,  with,  perhaps,  dependent  ringlets,  find 
place  on  the  top  of  the  head  well  toward  the  back. 
Flat  bandeaux  or  strands  of  hair  enclosed  in  a  net 
will  be  the  popular  priced  articles  used  to  eke  out 
scanty  tresses.  Merchants  should  not  suppose  that 
the  going  out  of  the  very  full  coifl'ure  means  tlie 
passing  of  "extra  hair."  Quite  the  contrary,  as  the 
woman  who.<e  hair  is  insuflicient  to  gracefully  cover 
her  head  will  be  all  the  more  in  need  of  artificial 
aid  when  she  may  no  longer  frizz  and  back -comb  it 
into  a  huge  fluff  over  a  large,  encircling  pad. 

The  new  style  will  mean  careful  draping  of  the 
hair  in  front  to  make  it  appear  abundant  round  tlio 
face  and  at  the  part  with  the  addition  of  coils  or 
bandeaux  round  the  crown  to  conceal  deficiencies, 
and  curls  and  iiull's  on  top.  or  knots  or  round  pads 
for  knots  at  the  back  of  the  head.  The  former  style 
will  demand  a  barrette,  the  latter,  the  use  of  one  or 
more  combs.  It  would  be  diflicult  indeed,  for  tlie 
average  woman  to  use  these  styles  except  as  so  sup- 
plemented. 
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Commissioners 

LIMITED 

Offices  in  Toronto  and  Paris 

WE  ARE  BUILDING  BUSINESS  ON  A 
FOUNDATION   OF   VALUE   AND   STYLE 

You  cannot  purchase  mere  effect  through  us,  because  we  invariably  include  qual- 
ity, and  enough  of  it,  to  guarantee  satisfactory  service,  as  well  as  attractive  ap- 
pearance. When  we  sell  you  a  wing,  it  is  made  in  a  fashion  which  assures  satis- 
faction. When  we  sell  you  a  flower,  the  quality  of  muslin,  or  other  materials 
employed  in  its  construction,  invites  close  inspection  and  makes  friends,  not  only 
with  your  milliners,  but  with  customers  as  well.  When  we  sell  you  a  shape,  it 
looks  as  good  in  the  hand  as  it  does  on  the  head,  and  in  use  proves  as  serviceable 
as  it  is  sightly.  When  you  select  through  us,  millinery  necessities  or  luxuries  of 
any  kind,  depend  on  it,  quality  is  a  consideration  in  our  business  scheme,  which 
is  invariably  paramount. 

You  cannot  determine  value  by  effect,  but  only  through  intelligent  comparisons. 

Give  us  the  opportunity  of  showing  our  range  this  season  and  we  ask  no  other  con- 
sideration of  you. 

WE  ARE  SELLING  MILLINERY  ON  A  COMMISSION  BASIS  AND  WE  OF- 
FER ALL  THE  ADVANTAGES  WHICH  OUR  ENERGETIC  RESEARCHES 
REVEAL. 

We  send  three  men  abroad  each  season,  that  each  man  may  attend  to  those  lines 
he  particularly  understands. 

WE  ARE  MILLINERY  SPECIALISTS  AND  OUR  UNPRECEDENTED  PRO- 
GRESS THIS  LAST  YEAR  IS  AMPLE  PROOF  OF  THE  TRUTH  OF  OUR 
CLAIMS. 

When  our  representative  interviews  you,  GIA^E  YOUR  MILLINERY  INTER- 
ESTS THE  ADVANTAGE  OF  CAREFUL  AND  COMMENDABLE  COMPARI- 
SONS. 


MILLINERY 
COMMISSIONERS 


LIMITED 


TORONTO, 


ONT, 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Setter  Lines  Well  Taken 

Mills  Busy  with  Advance  Orders  for  Sweater  Coats 

— Increased  Call  on  All  Numbers — Great 

Diversity  in  Jacquard  Knits 

NOT  only  has  there  been  a  demand  for  better 
qualities  on  usual  priced  lines  of  men's 
sweater  coats  stocked  but  there  is  a  pro- 
nounced success  in  tailored  knit  makes  in 
higher  grades  than  heretofore.  Mills  are  busy  com- 
pleting orders  placed  early  in  the  year.  In  this  res- 
pect most  buying  wa.s  done  earlier  owing  to  condi- 
tions last  season,  when  stocks  were  depleted.  Merch- 
ants have  only  bought  for  immediate  requirements 
and  an  increase  is  noted  on  all  numbers.  This  fol- 
lows owing  to  utility  reason  already  noted  and  to 
anticipation  of  increa.'^ed  demand  on  the  part  of 
consumers.  For  October  and  November  when  re- 
peats and  new  lines  are  shown  greater  orders  than 
placing  will  nile,  as  weather  conditions  and  style 
enter  more  explicitly  as  seasonable  and  defined. 

On  higher  class  goods  1  —  1  stitch  "V"  coats  in 
shorter  lengths  are  wanted.  Garments  are  taken  in 
22-24  inch,  which  cannot  necessarily  be  seen  in 
wearing  either  at  tlie  neck  or  below  the  outer  coat. 
Nothing  shorter  is  likely  to  be  asked  for  and  regu- 
lar samples  shown  are  28  to  33  inches.  These  have 
been  taken  in  varied  colored  and  college  combina- 
tions of  grey,  cardinal,  navy,  myrtle,  tan,  l)rown, 
slate  and  heathers. 

No  call  for  different  weaves  than  those  shown 
has  been  heard  of  and  generally  buyers  are  satisfied 
with  samples  offered.  Weaves  are  only  limited  by 
the  genius  of  manufacturers  and  many  combinations 
are  possible  both  in. stitches  and  ribs  to  give  effect. 
This  is  just  as  mucli  ai)])aront  as  1)londing  of  colors. 


Hosiery  in  High  Colors 

Style  a  Strong  Factor  and  Becoming  More  so — 
Some  Apprehension  Among  Jobbers  About  Re- 
peats on  Light  Shades— Increasing  Demand  for 
Silk   Qualities. 

On  every  hand  is  heard  comments  about  the  in- 
creasing trade  on  silk  hosiery  in  Canada.  Although 
Canadian  manufacturers  have  not  reached  perfec- 
tion in  their  lines  and  buyers  here  prefer  imported 
makes  as  yet,  there  is  no  rea.son  l)ut  that  .shortly  Cana- 
dian goofis  will  become  an  important  factor  in  the 
hosiery  market. 

It  is  not  suggested  that  even  if  United  kStates 
manufacturers  have  been  .succe.s.sful  in  offering  cheap 
•enough  lines  to  com])ete  with  lisles  and  mercerized 
hosiery,  that  Canadian  manufaclurers  will  be  justi- 
fied in  prochiciug  cliea])  lines. 


Buyers  state  that,  although  cheaper  makes  will 
Ijecome  just  as  important  .should  they  be  shown  here 
as  they  have  been  on  the  other  side,  Canadian  trade 
to-day  demands  better  qualities. 

That  cheaper  sliort  .<ilk  or  vegetaVjle  silk  lines 
have  sufficient  strength  to  be  serviceable  is  que.stioned 
by  Canadian  merchants.  However,  if  Canadian 
manufacturers  are  able  to  offer  suitable  grades  on 
cheaper  lines  than  those  now  offered  in  the  market 
there  is  no  doubt  but  that  tremendous  .success  will 
follow,  to  the  detriment   of  better  qualities  in  lisles 


Fall  sample  in  men's  sweater  coats  shown  by  Scott 
Knitting:  Co.,  Toronto.  The  collar  of  this  garment 
is  adjustable  three  ways,  by  means  of  loops  and  buttons. 

and  imported  makes.  There  is  at  pre.sent  a  growing 
demand  for  silk  grades  which  jobbers  .say  will  make 
silk  hosiery  of  prime  importance  in  the  department, 
even  if  nothing  cheaper  is  in  sight. 

So  far  this  season,  ca.shmeres  in  black  and  tans 
have  been  the  inqtortant  sellers.  Several  embroid- 
ered designs  have  been  exceptionally  good.  During 
the  first  warm  days  cu.stomers  have  been  asking  for 
Dlack  or  tan  iiKM'cerizcil  and  guaranteed  lisles  in  good 
qualities. 

Hosiery  is  Itecoming  a  greater  feature  in  style 
and  Canadian  women  demand  hosiery  with  some 
])articular  sha(l(>  to  match  gowns,  hosiery  or  occasion 
in  view.  .\ heady  cashmere  embroidered  lines  intro- 
tliuing  (•oi'oiiiilion  designs  and  colors,  such  as  pur- 
ples ,111(1  bhics.  or  combined  shades  worked  into 
croM  11  patlcnis.  lunr  been  offered.  In  lace  and  lace 
embroidery,  new  lines  to  lie  ready  by  May  24th  will 
show  patterns  of  jewelry  or  embroidered  designs  as 
featured  in  coronation  rolu\s.  Tluve  will  mostly  be 
shown  in  black,  with  blaek  or  colored  embroidery, 
and   will   retail   at   7.")c.   $1.  $!..")()   pair. 
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We  Invite  Comparison ! 

TN  the  line  of  men's  under- 
^  wear,  in  all  weights  and 
sizes. 

"ST.  GEORGE"  BRAND 


more  than  meets  the  require- 
ments of  your  most  particular 
customers. 

We  have  spared  no  expense  to 
make  "St.  George"  Brand  the 
acme  of  perfection  in  respect 
of  fit,  finish  and  quality,  and 
you  can  honestly  recommend 
any  garment  bearing  this  label 
with  the  utmost  confidence. 

Moreover,  we  safeguard  the 
drygoods  man's  profit,  by  in- 
suring for  him  an  excellent 
margin  on  every  garment  he 
sells. 

Don't  order  till  you  have   seen  our  line. 
Your  jobber  handles  "St  George"  Brand. 

SCHOFIELD  WOOLLEN  CO. 

OSHAWA,  CANADA 


LIMITED 
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Wholesalers  and  merchants  are  not  buying  these 
lines,  except  to  introduce  novelty  into  their  displays, 
but  consider  them  somewhat  faddish  and  apt  to  fall 
flat  afterward.  There  are  some  buyers,  though,  who 
have  taken  a  sprinkling  for  advertising  purposes. 
There  is  no  doubt  Ijut  larger  stores  will  find  them 
somewhat  of  a  success  for  Summer  selling. 

Following  this  style  tendency,  some  wholesalers 
express  apprehension  regarding  the  outcome  for  high 
colors  during  the  next  few  months.  As  noted  some 
time  ago,  colors  were  stated  to  be  somewhat  slow,  but 
weather  conditions  were  given  as  the  cause,  and  that 
directly  the  season  became  more  advanced  satisfac- 
tory ^.usinesfi  would  be  forthcoming. 

In  anticipating  styles,  it  will  be  seen  that  white 
will  be  equally  popular  with  black  and  tans,  as  Sum- 
mer comes.  This  follows  demands  for  dresses, 
cream  serge,  and  pencil-stripe  suits  in  black  and 
white.  However,  popular  .shades  in  foulards  and 
mercerized  mulls,  especially  sky,  coronation  blues, 
natural  .shades,  pink,  greys  and  white  w-ith  black 
will  influence  customers,  and  merchants  will  experi- 
ence consequent  calls  for  such  shades  as  match  pro- 
perly. There  are  some  colors  that  will  necessarily 
be  affected,  but  that  colors  will  not  be  an  important 
idem  in  Mid-summer  selling  is  hard  to  foresee. 
Warmer  weather  and  sale  events  during  June  and 
.^uly  vv;ll  deplete  stocks  at  present  on  hand.  Colored 
hosiery,  too,  has  become  a  necessity  for  home  and 
evening  year,  and  sale  on  high  or  self  colors  will  be 
always  made  to  some  extent. 

A  salesman  may  consider  himself  particularly 
smart  who  makes  a  sale  of  goods  to  a  customer  who 
is  sure  to  be  dissatisfied  with  them.  It  is  not  sales- 
manship to  load  a  customer  up  with  articles  he  or  .she 
does  not  want.  The  best  sale  will  work  for  the  mu- 
tual benefit  of  buyer  and  seller. 


About  Underwear  Values 

Difierent   Mills   Have    Maintained   Sample  Values 

of    Last  Year    -Orders   Fairly  Well  Placed     Some 

Trade   Conditions 

Summer  underwear  has  just  commenced  selling 
with  more  vim  and  weather  and  style  influences  have 
both  been  felt.  Retailers  state  that  lisle  thread  lines 
from  25c  up  have  taken  better  this  year  than  u.-n  d 
and  that  better  grades  are  selling  throughout. 

Vests  which  feature  no  .slip  sleeves  have  taken 
well,  and  customers  have  demanded  lines  which  over- 
come objectionable  features  in  this  respect.  This 
improvement  is  shown  in  several  manufacturers' 
samples  and  merchants  report  increased  sales. 

Repeats  have  already  been  sent  to  the  mills  for 
immediate  delivery  on  combinations,  and  Canadian 
manufacturers  in  a  position  to  fill  such  orders  will 
experience  unprecedented  orders  for  one-piece  un- 
derwear. 

Buyers  of  Fall  lines  state  that  manufacturers  in 
some  instances  have  reduced  the  weight  of  all  cot- 
ton garments  V-j,  oz.  a  garment.  However,  people 
will  not  object  to  this  change,  as  the  trend  is  for 
lighter  weights.  In  wool-mixed  undcrwoar  more 
cotton  is  combined  with  the  wool,  and  manufacturers 
are  offering  about  .similar  weights  to  la.st  year.  .Ml 
wool  lines  are  either  higlior  in  price  or  lighter. 


To  Speed  Spring 
Stocking  Selling 

Spring's  the  time  for  speeding  stock- 
ing selling. 

And  here's  help  that  helps. 
Get  this  big  book  of  Stocking  Selling 
Ideas    to-day   m    exchange    for    the 
coupon  below. 

Keep  your  stock  of  black  hosiery 
"above  reproach"  by  buying  only 
genuine  fast  blacks  guaranteed  by 
Hermsdorf's  signature — 

The  Name  That  Sells  the  Stocking 

Works  :  Chemnitz,  Saxony 

American  Bureau  : 

235  West  39th  Street,  New  York 


To  ylmerican  Bureau  of 

LOUIS  HERMSDORF,  Dyer 

235  West   39th  Street,  New   York 

Please  send  the   free  book,     "Stocking  Selling  Sense"    to 
the  undersigned. 

Name 

Name  of  Stoi  e 

Town 

State 
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Spring  Needle, 

'*     Ribbed 

Lndefwear 


Make  Your   Underwear  Distinctive 

Selling  is  easy  when  your  goods  are  up-to-date ;  when  they 
meet  the  requirements  perfectly  and  furnish  you  with  splen- 
did talking  points. 

SPRING  NEEDLE  RIBBED  UNDERWE4R 

has  a  texture  that's  all  its  own.  For  health  and  comfort  you 
can  recommend  it  frankly  to  your  customers. 

Spring  Needle  Ribbed  Underwear  makes  friends  for  itself  and  for 
you,  Don't  miss  the  opportunity  to  increase  your  sales  and 
add   to  your  list  of   steady  patrons. 

See    Our    Traveiters    for    Fail    Lines] 

THE  ELLIS  UNDERWEAR  CO.,     Hamilton 


SELLING  AGENTS 

J.  A.  Murray,  Sussex,     N.B. 
E.  O.  Barrette  Co.,  Montreal 


The  Edward  Burns  Co., 

Toronto 
Bryce  &  Co.,  Winnipeg 
J.  J.  Thompson,  Vancouver 
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Some  mills  have  directed  their  joljbers  to  offer 
practically  the  same  samples  as  last  season  to  their 
trade.  That  some  mills  have  not  had  to  make  ad- 
vances and  maintained  values  this  season  is  explain- 
ed by  an  advance  noted  two  seasons  ago  of  50c  do^. 
all  round.  At  that  time  advances  were  considered 
unwarranted,  l)ut  these  manufacturers  have  been  able 
to  .submit  identical  lines  throu.uh  their  jobber.*,  which 
has  been  done. 

Already  several  mills  are  filled  up  for  Fall  manu- 
facture. One  interesting  point  regarding  orders  re- 
ceived is  that  20  per  cent,  of  them  are  for  lighter 
weight  lines.  White  and  cream  comprise  the  bulk 
of  nearly  all  placing,  in  preference  to  naturals,  ex- 
cept on  well-known  lines  which  sell  on  the  merit  of 
natural  wool.  A  very  conservative  estimate  is  given 
that  completed  orders  for  combinations  will  show 
double  to  what  was  placed  even  a  year  ago. 

® 

Golf  Coat  Orders  Satisfactory 

Manufacturers   Sending  Instructions  for  Washing 

and  Drying  Knit  Goods — Less  Novelties  This  Year 

Than  Last — Juvenile  Lines  Helped  to 

Maintain   Orders 

Manufacturers  of  knit  goods  have  issued  their 
fall  catalogues  dealing  with  novelty  lines  in  juvenile 
and  adult  requirements,  as  made  by  each  mill.  In 
the  Fall  stock  delivered  to  merchants  about  August 
15th,  instructions  are  given  for  proper  washing  and 
drying  the  different  ribs  found  in  all  kinds  of  wool 
knit  outing  goods.  These  slips  are  attached  in  a 
prominent  place  or  inserted  in  the  pocket  of  each 
garment. 

Manufacturers  have  adopted  this  idea  following 
the  precedent  of  underwear  makers  of  guaranteed 
lines,  hoping  that  in  a  measure  it  will  help  mer- 
chants to  cope  with  returns  in  cases,  where  garments 
are  pulled  out  of  shape,  and  manufacturers  are  not 
to  blame.  It  is  intended  to  overcome  excuses  for 
returns  where,  through  no  fault  of  the  maker,  gar- 
ments are  sent  back  and  allowances  asked  for.  It 
is  thought  that  possibly  customers  will  exercise  more 
care  in  washing  and  drying  sweater  coats,  toques 
and  such  knitted  goods,  just  as  is  done  in  cleansing 
all  wool  underwear. 

First  orders  were  somewhat  slow,  and  at  present 
business  is  about  completed.  Orders  came  faster 
later  in  placing  this  year,  and  results  show  that  long- 
er coats  have  not  been  taken  so  well.  Although  ac- 
tual volume  is  about  equal  to  last  year,  travelers  state 
that  selling  against  last  season,  when  long  garments 
were  taken  and  a  certain  amount  of  novelty  was 
introduced,  that  this  year  it  was  hard  to  maintain 
sales.  They  also  say  that  owing  to  number  of 
samples,  sizes  and  colors  shown,  it  is  more  imperative 
that  merchants  adhere  to  staple  lines. 

Merchants  have  taken  samples  generally  as  .shown 
and  there  is  less  novelty  this  year  than  last  on  all 
niuTibers.  Tighter-fitting  coats  with  high  collars 
have  taken  host.  Lay-flat  mufflers  have  l)oeu  asked 
for  on  l)cttcr  (]ualities,  and  mo.^ly  fancy  I'ilis  taken. 

Juvenile  sweater  coats  have  helped  to  bring  order* 
up  to  last  year.  In  cliildren's  sweaters,  busters  and 
golf  coats,  merchants  have  jilaced  on  more  v«izes  than 
u.sual.  All  colors  and  combinations  are  bought.  ^4 
dozen  to  a  size,  and  wlicn  a  ])r<)ixM-  range  consisttMit 


Turn  bull 


"RIBBED" 
UNDERWEAR 

IS  UNIQUE 

Its  quality  is  of  the  highest  and  its  grade 
never  varies. 

Long  experience  in  cutting  and  finishing 
underwear  and  in  selecting  yarns  has  given 
our  "Ribbed"  underwear  a  certainty  of  fit  and 
wear  unusual  in  any  grade. 

The  special  mesh  is  elastic  without  stretch- 
ing unduely  and  offers  a  strong  selling  point. 

Your  Profits  and  Reputation  will  gain  if  you 
feature  our  "RIBBED"  UNDERWEAR. 

Once  handled,  you  will  always  make  gener- 
ous provision  for  it  in  your  orders. 

The  C.  Turnbull  Co.  of  Gait,  Ltd. 

GALT,  CANADA 


"TIGER  BRAND" 
UNDERWEAR 

"Tiger  Brand"  Underwear  Is  Koingr  to  be  the 
Icitder  for  Full  in  tlie  Underwear  Mart.  It  has 
tlie  three  most  important  requisites  of  "good" 
underwear  —  Superior  Finish  —  Duraliility — 
Style. 

If  yon  have  tried  other  brands  and  found 
lliem  wanting:  in  "customers" — if  yon  Und 
your  underwear  department  slack  when  your 
I'ompetitors  aliout  you  are  doinj;  good  busi- 
ness— (here's    a    liitcli    somewhere. 

.Xsk  yourself — have  I  a  stock  of  the  flnest 
I  iiderwear    obtainable? 

No — not  if  you  haven't  Tiger  Itrand.  It's 
the  one  big  customer-getter  and  a  huge  asset 
to  yonr  shop.  Send  in  your  order  now — see 
tlie   result   for  yourself. 


Gait  Knitting  Co.,  Limited 


Gait, 


Ontario 
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NA^RIXE     TO 


RICHARD  L.  BAKER  &  CO. 


Importers  and  Mill  Selling  Agents 

100  Wellington  Street  West, 


Toronto 


For 


'Ql^€ni}iia/i^^l 


Stockings  for  Women  and  Misses 

of  Cotton,  Lisle,   Silk  Lisle,  Pure 
Silk,    in  Plain    and  Embroidery. 


and 


inguuai 


liiu 


mew^rtrntO 


Sox    for    Men,     of    Cotton, 
Lisle,  Silk  Lisle,  Pure  Silk, 
Plain  and  Embroidery. 


Let  us  send  you  sample  dozens  for  this  spring  season's  trade, 
and  you  will  become  a  regular  buyer  of  these  brands. 


S.  LENNARD  &  SONS 

DUNDAS,  ONT. 

Manufacturers  of: 


Wish  to  advise  you  that  their  range  of  production  for 

AUTUMN  1911 

is  now  completed  and  in  the  hands  of  their  selling  agents,  who  will  call  upon 
you  and  we  solicit  a  continuance  of  your  esteemed  orders 


No  Retailer's  Stock 
is  complete  without 
these  well-known 
brands. 


!!1)Sfe»""S^CANA.>^ 


SOLE  SELLING  AGENTS 
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with  last  season's  demands  is  placed,  it  is  not  hard  to 
run  up  a  five-dozen  assortment. 

Busters  have  taken  principally  and  among 
samples  seen  natty  combinations  were  possiljle. 
Both  belt  or  pocket  styles  have  been  equally  popular. 


fancy  and  extreme  styles,  and  28  for  the  length  of 
the  plain  tailor-made. 

The  finding  is  subject  to  the  approval  of  the 
manufacturers'  a.ssociations.  Several  addresses  were 
given,  showing  the  importance  of  the  trade  being 


Prevailing  Racks  Used  in  Manufacturing  Men's   Sweater    Coats 


7-2  rack,  pearl 
and  pearl. 


2-2    rack,  each 

way.  back  and 

forth. 


4-2    rack    each 

way.  back  and 

forth. 


2-lracked'back 
and  forth. 


5-1  racked  over 
2  needles 


2-2  racked  one 
way  only 


Shown  in  full  samples  by  F.  W.  Robinson,  Toronto. 


Coat  Lengths  Suited  for  Fall. 

Through  the  medium  of  numerous  organizations 
heads  of  the  ready-to-wear  garment  industry  in  the 
States  are  endeavoring  to  simplify  the  style  question. 
At  the  convention  of  the  United  Cloak  and  Suit  De- 
signers, a  committee  of  23  was  chosen  to  settle  the 
question  of  suit  coat  lengths  for  the  coming  Fall.  The 
committee  recommended  the  adoption  of  26  in.  for 


in  unison  on  the  subject  of  coat  lengths.  In  the 
past  buyers  had  been  confused  and  much  business 
lost  because  of  the  varied  coat  lengths. 

Paris  and  Berlin  were  looked  to  as  the  arbitrator* 
on  style  questions,  but  the  fact  that  Paris  styles  for 
Spring  were  not  settled  until  Februars^  loth,  and 
for  the  Fall  season  until  Augu-st  15th.  entirely  too 
late  to  be  useful  to  the  American  manufacturers, 
made  nece.ssary  some  action  by  the  garment  interests 
on  this  side  of  the  Atlantic. 


JAEGER  PURE  WOOL 

FOR 

Outdoor  Sports 

C  For  all  Sports  and  Summer  Recreation 
a  Knitted  Coat  or  Sweater  is  a  necessity 
for  man,  woman  and  child. 

€L  The  Jaeger  range  provides  all  sizes 
and  a  great  variety  of  styles  and  prices, 
in  quality  that  can  be  relied  on. 

C,  Fixed  Selling  Prices  with  liberal  dis- 
counts to  dealers. 

CATALOGUE  ON  APPLICATION 


DR.  JAEGER'S  'Zo^l  SYSTEM 

Wholesale  Warehouse:     52  VICTORIA   SQUARE.    MONTREAL 


COMPANY 
LIMITED 
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Swing  Your 

Hosiery  Sales 

Higher 

by  specializing  on  Pen-Angle 
Hosiery.  Every  man  or 
woman  who  stops  to  compare 
Pen-Angle  Hosiery  with  or- 
dinary hosiery  will  want  Pen- 
Angle  every  time. 

Pen-Angle  is  the  only  hosiery  made 
in  Canada  that  is  actually  knit  to 
shape — fashioned  in  the  knitting  on 
special  machines. 

These  machines,  which  are  used 
nowhere  else  in  Canada  but  in  our 
mills,  shape  the  foot,  narrow  the 
ankle,  widen  the  leg,  with  no  seams 
to  irritate  the  foot. 

In  shapely,  stylish  appearance,  in 
comfort  and  durability,  Pen-Angle 
Hosiery  outclasses  the  field. 

With  so  many  real  selling  advan- 
tages any  live  dealer  can  swing  his 
hosiery  sales  higher.  Hundreds  are 
doing  so. 

Penmans  Limited 

Paris,  Canada 


HOSIERY 
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Scope  of  Jacquard  Knitting. 

On  the  new  Jacquard  machines  and  in  carrying 
out  different  weaves  every  needle  is  separately  con- 
trolled by  pattern  cards  acting  upon  the  tails  of  the 
needles.  This  is  similar  to  carpet  weaving  except 
that  in  knitting  steel  cards  are  used  instead  of  paper 
cards  and  by  that  means  designs  are  introduced 
into  the  fabric  for  sweater  coats  or  knitted  garments 
of  any  kind. 

These  machines  are  so  constructed  that  any  num- 
ber of  rack  stitches,  pearl  and  pearl,  in  any  rib  from 
Ijl  upward  is  possible,  and  rack  1,  2,  3  and  4  needles 
back  and  forth  bring  out  some  very  pretty  designs. 
There  is  no  limit  to  designs  possible ;  however,  manu- 
facturers adhere  to  standard  weaves,  that  have  proved 
to  be  well  received  and  suita})le  for  garments  of  gen- 
eral use. 

Similarly,  weaves  most  suitable  for  tailored  knit 
lines  are  made  in  which  garment  uses  are  consid- 
ered, and  while  1]1  cardigan  rib  and  fancy  ribs  are 
taken  as  introduced  into  sample  garments,  utility  is 
the  strong  consideration  for  buyers  and  merchants. 
That  manufacturers  have  met  this  demand  is  evi- 
dent, and  few  changes  from  sample  lines  have  been 
made  in  transposing  weaves. 


Effect  of   Reciprocity  on  Wool. 

Some  discussion  has  been  aroused  among  woolen 
manufacturers  over  the  proposed  removal  of  duties 
on  wool  and  the  effect  of  extra  supplies  of  wool  en- 
tering United  States  on  sheep  which  m?^y  be  placed 
on  the  free  list.    This  seems  to  be  a  fnr-fetohed  point 


Moderate  Price 


h^P^      Unsliri 


Good   Profits 


Unshrinkable 


Three  very    necessary 
features  you  look  for  in  the 
men's  underwear  you  are  seU- 
ing,  which  are  speciaUy  promin- 
ent in 

WATERHOUSE 

High  Grade  Underwear 

Our  lines  are  sold  and  recommended  by  the  leading 
wholesale  houses,  and  are  finished  in  a  way  that  leaves 
nothing  to  be  desired. 

Only  the  best  procurable  yarns  are  used  and  the 
utmost  skill  employed  in  the  correct  shaping  of  each  gar- 
ment. 

Try  "WATERHOUSE  "  Brand  and  enter  on  a  new  era 
of  profit-making. 

Ask  your  jobber  for  this  line 

THOS.  WATERHOUSE  &  CO.,  LIMITED 

INGERSOLL,  -  ONTARIO 


and  even  if  any  difference  would  be  brought  about, 
it  would  be  a  year  to  two  years  before  United  States 
spinners  or  manufacturers  might  be  able  to  obtain 
an  advantage  imder  propo-sed  conditions. 

There  will  be  no  particular  difference  in  com- 
petition, owing  to  changed  Inlying  conditions  gov- 
erning Canadian  wool,  and  so  long  as  Bradford  and 
London  wool  markets  control  world  prices  Canadian 
manufacturers  will  be  able  to  obtain  supplies  just 
as  they  are  doing  to-day.  In  the  event  of  United 
States  being  able  to  undersell  Bradford  markets 
manufacturers  would  have  cause  for  apprehension. 
However,  the  difference  in  the  amount  of  wool  en- 
tering United  States  would  not  affect  Canadian 
manufacturers  in  competition,  but,  rather,  increase 
prices  of  wool  on  Canadian  sort^s  in  local  markets. 
This  will  not  affect  Canadian  spinners  and  knitters 
to  any  greater  extent,  as  a  great  amount  of  Cana- 
dian raw  wool  goes  to  U.  S.  markets  now. 

There  are  three  wool  markets  concerned,  Lon- 
don, Canada  and  United  States.  Canada  is  related 
to  the  world's  wool  market>s  almost  entirely  a.s  a  pur- 
chaser. Wool  buyers  in  Canada,  buying  local  wool, 
do  so  at  economical  lo.sses  on  account  of  no  grading 
and  unsuitability  to  their  particular  manufacture  ot 
several  grades  included  in  Canadian  shipments.  Now, 
farmers  sell  in  United  States  markets  against  12c 
duty  at  present,  and  manufacturers  there  have  less 
loss  on  account  of  being  able  to  use  all  grades  in 
their  different  mills. 

Reciprocity  would  probably  remove  12c  duty, 
which,  in  effect,  would  mean  that  wool  growers  would 
get  9  to  12  cents  more.  Local  wool  buyers  using 
Canadian    sorts   therefore   must   pay   0   to   12   cent^ 


Health  Brand 
Underwear 


Have  you  ordered  our  Rubens  and 
Brownie  \'ests  for  Spring? 

We   also    carry    a    grood    range    of 

Ladies'   Short  Sleeves  in  all  wool 

light  weight  Vests. 

YOUR    ORDERS    WILL     BE    FILLED 
PROMPTLY 


GreensHields   Limited 

MONTREAL 


Flease  mention    ihe  Reriew  to   Advertisers  and  Their  Travelers. 
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ZUvTmerkniT 


UNDERWEAR 


Your  Summer  Sales  of  Underwear 
Can  Be  Made  As  Important  As  Your  Winter  Sales 


When  your  customers  drop  iuto  your  store  these 
I  guess  I'll  have  to  take  them  off,"  are  you  prep; 
comfortable  and  hygieuic  underwear  that  can  be 
wear  that  stretches  out  of  all  shape,   or  is  poorly 

Offer  them  "ZIMMEKKNIT"— the  ideal  hot 
weather  garment.  A  careful  examination  of  our 
"Mesh."  "Porous  Knit,"  and  Balbriggans  will 
show  you  the  reason  for  the  immense  popularity 
of  these  brands.  Soft,  smooth,  elastic,  durable, 
they  give  comfort  by  their  perfect  fit  and  finish; 
and  will  outwear  any  of  the  imported  Hues  of 
Balbriggans. 


days,    give   an    uncomfortable    S(julrm,    and    say:    "Well, 
ared    to   supply   them    with    the     coolest,     softest,     most 
obtained?      People     nowadays    will    not    wear    under- 
made. 

The  Zimmerknit  summer  specialties  include 
Outing  Jerseys  and  Bathing  Suits — all  made 
from  the  Zimmerknit  everlasting  fabrics,  and 
are  given  the  same  attention  to  details  of  work- 
man.ship  that  has  built  up  the  reputation  of  our 
other   lines. 

All  wholesale  houses  sell  the  "Zimmerknit" 
garments  in  all  styles  and  combinations  for 
men's    and   ■women's   wear. 


AVIATION  CAPS 


are    unusually    strong    for   the    coming 
season. 

THE  AVIATION  Caps  shown  are 
from  a  large  assortment  of  becoming 
forms  shown  by  our  salesmen  this  year. 


^^>*VER  BRAHO 


--^VER  Brand 


You  have  no  doubt  seen  our  salesman  on  his  recent  trip, 
and  will  appreciate  the  excellent  quality  and  service  we  are 
prepared  to  give  you. 

R.  M.  BALLANTYNE,  Limited 

STRATFORD,  ONTARIO 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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WOOL 


UNSHRINKABLE  VAv^   ^    ^<^' 

NDERWEA 


LADIES' 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protec- 
tion where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

"STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  5pecialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,  and  Silk  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

Wholrsnle  nnhi 

Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 


E     LEADING     ENGLISH     UNDERWE 


TRADE    MARK. 


TRADE  MARK 


ASK     FOR 


BURNLEY'S  WOOLS. 


REGISTERED. 

Scotch 

Fingerings, 

■t^^-'-r^ 

Vanguard, 

15's,  12's 

Fine. 

Hosiery 

Yarns, 
&c.,  &c. 

■■.■'■-•XJsBij, 

REGISTERED 


Soft 

Knittings, 

B.     Imperial, 

Soft  Spun 

Vanguard 

Fine. 

0\  and  00 

Worsteds, 

&c..  &c 


"■C-.J:.'--, 


ESTABLISHED   1752 

THOMAS    BURNLEY    &    SONS.    LIMITED 

MANUFACTURERS  OF  SCOTCH  FINGERING  &  KNITTING  WOOLS. 

GOMERSAL  MILLS,  nr.   LEEDS,   ENGLAND. 

AGENT:  — DAVID  M.   CHORLTON  JO  HOSPITAL  STREET.   MONTREAL 


Please  mention    The  Keznnv  to   .Id-^rrtisos  and   Their  Trax'clers. 
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HOSIERY  LEADERSHIP 


71 


g 

^ 


ALL  WOOL 
UNSHRINKABLE 


SOCKS 

STOCKINGS 

HALF-HOSE 

GOLF-HOSE 

GLOVES 

SHIRTS 

PANTS 

VESTS 

SPENCERS 

JERSEYS 


Hosiery  and  Underwear 


CANADIAN  WHOLESALE  AGENTS  (HOSIERY): 

TORONTO  :    Messrs.  G.  R.  COPPING  &  SON.  27  Melinda  St. 
MONTREAL:    Mr.  A.  B.  COUCH,  Frazer  Building, 

43  St.  Sacrament  Street. 
CANADIAN  WHOLESALE  AGENT  (Underwear)- 
MONTREAL;    Mr.  GEO.  H.  NAPIER,  417  Coristine  Bldg. 


KEEP  WELL 
TO  THE 
FRONT 


I 


K* 


maam 


All  Wool 
Hand  and  Machine  Knitted 

GOLF  COATS 


LATEST 
STYLES, 
COLOURS, 
FINISH. 


PERFECT  FIT, 
LADIES'  and 
GIRLS' 
SIZES. 


LOWEST  MANUFACTURERS'  PRICES 

All  Orders  will  be  executed  through 
your  London  Houses. 

A.  T.  SINGER  <a  CO. 

77   FORE  STREET 

LONDON,  E.G.,  -    ENGLAND 


Please  meiitioij  The  Re-ricw  to  Advertisers  and  Their  Travelers. 
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Dvy  fjoods  Revieu 


Britannia 

Sports  — 
Sweaters 

For  Ladies  and  Men 


NEW  DESIGNS 


Boys' 
Jersey  Suits 


Same  brand  as 

Britannia   Underwear 

and  Hosiery. 

BRITANNIA 


WHOLESALE   AGENT    FOR    CANADA 

MONTREAL  and 
TORONTO 


DUNCAN  BELL, 


ESTABLISHED  1849 

BRADSTREETS 

Offices  Throuehout  tfie  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.  Ottawa,  Ont.  Montreal,  Que. 

Edmonton,  Alta.     St.John.N.B.  Quebec,  Que. 

Halifax,  N.S.  Vancouver;  B.C.     Toronto,  Ont. 

London,  Ont  Hamilton,  Ont.        Winnipeg,  Man. 

Reputation  Rained  by  long  years  of  vigorous, 
conscientious  and  successful  work. 

THOMAS  C.  IRVING,  U''-e"st"'n'ad" 

TORONTO,  CANADA 


w 


ESTERN 


Incorporated 
1851 

ASSURANCE 
COMPANY 


FIRE 

AND 

MARINE 


HEAD  OFFICE.    TORONTO,  ONT, 

Assets  over    -    -    -    -  $3,570,000 
Income  for  1906,  over    3,609,000 

HON.  GEO.  A.  COX,  President 

W.  R.   BROCK,  Vice-President 

W.  B.  MEIKLE,  General  Manager 

C.  C    FOSTER.  Seoratary 


For  School  Use 

and   in  every  case  where  the  wear  and 
tear  is  heavy,  you  should  recommend 

DOMINION  BRAND 
BOYS'   HOSIERY 

The  line  that   looks  good 
and  is  good. 

Toes  and  heels  in  "  Dominion" 
Brand  are  strongly  built,  and  the 
goods  are  well  shaped  and 
finished. 

Specially  selected 
yarns,  dyed  a  good 
fast  color,  alone  are 
used. 

Feature  this  satisfac- 
tion-giving  line. 

See  our  samples,  or 
write  us  direct  for 
details. 

A.  BURRITT 
&G0. 

Dominion  Mills 


Mitchell 


Ont. 


THE  HALL-MARK  OF  Registered  No.  262.005 

Maximum  Comfort  and  Durabilit]/ 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STiLL  LEADING. 

Made  on  the  GRADUATED  PRINCU 

RLE,  and  starting  with  TWO  THREADS 
in    the    TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as   it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  A  ND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentiallT 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinloble 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be   had  from    any   of   the     Leading 
Wholesale  Dry  Goods  Houses 


l-'lease  viention   The  Rcviciv  to   Advertisers  and  Their  Travelers. 
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Knit  Goods  our  Specialty= 


A  Few  of  the  Lines  we  Make 

SWEATER  COATS,  SWEATERS,  TOQUES,  JERSEYS,  BATHING  SUITS, 
CLUB  HOSE,  CHILDREN'S  OVERALLS  AND  GAITERS 

WE  FILL  CLUB  ORDERS.         SEND  TO-DAY  FOR  PRICES  AND  PARTICULARS 


SCOTT  KNITTING  CO., 


24  Ryerson  Avenue 
TORONTO 


more  than  now.  In  contrast  to  this,  United  States 
buyers  pay  the  same  prices  as  before.  Under  reci- 
procity, United  States  still  protects  against  all  but 
Canadian  and  U.  S.  wool  at  12c  duty,  including  Lon- 
don and  all  outside  markets.  On  the  other  hand. 
Canada  still  has  free  importation  from  London  and 
Bradford. 

Very  few  mills  in  Canada  prepare  their  own  yarns 
from  Canadian-grown  wool  and  buy  suitable  grades 
for  their  manufacture  in  London,  Bradford  and 
Germany.  United  States  manufacturers  also  buy 
a  great  bulk  of  their  yarns  in  London  and  Bradford. 
Therefore,  notwithstanding  any  increase  of  wool  go- 
ing to  United  States,  Canadian  manufacturers  are 
still  better  able  to  sell  in  Canada  than  U.  S.  manu- 


facturers, provided  that  Bradford  prices  are  lower 
than  U.  S.  prices.  It  would  seem  that  any  extra  wool 
going  into  United  States  under  new  conditions  as 
jn'oposed  would  not  make  enough  difference  to  affect 
present  prices  there,  nnich  less  give  U.  S.  manufac- 
turers any  lever  to  force  Bradford  prices.  That  any 
advantage  in  competition  on  manufactured  lines  in 
Canadian  markets  is  possible  is  hard  to  see. 

Directly  duties  are  removed  local  prices  will  na- 
turally adjust  themselves.  Woolen  manufacturers 
are  not  greatly  exercised  over  the  prospect  of  United 
States  competition  on  completed  lines,  owing  to  any 
supposed  advantage  United  States  buyers  may  pro- 
cure under  new  conditions. 

If  conditions  regarding  grading 
were  different  in  Canada  and  manu- 
facturers were  at  less  disadvantages  in 
this  respect  some  greater  effects  might 
be  felt.  In  Canada  no  grading  sys- 
tem is  used,  while  in  United  States 
commercial  grading  is  done.  Austra- 
lia has  government  grading  of  wools, 
and  Canadian  manufacturers  get  ad- 
vantage of  this  in  London  and  Brad- 
ford markets  when  purchasing  grades 
for  their  own  particular  uses.  Manu- 
facturers in  Canada  are  at  a  disadvan- 
tage in  buying  wools  under  Canadian 
conditions,  and  no  other  change  in 
this  respect  being  foreseen,  it  would 
follow  that  buying  on  London  and 
Bradford  markets  will  not  be  changed 
either  in  Canada  or  United  States. 


New  Building  of  the  Scott  Knitting  Co  ,  Ryersora 
Avenue,  Toronto, 
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View   from   the   inuiu   entrance   showing   trimmings,  neclcwear,   ribbons  and  a  section  of  the  dress  goods  department. 

Co.,  Limited,  St.  Thomas. 


The  Anderson 


This  (loi):ntni(Mit   Is  also  finished   In  niohoKiiny  luid   is  spledldly  lighted.     Stock   Is  well   nsaembled   and   plll.-irs  are   used   to  support 
gurnu'iil    nicks.     lOvery   facility   necessary   Is   fmiiiil   In   (his  well  eiiuipped  ready-to-wear  dept.  of  The  Anderson  I'o,,  Ltd..  St.  Thomas 


opening   Anniversary   Made   Attractive 

Bright,  Springlike  Decorations  and  Interesting  Advertising  Helped  Make 
the  Fifteenth  Anniversary  of  the  Anderson  Co.  a  Great  Success  —  An  Equip- 
ment  that   Helps  Good   Merchandising  —  Good    Arrangement  of   Departments 


IN  celebration  of  their  Fifteenth  Anniversary 
opening,  the  Anderson  Co.,  St.  Thomas,  carried 
out  an  interior  decorative  scheme  which  elicited 

great  admiration  and  which  enhanced  the  sig- 
nificance of  an  event  annually  looked  forward  to. 

Each  of  the  twenty  large  pillars  on  the  ground 
floor  was  first  covered  with  white  cotton,  stretched 
on  tight,  and  to  within  6  feet  of  the  floor.  Then 
they  were  covered  with  white  crimped  tissue  paper. 
Collars  were  cut  from  two-inch  lumber  and  in  half- 
circles.  Holes  were  bored  in  them,  and  they  were 
then  painted  white  and  fastened  around  the  pillars 
at  top  and  bottom  of  the  white  cotton. 

Four  large  uva  sprays  were  inserted  in  the  holes 
of  the  lower  collar,  and  into  those  at  top  were  placed 
ten  sprays  of  rose  leaves,  the  latter  shaded  in  very 
pale  green  pink,  and  pink  roses.  Close  into  the  pil- 
lar at  top  was  also  hung  four  sprays  of  natural  green 
rose  leaves,  with  a  few  pink  roses  intermingled. 

The  same  idea  was  also  carried  out  at  intervals  of 
about  twelve  feet  apart  all  around  the  walls  of  the 
store,  giving  a  pretty,  springlike  appearance. 

Two  Large  Departments. 

A  similar  decorative  scheme  was  employed  in 
the  ready-to-wear  and  millinery  departments. 
Sprays  of  natural  green  rose  leaves,  with  a  few  pink 
roses  attached  and  sprays  of  pale  green  tissue  paper 
blossoms  were  clustered  around  the  tops  of  every 


pillar  and  at  intervals  along  the  tops  of  the  show 
cases  and  ready-to-wear  cabinets.  The  whole  effect 
of  the  mahogany  woodwork,  soft  green  wall  papers, 
green  carpets  and  harmonizing  floral  decorations  was 
very  fine. 

In  connection  with  the  anniversary,  the  store's 
advertising  was  conducted  along  lines  calculated  to 
arouse  general  enthusiasm  in  the  event.  Dignified 
announcement  and  cordial  invitation  were  supple- 
mented by  bright,  interesting  store  news,  with  the 
result  that  the  occasion  was  a  decided  success. 

An  Effective  Arrangement. 

The  Anderson  store  occupies  a  prominent  corner 
location,  the  building  having  a  frontage  of  80  ft. 
and  a  depth  of  100  feet.  There  are  four  display 
windows,  each  15  feet  by  IVo  feet,  while  a  corner 
window  has  a  frontage  of  12  feet  on  the  side  street. 
Frequent  illustrations  of  trims  by  Warren  Andrews 
in  The  Review's  Art  of  Display  department,  .shows 
to  what  advantage  these  windows  are  used  for  ad- 
vertising purposes,  and  the  accompanying  photos 
suggest  much  that  cannot  otherwise  be  as  effectivelv 
described  with  reference  to  interior  arrangement, 
equipment  and  other  essentials  of  effective  mer- 
chandising. 

The  departments  are  particularly  well  placed 
with  regard  to  entrance,  light  supply  and  relation 
to  each  other.     The  main  floor  is  divided  by  four 


A  view  of  another  section  of  the  main   floor  showing  whitewear  a'lil   nndeisliirts.     Special  disiilays   in  connediuu   \Mtij  each  deparf- 

nient   are    made   in    this   section   and   on    tables. 
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aisles.  To  the  right  of  the  entrance  and  backing 
the  windows  is  the  silk  and  evening  goods  depart- 
ment, and  adjoining  in  succession  along  the  west 
side  are  colored  dress  goods,  linings,  wash  goods,  and 
.  along  the  rear,  linens  and  staple  cottons.  In  the 
extreme  corner  is  the  private  office,  and  between  that 
and  the  staples;  and  occupying  considerable  space 
are  shirt  waists,  colored  underskirts,  parasols  and 
umbrellas.  Along  the  east  side,  and  occupying  both 
sides  of  aisle,  also  front,  backing  windows  on  east 
side  of  entrance  are  men's  clothing  and  furnishings. 
The  locations  give  to  this  department  that  cxolusive- 
ness  which  seems  essential  to  its  success. 

Opposite  the  dress  goods  counter  are  dress  trim- 
mings and  art  goods,  and  in  the  central  aisles  are 
small  wares  and  hair  goods,  ribbons,  gloves  and  hosi- 
ery, ladies'  underwear  and  corsets,  and  whitewear 
and  embroideries. 

The  cash  office  and  parcel  counter  is  in  the  centre 
of  the  main  floor.  A  cash  and  parcel  carrier  system 
serves  every  department  on  the  main  floor,  and  cash 
girls  are  employed  for  departments  on  the  second 
floor. 

The  space  in  rear  of  shelving  on  the  main  floor 
is  used  for  display  purposes  in  connection  with  the 
different  departments  at  various  times.  Each  de- 
partment having  its  rush  season. 

Ready-to  wear  Millinery. 

The  millinery  and  ready-to-wear  departments, 
which  with  the  housefurnishing  section  occupy  the 
second  floor,  have  been  decorated  in  .soft  green  wall 
paper  and  all  woodwork  finished  in  mahogany. 

Sixty  feet  of  modern  ready-to-wear  mahogany 
cabinets,  with  plate  glass  sliding  fronts  have  been 
installed,  also  modern  fitting  room  for  all  alterations. 
A  large  plate  glass  show  case,  3  ft.  x  8  ft.  x  6  ft., 
for  showing  ready-to-wear  and  millinery,  is  placed 
just  at  the  entrance  to  these  departments  between 
the  two  arches  which  separate  them  from  carpets. 
Two  millinery  show  ca.ses,  8  ft.  x  3  ft.  x  4  ft.,\vith 
fixture  containing  drawers  and  two  large  mirrors 
occupy  the  eastern  end  of  millinery  room.  An  ad- 
dition has  been  made  to  these  departments  of  400 
square  feet,  giving  each  department  about  1.500 
square  feet.  Runners  of  heavy  Wilton  carpet  in  a 
dark  green  shade  are  laid  between  tables  and  fixtures 
in  these  departments.  They  are  l^/o  yards  wide  by 
10  yards  in  length.  The  floor  is  hard  maple  and 
kept  liighly  polished. 

The  carpet  and  housefurnishing  department  has 
about  4,000  square  feet  of  space.  Adjoining  it  is  a 
stock  room  of  about  300  square  feet. 


The  merchants  of  New  Glasgow,  N.S.,  are  de- 
termined to  meet  the  mail  order  houses  and  the 
Standard  of  that  town  is  now  publishing  a  forty- 
page  catalogue  containing  the  advts.  and  price  quo- 
tations of  the  merchants.  The  catalogue  will  be 
circulated  throughout  Pictou  County,  .so  that  people 
will  have  the  fullest  opportunity  to  make  compari- 
sons. The  catalogue  is  the  outcome  of  a  campaign 
against  the  mail  order  houses,  instituted  by  the 
Sfnvdard. 

Emory  &  Walley,  Nelson,  B.C.,  recently  installed 
a  new  plate  gla.ss  front  in  their  store,  and  have  placed 
in  the  centre  of  the  doorway,  a  large  plate  glass 
.sh()wca.''e.    This  is  so  situated  as  to  virtually  give  the 


store  two  entrances  and  four  time.-  the  former  win- 
dow space.  The  bai-ement  of  the  store  has  been  im- 
proved for  use  as  a  stockroom. 


Presentation  to  Mr.  MacNaughlon. 

As  an  indication  of  the  personal  regard  in  which 
he  was  held  by  the  firm,  and  expres.sing  appreci- 
ation of  his  services,  the  directors  and  employes  of 
Greenshields,  Limited,  Montreal,  recently  pre.sented 
D.  C.  MacNaughton,  for  many  years  a  member  of 


D.C  MacNAUGHTON 
i'_  for  many  years  travelling  r3presentative  for   Greenshields. 
L^*^         Ltd..  Montreal,  new  a   member   of   the   firm   of  Bender  Ot 
MacNaughton,  Manufacturers  Agents,  Montreal. 

their  traveling  staff,  with  a  handsome  purse,  Mr. 
MacNaughton  is  now  a  partner  in  the  firm  of  Bender 
&  MacNaughton,  manufacturers"  agents,  Montreal. 
In  making  the  presentation,  E.  C.  B.  Featherston- 
haugh,  one  of  the  directors,  remarked  that  he  well 
remembered  when  Mr.  MacNaughton  came  to  Green- 
shields, and  their  high  opinion  of  him  at  that  time 
which  they  never  had  reason  to  change. 


Jobbers  Selling  to  Consumers. 

The  recent  action  of  the  Calgary  Board  of  Trade 
Ijy  which  they  sought  to  impress  upon  wholesalers 
the  desirability  of  protecting  the  retail  trade  by  re- 
fusing to  sell  to  consumers,  has  met  with  sympathetic 
replies  from  the  people  concerned.  The  practice  of 
the  employees  of  one  jobbing  house,  purchasing 
goods  of  different  kinds  from  other  houses,  thereby 
ignoring  the  retailer  altogether,  also  developed  to 
an  extent  which  brought  forth  a  reasonable  protest. 
In  reply,  wholesalers  agreed  to  do  all  in  their  power 
to  stop  the  practice.  One  jobber  comes  back  at  the 
retailers  by  drawing  their  attention  to  the  support 
which  they  have  given  outside  jobbers  who  have 
invaded  that  territory,  selling  direct  to  hotels  and 
restaurants.  "While  we  are  quite  willing."  writes 
the  jobber,  "to  support  the  ret^ailers  in  the  action 
they  have  taken,  yet  we  would  think  it  would  be  un- 
fair on  their  ]\\v[  if  they  allowed  l-'lastern  jobbers  any 
privileges  which  they  are  not  prepared  to  grant  to 
the  local  jobbers.  We  feel  that  it  is  only  nt^-essary 
to  draw  their  attention  to  tliis  point,  as  we  know  the 
retailei-s  are  fair-minded  enougli  to  protect  the  local 
.Tohhors'  interests  as  well  as  their  own." 
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HERCULES  RIB 

The  Limit  of  Strength. 
2  X  1  Rib. 


Everywhere  in 
'^^  Canada 


w-ii'ifmiffi^/M 


^> 


ROCK  RIB 

Strong  as  Gibraltar. 


1  X  1  Rib. 


IS  ONE  OR  THE 
OTHER  OF  THESE 
TWO    BRANDS 


OUR  SALES  TELL  THE 
TALE 

B   B 

YOUR  JOBBER  HAS  THEM 


The 


Chipman-Holton  Knitting  Co. 

Limited 
HAMILTON         -         WELLAND 


E.  H.  WALSH  &  CO. 

SOLE  SELLING    AGENTS 


TORONTO,  MONTREAL 
AND  WINNIPEG 


Please  mention  The  Reznew  to  Advertisers  and  Their  Travelers. 
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Suit  of  cheviot  serge  slightly  cut 
away  in  front.  The  front  panel  and 
band  is  all  in  one  and  the  skirt  has 
pleats  set  in  at  the  side  of  the  back 
panel.  The  collar  and  cuffs  are  of 
black  coney 


m^mmmf^ai^mmmmmmmmtm 


READY-TO-WEAR 
GARMENTS 


Fall  Suit  Samples  Ready 

Manufacturers  Agree  on  26-28  Inch  Coats  and  Plain 

Skirts  — Novelty   Coats   Will   be   Shorter,  Heavier 

Weights   and    Rough  Finished  Materials  Seen 

THE  interest  at  this  time  of  the  year  always 
centres  upon  the  lengths  of  the  suit  coat,  and 
the  skirt  is  also  an  item  of  interest  for  the 
besides  the  length  of  the  coat  the  width  of 
coming  Fall.  Most  manufacturers  seem  to  agree  that 
26  to  28  inches  is  the  proper  length  for  the  Fall  suit 
coat.  Paris  still  adheres  to  the  short  coat,  but  a 
shorter  length  than  26  inches  for  utility  wear  is 
scarcely  a  practical  garment  for  Canadian  winter. 
There  is  no  doubt  that  fancy  models  will  be  shown 
with  shorter  coats  but  for  general  selling  the  coat 
lengths  promise  to  be  from  26  to  28  inches  long. 

The  tight  narrow  skirt  is  still  on  the  crest  of  the 
wave  and  it  is  up  to  the  Canadian  manufacturer  to 
preserve  the  straight  line  narrow  effect  and  at  the 
same  time  to  put  out  a  practical  garment.  Though 
some  gored  models  are  shown  the  skirt  with  the  panel 
back  and  front  is  the  one  most  favored.  It  is  a 
plain  straight  skirt  to  below  the  knee,  but  below  that 
pleats  that  are  pressed  perfectly  flat  are  put  in  in  ci 
large  variety  of  forms. 

New  skirts  measure  from  two  yards  to  two  and  a 
half  around  the  bottom  though  some  are  a  little 
wider.  Many  New  York  models  have  no  panel  in 
front  but  have  a  panel  at  the  back  and  over  that  a 
loose  panel  known  there  as  the  panel  sash.  This 
panel  is  stitched  down  'o  the  skirt  to  just  below  the 
hip  line  and  hangs  loose  to  the  knee  and  is  finished 
with  a  line  of  braid  or  some  other  trimming. 
Nearly  all  skirts  have  a  stitched  belt  attached  of  the 
material  and  a  few  have  the  waist  line  slightly 
raised  and  a  drop  belt  attached  inside. 

Coats  are  cut  on  straight  lines  and  the  plain 
tailored  suit  has  the  notched  collar.  Where  the 
style  is  more  elaborate  the  collar  is  often  on  the  new 
fichu  order.  Perhaps  the  smartest  cut  has  roundtd 
corners  without  being  cut  away  and  four  large  but- 
tons are  used  for  the  closing.  Buttons  nro  not  so 
elaborate  this  fall  but  are  strictly  in  keeping  witli 
the  cloth. 

The  long  cool  Spring  has  favored  the  sale  of 
suits  and  the  Spring  business  has  been  decidedly 
a  good  one.  The  prospect  before  the  inanufiictnror 
is  decidedly  brighter  tlian  a  year  ago.  'I'lic  totMl 
change  in  style  has  been  a  benefit  to  the  suit  busi- 


ness and  while  the  cut  is  much   along  the  same 
lines  for  Fall  the  materials  are  decidedly  new. 

Light  weight  smooth  finished  cloths  have  been 
replaced  by  heavier  fabrics  in  soft  makes  and  with 
a  rough  or  semi-rough  finish.  Soft  finished  serges, 
plain  and  fancy  cheviots,  chinchilla  and  camels' 
hair  finishes  are  the  novelties  in  suit  cloths. 
Mannish  tweeds  and  suitings  are  being  well  taken 
up,  and  the  trade  is  going  in  heavily  for  the  popu- 
lar Scotch  effects. 


Trouser  skirt  of 
peau  de  soie. 
trimmed  with 
satin,  as  shovvii 
by  Gardiner. 
Foley  &  Co.. 
Toronto. 


Both  hollow  cut  cord  and  plain  velveteen  suits 
are  shown  by  the  leading  garment  houses.  These 
suits  are  trimmed  with  braid  and  in  some  instances 
with  imitation  furs.  Novelty  suits  are  also  shown 
in  double  faced  fabrics. 

For  mid-summer  selling  plain  tailored  and  semi- 
plain  suits  of  linen  and  rep  in  pale  blue.  pink. 
mauve  tan  and  white  are  showing,  as  it  is  expected 
that  tlioro  will  be  a  demand  for  suits  of  this  kind, 
when  the  season  is  further  advanced. 
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Sheets    and    Pillow    Slips 

That  Bear  the     ^^^   Laurentian  Mark 


WAtliV 


Are  Excellent  ^^^^  Goods  to  Carry 


THEIR  VALUES  MAKE  SALES 

THEY  ARE  READY  FOR  USE 

CAN  BE  SUPPLIED  ON  SHORT  NOTICE 

CONTAIN  ONLY  THE  BEST  MATERIALS 

ARE     WELL    FINISHED 
AND  STRONGLY  MADE 

Laurentian  Waists  and  White^vear 

offer  unsurpassed  advantages  where  perfect 
styles  for  immediate  sales  are  required.  We 
have  greatly  improved  facilities  for  securing  the 
latest  modes  and  reproducing  them,  or  creating 
effects  that  meet  the  demand  of    the  moment. 

Laurentian  Goods  are  Modern 


=  Diamond  Whitewear  Co.,  Limited 


THREE  RIVERS,  QUEBEC 


MANITOBA,  B.C.,  SASK.,  ALTA.  :  TORONTO:  MONTREAL  and  EASTERN  ONTARIO 

Geo.  Strachan  W.  H.  Piton  Z.  P.  Benoit 

E.  L.  Burden  Empire  Building  Mark  Fisher  Building 

QUEBEC  PROVINCE  :  MARITIME  PROVINCES : 

J.  A.  Morin,  130  Joseph  Street,  Quebec  Alex.  Burr,  St.  John,  N.B. 
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New  Lingerie  Blouses 

Stripes     of     Color    Combined    With    Insertion    of 
New     Kimona    Effects—  Tailored    and    Semi-Tail- 
ored  Lines   for   Fall. 

Two  new  styles  in  lingerie  blouses  have  been  re- 
cently added  to  the  variety  already  offered  for  Sum- 
mer wear.  In  both  of  these,  developed  as  they  are 
in  various  qualities  of  mulls  and  organdies,  the 
novelty  depends  on  the  introduction  of  a  touch  of 
color. 

In  one  with  the  all-fashionable  kimona  sleeve, 
stripes  of  color  are  inserted  with  the  insertions  of 
lace  and  embroidery,  and  a  piping  of  the  same 
finishes  the  edge  of  the  kimona  sleeve,  and  the  top 
of  the  high-fitting  collar.  Slightly  similar  is  the 
kimona-sleeve   blouse     with     the    low   Dutch   neck. 


Handsome  IinKerie  kimons  waist 
shown  by  The  Eclipse  \A/hite- 
wear  Co  ,   Toronto. 


New  pongee  silk  waist,  smart 
and  summery.  Shown  by  The 
Eclipse  Whitewear  Co..  Toronto. 


square  or  round,  a  style,  by  the  way,  which  dealers 
have  been  finding  considerable  difficulty  to  keep  in 
stock.  In  these  the  touches  of  color  are  used  in  ex- 
actly the  same  way  as  ordinary  insertions  and  in  the 
fine  white  sheer  white  goods,  the  combination  with 
pale  blue,  pale  pink,  mauve  or  pale  green,  black, 
navy  and  even  champagne  tints  are  wonderfully 
dainty  in  effect. 

Another  style  is  the  simple  sailor  blouse  with 
low-nceked  sailor  collar,  with  the  collar  and  cuffs 
edged  in  a  color,  which  may  also  decorate  the  ])ocket, 
and  be  used  entirely,  or  as  an  edging  for,  the  tie, 
bow  or  jabot. 

The  sale  of  middy  waists  still  keeps  up  and  indi- 
cations are  that  the  middy  .styles  will  be  a  big  item 
in  the  blouse  department  when  the  heated  season 
arrives. 

The  new  lingeries  show  the  yoke  continued  in 
a  stripe  down  the  arm  and  with  the  collarless  neck 
and  the  shorter  sleeve.  Waist  developed  with  the 
emln-oidery  pattern  running  across  instead  (^f  un 
and  down  are  .selling. 

For  late  Summer  and  early  Fall  soiling,  lin- 
geries are  shown  with  machine  embroideries  in  Bul- 
garian colors  and  patlorns.  Those  eml)roiderios  are 
worked  wnth  washable  cotton  and  come  in  combina- 
tions of  red,  ])umpkin.  Empire  green,  and  Persian 
blue.     As  a  rule  there  is  an  oml)roidered  voke  and  a 


band  down  the  sleeves  .set  in  with  Cluny  or  Valen- 
ciennes insertions  and  the  rest  of  the  waist  ha.s  the 
usual  trimming  of  lace  and  embroidery. 

New  Blouse  Fabric. 

(Jwing  to  the  better  prospects  before  the  two- 
piece  tailored  suit  the  waist  manufacturers  are  put- 
ting out  an  exten.sive  line  of  tailored  and  .semi- 
tailored  waists  for  Fall  selling.  A  big  rival  to  linen 
a.s  a  blouse  fabric  is  a  new  cotton  fabric  made  from 
Egyptian  cotton  in  linen  weave.  This  fabric  is 
known  to  the  trade  as  Cairo  cloth  and  not  only 
makes  up  well  but  launders  and  gets  up  beautifully. 
Pin-striped  and  line-checked  Madras  the  stripes  com- 
ing in  black  and  the  leading  colors,  striped  zephyrs 
sheer  vcstings  and  cotton  and  w'ool  and  silk  and 
cotton  outing  flannels  are  some  of  the  new  fabrics 
used  for  Fall  tailored  waists. 

The  tailored  waists  are  on  the  severe  order  and 
are  made  with  yokes  and  the  back  and  drop  yokes. 
The  only  break  away  is  the  introduction  of  tucks 
at  the  back  and  the  fact  that  the  front  closing  is 
varied.  The  new  sleeve  is  very  plain,  tight  and 
straight. 

Semi-tailored  waists  are  developed  in  lawn,  heavy 
voile  or  etamine,  and  in  the  new  basket  cloths  and 
are  trimmed  w'ith  heavy  linen  laces  in  the  natural 
shade.  The  sleeves  are  %  and  square  and  Dutch 
necks  are  used,  while  the  kimona  effect  is  given  by 
lines  of  trimming  running  from  the  neck  over  the 
shoulders  and  finishing  with  a  point  on  the  .sleeve. 


Fall  Line  of  Separate  Skirts 

Novelty   Models   Show   Scarf   Drapery    and    Sim- 
ulated   Tunic    Effects — Original  Styles  Show  New 
Features — Popular   Cloths   Offered. 

Manufacturers  of  separate  skirts  are  putting  out 
an  exten.sive  line  for  the  Fall.  The  new  skirts  run 
from  the  practical,  useful  model,  2^2  yards  or  wider, 
to  olal)orate  narrow  effects  and  the  new  divided  or 
trouser  skirts. 

There  has  been  a  limited  sale  for  some  of  these 
models,  some  for  show  purposes,  and  the  more  prac- 
tical numbers  have  been  taken  out  West.  Some  of 
these  models  do  not  show  the  division  unless  the 
wearer  is  walking,  and  then  only  to  a  slight  degree. 

Very  narrow  models  are  shown  with  the  .>*1  ashed 
hem.  tiiat  is  the  hem  of  the  skirt  is  cut  into  a 
series  of  tabs  about  four  inches  deep.  The  skirt 
above  comes  in  overskirt  effect,  and  is  very  narrow, 
the  slashing  of  the  hem  giving  the  necessary  liberty 
of  movement. 

In  the  higher-priced  models,  scarf  drapery  effects 
and  similated  tunic  effects  are  shown.  Manv  of  these 
models  are  developed  in  satin-fini.«hed  broadcloths, 
and  the  trimmings  used  are  wide  braids,  folds  of 
tho  material  and  covered  buttons.  The  raided  waist- 
lino  with  tho  drop  belt  inside  is  a  feature  of  the  bet- 
tor skirts.  The  gored  models  with  the  i^anel  back 
and  front  and  with  ]iloats  introduced  to  siive  more 
fullness  is  the  popular  model.  Many  skirts  have  tho 
stitched  belt  attached,  and  some  of  those  belts  are 
dooidodly  original  in  cut. 

So]iarato  skirts  are  dovolopod  in  serges,  tweeds, 
mannish  cloths.  ]-»lain  and  fancy  cheviots,  fancy 
mixtures.    Saxony    pannmas.   broadcloths   and    voile. 
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Garments 


F  881  $9.50  Ea. 

Tailored  Panama  Dress 
in  all  new  shades. 


New 


F  670  $3.75  Ea. 

Messaline  Silk  Waist, 
Kimono  sleeves,  yoke 
and  sleeves  trimmed  with 
Boot  Lace  Trimming. 


F  880  $12.75  Ea. 

Foulard  Silk  Dress  in 
all  the  season's  newest 
shades. 


Fall 


F  892  $11.50  Ea. 

Panama  Dress,  circular 
tucking  on  yoke  and 
sleeves,  skirt  trimmed 
with  braid. 


Range 


F  1190  $7.75  Ea. 

Black  Voile  Skirt,  Panels 
of  Silk  Cording. 


R.  D.  FAIRBAIRN  CO.,  Limited 


107  SIMCOE  ST.  TORONTO 


President,  Rhys  D.  Fair  bairn 


Vice-Pres.,  F.  J.  Knight,  W.  C.  Cliff 
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Stylish    Dresses    for    Fall 

Variety  of  Fabrics  Selected  for  One-piece  Dresses 
and  Costumes—  Smart  Styles  Show  Much  Novelty 
in   Trimmings   and   Design  —  Models   for   Summer 

One-piece  dresses  and  costumes  for  the  late  sum- 
mer and  the  early  fall  season  are  showing  in  a  wide 
variety  of  materials.  The  cut  is  along  Empire  lines 
and  is  modified  to  meet  the  demands  of  the  trade 
that  wants  smart  styles,  not  too  extreme.  The  waist- 
line is  raised,  but  it  is  not  too  high,  and  though 
fancy  effects  show  the  girdle  and  sash  finish,  many 
models  are  joined  at  the  waist  with  a  cord  or  piping. 

Round  lengths  prevail,  and  skirts  are  narrow 
and  many  have  straight  hanging-over  tunics,  while 
others  are  so  cut  as  to  give  the  over-tunic  effect.  The 
bodice  is  cut  in  one,  with  the  sleeve  kimona  fashion, 
and  the  sleeves,  as  a  rule,  only  extend  to  the  elbow, 
where  often  there  is  a  little  cap  effect,  given  either 
])y  the  cut  of  the  sleeve  or  the  trimming. 

Round  and  Dutch  necks  are  seen,  but  the  ma- 
terial dresses  as  a  rule  have  a  round  yoke,  with  a 
high  collar  made  of  fine  patterned  net. 

Many  dresses  are  of  two  fabrics,  thus  a  plain  me-^- 
saline  will  be  combined  with  a  striped  Jap  satin,  and 
a  silk  crepe  will  be  trimmed  with  satin. 


A  particularly  smart  model  of 
handsome  embroidery.  Shown 
by  The  Eclipse  Wnitewear  Co., 
Toronto- 


A  popular  seller  from  the  new 
"Eclipse"  ranfte  of  waists. 
Shown  by  Eclipse  Whitewear 
Co..   Toronto. 


Among  favored  fabrics  are  soft-finished  foule 
.serges,  satin-finished  Venetians,  etimines  and  voiles. 
Though  the  materials  are  varied,  the  one  general 
style  runs  through  all,  and  it  is  the  simplicity  of 
effect  that  gives  the  key-note. 

Serges  and  Venetians  dresses  are  open  in  front, 
and  arc  fastened  with  buttons  set  on  straps  having 
buttonholes.  Often  this  front  fastening  is  simulated 
and  a  kind  of  side  fastening  effect  is  given,  and  in 
addition  there  are  numerous  sa.sh  effects  carried  out 
in  satin. 

Other  ornaments  used  are  ta.ssels  and  satin-cover- 
ed buttons.  Black  satin  is  freely  used  as  trimming, 
but  touches  of  Empire  green.  Kings'  blue  or  coro- 
nation red  often  appear  in  the  trimming  -«!chenies. 
Standing  braid  and  cord  embroidery  are  also  very 
extensively  used  trimmings. 

Such  fabrics  as  serges  and  ^''enetians  are  made 
with   either  plain   gored   or  ]ianol    liack   and    front 


skirts,  and  are  almost  always  set  onto  the  skirt  with 
a  piping  or  cord.  Cord  and  tassel  girdles  also  give 
a  new  effect. 

\'oile  dresses  are  heavily  trimmed  with  cord  and 
standing  braid  embroideries  and  have  the  overskirt 
effect,  the  skirt  being  finished  by  a  side  or  box-pleat- 
ed flounce. 

Silk  crepe  dresses  .show  an  allover  pattern  in  bro- 
caded effect.  There  is  a  wide  band  of  satin  at  the 
foot,  and  an  overskirt  effect  is  given  by  a  narrower 
band  of  satin  placed  above  the  wide  one,  A  new 
touch  is  the  fichu  collar  of  satin,  the  V  space  being 
filled  in  with  the  crepe  and  a  yoke  of  fine  silk  em- 
broidered net, 

AVide  45  and  42-inch  flouiicings  play  an  import- 
ant part  in  the  development  of  lingerie  models. 
Fine  white  Swiss  mulls  are  elaborately  trimmed  with 
Swi.ss  embroideries  and  Torchon  laces,  but  the  no- 
velty in  lingerie  lines  is  the  use  of  colored  em- 
broideries. Mull  and  white  cotton  voile  come  ela- 
borately embroidered  in  shades  of  coral.  Kings'  blue, 
.sky,  Copenhagen  and  mauve,  A  heavy  demand  is 
expected  for  these  mull  and  voile  dresses. 

Among  the  fabrics  used  for  dresses  and  costumes 
are  soft  satins,  me.ssalines,  pailettes,  satin  de  chine, 
Jap  satin,  plain  and  brocaded  silk  crepe,  soft-finish- 
ed serges,  satin  finished  Venetians,  mull  and  cotton 
voile.  To  the.se  may  be  added  bordered  delaines, 
made  up  with  the  borders  used  for  trimming. 


Petticoat  on    Narrow   Lines 

Manufacturers    Adopting    it   to    the    New 

Skirt    Vogue  —  More    Attention    to 

Shaping    Around    Hips 

The  straight,  narrow  dress  skirt  is  a  fixture  at 
any  rate  for  Fall,  and  the  petticoat  manufacturer  is 
carefvilly  considering  how  to  adapt  the  underskirt 
to  the  new  fashion.  Two  yards  and  under  is  the  ac- 
cepted width  of  the  outside  skirt,  and  the  underskirt 
cannot  with  any  degree  of  comfort  be  cut  much 
wider.  The  new  .skirt  is  cut  with  straight  gores 
reaching  well  below  the  knee,  and  is  finished  with  a 
pleating  or  a  shirred  flounce  edged  with  a  built  up 
flounce  of  bias  pieces  to  hold  out  the  hem  of  the 
dress  at  the  foot.  Some  flounces  are  cut  so  as  to 
eliminate  gathers.  Many  show  panels  with  groups 
of  pleating  in  between,  and  all  trimming  is  designed 
with  the  intention  of  giving  as  much  freedom  as 
possible  without  any  extra  fullness. 

More  attention  is  being  paid  than  ever  to  the 
shaping  of  the  skirt  around  the  hips  and  waist,  as 
a  perfect  fit  here  precludes  any  bagging  and  wrink- 
ling, and  insures  the  proper  hang  to  the  skirt. 

For  the  better  trade  me.*salinos,  pailottO'^  and  .•^oft 
fini.-^hed  clinging  silks  are  those  wanted,  but  for  the 
medium  and  popular  end  soft  finished  taffetas  and 
the  many  cotton  fabrics  that  so  closely  imitate  silk 
are  the  sellers. 

The  city  stores  are  showing  both  knee  length  and 
ankle  length  pantaloons,  made  of  messalines  and 
pailettes.  The.'^e  garments  are  only  regarded  as  a 
high  novelty,  and  the  sale  is  strictly  a  limited 
one. 
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SUITS,  COATS 


AND- 


DRESSES 


IN  connection  with  our 
sellingplans  for  Fall, 
we  wish  to  announce 
that  within  forty-eight 
hours  of  this  copy  going 
to  the  publishers,  we 
have  secured  through  a 
prominent  German 
manufacturer,  control  of 
a  Fall  and  Winter  Coat- 
ing Material  which 
will      be      known      as 


%% 


WINTEX 


99 


In  order  to  secure  ex- 
clusive control  of  this 
cloth  we  have  contracted 
for  approximately  ten 
thousand  (10,000)  yards 
which  we  will  make  in 
garments     to   cost    from 

$10.00  to  $18.00 


THE  magnitude 
and  complete- 
ness of our  new 
FALL  Line  has  al- 
ready been  substan- 
tially recognized  by 
many  PROMINENT 
BUYERS  — men  of 
acknowledged  ability 
who  have  attained  their 
position  and  promin- 
ence solely  through 
aggressiveness  and 
foresight  — do  you  be- 
long in  this  class  ? 
REMEMBER  obstin- 
acy and  sentiment  are 
two  things  that  have  no 
place  in  business  to-day 
and  we  do  not  want  one 
penny  that  is  not  spent 
in  your  own  interests. 
We  stand  ready  to  "show 
you" — no  matter  where 
you're  from  ! 


ORIGINALITY     IN     DESIGN 


Fall  Lines   Complete  Jyiay  15th. 

J.  H.  WINTERS  &  COMPANY 

KING  AND  SPADINA        -         -  -        TORONTO 
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Handsome  motor  coat  of  re- 
versible blanket  cheviot.  Deep 
shawl  collar^worked  out  in  plaid 
back  of  the'materiali  patch  pocket 
on  one  side  with  flap  of  reverse 
material;  cuff  adjustable  so  as  to 
button  over  tight  for  driving  pur- 
poses. Three-quarter  belt  effect 
to  button  at  side  front ;  trimmed 
with  large  imported  gilt  buttons. 
—  Shown  by  the  Consolidated 
Cloak  Co.,  Ltd.,  Toronto. 
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LIVE  LINES  Eor  the 

CLOAK 
SECTION 


No.  369 


Sample  Garments  are  now 
ready  for  the  Fall  Trade, 
including   a   fine   line   of 

COATS 

AND 

SUITS 

THE  STYLISH  COAT  SHOWN 
RETAILS  AT  $12.00 

A  Full  Length  (54  inches)  Coat  of  imported 
Beaver  in  Black,  Blue,  Green  and  Brown ; 
mercerized  (saddle)  lining,  military  collar, 
semi-fitting  back. 

This  very  striking  model  embodies  the  latest 
fashion  note  from  imported  designs.  It  is 
clean  cut,  stylish,  and  a  most  desirable 
garment   for    the    ready-to-wear    department. 


SEND  FOR  SAMPLES. 


THE  CONSOLIDATED  CLOAK  CO 

144  Front  St.  W.,  Toronto 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 


Coming  Coronation  Creates  Stir  in  Paris 

Queen's  Decision  to  Patronize  None  But  British  Made  Goods  has  Caused 
Remarkable  Demand  for  These  Fabrics  in  France  —  Styles  Noted  at  the 
Horse     Show  —  Laces     Likely    to     Return     to    Favor  —  Millinery    in    Paris 

Staff   Correspondence 


Paris,  France,  April  18. 

THE  holding  of  the  horse  show  in  the  early 
Spring  has  scored  a  big  success,  for  corning 
just  as  the  season  is  opening,  it  has  afforded 
an  opportunity  for  a  brilliant  fashion  event. 
Serge  de  soie  is  taking  the  place  of  the  almost 
too  popular  satin ;  at  any  rate,  for  tailored  suits.  A 
very  elegant  suit  of  this  fabric  was  worn  by  one  soci- 
ety woman.  The  short  coat  was  braided  with  black 
galoon  and  soutache,  and  a  new  touch  was  the  revers 
and  cuffs  of  white  suede.  The  skirt  wa.s  fashioned 
with  a  tunic  in  front,  and  had  an  odd  detached  se- 
parate piece  that  fell  loosely  at  the  back. 

Another  tailored  suit  was  of  British   tweed   in 


black  and  grey.  The  simplicity  of  this  suit  was  most 
striking.  It  was  garnished  with  round  ball  steel 
buttons  on  one  side  of  the  skirt.  Many  black  and 
white,  and  grey  and  black  tweed  suits  were  worn, 
and  a  favored  trimming  was  black  velvet  edged  with 
white  suede.  Steel  ball  buttons  or  buttons  covered 
with  the  fabric  are  used  to  complete  the  trimming. 

Blue  and  white  or,  newer  still,  black  and  white 
striped  satin  foulard  is  often  used  for  collar?  and  fac- 
ings. Sometimes  the  fabrics  are  reversed  and  the  dress 
or  suit  will  be  of  .silk  serge  or  satin,  and  the  facings 
and  the  suit  of  cloth  will  have  the  facings  of  satin. 

Thus  a  tailored  dre.?s  of  blue  .serge  was  trimmed 
with  black  and  white  striped  foulard,  and  .showing 


Suit  of   the  new  Mediterranean  blue 

sural)  sertfo,  with  tichu  colliir:  deep 

cufis  and  band  on  the  skirt  of  black 

and  of  black  and  white  cloth. 


Suit  of  cachemire    de    soie    with    a 

Directoirc  coat  with  facinifs  of   black 

satin    and    Oriental     embroidery 


Three-piece  suit  of  pin-striped  surah 
in  Kind's  blue      The  sash   is  of   Em- 
pire Rreen  satin,  \vith  the  ends  em- 
broidered   in    wool. 
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ECLIPSE 

Shirt  Waists 

are  just   what  you  want 
when  you  want  them. 


Styles  in  shirt  waists  are  so  much 
a  matter  of  the  moment  that  it  is 


5703                                 $8.50  Doz. 5709  $19.50  Doz. 

Ladies'  Sailor  Waist,  new  abSOlutely  eSSential  that  deliveries  very  smart  Embroidered  Waist 

sleeve  and  tie.     Trimmed  .li-„ j..-...: _t__ii     t-_  —panel  effect. 

navy  or  sky, 

immediate. 


on  the  new  productions  shall  be 


Our  equipment  makes  possible 

IMMEDIATE  DELIVERIES 

on  the   most   fascinating   modish 
waists  to  be  had  in  Canada. 

Send  your  order  to-day  for  these. 


5700  $11.00  Doz. 

Very  attractive  Lingerie 

Waist,  new  sleeve. 


*'It's   the  something 
different  that  does  it." 


5687 


$30.00  Doz. 


5705  $8.00  Doz. 

Scotch    Zephyr     Waist, 
sailor  collar,  peasant  sleeve. 


"Fit,  finish  and  material 
guaranteed." 


Handsome    LingCiie  Model  with 

new  kimona  sleeve.     Richly 

embroidered. 
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SPRING  STYLES  IN  WALKING  SUITS  —  SHOWN  BY    DEBENHAMS 
(CANADA)  LIMITED 

These  are,  of  course,  sketched  from  the  Paris  models.  Models  were  made  in  navy 
coating  serges  and  a  black  and  whilfe  stripe  material.  The  trimmings  used  for  facings 
and  the  collars  are  chiefly  bold  black  and  white  stripes.  Where  braid  is  used  as  a 
trimming,  crochet  buttons  would  be  employed.  Many  buttons  are  being  used  with  a 
dash  of  red. 
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These  goods  are  Essentially  Correct,  Decidedly  Saleable.    The  Prices  are  Right, 
Surprisingly  Right.     Let  us  send  you  thi-ee  each  of  some  of  these  Very  Latest  Ncw 

York  Numbers  as  a  sample  order. 

JUNE 

1st 

DELIVERY 


Style  646— Stripe    satin   Jap,,  trimmed   with  plain   messaline  to  match.  Black        Style  622— Cotton  Voile  (White  Only),  trimmed  with  latest   hand  embroidery 


and  colors. 

Style  647---Messaline  silk,  trimmed  with  white  striped  satin  in  Jap.  harmoniz- 
ine  shades.  Black  and  colors. 

Style  623---Fine  Swiss  mull(  White  Only),  embroidered  in  new  shades  of  coral. 
■     ^     Itinf^'c  blue,  lavender.  Copenhagen,  sky  and  navy. 

Style  624---Fine  Swiss  mull  (White  Only),  trimmed  with  Swiss  embro  dery  and 
tortion  lace. 


Shades  coral  and  white,  king's  blue  and  white,  lavender  and  white,  sky 

and  white,  navy  and  white 
Style  603---Cotton    Voile,   fine    quality    (White      Only),    trimmed    with     hand 

embroidery,  in  latest  shades  of   coral  and  white,  kinff's  blue  and   white, 

navy  and  white.  Copenhagen  and    white,   lavender   and  white,  sky  and 

white. 
Style  1121---Cotton  Voile,  hne  quality  (\Vhite  Only),    trimmed    with  Val.   and 

fine  cording  in  shades  of  sky.  king's  blue,  coral,   Copenhagen,   lavender 

and  navy. 


The  Emeness  Co.,  Limited 


100  Spadina  Avenue 

Toronto,  Ont. 
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the  opposite  combination,  a  smart  suit  of  surah  serge 
had  the  large  collar  and  other  trimmings  of  black 
and  white  striped  cloth.  This  dress  was  of  the  new 
Mediterranean  blue,  a  color  that  is  softer  than  Kings' 
blue,  and  has  a  whitish  cast.  The  coat  was  very 
short  and  very  straight,  and  the  narrow  skirt  was 
cut  circular  down  to  below  the  knee.  The  continuing 
flounce  was  slashed  at  each  side  of  the  front,  forming 
a  panel.  The  panel  and  the  rest  of  the  skirt  were 
trimmed  with  a  broad  band  of  the  striped  cloth,  cut 
on  the  bias.  Plain  blue  satin  was  inlet  on  each  side 
of  the  panel,  filling  up  the  slash,  and  there  was  u 
loose  panel  sash  lined  with  the  satin  reaching  to 
about  the  knee  at  the  back. 

Green  is  often  combined  with  blue  or  with  blue 
and  white,  and  a  very  pretty  dress  of  blue  and  white 
striped  surah  had  the  cienture  and  sabretache  of 
bright  green  satin,  with  the  ends  embroidered  in 
wool. 

Qyaint  Striped  Patterns. 

Stripes  are  immensely  popular,  many  dresses  be- 
ing of  striped  fabric,  and  where  the  fabric  is  plain 
the  trimming  is  often  of  striped  bands  of  silk  or 
cloth.  The  stripes  favored  are  small  and  far  apart 
or  are  the  odd,  quaint  striped  patterns  worn  in  the 
early  Revolutionary  days.  Small  checks  are  increas- 
ing in  favor,  and  spots  and  square  dots  are  the  favor- 
ed patterns  in  foulards,  voiles,  marquisettes  and  other 
printed  fabrics. 

Grey  is  another  fashionable  color  and  both  smoke 
and  nickel  greys  are  popular.  A  very  handsome 
gown  seen  at  the  Horse  Show  was  of  smoke  grey 
tussah,  embroidered  with  blue  and  grey.  The  long 
tunic  was  slit  up  each  side  and  opened  over  a  panel 
of  ecru  lace,  with  the  pattern  outlined  with  blue  and 
grey  wool.  Another  grey  dress  that  was  much  ad- 
mired was  of  dark  nickel  grey  surah  and  drap  de  sole. 

Empire  green  is  the  newest  trimming  color,  and 
is  a  strong  rival  to  fuchsia  and  coral  shades.  This 
brilliant  color  is  often  used  to  edge  the  big  collars 
or  to  border  the  wide  black  galoon  trimming  so  much 
used  on  tailored  suits. 

Striking  Black  and  White  Effects. 

There  is  quite  a  revival  in  the  use  of  striking 
black  and  white  effects,  and  they  are  returning  with 
increasing  persistence.  This  gives  rise  to  another 
feature ;  that  is  the  use  of  revers  and  facings  of  white 
suede  or  silk  on  blue  or  black  suits.  White  top  shoes 
are  worn  with  costumes  trimmed  in  this  manner  and, 
more  striking  still,  the  heels  are  also  white. 

Most  women  are  wearing  black  velvet  shoes  wdth 
light  grey  or  black  suits,  and  the  very  brightest  hued 
stockings  are  worn  with  them.  At  the  Paris  horse 
show  shoes  and  stockings  to  match  the  hat  were 
noted,  and  the  result  was  a  brilliant  display  of  hosi- 
ery. Stockings  and  shoes  must  in  some  manner  be 
brought  into  harmony  with  the  rest  of  the  toilette. 

A  very  pretty  fashion  taken  up  by  the  majority 
of  smart  women  is  the  wearing  of  a  single  large 
flower  in  the  buttonhole  of  the  coat. 

Influences  of  Coronation. 

Many  new  fashions  are  evidently  being  intro- 
duced in  anticipation  of  King  George's  appronchip.g 
coronation.  As  Queen  Mary  has  voiced  her  inten- 
tion of  wearing  only  British-made  fabrics,  and  there 
is  an  evident  intention  on  tlio  part  of  the  court  set 


to  follow  her  lead,  not  only  suits  of  British  tweeds 
and  serge  are  shown  by  the  model  houses,  but  many 
handsome  evening  gowns  of  rich  Briti-sh  velvets, 
both  plain  and  brocaded,  or  of  lovely  br(»caded  sa- 
tins, heavy  with  silver  and  gold  are  shown.  Nor 
are  lighter  fabrics  wanting,  for  lovely  crepes  are 
shown,  manufactured  in  the  north  of  England.  Bril- 
liant colors  and  the  la\'ish  use  of  laces  are  coming 
back,  and  their  return  must  also  be  ascribed  to  the 
crowning  of  King  George. 

Foulards,  marquisettes,  grenadines  and  other 
printed  fabrics  come  in  spotted  and  striped  patterns, 
and  in  such  colors  as  rose,  fuchsia,  begonia,  cerise, 
purple.  Kings'  blue,  Mediterranean,  vert  Empire, 
sapphire  and  other  brilliant  shades.  High  colors 
are  being  introduced  in  serges  and  other  wool  fab- 
rics. Red  and  blue  combined  are  used  everywhere, 
nor  is  the  combination  confined  to  soft  deep  blues  and 
ruby  tones,  but  hard  scarlet  and  brilliant  blue  are 
often  used  together.  The  combination  of  red,  white 
and  blue  is  often  seen,  and  the  Revolutionary  stripes 
are  shown  in  these  three  colors,  and  in  other  odd  and 
quaint  color  effects. 

Many  of  the  summer  models  have  a  short  cuirass 
tunic  of  lace  or  embroidered  mousseline.  A  Doucet 
model  of  cream  musHn  over  cream  surah  had  one 
of  these  new  tunics  of  filet  lace  embroidered  in  with 
black  and  green  silk.  The  tunic  was  slashed  up  each 
side  and  was  finished  with  green  silk  tassels  at  each 
corner. 

An  Empire  green  satin  girdle  crossed  both  front 
and  back,  leaving  the  sides  bare,  and  the  skirt  was 
trimmed  around  with  a  wide  band  of  lattice  work 
made  of  inch-wide  satin  ribbon. 

Sash  a  Big  Feature. 

The  sash  in  numerous  forms  is  a  big  feature  of 
all  the  new  gowns,  and  is  used  by  the  leading  dress- 
making houses  to  give  the  dash  of  color  to  a  gown 
that  is  now  one  of  the  leading  fashion  features.  On 
many  gowns  these  sashes  take  the  form  of  long  and 
graceful  streamers  that  encircle  the  waist  and  fall 
(lown  to  the  hem  of  the  dress.  Tassels,  fringes  and 
shirred  ribbon  trimming  effects  are  all  used  as  an 
end  finish,  and  generally  they  are  weighted  to  drag 
the  soft  silk  of  the  sash  into  graceful  folds. 

Popularity  of  the  Bag. 

Every  woman  carries  a  bag  or  reticule  finished 
with  long  cords  ended  with  tassels.  Many  of  the*e 
bags  are  of  rich  brocade,  stiff  with  gold  l^raid  and 
rich  embroidery.  They  are  decidedly  Oriental  in 
effect,  and  indeed  there  is  a  craze  now  for  everything 
that  smacks  of  the  East.  There  are  Turkish  tur- 
bans and  bonnets,  Turkish  trousers,  bolero^,  and  gav 
embroideries  stiff  with  gold  and  color. 

Lace  Becoming  Fashionable. 

The  coronation  threatens  to  make  lace  more  fa- 
shionable than  embroidery,  as  the  rich  Venise  and 
filet  laces  are  more  suited  to  the  heavy  velvets  and 
brocades.  Fashion  will  not  abandon  its  love  for 
iMistern  eft'ects,  and  therefore  the  lace  designers  have 
gone  back  to  the  Byzantine  epoch  for  inspiration. 
The  liunian  figure,  fantastic  animals,  and  conven- 
tionalized trees  and  flowers  are  used  as  motifs,  and 
are  worked  onto  or  darned  into  wide  filet  bands. 
Veni.'5e  lace  has  always  been  the  lace  of  kings,  and  is 
associated    with    rich    robes   of   velvet   and    brocade. 
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Canada  Cloak  Co. 

LIMITED 

63-71  West  WeUington  St. 
TORONTO  CANADA 


MANUFACTURERS   OF 


WOMEN'S,  MISSES'  AND 
CHILDREN'S  COATS 

FUR-COLLARED  COATS 

WOMEN'S  AND  MISSES'  SUITS 
WOMEN'S  SKIRTS 
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Suit  of  satin-finished  broadcloth,  showing 
cut-away  effect  in  front  and  narrow  satin 
roll  collar  with  the  low  closing  accom- 
plished by  two  covered  satin  buttons. 
The  skirt  is  in  over-skirt  effect,  with  a 
row  of  satin  buttons  up  the  side.  The 
hem  is  slashed  about  four  inches  up  and 
shows  the  foot  and  ankle. 


Coat  of  heavy    Scotch    Iweed.  with 
Raglan  sleeve. 
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Princess  Garments 

for  particular  buyers.  Made  of  best 
materials  in  a  wide  variety  of  patterns. 
Perfect  shape-retaining  garments,  that 
are  made  right.  If  you  want  something 
exclusive,  order  PRINCESS  Brand. 


ORDER    NOW 
For  Immediate  Delivery 

LmenCoats,$3.50to$8.50 
Silk  Coats,  $10.50  to  $21.50 


VARIOUS  STYLES  AND  PATTERNS 


WRITE    TO-DAY 


No.  200— $8.50 
Linen  Coat — Natural  Color 


Princess  Manufacturing  Co, 

Limited 
'10-12    Front    St.     W..    Toronto 
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Dainty  gown  of  figured  crepe 
de  chene  in  tunic  effect,  trimmed 
with  satin-finished  messaline, 
lace  yoke  and  girdle,  new  Stuart 
sleeve.  Shown  by  Ladies' 
Novelty  Mfg.    Co.,    Toronto. 
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E^yptine  Underskirts 
are  Guaranteed. 


We  make  Egyptine.s  of  a  material  which  we 
import  specially  for  underskirts. 

Every  yard  is  guaranteed  to  us  by  the 
makers.  We,  in  turn,  guarantee  every  skirt 
to  you. 

You  can  sell  Egyptines  with  the  distinct 
understanding  that  the  skirts  will  neither 
split,  nor  cut — nor  crack. 

The  material  is  the  best  silk  mixture  that  can 
be  produced.  The  material  is  a  combination 
silk  and  Egyptian  cotton.  This  cotton  itself 
works  up  like  silk. 

Egyptines  have  the  appearance,  the  weight 
and  the  peculiar  rustle  of  fine  taffeta  silk. 
They  retail  at  less  than  half  and  la^t  much 
longer. 

The.  quality  makes  many  sales,  and  there  is  a 
handsome  margin  of  profit  to  the  retailer. 
Ask  your   wholesaler   for   prices    and  samples. 


NOTE — The  genuine  Egyptine  is  guar- 
anteed all  down  the  line  with 
this  guarantee  label  on  the 
skirt  band. 

Make  sure  of  the  label. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


No  Harem  Skirts  in  the  Boardwalk  Parade 

But  the  Thinness  of  Women  in  Scanty  Skirts  was  a  Notable  Feature  at 
Atlantic  City  —  Bright  Blue  Combined  with  Black,  Green,  Buff  or 
Cerise  —  Is   the   Helmet   Hat   Doomed  ? 


(Staff  Correspondence) 


Office  of  The  Dry  Goods  Review, 
115  Broadway, 
New  York,  April  24. 

IT  is  estimated  that  upwards  of  200,000  people 
visited  Atlantic  City  and  participated  in  the  great 
annual  boardwalk  parade.     This  sartorial  festi- 
val is  rigidly  kept  and  attended  at  Atlantic  City, 
which  has  become  a  Mecca  to  which   devotees  of 
fashion  turn  at  the  Easter  period. 

In  a  general  way,  we  all  follow  the  mode  as  sent 
us  from  abroad,  but  Western  buyers  tell  us  often 
that  what  goes  in  the  East  is  not  for  them — neces- 
sarily— so  that  it  is  therefore  a  matter  of  interest 
and  importance  wlien  East  and  West  meet  and 
mingle  with  North  and  South  in  gala  attire. 

Any  harem  skirts  or,  if  one  chooses,  Jupe  Cul- 
lotte,  on  the  boardwalk?  This  is  the  first  question 
everyone  has  put  to  the  writer  since  her  return,  and 
the  answer  is  "no,"  just  as  it  is  "no"  to  the  same 
question  as  applied  to  New  York.  The  jupe  cul- 
lote,  like  the  sheath  gown,  has  died  a  violent  death, 
if,  indeed,  it  can  be  said  to  have  ever  been  born. 
But  such  scanty  skirts  as  were  worn — not  the  hobble, 
but  the  straight  up  and  down  variety,  and  the  thin- 
ness of  the  woman  was  a  matter  to  make  the  gods 
laiigh.  It  is  contended,  and  it  must  be  admitted 
to  be  true,  that  the  fashions  of  the  moment  tend  to 
rejuvenate. 

Tlie  raised  waist  line,  which  is  a  prominent  fea- 
ture, the  long  slim  lines,  the  short  skirts  and  simply- 
trimmed  hats  are  not  responsible  alone  for  this  ef- 
fect. Bright  colors  are  quite  as  youthful  in  their 
suggestion,  so  that  however  freakish  the  Easter  girl 
may  be  judged,  she  is  sure  to  be  at  least  young  in 
effect,  if  not  in  reality. 

Milliners  had  much  the  best  of  it  at  Easter,  for 
the  snow  was  after  all  only  a  flurry,  the  afternoon 
being  comparatively  fine,  but  wraps  Avere  necessary, 
and  judging  from  the  throng,  they  were  a  makeshift 
rather  than  a  part  of  the  Easter  toilette  as  planned. 
However,  the  effect  was  not  entirely  lost,  for  after 
all  separate  coats  are  very  smart. 

Two-Plece  Suit  Prominent. 

The  tailor-maid  wore  her  suit  short,  both  as  to 
coat  and  skirt.  There  were  indeed  several  bolero 
and  Eton  effects  noted,  although  these  abbreviated 
effects  did  not  prevail.  The  coat  reaching  to  the 
hip  and  hanging  almost  straight  from  the  shoulder 
was  most  in  evidence.  There  is  a  strong  tendency 
to  trim  the  bottom  of  the.se  jackets  and  to  accentu- 
ate the  waist  line  by  introducing  trinnning  whicli 
has  the  effect  of  broadening  the  waist.  While  many 
skirts  show  a  trimming  around  or  partiallv  around 
the  hem,  many,  and  I  think  more,  were  untrimmed. 
The  two-piece  .suit  showed  prominently,  and  with 
this  was  worn  not  the  white  lingerie  waist  a.<  nuich 
as  the  fancy  chiffon  ed'ects,  :^trip  and  veiled,  and  the 
white  marquisette  waists  embroidered  in  garish 
colors. 


In  dresses  the  one-piece  idea  prevails,  although 
the  waist  line  is  usually  emphasized  in  some  way. 
The  kimona  sleeve  and  kimona  or  seamless  .shoulder, 
it  was  noted,  was  practically  universal.  Even  the 
coats  have  a  straight  sleeve,  that  is  there  is  an  al)- 
sence  of  the  cuff  idea,  the  sleeve  often  being  wider 
at  the  bottom  than  at  the  top  and  quite  loose.  El- 
bow sleeves  prevail  in  dres.ses  and  waists,  but  coat 
sleeves  are  three-quarter  or  full  length. 

Bright  Blue  Leading  Color. 

There  was  a  preference  shown  for  .sailor  collars, 
shawl  collars  and  revers.  Bright  blue  was  the  lead- 
ing color  in  suits,  and  it  is  a  question  whether  it 
did  not  lead  in  millinery  as  well.  To  be  sure  it  is 
often  combined  with  black  or  with  green,  buff  or 
cerise,  but  a  decided  impression  of  blue  is  left  on  the 
eye  after  watching  the  slowly  moving  mass  for  any 
length  of  time.  There  was  a  good  deal  of  black 
too,  but  it  served  more  as  a  background  for  bright 
flowers  or  other  material  than  as  a  whole. 
Craze  for  Green. 

Just  previous  to  Easter,  New  York  was  seized 
with  a  desire  for  all  things  green.  Irish  green  one 
heard  it  termed,  although  most  of  us  refer  to  it  .as 
Empire.  So  vivid  a  shade  mu.st  necessarily  catch 
and  hold  the  eye,  and  flashes  of  it  were  seen  again 
and  again  on  the  strollers  or  on  those  more  luxuri- 
ously inclined,  who  were  rolled  by  in  the  wheel 
chairs. 

During  the  week,  .Atlantic  City  had  a  hor.<e  show. 
This  formerly  took  place  during  Holy  Week,  and 
was  one  of  the  attractions  of  a  comparatively  quiet 
week,  but  the  schedule  has  been  changed  to  the 
delight  of  everyone.  While  fashion  reports  de:d 
largely  with  the  boardwalk  di.^plays,  the  gowns  and 
hats  one  sees  in  the  hotels  and  smart  cafes  are  worthy 
of  much  consideration.  Indoors  one  found  larger 
hats,  enormous  affairs  buried  under  ostrich  feathers 
or  imbedded  in  flowers.  While  at  the  risk  of  dis- 
pleasing many  in  the  trade,  it  must  be  admitted  that 
the  Easter  hat  was  a  .«cantily-trimmed  affair,  ribbon 
being  often  the  only  material  used.  There  was 
quantities  of  ostrich,  the  imcurled  variety  leading, 
and  many  flowers,  but  nothing  like  the  showing  of 
former  years. 

Bows  were  a  very  conspicuous  feature,  nearly  all 
being  mounted  high  at  the  back  of  the  hat.  This 
is  true  of  nearly  all  trimmings.  Crowns  are  trimmed 
much  more  lavishly  than  l>rims. 

A  perfect  army  of  helmets  inarched  steadily  by, 
but  in  Now  York  the  ma.ssos  have  seized  upon  this 
nion,stro.sity  Avith  their  usual  vim.  and  their  death 
knell  is  already  sounded.  The  helmet  requires  little 
trimming,  and  is  regarded  as  almost  as  great  a  dv>- 
triment  to.the  trade  as  the  plain  banded  sailor,  wliich 
has  already  n]i]ieared  in  our  midst  in  rough  black 
straw,  nor  was  it  missing  from  the  Easter  i^ageant 

It  was  characteristic  of  the  sea.son  in  that  almost 
everything  mider  the  sun  was  worn,  and  looked  in 
the  mode. 
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Garments  That  Fit  All  Figures 

Our  Size  System  Saves  Alterations 

All  Novi-Modi  garments  are  made  in  three  distinct 
models   to  fit   slight,    normal     and    stout    figures. 


NOVI-MODI 


Our  Fall  and  Winter 

Goat  and  Suit 

Samples 

Ready  June  1st 

In  buying  our  goods  you 
take  no  chances  on  styles, 
as  we  do  not  show  our 
samples  until  styles  are 
settled  for  the  season. 

Tweed  Coats,  $9  to  $12 

Best  Meltons,  9  to     12 

Plaid  Backs,  12  to    18 

Fine  Beavers,  12  to     18 

Also  Handsome  Broadcloth, 
Velvet,  Sealette  and  Pony  Furs. 

COSTUMES 

Satin  lined  in  all  the  newest  ma- 
terials, $12  to  $25. 

W^e  make  coats  at  all 
prices,  with  our  new  Auto 
and  Arctic  Adjustable  Col- 
lar. 

VV^e  show  some  200 
Models  in.  Costumes,  Coats, 
Dresses. 


ILLUSTRATIONS  SHOW  OUR  NEW  ADJUSTABLE  COLLAR. 


Our  Representatives  travel  from  Halifax  to  Vancouver  and  we  will  be  pleased 
to  show  you  our  full  line  if  you  advise  us. 


OUR   ILLUSTRATED    CATALOGUE   W^ILL  BE   READY    AUGUST    1ST. 


NOVI-MODI  COSTUME  CO.,  Limited 


302-4-6  CHURCH  STREET,  TORONTO. 


Please  mention  The  Rcviezv  to  Advertisers  and  Their  Travelers. 


Scientific  Principles  in  Exclusive  Salon 

The  Paris  Model  Room  of  the  Simpson  Store,  Toronto.  Affords  Appropriate 
Setting  for  High-class  Garments  —  Makes  it  Possible  For  Customers  to  Study 
Art  of  Style  —  Value  of  Environment  in  Fitting  —  Peacock  or  Lingerie  Room 


IT  is  a  well-reco<;nize(l  rule  in  conductino-  a  ladies' 
garment  dcparlment  that  to  show  striking  gowns 
to  advantage  and  thus  to  promote  their  salability, 
they  must  have  appropriate  surroundings. 
A  merchant  may  have  a  number  of  exquisite 
creations  after  the  latest  modes,  yet  he  knows  that 
unless  he  can  [JOse  them  gracefully,  either  in  window 
or  department,  in  a  sotting  which  will  immediately 
suggest  their  desirability  from  a  style  point  of  view 
they  are  not  likely  to  attract  the  patronage  they 
should. 

An  Elaborate  Salon. 

Upon  this  idea  the  Robert  Simpson  Co.,  Toronto, 
have  elaborated  extensively  in  their  Paris  model 
room,  their  Peacock  room  and  fitting  rooms  in  con- 
nection. This  entire  department  may  be  said  to  have 
been  planned,  and  equipped  regardless  of  expense 
and  with  an  eye  single  to  exclusiveness.  It  repre- 
sents a  magnificent  concession  to  the  requirements 
of  the  high-class  trade  in  Toronto.  It  occupies  9,068 
square  feet  of  space  on  the  Yonge  Street  front  of  the 
third  or  garment  floor  of  the  Simpson  store.  On 
one  side  is  the  Peacock  room,  in  which  is  carried 
corsets,  exqupisite  lingerie  and  whitewear  of  all  kinds 
and  for  all  ages.  This  room  has  968  feet  of  space 
and  is  finished  entirely  in  white. 

Along  the  Yonge  Street  front  are  four  fitting 
rooms,  each  12  feet  by  8  feet,  and  the  reception  room 
of  the  lady  in  charge.  This  latter  may  also  be  used 
as  a  fitting  or  waiting  room  for  patrons  of  the  de- 


partment. It  is  equipped  with  .'suitable  furniture, 
phone,  writing  utensils,  etc.,  and  is  in  every  respect  in 
keeping  with  the  rich  appointments  of  the  depart- 
ment. 

On  the  Queen  Street  side  is  the  alteration  sec- 
tion, 25  feet  square,  devoted  exclusively  to  the  re- 
quirements of  the  salon  and  .staffed  by  people  par- 
ticularly competent  to  execute  nece.s.sary  changes  up- 
on the  gowns  featured  in  the  department.  Immedi- 
ately back  of  this  salon  is  a  series  of  large  display 
cases,  surrounding  the  light  well  and  of  a  size  suit- 
able for  striking  array  of  life-sized  figures.  These 
cases  are  immediately  attractive  to  people  entering 
the  department  from  the  elevators  or  stairway  op- 
posite. The  remainder  of  the  third  floor  is  occupied 
by  the  general  ready-to-wear  garment  department. 

Helps  Artistic  Display. 

The  accompanying  photos  give  an  excellent  idea 
of  the  elaborate  .scale  upon  which  the  exclusive  salon 
has  been  carried  out.  The  large  room  is  in  solid 
mahogany.  This  harmonizes  with  the  general  finish 
of  the  store,  and  gives  a  very  rich  ap])earance.  Gen- 
erous disposition  has  been  made  of  the  floor  space, 
crowded  arrangement  being  avoided  in  order  to  make 
possible  more  impressive  poses  of  select  garments. 

It  requires  an  artistic  taste  to  accomplish  best  re- 
sults in  such  a  matter  as  this.  It  is  possible  in  so 
large  a  space  to  so  dispose  life-like  models  as  to 
avoid  the  studied,  imattractive  arrangement  some- 
timos  unavoidable  in  smaller  departments. 


The  Sillori    or   r.uis    Model    Kooiu  of  'I'lu'   lioliorl    Siiiipsoii   i'o..  Tor   on(o.     is    ji     MnKniliccnl     I'otucssion     to    tin-     Krinii'""'""'"'"    of    the 
Jligli-Cliiss   Tnide.     Here  the  Art   of  Style   Mity   be  Studied   In   Ae  silictio      Siirromuliiiss.        Tlic     Snloii       lias      9.000 
'  S(|Ui>i'e   Feet   of   Floor  Space. 
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LADIES'  RAINCOATS 

That  Are  Somewhat  Different 


TF  you  are  looking 
for  something 
exclusive  in  Ladies 
Raincoats,  te  sure  to 
see  our  line  berore 
placing  your  order. 
We  nave  the  facil- 
ities and  the  exper- 
ience, and  for  style, 
fit  and  workmanship 
our  coats  are  un- 
equalled   in    Canada. 


TLL 

or 

USTRATION 

shows 

le  or  our  leadin 

g  lines. 

"THE  ALEXANDRIA." 

We 

recommend  this 

utility 

coat. 

It    IS   made   in 

silk  or 

plain 

materials,    ana   nas    a 

style 

all  of  its  OAvn. 
to-day. 

Order 

■'ALEXANDRIA' 

Your  Ready-to-Wear  Department  is  not  complete  without  our  line. 
Send  for  prices  and  information. 

Canadian  Consolidated  Rubber  Co.,  Limited 

Executive  Offices         :  :         MONTREAL,  P.Q. 

BRANCH    OFFICES: 

Halifax,  N.S. ;  St.  John,  N.B  ;   Quebec.    P.Q.  ;    Montreal,    P.Q. ;    Ottawa,   Ont.  ;    Toronto,   Ont. ;   London,  Ont. 

Brantford,  Ont. ;  Winnipeg,  Man. ;   Regina,  Sask. ;   Saskatoon,  Sask.;   Calgary,  Alta.  ;   Edmonton,  Alta.  ; 

Vancouver,  B.C.  ;  Victoria,  B.C. 
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The  Cases  and  Other  Fixtures  of  the  Peacock  Room  Are  in  White.the  Ccrpet  of  Soft  Green;  the  Entire  Setting-  Being  Most  appro- 
priate for  Dainty  Lingerie  Garments,  Millinery  and  Corsets.    Note  the  Effective  Use  of  Large  Dolls  for  Display  of 

Children's  Garments. 


Certain  gowns  may,  therefore,  be  placed  in  rela- 
tive position  so  as  to  immediately  emphasize  their 
style  features,  and  it  may,  therefore,  be  said  that  in 
this  salon  one  of  the  greatest  aids  to  selling  is  the 
success  with  which  the  aesthetic  idea  may  be  carried 
out  in  displaying  goods. 

Appropriate  Surroundings. 

The  fittings  rooms,  which  are  in  period  effect, 
with  heavy  window  draperies  in  velours,  immediate- 


ly suggest  the  wisdom  of  their  purpose.  Here  gowns 
may  be  fitted  in  surroundings  which  are  decidedly 
appropriate  and  in  absolute  privacy. 

It  is  possible  here  to  procure  an  en\dronment 
suited  to  the  most  elaborate  costume  intended  for  in- 
door wear.  A  customer  may  study  general  effect  to 
her  heart's  content,  and  time  and  again  this  is  a  fea- 
ture which  helps  to  sell  rich  creations  that  might 
otherwise  be  rejected  for  want  of  harmonizing  sur- 
roundings. 


The  fltllng  Uoonis  In  Connection  With  the  Salou  Are  In  Period  Dosijin,    Forming    Suitable     Environment     for     Stylish     Costumes. 

Each  Room  Has  About  100  Square  Feet  of  Floor  space. 


Dry  Goods  Review 


READY-TO-WEAR     GARMENTS 


95 


REMO  VAL 


BRODT    &    FUNT 
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NEW 
ADDRESS 


SEPARATE    SKIRTS 

13-21  EAST  22nd  STREET 

Between  Broadway  and  Fourth  Avenue,  NEW  YORK 
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When  it  is  stated  that  there  is  probably  not  a 
costume  carried  in  tlie  department  valued  at  less  than 
$50,  a  more  thoi'ough  appi'cciation  of  the  scientific 
principles  of  display  and  demonstration  followed,  is 
possible.  Here  are  shown  striking  Paris  models  and 
adaptions,  and  here  the  art  of  style  may  be  studied 
l)y  patrons  to  particular  advantage. 

Essentials  of  High-Class  Trade. 

In  addition  to  model  gowns  and  tailored  suits, 
space  is  also  given  to  exclusive  millinery,  neckwear 
and  ornaments.  The  essentials  of  high-class  trade 
have  here  been  assembled  apart  entirely  from  other 
departments  in  the  store.  The  salon,  including  the 
Peacock  room,  may  be  said  to  be  complete  in  itself, 
and  serves  to  secure  for  this  large  establishment  a 
most  desirable  following. 

The  selection  of  a  staff  for  a  department  of  this 
kind  is  an  all-important  matter.  It  is  easily  possible 
to  create  a  serious  handicap  at  the  outset  by  having 
people  in  charge  through  whom  the  connection,  the 
association  or  even  the  reputation  of  the  department 
may  in  time  become  seriously  impaired.  In  the  case 
of  the  Simpson  salon,  however,  this  danger  has  been 
exceptionally  well  guarded  against. 

,  The  Peacock  Room. 

The  view  of  the  Peacock  room  was  taken  with 
the  object  of  illustrating  the  method  of  displaying 
goods  in  cases.  All  of  the  latter  are  in  white  enamel, 
and  it  is  possible  for  a  person  entering  the  room  to 
inspect  goods  to  fine  advantage.  The  room  is  carpet- 
ed in  green,  and  distinctive  decorative  mounts  are  a 
number  of  life-like  birds,  whose  gorgeous  plumage 
conveys  a  suggestion  quite  in  keeping  with  the  pur- 
pose of  this  very  dainty  department.  Garments. are 
here  effectively  displayed  on  forms,  stands  and  choice 
pieces  of  furniture.  In  special  seasons  additional 
decorative  effects  enhance  the  charm  of  this  room 
and  of  the  large  salon. 


Improved    Garment   Section 

Goodwins     Ltd.      Make     New     Arrangements     in 

Show   Rooms    and    Work    Rooms   of    Their 

Ready-to-wear   Department — Modern 

Fitting    Rooms    Installed. 

Goodwin".^.  Ltd..  of  Montreal,  until  recently  the 
A.  E.  Rea  Co.,  have  lately  inaugurated  a  series  of 
improvements  in  their  garment  alteration  depart- 
ment, with  the  object  in  view^  of  making  them  in 
every  sense  most  up-to-date  and  convenient.  The 
work  is  under  the  direct  arrangement  and  control 
of  F.  Sparling,  who  has  had  the  advantage  of  many 
years'  study  and  experience  of  every  branch  of  the 
work,  having  been,  for  a  time,  in  bu-siness  for  him- 
self, and  who  is  now  manager  of  this  department  for 
the  (iloodwin  compan3\ 

The  workroom  connects  almost  directly  with  the 
cloak  and  suit  department,  the  goods  elevator  open- 
ing into  the  short  wide  hall  which  comes  between 
the  two.  Off  this  hallway,  and  to  one  side  of  the 
elevator  .shaft  is  a  dark,  dust-proof  vault  into  which 
all  altered  garments  are  stored,  awaiting  delivers-, 
ensuring  to  the  customer  goods  as  fresh  and  new  as 
when  purchased.  The  operating  room  itself  is  large 
and  airy,  sufficiently  so  to  comfortably  accommodate 
sixty  operators,  of  whom  about  thirty  were  working 
when  the  rooms  were  visited.  They  are  all  well 
lighted,  the  whole  of  the  western  side  being  win- 
dows, with  transoms  above,  to  be  opened  or  closed 
at  will,  and  en.suring  thorough  ventilation.  The 
ceiling  is  high,  adding  further  to  the  possibility  of 
pure  air  supply. 

The  factory  is  supplied  with  electric  machines, 
driven  by  motor,  a  feature  which  the  firm  consider 
has  increa.sed  the  efficiency  of  the  help  at  last  fortv 
per  cent,  since  their  introduction.  With  the  pedal 
machines  formerly  used,  the  girl  operators  were  com- 
pletely tired  out  before  half  the  afternoon  had  gone, 
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SILK,   CLOTH  AND 
LINGERIE   DRESSES 

OUR  TRAVELLERS  ARE  NOW 
SHOWING  THESE  LINES, 
and  it  will  pay  you  well  to  have  a  look  at 
these  gfarments  when  they  call.  Letter 
orders  will  have  the  same  attention. 
No  Ready-to-Wear  Department  is  com- 
plete without  our  line.  Fit,  style,  work- 
manship and  materials  are  of  the  best. 

Full  Line  of  Wash  Suits  at 
Popular  Prices. 

THE    LADIES'    NOVELTY 
MANUFACTURING      CO. 


124  WELLINGTON  STREET  W. 

W.  E    Robinson.  Pres. 


TORONTO 

H.  D.  Somerville.  Man.-Dir. 


MODELS  EXCEPTIONALLY  NEW 

FOR  FALL 


OUR  Head  Designer  has  arrived 
with  absolutely  new  models 
which  will  arouse  great  enthusiasm 
in  the  Cloak  and  Suit  Trade. 

To   your  own  advantage  you  should 
wait  for  our  traveller. 


INDEPENDENT  CLOAK  COMPANY 

551-553  QUEEN  ST.   W.   TORONTO 
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and  after  that  labored  to  the  detriment  of  their  own 
health  and  the  disadvantage  of  their  work  Under 
the  present  system  there  is  a  saving  of  both  time  and 
energy.  Also  it  gives  the  firm  an  opportunity  to  se- 
cure better  helpers,  applications  being  constantly  re- 
ceived from  skilled  workers  who  are  seeking  to  work 
under  the  best  possible  advantages. 

All  pressing  is  done  with  gas  or  electrio  pressing 
irons,  operated  by  male  pressers.  Skilled  men  tailors 
are  being  secured  and  selected  for  the  tailoring  work, 
and  most  skillful  professional  dress  and  gown  makers 
possible  to  obtain  are  being  secured  for  work  on 
those  garments.  There  are  four  professional  fitters, 
and  the  entire  workroom  is  under  the  supervision  of 
a  thoroughly  competent  forelady,  by  whom  every 
garment  is  inspected  before  being  sent  out. 

Artificial  lighting  in  the  workroom  is  provided 
by  the  best  tungsten  lights  obtainable,  and  no  detail 
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Floor  plan    of    Ready-to-wear    department  and   alteration    room. 

Goodwins.     Limited.    Montreal.       Try-on   rooms    in    vestibule 

style.      Dustproof  vault    lor   storing   altered   garments. 

has  been  spared  to  make  the  rooms  as  nearly  fire- 
proof as  modern  construction  can  devise. 

The  cloak  and  suit  department  has  a  southern 
and  western  lighting  exposure,  is  neatly  carpeted  in 
green,  and  supplied  with  plenty  of  revolving  stands 
and  figures  on  which  the  garments  are  displayed,  and 
along  the  western  side  are  a  series  of  what  the  firm 
consider  are  the  most  modern  fitting  and  try-on 
rooms  to  be  found  in  Canada.  They  are  in  vestibiile 
style,  with  double-acting,  opaque  glass  door^,  finished 
in  mahogany  and  hardware  brush  brass,  and  are 
fitted  with  two  mirrors,  one  swing  and  one  station- 
ary, on  opposite  sides  of  the  room.  Thc.^e  rooms  an^ 
open  at  the  top,  allowing  of  perfect  ventibition  and 
lighting. 


Concentration 
of  Thought 

on  one  line  of  garments 
is  the  principal  factor  in 
the  high  degree  of  ex- 
cellence attained  by 


SKIRTS 

FEATURES 

Perfection  of  Hang  and 
Fit.  Styles  that  are  up 
to  the  minute.  Plaits 
that  will  not  stretch  and 
back  that  will  not  sag. 
Workmanship  the  best 
procurable. 

It  pays  to  bu}^  your 
skirts  of  the  Skirt 
Specialists 

Gardiner,  Foley  &  Co. 

Limited 

24  Ryerson  Avenue,  TORONTO 
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Stylish  Waterproof  Coats 

Ladies'  waterproofs  come  in  such  a  variety  of 
materials  to-day  that  they  may  be  utilized  on  many 
occasions  for  which  the  old-time  rubber  coat  was 
wholly  unsuited. 

Canadian  manufacturers  are  finding  an  increas- 
ing demand  for  well-made  garments,  not  only  in  the 
light-weight  materials  for  mid-summer's  rainy  days, 
but  also  in  the  heavier  qualities  to  be  worn  during 
dull,  early  Autumn  weather,  for  walking,  motoring. 


The    "Mobile"    coat    in  striped   double-texture   paramatta,   with 

Prussian  collar  and  triple-front  closing.     Shown  by  the 

Canadian  Consolidated  Rubber  Co.,  Ltd.,  Montreal. 

boating,  mountain  and  sea-side  purposes.  Among 
the  garments  being  shown  now,  both  for  immediate 
and  later  Summer  delivery,  are  shower-proof  pop- 
lins, both  plain  and  striped,  pretty  corded  benga- 
lines,  plain  silks  and  satins,  moires  and  paramattas 
in  double  and  single  textures,  the  latter  printed  on 
the  rubberized  side  in  pretty  artistic  figured  stripes. 
The  styles  shown  include  both  double  and  single- 
breasted  effects,  with  a  triple  front  closing  for  those 
coats  intended  distinctively  for  motor  purposes.  The 
straight  front  effect  is  a  feature  of  all  the  coats, 
which  are  semi-fitting,  and  made  with  or  without 
sewn  or  taped  seams.  In  every  case  the  buttons  are 
fastened  right  through  the  material.     All  are  to  be 


Decided 
Novelties  in 

CHILDREN'S 
DRESSES 

THE  NEW 
CORONATION  SHADES 

The  wonderful  Coronation  colors 
have  come  as  a  boom  to  the  Child- 
ren's Dress  Section. 

In  combinations  of  Coronation 
blues,  reds  and  yellows,  we  have 
turned  out  some  extremely  hand- 
some single  piece  dresses,  showing 
plaids  and  plain  color  effects,  with 
just  the  proper  touch  of  brilliant 
coloring  to  give  the  dainty  childlike 
effect  or  the  demure  misses'  prefer- 
ence. 

These  are  Sure  Favorites 
and   mean   Big  Business. 

Our  travelers  are   showing  these  Fall 

goods,  including  the  new  butterfly  dress 

and  other   new   styles.       We    are    the 

authority  in  Children's  Wear. 

HOME  a  WATTS,  Ltd. 

19  Duncan  St., 
TORONTO 
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worn  full-length,  quite  to  the  foot  of  the  skirt. 
Favor  appears  about  equally  divided  between  those 
styles  which  fasten  directly  down  the  centre  of  the 
front  and  finish  with  a  military  collar,  and  those  in 
which  the  front  closing  is  slightly  to  the  left,  with 


New  Raincoat  Model  Shown  by  National 
Rubber  Company.  Montreal. 

the  collar  in  Prussian  effect.    In  every  case  the  coat^ 
are  made  with  the  high,  closely -fitting  collar. 

The  sleeves  are  in  tailored  effect — snugly-fitting 
coat  sleeves,  either  with  or  without  cuffs.  In  one 
style  the  sleeve  is  carried  in  raglan  effect  right  up 
the  shoulder.  Both  square  and  talma  pockets  are 
shown,  the  latter  buttoning  midway  down  the  strap. 


Long  Separate  Coats  Again 

Beavers  and  Plain  Cloths  Strongly  Featured — Re- 
versible   Blanket    Cheviots    With    Plaid    Back  and 
Other  Novelties,  Seal  Plush  and  Caracul. 

Long  coats  are  to  be  worn  again  this  Fall.  Such 
at  least  is  to  be  gathered  from  advance  styles  shown 
in  Montreal  this  month.  In  cut  they  differ  but 
slightly  from  those  worn  during  the  pa.st  few  months. 
Full-length  and  semi-fitting,  with  .<nugly-fitting  tail- 
ored sleeves,  finished  either  with  or  without  cuffs,  and 


National  Line  of  Separate 

Coats  Are  Profit 

Producers 


(tuality  is  the  foundation  upon  wliirli  tlie 
repiilalion    for    these   goods    lins    heen   huilt. 

It  is  rosponsilile  for  llie  tremendous  su<'oess  of 
these   giirnients   in   tlie    RKT.VIL   STOKKS. 

Niitional  coats  are  as  good  as  they  looli  in 
material  and  workmanship  and  are  values 
tliat  make  quick  selling:  and  allow  |::ood 
profltB. 

See  our  line  of  HAI  M'KOOIS  AM)  WATEK- 
IKOOIS. 

"The   specially    loat    lum-e   of    (  uniida." 


National  Rubber  Co.  of  Canada 


Montreal,  P.p. 
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Princess  Garments 

"We  make  an  exclusive  specialty  of 

CHILDREN'S     DRESSES 

During  our  steady  growth  we  have  confined  our  efforts  to  making  up  the  daintiest,  newest 
and  most  serviceable  of  children's  garments.  We  invite  your  inspection  of  our  splendid  Fall 
lines,  and  are  confident  that  you  will  be  interested. 

Princess  Garments  are  made  to  wear  as  well  as  to  sell,  and  your  first  sales  will  lay  a 
foundation  for  a  future  business. 


Princess  Garment  Co. 


76  Richmond  Street  East 


Toronto,  Canada 


Waists  and  Dresses 


TRADE  MARK 


We  Are  Ahead  in  the  Race 

For  the  choicest  and  newest  patterns,  the  most  becoming  shapes 
and  fashionable  materials. 

Merchants  who  have  handled  our  goods  under  other  brands  will 

find  all  their  qualities  in  the  "  Fashion  Brand "  goods,  qualities 

that  give  life  to  your  trade  and  profits  on  your  books. 

Smart  styles  in  Lingerie  and   Tailored   Blouses   are  now   being 

featured. 


Write  or  Call  on  us. 
We  Have    Propositions  to   Please  You 


Fashion    Waist    and 
Whitewear   Co. 

Darling  Building       •       Toronto 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
Equipped 

DYE  WORKS 

In    the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 


JOSEPH  ALLEN,  Manager 


Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

Also 
FEATHERS.    SILKS.    VELVETS.    RIBBONS,    LACE.    ETC 


^''-  ^S^Su^LtlA'^^^^"  MONTREAL 


TORONTO 


OTTAWA 


QUEBEC 
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Fashion  Display  at  Toronto  Horse  Show 

Gowns   in    Empire,   Tunic    and    Girdle    Effects    and    Several    Extreme    Styles 

Seen  —  Tailored    Models    in    Satin,    Velvets,    Serges    and    Mannish     Mixtures 

Prominent  —  Beautiful   Evening    Wraps   and   Accepted    Accessories. 


THE  Toronto  Horse  Show  is  growing  in  im- 
portance, as  a  fashion  event  and  it  is  a  mat- 
ter of  wonder  that  so  many  buyers,  designers 
and  others  in  the  trade  do  not  see  the  many 
advantages  that  are  to  be  derived  from  a  visit  to  the 
show.  The  clothes  that  the  smart  woman  wears 
always  has  an  important  bearing  on  popular  styles 
and  the  Horse  Show  furnishes  an  excellent  oppor- 
tunity to  gain  an  acquaintance  vnth  the  fashion 
ideas,  that  make  an  appeal  to  the  taste  of  the  Cann- 
dian  woman.  Thougli  the  assemblage  was  a  brilliant 
one  and  the  gowns  and  millinery  were  very  beautiful 
the  immense  vogue  of  black  and  white,  though  re- 
lieved by  flashes  of  strong  color  did  not  have  the 
spectacular  effect  that  has  been  observed  in  other 
years,  when  soft  light  shades  were  fashionable. 

Favor  for  Black. 
A  very  large  number  of  the  women  present  wore 
black  gowns.  This  fondness  for  black  was  not  con- 
fined to  the  older  women  but  black  is  considered 
quite  appropriate  for  quite  youthful  women.  Blue, 
coral,  rose  pink.  Empire  green,  and  other  strong 
colors  were  subdued  by  veiling  them  with  a  tunic  of 
black  ninon  or  marquisette. 

Many  dresses  were  of  satin  with  tunics  of  crepe 
ninon  or  marquisette  and  often  the  underdress  was 
trimmed  with  rich  embroideries  in  Oriental  effect 
softened  and  subdued  by  the  Hght  transparent  over- 
dress. Several  very  lovely  gowns  were  of  grey  satin 
richly  embroidered  with  silver  and  the  beautiful 
over-dress  being  of  some  transparent  fabric.  A  very 
handsome  pale  grey  gown  in  either  charmeuse  .or 
crepe  de  chine  was  heavily  embroidered  in  pearl  and 
steel. 

Satin  and  Velveteen  Suits. 
The  Hst  of  fancy  tailor-mades  was  headed  by 
the  satin  suit.  Black  was  most  in  evidence  but  a 
few  very  dark  blue  satin  suits  were  seen.  The  satin 
suits  were  plain  tailored  and  had  either  the  sailor 
collar  or  the  pointed  fichu  collar  and  long  revers. 

Quite  a  number  of  velveteen  suits  were  worn  and 
black,  navy,  brown,  green  and  purple  in  deep  rich 
tints  were  the  leading  colors.  These  suits  were  trini- 
med  with  wide  military  braids  and  many  of  them 
had  black  satin  collars. 

The  coats  were  about  24  inches  and  were  made 
very  tight  at  the  hips.  The  skirts  also  were  plain 
and  tight  and  all  noticed  had  the  panel  back  and 
front.  One  or  two  suits  of  black  broadcloth  were 
seen  and  these  were  built  much  upon  the  same  lines 
a.s  the  velvet  suits.  The  cloth  had  the  bright  satin 
finish  and  was  evidently  intended  as  a  sub>titute  for 
wool-backed  satin. 

Soft  Champagne  and  Tuscan  Shades. 
A  clear  rich  shade  of  mauve  was  in  higii  favor 
and  many  brown  gowns  were  worn.  Soft  cham- 
pagne and  Tuscan  shades  were  well  worn,  but  there 
was  a  noticeable  absence  this  year  of  the  all-whito 
gown.  Many  gowns  were  seen  of  white  trimmed 
with  a  color  or  where  the  tunic  was  of  creamy  lace 
over  an  under  dress  of  satin  and  chiffon  in  so)iio 
decided  color. 


A  very  handsome  dress  was  of  white  silk  mar- 
quisette with  a  pattern  stencilled  on  the  waist  and 
around  the  tunic  in  deep  blue  coral  and  pumpkin 
outlined  with  black  and  white  and  steel  beads.  The 
hem  of  the  skirl  was  of  deep  blue  satin  and  the 
skirt  itself  of  ninon  the  same  shade.  A  wide  band 
of  satin  went  around  the  sleeves  and  neck.  The 
neck  was  collarless  and  as  in  so  many  dresses  this 
year  there  was  no  softening  band  of  lace  or  net. 

A  pretty  dress  of  black  satin  had  the  bodice 
trimmed  with  coral  satin  and  was  embroidered  with 
jet,  coral,  and  white  beads. 

Many  smart  foulard  dresses  were  worn  and  blue 
and  white  or  black  and  white  stripes  were  evidently 
the  popular  pattern.  Spots  and  rings  were  also  in 
evidence.  Foulard  dresses  trimmed  with  plain  satin 
were  also  seen,  and  there  were  a  few  dresses  of  satin 
combined  with  foulard. 

Skirts  Very  Narrow  Though  Longer. 

The  high  Avaisted  Empire  gown  was  all  pre- 
vailing and  the  kimona  waist  was  universal.  All 
trimming  lines  were  flat  and  were  either  in  the 
form  of  band  trimmings  or  of  embroideries  done 
directly  onto  the  fabric.  Though  skirts  are  a  little 
longer  they  are  still  very  narrow,  some  of  the  newer 
skirts  being  narrower  at  the  hem  than  at  the  knee. 


II 


PEERLESS 
OVERALLS 


have  won  a  permanent  standing 
with  the  progressive  retailer  sole- 
ly on  their  merits. 

Our  goods  are  guaranteed  in  every 
particular  and  in  ordering  from  us 
you  assure  yourself  of  OVERALL 
QUALITY. 

The  increase  in  our  business  dur- 
ing the  past  year  proves  that  the 
PEERLESS  brand  is  best. 

Travellers  now  showing  our  lines 
in  every  part  of  CANADA. 

Peerless  Overall  Co. 

ROCK  ISLAND,  QUEBEC 
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There  is  a  tendency  to  trim  this  narrow  sheath  with 
ruchings  and  pleatings  of  silk  and  satin. 

Tunic  effects  arc  very  strong  and  nearly  all  are 
plit  up  the  sides.  A  few  arc  crossed  in  front.  One 
or  two  dresses  had  detached  trains  that  were  carried 
over  the  arm  when  the  wearer  was  walking.  The 
general  effect  is  one  of  extreme  simplicity  but  the 
materials  and  trimmings  are  very  rich. 

Girdle  effects  and  sashes  were  very  nuich  worn. 
They  are  as  a  rule  made  from  piece  satin  and  the 
sash  ends  are  evidently  weighted  so  as  to  drag  the 
fabric  into,  graceful  folds.  Many  girdles  are  worn 
some  being  of  beads.  Colored  cord  to  match  the 
gown  are  very  much  in  evidence  and  one  or  two 
noticed  were  of  tarnished  gold  or  silver. 

Many  White  Serge  Suits  Worn. 

Both  in  the  evening  and  at  the  morning  per- 
formances many  white  serge  suits  were  worn.  Some 
were  all  white  and  others  had  a  narrow  pin  stripe 
of  black.  As  a  rule  they  were  plainly  tailored  with 
a  simple  notched  collar  and  the  plain  gored  or  tbe 
panel  back  and  front  skirt.  A  few,  however,  had 
the  very  short  straight  cut  coat.  Practically  all  kinds 
of  serges  were  used.  There  was  the  tight  twisted 
hard  finished  serge,  the  soft  foule  serge  and  rough 
cheviots  and  basket  weaves. 

In  the  afternoon  the  two-piece  suit  was  almost 
universally  worn.  There  were  very  few  fancy  effects, 
the  majority  being  strictly  tailored  and  made  of 
serges,  mannish  mixtures  in  white  and  black  and  in 
black  and  grey.  Black  and  wlhte  effects  in  tweeds 
were  well  worn  and  there  were  a  number  of  suits  in 
Scotch  tweeds  in  grey  and  brown  mixtures.  Some 
of  the  plain  serges  showed  a  touch  of  trimming  in 
the  form  of  braid  or  satin  inlaid  into  the  collar  oi' 
the  cuff's.  The  more  novel  siiits  showed  some  form 
of  the  sailor  collar  and  one  model  was  absolutely 
collarless  at  the  back  but  had  wide  revers  in  front. 
The  same  suit  had  a  panel  sash  that  reached  to  the 
knee  behind. 

The  evening  wraps  were  cut  in  semi-Empifc 
style — very  loose  and  straight  or  they  were  draped 
in  Burneose  fashion.  Soft  satin  or  satin  feutvo 
wraps  were  very  extensively  worn.  There  was  a 
preference  for  black,  but  coral,  cerise,  Persian  blue, 
purple  and  gold  satin  wraps  were  used  and  one 
lovely  model  was  of  creamy  white.  As  a  rule  the 
sailor  of  fichu  collar  was  of  l)lack  satin,  as  well  as 
the  wide  band  at  the  cuffs.  Satin  pipings,  satin 
covered  buttons  and  heavy  cords  were  also  used  as 
trimmings. 

AVith  the  dresses  long  white  glace  kid  gloves 
were  worn,  but  tans  and  grey  were  more  worn  than 
white  with  the  tailored  suit. 

Shoes  of  Satin  and  Velvet. 

Pumps  of  satin,  velvet,  dull  kid  and  patent 
leather  were  worn  with  the  very  sheerest  of  hosiery 
and  in  many  cases  the  shoe  was  black  while  the  hose 
matched  the  gown.  Where  tlie  whole  toilette  was 
carried  out  in  one  color,  botli  tlie  shoe  and  the  stock- 
ing matched  exactly. 

Rich  Millinery  Display. 
The  most  striking  feature  of  the  Plorse  Show 
millinery  was  the  magnificent  display  of  ostricli 
and  o.sprey.  Osprey,  particularly  lovely  cross  osprey, 
costs  money  and  tlie  fact  that  so  much  was  worn 
emphasizes  the  growing  wealth  of  the  Dominion. 
Fully  one-half  of  the  hats  worn  were  trimmed  with 


plumage.  In  some  cases  both  flowers  and  feathers 
were  combined,  but  by  far  the  larger  number  of 
hats  were  loaded  with  rich  ostrich  mounts,  fringed 
willows  or  fancy  ostrich  effects  in  black  or  white. 
Many  fancy  effects  showed  black  and  white  in  com- 
l)ination,  the  white  being  next  to  the  quill  and  the 
edge  of  the  plume  being  black.  Two-tone  effect? 
were  seen  in  color  but  these  were  decidedly  fewer  in 
number  than  the  black  and  white. 


Long  Separate  Coats  Again. 

(Concluded  from  Page  100) 

collars  in  a  variety  of  plainly  tailored  effects.  The 
military  collar  is  shown,  either  plainly  stitched  or 
simply  trimmed  with  braid. 

There  is  also  the  closely-fitting  turned-down 
Prussian  collar,  with  the  coat  fastening  slightly  to 
the  left,  in  semi-doul)le-breasted  effect,  while  a  third 
style  shows  the  turn-down  collar  and  revers,  with 
double-breasted  front  buttoning  quite  high  over  the 
bust.  None  of  the  styles  so  far  have  been  sl:own 
witli  the  low  collar  opening. 

In  all  the  coats,  whether  fastening  straight  down 
the  front  with  the  military  collar,  slightly  to  the 
left,  with  the  Prussian  collar,  or  in  the  double-breast- 
ed styles,  the  buttons  fasten  right  througli  the  ma- 
terial. The  jeweled  button  is  not  quite  so  much  in 
cvldenrp  as  in  last  season's  styles,  very  much  plainer 
eff'ecis  being  shown  in  the  vmious  kind.^  of  metal 
buttons  used  on  these  garments. 

In  popular  and  medium  lines  beavers  and  plain 
cloths  are  especially  featured,  although  a  few  tw^eeds 
are  included  in  the  display,  and  there  are  also  two 
lines  developed  in  the  reversible  cloths,  in  plain 
colors,  in  two  contrasting  tones. 

Tendency  Towards  Straighter  Cut. 

In  higher-priced  and  novelty  models  the  ten- 
dency is  toward  a  straighter  cut,  and  the  sleeves  are 
like  those  of  a  man's  overcoat,  quite  as  wide  at  the 
bottom  as  the  top.  Many  models  are  cut  in  semi- 
Empire  effect,  and  some  show  the  kimona  effect,  with 
the  sleeve  iinished  with  a  deep  cuff'  and  with  a  storm 
cuff'  inside.    The  raglan  sleeve  is  also  featured. 

Novelty  coatings  will  be  in  demand,  and  the  ten- 
dency is  towards  tweeds,  cheviot  and  t-amel-hair 
eff'ects,  both  with  and  without  novelty  backs.  Special 
•  prominence  is  given  to  Scotch  eff'ects  in  tweeds  in 
black  and  white,  brown  and  grey,  and  grey  and  tan, 
illuminated  with  flecks  of  contrasting  color,  such  as 
delft  blue.  Empire  green  and  coronation  red.  Many 
of  the  new  reversible  suitings  have  Scotch  plaid 
backs  or  backs  of  plain  color,  such  as  Empire  green, 
coronation  red,  king's  blue,  violet,  etc.  When  re- 
versible cloths  are  used  the  collar  and  cuff's  are  made 
of  the  fancy  back. 

Pile  fabrics  are  strong  for  the  coming  season. 
Handsojne  models  are  being  shown  in  hollow-cut 
cord  velveteens,  and  buyers  think  exceedinly  well  of 
tnis  line.  Silk  seal  plush  will  sell  well  for  the  city 
trade,  and  buyers  are  advised  to  place  early  orders 
as  not  only  is  the  price  of  seal  plush  advancing,  but 
the  mills  in  Europe  are  already  over-sold.  Though 
caracul  will  be  replaced  in  the  city  trade  to  a  great 
extent  by  seal  plush,  the  indications  are  that  there 
will  be  a  heavy  sale  in  the  smaller  cities,  towns  and 
the  country  districts.  Caraculs  are  also  over-sold  and 
early  ordering  is  advisable. 


Up-to-date  Leather  Goods 

Diamond    Shaped    Suede     Bag  Follows   in    Wake 

of    Madame    Sherry— Much    Talk   of    Fabric    Bags 

— Fancy     Lines     of     Tapestries     and    Brocades— 

School-boy   Bag,    New   Practical   Shape. 

LIMES  of  leather  goods  are  now  being  infused 
with  new  life  by  tlie  introduction  of  num- 
bers iinj)orted  for  Autumn  and  holiday  sell- 
ing. Among  these  was  a  soft  .suede  bag  with 
frame  of  the  wishbone  type  at  iirst  glance,  but,  upoa 
closer  inspection,  proving  to  be  simply  two  sides  of 
the  elongated  diamond  formed  by  the  whole  bag. 
The  points  were  rounded  rather  than  sharp,  and  a 
cordeliere  was  attached  to  rings  placed  about  lialf 
way  up  the  slant  at  either  side. 

Madame  Sherry  bags  show  greater  fullness, 
many  specimens  being  pleated  into  the  frame.  A 
few  of  the  very  soft  suedes  had  gathers  instead  of 
pleats. 

Soft  suede  is  the  favored  leather  of  the  moment, 
all  sorts  of  imitations  in  undressed  leathers  being 
also  very  good.  The  plain  square  bag  is  also  widely 
seen  as  a  practical  staple  article.  Eight  or  nine- 
inch  frames  predominate. 

A  novelty  which  has  particularly  bright  prospects 
is  the  School-boy  bag  of  square  shape  with  a  flap  in 
style  as  the  name  would  indicate,  and  plain  leather 


bandle.  This  bag  will  be  developed  without  too 
imich  .stiffening,  in  good,  stout  leather,  making  a 
\ery  desirable  article  for  every-day  use.  It  will  also 
bi'  featured  in  smaller  sizes  as  a  fancy  bag. 


New  Coronation  bapf  in  modified 
form:  made  in  black  and  white 
satin  and  moire  in  all  the  new  col- 
ors, such  as  Kings  blue,  lavender, 
pearl  grey,  emerald  green,  tan. 
mode,  etc.;  fitted  with  small  change 
purse  and  lined  with  satin  and 
moire.  Same  has  a  Cordeliere  han- 
dle.-Shown  by  P.  V/.  Lambert 
&  Co..  New  York. 


New  Coronation  bag  in  modified 
form:  made  in  black  andllwhite 
satin  and  moire  in  all  the  new  col- 
ors, such  as  King's  blue,  lavender, 
pearl  grey,  emerald  green,  tan. 
mode,  ets  :  fitted  with  small  change 
purse  and  lined  with  satin  and 
moire.  Same  has  a  Cordeliere  han- 
dle.— Shown  by  P  W.  Lambert 
&  Co  .  New  York. 


Fabric  bags  on  the  wishbone  frame  in  eight  and 
nine-inch  sizes  have  had  n  splendid  reception,  both 


An    Eiriitivc   Disjila.v    dI    I'aiu-.v    tlooils   in    llu>  (i.    \\  ,    Kohiiison    Stoic.  u(  llamillon        lliis   l'is|.lav   is   I'liU  .if  SuKjreslion  ami  Stiikiugly 
Indicates    tlio    nniiorlaiite    That    Shoulil    bo   Given   to   Art    NoeilloworU    aiul    the    Fancy   Goods    Department. 
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HAIR  FASHIONS  ARE  CALLING 


FOR  THE 


TURBANETTE 


The  Only  Practical 
Foundation  for  the 
Latest  Modes  of 
HAIR  DRESSING 


n 


Smart  New  Effect  Obtained   With  the  Turbanette 

Like  all  Phoenix  Hair  Goods, 
it  is  lightweight  —  correctly 
shaped — high-class  workman- 
ship— made  of  imported  Mo- 
hair, with  strong  silk  hair 
net  covering. 


We  are  making 
all  kinds  of 
switches^  braids, 
transformations, 
and  clusters  of 
all  kinds. 


Front  View  of  the  Turbanette 

The  First  Departments 
to  show  the  Turbanette 
Get  the  BIG  PROFITS 

Write  at  Once  for  Samples  and  Prices. 


Phoenix  Hair  Goods  fuf^.  Co.» 

Manufacturers  of  All  Kinds  of  Hair  Goods  and  Rolls. 


50  W.  Houston  and  153-5-7  Greene  Sts.,  New  York 
Chicago   Office:    70S  Medinah    Bld^.,  Leo  Heiman, 

Representative 
Cleveland  Office:  38  Arcade  Bld^.,  C.  H.  Deutsch, 

Representative 


Canadian  Representative:  Thompson  Christie,  108  St.  James  Chambers 

TORONTO,  CANADA 
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abroad  and  on  the  other  side.  Dark,  rich  tapestries 
were  particularly  good.  Brocades  were  also  well 
taken  for  dres.sy  use,  and  black  satin  was  a  winning; 
entry.  Some  fancy-beaded  and  e!iil)roidered  lines 
were  shown. 


New  small  shape  in  the  Cordeliere 
style,  with  German  silver  frame 
and  Cordeliere  handle :  made  in 
black  and  white  satm.  also  moire 
in  all  the  new  colors,  as  King's 
blue,  lavender,  pearl  grey,  emerald 
(?reen.  tan,  etcetera ;  also  the  satin 
with  the  black  and  white  pekin 
effect. — Shown  by  P.  W.  Lambert 
&  Company.  New  York. 


New  Coronation  bag  in  inoditied 
form,  made  in  black  and  white 
satin  and  moire  in  all  the  new 
colors,  such  as  King's  blue,  laven- 
der, pearl  grey,  emerald  green,  tan. 
etc.  Also  in  satin  with  the  black 
and  white  pekin  effect.  This  bag 
has  no  frame  :  is  fitted  with  purse 
and  mirror  and*  lined  with  satin 
and  moire  silk,  also  has  a  Corde- 
liere handle.  —  Shown  by  P.  W. 
Lambert  &  Co..  New  York. 

At  present,  owing  to  the  time  of  year,  the 
strength  lies  with  lingerie  rather  than  leather  belts, 
but  suedes  continue  good  for  strictly  tailored  wear. 
A  handsome  l)lack  satin  belt  met  with  excellent  sales. 
Elastics  have  been  another  fair  to  mcdiiuu  line  this 
Spring. 


New  Toilet  Accessories 

Razor-back  Brushes  in  Wide  Range  of   Styles 
—  Shaving  Sets  and  Traveling  Cases. 

New  toilet  goods  for  next  Christmas  .selling  arc 
now  beginning  to  be  seen  in  wholesales  and  import 
h  oases. 

Improved  styles  of  .shaving  apparatus  with  mir- 
ror and  double  cup  and  ba.sin  arrangement  are  seen. 
Nickeled  metal  finish  appears  the  leader,  with  terra 
cotta  basin  as  a  touch  of  novelty.  Eliony  and  silver 
shaving  brushes  are,  as  usual,  preferred. 

A  brush  which  has  been  much  favored  in  the 
past  returns  in  great  variety  this  year.  This  is  the 
flat,  razor-back  brush,  in  range  of  hat-brush,  clothes- 
bru.sh  and  .specially  .stifle  variety  for  heavy  bru.shing. 
The  flatness  of  this  novel  l)rush  makes  it  easy  to 
carry  in  a  suit-case,  and  eminently  convenient  for 
traveling. 

Dressing  cases  arc  more  than  usuallv  handsome 
and  complete,  flexibility  of  the  leather  beina;  a  fea- 
ture, and  manv  roll  cases  being  seen.  The  Pullman 
Apron  for  ladies  will  again  be  shown,  with  increased 
,=;ales.  This  useful  article  rolls  u])  into  a  dressin^ 
case  or  is  opened  out  and  worn  as  an  apron,  each 
toilet  acces,sory  having  a  convenient  pocket  of  its 
own.  The  apron  is  of  durable  brown  denim,  the 
pockets  being  lined  with  waterproof  where  neces.^arv. 

A  New  Hook  and  Eye. 

Merchants  who  are  looking  for  possible  additions 
to  their  notion  counter  will  be  interested  to  hear  of 
the  advent  of  a  new  hook  and  eve.  This  is  said  to 
possess  tlie  advantaaes  oT  llie  dome  fastener  while 
eliminating  tliat  painful  tug  apart  wliich  is  necessary 


NAIAD 


Pleases  Customers 


H 


—UNSEEN— NAIAD  PROTECTS  — 

The  NAIAD 
DRESS  SHIELD 

Stands   Every  Test 


Put  it  to  any  test  you  will,  the  Naiad  will 
come  out  right  It  sounds  the  highest 
note  of  progress  in  the  making  of  dress 
shields. 

It  is  supreme  in  cleanliness. 

It  can  be  sterilized  after  use 
by  immersing  in  boiling 
water  for  a  few  seconds  only 
and  pressed  with  a  heated 
iron. 

It  does  not  deteriorate  with 
age  and  fall  to  powder  in 
the  dress. 


It   is   the  only  shield  "  as  good   the 
day  it's  bought  as  the  day  it's  made," 


Sample  Book  on  Request. 

Wrinch,  McLaren  &  Co. 

SOLE  MANUFACTURERS  IN  CANADA 

77  Wellington  St.  W.,  Toronto,  Can. 


NAIAD 


A  Great  Seller 
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SECURE 


RIBBON  VALUES 


FROM 


WALTER  H.  BARRY  &  CO.,  MONTREAL 


"  The  Ribbon  House  of  Canada." 


We 

appeal 

to 

trade 

desirous 

of 

new 

and 

exclusive 

effects 

without 

gaudy 

show 


The 

attractiveness 

top-most 

qualities 

and 

distinctive 

features 

of 

our 
Ribbons 


wn 

interest 

you 


Put  your  Ribbon  Department  on  a  better  basis.     You  can 
do   this  by  becoming  acquainted  with   a  Specialty    House. 

WE  HANDLE  ONLY  RIBBONS 

WALTER    H.    BARRY  C^  CO.,   MONTREAL,  RQ. 

"The  Ribbon  House  of  Canada." 
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to  open  the  fastener,  and  which  so  often  tears  and 
ruins  delicate  fabri(;.s.  The  new  article  consists  of  a 
small,  flattish  dome  to  he  fastened  on  one  side,  and 
a  peculiar  shaped  hook  for  the  other.  Tins  hook  is 
a  perfectly  flat  piece  of  metal,  cloven  and  having  a 
curve  which  acts  as  a  spring.  Its  arms  are  slipped 
on  each  side  of  the  dome  and  it  is  pushed  laterally 
into  place  instead  of  being  pressed  down.  The  dome 
enters  the  socket,  the  sides  spring  together  again, 
and  the  hook  is  hooked.  It  is  drawn  apart  easily 
by  a  sidewise  pull  which  cannot  tear  the  cloth.  An 
additional  advantage  is  that  it  is  locked  when  closed, 
and  lies  perfectly  flat. 

Toys  and  Games 

Stocks    now  Fairly    Complete   for    Next    Season's 
Campaign— Some    New    Arrivals   in    Toydom. 

A  particularly  attractive  line  of  graphophones, 
which  play  the  well-known  Victor  records,  has  re- 
cently been  imported.  This  machine  has  no  horn, 
being  in  compact,  small  box  shape,  with  a  register 
and  indicator.  The  tone  is  excellent  and  the  buz- 
zing of  the  usual  cheap  graphophone  is  eliminated ; 
at  the  same  time,  this  is  a  popular  line  at  a  popular 
price. 

A  novelty  in  dolls'  accessories  is  a  complete  out- 
fit for  babies'  bath,  tub  included.  A  tiny,  natural 
doll-baby  goes  with  this  set.  The  Siamese  twins, 
attired  as  Follies,  with  cap  and  bells,  and  joined  in 
the  middle  in  true  Siamese  .style  will  amuse  the 
younger  toddlers.  A  very  attractive  toy  for  the  baby 
is  a  doll  in  well-padded  soft  flannel  pyjamas  and 
coat,  with  cap  and  bell  added.  This  doll  has  two 
voices,  one  being  produced  from  the  diaphragm,  so 
to  speak,  and  the  other  being  entirely  a  throat  voice. 
As  it  is  a  female  doll,  perhaps  one  would  have  been 
enough.  This  doll  has  the  advantages  of  the  Teddy 
Rear  in  that  it  is  made  of  .soft  materials  and  is  quite 
unbreakable. 

A  new  game  is  called  the  Zillograph,  and  is  an 
excellent  variation,  at  a  popular  price,  of  the  moving 
])icture  show  idea.  Black  silhouettes,  which  can  bo 
manipulated  by  strings  are  used,  and  these  are  placed 
behind  a  framed  screen  and  operated  invisibly.  This 
game  comes  in  styles  to  sell  at  twenty-five  and  fifty 
cents. 

A  Novelty  in  Hair  Goods 

Black  and  white  striped  or  barred  effects  are 
seen  in  new  barrettes.  The  ground  is  white,  and 
black  enamel  is  laid  on  in  stripes,  bars  and  lattice 
patterns,  strand  barrettes  and  fancy  effects  being  the 
shapes  used.  A  particularly  striking  fancy  number 
was  set  with  rows  of  tiny  rhinostones  along  the  black 
stripes.  It  will  be  noted  that  this  new  barrctte  lend-; 
itself  equally  well  to  the  blonde  or  brunette  coiffure. 

At  present  there  is  little  of  interest  in  the  market 
for  hair  goods.  Combs  are  stirring  and  considerable 
increa.se  of  sales  is  expected  to  occur  here.  This  has 
already  happened  in  New  York.  Rhinestones  con- 
tinue the  favorite  trimming  for  fancv  number-^. 
Pads  are  somewhat  dull  at  present,  with  little  .sign 
of  change,  the  medium  pad  being  the  best  .seller.  On 
the  other  hnud.  all  sorts  of  fancy  bandeaux,  both 
of  .slicll.  |il;ilii  and  Irimtned.  and  of  fabric,  are  being 
sold.  Tlu'se  will  li(^  undoubtedly  the  leading  monev- 
makers  in  the  hair  goods  department  this  Smnmer. 


LADIES'  HAND  BAGS 

all  popular  styles 


Tourists'  Accessories 


Always 


Established 

1850         ^"^^ 


Incorporated 
MARK  1904 


Reliable 

Headquarters  for 

Sanitary  Collapsing  Cups 


Toilet  Cases,  Ladies' and  Gents' 

C.F.Rumpp  &  Sons 

FINE  LEATHER  GOODS 

PHILADELPHIA 

New  York  Salesrooms — 683  and  685  Broadway 

Send  for  catalogue 
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ALL  ELASTIC 
WASHABLE- 
POROUS 


Sanitary  Belt 


FOR 
WOMEN 


Every  woman  wants  one.     Cleanly,  antiseptic,  washable  and  comfortable.     Made 
of  soft  surgical  web  especially  woven  for  us. 

HAS  NO  EQUAL  IN  PRICE  OR  QUALITY 

Can  be  worn  next  flesh  or  under  corset.  Gives  with  every  movement  of  the 
body.  Indispensable  with  Union  Suits  Packed  in  assorted  sizes;  large,  medium 
and  small.     Sample  free  on  request. 

You  have  only  to  show  these  goods  to  sell  them,  price  $3.00 
per    dozen    in     assorted    small,     medium    and    large    sizes. 

C.  H.  Westwood  Mf^.  Co..  Ltd. 

MANUFACTURERS 
84-86  Wellington  Street  W.  -  .  TORONTO 

'As  goodia  seller  as  the  C.M.C.  Hose  Supporters." 


Dress  Shield 


Eyerv  pair  guaranteed 


Has  the  largest  sale  in  the  world 


I.  B.  Kleinert  Rubber  Company, 


Sold  by  all  leading  jobbers 


Toronto 


Best  Selling  Styles  in  all  the  Newest  Shades 

LADIES*    BELTS 

Black  and  White,  Coral,  Coronation  Blue 
and  other  colored  embossed  designs.  Get 
ready  for  an  early  fall  trade. 

Join    the   procession.        Call   or    write    for   samples. 

L"         C      1     1  621  Broad-way 

OUIS   bcnloSS,     NEW    YORn 
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Fancy  Goods  Help  Millinery   AN  ACTIVE  AND   PERMANENT 


Novelties  in  Hair  Goods  or  Dress  Accessories  May 
be  Featured  with  Success 

THE    aiiihitious    iiiilliiier    who    is    desirous   of 
extending  her   business  in   every   legitimate 
way  is  often  confronted  with  the  ])robleni  of 
how  far  she   ought  to   go   in  incorporating 
outside  features.     This  is  primarily  a  question   of 
supply  and  demand,  but  it  is  also  a  question  of  lo- 
cation. 

Patrons  may  occasionally  eni^uire  for  a  novelty 
in  hair  goods  or  dress  accessories,  which  is  being 
written  up  at  the  time  by  leading  publications  as 
an  article  which  should  be  chosen  to  match  the  hat, 
or  as  a  part  of  a  "set"  of  some  kind.  The  milliner 
would  scarcely  be  justified  in  banking  on  this  sort 
of  casual  enquiry  to  any  extent.  A  convenient  ex- 
ample occurs.  A  high  style  feature  of  the  opening 
this  season  has  been  a  set  of  hat  and  bag,  the  latter 
being  a  dainty  confection  of  fancy  straw  and  chif- 
fon. Now,  Avhile  many  shops  will  attract  attention 
and  custom  by  the  display  of  these  sets,  common 
sense  teaches  that  few  of  them  will  be  sold,  and  those 
only  to  be  worn  on  exceptional  occasions.  Many  a 
milliner  will,  as  usual,  have  enciuiries  about  this 
article  from  customers  who  would  not  wear  it  under 
any  consideration,  but  who  wish  to  see  if  she  is  "up- 
to-date."  It  becomes  apparent  that  the  enquiries 
of  patrons  are  scarcely  to  be  regarded  as  a  criterion 
of  what  the  milliner  should  stock. 

Other  Lines  Keep  Up  Interest- 
On  the  other  hand,  a  persistent  demand  for  ar- 
ticles along  a  certain  line,  if  properly  attended  to 
and  studied,  may  lead  to  an  opening  into  a  new  and 
very  profitable  business,  one  which  will  help  to  keep 
money  flowing  in  at  times  otherwise  slack.  Millin- 
ers have  found  this  especially  true  of  two  lines,  dress 
accessories  and  fancy  goods,  particularly  hair  goods 
and  ornaments.  The  principle  of  keeping  up  the 
interest  at  all  times  has  forced  stores  to  feature  cer- 
tain departments  which  infringe  on  the  millinery 
section  during  the  times  when  busine.'<s  in  the  latter 
is  slack.  Displays  of  feather  ruffs  and  boas  are 
made,  and  millinery  ribbons,  feathers  and  small- 
wares  are  sold  off  at  l)argain  jjrices  to  attract  a  crowd. 
Fancy  imported  scarves  were  featured  this  year  In- 
(tne  house,  another  made  a  specialty  of  its  hatpins 
and  buckles,  and  still  anothei'  had  a  fine,  early  win- 
ter .showing  of  imported  hair  ornaments,  particularly 
of  the  popular  bandeaux  for  evening  wear. 

The  above  are  lints  which  should  specially  cdiii- 
mend  themselves  to  the  consideration  of  the  up-to- 
date  milliner.  There  are.  of  course,  certain  acces- 
sory lines  which  aic  always  ciu'ried  as  staples  by 
miilinei'y  .«hops  of  any  size  or  ])relensions.  These 
include  a  fairly  full  line  of  ribbons,  with  silk,  chif- 
fon, etc.,  by  the  yard,  in  the  ]iopular  shades,  at  least. 
A  select  range  of  small  orname  .s.  cabochons. 
buckles  and  hatpins  is  ,...  >  carried  by  the  metropoli- 
tan or  town  establishment  of  the  progressive  order. 
These  articles  should  be  inchuled  in  window 
displays,  as  they  offer  an  excuse  to  the  customer  who 
would  like  to  come  in  and  look  aroimd.  but  does  not 
intend  buying  a  hat  at  the  moment.  (»reat  care 
should  be  taken  in  the  buying  of  such  lines.  Many 
a  milliner  who  succeeds  having  in  mind  the  very 


ADVERTISEMENT 

AT  THE  LOWEST  POSSIBLE  COST!  AN 

ARTISTIC    WOVEN 
LABEL 


is  every  day  impressing  your  name  or  brand 
upon  some  purchaser. 

There  is  no  way  which  so  effectively 
expresses  the  confidence  you  have  in  your 
output  as  the  attaching  of  a  woven  label  to 
every  garment. 

Moreover,  a  branded  article  is  always 
bought  in  preference  to  an  unknown  line 
and  the  usefulness  of  your  woven  label  is 
only  limited  by  the  life  of  the  garment. 

May  we  design  a  label  to  meet  your  parti- 
cular requirements  ?  We  have  the  facilities  and 
experience  to  turn  out  specially  high  class  work. 

WRITE  US  FOR    FURTHER   PARTICULARS 

CANADA   LABEL  AND  WEBBING  CO.,  LTD. 

MORROW  AVE.  TORONTO 


The  Value  of  Little  Things' 

is  nowhere  more  evident  than  in  your 
store! 

How  about  your  stock  of  smallwares? 
"^'iiur  business  will  be  booming  and 
yoiu-  profit  assured  if  you  are  liandling 
a  full  line  of 


Novelty  and  attrai-livene.<s  is  the  key- 
note of  the  siucess  of  our  lines,  which 
include  a  wide  range  of  side  comb<. 
1  .arret tes,  back  combs,  hair  nets,  hat 
pins,  enibroideric'^.  laces,  trimming-, 
etc. 

Get  in   touch  with  \is  to-day. 

Write,  a.-king   for  details. 

E.  H.  CODE 


223-22S  Queen  Streot, 


Ottawa 


Dry  Goods  Review 


FANCY   GOODS,   NOTIONS   AND   TOYS 


111 


Standard 
Quality 


TRADEMARK 

l-ook  for  NAME 
and  TRADE  MARK 
None  6enuine 


CORONATION   POSTCARDS 

Will    be    found    worthy  of   the    Great    Event  which  is  interesting   the  entire  world. 

DICKENS'   PUBLICATIONS 

in  connection  with  the 

CHARLES    DICKENS'    CENTENARY 

Will  be    in  demand  throughout   the  year. 

CALENDARS 

Comprise  a  Large  Variety  of  New  and  Beautiful  Designs. 

POSTCARDS 

Splendid  New  Addition  of  Popular  Subjects  for  all  seasons. 

Christmas  Cards,  Auto  Stationery 
and  Birthday  Cards 

The  New  Collection  is  unparalleled  for  Artistic  Excellence. 

JUVENILES,  TOY  and  GIFT  BOOKS 

A  Large  Collection  of  Popular  Subjects. 

PICTURES 

Etchings,  Engravings,  Photogravures,  Photochromes  and  Facsimiles. 

A  Large  and  Varied  Line  of   Artistic  and  Attractive  Subjects. 

Special  attention  is  directed  to  our  New  Dickens'  Pictures. 
Descriptive   Lists   Sent   C/po;     Application. 

Raphael  Tuck  CSj  Sons  Co.,  Ltd. 


9-17  ST.  ANTOINE  STREET.  MONTREAL 


LONDON 


PARIS 


BERLIN 


CAPETOWN 


NEW  YORK 


Please  mention  The  Revieiv  to   Advertisers  and  Their  Travelers. 
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"TX7E  beg  to  announce  that  we  have  established  a  Canadiar 

33  MELINDA  STREET, 

It  is  our  intention,  in  addition  to  soliciting  import  orders  for  S 
such  merchandise  as  may  be  in  demand,  from  which  the  Canadia 

We  have  now  in  stock  a  complete  range  of  17,  27  and  45  inch  1 
Insertions,  also  a  full  assortment  of  our  well-known  LILY  WHI 

We  have  the  largest  and  most  modern  equipped  plant  of  any  m£ 
trade. 

We  are  the  only  manufacturers  of  Embroideries  who  weave 

In  dealing  with  us  you  are  buying   from  first  hands.     We  ha 
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MAKERS  OF  AND  LEI 

EMBROIDER! 

3  3  MELINDA   STREET,  f^^cIop 

KRONBUEHL,   ST.GALL, 
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Varehouse,  under  the  management  of  Mr.  A.  B.  Fisher,  at 

rORONTO,  ONTARIO 

Ing  Delivery,  to  carry,  at  all  times,  in  this  warehouse,  lines  of 
lerchant  can  fill  his  wants  as  occasion  may  require. 

uncings,  Allovers,  Corset  Cover  Edgings,  Galloons  and  Wide 
)  Semi-finished  Embroidered  Corset  Cover. 

facturer  of  Embroideries  and  Laces,  selling  direct  to  the  retail 

ir  own  cloth, 

and  always  have  had  the  RIGHT  goods  at  the  RIGHT  time. 


^SCH  &  (OMPANY 

•  ERS  OF  FASHION  IN 

[ES    &-  LACES 

RIES  TORONTO,  ONTARIO. 


NETSTAL,    CONSTANCE. 
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1 

A  Splendid  Success 
The 

Coronation  Bag 

WITH    VARIATIONS      OF      SIZK    .\XI) 
EFFECT    TO    SUIT   THE    INUIVIOIAE 
DIFFERENCES  OF  AGE  AND  TASTE. 

A 

r 

il 

K\EKY    WOMAN — .vouns   or    old,   grave   or   gaj — can   be   suited    with    some    one    or    other    of   the    numbers   in    this    very 
('oniprehennive  line.      That  fact  means  profit  to  the  dealer — and    safety. 

Conservative  women  are  apt  to  favor   Coronation  Bags  in   SMAL.1^   AXD    MEDIUM    SIZES   as    being    more    sedate.     Such 
sizes    have    been    provided    here. 

There    is   a   certain   dignity  and   artistic   simplicity  about  the    new    models    In    BLACK    SATIN    and      WHITE      SATIN. 
Kspecially   ciiic   are   those    in    satin  of  BLACK  and   WHITE  STRIPES — always    a    strong    combination. 

KIT   if  more  resplendent  colors  are  wanted,  they  are  to  be  found    in    the     glowing     examples    of     COI.ORKD     MOIRE. 
Kvery    color    in    the    prism    or   the    rainbow    is  reproduced. 

.Mtogether    this    is    the    most    successful    line   introduced    this    season.      Prices    from   ?24   per   dozen    up. 

P.   W.   Lambert   &   Company 

Makers  of  Fine  Leather  Novelties 
64-66   LISPENARD  STREET                -                -                 -                NEW  YORK 

BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These  brands  represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

^T      (  .(")       Dry   Goods   Commission  Merchant 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


L 


IDDELL'S 

INENS 


procure  patronage! 


As  an  attraction  to  the  best  class  of 
buyers— those  with  dollars  to  spend  on 
"  quality  g-oods  "—no  articles  vou  handle 
are  so  effective  as  GOOD  LINENS! 

Wm.  Liddell  &  Co.  have  been 
awarded  7  Gold  Medals  at  International 
Exhibitions  for  their  linens  !     Stock 

LIDDELL'S    LINENS 

Thej-  pull  trade. 

Let  nie  hear  from  you-— I  can  point 
the  way  to  big  profit  in  your  Linen 
Department  if  you  will  handle  Liddell's 

Place  orders  now  for  Xmas. 


R.  n.  CORBIE, 

30  Wellington  Street  West,  Toronto 
Irish  Linen  Agency. 


Please  mention  The  /v'ti'iVtc  to    .Id^'crtisi'is  and  Their  Travelers. 
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BUTTONS  AND  TRIMMINGS 


Covered  Buttons  of  All  Kinds 

Also  Fancy  Metal,  Anchor  and  Brass 
Ornaments  for  Children's  Wear 


Buttons  are  a  Specialty  with  us,  if  it  is  new 
we  have  it. 


Import  Trimmings 
and  Braids 

We  have  the  most  exclusive  line  on 
the  market.  Write  for  prices  and 
information  to-day. 


A.  WEYERSTALL  &  CO. 


TORONTO 


"COIFFURETTA% 

,       DOUBLE  KNOTTED  MESH 

'  SHAPED  SILK  HAIR  NETS 


$4.80   per  gross 

TORONTO  DEPOT: 

Dieckerhoff,  Raffloer  &  Co..  Ltd. 

Corner  Simcoe  and  Wellington  Sts. 

ROSENWALD  BROS. 


LONDON 


Sole    Manufacturer* 
PARIS 


VIENNA 


CacK  net  in  envelope 

MONTREAL  DEPOT: 

Dieckerhoff,  Raffloer  &  Co.,  Ltd 

525  St.   Paul  Street. 


MAKERS  OF  EVERY  KIND  OF* 

Hair  Nets,  Frames,  Rolls,  &c.,  &c. 


"It's  a  Pleasure 
To  Sell  Such 
Handkerchiefs" 


Dealers  are  deliglited  with  the  "Higena"  idea. 
It  enables  them  to  please  their  customers  as 
they  have  never  been  able  to  do  before.  And 
it  also  enables  them  to  make  better  profits 
out   of  their    Hand  kerchief    Department. 

Th^    ••lligena"    idea    is  cleanliness.      "Higena"     Handkerchiefs     come 
ill    scaliil    packages — one,    two    or    three    in    a    package — according    to    quality 
and  price.     With  each  box  of  "Higena"    Handkerchiefs,    is     one    loose    one    to 
•<liuw    quality    and    design. 

This   is   the   handkerchief  you  allow  customers    to    handle.     When    purchases   are   made, 
you    hand    them    "Higena"    Handkerchiefs. in   sealed  packages — fresh,   unwrinkled,  clean, 
hygienic. 
This  enables  you   to  get  the  full  retail  price  for    every    "Higena"    Handkerchief — you    don't    have 
to    "Cut"    prices    on    soiled    goods,    there   are  none. 

"Higena"    Handkerchiefs    come   in    pure    Irish  Linen    and    Egyptian    Liawn,    of  guaranteed    quality 
— and   are    retailed    at   the   following   prices: — 


1— Ladies'    3  for  15c 

2—  "          1  for  25c 

3—  "          3  for  25c 

2  for  25c 

5 —      "          3  for  .50c 


No.  6— Gents'  2  for  15c 

"     7—     "  3  for  25c 

"     8—     "  2  for  25c 

"     9—      "  1  for  25c 

"  10—     "  3  for  50c 


Our    newspaper    advertising    is    selling    "Higena"    Handkerchiefs   for  a  good    many   stores.   Write 
us    for    wholesale    prices — and    compare    them  with    what   you    are   paying. 
We   will   also   send    samples,   if  yon   wish. 


TORONTO 

502    Empire    Building 


WALLACE  CEL  WALLACE 

Agents  for  Don^las  &  Green,  Limited,  Belfast,  Ireland 


MONTREAL 

504    Coristine    Building 


116 


FANCY   GOODS,    NOTIONS    AND    TOYS 


Dry  Goods  Review 


customer  who  will  purchase  the  article  when   she 
selects  it. 

How  Far  May  Milliner  Go  ? 

The  next  question  is,  how  far  may  the  milliner 
proceed  along  the  above  lines  without  allowing  her- 
self to  be  drawn  into  a  trade  which  really  pertains  to 
dry  goods  and  not  to  millinery?  In  the  first  place, 
th^  ribbons,  tisues  and  fabrics  which  she 
may  legitimately  carry  are  not  those  stock- 
ed by  the  dry  goods  trade,  but  a 
special  line  offered  by  millinery  houses  for  her 
benefit.  Usually  they  are  reasonable  in  price,  and 
very  showy  and  effective  in  appearance.  Owing  to 
these  qualities,  many  persons  habitually  walk  into 
their  milliner's  for  sashes  and  hair  ribbons,  particul- 
arly when  they  desire  hat  and  accessories  to  corres- 
pond. Hence  a  milliner  who  makes  special  display 
of  hair  bows,  sashes,  bodice  garnitures  and  ribbon 
flounces  hardly  goes  out  of  her  way. 

This  naturally  leads  up  to  the  stocking  of  other 
dress  accessories  which  may  be  asked  for  from  time 
to  time.  Especially  is  this  the  case  with  shops  which 
front  downtown  thoroughfares.  The  tendency  is 
for  these  stores  to  develop  into  a  ladies'  furnishing 
trade,  in  which  almost  everything  except  suits  and 
dresses  is  supplied.  Frequently,  by  a  partnership 
between  a  tailoress  and  milliner,  the  establishment 
becomes  complete,  and  both  sides  benefit  by  the  ar- 
rangement. One  may  step  into  one  of  these  places 
and  be  shown  practically  everything  from  imported 
underwear,  the  hand-made  product  of  French  nuns, 
to  dainty  little  slipper  bows  of  maidenhair  and  chif- 
fon or  tulle,  and  a  Madame  Sherrv  bag  of  satin. 


For  Fancy  Goods  Display 

Suitable  Background    in  Which  Imitation  Flowers 
are   Used   to   Work  Out  Realistic  Effect  in  Panels 

A  background  most  suitable  for  fancy  goods  dis- 
play is  shown  here.  For  the  oval,  which  is  the  chief 
embellishment,  imitation  flowers  and  foliage  may 
be  applied  to  work  out  a  very  realistic  scene.  For 
instance,  the  sketch  shows  a  field  of  daisies  backed 
with  a  hedge  and  pine  trees. 

For  the  trees,  use  sprays  of  adiantium,  moss  for 
tlie  hedge,  Japanese  air  plant  along  the  edges  of  the 
brook  and  sides  of  the  frame  and  drooping  star  blos- 
soms (a  small  white  blossom  with  brown  centre, 
shaped  like  daisies)  set  in  the  centre  to  carry  out  the 
field  effect.  The  oval  frame  can  be  covered  with 
Japanese  wood  veneer  in  gray  ash.  Suspend  this 
on  the  right,  along  the  top  border  of  the  window. 
Have  an  18-inch  wide  border  of  gilt  or  brush  brass 
all  along  the  top  border  back  of  this.  Have  this 
border  lined  top  and  bottom  with  gilt  moulding. 

At  the  right  of  the  oval  have  a  lattice  frame 
l)ainted  light  green  and  fastened  top  and  bottom  a? 
though  extended  through  the  painting. 

Have  garlands  of  roses  in  pink  entwined  in  this 
lattice,  the  top  strip  of  the  lower  half  of  this  lattice 
to  continue  out  to  the  leTt  in  the  form  of  a  ribbon, 
to  contain  a  printed  announcement.  This  ribbon 
sign  to  be  in  old  ivory  or  white  with  black  lettering. 
There  is  hardly  a  line  of  Spring  or  early  Summer 
merchandise  that  would  not  be  enhanced  by  ha\ang 
an  effective  background  as  this  for  a  setting. 


ItuckKiiuiiiiJ    Siiltahle   for   Fancy   Quods   Display.     Oval   Panel    Ma  y    lie   .Made  of   liultatUni    Flowers  :uul    FoUiiKe.     i>v:il   Fraiue  Cov- 
ered With  Japanese  Wood  Veueer  In  Gray  Ash.     Lattice  Frame  Painted   Light  Oreen. 
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Center  Pieces 
Cushion  Slips 
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Doilies 
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Main  Factory ; 

Liberty  Ave.  &  Warwick  St. 
BROOKLYN,  N.Y. 


CENTER  PIECES 

Size  30  X  30.  Made  of  Arabian 
Leneen  Tan  and  Nile  Tickings.  At- 
tractive Combinations  of  Embroid- 
ery, trimmed  with  Natural  Embossed 
Velvet  Flowers.  Has  the  Effect  of 
Hand  Embroidery. 


EMBROIDERED 

Lambrequins 

Door  Panels 

Curtains 

Bed  Sets 

Kimonas 

Aprons 


EMBROIDERED 

ART 
NOVELTIES 


Branch   Factory : 
WOODHAVEN,  L.L 

New  York  Office: 
438    BROADWAY 

RUFFLED 

CUSHION  SLIPS 

"  Oblong  shape."  size  to  fit  a  20  or  22 
in.  Square  Pillow.  Made  of  Special 
Art  Fabrics,  Tinted  and  Embroidered 
in  Artistic  Colors.  Trimmed  with 
Natural  Embossed  Velvet  Flowers. 
Resemble  Real  Hand  Embroidery. 


Dresser  Scarfs 

SIZE   18    X   52 

Made  of  Russian  Leneen, 
Effective  Combinations  of 
Embroidery,  Natural  Em- 
bossed Velvet  Flowers. 
Very  artistic  in  appearance. 
Can  also  be  ordered  in 
squares  to]  match  size 
32  x-32. 


No.  770— Rose  Design. 


CAN  BE  RETAILED  AT 

75c. 

BEST  VALUES  EVER  SEEN IN  CANADA 


No.  832— Cartouche  Design. 


OUn  NOVELTIES  ARE  SOLD  AS  SOON  AS  DISPLAYED.      ORDER  SAMPLES  AND  BE  CONVINCED 
The  Leading   Embroidery   Work.        L.    &    M.      DRUCKERMAN,    PfOpS 


Liberty  Ave.    and    Warwick  St., 
BROOKLYN,  N.Y. 


Furnishings  and  Decorations  for  the  Home 


Novel  Lines  in  Wall  Papers 

Fabric  ^Finishes   to   be^  Popular   Again    Next  Fall 
—Leather   and    Wood  Effects   for   Dados. 

Sl'KING  sales  liave  brought  forth  many  new 
lines  of  wall-papers,  and  decided  popularity 
has  has  attended  some  styles  that  were  dis- 
tinct innovations. 

All  the  fabric  finishes  have  proved  excellent  sell- 
ing lines,  and  later  ideas  along  the  same  lines  have 
followed  in  their  wake.  These  latter  include  a  very 
handsome  leather  paper.  This  is  made  upon  the 
same  principle  as  the  well-known,  waterproof,  bath- 
room papers.  The  grain  of  it  imitates  leather  to  a 
remarkable  nicety,  elephant,  alligator  and  calf  skins 
being  reproduced.  Colorings  also  are  extraordinarily 
handsome  and  realistic.  These  leather  effects  are 
used  as  dados.  A  similar  paper  is  grained  in  imit'^.- 
tion  of  wood  for  paneling  purposes. 

Drop  ceiling  effects  and  cut-out  friezes  below  the 
rail  have  been  combined  very  effectively  in  the  new 
chambray  finished  papers.  These  come  in  light 
tones  of  color  with  floral  or  other  very  delicate  decor- 
ations. The  Gaspe  stripe  effects  have  also  been  ex- 
ceedingly strong,  and  many  chintz-like  effects, 
specially  adapted  for  bedroom  use,  will  continne  to 
be  featured  next  season.  All  the  above  styles  have 
been  chosen  for  mention  largely  because  their  life  as 
a  popular  article  is  just  begun.  In  the  same  class, 
though  somewhat  more  expensive,  are  the  Japanese 


grass  papers  and  their  imitations.  The  basket  weave 
and  natural  and  green  tones  of  color  are  the  features 
of  this  line. 

Many  Panel  Effects  Used. 

In  designs  for  all  classes  of  rooms  panel  effects 
are  strongly  featured.  Nearly  all  ornaments  in  the 
cut-out  wall-pai)ers  are  placed  directly  below  th^; 
rail,  whether  there  is  a  drop-ceiling  effect  or  the 
frieze  omitted  altogether.  Festoons  are  much  seen. 
as  also  are  broken  squares  and  medallions  with  con- 
necting garlands.  Beneath  this  decoration,  tlu' 
paper  is  further  ornamented  by  a  panel  effects  at 
regular  intervals,  .';urrounding  a  central  motif  in 
many  cases.  .Vll  the  ornamental  design  is  cut-out 
and  applied  so  that  the  spacing  may  be  arranged 
to  suit  the  shape  and  size  of  the  room.  These  special 
advantages  should  suggest  some  good  talking  points 
to  the  retailer  who  is  advertising  the  new  papers 
Undoubtedh'  such  variety,  adaptability  and  artistic 
merit  have  rarely  been  combined  in  papers  to  sell 
at  popular  prices.  Both  domestic  and  imported 
numbers  are  offered  in  these  lines. 

Panel  effects  wall  be  featured  in  all  styles  of  de- 
sign from  Louis  XIV  to  art  nouveau,  and  including 
the  florals  so  popidar  for  bedroom  use.  The  latter 
designs  are  most  frequently  seen  in  Chambray  finish 
and  have  been  a  striking  feature  among  this  .season'.* 
l)est  sellers. 


Interior    view,    sliowiiiK    part   sections   of    three    furnished    rooms    in     Furniture    Department   ol 
Chns     Austin    &   Co. I  Chatham.    Ontario 
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LINOLEUM 

MADE    IN    CANADA 


-^ 


Five  Grades,  A,  B,  C,  D,  E. 
Two  Widths.     8-4  and  16-4 


DESIGNS— Chosen    Expressly  for 

Canadian  Trade. 
QUALITY— To    suit    the    Canadian 

Climate. 
PRICES— To     Meet     Canadian     Purses. 


^       filMPLEUM      \^_ 


^^^^TIloMiNiDNDiL  Cloth 


Montreal     .^^^^i 


Floor  Oil  ClotKs 


Table  Oil  Cloths 


<r 


Two  Grades.     4-4,  5-4,  6-4,  8-4,    10-4  wide  One  Quality  and  that  the  Best.     5-4  and  6-4  wide 

We  have  no  hesitation  in  stating  that  all  our 
ines    are   the    Equal    of   any    on   the    Market 

Our    Goods    are    Handled    by    All    the    Wholesale     Dry    Goods    Trade 

The  Dominion  Oil  Cloth  Co.  Limited 

MONTREAL 
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Correct  Period  Paper  for  Drawing  Room. 

Among  the  style  features  brought  out  by  Spring 
special  sales  was  a  particularly  handsome  drawing- 
room  paper.  Many  arc  the  crimes,  from  an  artistic 
point  of  view,  which  masquerade  under  the  name  of 
Louis  XIV  or  Louis  XV.  But  this  paper  was  an  ab- 
solutely correct  reproduction  of  the  most  chaste  and 
restrained  of  the  earlier  Louis  decoration.  The  pat- 
tern was  very  small  and  dainty,  made  up  chiefly  of 
small  roses  in  garlands  on  a  ground  between  a  light 
buff  and  a  deep  cream,  best  described  by  saying  the 
color  was  an  "old  paper"  shade.  The  garlands  were 
arranged  in  panel  effects,  enclosing  tiny  motifs 
which  included  the  bouquet,  arrows  and  quiver,  and 
flambeau.  The  whole  effect  of  the  paper  was  such  as 
would  be  very  suitable  for  a  drawing-room  in  Louis 
XIV  with  buff  brocade  upholstery,  or  for  a  chintz 
drawing-room  in  the  English  fashion.  The  paper 
greatly  resembled  a  hansome  chintz  in  finish. 

Exclusive  Design  for  Library  or  Hall. 

Among  the  handsomest  designs  ever  seen  dis- 
played was  a  new  style  brought  out  this  Spring  for 
dining-room  decoration.  This  paper  had  a  deep 
dado  of  a  mottled  blue  which  suggested  leather 
rather  than  fabric,  while  still  plainly  a  paper  and 
nothing  else.  The  space  above  was  filled  with  a  per- 
fectly harmonizing  design  in  conventional  scroll, 
ground  very  well  filled,  and  design  about  the  size  of 
both  hands.  The  soft  blue  of  the  dado  was  carried 
out  in  the  paper,  with  the  addition  of  tones  of  drab 
and  green  which  were  shades  rather  than  colors.  In 
a  cross  light  the  background  of  bronze  or  very  dark 
gilt  was  discernible.  This  paper  was  recommended 
for  hall  or  library,  but  would  have  been  equally  ex- 
cellent for  a  dining-room  or  for  some  types  of  living 
rooms.  It  would  suit  admiral)ly  with  furniture  of 
a  handsome  and  substantial  type  in  modern  design. 


Curtains  and  Hangings 

Great   Strength   in  New  Fancy  Nets  in  Casement 

Lengths — Self-colored   Portieres— Season    for 

Chintzes,   Cretonnes   and   Linens. 

As  prospects  now  stand.  Fall  trade  will  run  as 
strongly,  if  not' more  so  than  ever,  on  the  new  style 
nets  for  casement  length  curtains.  These  nets  both 
in  the  popular  heavy  me.sh  and  in   the  newer  line 


meshes  have  proved  an  excellent  selUng  line  this 
Spring.  Madra.ses  have  run  them  clo.se,  but  the 
nets  have  the  great  advantage  of  being  fine  washers 
and  suited  for  windows  where  either  the  single  or 
doul)le  curtaining  effect  is  employed. 

Medium-priced  (pialities  have  proved  best  .sellers; 
cheap  imitations  at  first  threatened  to  spoil  trade, 
but  those  who  used  them  were  obliged  to  replace,  a.s 
they  would  not  stand  a  .single  washing.  The  re.sult 
has  been  that  the  public  now  willingly  pays  the 
medium  price  a.sked  for  a  handsome  up-to-date  net. 

Following  the  verv"  large  motifs  and  coar;e 
meshes  usually  in  drab  or  ecru  coloring.  fa«hion  has 
veered  somewhat  toward  the  fine,  dainty  meshes 
in  white  and  cream.  Many  of  these  are  as  fine  as  a 
waisting  and  fall  without  any  stiffness  whatever. 
They  are  well  taken  in  cities,  but  it  is  doubtful  if 
they  will  become  so  universal  as  the  heavy  me.sh. 

Some  Popular  Colorings. 

Madrases  and  printed  scrims  show  some  new  and 
interesting  color  schemes.  Prunella  and  green  made 
an  ideal  dining  or  club-room  window  curtain. 

Deep  ecru  was  combined  with  striking  Empire 
green  and  red  fruit  design  with  brilliant  effect. 
Coronation  reds  and  blues  were  featured  as  a  high- 
class  novelty,  the  red  being  especially  inviting. 
Madrases  were  seen  in  designs  ranging  all  the  way 
from  verdure,  floral  and  art  nouveau  to  Gothic  or 
Elizabethan.  iVmong  other  notable  colors  were  the 
new  orange  shades  and  pumpkin  browns. 

Use  of  Floral  Chintz  Border. 

A  pretty  use  of  a  floral  banding  of  chintz  was 
seen.  Full-length  curtains  of  point-d'esprit.  had 
frilling  of  self  edged  with  braid  and  were  trinnned 
with  a  iowv  inch  band,  decorated  mth  tiny  pink 
roses,  pas.sing  all  around  the  curtain  inside  the  frill. 
The.'^e  curtains  were  specially  designed  for  the  chintz 
boudoir  or  sitting-room  now  so  much  in  evidence 
in  modern  homes. 


Regular  lines  of  portieres  come  in  self-colored 
styles,  green  and  red  leading. 

Chintzes,  cretonnes  and  linens  have  had  a  record 
sale,  despite  a  late  Spring.  Floral  designs  wore  mii- 
ver.sal  both  in  large,  mas.sed  effects  and  tiny  wreath-; 
and  garlands.  These  coverings  are  now  featured 
for  all  sorts  of  rooms,  as  well  as  for  bedrooms  and 
morning:  rooms. 


AxMiNSTER  Squares  &  Mats 

The  famous  old  firm  of  HERM,  PATZ,  OELSNITZ  (Saxony) 
now  carries  stock  in  Canada.  Designs  with  all  the  beauty 
of  Eastern  and  Western  art  are  shown  and  prices  quoted 
upon  request. 

OTTO    T.    E.    VEIT, 


WELLINGTON  STREET,  WEST, 

SHOW    ROOMS,    726    EMPIRE    BLDG. 


TORONTO 
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BARRY'S 

Made  in 
Scotland. 


Our  Standard- 
Perfection. 


four  handsome  colorings, 
Nos,  336,  1/336,  2/336,  3/336. 
This  design  lends  itself  to 
the  new  unit,  producing 
admirably  small  mosaic 
tiling  effects  of  the  most 
artistic  character  and  will 
prove  attractive  to  every 
discriminating  buyer  who  is 
interested  in  offering  to  his 
patrons  the  most  up-to  date 
styles  in  Linoleums. 

MADE  IN  C  GRADE 


FALL 

LINES  NOW 
ON  SHOW. 


WRITE  FOR  PRICES 
AND  PATTERNS. 


AGENTS 


SCOTT  &  WEST  CO., 

ALEXANDER  H.  YULE,  Manager 

510  Coristine  Bldg.,         MONTREAL 


i'Uasi'   nieiitiun    The   hi-rir;^'   lu    .Idi'crtisi-rs  and    I  Iwir    liaiciers. 
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As  usual,  Fall  sales  will  bring  out  the  more  ex- 
pensive lines  of  upholsteries.  Brocades  are  expected 
to  be  the  best  for  fancy  and  tapestries  for  everyday 
purposes.  New  lines  will  be  due  in  a  few  weeks' 
time. 


Situation  in  Floor  Coverings 

Linoleums      Will      Remain      at     Present      Raised 

Price   of  from    10    to    12    per  cent. — Rugs  and 

Carpets   Also   Up 

The  market  conditions  in  linoleums  remain  prac- 
tically as  before  indicated  in  these  columns.  That 
is,  prices  have  been  raised  anywhere  from  10  to  12 
per  cent,  higher  than  before,  and  will  stand  fast 
for  the  present  season.  This  is  due  to  the  scarcity 
of  cotton  and  the  partial  failure  of  last  year's  crop. 
As  it  is  also  due  in  part  to  increased  demand,  and 
to  conditions  prevailing  in  the  labor  market,  the 
likelihood  of  amelioration  is  not  sufficient  to  be 
banked  upon.  In  fact,  quite  the  contrary  is  the 
case.  The  merchant  will  do  well  who  secures  oil- 
cloths, not  yet  advanced,  at  present  prices  before  they 
also  register  the  effects  of  changed  conditions. 

Many  publications  have  erroneously  insisted  that 
prices  were  not  changed  because  that  certain  pat- 
terns selling  at  given  price  still  sell  the  same.  This 
is  easily  explained.  Articles  nuist  be  made  to  meet 
certain  popular  demands.  If  unavoidable,  the  manu- 
facturer reduces  the  expense  of  production  on  the 
quality  of  the  raw  materials,  or  in  the  size  of  the 
article  produced.  The  result  may  be  an  excellent 
wearing  article,  perhaps  at  least  90  per  cent,  as  dur- 
able as  that  offered  to  sell  at  the  given  price  befoi'e 
a  10  per  cent,  rise  in  the  cost  of  materials.  To  expect 
anything  else  from  the  manufacturer  is  to  expeft 
impo.ssibilities.  On  the  other  hand,  reliable  firms 
state  that  they  have  no  desire  to  deceive  their  custo- 
mers as  to  the  quality  or  thickness  of  the  article 
offered.  Merchants  will  do  well  to  weigh  the  facts 
and  i)lace  their  confidence  in  those  who  tell  thorn 
the  truth,  rather  than  in  the  cheery  optimist  who  is 
trying  to  create  hallucinations. 

On  the  whole,  prices  in  rugs  and  carpets  are  also 
a  little  higher,  but  this  does  not  apply  to  all  lines 
nor  in  all  places.  Increa.se  of  price  will  be  more 
likely  to  be  felt  later  on,  especially  if  the  cotton 
which  forms  the  base  remains  as  it  now  appears 
highly  probable  to.  At  present,  the  same  designs 
and,  with  very  slight  changes  if  at  all,  the  same 
materials  are  presented  at  the  same  rates,  with  the 
addition  of  new  style  features  of  the  highest  artistic 
value  not  previously  shown  in  such  popular  lines. 
These  latter  include  such  novel  and  desirable  color 
schemes  as  coronation  red  (imported).  King  (Teorgo 
blue  (ditto),  and  greens  in  the  popular  shades  of 
Empire  and  emerald. 

It  will  be  noted  that  the  above  colors  are  all  of 
the  clear,  bright  tones  so  much  desired  in  every  line 
at  present.  Floral  borders  on  plain  centres  have 
proved  excellent  in  rugs.  These  were  sometimes 
combined  with  scroll  ny  urn  de.'^igns  in  the  corners, 
or  with  a  jnottled  or  invisible  patterned  centre.  .\ 
solid  colored  centre  seems,  however,  to  be  generallv 
favored.  Art  nouveau  designs  are  also  ])opular  l>or 
der   effects.      There   is   no   abatement   of   the    usual 


popular  demand  for  very  .showy  and  brilliant  effects 
in  ma.ssed  floral  or  patterned  borders. 

A  particularly  pretty  Dutch  carpet  matting  had 
stripes  of  very  clear  bright  colors,  the  whole  being 
meant  to  give  a  home-made  or  rag  rug  appearance. 
This  fabric  would  prove  practically  indestructible, 
besides  retaining  its  brilliancy  of  color,  while  only 
slightly  more  expensive  than  the  cheap  style  of  mat. 

A  line  of  hair  cloth  suitable  for  offices  and  public 
buildings  comes  in  an  extremely  hand.some  variety 
of  designs,  mo.stly  of  the  mosaic  patterns.  It  com- 
bines absolutely  unmatchable  durability  with  a 
cleverness  in  color  schemes  and  general  make-up 
that  makes  it  well  worthy  of  attention.  The  har.^^h- 
ne.ss  of  appearance  a.'N^ociated  with  some  hair  cloth 
lines  has  been  quite  ob\dated  in  this  case  by  use  of 
a  special  texture  and  soft,  rich  color  .schemes. 

A  Season  for  Rugs. 

Rugs  are  absolutely  master  of  the  situation  in 
floor  coverings.  This  Spring's  selling  has  .seen  the 
greatest  display  of  Oriental  imports  and  their  domes- 
tic imitations  ever  shown  in  Canada.  The  popular- 
ity of  Oriental  designs  has  undoubtedly  been  in.stru- 
mental  in  making  the  rug  so  universal.  Fringed 
edges  have  also  been  very  popular. 

It  is  hard  to  say  which  size  of  rug  .sells  best,  but 
a  mediv;m  square  is  reckoned  an  excellent  seller. 
As  usual,  Axminster.  Wilton  and  the  popular  Brus- 
sels weaves  have  sold  well. 

It  is  probably  this  seamless  craze  which  has  made 
the  wide  linoleums  so  popular,  four  yard  widths 
being  handled  to  a  surprising  extent,  with  two  yard 
widths  univer.'^al. 


Death  of  James  A.  Ogilvy 

James  A.  Ogilvy,  sr.,  founder  of  the  dry  goods 
firm  of  Jas.  A.  Ogilvy  &  Sons,  Montreal,  died  April 
27.  Though  in  poor  health  for  the  past  month  or 
so,  he  was  able  to  attend  to  business  up  to  Wednes- 
day preceding  his  death.  Mr.  Ogilvy  was  76  year* 
of  age.  He  was  born  in  Kirriemuir,  Scotland,  and 
came  to  Canada  in  1S63.  entering  business  in  Mont- 
real with  the  firm  of  James  Morrison.  In  1886  he 
started  in  bu.siness  for  himself.  He  was  joined  by 
his  sons,  and  as  business  increased,  moved  to  larger 
quarters,  and  finally  became  established  on  the  cor- 
ner of  St.  Catherine  and  Mountain  street,  Montreal, 
now  a  central  location.  Each  change  demonstrated 
the  foresight  of  the  head  of  the  firm,  and 
the  wisdom  of  his  belief  in  the  western 
section  of  the  city.  All  buildings  occu- 
pied by  tlie  firm  have  fronted  on  Mountain 
street,  and  the  new  building  when  compleied  will 
have  frontage  on  the  same  street. 

As  a  citizen  and  as  a  business  man  Mr.  Ogilvv 
was  very  highly  esteemed.  In  ex]ire.ssing,  on  belialf 
of  the  trade,  the  deep  regret  felt  in  his  death.  Colin 
Morgan,  of  Henrv  Morgan  c'c  Co..  Ltd.,  said:  "We 
always  regarded  Mr.  Ogilvv  as  one  of  Montreal's  best 
citizens  from  every  standpoint.  He  was  an  able 
bu.siness  man,  he  stood  for  all  that  was  best  in  man- 
hood and  his  death  is  a  great  hvss  to  the  conunu- 
nitv.  ' 
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The  Arguments  for 


The  King  Edward  Vacuum  Cleaner 

Are    Resistless 

You  can  sell  any  man  who  has   the  price    -when    so    small    an 
outlay  means  so  much  in 

Health,  Comfort,  and 
Perfect    Cleanliness 

The  Vacuum  Cleaner  is  no  longer  a  luxury.  It  has  been  made  a 
practical  necessity  by  modern  sanitation,  and  has  been  placed 
within  the  reach  of  everyone  by  simplicity  of  construction  and 
standardizing  of  parts. 

Everyone  Wants  a  King  Edward.  It  is  eflficient,  easily  operat- 
ed, light,  needs  no  power,  is  large  enough  for  stores,  etc.,  yet 
perfectly  adapted  for  home  use. 

Write  us  for  description  and   prices 

The  George  H.  King   Co.,    Limited 

WOODSTOCK  -  -  -  ONTARIO 


THE    BIG  4  CARLOAD    POINT 


When  you  order  from  Victoriaville 
you  not  only  get  the  best  possible 
service  in  furniture  value,  but  on  ac- 
count of  having  a  bedstead  factory, 
mattress  factory  and  a  chair  factory, 
as  well  as  our  own,  you  save  freight 
charges.  Order  in  carload  lots  and 
make  additional  profits  for  your  store. 

Our  Victoriaville  SURFACE  OAK  FINISH 

is  the  best  furniture  to  buy  at  a  mod- 
erate price.  Operating  our  own  saw 
mills,  we  can  guarantee  the  best  lumber 
at  rock  bottom  figures. 


The  Victoriaville  Furniture  Co., 


THE  BIG  4 
Carload   Point 


Victoriaville,  P.Q. 
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Selling  Furs  in  Summer 
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Good   Business    in     Repairs    and    Storage — Trade 
With    the     Tourist    is    often    Profitable — En- 
couraging  Out-season    Purchases. 

ESTING  on  their  laurels  and  preparing 
for  the  coming  Fall  season,"  appears  to 
describe  pretty  well  the  present  condi- 
tion among  the  furriers. 
Furs  have  quite  disappeared  from  their  accus- 
tomed haunts  in  the  large  departmental  shops  in  the 
cities,  as  well  as  in  the  smaller  general  stores  of  vil- 
lage and  country,  whose  owners  are  concerned  only 
with  stocks  to  be  ordered  for  next  season's  trade,  the 
study  of  catalogues,  interviewing  of  travelers,  inspect- 
ing of  samples,  and  selection  of  those  styles  and  quali- 
ties which  are  likely  to  prove  satisfactory  and  profit- 
able investments. 

The  retail  furriers  in  towns  and  cities  find  )nuch 
of  their  time  occupied  in  fighting  the  moth  and  get- 
ting all  left  over  furs  into  proper  shape  for  next 
winter's  business.  Many  of  them  offset  any  lapse  in 
the  fur  trade  by  carrying  various  lines  of  men's 
hats,  caps,  gloves  and  umbrellas,  thus  catering  to 
most  of  their  fur  customers,  as  well  as  to  a  certain 
extent  to  the  general  public.  Another  source  of  pro- 
fit to  many  retailers  during  the  summer  months  is 
drawn  from  their  repairing  and  alteration  depart- 
ments. 

Repair  and  Storage  Department. 

"We  always  encourage  our  customers  to  bring  all 
their  repairing  to  us  during  the  early  summer,"  one 
Montreal  retailer  stated  lately.  "  Now  is  our  spare 
time  and  we  very  much  prefer  getting  it  all  off  our 
hands  before  Fall  trade  begins,  when  all  our  time 
and  attention  is  very  much  taken  up  otherwise. 

"We  also  do  a  good  business  during  the  summer 
storing  furs  for  the  public.  People  are  coming  to 
realize  more  and  more  the  advantage  of  having  their 
furs  properly  stored  inider  good  conditions.  Thev 
wear  so  much  l)etter  and  come  out  looking  so  nuicli 
finer  in  the  fall  than  if  packed  away  into  small 
space  as  so  many  householders  are  obliged  to  do  with 
all  their  winter  garments.  And  of  course  the  larger 
storage  work  we  do,  the  busier  we  are.  It  does  not 
mean  simply  popping  the  furs  into  cold  storage  and 
leaving  them  there  until  further  required.  Thev 
nnist  be  taken  out  from  time  to  time,  aired  and 
shaken.  It  is  also  necessary  to  keep  a  vigilant  out- 
look for  moths." 

Large  Trade  with  the  Tourist. 

Some  retail  furriers  carry  nothing  but  furs,  all 
the  year  round,  keeping  an  attractive  fur  display 


ii|)eii  to  the  public  right  through  the  .summer 
months,  and  report  such  a  cour.se  to  have  proved 
very  profitable  in  the  past  owing  to  the  toursit  trade, 
not  alone  with  the  United  States,  whither  they  are 
allowed  to  take  in  with  them  free  of  duty,  one  hun- 
dred dollars  worth  of  furs,  but  with  travellers  from 
all  parts  of  the  world.  Early  as  it  is  in  the  .sea.son, 
this  line  of  business  ha.s  already  opened  up,  one 
merchant  having  sold  only  last  week,  an  assortment 
of  furs  to  a  party  of  girls  from  Xew  Zealand. 

Furs  Cheaper  in  Summer. 

Questioned  as  to  the  value  of  the  report  that  furs 
are  cheaper  in  iVugiist  than  at  any  other  period  of 
the  year,  one  merchant  said,  "Well,  we  always  en- 
courage ladies  to  buy  furs  during  the  sunnner,  and 
find  it  profitable  to  allow  a  small  discount  when  they 
do  so.  Most  ladies'  garments  require  a  certain 
amount  of  alteration,  and  it  is  so  much  cheaper  to 
have  that  done  during  the  summer  sea.son.  For  one 
reason,  although  we  keep  our  operators  all  the  year 
round,  yet  we  generally  have  to  pay  them  more  dur- 
ing the  Fall  and  early  AVinter.  when  business  is  rush- 
ing, and  they  know  that  there  are  plenty  of  merch- 
ants ready  to  snap  up  all  the  eflicient  help  they  can 
secure." 

This  phase  of  the  question  necessarily  applies 
only  to  tho.se  retailers  who.  them.«elves  handle  a 
certain  amount  of  manufacturing,  altering  and  re- 
pairing of  furs.  Alerchants  handling  furs  only  as 
one  department  of  an  extensive  general  busine.s.« 
would  find  no  profit,  rather  a  loss,  in  such  a  course. 

The  manufacturer  at  this  season  of  the  year  has 
his  samples  on  the  road  and  finds  plenty  of  occupa- 
tion in  stocking  garments  for  next  sea.son's  trade, 
and  in  filling  orders  as  they  come  in  from  the  vari- 
ous travelers. 


Promising  Staple  Outlook 

Warm  Weather  Improves  Present  Demand — Grey 
and  Bleached  Cottons  Selling  for  Fall 

Til  jileasing  contrast  to  the  slow  business  which 
lias  bi'cu  the  inevitable  result  of  the  late,  cold  Spring, 
are  the  pro.spects  for  a  splendid  Fall  V)ii.-«ine.<*.  as 
evidenced  by  the  liberal  orders  in  all  Fall 
lines  already  received.  Matters  have  brightened 
\ery  materially,  even  during  the  pa,<t  few  warm 
(lavs,  but  it  will  take  many  weeks  to  catch  i.p  in  any 
degree  with  what  ha.s  been  lost,  and  manufacturers 
have  no  hope  now  of  bringiny;  the  returns  of  the 
season  just  past  to  anything  like  tho.so  of  last  year, 
when  there  was  an  early  spring  and  quick  demand. 
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Consequently  they  are  centreing  their  best  energies 
towards  a  perfecting  of  Fall  business. 

Cotton  still  keeps  high,  having  gone  up  about 
half  a  cent  per  pound  during  the  six  months  just 
passed.  Although  the  prospects  for  the  coining  croT) 
are  reported  good,  there  is  no  doubt  that  the  cold 
weather  in  the  south  has  done  a  certain  amount  of 
damage  and  that  at  least  a  portion  of  the  crop  will 
have  to  be  replanted.  The  question  of  coming  prices 
therefore  hinges  a  good  deal  on  weather  conditions 
for  the  later  crop.  Should  the  cotton  ripen  early,  the 
market  will  undou])tedly  remain  easy,  but  of  thai 
no  one  can  forecast.  Meantime  the  demand  is 
strong,  and  while  there  is  no  prospect  of  actual 
.shortage,  and  supplies  for  the  time  being  arc  fair, 
yet  reserve  stocks  are  being  slowly  depleted.  One 
manufacturing  firm  has  withdrawn  price  lists  for  a 
further  consideration  of  values,  a  step  due  to  the 
heavy  advances  in  raw  cotton, — indications  point- 
ing to  higher  prices  than  at  any  time  during  the 
past  3^ear.  Some  Canadian  manufacturers  predict 
the  possibility  of  eighteen  cent  cotton,  and  say  that 
anyone  buying  at  to-day's  prices  for  requirements 
for  the  next  six  months  will  be  buying  as  low  as  he 
can  expect  to  do  at  any  time  during  that  period. 

Plaids  Featured  for  Fall  and  Spring. 

Canadian  staples  manufacturers  predict  a  con- 
tinued demand  for  ginghams,  in  which  plaids  will 
be  strongly  featured.  Not  only  will  the  various  com- 
binations shown  in  the  sunuuer  display  be  continued, 
but  new  lines  are  already  in  process  of  preparation 
for  next  Spring's  trade.  The  showing  of  plaids  in 
dress  goods  and  flannelettes  now  being  turned  out 
for  Fall  is  exceptionally  fine.  The  colorings  are 
vivid,  in  accord  with  Fashion's  whim,  but  are  not  at 
all  crude,  and  at  first  glance  it  would  be  extremelx- 
difficult  for  the  uninitiated  to  distinguish  the  flanel- 
ette  goods  from  fine  wool  materials  of  much  superior 
quality  and  higher  price,  features  which  render 
them  e.speciall}^  favorable  for  making  up  as  chil- 
dren's frocks.  There  has  been  and  still  continues 
an  enormous  demand  for  black  and  white  checks, 
and  manufacturers  find  difficulty  in  making  the 
goods  fa.st  enough  to  supply  the  demand. 

Printed  Goods. 

Printed  goods  have  kept  up  well,  stripes  beiuj; 
exceptionally  good.  Plain,  fancy  and  bordered  fiati- 
nelettes  are  all  good,  and  in  all  staple  colors,  with 
as  yet,  no  particular  favor  evidenced  for  any  one 
shade,  more  than  another. 

A  steady  business  is  being  done  in  shirtings, 
which  although  somewhat  confined  to  the  summer 
trade,  and  with  their  real  sea.son  just  about  over  so 
far  as  the  manufacturer  is  concerned,  are  becoming- 
more  and  more  an  all  year  round  proposition,  fall 
lines  being  chiefly  in  dark  grounds  with  plain  fig- 
lu-es  or  stripes.  The  best  demand  in  white  shirtings 
has  been  for  the  pure-finished  soft  goods,  all  lines  of 
which  have  been  good,  with  a  fair  demand  for  Fall 
delivery. 

Staple  lines  in  grey  and  bleached  cottons  arc 
selling  well  for  Fall,  the  demand  for  immediate  de- 
livery having  fallen  .short  in  these  as  in  other  lines. 
Orders  placed  for  grey  cottons  have  been  especiallv 
heavy,  running  chiefly  in  the  Bengal  weaves.  Sheet- 
ings also,  in  the  eight  by  ten  mea.surements  are  sell- 
ing well  for  Fall. 


Buy  Goods 
That  Sell 


OU  R 


FURS 


Bring"  Repeat  Business. 
Travellers  Now  Out. 
Be  Sure  and  See  Our 
Samples  for  next  Fall's 
Trade. 


Royalty 

HATS 


Worn  from  Ocean  to 
Ocean.  All  Shapes  and 
Styles.  You  Cannot 
Handle  a  Better  Line. 


Swift,  Copland 
&  Co.  Limited 

MONTREAL 
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Good  Fall   Silk  Season 

Messalines,  Paillettes  and  Kindred  Satin-Finished 

Fabrics  —  Increased    Market    for    Waist 

Silks   Expected 

THE  class  of  silks  that  have  been  favored  this 
Spring  are  looked  upon  as  the  popular  lead- 
ers for  Fall.  Large  orders  are  already  placed 
for  messalines,  pailettes  and  kindred  satin- 
finished  fabrics.  These  silks  will  be  required  for 
dresses  and  foundations  and  trimming  purposes,  as 
another  season  of  veiled  effects  is  promised,  and 
voiles  and  marquisettes,  chiffons,  crepes  and  ninons 
will  be  retained.  Marquisette  and  voile  novelties 
come  in  printed  and  in  bordered  fabrics.  Fancy 
printings  on  messalines  and  soft  satins  are  being 
shown  as  a  leading  novelty  in  waist  silks. 

Novelty  Silks  for  Blouses. 

Though  it  is  early  as  yet  to  predict  the  novelties 
in  fancy  silks  that  will  sell  in  the  Fall,  the  manufac- 
turers are  preparing  an  extensive  line  of  novelty 
silks  for  blouses.  Suits  have  sold  well  this  Spring 
and  are  expected  to  do  better  for  Fall;  therefore  the 
makers  of  silks  are  already  preparing  for  an  increas- 
ed market  for  waist  silks.  Black  and  white  fancv 
stripes  and  a  limited  number  of  checks  are  strong. 
Roman  stripes  are  another  line  that  are  expected 
to  sell.  Warp-printed  taffetas  and  satins  and  Dres- 
dens  are  included  in  the  line  of  waist  and  foundation 
silks. 

There  is  a  call  from  the  cutting-up  trade  for  tus- 
sahs  for  separate  coats.  The  satin  coat  is  very_  fa- 
shionable on  the  other  side,  but  is  too  high-priced 
for  the  general  run  of  the  Canadian  trade. 

Surahs  have  been  introduced  for  dresses  and 
suits,  and  are  a  probable  rival  to  satin  in  the  future. 


Mannish  Cloths  and  Effects. 

Serges  are  the  best  sellers  at  the  present  time. 
With  the  first  burst  of  Spring  sunshine,  suits  of 
cream  serge,  either  plain  or  pin-striped  with  l)lack, 
made  their  appearance,  and  there  is  every  indication 
that  they  will  be  strongly  taken  up  for  Sjjring  and 
Summer  wear.  Cream  serges  are  selling  for  wrap^ 
and  coats,  and  the  smart  trade  is  asking  for  white 
cheviot. 

So  far,  serges  in  suiting  weights  are  the  big  sellers 
in  Fall  materials.  Cheviots  are  also  .selling  well  and 
promi.se  to  be  one  of  the  leading  suit  and  skirt  fab- 
rics. The  cutting-up  trade  is  according  particular 
favor  to  cheviots,  both  plain  and  fancy.  This  cloth 
is  the  proper  weight  for  Fall,  and  besides  it  wears 
well  and  is  easily  made  up. 

Many  buyers  are  taking  satin-finished  broad- 
cloths and  Venetians,  principally  in  black,  as  these 
fabrics  come  the  nearest  to  the  wool-backed  satins 
so  much  worn  for  suits  and  dresses.  Fancy  color* 
in  broadcloths  are  being  taken  for  evening  coats  and 
wraps. 

Reversibles,  Boucles,  Soft  Wools. 

All  cloths  for  Winter  wear  are  heavier,  and  in  the 
novelty  section  interest  is  divided  between  reversibles, 
boucles  and  soft-wool  fabrics.  Close-sheared  zibe- 
lines  are  also  showing,  and  later  novelties  promise  to 
include  a  selection  of  bordered  fabrics. 

Black  and  white  mixtures  and  Scotch  effects  in 
tweeds  promise  to  be  very  strong  sellers  on  this  mar- 
ket. The  fact  that  the  Paris  model  houses  are  tak- 
ing up  British  cloths  will  certainly  help  the  sale 
of  these  fabrics.  Mannish  cloths  and  effects  are  good 
sellers.  There  is  a  strong  bias  in  favor  of  fancies, 
stripes  being  iiumensely  popular.  Some  checks  are 
seen,  and  many  reversibles  are  striped  on  one  side 
and  chocked  on  the  reverse. 


Hard-linishod    Dross    Wr.ippcrctlcs   for    Kail,    in    Plaids   and 
Fancy  Stripes.— D    Morrice  Co.,  Ltd.,  Montreal 


New  Stripe  Flannelettes  in  Outing  Desien.  Shown   for   Fall. 
D.  Morrice  Co.,  Ltd.,  Montreal 
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NISBET  &  AULD,  Limited 

Sole  Canadian  Agents 

SPECIAL 

for 

B.VICKERMAN&SONS 

56-in. 

WHITE  and  CREAM 

Makers  of  the  highest  grade 

Serges  and  Worsteds 

SERGES 

with 

ever  brought  into   Canada. 

Black  Stripes 

A  big  shipment  just  opened 

"EMPIRE" 

gives   us   an    exceptionally 

Satin  Linings 

fine  collection  of  the  new- 

est Weaves  and  Stripes  for 

The  sales  for  this  Cloth  are 

Ladies'  Costumes   as  well 

the   true    indication   of   its 

as  Men's  Outing  Suits. 

real  worth. 

Guaranteed  two 
Seasons. 

Plain  White  and  Cream 
Serges  and  Worsteds  in  all 

In  all  the  newest  Colorings. 

qualities. 

MONTREAL         )                   XOF^ 

207  St.  James  Street  j          34  Wellingtc 

onto                  1              QUEBEC 

.n   St.  West         (          5  Bloc  Parent 
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Though  the  city  trade  will  go  in  for  fancies,  tlie 
country  trade  is  showing  a  tendency  to  prefer  plain 
cloths." 

One  of  the  most  popular  fabrics  at  present  is  wool 
delaine.  Delaines  with  side  bands  and  borders  and 
mostly  in  spot,  pin-stripe  and  ring  patterns,  have 
sold  freely  this  Spring,  and  not  only  will  they  be 
wanted  for  the  counter  trade  in  the  Fall,  but  cuttin^- 
up    trade    is   buying    for    making   into    smart    little 


III' 


Heavy    linen    lace   for   blouse    trimmintf.       Shown    by   the 
Canadian    Underskirt    Co..    Toronto. 

dresses  for  Fall  selling.    The  cutting-up  trade  is  also 
taking  black  voile  and  soft-finished  Saxony  panamas. 

Velveteens  in  Strong  Position. 

As  the  selling  season  opens,  the  selling  position  of 
velveteens  l>ecomes  stronger.  Velveteens,  both  in  the 
plain  clotb  and  in  the  hollow  cut  cords,  have  been 
ordered  in  quantity,  both  by  the  jo])bing  houses,  the 
department  store  buyers  and  the  manufacturers. 


Shortage    in    Sheer    Fabrics 

Impossible   to  Obtain  Early  Deliveries    of  Needed 

Goods  —  Jobbing  and   Cutting-up  Houses  Affected 

—  Bordered    Cottons  Becoming    Stronger 

Now  that  the  season  for  their  sale  is  approach- 
ing, and  there  is  a  greater  activity  in  cotton  goods, 
great  complaint  is  being  made  as  to  the  slow  delivery 
of  wanted  goods,  particularly  tho.se  of  Manchester 
make.  Not  only  are  the  jobbing  houses  and  the  buy- 
ers affected,  but  the  cutting-up  houses  are  unable  to 
make  deliveries  from  this  cause.  In  sheer  fabrics 
and  in  fancy  weaves  there  is  quite  a  shortage,  and 
even  where  members  of  the  firm  are  on  the  spot,  it 
is  impossible  to  obtain  early  deliveries  of  the  needed 
goods. 

There  is  an  increasing  deniand  for  l)ordered  fab- 
rics particularly  in  voiles.  The  latest  novelty  is  a 
heavy  voile  or  cotton  etamine,  which  is  shown  in 
both  floral  and  Bulgarian  printed  patterns  in  very 
handsome  color  effects. 

Printed  fabrics  are  in  big  demand,  rdnghams 
and  allied  cotton  novelties  are  selling  freely.  Cham- 
brays,  while  not  in  great  deniand  for  the  counter 
trade,  are  being  used  exteni^ively  by  the  cutters  up 
for  siiii])le  street  and  house  dresses. 


Plain  and  fancy  woven  cotton  voiles  are  .selling  in 
quantity,  and  there  is  every  indication  that  they  will 
be  good  again  another  season,  as  they  will  finish  the 
present  .season  in  a  high  po.sition. 

For  early  Fall  and  for  indoor  winter  wear  there 
promises  to  be  a  freer  use  of  cotton  and  mixture  fab- 
rics. Ileavy  voiles,  etamines  and  basket  cloths  are 
.shown  for  waists.  Madrases,  striped  ginghams, 
chambrays  and  outing  flannels  in  cream  and  grey 
with  narrow  stripes  in  black,  blue,  green  and  red 
are  showing. 

Many  lines  of  heavy  cotton,  .such  as  heavy  soft- 
tini.shed  galatea.s  and  dre.«s  flannelettes  in  check.?, 
stripes  and  Scotch  effects  promi.se  to  be  good. 

® 

The  Influence  of  Show  Cards. 

Show  cards  tell  their  story  to  the  thousands 
passing  your  store,  as  well  as  to  the  people  who  visit 
the  store  itself.  You  .should  use  show  cards  every- 
where you  can  find  space  for  them.  They  should  be 
made  artistically,  and  lettered  so  they  can  be  easily 
read.  The  windows  are  the  most  profitable  place  to 
advertise,  and  every  advantage  should  l)e  taken  of 
them. 

Keep  count  for  one  day  of  the  number  of  people 
who  pass  your  store,  multiply  that  by  the  number 
of  days  you  have  your  card  in  the  window,  then 
compare  the  cost  of  your  card,  and  the  circulation, 
necken  pen,  lettered  in  black,  shaded  with  a  light 
with  any  other  method  of  advertising  and  it  will 
astonish  you.  Then  consider  that  this  advertisement 
was  right  in  your  own  store,  with  the  real  goods 
behind  it. 


KING'S 


EBtabllahed  177S 


FAMOUS 


■old  by  leading  Jobbers. 


SCOTCH 


Every  pleoe  perfect, 


HOLLANDS 


Scotcn  Hoiiands  lor  neariv  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  'the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND. 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO.. 

210  St.  James  Street         -  -  Montreal 
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THE   PRACTICAL  FABRICS    FOR    SUMMER 

SUITS   AND   SKIRTS 

Neither  the  dust  of  the  country  nor  the  damp  of  the 
shore  can  spoil  their  everlasting  beauty  of  drape  and 
lustre.  ^  Now's  the  time  for  you  to  reap  the  year's 
richest  fabric  profits  by  keeping  B.D.A.  Mohairs  to  the 
front,  ^  In  no  previous  season  have  we  produced  so 
many  stunning  patterns  as  are  now  being  shown  by 
the  jobbers. 

Write  your  wholesaler  for  sample  swatches. 

BRADFORD  DYERS'  ASSOCIATION 

OF   BRADFORD,  ENGLAND 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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Bleached  Cottons  at  "White"  Prices 

Dominion  Textile  Go's  White  Cottons 
Best  Fill  Every  Bleached  Cotton  Want 

New  Fall  Lines  Soon  in  Wholesalers'  Hands 

Bleached  Cottons,  Longcloths,  Cambrics,  Drill,  Duck, 

Bleached  Sheetings  and  Pillow  Cottons, 

Pillow  Slips  and  Sheets. 

(ALL  SIZES) 


Pure  Goods 

For  many  purposes  you  must 
handle  pure  Cottons — the 
range  of  Textile  Pure  Cottons 
comprises  absolutely  only 
pure  Cottons — and  they're 
all  "gold,"  no  dross.  You 
will  appreciate  the  new  finish. 


"Filled"  Goods 

For  certain  purposes  a 
"Filled"  Cotton  is  needed. 
You  can  best  supply  your 
wants  in  Textile  Cottons — 
they  have  the  appearance  and 
the  value. 


The  needs  of  the  Canadian  trade  have  been  studied 
long  and  carefully — the  new  range  represents  con- 
tinued improvement.  Our  large  new  bleachery  is 
equipped    with     the    latest    facilities    known    to    the 

Cotton  world. 

Satisfactory  Deliveries  Assured  for  the  Fall  Season 


DOMINION  TEXTILE   CO.,   LIMITED 

Head  Office :  MONTREAL 
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■Jew  Fall  Wrapperettpg 

Suggestions  for  Your  Fall  Purchases 

EMPIRE  TWILL,  10c. 


WW 


^U2, 


A  selection  of  the  New  Dress  Goods  Patterns 
wi!l  meet  your  needs  for  popular  priced 
materials  for  Blouses.  Dresses,  etc. 

SERGE  SUITING,  10c. 

The  popular  white  and  black  effects  are  well 
carried  out.  The  resemblance  to  Wool 
Flannel  is  really  surprising;  you  will  find 
selections  from  this  line  big  sellers 


EMPRESS  SUITING, 

Kenilworth  Checks 


8c. 


IMPERIAL  SUITING, 

Reversible  Salisbury 
Surprisingly   good  values   that   will    ensure 
you  good  business. 

MANY  NEW  PATTERNS 

It  is  our  belief  that  you  will  appreciate  the 
marked  and  continued  improvements  in 
Canadian  Wrapperettes. 


WW 


mmm 


S)LTO 


YOUR  WHOLESALER  WILL  SOON 
SHOW  YOU  SAMPLES 


WW 


DOMINION 


^LT5i 
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Cot>yright. 


PATENTED 


V^^^^ 


An  Exact  Reproduction  of 
Hand  Made  Lace 

possessing  the  same  exceptional  qualities  for 
appearance  and  durability 

manufactured   iT^Z^t^     W  ^.^  ^.^    BUk,  WlOOl, 

ere,  bp 


of 


JpiBf)  Zinen, 


BIRKIN  &  CO.       .:.      NOTTINGHAM,  ENG. 

Manufacturers  of  B.  B.  Torchons,  Finest  Quality  Valenciennes  and  Novelty  Laces 

Represented  in  Canada  by  A.  h,  FISHER,  4  Manchester  Bld^.,  33  Melinda  St.,  Toronto 


Seasonable  Hints  to  Dry  Goods  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


FINE      LINE      OF      CHILDREN'S 
DRESSES. 

The  Princess  Garment  Co.,  manu- 
facturers of  children's  dresses,  have 
moved  to  their  new  premises,  76 
Richmond  east,  Toronto.  This  house 
is  making  a  specialty  if  garments 
for  little  people,  and  their  lines  em- 
body the  essentials  of  style,  lit  and 
wear  to  an  extent  which  has  imme- 
diately made  for  them  a  high  place  in 
public  favor.  Their  Fall  lines  are 
now  ready  and  merchants  who  are 
featuring  the  juvenile  department  in 
any  way  will  here  find  an  exception- 
ally fine  assortment  for  their  inspec- 
tion. In  their  new  premises  the  Prin- 
cess (Jarment  Co.  will  have  greatly 
improved  facilities  for  production  and 
for  handling  their  increasing  business. 


pieces,  size  30  x  30;  cushion  slips, 
size  to  fit  20  or  22  inch  pillow;  laun- 
dry bags,  size  21  x  35,  made  on  sub- 
stantial material  embroidered  with 
effective  colors,  trimmed  with  natural 
embossed  velvet  flowers.  The  new 
trimming    has     been     created      a  few 


SOMETHING  NEW  FOR  THE  ART 
DEPARTMENT. 

L.  &  M.  Druckcrman,  New  York, 
are  showing  an  exceedingly  fine  as- 
sortment of  -art  needlework  lines. 
These  include  tabic  covers,  size  30  x 
30;  dresser  scarfs,  size  17  x  50;  center 


Embroidered     centrepiece,     size    30    x   30,   trim- 
med     with     natural     embossed     velvet      roses- 
Shown  by  L.  &  M.  Druckerman,  New  York. 

weeks  ago  by  L.  &  M.  Druckerman 
(see  advertisement,  p-agc  117.)  This 
can  be  retailed  in  Canada  at  75c. 
It  is  very  attractive  merchan- 
dise and  can  be  used  in  any  home. 
The  articles  are  beautiful  for  the 
richest  home,  and  cheap  enough  for 
the  poorest     home.     The  above  illus- 


tration is  only  one  of  the  different  de- 
signs of  which  this  class  of  goods  is 
made. 


DOES     AWAY     WITH     USE     OF 
TWINE. 

The  Crystal  Scaling  Company,  of 
Chicago,  makers  of  machines  for  sav- 
ing both  the  time  and  money  of  re- 
tailers, have  opened  a  Canadian  office 
in  Toronto,  and  have  been  successful 
in  placing  their  device  out  among 
the  trade.  Their  machine  is  calcu- 
lated to  eliminate  the  use  of  twine  in 
parcelling  goods.  Two  or  more  rolls 
of  gummed  tape,  of  varying  widths 
and  strength  and  each  800  feet  in 
length,  are  placed  in  an  elaborate 
metal  holder,  feeding  out  by  hand  be- 
tween a  moistening  roller  which  re- 
volves in  a  porcelain-coated  pan. 
Two  inches  of  this  gummed  tape  will 
bind  a  package  more  securely  than 
ten  times  the  quantity  of  twine.  The 
advertisement  of  any  dealer  can  be 
printed  upon  the  tape,  so  that  his 
name  goes  out  on  every  package. 
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UNDER  THIS  TRADE  MARK 


ARE  SOLD      \^^°So%^^      THE  BEST 

100%       ^^^#^       PURE 

WOOLENS 

CALDWELL'S  BLANKETS 

AND 

Steamer  Rugs 

are  made  from  the  finest  selected  wool, 
woven  with  great  skill  and  are  easily 
sold.  They  are  equal  in  every  way  to 
the  best  of  imported  goods  both  in 
appearance     and     wearing     quality. 


ALL  SALES  DIRECT  TO  THE  RETAIL  TRADE 


Full  lines  for  Fall,  including  Blankets, 
Suitings  and  Steamer  Rugs,  are  now 
being      shown      by      our      travellers. 

Boyd  Caldwell  &  Co.,  limited 

LANARK  ONTARIO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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"Semi-ready"  Tailorin. 

Is  our  registered  and  common  law  Trade  Mark  and  cannot  be 
rightfully   applied    except   to   Clothes   of  our  own  manufacture. 


Where  a  merchant  is  desirous  of 
securing  clothes  of  sound  reputa- 
tion, tailored  by  experts,  and 
designed  with  that  distinction 
which  marks  the  well-bred  man, 
we  have  what  we  know  will  suit 
his  wishes. 

Our  wholesale  prices  start  as  low 
as  $10. 

We  sell  to  only  one  merchant  in  a 
town,  and  we  give  an  exclusive 
territory  free  of  all  restrictions, 
judging  solely  that  our  customers 
will  present  our  clothes  with  our 
best  ideals  intact. 

If  you  wish  to  keep  in  touch  with 
our  progress  we  will  send  you  our 
Style  Book  and  other  business 
literature,  with  a  copy  of  our  weekly 
paper,  the  Semi-ready  Special.  It's 
bright  and  its  free. 


/^t^OMCO      >    rtir'lO<=»«-«— 


C    H.  NELSON 
Hresideni 


Our    Special   Order    Outfit  opens    the    way 
to  a  Wanamaker    Business    in  your  town. 

SEMI-READY,     LIMITED 

MAKERS  OF  SEMI-READY  TAILORING 

472   Guy   Street,    Montreal. 


C.  p.  CREAMER 

Man.  Director 
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See   Our  Samples 

WE  ARE  FULLY  STOCKED 
FOR  THE 

HOT  WEATHER  TRADE 


Fancy  Half  Hose 

Outing  Shirts 

Bathing  Suits 

Loose  Fitting  Underwear 

Soft  Collars 


EVERYTHING  YOU  NEED  IN 

MEN'S  FURNISHINGS 

SPECIAL  ATTENTION  GIVEN  TO 
LETTER  ORDERS 

MATTHEWS,  TOWERS  &  CO. 

MONTREAL,  QUE. 


b: 
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The  New  Clothing  Styles 

Typical   Bond  Street   Fashions  in   Men's  Wear  — 

Details  as  to  Lines  and  General  Effect  Described 

—  Garments   For   Motor  Wear 

Nearly  all  the  most  pronounced  changes  in 
styles  for  fall  in  "ultra""  fashionable  circles  follow 
along-  "English"  lines.  Designers  and  cutters  in 
high  class  tailoring  establishments  will  derive  their 
inspiration  from  P]nglish  cut  garments  and  ada])tcd 
London  styles. 

Authorities  on  exclusive  custom  tailored  lines 
predict  that  typical  Engli.sh  "Bond  Street"  and 
"Strand"  styles  will  predominate  for  Fall  in  ranji- 


form  with  height  or  outline.  Different  garments 
in  a  man's  wardrobe  will  show  mainly  the  following 
lines. 

Frocks  will  not  have  any  change,  except  possibly 
in  fullness  of  drapery  to  conform  with  general  out- 
line. Quite  a  number  of  innovations  are  seen  in 
"cut  away"  3-button  frock  suits.  Accessories  worn 
with  these  garments  include  spats,  bowler,  etc.,  and 
only  one  criticism  is  in  po.ssible  effects  being  too 
typically  English  throughout.  These  suits  are  being 
adapted  to  a  great  extent  at  the  present  time  in  no- 
velty cloths  for  dre.ssy  business  or  street  wear.  High 
class  tailors  say  "cut-away"  garments  will  become 
decidedly  popular  for  Fall,  e.specially  with  particular 
men. 


Clotliiiit 


;iiid  Fuiiiisliing  Window  Showing-  Suits,  Samples  and  Exclusive  Lengths.  Also  Hats,  Gloves  and  Handkerchiefs. 
to-Urdei-   Department   Display   by   Warren   Andrews,   The  Anderson   Co.,  I;imited,  St.   Thomas. 


A   Made- 


dian  shops.  tSo-called  American  styles  have  long  pre- 
vailed, and  tend  more  and  more  to  faddish  extremes. 
Distinct  Engli.sh  .styles  have  become  popular.  Other 
conditions,  however,  such  as  court  festivities,  in- 
fluence this  tendency. 

American  fashion  plates,  too,  show  interpreta- 
tions of  English  cut  garments  adapted  to  American 
demands.  Changes  will  not  .show  so  markedly  as 
in  higher-class  Canadian  fashion  centres.  Styles 
will  ])e  decidedly  En<;lish. 

Different  tailors  have  just  as  many  ideas  about 
exclusiveness,  but  are  decided  on  certain  style  fea- 
tures. Some  changes  will  be  made  owing  to  deport- 
ment of  customers  and  suggested  by  cutters  to  con- 


In  .sack  suits  no  extreme  lines  will  be  shown. 
Shoulders  will  be  natural  width  or  .somewhat  nar- 
rower than  })resent  styles.  Closer  lines  will  be  seen 
throughout  all  the  garments  of  the  suit.  Coats  will 
be  shorter,  and  may  .show  a  certain  amount  of  draiv 
ery,  judged  by  fitters  to  suit  the  figure  of  individual 
customers.  Trousers  will  not  be  extremely  full,  but 
neat  in  appearance,  and  average  measurements  will 
show  19-21  in.  knee  and  I6V2  in.  bottoms.  Vests 
will  more  than  unlikely  button  fairly  high,  with  one 
Ijutton  showing. 

Overcoats  will  be  equally  popular  in  Chesterfield 
and  Ulster  lengths,  similar  in  outline  to  last  Fall 
lines.      Check  back  cloths  Avill   take  well  in  both 
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styles,  a.s  they  are  also  introduced  in  Chesterfield 
lengths.  This  will  be  a  welcome  change  on  acconnt 
of  no  lining  being  required. 

Lines  will  be  similar,  and  any  changes  in  drap- 
ery or  fullness  will  follow  the  discretion  of  cutters 
or  designers.  Trinnuings  on  ulsters  will  Ite  about 
the  same  as  last  season,  and  this  also  holds  regarding 
collars,  straps  and  cuffs,  except  in  case  of  shawl  col- 
lar garments. 

Influence  of  the  Auto 

Style  in  outing  garments  has  been  affected  to  a 
great  extent  by  automobiles,  and  consequently  high 
cla.ss  tailors  have  many  opportunities  for  suggesting 
or  offering  innovations  of  this  kind  for  l^^dl  wear. 
Usually  men  with  a  car  demand  some  individualitv 
in  style,  and  although  rain  coats  and  motor  coats 
are  seen  to  be  worn  by  many  on  account  of  utility, 
several  exceedingly  "classy"  or  more  dressy  coats  are 
made  by  expert  tailors,  who  display  style  both  in 
tailoring  outline  and  effect.  It  is  not  neces.sarv  to 
adopt  extreme  cloth  colors  or  fashion  designs. 

New  styles  in  automobile  coats  .seen  are  slightly 
shaped  and  finished  at  the  sides  by  two  small  belt< 
from  front  to  back  pleats.  These  coats  are  extreme- 
ly full,  and  unusual  seams  are  introduced  in  carrying 
out  two  deep  inverted  pleats,  front  and  back.  For 
a  man  at  the  wheel  this  fullness  gives  sufficient  play, 
iU)  well  as  protection.  Five-button  single-breasted 
styles  button  through  show  rounded  or  Prussian  col- 
lars. Sleeves  are  finished  with  straps  and  storm  cuffs. 
Although  many  other  styles  will  be  seen,  general 
outlines,  as  described,  are  bound  to  become  popular 
in  different  models. 

For  Fall,  merchants  state  that  the  outlook  is  for 
increased  business  on  exclusive  and  high-class  gai'- 
ments,  with  tailored  distinction.  Orders  have  been 
fairly  well  placed  on  suitable  novelty  cloths.  Bright- 
er colors  have  been  placed  in  which  browns  anil 
grays  combined  with  coronation  colors,  especially  in- 
troducing purples,  lead.  Faster  lousiness  has  \)een. 
good,  and  with  warmer  weather  influences,  tailor-^ 
are  looking  for  a  prolonged  season  which  will  make 
up  for  any  .slowness  experienced  earlier  in  the  year. 
Merchants  are  anticipating  unusual  Fall  results. 


Neat  Shirting  Patterns 

Stripes   Will  Predominate   for   Fall,   but  Graduat- 
ed   Effects   and   Floral   and    Wide   Stripe   Designs 
are  Shown — The  Short    Pleated    Bosom. 

While  strikes  of  all  kinds  still  predominate  the 
shirt  market,  there  are  shown  some  very  neat  pat- 
terns for  Fall  which  depart  from  that  popular  vogue. 
In  some  cases  the  changes  take  the  form  of  a  figure 
and  stripe  combination,  while  in  others  there  is  no 
figure,  but  the  lines  run  in  key,  oval  and  square  chain 
designs  or  in  other  effects  more  fanciful  than  usual. 
Some  of  these  designs  are  graduated  so  that  larger 
patterns  come  approximately  in  the  centre  of  the 
bosom.  This  is  a  feature  which  should  take  well. 
Some  authorities  predict  that  the  Fall  .season  will  bi- 
foUowed  by  a  .strong  run  on  figured  matn-ials  for 
Spring. 

It  is  evident  that  the  recent  shirt  style  innova- 
tions are  going  to  have  a  good  effect  upon  the  sea.son's 
trade.    Soft,  lounge  collars,  of  the  belter  grade,  are 


being  well  received  in  many  quarters,  and  it  has 
naturally  cau.sed  an  improvement  in  the  demand 
for  good  quality  negligee  shirts.  The  double  cuflF 
idea  is  also  being  well  received. 

It  is  not  surprising  to  find  coronation  novelties 
in  the  market  for  whatever  spasmodic  trade  that 
event  may  promote.  Patterns  seem  to  be  confined 
to  various  brown  and  stripe  combinations. 

Among  lines  that  are  being  prepared  for  Fall 
delivery,  a  shorter  pleated  bosom  is  being  featured. 
The  advantage  of  this  is  that  when  worn  under  the 
vest  the  pleats  do  not  catch  under  the  band  of  the 
trousers  and  cause  outward  bulging. 

.Vn  authority  discussing  the  Fall  style  outlook 
and  i)resent  demand  .states:  "Stripes  will  as  hereto- 
fore predominate,  grounds  being  covered  with  fine 
stripes  in  shades  black,  blue,  helio  and  gray.  A  few 
Horal  and  vine  stripe  designs  are  being  shown  with 
ill!  endeavor  to  bring  in  figures.     Small  figured  de- 


New  pleated  bosom  shirt  for  Fall,  showing  novel 
graduated  pattern.  Bosom  slightly  shorter,  so  that 
when  worn  under  vest  will  not  catch  in  trouser 
band  and  bulge  These  shirts  are  made  in  wide 
variety  of  patterns  and  shades.  Shown  by  Tooke 
Bros  ,    Limited.    Montreal, 

signs  in  New  York  have  not  been  successful  as  they 
are  showing  very  large  figures.  Laundered  collars 
to  match  the  shirts  are  the  correct  thing  for  Fall. 
For  midsummer,  the  lounge  collar  in  solid  .shade- 
and  in  cloths  to  match  the  .^hirt  will  be  u.sed  verv 
extensively." 

One  of  the  imported  novelties  is  shown  a  pleated 
.shield  front  which  is  so  constructed  as  to  retain  the 
ea.se  and  comfort  of  the  ]iloated  negligee.  Others 
show  fronts  and  cuffs  with  ]>attorns  but  bodies  plain. 

Reports  from  .some  localities  would  indicate  that 
Spring  sorting  .sea,?on  has  been  aftected  con.-jiderablv 
1)V  the  backward  weather.  Inhere  is  great  confidence 
in  the  new  lines,  however,  and  it  is  expected  that  the 
.•^ea-son  will  steadilv  fill  out  to  a  cood  avera<;e. 


The  IjVous  Tailoring  Co.,  Hamilton,  are  en- 
larging their  premises.  The  building,  as  remodel- 
ed, will  have  a  di^jith  of  156  feet,  and  will  be 
four  storeys  high.  The  T^yons  Tailoring  Company 
started  business  12  years  ago,  and  the  best  evidence 
of  their  progress  is  the  fact  that  they  will  now  em- 
ploy between  150  and  200  hands. 
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WASH  TUBULARS 


Five  Ranges,  Eight  Color  Combinations 


Boxed  Half-dozen  Each  Color 


Ground 

FINE    MATTI 
WEAVE, 
HIGHLY 

MERCERIZED 


Design 

Colors. 

Black           •) 

Helio 

Alice 

Plum 

On 

Purple 

White 

Quaker 

Ground 

Myrtle 

Royal          J 

(1^4   X  46  inches' 


PRICE™$2.25  per    dozen,    usual    discount, 
or  $24.00  per  gross  net  30  days. 

NOTE— The   above    designs    are   exclusive, 
being     made     specially    to    our    order. 


The  Sword  Neckwear  Co.,  Limited 

TORONTO  :  :  :  :  CANADA 
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Good  Values  in  Neckwear 

Steady  Run  on  Better  Grades— The  New  Tubulars 
Promise    Well — Roman    and    Persian    Stripes    Ap- 
pearing -  Gold    Becoming    Strong. 

It  has  been  an  exceptionally  good  season  in  men's 
neckwear.  A  large  amount  of  business  has  been  in 
better  grades  and  in  the  more  stylish  numbers  of  the 
new  lines.  Reports  show  that  the  splendid  values 
featured  in  the  Canadian  market  have  been  effective 
in  creating  a  more  continuous  demand  on  higher 
priced  goods  throughout  the  year.  Styles  and  fabric 
designs  at  the  present  time  are  so  cleverly  treated  by 
the  maiuifacturers  that  their  proper  display  is  all 
that  is  necessary  to  create  desire  on  the  part  of  the 
customer.  It  is  evident  that  merchants  as  well  as 
manufacturers  are  thoroughly  conversant  with  the 
psychological  moment  in  the  life  of  desirable  lines. 
In  short,  good  things  are  now  seldom  done  to  deatli, 
and  the  great  variety  is  worked  out  to  a  degree  that 
is  based  entirely  upon  accurate  knowledge  of  the 
market  requirements.  The  men's  neckwear  trade 
has  therefore  developed  steadily  in  the  right  direc- 
tion and  domestic  values  cei'tainly  lose  nothing  l)v 
comparison. 

Wash  ties  are  now  coming  to  the  front  and  tubu- 
lar are  certainly  going  to  take  strong  position.  They 
are  made  up  in  very  attractive  form  with  narrow, 
regularly  spaced  and  central  panel  stripe  effects  lead- 
ing. These  stripes  and  panels  on  Oxford  or  other 
grounds  represent  a  style  that  is  decidedly  in  keep- 
ing with  the  neat  silk  designs  shown  diu'ing  the  past 
season  and  it  is  safe  to  say  that  they  will  have  strong 
demand.  These  ties  are  in  narrow  widths  most  .sttit- 
able  for  the  close-fitting  collar. 

By  postponing  display  of  a  choice  line  of  wash  ties 
imtil  the  weather  suggests  their  suitability,  the  skil- 
ful men's  wear  dealer  shovdd  l)e  able  to  work  both 
his  silk  and  his  wash  sections  to  good  advantage. 
The  vogue  of  the  .soft  lounge  collar  should  give  a 
marked  impetus  to  the  wash  goods  demaud. 


So  far  as  silk  neckwear  is  concerned  there  is  not 
a  great  deal  to  be  said.  There  is  a  growing  enquirv 
for  stripes  of  the  Roman  order  combining  such 
cnlor.s  a.s  red,  green,  gold  and  black  and  .some  hou-ses 
arc  featuring  so-called  Persian  stripes  and  thus  bright 
color  touches  on  dark  .<olid  grounds  are  being  intro- 
duced, ("ro.ssbars,  panels  and  liias  stripes  are  all  well 
tlujught  of  at  the  present  time.  As  the  .sea.son  ad- 
vances the  tendency  is  toward  narrow  shapes. 

Buyers  returning  from  abroad  report  that  in 
London  there  is  still  a  strong  favor  .shown  for  black 
and  white  effects.  King's  blue,  bright  greens,  tans, 
and  in  fact  the  colors  most  liked  in  the  fabrics  for 
ladies'  gowns  are  being  featured  in  men's  neckwear. 
Browns  are  incrca.<ing  in  popularity,  and  the  latest 
novelties  show  a  great  liking  for  gold  used  either  in 
very  narrow  stripe  coml)inations  or  in  the  wider  club 
patterns.  To  the  approaching  coronation  is  attribut- 
ed the  popularity  of  many  of  those  colors  which  in 
some  .shape  or  form  may  be  a.«sociated  with  royal 
raiment  or  coats-of-arms. 

There  has  recently  developed  quite  an  enquiry 
for  all-.silk  knitted  neckwear  of  the  higli  priced 
order,  but  .showing  nothing  decidedly  new  in  weave. 

The  outlook  for  Fall  is  good,  and  it  is  expected 
that  strong  business  will  still  be  done  on  close  stripes. 
Manufacturers  who  have  returned  from  European 
.silk  centres  state  that  they  have  a  particularly  fine 
a.s.sortment  of  materials  for  the  holidav  trade. 


Motor  Coats  and  Waterproofs. 

Paramettas  in  both  doulile  and  single  textttre 
figtire  largely  in  the  manufacture  of  men's  water- 
proofs and  motor  coats  for  the  coming  .-^ea.^on.  AVhilst 
these  in  the  past  have  come  much  within  the  range 
of  imported  goods,  stich  conditions  are  destined  to 
change  materially  as  time  goes  on.  Since  Canadian 
rubber  manufacturers  are  now  placing  several  lines 
of  such  goods  on  the  market,  and  while  many  grades 
of  material  will  be  utilized  and  placed  before  the  pul)- 


Tlucc    I'uU   shirt  ilcsiuns   shown    by    John    Forsyth    &    Co..    Berlin.     The    middle    shitt   illustrates  the    short    stiff    bosom     style, 
which    is   comiim    into    favor.      White   and   blue    stripes   are    strongly    featured    in    these    designs. 
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MEN'S  RAINCOATS 

For  Your  Particular  Customers 


/^^  UR  stock  com- 
prises the  most 
complete  range  ox 
Mens  Raincoats 
ever  shown  m  Can- 
ada. Made  of  best 
materials  that  hold 
their  shape. 

For  wet  or  fine 
^veather.  They 
al\vays  have  that 
smart  appearance, 
because  they  are 
made  right,  fit  right 
and   look  right. 

vve  are  specializing  in  auto 
coats.  Our  iJepance  is  a  very 
^o^ular  line. 


Drop  us  a  card  to-day  and  tell  us  your  wants  in  this  line. 
If  it  is  new,  we  have  it. 

Canadian  Consolidated  Rubber  Co.,  Limited 

Executive  Offices  MONTREAL,  P.Q. 

BRANCH  OFFICES: 

Halifax,  N.S.  ;   St.  John,    N.B.  ;    Quebec,    P.Q.  ;    Montreal,   P.Q.  ;    Ottawa,    Ont.  ;  Toronto,  Ont. ;  London,  Ont. 

Brantford,  Ont. ;   Winnipeg,  Man. ;   Regina,  Sask.  ;  Saskatoon,  Sask, ;   Calgary,  Alta. ;   Edmonton,  Alta. ; 

Vancouver,  B.C.;  Victoria,  B.C. 
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lie,  it  is  estimated  that  the  finer  grades  will  prove 
the  most  satisfactory  sellers. 

Some  of  the  double  texture  parainetta  cloths  are 
quite  heavy,  while  hot  weather  dust  coats  have  a  fine 
silky  outer  surface,  but  are  so  rubberized  within  a,- 
to  make  them  thoroughly  waterproof  should  the 
wearer  be  caught  unawares  in  a  shower.  They  are 
shown  in  all  the  lighter,  dust-resisting  tones  of  grey, 
grey-green  and  fawn,  either  in  the  plain  shades  oi* 
in  broad  invisible  stripes,  the  rubber  side  of  the 
single  texture  being  printed  in  fine  patterned  stripe- 
of  contrasting  shades. 

The  motor  coats  for  the  most  part  are  full-cut, 
with  the  talma,  or  vertically  slit  pockets  and  turn- 
down Prussian  collar,  and  are  triple  fronted,  button- 
ing first  straight  down  the  centre,  with  a  very  brond 
front  panel  fastening  down  the  side  from  the  sho\il- 
der. 

The  regular  rainproof  coats  are  either  single- 
breasted  or  double-breasted,  only  a  very  few  being 
made  to  buton  with  a  fly.  Prussian  or  college  coll-ir 
are  the  favorites,  and  on  these  either  the  square  or 
talma  pockets  are  used,  one  being  favored  al)()ut 
equally  with  the  other.  Storm  cufi^s  are  a  feature  of 
these  new  garments,  when  such  are  required.  They 
are  inner  cuffs,  either  snugly  fitting,  or  gathered 
closely  about  the  hand  and  held  with  a  socket  fasten- 
er, and  have  been  designed  chiefly  for  driving  pur- 
poses, to  prevent  the  rain  getting  down  the  sleeve. 

The  stock  sizes  are  all  long,  measuring  from  fift^' 
to  fifty-two  inches. 


New  Hats  Well  Received 

Good  Business  in    the   Smart   Dressy   Felt  Shapes 

for  Spring— Cap  Styles  on    Rational     Basis— Will 

iCoronation  Affect  Silks. 

The  Spring  hat  season  has  brought  a  fairly  large 
demand  for  the  new  telescopes  with  pencil  brim, 
wide  band  and  reasonable  crown  height.  The  colors 
most  in  favor  are  the  light  and  dark  steel  and  pearl 
,and  the  cedar  shades  of  brown.  Smart  trooper  shapes 
'have  also  figured  well  in  the  running.  The  new 
derbies  with  low  crown  and  wider  brim  than  usual 
represent  a  change  in  style  which  appears  to  have 
been  welcome,  although  the  extreme  shapes  are  not 
being  very  seriously  considered.  This  is,  of  course, 
characteristic  of  the  Canadian  trade.  It  is  difficult 
to  gauge  tlie  extent  of  trade  by  one  .single  style,  how- 
ever, and  in  cities  where  the  college  youth  has  his 
being,  the  small  dressy  ."^hapcs  are  in  good  demand. 
Boy.s'  soft  hats  on  (he  telescope  order  with  snap  l)rin!s 
and  in  fact  all  of  the  smart  shapes  in  crush  hats 
have  l)een  well  taken. 

The  straw  hat  season  will  soon  be  opening  up 
and  the  opinion  is  expre.s.^ed  that  shapes  with  fairly 
wide  brims  and  pencil  curl,  the  effect  being  that  of 
the  telescope  but  with  crowns  plain,  will  take  a  good 
|)ositioTi  as  they  represent  what  would  seem  to  be  an 
acceptable  departure  from  the  ordinary.  Tliere  will 
be  a  good  run  on  snap  brim  straws  of  the  panama 
cla.ss  for  young  men  and  boys.  In  fact  some  of  the 
season's  panamas  are  decidedly  natty,  followino:  a^ 
they  do  tlie  lines  of  the  smart  felt  shapes,  T\v< 
change  should  increase  the  scope  of  panama  and 
other  soft  straw  sales.  The  o]-»ening  of  (be  oiitimr 
and  reci'cation  se;)son  should  create  a  lustv  demand 


for  the  new  golf  caps  in  latest  worsted  and  tweed 
patterns.  Any  changes  in  cap  styles  that  have  re- 
cently been  introduced  have  been  of  a  sensible  char- 
acter and  the  retailer  ha.s  not  been  overcrowded 
with  .short-lived  fads  which  leave  him  in  doubt  as  to 
his  [jlacing.  This  is  a  danger  that  should  be  guarded 
against  by  the  cap  trade.  At  present,  busine.ss  is  be- 
ing conducted  on  a  fairly  rational,  rather  than  a 
speculative,  style  basis  which  by  no  means  deprives 
the  retailer  of  smart,  salable  lines,  but  gives  him 
confidence  in  his  market.  This  is  the  result  of  do.^e 
study  of  Canadian  demand  and  appreciation  of  its 
limitations. 

A  large  United  States  manufacturer,  deploring 
the  fact  that  the  rapid  changes  in  women's  millinery 


Straw   hat  with  fine  pencil  ■  curl  .brim,   similar  tO;'new   tele- 
scope, only  plain  crown.    Made  in  split  and  Mackinaw  braids 
Shown  by   Fried   Grills  &  Co  ,   Toronto 

were  gradually  becoming  apparent  in  the  men's 
headwear  demand,  had  this  to  say  with  regard  to 
conditions  on  the  other  side  of  the  line: — 

"It  is  not  so  long  ago  that  a  golf  cap  line  meant 
a  line  of  golf  caps,  and  consisted  of  a  medium  block 
with  a  neat  silk  lining.  It  was  shown  in  a  large  vari- 
ety of  modish  fabrics  and  a  retailer  could  safely 
place  his  order,  approximately,  for  the  number  of 
dozen  fancies  he  expected  to  use  in  the  .reason,  and 
so  many  dozen  serges.  If  for  some  reason  or  other  his 
sales  force  did  not  succeed  in  clearing  up  the  stock 
during  that  season,  what  was  left  was  worth  100 
cents  on  the  dollar  for  the  next  .sea.son.  Not  so  to-day. 
A  year  ago  the  gol  cap  fitted  clo.sely  to  the  head. 
There  was  a  small,  round  front  on  it,  and  some  of 
the  'Bulldog'  .shapes  sold  could  have  been  cut  from 
one  yard  of  goods  to  the  dozen.  This  was  a  fad  for 
a  very  few  months.  They  were  all  sold  with  silk 
linings.  Within  three  months  a  run  was  started  on 
a  long,  fairly  good-.'jized  golf,  lined,  carrying  a  2^L'- 
inch  vizor,  bent  almost  in  half,  and  made  a  freakish 
cap.  They  .•^old  for  awhile.  Following  this  there 
were  two  or  three  more  distinct  styles  and  changes  in 
the  golf  line,  until  to-day,  just  a  year  since  the  'Bull- 
dog,' we  and  all  other  manufacturers  are  doing  a 
large  percentage  of  the  business  on  an  extreme  full- 
crown  golf,  with  a  large,  square  front,  a  cap  taking 
over  21/4  yards  to  the  dozen. 

".\  merchant  can  no  longer  buy  his  golf  caps  for 
a  season  and  be  safe.  He  may  select  in  .\pril  a  big 
.shape,  and  by  October,  when  he  gets  them  in.  finds 
the  demand  existing  for  small  .shapes.  To-day  tlie 
l)est  merchants  are  ordering  their  golfs  made  taped 
for  Fall  and  "Winter  and  with  leather  sweats,  so  that 
the  merchant  who  finds  a  few  dozen  left  on  his  shelf 
of  last  .^^ea.'^on's  block  with  linings  in  them  might  a< 
well  consign  them  to  the  junk  pile.  This  surely  is 
a  bad  .''tate  of  affairs  for  the  retailers  and  no  better 
for  the  manufacturers,  as  it  simply  forces  the  retail- 
er to  hold  back  his  order  until  verv  late  in  the  .'sea.son 
for  fear  the  stvle  will  (hange.  We  hear  a  great  deal 
of  the  advisabilit\  of  a  merchant  cleaning  up  his 
stock  every  season.  But  how  can  he  possibly  do  it 
when  earlv  in  the  sea.son  he  buys  po.ssibly  twentv 
d(i/.(Mi    of    (In-    best   .selling    stvle    the    manufacturer 
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No.  101,  White  Ground.— 
Stripe*  Black,  Alice,  Helio, 
Brown,  Navy,  and  Red. 
$2.25  the  dozen. 


IXTE  illustrate  here  three  novel- 
^  ^    ties  in  tubular  washable  four- 
in-hands.    No  other  style  gives  the 
service  and  satisfaction  for   wash 

neckwear  as  do 
tubular  cravats. 
These  designs 
are  original  and 
exclusive  with 
us. 


No.   102,    White    Ground. 
Stripes -Black,  Helio.  Alica, 
Red.    $2.25  the  dozen. 


Send  us  an  open  order,  stat- 
ing style  numbers  and  colors, 
before  these  trade  -  winners 
are  gone. 


\ 

i 

>■ 

No.  10^,  White  Ground. - 
Stripes  Black  Alice,  Helio 
Brown.  Red.   $2.25  the  dozen 


A.  T.  REID  &  CO.,  Ltd. 

TORONTO 


« 


Plain   Shades  in   Silk   Neckwear  are   What  is   Wanted 


REIDS  REAL  BENGALINE 

25  Shades 


REID'S   SILK  REPS 

15  Shades 


REIDS  SILK  BARATHEA 

20  Shades 
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offers,  and  tlirec  inoiitlis  later  is  confronted  with  a 
new  freak  shape  in  liis  neiglibor's  window?  This 
idea  should  be  sto])ped.  We  can  make  new  styles 
every  season,  and  of  course  show  all  the  new  fahrif^. 
shades  and  colors,  but  let  us  at  least  adhere  to  a  safe 
and  sane  policy  as  regards  style.  We  need  not  neces- 
sarily run  the  same  shape  for  years,  but  we  should 
try  to  protect  the  retail  merchant  from  loss  by  not 
running  in  a  new  freak  shape  every  three  months. 
Tf  we  do  not  do  this  the  time  will  surely  come  when 
it  will  be  extremely  diflicult  for  the  salesman  on  the 
road  to  book  future  orders." 

In  hats,  as  in  almost  every  other  department  of 
men's  wear,  the  coronation  is  likely  to  have  .some 
.style  influence.  The  silk  hat  will  nndoubtedly  be 
brought  into  greater  prominence  in  the  trade  in 
England,  although  it  cannot  be  said  to  what  extent 
the  Canadian  demand  will  be  affected.  Some 
authorities  say  that  there  will  be  no  perceptible 
change,  while  others,  who  cater  to  the  exclusive, 
high-class  trade,  declare  that  the  silk  hat  will  take  a 
place  in  the  demand  that  it  never  knew  before.  They 
point  out  that  in  England  there  are  many  occasions 
on  which  the  silk  hat  is  considered  an  essential  of 
correct  dress,  while  in  Canada  men  ignore  it  if  they 
can  pos.sibly  get  along  without  it.  The  coronation 
vogue  is  likely  to  cure  this  sartorial  shortcoming  to 
a  great  extent.  The  Hatters'  Gazette  quotes  the 
"Coronation  orders"  and  interprets  their  significance 
to  the  hat  trade  as  follow.s — 

"Coronation  Orders.  —  Gentlemen :  Uniform  or 
Court  dress,  or,  if  preferred,  morning  dress  with 
black  frock  coats. — The  foregoing  intimation  from 
the  Earl  Marshall  to  the  Speaker  of  the  House  of 
Commons  regarding  the  regulations  as  to  the  dress 
of  the  members  attending  the  Coronation  in  AVest- 
ininster  Abbey  is  fraught  with  vital  importance  to 
the  hatting  industry  of  this  country.  Although  not 
dealing  directly  with  hats,  yet  all  who  know  any- 
thing of  the  natural  sequence  of  one  part  of.man'< 
attire  to  the  other  will  immediately  perceive  tliat  a 
tremendous  impetus  will  be  given  to  the  .sale  of  .«ilk* 
from  the  above-cpioted  aimouncement. 


"It  practically  amounts  to  very  little  less  than  a 
Royal  recognition  of  the  silk  liat.  It  is  but  a  .short 
time  since  the  attendance  at  any  Court  ceremony 
necessitated  the  wearing  either  of  a  uniform  with 
military  headdress  or  the  Court  dress  with  the  asual 
cocked  hat.  This  order  is  now  ob.solete,  and  the 
frock  coat  ha.s  replaced  the  formal  dre.ss,  if  preferred 
bv  the  wearer." 


Promising  Outlook  for  Boys'  Wear. 

It  is  anticipated  that  the  present  .-eason  will  be 
a  record  one  in  all  lines  of  small  boys'  wear.  Stocks 
of  the  lighter  weights  are  now  being  opened  up  and 
the  enquiry  for  garments  built  on  neat,  not-over- 
con.servalivc  lines  is  developing  nicely.  Some  de- 
mand has  l)een  noted  for  boys"  wash  suits  and  this 
seems  to  be  a  department  which  manufactiu-ers 
should  consider  seriously  with  a  view  to  .satisfaction 
of  a  certain  demand.  The  great  bulk  of  these  goods 
is  now  imported.  The  growth  in  the  children's  wear 
department  seems  to  suggest  the  wisdom  of  greater 
siiecialization  here. 

Reefers,  Norfolks,  Busters  and  different  blou.^e 
effects  have  all  been  well  stocked  by  far.seeing  de- 
partments. Blue,s,  greys  and  tans  somewhat  on  the 
khaki  order  predominate.  The  demand  to-day 
shows  little  encouragement  for  faddish  effect*  in 
small  l)oys'  wear,  and  it  is  likely,  thci'eforc.  that  the 
coming  Fall  will  show  marked  favor  for  orthodox 
styles  in  plain  fabrics. 


Some  merchants  make  a  forte  of  "dollar"  gloves, 
and  rightly  so.  The  prcjfit.  however,  is  generally 
better  on  the  better  lines,  not  forgetting  the  increa.«ed 
telp  to  turnover  and  sales.  While  the  suggestion  is 
applicable  to  every  line  in  the  store,  gloves,  par- 
ticularly, .seem  to  offer  the  opportunity  for  .selling 
better  grades.  Salespeople  properly  advi.^ed  to  .-iuch 
effect  will  offer  better  makes  first.  iniderstKUiding 
(hat  the  advertiser  is  using  "dollar"  lines,  as  a  med 
ium  f'oi'  directing  business  to  the  glove  section. 


^  A/£/7.^:A'J   Ji^r.jK^^jl"'S    ^X^S 


H;it    window    by    J.    A.    MacNabb.    with   L     J.    Applceath  &   Son,   Toronto.       Backiiiound   of    minor    :ind    cream    sateen. 
This   window    is   a   eood    index   to  popular  styles  in   men's  hals 
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Build  up  Your  Business 
by  the  Jones  Unit  Wardrobe  System 


THE    UNIT    WARDROBE. 

The  only  system  of  storing  and  displaying  clothing  that  has  stood  the  test  of  long  usage. 

The  Jones  Unit  Wardrobe  with  the  Bates  system  of  carriers  and  hangers,  saves  the  greatest  amount  of 
space,  stores  the  most  garments,  and  allows  a  clerk  and  customer  to  every  size  or  style  carried  in  stock. 

Made  in  Double  Deck,  Style  A,  or  Single  Deck,  Style  B,  to  be  placed  against  the  wall  ;  or  Single  Deck, 
Style  C,  for  centre  of  floor. 

Built  in  Units,  so  that  one  or  more  sections  can  be  purchased  at  one  time,  and  be  added  to  as  your 
business  increases,  which  is  certain  with  this  system 


The  Jones  Wardrobe.  Style  C 


SEND    FOR  CATALOGUE  D. 


JONES  BROS.  &  CO.,  LIMITED, 


Wardrobe  Builders, 

29-31  Adelaide  Street  West, 


TORONTO,  ONT. 


CORRECT  DRgSS  F°RJvIEN 

DETAILS  OF  MALE  ATTIRE  FOR  ALL  OCCASIONS  OBTAINED  FROM  AUTHORITATIVE  SOURCES 
AND   CORRECTED    FROM    TIME    TO   TIME    IN   ACCORDANCE   WITH    CHANGE    OF   VOGUE 


Evening  Dress — Formal 

Weddings,  Dinners,  Receptions 
Theatre  or  D«nce 

Overcont— Liglit-weight  binck  Cliesterfleld, 
opera  cape  or  Inverness.  Coat — Swallowtail 
of  vicuna  or  dress  worsted,  with  lapels,  silk- 
faced  to  the  edge.  Waistcoat — White  fancy 
silk  or  white  wash  material.  Trousers — Same 
material  as  coat,  with  silk  braid  down  out- 
seam.  Collar — Poke,  wing  or  band,  cuffs 
with  square  or  round  corners.  Shirt — Plain 
linen  or  pique,  stiff  liosom,  with  one  or  two 
studs.  Cravat — White,  of  silk,  pique,  linen  or 
cambric.  Gloves — White  glace  kid  or  white 
silk.  Jewelry — Pearl  links  and  studs  to 
match.  Hat — Black  silk  or  opera  hat.  Foot- 
wear— Patent  leather  pump.s,  with  black  silk 
or   lisle   socks,    plain    or   self-clocks. 


Evening  Dress — Informal 

Informal  and  Home  Dinners 
Club  or  Stag 

Overcoat — Light-weight  evening  coat  of 
Chesterfield  of  black.  Coat — Dinner  jacket  In 
plain  or  self-striped  black;  swallowtail  If 
worn  with  black  waistcoat  and  tie.  Waist- 
coat— Same  material  as  coat  and  bound  with 
braid  if  desired.  Trousers — To  match  coat, 
outseams  plain  or  braided.  Shirt — Plain 
dress  shirt  or  pleated  bosom.  Collar — Wing 
and  band;  double  styles  are  often  worn. 
Cuffs  —  Single  or  double.  Cravat  —  Black. 
Gloves  —  White  buckskin  or  pale  grey 
suede.  Jewelry  —  Pearl  or  gold  cuff 
links  and  studs  to  match.  Hat— Derby  or 
soft,  black  tuxedo.  Footwear — Pumps  or  pat- 
ent low  shoes,  bluchers  or  bals.  Black  silk 
or  lisle  half-hose,  white  shot  or  white  clocks. 


Day  Dress — Formal 

Alltrsoon  Weddints,  Receptions,  House  Calls,  Hatioees 
Overcoat — Chesterfield  in  black  or  grey 
cheviot  or  vicuna.  Coat — Full  frock  of  black, 
or  morning  coat  of  black  or  dark  grey 
with  bound  edges.  Waistcoat — Fancy  white 
pi(iue,  delicate  shades  of  silk  or  same 
material  as  morning  coat.  Trousers — Grey- 
striped  cheviot  or  worsted.  Sliirt — White, 
stiff.  i)lain  bosom,  with  frock  coat;  with 
morning  coat,  neat  stripes  or  wliite  pleats 
are  permissible.  Collar  — •  With  frock  coat, 
tlie  wing  or  straiglit  collar  to  meet  in 
front  and  lap  over.  CufTs^Stiff,  single  or 
double.  Cravat — Four-in-hand  or  once  over 
In  neat  black  and  white  effects  or  grey. 
Gloves — Grey  suede  or  tan  glace  kid.  Hat — 
Silk.  Derby  Is  sometimes  worn  with  the 
morning  coat.  Footwear — Dongola  kid  or 
calfskin  shoes.  Hosiery  of  plain  black  or  with 
clocks. 


Day  Dress — Informal 

Business  Purposes 
TravellinK,  etc. 

Overcoat — For  Fall,  light-weight  Chester- 
field. For  Winter,  Chesterfield  or  double- 
breasted  overcoats;  ulster  for  stormy  wea- 
ther. Coat — English  walking  coat,  sacque  and 
morning  coat.  Waistcoat — Same  material  ai 
coat.  Trousers — Same  material  as  coat.  Shirt 
— Soft,  plain  or  pleated  bosom.  Collar — Fold 
or  wing.  Stiff  cuffs,  corners  round  or  square. 
Necktie  —  Four-in-hand,  with  open  end. 
Gloves — Cape  walking  gloves  and  natural 
chamois.  Jewelry — Links  and  studs  of  pearl 
or  grey,  neat  watch  chain  or  fob.  Hat — 
Derby  or  soft  fedora  style.  Footwear— Black 
or  tan  calf  boots.  Plain  or  fancy  socks  in 
quiet  shades. 


For  Outing  Wear 

Nearly  every  form  of  sport  or  outdoor  ex- 
ercise has  its  adaptable  outfit.  Utility  and 
not  style  is  often  the  governing  point,  and 
it  is  difficult  to  tell  very  often  just  where 
the  serviceable  business  suit  should  be  dis- 
carded. In  motoring,  for  example,  the  man 
who  is  well  protected  by  an  ulster  of  a  color 
that  will  not  easily  become  travel-soiled  need 
not  worry  if  the  distinctive  motoring  garb 
ends  there.  These  ulsters  are  made  in  loose, 
double-breasted  style,  with  belted  back,  giv- 
ing a  military  effect,  wide  collar,  wind  cuffs, 
etc.  Sweater  coats,  knitted  gloves,  knitted 
vests,  Alpine,  golf  and  driving  caps,  flannel 
or  Oxford  shirts,  tweed  knickers,  heavy  tan 
shoes,  reefers  or  Norfelk  jackets,  are  all  ac- 
cessories which  mark  departure  from  regular 
garb   for  outing   purposes. 


Dress  for  Funerals 

For  funeral  wear,  the  man  who  adheres 
strictly  to  black  is  on  the  safe  side.  The 
black  frock  coat,  with  trousers  to  match,  or 
dark,  unobtrusive,  striped  pattern,  white  laun- 
dry, black  necktie,  black  silk  hat,  with  mourn- 
ing band,  black  gloves  and  shoes,  constitute 
the  correct  dress  for  mourners  and  pall- 
bearers, but  generally  there  are  many  de- 
partures from  the  rule.  The  cutaway  coat 
often  replaces  the  frock  coat,  the  stiff  hat  is 
seen  where,  to  be  correct,  the  tall  silk  hat 
should  be,  and  the  black  sacque  suit  Is  more 
frequently  seen  than  either  the  frock  or  the 
cutaway.  Strict  style  ethics  in  the  matter 
of  funeral  is  often  more  closely  adhered  to 
in  the  large  centres  of  population  than  in 
thi>se  sections  where  a  funeral  creates  an 
emergency  for  which  wardrobes  are  by  no 
means    properly    equipped. 
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It's  a  GOOD  List 

Every  name  on  this  list  represents  a  CLOTHING  MANUFACTURER 

who  uses  and  endorses  the 

BARTELL  PATENT  POCKET 

(The  pocket  with  the  inner  pleat) 

They  wouldn't  use  it  and  they  wouldn't  endorse  it  unless  they  knew  it 
was  a  first-class  improvement  over  what  they  formerly  used : — 


DUNDAS. 

Grafton   &  Company,  Limited. 

HAMILTON. 

Sanford    Mfg.    Co.,    W.    E.,   Ltd. 
Coppley,    Noyes    &    Randall,    Ltd. 
Thornton    &   Douglas,   Ltd. 


Greene, 


LONDON. 

Swift,    Limited. 


MONTREAL. 

Semi-Ready,    Limited. 
Levinson,    Son   Si   Co.,   S. 
Murray   &    Michaud. 
Kellert   &    Sons,    H. 
Fashion-Craft    Mfrs.,    Ltd. 
E.   A.    Small   Company,   Limited. 
Wener   Bros.    &    Hart. 
Vineberg,    Singer    Co. 


The   T.   Eaton   Co.,   Ltd. 

I'eek   &   Co.,   John    W.,   Limited. 

Union   Clotliing   Mfg.    Co. 

Samuel    Wener   &    Co. 

The  Freednian   Company, 

Canada  Clotliing  Co. 

B.   Gardner   &   Co.,  Ltd. 

Standard    Clothing    Mfg.    Co.,    The. 

H.   Vineberg  &  Co. 

Hamilton   &   Blout,   Limited. 

Scottish    Rubber   Co. 

The   T.   Eaton   Co.,   Ltd. 

QUEBEC. 

Quebec   Clothing  Co. 
Paquet    Connpany,   The,   Ltd. 

SHERBROOKE. 
Walter  Blue  &   Co.,   Ltd. 


TORONTO. 

Lowndes    Co.,    The,   Ltd. 
Hackborn  &   Co.,  £.   G. 
Johnson  &  Co.,  W'.  R.,  Limited. 
Crown    Tailoring   Co.,   Ltd. 
Bond    &    Co.,    H.   E.,    Ltd. 
Broderirk   &    Co.,   Frank. 
Taylor,    Henry    A. 
Lailey-Trimble,   Limited. 
Victoria   Mfg.    Co. 
Randall   &  Johnson   Bros.,   Ltd. 
The    T.   Eaton    Co.,    Ltd. 
Art    Tailoring    Co. 
Evans   Tailoring    Co. 

VICTORIAVILLE. 

Victoriaville    Clothing    Co.,   The 

WARWICK. 

Warwick    Clothing   Mfg.    Co. 


The  only  pocket  in  the  world  that  will  not  sag  under  heavy  weight  is  the  Bartell  Patent  Pocket.  Its  peculiar 
patented  construction  prevents  this  defect  and  keeps  the  pocket  straight  and  trim  from  the  day  you  start  to 
wear  the  coat  until  the  day  you  stop  wearing  it.  If  your  manufacturer's  name  is  not  on  this  list,  he  must  give 
you  the  old  style  pocket. 

Don't  Run  the  Risk  of  Losing  Sales  Next  Fall 

if  your  Spring  order  did  not  specify  Bartell  Patent  Pockets,  and  wish  it  had,  write  to  us  immediately  and  we 
will  take  up  the  matter  with  the  manufacturer,  if  you  will  give  us  his  name.     WRITE  TO-DAY. 

Ask  u*  to  send  you  our  "DEMONSTRATION  CARD."     IT'S  FREE. 

THE    BARTELL    PATENT    POCKET    CO. 

13    ASTOR    PLACE,    NEW    YORK 


Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers. 


Coronation  is  the  Trimmer's  Opportunity 

Many  Effective  Trims  Possible  for  the  Men's  Wear  Store  and  Department 
—  Suggestion  Employing  the  Coat-of-Arms  With  Good  Effect  And  At 
No   Very   Great    Expense  —  Firms    That   Are    Bound    to    Attract    Attention 

By   H.    J     Rutherford.    Koester   School. 


WHAT  an  opportunity  for  the  Canadian  win- 
dow trimmer  to  make  much  of  in  the  win- 
dow displays,  because  no  event  in  a  nation's 
history  causes  more  world  wide  comment 
than  this  one ;  and  perhaps  none  has  a  greater  effect 
on  dress.  Preceding  this  occasion,  note  how  the 
royal  colors  are  brought  to  the  front  in  many  articles 
and  lines  of  wearing  apparel  for  both  men  and  wo- 
men. Therefore,  the  decorator  who  directs  atten- 
tion to  the  event  with  some  appropriate  decoration 
in  the  show  windows,  no  matter  where  located  (for 
this  event  is  recognized  around  the  world)  will  get 
the  attention  of  the  public  to  the  windows,  and  he 
will  be  looked  upon  as  up-to-date. 

Our  sketch  is  intended  to  help  in  this  direction. 
In  building,  it  can  be  carried  out  simple  or  elabor- 
ate as  the  appropriation  and  the  standing  of  the  store 
permits. 

The  center  piece,  the  coat  of  arms  of  the  United 
Kingdom,  is  posed  to  extend  two  feet  above  the  line 
of  background.  If  expense  is  not  regarded,  this  can 
be  molded  out  of  papier  mache.  It  should  be  tinted 
as  follows:  The  lion,  natural  tan  and  brown ;  the  uni- 
corn, grey,  blending  into  white,  with  black  mane, 
tail  and  hoofs. 

The  crown  and  chain  on  the  unicorn,  also  the 
crown  on  the  lion,  and  border  of  the  belt,  the  inscrip- 
tion on  it,  and  the  figures  on  the  escutcheon  in  the 
center  are  gilded  and  the  colors  back  of  this  should 
be  true  to  detail  as  in  the  national  coat  of  arms. 

A  simple  and  less  expensive  way  is  to  cut  this  out 
of  beaver  board  or  compo  board  and  tint,  to  bring 
out  the  lines  and  shades;  posed  at  each  side  are 
shields  containing  has  reliefs  or  litho  pictures  of 
the  king  and  queen.  A  ribbon  sign  mounted  above 
contains  their  names.  This  ribbon  continues  down 
below  the  coat  of  arms,  forming  a  connection  with 


the  figures  at  the  sides  and  serves  admirably  as  an 
announcement  of  the  intent  of  this  special  display. 
Flanking  the  shields  at  both  sides  are  thick  clus- 
tered sprays  of  foliage  associated  with  the  several 
countries  in  the  Kingdom.  The  thistle  for  Scotland ; 
the  shamrock  for  Ireland;  and  the  rose  for  the 
Mother  Country.  If  the  window  is  sufficiently  Hght- 
ed  and  the  street  is  wide  enough  to  overcome  reflec- 
tions from  across  the  way,  a  dark  background  of 
royal  blue,  purple  or  red  would  be  appropriate  to 
back  this,  if  not  pose  ahead  of  a  white  background 
or  mirrors. 


Neat  Effects  in  Fancy  Vestings. 
While  the  early  Spring  season  brought  a  fair 
demand  for  fancy  ready-to-wear  vests,  the  aggregate 
business  in  these  lines  is  reported  in  some  quarters 
to  have  fallen  off.  One  dealer  ascribes  this  to  the 
frequent  changes  in  style  of  men's  clothing  and  the 
fact  that  the  average  man  is  going  in  for  a  suit  each 
season  instead  of  one  a  year  which  was  largely  the 
case  formerly.  He  therefore  is  inclined  to  ignore 
the  fancy  vest  to  a  certain  extent.  However,  the 
very  neat  patterns  shown  are  no  doubt  accountable 
for  the  present  demand.  Grey  and  white,  grey  and 
black,  worked  out  in  fine  stripes,  seem  to  be  strong 
favorites  and,  in  fact,  anything  grey  or  that  con- 
forms with  the  vogue  for  quiet  colorings  is  good. 
Some  champagne  shades  have  also  been  taken  in 
light  fabrics.  A  Coronation  novelty  takes  the  form 
of  a  plain  ground  with  diminutive  gold  crown.  This 
was  shown  in  a  very  exclusive  shop  and  not  likely 
to  become  a  feature  of  the  trade.  Where  patterns 
are  shown  on  plain  grounds  such  as  this,  they  are 
very  small  and  suggest  no  departure  from  the  pref- 
erence for  inconspicuous  lines. 


Coronation    backKrouiid.   niiikine   effective    use    of    Coat-of-arnis. 
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Corliss-Coon 


Soft     Collars 


Complete  lines  at  $2.00  and  $1.10  the  dozen 
White  and  Colors. 

Sizes  12  to  16i. 

Round  and  Square  point  styles. 
Packed  in  individual  paper  envelopes. 


Name  of  Collar 

RUNABOUT 

HARVARD 

YALE 

COLUMBIA 

CORNELL 

AMHERST 

UNIVERSITY 

SPECIAL  A 

SPECIAL  B 


Material 


White  Luxury  Silk 
White  Pique 
W^hite  Luxury  Silk 
White  Poplin 
White  Mesh  Weave 
White  Stripe  Madras 
4  Colors  Luxury  Silk 
W^hite  Luxury  Silk 
4  Colors  Luxury  Silk 


All  styles  boxed  in  solid  colors  to  the  dozen* 

UNIVERSITY    made  in  the  following  colors : 
Slate,  Tan.  Lavender,  Blue. 

SPECIAL   B    made    in    the    following    colors " 
Slate,  Tan,  Cream,  Blue. 

Samples  promptly  submitted  upon  request. 


Corliss,  Coon  &  Co., 

Makers  of ''  Better'  Collars'' 

New  York,  Chicago,  Boston,  Baltimore,  St.  Louis 
Factories  and  Laundries :   Troy  and  Cohoes,  N.Y. 


You  will  sell  more 

Linen  Waterproof  Collars  than  you  ever 
thought  possible  when  you  put  in  that 
assortment  of 

Collars 


Every  Kant  Krack  Collar  you  sell 
helps  to  sell  more  because  it  is  the 
one  collar  that  will  give  satisfactory 
service. 

It  is  very  pliable— conforms  easily  to 
every  movement  of  the  wearer's  neck. 

See  the  illustration — note  the  patented 

flexible  lips 
that  relieve 
the  strain  on 
the  front  fold. 
Note  also  the 
patented  slit 
in  the  back — 
which  pre- 
/•  I  r  •  .  vents  the  col- 

Baware  of  Infriii«em»nt»  v  wi»  i.^ 

lar  button  pressing  hard  on  the  wear- 
er's neck. 


Patented  Feb.  20, 1906 
May  5,  1908 
Oct.  27,  19U8 
Oct.   27,  X908 


There  is  an  excellent  profit  for 
-  you  on  Kant  Krack  Collars— 
so  be  sure  you  see  the  samples 
when  the  Kant  Krack  sales- 
man comes  along,  or  write  for 
sample  collars  before  placing 
order 


THE 

Parsons   &  Parsons 

CANADIAN  CO. 
Hamilton,  :  :  Ontario 


K 


ESTABLISHED  1838 


SEVENTY-THIRD  YEAR 
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How  Would  You  Reply  to  this  Customer  ? 


Customer — I  have  never  paid  that  much  for  a  neck-tie. 
I'm  afraid  you're  too  high-class  for  me.  A  cheap  tie  wears 
just  as  long  as  a  dear  one.  I  hardly  think  I'll  buy  any- 
thing to-day. 


HERE  is  a  case 
where  a  cus- 
tomer has  either 
misunderstood  the 
merchant's  emphasis 
on  the  words  "  high- 
class,"  or  the  sales- 
man has  failed  to  size 
up  the  customer  cor- 
rectly. 

This  customer  had 
entered  the  store  with 
the  fixed  intention  of 
buying  a  cheaper  ar- 
ticle than  that  shown 
him.  Probably  he  had 
never  spent  more 
than  25  cents  for  a 
neck-tie. 


The  salesman, in 
keeping   with    the 
standing  of  the  store 
had  immediately  shown  him  values  beyond  his  customary  price  limit. 


There  are  people  who  become  difficult  when  confronted  too 
suddenly  with  the  term  "  high-class. "  They  have  to  be  brought 
along  gradually.  A  skillful  salesman  could  probably  induce  this 
man  to  take  a  better  article  and  convince  him  that  he  had  gone 
to  the  right  store  to  buy  his  neckwear. 

How  would  you  handle  this  situation  ? 
For  the  three  best  answers,  the  following  prizes  will  be  paid: 

FIRST  SECOND  THIRD 

$3  and  Revie-D)for  One  Year.       $2  and  Review  j or  One  Year.      $1  and  Review  for  One  Year. 

All  contributions  to  be  published  in  one  issue  of  The  Review. 

This  competition  is  not  confined  to  salespeople  in  departments.  It  is  an 
opportunity  for  any  member  of  the  staf^.  This  contest  will  be  a  monthly  feature 
of  TTie  Review. 

Address  all  answeis  to   The  Editor  of  '^he   Dry  Qoods  T^eVieW,    143-149   Universily  Avenue,    Toronto 
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When  it  comes  to  Men's  Neck- 
ties, only  — if  your  stock  includes 
a  full  assortment  of  colors  in 
*'N.  T.  VELVO." 

"N.T.VELVO" 
I  s  Guaranteed 

as  the  strongest  and  the  toughest 
cravatting  made.  It  is  pin-proof 
and  non-crushable. 

Therefore  see  that  "N.T. 

VELVO"  is  on  every  scarf, 

And 

Accept 

No  other 

As 

Just  as 

Good, 

For  "N.T.  VELVO"  has  no  equal. 

Eighteen  Parisian  Colors 
Sold  in  three  styles :  - 

No.  368.  Large  Imperial,  modelled  to  tie  in 
small  knot  for  close  fitting  and 
fold  collars.      Price  $6. 50,  less  10%. 

No.  376.  Four-in-hand,  11^x48.  Price 
$4.50,  less  10%. 

No.  383.  Batwing  tie,  2-inch.  Price  $4.50, 
less  10%. 

ORDER  TO-DAY 

NOVEL-TI,    LIMITED 
PETERBOROUGH,     CANADA 


GOOD  COAT  LININGS 

ARE  ESSENTIAL 

IF  YOU  WISH  TO   PLEASE  YOUR  CUSTOMERS 


m 


(Copyriatht) 


Showt'ards  or  HooKluts  if  de  ired  may    be  hud  by 
applying  througli  Wliolesaleloiporting  Houses. 

PA  TTERNS     SHO  WING    EITHER 
FINISH  can  be  had  on  application  to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  Ltd. 

39,  Weil  StrMt  II  BRADFORD 
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Stands  That  are  Easily  Made 

Four    Useful   Fixtures    for    Displaying    Men's 

Wear  —  An  Adjustable  Pyramid  Fixture 

—  A  Unit    Tab'e. 

Four  new  stands,  which  are  used  as  a  means  of 
quick  display  by  trimmers  who  suggested  them  are 
illustrated.  Any  one  of  these  stands  can  be  quicklv 
made  and  used  to  display  almost  every  line  in  a 
men's  wear  or  dry  goods  store.  They  can  also  be 
made  by  any  trimmer  and  the  ideas  involved  may 
be  introduced  in  connection  with  other  display  fix- 


five  feet  high  and  the  arms,  owing  to  their  length, 
are  adjustable  to  any  position  desired  by  the  trim- 
mer. Small  .squares,  about  G  x  9  inches,  are  also 
adjustable  to  any  distance  along  each  arm  projection. 
I  f  glass  plates  are  used,  notions,  neckwear,  gloves  and 


No.  1. — Pyramid    fixture    used    lor    assembling    different 

displays.      Arms   and    squares   are    adjustable.      Used 

by    H.    Robinson,  R.    McKay  &  Co.,  Hamilton. 


4. — Yi  inch  and  \%  inch  brass  rod  and  adjustable 
to  any  angle  in  centre  of  circle:  by  usine  circle 
or  square  boards  a  good  shirt  stand  is  made. 
Suitable  for  all  kinds  of  men's  furnishings.  H. 
C.     McDonald.     Murray-Kay.     Limited,      Toronto. 

accessories  can  be  quickly  assembled.  An  easy  para- 
sol display  is  at  once  suggested.  This  stand  is  used 
by  H.  Robinson,  with  R.  McKay  &  Co.,  Hamilton. 


tures  already  used  in  the  decorator's  department. 
The  "pyramid"  and  "table"  are  generally  finished 
in  mission  or  mahogany  to  conform  with  back- 
grounds. 


3  —Made  of  ?s  and  iM 
inch  brass  rod-  Suit- 
able for  all  kinds  of  ac- 
cessories. Used  by  H. 
C.  McDonald,  Murray- 
Kay   Co..   Ltd..  Toronto 


2. — Table   stand   with   adjust   ble  panels  used  in  men's  wear 

unit  display.     Also   suitable   as   a    sale   table.     Seen  In 

"The    Apparel     Centre,"   Hamilton. 

Stand  No.  1  or  {)yramid  lixture  ('iial)Ies  trimmers 
to  assemble  blouse  forms  or  acce.^.><()i'ies  in  a  manner 
that  will  fill  an  ordinary  window.    It  is  usually  about 


No.  2  or  table  stand  is  suitable  fi>r  men's  wear 
unitvS  and  is  about  30  or  36  inches  high.  Support- 
ing uprights  are  \2  inches  square  and  about  12 
inches  apart.     Necessarily  the    centre    boards    are 
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({  Sartorial  art  can  accomplish  much,  but  the  skill 
of  the  best  cutter  is  often  frustrated  by  an  in- 
effective interlining. 

Q  Hymo  insures  smoothness  and  elegance,  as  it 
obviates  the  tendency  of  a  coat  to  furrow  or  cockle 
and  hence  every  member  of  the  tailoring  profession 
who  has  experience  of  its  merits  bears  testimony 
to  the  value  of  this  discovery. 

Q  Hymo  has  established  the  reputation  of  many  a 
tailoringfirm,  it  is  unshrinkable  and  has  no  stiffening; 
when  it  is  used  its  wearers  come  again  and  recom- 
mend their  friends  to  visit  the  establishments  which 
turn  out  garments  that  always  retain  their  smart 
appearance. 

GUARANTEED  NOT  TO  CURL 

Obtainable  from  all  High-Class  Wholesale  Houses. 

Look  for  the  Trade  Mark  stamped  every  five  yards 
on  "Hymo"  Cloths,     None  genuine  without. 

Agents  for  Canada 

GREEFF-BREDT  ^  CO. 


60-62  FRONT  STREET 


TORONTO 


Sole  Manufacturer 


James  Hymans 

(Wholesale  Only) 

8  and  10   Crescent  Minories,  London,  England 
SAMPLES  ON  REQUEST 
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about  10  X  36  inches  to  maintain  a  right  appearance 
or  balance.  There  are  many  display  uses  for  this 
stand,  and  it  ean  be  pressed  into  service  occasionally 
as  a  "sale"  table.  It  is  used  in  "the  apparel  centre," 
Hamilton. 

In  stands  3  and  4  similar  ideas  are  shown,  and 
trimmers  can  make  both  by  using  %  and  li/4-in(;h 
brass  tubing  and  discarded  bases  from  broken  stands. 
In  No.  3  a  stand  suitable  for  handbags,  belts,  gloves, 
etc.,  is  made  by  inserting  3  of  the  smaller  tubes 
which  are  bent  in  any  desired  semi-circular  shape 
into  an  upright.  These  are  soldered  in  place,  as 
well  as  a  24  inch  cross  piece,  as  shown.  They  have, 
however,  to  be  made  in  different  heights  in  order 
to  gain  perspective. 

Fixture  No.  4  introduces  an  adjustable  fixture 
in  the  centre  of  the  circle,  which  can  be  used  to  hold 
circle  or  square  board  shapes  for  displaying  shirts, 
socks  or  men's  wear.  These  last  two  stands  are 
used  by  H.  C.  McDonald,  with  Murray-Kay,  Lim- 
ited. 


Extracts  from  Bright  Ads. 

You'll  like  our  clothes,  because  others  have. 

*  *         * 

We  do  not  presume  to  dictate.    Our  styles  do. 

*  *         * 

Bring  in  the  boys  and  try  on  some  of  the  new 

things. 

*  *         * 

Clothes  that  are  a  revelation  in  style  and  supreme 

in  quality. 

*  *         * 

Dress  to  impress  others  and  express  yourself  in 

personality. 

*  *         * 

We  take  care  of  the  quality  and  the  price  take« 

care  of  itself. 

*  *         * 

A  man's  clothes  express  just  him  and  should  ex- 
press him  justly. 

*  *  4: 

We  want  an  opportunity  to  show  you  the  fine 
points  of  our  tailoring. 

*  *         * 

It  has  been  aptly  said  that,  "A  gentleman  bred 
dresses  his  feet  before  his  head." 

*  *         * 

Quality,  individuality  and  size — no  matter  what 
size  or  type  you  are  we  can  fit  you. 

*  *         * 

Suits  that  please  the  eye,  fit  tlie  form  and  suit 
the  purse,  for  men,  boys  and  children. 

*  *         * 

If  yoTi  ro(]uire  a  line  to  withstand  the  unusual 
Witear  of  a  hcaltliy  lad  the  chance  is  here. 

*  *         * 

Our  clothes  will  be  appreciated  by  men  who 
kpow  stylish,  good-fitting  garments — the  unconnnon 
kiiid. 


Your  individuality  is  pre.served  throughout  even 
to  the  extent  of  buying  only  a  few  garments  in  each 
patterns — .sometimes  only  one. 


The  man  of  the  hour  is  as  particular  in  every 
detail  of  his  personal  comfort  and  appearance  as  he 
is  in  the  details  of  his  busine.«s  life. 


Let  us  a.ssist  you  in  the  selection  of  your  Spring 
and  Summer  hat.  We  know  you  are  particular  and 
we  will  take  care  to  see  that  vou  are  suited. 


We  show  new  motoring  coats  of  baloon  silk  (a 
fabric  that  repels  rain  as  readily  as  wind  and  dust) 
in  styles  with  and  without  large  sailor  collars. 


There  is  just  that  little  undescribable  difference 
in  the  character  of  the  clothing  sold  here  that  make 
the  men,  who  wear  it  distinctive,  as  good  dressers. 


You  can  spot  a  man  of  character  at  a  glance. 
Ovir  clothes  express  individual  character.  They 
make  you  think  more  of  yourself  when  you  wear 
them. 

*  *         * 

Distinctive  jewelery  for  gentlemen — neat  jewel- 
ery  marks  the  man  of  character  and  thought — a 
man  who  has  been  in  touch  with  things  dignified 
and  real. 

^         ^         '^ 

Classy  new  furnishings  for  men  for  summer 
wear.  A  rummage  through  your  wardrobe  will  re- 
reveal  many  things  you  need  for  the  coming  warm 
days  of  summer. 

*  *         * 

It  is  a  significant  fact  that  the  demand  for  good 
clothes  is  growing  every  day.  People  appreciate 
quality  and  an  intelligent  effort  is  made  to  meet  and 
serve  best  these  demands. 


New  clothes  for  boys'  wear  is  productive  of  more 
heart  wrenches  than  parents  think,  unless  they  re- 
member how  it  used  to  hurt  them  to  wear  the  old 
suit  and  see  their  fi-iond  in  a  now  suit. 


Sixty  j^ears  young.  Our  clothes  are  specially  de- 
signed for  men,  who  are  younger  in  spirit  than  in 
years.  Elderlj^  men  of  refined  tastes  and  conserva- 
tive manners  appreciate  the  quiet  lines  of  our  gar- 
ments. 

The  careful  craftsmanship  and  master  tailoring 
with  style,  which  is  built  into  every  garment  puts 
these  suits  and  overcoats  head  and  shoulders  above 
everything  else  but  the  individual  productions  of  the 
best  custoiu  tailors. 

Those  who  know  good  clothing  can  see  it  at  a 
glance.  These  garments  have  been  made  for  us  by 
the  highest  class  tailors  in  the  land,  from  our  own 
specially  selected  cloths.  Our  written  guarantee  is 
<rivtM\  with  each  sale. 
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First  Essentials  of  Successful  Retailing 

The  Percentage  of  Cost  on  Total  Sales  —  The  Percentage  of  Profit  on  Sales 
—  How  it  Works  Out  —  The  Inventory  Should  Not  Have  the  Benefit  of 
Every    Doubt  —  The    Importance    of    Location 

By    Howard    R     Wellington 

TWO  stores  situated  in  different  towns  of  about  In  a  Small  Place, 

equal  population  may  apply  entirely  different  ^^  small  country  store,  when  the  employer  and 

methods  and  yet    he  busme.ss  of  each  will  be  p^obablv  one  or  two  clerk.s  conduct  the  entire  busi- 

successful;  m  fact,  two  stores  situated  m  the  ^^^gg^  ^he  turnover  not  being  very  large  as  compared 

same  town  may  pursue  an  entirely  different  policy  ,,,;^y^  ^  ^^^^,^  ^^        ^1^^  ^.^.^  ^f  conducting  the  business 

and  yet  each  may  be  equally  successful     Stores  han-  „,i  j.^.  ^^^  ^un  more  than  ten  per  cent.,  the  reason 

dling  only  cheap,  merchandise  have  made  great  sue-  y^^^       ^^^^^  ^^^.j^  it^^^^  ^^  advertising  are  dispensed 

cesses  while  stores  in  the  same  place  catering  to  high-  ,,.itii,  small  rents  are  paid,  and  also  small  .salaries, 
class  trade  have  shown  large  profits. 

A  small  store  carrying  a  very  exclusive  line  of  In  a  Large  Place. 
merchandise  may  pay  a  larger  dividend  than  a  large  In  large  places,  rents  are  higher,  items  of  expen- 
store  doing  four  or  five  times  the  business.  sive  help,  advertising,  etc.,  all  tend  to  make  the  per- 
centage considerably  higher,  but  naturally  the  turn- 
Choose  Location  Wisely.  over  is  considerably  larger.     The  average  cost,  how- 
ever,  is   from   eighteen   to  twenty-one   per  cent,   on 
Some  may  say  that  situation  has  a  great  deal  to  the  total  sales, 
do  with  it,  but  the  instances  are  not  rare  where  a  a  merchant  should  strive  to  do  the  largest  pos- 
store  on  a  side  -street  or  away  from  the  main  thor-  gible  business  on  the  smallest  possible  capital  with 
oughfare  has  built  up  a  large  and  profitable  trade,  the  least  expense,  adding  what  can  be  ascertained  as 
and,  in  fact,  has  been  the  means  of  inducing  other  a  reasonable  profit, 
stores  to  locate  in  the  vicinity.  ^/l    u      ajj  (     o    c 

The  successful  retailer  must  above  all  things  have  ,-.       ^      .    °T     "^    .°           °  i    'f  •  "i  i         .       1 1 

good  sound  judgmenf^as    to    location,  and  when  ,      No  set  rate  of  percentage  can  be  laid  down  to  add 

located  it  is  very  necessary  to  carry  the  line  of  goods  *«  ^^^^  of  goods  in  order  to  arrive  at  a  selling  price, 

which  people  of  that  location  demand.     The  argu-  ^^^^^^^  will  not  only  pay  expenses,  but  will  leave  a 

ment  is  recently  put  forth  that  the  retailer  can  edu-  f^^^  margin  of  profit.     An  average  of  about  thirty- 

cate  his  customer  to  buy  what  he  has  to  sell,  it  being  t^^^  and  one-half  per  cent,  on  sales  is  about  the  usual 

understood,  of  course,  that  he  has  a  superior  article  ^^^^'  °^  .^^^^^^  forty-five  to  fifty  per  cent,  on  co.st. 

to  sell.    This  may  work  out  in  time  by  using  a  con-  "^^  illustration: 

siderable  amount  of  tact,  but  if  the  customer  cannot     Annual  sales $  40,000 

get  what  she  or  he  asks  for  repeatedly,  the  result  Annual  expense    (on   sales)— 20% 
will  be  that  such  a  customer  will  go  where  it  can  be  ^^^^  of  goods  on  hand   at   start,  'and  pur- 
obtained,                                                                                      chased 26,000 

V       D    •        \/f    ^  r-  Cost  of  goods  on  hand  at  fini.sh 6,000 

Y our  Business  Must  (jrow.  o  ^  e         ci      i  i    z   /  i     \       oo^^ 

Percentage  of  profit  added  (on  .sales) — 30% 

Keep  a  record  of  your  sales,  day  by  day,  week  Trading  account: —                                    , 

by  week,  and  month  by  month,  and  making  some     Stock  (at  start)  and  purcha.ses $  26,000 

allowance  for  extreme  conditions,  your  business  must     Expenses    8,000 

grow.     Nothing  pleases  a  merchant  more  to  .see  week     Profit   12,000 

by  week  that  he  is  ahead  of  last  year's  record,  and  

rightly  so,  for  if  he  did  not  go  ahead,  he  would  $46,000 

likely  go  backwards.  Stock   (at  finish)    $     6,000 

Sales 40,000 

The  Unprogressive  Retailer.  

There  is  no  place  now  for  the  merchant  who  is  Tk     I 
not  progressive.     It  is  just  as  essential  for  the  mer-  ,  ^     .      . ,                    inventory- 
chant  in  the  small  town  as  for  the  city  merchant  to  ^^''''  ^  add  ten  per  cent,  to  your  inventory  at  cost 
keep  abrea.st  of  the  times.     You  must  do  things  a  f^'^^^T  y'^'^'^"-  .}}  ^^^^  "^t  pay  to  do  this,  as  sooner  or 
little  better  than  the  other  fellow  in  order  to  induce  l^^^er  you  will  come  to  grief.     The  practice  is  not 
customers  to  patronize  your  store.   Service  is  the  key-  ^'ommon,  but  it  has  been  done, 
note  of  a  successful  business.      •  ,  ^\  "«t    '"trive   to  make   your   business  show   a 

splendid  year  by  giving  your  inventory  the  benefit 

The  Cost  of  Doing  Business.  0*"  ^very  doubt. 

If  any  goods  have  been  earned  over,  po.ssibly  for 

The  percentage  of  cost  of  doing  business  on  total  two  or  three  years,  and  are  not  staple  or  slow  seller*, 

sales  for  a  period  varies  from  ten  to  twenty-five  per  cut  the  inventory  price  down  to  rock  bottom,  away 

cent.     In  an  ordinary  jobbing  house,  an  average  of  below  cost,  if  necessary.     Your  business  will  be  in  a 

ten  per  cent,  is  fignrecl  for  selling,  and  in  addition  much  healthier  state,  and  while  you  may  not  feel 

to  this,  the  oilice  and  warehouse  expoiuses  may  run  elated  over  the  profits  for  tlio  present  year,  you  will 

as  high  as  eight  or  ten  per  cent.,  bringing  the  total  benefit   later  on.  and  remain  in  business,  when  the 

percentage  up  to  about  what  it  would  cost  an  ordin-  other  fellow,  who  has  been  Itoosting  his  inventory,  is 

ary  retail  store  to  conduct  a  business.  oblior,!  (o  (liscontimn-  bis  business. 
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CASH^ 

(English  Manufacture) 

Real  Poplin  Tubular  Neckwear 


(Pure  Silk  and  Wool) 


made  in  narrow  four-in-hands,  also  1/4  inch  loom  shaped 
four-in-hands.  Shown  in  66  solid  shades  and  large  variety 
of  fancy  patterns. 

CASH'" 


(English  Manufacture) 


Fine   Cotton   Tubular  Neckwear 

Sample    cards    show  over    500  colors  and   patterns. 
Prices  range  from  90c.  per  doz.  up,  laid  down  Montreal. 


J.  CS,  J.  CASH,  Limited 

100  Chestnut  St.,     South  Norwalk,  Conn.,  U.S.A. 

Montreal  Office,  Room  42,  301  St.  James  Street 


Send  for  Sample  Cards  and  Infor- 
mation to  our  MONTREAL  OFFICE, 

or  Toronto  Agent, 
Wallace  Mclntyre,   Empire  Bldg., 
64  Wellington  St.  West,  Toronto. 


WHAT  THE  BOY  LIKES 


THE 
PARENTS 
WILL  BUY 

Consider   theso 
Prices 

Prices  from 

$600 

to 

$18.00 

per  dozen. 

All  correct  patterns. 

Prices    from 

$2.25 

to 

$6  00 

per  dozen 

for  Khaki.  Galatea  and 
White  Ducli  Boys' 
Overalls  in  Black,  Blue 
and  Khaki. 

SPECIAL  FACILITIES  ''Thc  Je^cksoii  BlooTTier' 

FOR   MAIL  ORDER  J    ^  ZJl  l\-^  -^-^    s,  ^  -r-^ 

BUSINESS.        LION  BRAND 

BOYS'  BIG  BLOOMER  PANTS 

THE  JACKSON  MFG.  CO.,  CLINTON 

Factories  : 
CLINTON  GODERICH  and   EXETER 


THE 


DEACON  3hm 


For   Men  and  Boys 

You  will  be  a  wise  drygoodsman  if  you  are 
ready  to  meet  the  demand  of  this  trade  with 
the  "Deacon." 


I 

H  The    "Deacon"    is    made    of    the    toughest 

H  known   shirting,   cut  roomy   for  comfort,   and 

^^  double-stitched   throughout.     All   buttons   are 

^^  strongly   sewn   on. 

THE  DEACON  SHIRT  COMPANY 

BELLEVILLE,  -  ■  -  ONTARIO 


Give    the 
your     store. 


'  Deacon ' '    prominence    in 
There   is  a   steady     year- 
round  demand  for  these  goods.     See  our 


:iew  range. 


Combination  of  Plain  and  Fancy  Cards 

Odd-faced  Boards  May  be  Effectively  Used  With  Harmonizing  Plain 
Mats  —  "Where  Catchy  Phrasing  is  Necessary  —  How  to  Secure  Some  Unique 
But    Very    Attractive   Results 

By    J.   C.    Edwards,    with    A.    V/.   Crestman.    Peterboro. 


THERE  is  a  feature  in  the  air  l)ru.sh  work  in 
show  card  writiiij;-  wliich  ha.s  lately  been  in- 
troduced, not  in  connection  with  the  letter- 
ing of  the  card,  but  in  the  making  of  the 
cardboard  itself.  This  is  a  secret  process  which  has 
been  used  for  some  time  to  give  cardboard  the  ap- 
pearance of  irregularity  of  face  or  a  stone  effect, 
varying  from  that  to  a  mottled  or  marbled  appear- 
ance. 

This  cardboard  can.  Ije  used  alone  or  in  combina- 
tion with  plain  shades  which,  when  lettered  nicely, 
gives  a  rather  unique  appearance  to  a  card  sign.  The 
judicious  combining  of  shades  is  absolutely  neces.sary 
in  this  style  of  card ;  fancy  grey  must  be  placed  witli 
a  plain  grey  of  the  same  tone.  A  cold  stone  grey 
must  not  be  allied  with  a  warm  brown  grey  or  any 
other  shade  which  does  not  blend.  Contrasting 
shades  may  be  used  so  long  as  the  tones  are  in  har- 
mony. This  style  of  .show  card  is  not  a  good  sale 
medium  and  should  be  avoided  in  all  cases  of  that 
kind,  but  where  an  attractive  window  card  is  needed 
this  variety  makes  a  very  good  change.  Jt  is  alto- 
gether different, 

For  our  Easter  windows  this  Spring  we  vised  a 
background  representing  a  high  stone  wall  and  pil- 
lars, with  a  huge  half-round  drinking  fountain  pro- 
truding from  the  centre  of  the  wall;  somewhat  of 
the  order  of  decoration  seen  in  Eastern  countries. 
You  must  depend  upon  catchy  phrasing  on  this 
style  of  show  card  to  hold  the  attention  of  the  pa.sser- 
by  after  the  card  itself  has  stopped  him.  Card  No. 
1,  reading:  "Old  Sol  may  try  to  melt  you,"  is  made 
of  a  dark  grey,  mounted  on  a  light  grey  rock  face 
card;  both  being  beveled,  gives  the  card  a  fini.shed 
look.  The  decoration  is  quite  simple,  the  wording 
is  not  ordinary,  and  yet  the  reader  introduces  a  cer- 
tain light-weight  Sunnner  suit  of  tweed  in  a  short, 
right-to-the-point  way. 

You  will  notice  that  the  l)eveling  of  the  centre 
card  at  least  has  the  twofold  purpose  of  giving  the 


card  a  finished  look  and  al.'^o  of  giving  a  di.stinction 
Ijetween  the  two  cards.  Especially  is  this  notice- 
able in  the  card  No.  2.,  "Right  From  Broadway's 
Glare,"  where  two  fancy  cards  are  used  in  combina- 
cion.  This  is  made  up  of  a  brown  tone  card  with  a 
centre  mount  of  light  fawn.  The  effect  is  more  than 
ordinary,  and  is  sure  to  attract  and  promote  sales. 

The  wording  used  Ijreathes  of  .<tyle,  the  most 
essential  feature  of  men's  cravats,  and  that  which  the 
average  man  is  attracted  by,  more  than  quality.  The 
lettering  is  accomj)lished  by  the  use  of  the  No.  7 
flat  lettering  brush  and  No.  2^2  pen. 

Card  No.  3  next  comes  into  the  limelight,  with 
its  face  of  stone  grey,  surmounted  with  a  refined 
shade  of  light  mat  grey  board,  finished  with  beveled 
edge.  The  wording  of  this  card  might  l)e  termed 
slang,  yet  cannot  be  said  to  give  offence  even  to  the 
most  fastidious.  It  cannot  help  but  attract  the  atten- 
tion of  the  men,  both  young  and  old,  and  what  more 
can  one  want;  business  is  bu.siness.  and  the  store  that 
'gets  and  holds'  the  attention  of  the  pul)lic  is  the 
store  that  success  will  smile  upon — the  bu.<ine.ss 
plac;^  of  to-day,  not  of  yesterday. 

The  last  card.  No.  4,  shows  an  inner  oval  of  dark 
stone  face  gJ'ey,  mounted  on  an  oval  of  tan  with  be- 
veled edge,  which  is  in  turn  mounted  on  a  hght  grey 
panel.  The  lettering  is  a  light  tan  shaded  with 
black  in  a  brush  stroke  Roman,  and  the  small  reader 
is  pen  stroke  Roman  in  white.  The  whole  card  is 
rather  effective,  both  in  make-up  and  wording.  "Not 
all  for  effect"  leads  one  to  l)elieve  that  there  is  more 
than  style  and  general  appearance  in  the  goods 
shown.  The  reader  then  comes  to  the  aid  of  the 
headlines  with  the  statement  that  quality  abounds 
as  well  as  style. 

The  beveling  of  show  cards  can  be  done  very 
nicely  with  the  aid  of  a  .^harp  chisel :  many  dc'^igns 
can  be  beveled  like  this  that  cannot  he  touched  with 
the  small  beveling  plane,  which  was  used  in  the 
preparation  of  the  cards  for  this  article. 
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THERE'S  NOTHING 
BETTER    THAN 


You  must 

have 

"Cravenette" 

Shower -proofs 

for  wet 

weather ; 

they  are 

waterproof 

and  hygienic 

because 

porous. 


Reg' Trade  Mark 


PROOFED    BY 


Facsimile  of  stamp  on  back 
of  Oetiviino     oikIs. 


You   can  wear 

them  for 

fine  weather, 

because 

they  are 

smart  and 

fashionable. 

Dust-proof 

as  well  as 

shower-proof. 


TO  BE  OBTAINED  FROM  ALL  LEADING  DRAPERS 

IN  CASE  OF  ANY  DIFFICULTY,   PLEASE  WRITE  TO 

TheCRAVENETTECO.,  LTD.,  BRADFORD,  YORKSHIRE 

Shawcariirt  or  Booklt-ts  if  desired  may  be  had  by  ajtplyiiit;  thnnigli  the  Wholesale  Impnrling  HousfS. 


HOW  TO  ADVERTISE 
A  RETAIL  STORE 

By  A.  E.  EDGAR 

Here  is  a  book  on  the  Art  of  Advertising, 
by  a  Canadian  author,  which  no 

PROGRESSIVE  MERCHANT 

should  be  without.  It  contains  LXXIX  chapters, 
with  over  500  original  newspaper  advertisements, 
and  is  in  nine  parts,  dealing  witn  such  subjects 
as  Newspaper  Advertising  ;  Supplementary  Aids 
to  Newspaper  Advertising  ;  Schemes  and  Selling 
Plans  ;  Sales  Advertising  ;  Advertising  of  Spe- 
cific Lines  ;  Mail  Order  Advertising  ;  General 
Advertising  ;   Technical  ;  Miscellaneous. 

Price,  $3.50  Prepaid 
All  Orders  Payable  in  Advance 

TECHNICAL  BOOK  DEPT. 

MACLEAN  PUBLISHING  CO. 

14J-9  University  Ave.,  TORONTO 


Wreyford   &i   Co 

TORONTO 

WHOLESALE  MEN'S  FURNISHERS 

Agents  /or  following'  »ia  n  tifactu  rers: 

Young  &  Rochester,  London,  Eng. 

SHIRTS,  COLLARS,  NECKWEAR, 

FINE    FLANNEL  PYJAMAS, 

DRESSING  GOWNS  and  HOUSE  COATS 

Tress  &  Co.,   London,  Eng. 

HIGH-CLASS  HATS— SILKS,  FELTS,  STRAWS. 
The  "Tress"  Cap  is  in  a  class  by  itselt. 

T.  H.  Downing  &  Co.,  Leicester 

"ALPHA"   UNSHRINKABLE  UNDERWEAR 
"SUPERLA,"  "PES  DUPLEX,"  ETC.,  HOSIERY 

Cellular  Clothing  Co. 

"AERTEX"  and  COTELLA  UNDERWEAR,  ETC. 
SOLE  AGENTS  IN  CANADA 

for 

"AQUATITE"    Garments    in     Rubber-proof  and 
Gabarbine. 

ALL  SIZES  IN  STOCK 

Send  for  Samples. 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get? 


EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  the  market'  for  certain  goods,  but  that 
they  do  not  know  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

W^hen  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

We  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 
not  usually  sold  in  dry  good  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 
are  at  the  service  of  our  readers. 

"We  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 

and  use  it  when  you  would  like  us   to  give 
you  information. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


1 


THE  DRY  GOODS  REVIEW 

143  UNIVERSITY  AVENUE 

TORONTO 


For  Subscribers 


INFORMATION  WANTED 


DATE 


191 


PLEASE  TELL  ME  WHERE  I  CAN  BUY 


NAME 


ADDRESS 


Please  metition  The  Review  to  Advertisers  and  Their  Travelers. 
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LOOK  AT  YOUR   CEILING  ! 

A  few  dollars  would  replace  that  with  a  fine  new 
Art  Metal  Ceiling,  that  won't  crack,  fall  down  or 
discolor.  Fire-proof,  permanent  and  ornament- 
al, too.  A  post-card  brings  particulars  without 
obligation  to  yon. 

The  Gait  Art  Metal  Co.,  Ltd.,  Gait,  Or  t. 


HANSON'S 

WOOLLEN  SOCKS 

G.  E.  Hanson  -        Hull,  Que 


This  space  ivlll  cost  ijou  oidij 
$25.00  a  year,  and  your  ad.  will  go 
to  5,000  merchants  each  onontJi. 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporateil.) 
310  Fifth  Avenue.  Chicago,  III. 


This  space  will  cost  you  onL/ 
$25.00  a  year,  and  'your  ad.  will  no 
to  5,000  mercliants  each  month. 


Counter  ChecW  Books 

F.  N.  BURT  COMPANY,  Limited 
Toronto  and  Montreal 

^Vrite  for  samples. 


Correspondence  Invited 

E.  R.  BOLLERT 

MANUFACTURERS'  AGENT 

BuiK'°""  Vancouver,  B.C. 

Can  give  strict  attention  to  one  or  two  first -I'laps 
Agencies.     Highest  references. 


Window  and  Store  Decorations, 

Cut  Flowers,  Vines,  Palm,  Etc. 
L.  BAUMANN  &  CO. 

J59  W.  Chicago  Ave.  CHICAGO 

Largest  Importers  and  Manufacturers 

Send  for  Catalogue  R 


This  space  will  cost  yon  an  hi 
$25.00  a  year,  and  your  ad.  will  y,, 
to  5,000  merchants  each  moufli. 


Ideas  That  Are  Worth 
While 


Bulletin  boiirfls  ,at  prominent  corners 
ttiroiigliout  the  eountry  and  in  the  vicinity 
of  railway  stations  were  employed  by  an  en- 
terprising Ontario  merchant.  Tliese  bulletin 
l)oards  were  made  of  hinged  frames  into 
which,  when  opened,  the  card  could  be  in- 
serted and  tlie  frames  then  closed  and  locked, 
riulletins  were  inserted  in  these  frames  regu- 
I:irly  and  helped  materially  to  keep  the  agri- 
cultural   community    posted. 


Prospective  housekeepers  are  always  attract- 
imI  by  the  proposition  by  which  they  may 
have  their  new  home  equipped  en  bloc.  This 
explains  the  attr.-ictiveness  of  the  advt.  or 
sign  with  a  caption  of  this  character: — "We 
furnish  your  house  from  top  to  bottom."  A 
very  successful  advt.  for  the  country  districts 
is  that  which  uses  a  suggestive  home  illustra- 
tion and  gives  specific  prices  and  other 
particulars. 


Retailers  find  that  it  pays  to  make  their 
.ids.  as  instructive  to  their  customers  as 
Iiossible.  A  western  store,  for  example,  con- 
ducted a  series  of  talks  on  corsets,  and  gave 
tlieni  distinctive  position  in  their  advertising. 
These  talks  are  appreciated  by  customers 
since  they  help  them  to  buy  more  intelligent- 
l.v.  The  same  ide.i  might  be  adopted  with 
advantage  in  connection  with  .-ilmost  any  line 
in    the    store. 


Distinctive  names  for  lines  in  which  they 
wish  to  specialize  have  sometimes  been  used 
to  good  advertising  purposes  by  retailers. 
One  man  who  wished  to  give  local  im- 
oortance  to  a  new  cap  made  from  his  own 
design,  held  a  contest  in  which  he  offered  .a 
c.isli  prize  of  .$10  for  the  most  attractive  name 
ajiplicable  to  the  cap.  He  received  scores  of 
rc]ilies  and  briiuglit  the  caji  forcefully  before 
the  entire  community.  This  man  side-stepped 
tlic  ]ioss'I)iIity  of  ill-feeling  in  connection  with 
I  be  .iward  liy  leaving  the  decision  to  a  vote 
f    spc<'ial    conunittee. 


A  New  York  business  man  who  has  been 
eminently  successful  in  esL-ilil'sliing  a  large 
number  of  stores  s  lys  th.at  "Th.-mk  ,vou"  has 
iK'cn  the  motto  on  which  he  has  built  up  his 
cMoruious  business.  He  once  sent  a  telegram 
t  1  every  one  of  the  firm's  tnousands  of  clerks, 
uliich  read:  "Did  you  sav  'Thank  you'  to 
every  customer  you  wait«id  upon  to-day?" 
Tie  says  that  he  has  spent  fifty  thousand 
dollars  in  trying  to  impress  this  motto  and 
■ill  that  it  means  upon  salesmen,  and  that  it 
'is    proved   a    great   investment. 


•  Mie  retail  store  finds  that  it  pays  to  put  on. 
three  times  a  year,  special  sales  of  five  and 
ten-cent  lines.  A  large  table  is  placed  in 
prominent  position  in  the  store  and  over  it 
is  the  sign  :  "Any  article  on  this  table  for 
ten  cents."  The  first  of  these  sales  is  in  the 
dull  days  of  .Tanu.iry  and  February,  the 
second,  in  May  and  .Tune,  and  the  third,  in 
August  and  September.  They  are  opened  on 
the  15th  of  one  month  and  close  on  the  l.^tli 
of    the    month    following. 


METALLIC  CEILINGS 

of  attractive  design  help  to  make  your 
•tore  an  attractive  place  in  which  to  shop. 
Our  designs  are  exclusive  and  come  in  a 
great  range.  Plain  or  ornamental.  Ton 
should  have  our  catalogue.  Send  to-day. 
The  Metallic  Roofing  Co..  Limited,  Toronto 


This  space  will  cost  you  only 
$25.00  a  year,  and  your  ad.  will  go 
to  5.000  merchants  each  month. 


Do  You  Want  Agencies 
for  any  line  ?  If  you  do, 
write  to  The  Dry  Goods 
Review,  Toronto      ::      :: 


This  space  will  cost  you  only 
$25.00  a  year,  and  your  ad.  will  go 
to  5,000  merchants  each  month. 


WE  CAN    GET    YOU    BUSINESS 

Give  us  the  representation  ol  your  line  for 
■Western  Canada.  We  cover  entire  west  with 
travellers.  Manufacturers  of  Underwear, 
Hosiery.  Neckwear.  Shirts. Fancy  Vests.  Gloves. 
Hats  and  Caps.  Haberdashery.  Etc  .  are  invited 
to  write  us.     Good   connection   with  the   trade' 

The  G.  A.  Tranter  Co. 

Suit*  9       Capitola  BIdg.  Vancouver,  B.C. 


ADVERTISING  CUTS 

For  Dry  Goods.  Dep.irtment  and  General  Stores. 
For  Newspaper.  Catalogue  or  Circular  Adver- 
tising-. Send  for  our  bis  catalog.  It's  free. 
Cuts  20  cents  each. 

Syndicat  eCut  Company- 
is  Park  Row  -         NEW  YORK 


Write  for  Information. 

about  any  line  of  goods  you  do  not 
see  advertised  in  The  Review.  We 
will  gladly  procure  the  information 
and  supply  it  free. 

THE  DRY  GOODS  REVIEW. 


\OCKd} 


5J3SSP./ATERS0N 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 

House  of  the  Maritime  Provinces. 
:mail  orders  our  especial  HOBBV 

I  WILL  BUY  FOR  YOU 

IP  With  headquarters  in  Paris,  I  am  prepared  to  act  as 
tmying  agent  for  Canadian  tirms.  I  am  particularly  well 
situated  to  buy  all  kinds  of  millinery,  hat  forms,  ostrich 
feathers,  flowers,  triniraines,  ribbons,  etc.  Cftn  furnish 
Ijest  of  references.     Inquiry  solicited. 

ERNEST  VEIT 

19   Passage  des  Pefifes  Ecuries,    -     Paris,  Franc* 
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Floor  I'lau  of  tlie  "New  Apparel  Centre,"  Hamilton,  Sliowing  Location    of    Windows   and     Arrangement    of   Cases,     Wardrobes   and 

Store  Facilities.     Interior  Dimensions  20x77  Feet. 


New  Apparel  Centre 

Re-opening     of     Exclusive     Men's     Wear     Store, 

Hamilton — Substantial   Fixtures    and   Color 

Scheme   Suggest   Class  and    Quality 

of   Stock. 

In  connection  with  the  opening  of  Alfred 
Temple's  "New  Apparel  Centre,"  James  street,  Ha- 
milton, a  unique  individual  color  scheme  greatly  en- 
hanced the  appearance  of  an  interior  which  in  every 
respect  represents  high  ideals  in  men's  wear  mer- 
chandising. 

Pumpkin  yellow  silk-covered  walls  and  light 
cliromo  ceilings  form  a  suitable  setting  for  substan- 


tial ca-ses  and  fittings  made  of  quarter-cut  oak  on 
marble  bases.  Especial  attention  is  directed  to  the 
beamed  ceiling  design,  which  is  the  original  idea  of 
Mr.  Temple.  Display  units,  curtains,  draperies  and 
individual  store  cards  match  the  interior  decorations. 
Yellow  daffodils  were  also  used  at  opening  time. 

The  opening  was  held  on  Mar.  25th.  Suitable 
card  advertising  and  a  personal  invitation  proved  of 
interest  to  Hamilton  customers,  who  showed  their 
appreciation  of  this  new  store  by  their  presence  in 
large  numbers. 

Information  regarding  different  sections  of  im- 
portance, as  well  as  references  to  favorable  buj'ing 
connections,  which  tend  to  exclu.siveness  and  style, 
as  found  in  "smart  shops"  and  especially  in  "The 
Apparel   Centre"  was  given   in   an   intere.'sting  wav 
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'New   .'Vpparel   Centre,"   Hamilton,   an  Exclusive  Men's   Wear   Sliop.      .\    I'lensing    and    Conforming    Color 
Scheme   Is   Carried   Out.     Sul>stnntlal    Fixtures   and     Convenient    Display    Cases   Are  Used. 
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through  the  special  advertising.  Twenty- five  hund- 
red invitations  were  issued.  Music  was  provided  af- 
ternoon and  evening. 

Two  improved  wall  cases  have  been  installed, 
combining  display  space,  .shelving,  mirrors,  drawers 
and  reserve  stock  lockers.  In  these  cases  the  bases 
project  12  inches,  affording  extra  counter  room. 
Mirror  backgrounds  also  make  striking  unit  dis- 
plays possible  in  the  plate  tops  of  these  bases. 

Shelving  in  the  base  of  the  wall  fixtures  is  an- 
other innovation  of  Mr.  Temple's,  and  introduces 
sliding  panel  plate  glass  doors.  Reserve  underwear, 
pyjamas,  negligee  shirts  and  such  articles  are  kept 
away  from  dust  without  being  wrapped  in  unsightly 
packages.  Drawers  are  divided  into  six  suitable  com- 
partments for  stockings,  ties,  gloves,  hosiery,  etc. 
All  reserve  stock  is  conveniently  exposed  to  view. 

In  the  upper  part  of  the  wall  cases  similarly  di- 
vided compartments  are  used  for  .shirts  and  collars 
and  one  section  is  devoted  to  display  purposes.  Each 
section  is  protected  with  panel  sliding  doors.  No 
boxes  are  used  except  in  keeping  collars,  and  cus- 
tomers can  glance  at  hundreds  of  ties,  gloves  and 
up-to-date  men's  accessories,  while  merely  passing 
the  display  cases.  Full  advantage  is  taken  of  silent 
salesmanship  by  this  method. 

Improved  floor  silent  salesmen  cases  are  all  glass, 
5  feet  long  and  24  inches  square,  raised  to  a  height 
of  36  inches  on  mission  oak  and  marble  bases,  which 
permit  two  convenient  sized  drawers  within.  When 
these  silent  salesmen  are  dressed,  everything  is  clear- 
ly displayed,  either  as  a  unit  or  combined  effect. 

Clothing  stock  is  kept  in  twin  wardrobes  with 
oaken  fronts  where  goods  are  very  conviently  dis- 
played. Each  of  these  wardrobes  is  fitted  with  du- 
plex trouser  slides.  Tables  are  arranged  for  effective 
stockkeeping  and  circlar  marble  tops  on  radiators 
make  small  tables  for  unit  displays.  At  the  rear 
the  private  office  and  vault  complete  this  modern 
"fashion  shop."  Effective  electric  fixtures  provid'^ 
for  sufficient  lighting  of  the  whole  store. 

C  V.  O'Conner  is  in  charge  of  the  furnishings 
section.  He  has  had  a  wide  experience  in  exclusive 
shops  in  Chicago,  New  York  and  San  Eraneisco. 
Lew.  Casey,  who  has  been  with  one  of  the  largest 
stores  in  the  city  as  clothing  salesman,  is  in  char<2,i' 
of  the  clothing  department. 


Gloves,  Hosiery,  Accessories 

Gloves,  suitable  for  motor  wear,  have  been  in 
strong  demand  during  the  Spring  season.  These  in- 
clude everything  from  the  heavy  cape  to  the  leather 
driving  gauntlet.  Rubberized  materials  are  also  be- 
ing used  for  hand  wear  of  this  class.  There  has  also 
been  quite  a  call  for  cotton  gloves  for  wear  in  work- 
ing about  the  auto.  So  far  as  the  demand  for  walk- 
ing gloves  is  concerned,  the  Spring  season  has  l)Pen 
marked  l)y  good  busine,=;s  both  in  Mocha  and  capes, 
or  greys  and  tans,  with  some  demand  also  for  cham- 
ois. It  is  evident  that  Fall  business  is  being  placed 
largely  in  this  order,  with  little  change  in  stitching 
ombelli.shmenis. 

Men's  hose — Short  eft'ects  in  black  and  wliito. 
black  and  grey,  and  other  neat  combinations,  have 
been  selling  particularly  well  during  the  pre^-^cnt 
season.  Some  two-tone  ]ilaidish  effects  have  been 
.«hown,  and  the  inconspicuous  clox  are  also  receiving 
a  good  share  of  attention.     Some  shops  are  paying 


considerable  attention  to  the  matching  of  hosiery, 
belt  and  neckwear  for  Summer,  and  the  color 
schemes  in  vogue  at  present  render  this  possible  to 
a  very  considerable  extent. 

Plain  gold,  pearls  and  inconspicuous  stones  in 
dull  or  antique  silver  are  favorites  in  the  jewelry 
line. 

Black,  grey  and  tan  are  the  favored  shades  in  the 
new  belts,  with  some  demand  also  for  dark  greens. 
Buckles  are  not  elaborate,  being  for  the  most  part 
plain  in  silver,  gun  metal  and  enamel  finish. 
Among  houses  who  handle  extreme  novelties,  the 
belt  and  tie  of  a  material  to  match  constitute  one  of 
the  latest  fads. 


Manufacturers  are  showing  an  adaptation  of  the 
French  fad  in  introducing  a  feather  as  one  of  the 
latest  ideas  in  men's  hats.  This  feather  is  set  at  a 
slanting  or  rakish  angle,  and  suggests  rather  the  ef- 
fect already  seen  in  Germany  and  a.^sociated  with  a 
German  sportsman. 


There  is  something  in  salesmanship  besides 
waiting  upon  the  customer  and  getting  rid  of  her  as 
quickly  as  possible,  regardless  of  the  amount  of  ulti- 
mate satisfaction  in  the  purchase  for  her.  The  sales- 
manship that  creates  pleased  customers  and  brings 
them  back  is  the  kind  that  is  required  in  present 
day  merchandising. 


F.  M.  Johnston,  the  new  manager  of  the  John 
Murphy  Co..  Tjtd.,  Montreal,  was  previously  with  the 
Robert  Simpson  Company,  Toronto,  for  six  years, 
part  of  which  time  he  was  resident  buyer  in  London, 
Eng.,  for  that  Company.  He  was  appointed  buyer 
for  the  John  Murphy  Co.  when  the  Simpson  Co. 
took  over  that  business,  remaining  in  Montreal  two 
vears. 


Advertised  in  400  Papers. 


Now  the  department  store,  with  its  bargain  sales,  its 
rest  room,  its  store  mnsjazine  ,nnrl  various  other  of  its 
peenliarly  American  manifestations,  has  appeared  in 
Japan.  It  is  run,  moreover,  by  the  Japanese  them- 
selves. 

S.  Hamada,  described  as  the  advertising  manager  of 
Japan's  greatest  department  store,  tells  with  pride  how 
he  is  leading  his  little  countrywoman  into  temptation  at 
Mitsukoshi's. 

"Mitsukoshi's,"  he  says  in  System,  "ran  a  full-page 
advertisement  in  all  of  the  more  than  400  daily  newspap- 
ers in  .Japan  announcing  its  change  from  a  dry  goods 
store  to  a  department  store. 

"This  form  of  advertising  has  been  used  ever  since, 
not  only  in  Mitsukoshi's  but  in  other  dry  goods  and  de- 
partment stores  of  Japan;  and  many  manufacturers  and 
distributors  of  household  roducts  are  also  advertising 
directlv  to  the  consumer.  The  principal  goods  so  adver- 
tised are  toilet  articles,  medicines,  books  and  magazines. 

"Up  to  this  time  there  was  of  course,  advertising, 
but  it  was  of  a  crude  sort.  Signs  and  posters  were  used. 
Advei'tisinGf  novelties,  sncli  ns  umbrellas  with  the  name  of 
the  advertiser  in  large  letters  on  the  cover,  were  especi- 
ally popular.     Some  kinds  of  circulars  were  employed" 


The  Power  of  Odd  Prices  in  Merchandising 

Customers  Able  to  Discern  "Live"  Values  —  Inconsistency  Noted  Between 
Different  Towns  Quoting  Same  Lines  —  Some  Prices  More  Popular  Than 
Others  —  Better  a  Close  Offering  on  Particular  Lines  Than  on  all  Lines  in  Store 


CUT  or  0(1(1  prices  came  witli  aggressive  adver- 
tising and  the  policy  of  cleaning  up  sto(;k 
each  season.     Then  advertisers  adopted  the 
scheme  with  due  regard  to  the  proper  use  of 
such  methods.     Odd  prices  were  "drawing  prices"  or 
"clean  up"  prices.     They  indicated  in  a  sense  the 
menrhandising  ahility  of  the  advertiser. 

Many  advertisers,  however,  have  lost  the  first 
understanding  in  regard  to  odd  prices.  Almost 
everything  in  the  estahlishment  is  quoted  at  odd 
prices  without  respect  to  value  in  the  heginning  or 
competitive  "even  price"  (quotations.  Odd  prices  like 
everything  else  good  have  l)een  ahused  generally  in 
adverti.'^ing.  A  perusal  of  the  announcements,  fea- 
tured hy  merchants  throughout  the  country  will 
show  such  results. 

Catalogues  of  mail  order  concerns  first  used  odd 
prices  for  the  same  reasons  that  prompted  the  use 
of  odd  price  ads.  in  the  first  place.  Hou.ses  issuing 
such  catalogues  have  heen  more  consistent  than  ad- 
vertising managers  generally  in  adhering  to  the 
fundamental  understanding  of  right  values  and 
l>enefits  of  odd  prices  in  advertising. 

Ad.  men  are  possihly  excused  by  the  attitude  of 
merchants  against  allowing  cut  prices  on  .sufficiently 
marked  dilfei'cnce  from  regular  pi-ices.  They  rather 
take  the  ])est  j)rice  quotations  offered  and  the  differ- 
ence between  usual  and  odd  prices  amounts  to  noth- 
ing in  many  cases.  Buyers  sometimes  take  advant- 
age of  imusual  price  concessions  enabling  depart- 
ments to  quote  a  "i*eal  live"  odd  price  itcin  witli 
good  sale  results. 

Season  Regulates  Odd  Price  Quotations. 

Merchants  and  ad. -men  will  agree  that  every  de- 
partment has  its  l)est  season  in  properly  conducted 
stores.  Tt  will  also  be  agreed  that  in  order  to  get 
direct  selling  results,  especially  at  some  seasons,  odd 
prices  are  necessary.  Some  merchants  adopt  the 
rule  of  using  the  first  quotation  on  a  line  of  .s])ecials 
offered,  as  the  most  pronounced  "odd  price." 

To  carry  a  store's  advertising  season  by  season 
year  in  and  year  out  it  is  necessary  to  quote  .special 
prices  at  times.  Advertisers  can  niake  as  efficient 
u.se,  as  ever,  of  the  odd  ])rice  if  customers  have  been 
educated  to  .see  advantage's  by  comparison  with  com- 
petitive ^•alues.  Advertisers  overdoing  the  odd 
price  will  cpiickly  note  loss  of  "drawing  power"  in 
their  efforts. 

Customers  are  Well  Posted. 

Customei's  ha\c  a  basis  foi'  (■()m|)aris()n  put  into 
their  hands  in  the  .sha])e  of  tli(>  mail  order  catalogue. 
Com])aris()ns  on  the  part  of  customers  are  also  gen- 
erally made  on  such  basis.  Merchants  admit  that 
custouKM's  know  values  as  well  as  .some  salesmen.  Tl 
therefore  follows  that  odd  nrices  nmst  be  consi^lciil 
with  mail  order  prices  or  in  keei)ing  witli  ])rices  as 
featured  in  op))osition  advertising.  rom])arisons 
are  easily  made  by  customers.  There  is  no  objection- 
able com])ari,son,  however,  if  standard  values  are  up- 
lield  unless  such  special  line  is  on  sale  in  anotluM' 
store,  accessible  to  customers. 


Merchants  are  not  all  agreed  as  to  the  .selling 
\ahie  of  od  prices.  Very  conservative  merchants 
seldom  adopt  them,  arguing  that  their  stores  would 
lo.se  dignity.  These  .same  men,  however,  agree  that 
special  prices  are  more  attractive  to  .^hoppers.  C'Cn- 
erally  it  is  found  such  prices  are  an  incentive  to  Vjuy- 
ing  and  that  odd  quotations  appeal,  if  properly  pre- 
.sented. 

Customers  Prefer  Popular  Odd  Prices- 

That  some  odd  prices  are  more  attractive  than 
others  is  shown  by  customers.  Firms  advertising  odd 
prices  as  leaders  for  special  sale  and  for  stii)ulated 
daj's  onl}^,  soon  discern  preferences  on  the  customers' 
part  for  certain  odd  prices.  These  odd  prices  refer 
to  cottons,  linens,  dre.ss  goods,  silks,  ready-to-wear 
and  other  departments  directly.  Comparison  with 
departmental  store  and  catalogue  advertising  will 
.show  that  certain  prices  are  ])racti("dly  staple  in  cu.s- 
tomer.s'  minds  and  have  also  become  staple  as  draw- 
ing prices  by  (jon.sistent  use  in  many  .stores. 

]\Ierchants  then  must  admit  the  advisability  of 
adhering  to  a  stated  ])olicy  by  \i.sing  odd  prices  to 
advantage  in  "business-bringing"  events  conducted 
at  seasonable  times.  Odd  prices  of  sufficient  draw- 
ing power,  when  business  turnover  is 
necessary  to  show  increase  over  pre- 
vious years  are  advisable.  Sometimes 
payments  have  to  be  met  and  then,  again,  the 
clean  up  season  arrives.  Merchants  mu.st  necessarily 
see  advantages,  therefore,  in  maintaining  the  mo.sf 
po])ular  standards  of  value  on  the  most  appealing  of 
odd  ])rices. 

For  the  same  reasons  there  are  sea.sons  when  odd 
prices  are  unnecessary  and  such  sea.-^ons  as  Ea.ster, 
Thanksgiving,  Christmas,  at  the  beginning  of  sea- 
.sons before  holidays,  etc.,  bu.sine.ss  .should  be  suffici- 
ently bri.sk  to  keep  the  .<talfs  bu.<i1y  engaged.  Odd 
prices  seem  as  uimecessary  as  sale  events  at  such 
periods. 

Inconsistent  Odd  Price  Quotations. 

That  Olid  prices  are  sometimes  lower  than  neces- 
.<ary  is  evident.  Tt  is  sometimes  jxxsilile  to  .-secure  a 
leader  odd  price  quotation  from  manufacturers  or 
jobbers  on  a  fair  .selling  line  on  account  of  over  pro- 
duction, or  colors  being  sold  out.  Merchants  oft'ered 
such  line  in.-<i.st  on  controlling  their  town  and  dis- 
trict. 

By  conqiarison  of  ])rices  a.-^ked  in  ditl'erent  towns 
it  is  seen  that  merchants  fail  to  gauge  the  "selling" 
merits  of  lines  in  many  instances.  Ca.-^es  have  been 
noted  where  merchants  farthest  away  from  the 
market  sold  their  .^hare  of  a  particu- 
lar job  line  at  thirty  cents  a  yard  le.ss  than  other 
merchants.  Pri(>es  varied  all  the  way  from  :-?9c  to 
()!•('  for  the  saiue  material,  patterns,  colors,  qualities 
and  cost  price  being  in  every  instance  identical. 

T.ack  of  information  sometimes  accounts  for  odd 

])rice  quotations  or  cut  prices  in  -ome  towns  on  line<. 

wliich  are  being  advertised,  as  tlit>  height  of  fa.-^hion 

ill  otbt'i'  places.     Such  condilious  are  often  brought 

(C(Micliide(t    on    \n\'XC    170  ) 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  :  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming,  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  EfTects,  in  fact  everything  of  interest 
to  the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
paid    , 53.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.    Handsomely  bound  in  cloth. 

Price,    prepaid    < $1.25 

Sales  Plans 
A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 


Retail  Advertising 
Complete 

This  book  covers 
every  known  method  of 
advertising  a  retail 
business  :  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them   $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrationa 
pertaining  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
postpaid    for   $2.50 


A  complete  course  in 
the  art  of  making  dis- 
pl.Ty  and  price  cards 
and  signs.  Beautifully 
jirinted  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice.  Punctua- 
tion, Compoiition.  Price 
Cards,  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....$1.50 


Koester  System  of  Draping 

A  complete  self-instructor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 
with  dr.iwings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 
Is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 
tically.   Price,    prepaid $3.00 

All  books  sent  postpaid  on  receipt  of  price 


MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 


143-149  University  Ave. 


TORONTO 
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DIRECTORS    OF    SEMI-READY,    LIMITED,    MONTREAL 


Reading  from  left  to  right  —  E.  Leeds  Nelson,  J.  H.  Brownlee,  Chief  Designer  ;    C.    F.    Nelson,    C.   H.    Nelson,    President;  Alfred 
Wood,    Vice-president;    Charles    P.    Creamer,   Managing   Director;   H.   A.    Nelson,   Secretary-Treasurer. 


Charles  H.  Nelson,  the  president  of  the  Semi- 
Ready  Company,  has  resided  in  both  Monti'eal  and 
Toronto.  lie  was  for  years  the  resident  partner  in 
Toronto  of  the  wliolesalc  firm  of  II.  A.  Nelson  & 
Sons,  Limited. 

Charles  P.  ('reamer,  the  managing  director,  is  an 
industrial  organizer  of  continental  experience  and 
reputation. 

Alfred  Wood,  the  vice-president,  was  a  daily  news- 
pa])or  puhlisIuM".  with  proprietary  int(M-ests  in  To- 
ronlo,  Ottawa,  Montreal  and  Victoria,  B.C. 


J.  H.  Brownlee,  the  chief  designer,  is  a  practical 
merchant  tailor,  with  experience  in  every  branch  of 
the  retail  and  wholesale  business. 

II.  A.  Nelson,  the  .^ecretary-trea.mrer,  has  had  a 
lifelong  experience  in  accounting  and  finance. 

This  is  the  w(>ll-lialanccd  organization  which  ha.-^ 
carried  the  Semi-Ready  Imsinoss  and  corporation  to 
the  front  in  the  past  five  years,  until  to-day  it  is 
admitted  to  l)c  the  strongest  industrial  organization 
in  one  of  the  chief  industries  of  Canada. 


Dry  Goods  Review 

Condensed  Advertisements 

AGENTS   WANTED. 

AGENT  WANTED    by   first-class    Saxony    lace 
firm.      Must   be  well  connected.      Apply   to 
"L.P.,   6414,"  oare  Rudolf  Mosse,   Plauen, 
7V,  Germany. 


AGENT— Firat  class    Calais     lace     firm    want 
Agent  in  Toronto,  Montreal,   Winnipeg   and 
Quebes.     Live  connection  and  highest  refer- 
ences  required.     Commission   only.      Reply   Box 
54,   DRY    GOODS   REVIEW,    88    Fleet    Street, 
London,  England. 

AGENT  WANTED  FOR  CANADA  on  oommia- 
•ion  by  an  English  firm  ;  actual  manufactur- 
ers of  Hair  Nets,  Hair  Switches,  and  all  hair 
goods;  also  preparers  of  all  kinds  of  Hair  for 
high-class  hairdressers.  Applicants  must  have 
established  connection  with  first-class  wholesale 
houses  and  large  retail  stores,  and  references 
must  bear  the  strictest  investigation.  Write  full 
pariioulari  in  first  instance  to  Box  8,  DRY 
GOODS  REVIEW,  Toronto. 


AGENT  WANTED  FOR  CAN  ADA  on  commis- 
sion by  an  English  firm  ;  actual  manufactur- 
ers of  Hair  Nets,  Hair  Switches,  and  all  hair 
goodt;  also  preparers  of  all  kinds  of  Hair  for 
high-class  hairdressers.  Applicant!  mut  have 
established  connection  with  first-cla>s  wnolejale 
houses,  and  references  must  bear  the  strittesl 
invejtigation.  Write  full  particulars  in  first  in- 
stance to  DRY  GOODS  REVIEW,  Box  679,  92 
Market  St  ,  Manchester. 

AGENT  WANTED  FOR  CANADA  on  liberal 
commission,  by  a  London  iirm  of  Foreign 
Fancy  Goods  (Ladies'  Bells,  Bags,  Hatpins, 
Neckwear,  Haberdashery,  Smallwares,  etc.);  one 
partly  engaged  with  another  firm,  must  have 
first  classconnection  amongst  Drapery  and  Fancy 
Houses  in  Montreal,  Toronto  and  Quebec.  Reply 
Box  85,  DRY  GOODS  REVIEW,  88  Fleet  St., 
London,  England. 

LONDON  MANUFACTURER  wishes  to  get  In 
communicdiion  with  Agent  calling  on  leading 
Retailers  in  Caiada  to  sell  following  lines: 
Ladies'  and  Chiljren's  Wh'te  Cotton  Under- 
clothing, White  Underskirts,  Flannel,  Nuns' 
Ve  ling  and  Flannelette  Night  Dresses,  Baby 
Linen  and  Infants'  Frocks.  Good  and  medium 
class  onlv.  Liberal  commission.  Write  giving 
London  referen-es.  Box  63,  DRY  GOODS 
REVIEW,  88  Fleet  St.,  London,  England. 


M 


AZAMET  WOOL— Agent  wanted  selling  on 
commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  IMazamet,  France. 


PEARL    BUTTONS     (Japanese).  -  First-class 
London  firm  require  a   smart   Agent   well    in 
with  big  buyers      Must  be  able   to  do  a  large 
trade.     Write    fullest   particulars    and   references 
to  Box  404  a'  Horncaslle,  61  Cheapside,  London, 
England. 

REQUIRED  young  energetic  agents  residing 
Montreal,  Toronto,  Winnipeg  and  Vaneouv  r, 
to  sell  Blankets,  Gloves  and  Rugs  for  wc  1- 
known  English  firm,  doing  largely  with  Canad.  t 
Wholesalers  for  nearly  20  years.  ADplicanl«; 
must  have  thorough  knowledge  of  this  trade  and 
active  business  connections  with  buyers  of  such 
goods.  State  full  particulars,  references  and  terms 
in  strictest  confidence  to  "  Unlverst,"  c/o  Streets, 
30  Cornhill,  London,  England. 


AGENCIES   WANTED. 

GENCIES  for  British  Columbia  wanted    Com- 
L     municate    Canadian    Importing  and  Jobbing 
Co.,  Carter-Cotton  Block,  Vancouver. 


AN  experienced,  wide-awake  firm  of  Nottingham 
Agents  is  open  to  undertake  the  exclusive 
buying  of  laces,  embroidery,  hosiery,  Man- 
chester and  all  dry  goods  for  a  first-class  Cana- 
dian concern.  Address  Box  1511,  NEYROUD 
&  SONS,  Advertising  Offices,  14-18  Queen  Vic- 
toria Street,  London,  E.C.,  England. 

FIRM   OF   AGENTS   In    England   are  open   to 
act    as    Buyers    for     Cotton,     Worsted     and 
Woollen    Piece    Goods.      8063,    Williams's 
Advertisement  Offices,  Bradford,  England. 


FOR  SALE. 


CASH  REGISTER,   stylish     nickel-plated    detail 
adder.     Registers  one  cent  to   twenty   dollars. 
5  year  guarantee.      For  quick  sale,  $50.    Par- 
ticulars, R.  O.  Smith  Company,  Orillia,   Ontario 

(2) 
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BUSINESS  OPPORTUNITY. 

FOR  SALE— Dry  Goods  and  Men's  Furnishings 
business  in  a  thriving  industrial  town  in 
British  Columbia.  1  urnover  more  than 
$40  000.  Profits  between  $7,000  and  $8,000. 
Doing  practically  all  cash  trade.  This  can  be  con- 
siaerably  increased.  Owners  retiring  and  will 
sell  at  cost  price,  about  $25,000.  About  $12,000 
cash  is  required,  balance  can  be  arranged.  This 
is  a  good,  sound  business  and  will  stand  the 
strictest  investigation.  Box  101,  DRY  GOODS 
REVIEW,  347  Pender  St  ,  Vancouver,  B.C.      (l.t) 

TO  RENT— A  brick  store  in  the   centre  of   the 
business  section  of  the   town   of  St.    Mary's, 
Ont.     Well  equipped  and  fitted   throughout. 
Very  suitable   for   retail    dry  goods   or  boots  and 
shoes.  For  full  particulars  address  R.  T.  GILPIN, 
St.  Mary's,  Ontario. 

I  "O  RENT— A  handsome  new  building  in  Brant- 

^       ford's    business    centre;  two    large   modern 

stores,  welllighted,  high  ceilings,  easy  terms. 

Apply  UNION  RhALTY  CO.,  Brantford.      (3ch) 

TO  RENT-  A  large  dry  goods  store  in  first  class 
condition  in   a   town   of   thirty-tive   hundred, 
situated  in  the  centre  of  one  of  the   best   fruit 
districts  in  Ontario.    Apply   54    Hambly  Avenue, 
Toronto.  (1) 


ADVERTISING  CUTS. 

LIVEN  UP  YOUR  ADVERTISING  by  using 
our  millinery,  ready-to-wear  and  general  dry 
goods  cuts.  We  have  prepared  a  great  many 
attractive  and  timely  illustrations  which  will  lend 
cnaracier  and  aistmctlveness  to  your  advertising. 
Send  to-day  tor  proof  sheet  and  prices.  Adver- 
tisers' Stock  Cut  Agency,  Mall  Building,  Toronto, 
Canada.  (4-1 U 

SITUATIONS  VACANT. 

TRAVELLING  TAILOR  WANTED  TO  TAKE 
special  oraers,  promote  and  appoint  whole- 
sale agencies  and  cover  a  lot  ot  ground  each 
season  for  the  biggest  tailoring  firm  in  Canada. 
Experienced  man  only.  Apply  with  references 
and  saUry  required  to  C.  P.  CREAMER,  The 
Semi-Ready  Co.,  472  Guy  Street,  Montreal. 

VY7ANTED — Experienced    traveler    to   sell   Ax- 
'•       minstar  Squares  and  Mats.      Liberal  com- 
mission for  Ontario  and  Eastern   Provinces. 
Apply  Box  14,  DRY  GOODS  REVIEW,  Toronto. 

WANTED. 

DRY  GOODS  SALESMAN  for  country  trade, 
with  five  or  six  thousand  dollars  to  invest,  to 
acquire  interest  in  well  established  business, 
doing  the  best  trade  of  the  district  and  showing 
good  returns  every  year  on  investment.  None  but 
experienced,  capable  man,  thoroughly  conversant 
with  country  trade,  dealt  with.  Box  7,  DRY 
GOODS  REVIEW,  Toronto. 

MISCELLANEOUS. 

ACCURATE  cost  keeping  easy  with  a  Dey  Cost 
Keeper.  Automatically  and  exactly  records 
time  spent  on  each  job.  Several  jobs  record- 
ed on  one  card.  For  small  firms  Dey  combines 
employees' register  and  cost  keeper.  A  machine 
for  every  business.  Write  for  catalogue.  Inter- 
national Time  Recording  Company  of  Canada, 
Ltd.,  29  Alice  Street,  Toronto. 

pOPELAND-CHATTERSONSYSTEMS-Short, 
l^     simple.     Adapted  to  til   classes  of  business. 

Copeland-Chatterson-Crain,  Ltd.,  Toronto 
and  Ottawa.  (tf) 

/^OUNTER  CHECK  BOOKS-Especially  made 
\j     for  the  dry  goods  trade.     Not  made  bv  a  trust. 

Send  us  samples  of  what  you  are  using— we'll 
send  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 
t.ms.  Business  Systems,  Limited,  Manufacturing 
Stationers,  Toronto. 

pOUNTEK  CHECK  BOOKS— Write  us  to-day 
\j  for  samples.  We  are  manufacturers  of  the 
famous  SURETY  NON-SMUT  duplicating 
&  Triplicating  Counter  Check  Books,  and  Single 
Carbon  Pads  in  all  varieties.  Dominion  Regis- 
ter Co.,  Ltd.,  Toronto. 

DOUBLE  your  floor  space.  An  Otis-Fensom 
hand-pojver  elevator  will  double  your  floor 
space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling  spsce,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 
only  $70.  Write  for  catalogue  "B."  The  Otis- 
Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

f-,^r-  ^^^LIVE  MERCHANTS  use  National 
72s, 000  Cash  Registers.  We  couldn't  sell 
'  them     unless     they     saved    people 

money.  The  National  will  guard  your  money  too. 
Write  us  for  proof.  National  Cash  Register  Co., 
285  Yonge  St.,  Toronto. 
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EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 
sults up  to  the  requirements  ot  merchants  and 
manufacturers.  Inquire  from  our  nesrest  office. 
Egry  Register  Co.,  Dayton,  Ohio;  123  Bay  St., 
Toronto;  258K  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT-FISH  ERlStandard     Writing-Adding 
Machines    make    toll    easisr.     Elliotl-Fisber 
Limited,  513   No.  83  Craig  St.  W.,  Montreal, 
and  Room  314  Stair  Building,  Toronto. 

FIRE   INSURANCE.    INSURE  IN  THE  HART- 
FORD.   Agencies  everywhere  in  Canada. 

HUNDREDS  OF  TYPEWRITERS  of  every 
make  and  condition  are  being  traded  in  as 
part  payment  on  the  famous  MONARCH. 
Price  and  quality  are  the  levers  we  use  to  prevent 
overstock.  We  believe  we  can  give  the  best  bar- 
gains in  rebuilt  typewriters  in  Canada.  A  postal 
will  bring  our  catalogue  and  full  information.  The 
Monarch  Typewriter  Co.,  Ltd.,  46  Adelaide  St. 
West,  Toronto. 

INDISPENSABLE  in  office,  store,  home-Cans- 
1  dian  Almanac,  1911— a  National  Directory. 
Complete  classified  information  on  every  sub- 
ject of  Dominion  interest.  Full  postage,  customs, 
banking,  insurance,  legal,  educational,  newspaper, 
army,  clerical,  governmental,  particulars  of  lead- 
ing institutions  and  societies.  Paper  covers,  60c„ 
cloth,  leather  back,  75c.  All  stationers,  or  sent 
postpaid  on  receipt  of  price  by  The  Copp-Clark 
Co.,  Ltd.,  Toronto. 

KAY'S    FURNITURE   CATALOGUE    No.  306 
contains  160  pages  of  fine  half-tone  engrav- 
ings of  newest  designs  in  carpets,   rugs,   fur- 
niture, draperies,  wall   papers   and   pottery,   with 
cash    prices.      Write   for    a   copy— it's  free.     John 
Kay  Co.,  Limited,  36  King  St.  West,  Toronto. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 
successfully  used  in  many  of  Canada's  larg- 
est buildings,  give  better  results  at  lower  cost. 
"Astrong  statement,"  you  will  say.  Write  us  and 
let  us  prove  our  claims.  That's  fair.  Leach  Con- 
crete Co.,  Ltd.,  100  King  St.  West,  Toronto,      (tf) 

MOORE'S  Non-Leakable  Fountain  Pens.  H 
you  have  Fountain  Pen  troubles  of  your 
own,  the  best  remedy  is  to  go  to  your 
stationer  and  purchase  from  him  a  Moore's  Non- 
Non  Leakable  Founiain  Pen.  This'is  the  one  pen 
that  gives  universal  satisfaction  and  it  costs  no 
more  than  you  pay  for  one  not  as  good.  Price 
$2.50  and  upwards.  W.J.Gage  &  Co.  Limited, 
Toronto,  Sole  Agents  for  Canada. 

MULTIPLE  TYPEWRITING  and  real  printing 
turned  out  by  the  Multigraph  in  your  own 
office  will  get  more  business  and  reduce 
printing  bills— saves  25^.  to  75  ,  of  average  annual 
printing  cost  and  stationery,  system  forms  and 
circulars.  Write  for  par  iculars  American  Mul- 
tigraph Sales  Co.,  Ltd.,  129  Bay  St.,  Toronto,  Ont. 

THE  MAXIMUM  REDUCTION  in  Insurance 
Rates  results  from  installing  our  Fireproof 
Windows,  Doors  and  Skylights.  We  are 
specialists  in  this  line  and  give  you  a  close  price 
consistent  with  really  fireproof  goods.  Manufac- 
turers of  Fire  Bucket  Tanks,  Fire  Extinguishers, 
Oily  Waste  Cans,  Corrugated  Iron.  Metal  Ceil- 
ings, Cornices,  etc.  A.  B.  ORMSBY,  Limited, 
Toronto. 

THE  "KALAMAZOO"  LOOSE  LEAF  BINDER 
Is  the  only  binder  that  will  hold  just  as  many 
sheets  as  you  actually  require  and  no  more. 
The  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 
cated mechanism.  Write  for  booklet.  Warwick 
Bros.  &  Rutter,  Ltd.,  King  and  Spadina,  Toronto, 

TTTAREHOUSE    AND    FACTORY    HEATING 
"^      Systems.      Taylor-Forbes     Company,   Ltd. 
Supplied  by  the  trade  throughout  Canada. 


LACES,  NETS,  ETC. 


LACES— Job  Laces,   Torchons,  Vals,  Nets,  etc. 
Buy  direct  from  the  firm  on  the  spot.  Sample 
parcels,   2,  3  and  5  dollars  against    Money 
Order.       Enquiries    solicited.       ROSS,    224    St. 
Anns  Well  Road,  Nottingham,  Eng. 


SALESMAN  WANTED. 


SALESMEN  AND  SALESWOMEN  WANTED- 
Thousands  of  good  positions  now  open,  pay- 
ing from  $1000  to  $5000  a  yearand  expenses. 
No  former  experience  needed  to  get  one  of  them. 
We  will  teach  you  to  be  an  expert  salesman  or 
saleswoman  by  mail  In  eight  weeks  and  assist  you 
to  secure  a  good  position,  and  you  can  pay  for  your 
tuition  out  of  your  earnings.  Write  to-day  for  full 
particulars  and  testimonials  from  hundreds  of  men 
and  women  we  have  placed  in  good  positions,  pay- 
ing from  $100  to  $500  a  month  and  expenses. 
Address  nearest  office.  Dept.  265,  NATIONAL 
SALESMEN  TRAINING  ASSOCIATION,  Chi- 
cago, New  York,  Minneapolis,  Atlanta,  Kansas 
City,  San  Francisco. 
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about  by  freaks  of  fashion,  but  when  well  informed 
the  merchant  will  have  better  judgment  on  lines 
that  are  otherwise  in  good  style. 

Other  instances  are  noted,  where  odd  prices  are 
maintained  on  a  less  percentage  of  profit  than  neces- 
sary simply  to  create  abnormal  values. 

Merchants  should  prepare  at  the  beginning  of  the 
season  for  odd  price  quotations  Ijy  marking  goods 
on  the  basis  that  prices  can  always  be  lowered.  Simi- 
lar conditions  are  present  in  specially  purchased 
leaders.  As  these  are  merchandised  it  is  always 
easier  to  reduce  along  popular  odd  prices  and  in  the 
last  quotation  sometimes  receive  more  than  mer- 
chants in  some  towns  ask.  In  such  cases  catalogue 
comparison  is  not  noted  because  generally  the  same 
line  is  merchandised  in  a  similar  way  by  the  larger 
houses.  As  patterns  become  culled  prices  can  al- 
ways be  lowered  on  account  of  latitude  already  taken. 
Percentage  of  profit  is  also  right  in  these  cases.  Such 
policies,  too,  pertain  just  as  well  to  season  or  yearly 
turnovers  and  goods  should  be  marked  always  with 
regard  to  standards  to  be  maintained  in  the  season- 
able odd  price  quotations. 

Provision  should  also  be  made  on  those  lines  that 
will  stand  a  higher  price  to  allow  for  any  reductions 
necessary  to  keep  odd  price  items  live  items  when 
quoted  in  the  advertisement. 

Repetitions  Create  Staple  Price. 

Another  phase  of  this  question  is  the  tendency 
of  odd  prices  to  become  staple  on  lines  quoted  and 
lose  their  identity  as  leaders  by  over-repetition.  It  is 
necessary,  therefore,  that  odd  prices  should  be  re- 
turned to  regular  directly  at  the  expiration  of  the 
stipulated  time.  Regular  lines  also  suffer  by  com- 
parison and  sales  are  likely  to  be  on  leader  odd  price 
lines  alone  unless  (quotations  "on  sale"  are  returned 
to  regular  prices  at  imderstood  times. 

Each  department  can  be  advertised  successively 
in  their  particular  seasons  by  following  right  poli- 
cies in  regard  to  odd  prices,  and  proper  sales  results 
will  accrue.  Advertisers  will  not  lo.se  the  merit  of 
odd  prices  by  handling  stocks  on  a  right  basis.  More 
care  also  will  be  taken  in  maintaining  regular  prices 
to  ofi'sct  lo.ss  of  profit  by  quoting  odd  price  lines,  pro- 
vidcil  such  odd  prices  are  made  sufiieiently  striking 
in  (lilVerence  between  regular  and  odd  price. 


That  $1.00  lines  quoted  at  98c  repre.sents  a  two- 
per  cent,  reduction  and  that  sucli  reduction  is  no 
.small  matter  when  applied  to  all  lines  quoted  at  odd 
prices  throughout  the  store  may  be  pointed  out. 
Still  in  announcements  it  is  seen  that  a  further  dis- 
count of  5  per  cent,  is  given  for  casli  at  certain  times 
in  order  to  boost  bu.sine.ss. 

Arguments  therefore  in  favor  of  striking  reduc- 
tions in  odd  price  quotations  at  stated  seasons,  com- 
bined with  alert  buying  of  seasonable  lines  to  adver- 
tise at  a  graduated  scale  of  odd  price  reductions  carry 
same  weight. 

Merchants  should  make  odd  prices  justifiable  to 
as  great  an  extent  as  pos.sible  whenever  used.  Rene- 
fits  are  all  to  the  establishment  if  due  regard  is  given 
to  the  relative  importance  of  standard  even  prices 
and  odd  prices  in  the  seasonable  lines  to  which  they 
belong  as  leaders  or  drawing  cards. 


New  telescoffe  with  pencil  curl  and  fairly  wide  brim      Featured 
in  pearl,  brown  and  steel — By  Fried  Grills  &  Co..  Toronto 
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Sell    Arlington 

Cnallenge 

Collars 

1  nis    Summer ! 


A  dressy  appearance  is  assured  to  everj'one  of  your  particular  customers  this  Summer 
who   is  wearing   an 

Mvltngton  ''Challenge'  Collar 

They  are  simply  a  high-grade  linen  collar  waterproofed,  therefore  unaffected  by  heat 
or  damp.      Tliey  cannot  be  distinguished  from  the  best  liuen  collar  made. 

"Challenge"  collars  positively  will  not  wilt,  crack  or  smell  vmpleasant,  and  when  soiled 
are  instantly  cleaned  with  a  damp  cloth. 

Here's  a  line  that  has  fouud  immense  favor  with  holiday  makers. 

We  have  created  a  real  demand  for  "Challenge"  brand  by  our  insistent  consumer 
advertising. 

Give  this  line  every  prominence.     It   pays   handsomely   to   feature   "Challenge"   brand. 

The    Arlington    Co.     or    Canada,    Limitea 

54-64  FRASER  AVENUE,  _____  TORONTO 

Slock  carried  by  the  followloi  aijeols---Ootario-- J.  Chaoller  &  Co  ,  Toronto;         EaslerD-"Duacaii  Bell,  Montreal;       Weslern-'-R.  J.  Oui^ley,  212  Hammond  Block,  Winnipeg. 


"Imperial"  Brand 
Clothing 

has  that  smart  appearance  that 
easily  distinguishes  them  from  the 
ordinary  run  of  ready-made  cloth- 
ing. Materials  are  the  newest 
patterns  and  quality  unequalled 
in  Canada. 

Particular  Buyers  will  appre- 
ciate our  line  of  men's  and  boys' 
clothing.  Wait  for  our  travellers, 
or  write  to  us  for  prices  and  in- 
formation. 

WE  ARE  NOW  LOCATED  IN  OUR  NEW  BUILDING 

IMPERIAL  CLOTHING  MANUFACTURING 
COMPANY 

217-219  Richmond  St.,  TORONTO 


"KING  EDWARD" 

SUSPENDERS 
Retail  QO^^"^^ 


Easily  the  best  value  in  suspenders.  The  comfort- 
promoting  construction  and  excellent  finish  of  "  King 
Edward  ''   Suspenders  make  them   very  rapid  sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


Please  mention   The  Revieiv  to  Advertisers  and  Their  Travelers. 
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Made  in  Canada      -      Bx  Canadians 
For    Canadians 

Pay  Canadian  Dealers  the  largest  profits  and  give  their 
customers    the    best    value    and     fullest    satisfaction. 

Quarter    Sizes         -        TKey    Fit 
Sold    at    2    for    25c. 


I'leasf  mention    I'ht-  /w-.-iVri'  to    .  ItlmlistTs  luul   Tlirir  Tnr.'t'U'rs. 
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CAMPBELL'S 


LINEN 
THREADS 


WHETHER  for  household  or  for 
manufacturing  purposes 
CAMPBELL'S  LINEN  THREADS  are 
the  most  satisfactory  to  handle;  our 
steadily  increasing  sales  are  witnesses  of 
their  popularity.  They  are'uniform,  strong 
and  smooth  and  are  made  solely  from  the 
finest  quality  flax. 

You  will  be  pleased  with  the  prompt 
delivery. 

ALL    LEADING    WHOLESALERS 
STOCK    CAMPBELL'S   THREADS. 


Agents  for  Canada 


John  Gordon  &  Son 

Toronto     Montreal     Winnipeg 
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To  the  Trade  May,  1911 


THIS  IS  THE  MONTH 

We  get  ready  for  our  semi-annual 
stock  taking  (May  31),  and  as  usual 
there  are  lines  in  every  department 
to  be  cleared  at  reduced  prices. 
All  dry  goods,  men's  furnishings, 
house  furnishings  and  general  store 
merchants  and  their  buyers  are 
cordially  invited 

TO  VISIT    OUR   WAREHOUSES 


John  Macdonald  &  Co., 

LIMITED 

TORONTO 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trlmminp,  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
to  the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
paid    1 $3.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Ken's  Wear  Trimming.    Handsomely  bound  in  cloth. 

Price,    prepaid    < $1.25 

Sales  Plans 
A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 


Retail  Advertising 
Complete 

This  book  covers 
every  known  miHhod  of 
advertising  .-i  retail 
business  :  and  an  bp- 
plication  of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  appHcs 
them    $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plate*  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cuiibersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
certalnlng  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
postpaid    for    $2.50 


A  complete  course  in 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
siiocially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practire.  Punctua- 
tion, Compo.sition,  Price 
C.irds,  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....$1.50 


Koester  System  of  Draping 

A  complete  self-Instructor  in  the  art  of  draping  dress  goods  lor  commercial  display.  Replete 
with  drawings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 
is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  e.\ecute  them  artis- 
tically.    Price,    prepaid    W.OO 


All  books  sent  postpaid  on  receipt  of  price 
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Live  Midsummer  Features. 

I  Is  another  section  of  this  paper  is  an  article  whicli 
shoukl  be  of  exceptional  interest  to  drygoodsnien 
at  this  time  of  the  year.  From  information  obtaineil 
in  the  market,  a  list  of  attractive  values,  for  special 
Mid-summer  events  has  been  prepared.  The  mer- 
chant may  obtain  from  this  an  absolutely  accurate 
idea  as  to  the  features  offered  by  wholesalers  and 
manufacturers  for  aggre.ssive  hot  weather  business. 
Not  only  are  quantities,  but  former  and  clearing 
prices  are  quoted,  as  well  as  the  figures  at  which  the 


goods  could  Ije  disposed  of  by  the  retailer  to  make 
it  worth  while. 

In  perusing  this  list,  the  merchant  mast  not  mi.s- 
undeistand  the  attitude  of  The  Review.  This  paper 
has  frequently  expressed  it»s  disapproval  of  that  pol- 
icy in  which  ".specials,"'  "slaughter,"  "cut-price,'' 
"sweeping  reduction,"  and  other  similar  events  are 
too  persistently  featured.  Such  a  policy  seriou.sly 
interferes  with  tliat  normal,  sane  and  substantial 
merchandising  which  makes  for  high  standards  and 
which  is  an  essential  basis  of  trade.  Any  impression 
whicli  would  accuse  The  Review  of  lending  it.><  en- 
couragemeut  to  a  departure  from  such  course  is  en- 
tirely erroneous. 

It  has  come  to  be  recognized  as  a  part  of  good 
merchandising,  however,  that  during  the  dull  Mid- 
summer months  attractive  otferings  may  be  made  in 
such  a  way  as  to  benefit  rather  than  harm  the  other 
departments.  The  wide-awake  merchant  will  admit 
readily  enough  that  any  legitimate  event  which 
draws  the  people  to  his  store  is  good  advertising. 
That  is  the  kind  of  magnet  required  during  tlie 
greater  part  of  the  three  months  that  are  approach- 
ing, and  the  article  which  has  been  prepared  has  for 
its  sole  object  the  distribution  of  special  value  news, 
at  a  time  when  many  wholesale  houses  are  engaged  in 
tlieir  semi-annual  stock-taking,  in  order  that  mer- 
chants may  avail  themselves  of  the  opportunities  de- 
scribed by  immediately  visiting  or  placing  himself 
in  communication  with  the  market. 

In  featuring  a  leader,  it  is  not  always  necessary 
that  the  sale  price  represent  a  reduction  to  cost  or 
lower.  The  items  described  are  values  upon  which 
fair  percentages  can  be  made  when  sold  at  the  sug- 
gested price,  and  in  any  event  give  the  merchant 
good  margin  for  manipulation. 

The  oflferings  selected  from  the  market  are  such 
as  are  frequently  featured  in  the  catalogues  of  large 
mail  order  houses  and  used  as  a  lever  in  cultivating 
the  shop-away-from-home  instinct.  Buying  as  they 
do  in  the  initial  markets,  and  in  very  large  quanti- 
ties, they  can  frequently  announce  the  special  price 
level  much  sooner  than  the  local  retailer.  Tt  has 
been  shown,  however,  that  the  latter,  by  keeping  in 
close  touch  with  the  market  and  careful  merchandis- 
ing, can  from  time  to  time  feature  lines  in  such  a 
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way  a.s  to  iiintcrially  offset  any  inclination  towards 
disloyalty  on  the  i)art  of  liis  customers. 

The  Review  feels  that  articles  which  descrihe 
these  opportunities  will  he  of  distinct  value  to  the 
retailer,  and,  to  a  rcasonahle  extent,  they  will  he 
made  a  feature  of  tlie  paper. 


Eliminating  Loss  of  Time. 

Til  I'i  recent  inautiuration  of  a  fast  early  morning 
jnail  train  hclwccn  important  centres  in  On- 
tario should  suggest  an  immediate  course  of  action 
to  merchants  throughout  the  country  wlio  have  fell 
the  need  of  hetter  delivery  of  rush  orders. 

The  use  of  the  niglit  wire  letter  as  a  means  of 
overcoming  loss  of  time  through  the  usual  course  is 
now  hecoming  more  general.  It  enables  the  mer- 
chant to  give  fuller  and  more  explicit  instructions 
on  hurry-up  business.  Now,  in  response  to  an  in- 
sistent demand,  a  fa,st  mail  has  been  instituted,  and 
while  the  service  which  it  gives  will  undoubtedly  be 
appreciated  on  account  of  the  better  adjustment  of 
mail  delivery  in  many  places,  it  should  be  made  to 
go  still  further  by  carrying  express  parcels. 

There  is  no  doubt  that  a  fast  train  starting  early 
in  the  morning  from  important  wholesale  centres 
and  traversing  a  thickly-poi)ulated  section  of  coun- 
try would  do  much  to  hasten  on  their  way  along  the 
branch  lines  to  smaller  places,  goods  which  might 
otherwise  be  considerably  delayed  in  reaching  the 
merchants. 

Everything  that  tends  to  the  saving  of  time  is 
important  to  present-day  merchandising,  and  it  may 
well  be  questioned  whether  the  merchant  has  always 
emphasized  his  views  in  the  proper  quarter  at  the 
psychological  moment  on  matters  which  promise  to 
affect  his  business  one  way  or  another.  The  ten- 
dency of  the  present  day  is  towards  speed  with  sys- 
tem. Changes  in  methods  of  communication  and 
transportation  all  ])oint  to  that  fact,  and  the  mer- 
chant nuist  see  that  he  figures  in  the  benefits  accru- 
ing therefrom. 

The  present  case  may  be  regarded  as  only  a  hint 
of  the  development  that  is  coming  with  the  object 
of  eliminating  unnecessary  delay,  and  it  is  one  in- 
stance where  the  merchant  should  see  that  the  de- 
fects of  existing  service  so  far  a.s  he  is  concerned 
should  be  described  emphatically  to  authorities  who 
arc  paid   t(i  listen  and  act. 

Retail  Methods  in  ^X'holesale  Trade. 

MANY  very  significant  changes  have  developed 
in  the  dry  goods  trade  during  the  past  five 
years,  and  one  of  the  most  notable  is  the  application 
of  what  might  be  termed  retail  merclinndising 
methods  in   the  wholesale  trade. 

Whether  tlic  remarkable  growth  of  mail  order 
departmentsS  iu  large  warehouses  may  be  so  classified, 
l)rol)ably  the  wholesalers  will  not  agree,  but  the  fea- 
turing of  s))ecial  ])rice  events  certainly  suggests  the 
adoption  of  retail  methods  for  the  benefit  of  the  re- 
tailer. 

To  the  latter,  the  increasing  keenness  of  competi- 
lion  has  brought  the  ab.solute  necessity  of  constant 
tducli  witli  his  field,  of  a  continuous  interest  calcu- 
lalcd  In  focus  the  attention  of  the  customer  upon  lb.' 


advantages  offered  in  local  shopping.  The  retailer, 
therefore,  must  Ijc  a  fre(pient  visitor  tfj  market. 

The  adverti.sing  carried  in  the  newspapers  from 
one  end  of  the  country  to  the  other  shows  that  the 
\nlue  of  the  leader  or  .special  attraction  as  a  lever  is 
thoroughly  estimated.  At  the  .same  time,  that  prog- 
ress is  being  maintained  in  the  right  direction  Ls 
evident  from  the  healthy  placing  and  good  demand 
for  })etter  goods. 

It  is  increa-singly  in  evidence  that  the  local  mer- 
chant is  more  and  more  a  persi.stent  frequenter  of  the 
market  and  ai)preciates  those  facilities,  which  make 
buying  and  .-^election  ea.<ier.  Timely  advert i.^^ing, 
not  («nly  of  lines  necessary  for  the  new  .season,  but 
also  of  those  which,  during  .stock-taking  in  the  wliole- 
sale  warehou.se  are  best  handled  as  .special  offerings 
has  done  much  to  convince  the  merchant  of  the 
opportunities  which  must  confront  a  wide  open  buy- 
ing eye. 

What  the  retailer  is  doing  for  his  customers, 
therefore,  the  wholesaler  is  doing  for  his  when  the 
occasion  permits. 


Team  Work  1  hat  Counts. 

IN  these  days  when  co-operation  and  welfare  of 
mutual  interest  are  important  factors  in  sueces.s- 
ful  merchandising,  there  should  be  little  excuse  for 
any  one  representative  saying  of  a  majority  of  others 
in  ii  particular  .section  of  the  trade:  ''They  will  not 
get  together.  We  could,  bring  about  some  reforms 
if  we  were  only  sure  of  each  other,  but  at  the  present 
time  when  outsiders  who  know  our  failing  are  t.<ik- 
ing  advantage  of  it,  we  are  lo.^^ing  bu.<ine,ss."' 

There  are  very  few  towns  in  which  merchant*  do 
not  get  together  for  the  purpose  of  co-operation  in 
dealing  with  the  different  problems  that  exLst  in 
their  respective  localities  or  which  threaten  their  in- 
terests from  outside.  It  is  true  that  little  jealousies 
may  arise  from  time  to  time  a.s  the  result  of  a  "beat" 
or  a  "scoop,"  as  it  is  called  in  newspaper  parlance, 
hut,  after  all,  when  a  merchant  puts  one  of  the.se 
over  on  the  other  fellow,  he  found  his  opportunity 
in  a  field  where  there  are  generally  few  favors. 

Such  things  as  these  put  ginger  into  business,  hut 
should  iu)t  he  allowed  to  promote  anything  like 
eternal  enmity  between  members  of  -a  mercantile 
community.  Someone  is  going  to  get  the  business, 
and,  apart  altogether  from  consideration  or  com- 
parison of  per.sonal  enterprise,  the  wise  merchant  will 
.'^ee  that  nmch  more  can  be  done  by  united  effort 
again.st  common  evils  than  where  there  is  no  pos- 
sibility of  harmony. 

In  reply  to  the  question  as  to  what  he  considered 
one  of  the  chief  elements  contributing  t^  the  success 
of  his  enormous  mail  order  trade,  a  mercantile 
magnate  had  this  reply  ready:  ''The  retail  merchant 
has  helped  us  more  than  he  thinks  and  more  prol>- 
al)ly  than  we  can  properly  e.-^timate.  Do  you  know 
that  if  the  local  men  had  got  together  at  the  very 
first  and  taken  such  action  as  would  have  made  it 
impo.s.sible  for  us  to  obtain  a  foothold,  we  would 
have  been  beaten." 

While  there  are  localities  in  which  the  merchants 
may  l)e  inclined  to  resent  this  ojuuion  because  of 
tlu'ir  effective  team-work.  it.  nevertheless,  contains  a 
message  which  cannot  well  lie  overlooked  if  con- 
^lrucli\(*  miM'cliandising  is  aimed  at. 


Effective  Use  of  Suggestive  Item  Cuts 

In   Connection    With   Ad.    Paragraphs   They    Work    Out  Attractively  —  Some 

Admen    Get    Resuhs    From    Frequent    Adoption   of  The    Scheme  —  Approved 

W^ays   for   Aggressive    Advertising    in    This    Direction. 


IN  coiinecliou  witli  inaiiy  events  which  come  in 
•luue.  and  the  actnal  tendency  to  use,  sale  after 
sale,  a  number  of  advertisers  adopt  headliner  and 

jjanel  or  item  cuts  with  good  effect.  In  a  broad 
cani})aign,  or  covering  publicity  in  Summer  months, 
several  of  these  suggestive  cuts  could  be  used  consecu- 
tively and  prove  good  advertising. 

While  there  are  many  methods,  and  admen  pos- 
sibly could  suggest  several  more  suited  to  localities, 
a  few  are  given,  which  make  striking  jjages  and 
affect  seasonable  lines.  These  especially  deal  with 
planned  events  and  carry  out  in  each  advertisement 
exactly  the  meaning  desired.  Many  phrases  of  busi- 
ne.ss  and  outdoor  life  offer  possibilities  for  small  cuts 
to  api)ropriately  emphasize  lines  advertised. 

Merchants  can  arrange  their  own  layouts  and  in- 
troduce each  cut  in  a  novel  way  to  suit  their  own  in- 
dividual announcements.  Much  matter  can  be  based 
on  the  suggestions  and  even  carried  throughout,  de- 
.scriptive  in  every  item. 

Schemes  for  Aggressive  Sheets. 

One  of  the  most  forceful  and  fetching  announce- 
ments features  silver  dollars  (jr  dollar  bill  cuts.  This, 
too,  should  appeal  to  advertisers,  because  every  sale 
made  is  worth  while.  Another  point  favoring  these 
cuts  is  that  comparisons  of  values  are  possible  and 
no  trouble  is  experienced  in  finding  persuasive  values 
when  lines  are  quoted  at  this  price.  A  good  argu- 
ment is  that  customers  receive  full  amount  of  quality 
combined  with  exceptional  offerings,  and  deciding 
customers  on  these  one-dollar  lines  naturally  leads 
to  shopping  in  other  departments. 

Arrow  cuts  may  be  employed  in  several  ways, 
and  when  printed  in  red  ink  show  to  better  advan- 
tage.    Every  arrow  points  to  value. 

One  clever  advertiser  uses  a  half-page  cut,  direct- 
ing each  way  from  the  centre  to])  of  liis  ad.  An- 
other features  different-sized  arrows  in  item  panels 
with  a  striking  headliner  cut,  while  in  one  in.-<tancc 
smaller  arrows  pointed  to  black  headings  of  each  off'er- 
ing.  Values  are  described  as  being  "direct  as  arrows 
in  their  flight,  and  customers  will  be  as  direct  in 
locating  these  leaders." 

Hand  and  pointeil  finger  cuts  always  prove  ef- 
fective, when  combined  with  direct  statements  to 
readers.  All  advertisers  make  good  use  of  these,  and 
some  striking  matter  is  possible. 

Especially  in  the  west,  advertisers  use  corral  cuts 
and  lasso  outlines  to  good  advantage.  Around  the 
entire  ad.  a  fence  is  illustrated  and  smaller  enclosures 
in  panel  effect  are  placed  inside.  Lassoes  capture 
eacli  leading  value  and  ends  of  all  ropes  are  caught 
in  the  centre.  Of  course,  values  are  "corralled"  and 
customers  have  no  trouble  in  catching  unusual  items 
and  also  locating  them  in  the  store. 

Telescopes  are  used  to  suggest  that  values  are 
easy  to  see,  as  if  customers  were  looking  through 
that  instrument  or  to  suggest  that  purchasers  do  not 
require  such  help  to  see  values  offered.  Another  in- 
vention is  used  in  telephone  cuts  in  advertising  that. 


telephone  orders  will  be  received  after  a  certain  hour 
or  that  unusual  values  are  worth  telephoning  for. 
Other  references  are  possible,  as  "ringing"  values 
and  "live  numbers"  of  offerings.  Elevator  cuts  are 
used  in  featuring  lines  on  upper  floors. 

In  order  to  overcome  confusion  regarding  dates 
of  one-day  events,  each  item  is  designated  with  a 
panel  cut  of  the  day  of  the  month,  combined  with 
lines  on  sale.  These  figures  resemble,  as  much  as 
possible,  calendar  cuts,  and  prove  very  efficient  when 
used  where  a  hcst  of  items  are  listed  for  each  day. 


Todav  a  Dollar  Day  Sale—Come  I5riti:ht  and  Early  W\^^ 


S<nt  Hi) 
Baskris.  Elc 


Nightgown 


$1 


Women's  DressingSacques 

$1-35  Valun  for  11.00 


Women's  Perole  Underskirts 

IL3&ValiK»_for_IL00 


Rojaj  Worcester  and  Thompson 
Glove-Fitting  fon>eLs 


Men's 

Summer 

Underweai 

$1 


Three  SpKial  lists  otCroferitsnut 
VwCmi  Buy  Tal»y  fgr 


SoDK  I'neqoalled  Values  From  (he 

Hjldm  FnniishiDes  Section 
Viku  fgr  il 


THE  HUDSON  S  BAY  STORES 


Item    cuts   and   headliners.      Dollar  d  ly    sale    and    fitting 

descriptive    matter   used    to   advantage   by    Hudson's 

Bay   Store.   Vancouver. 


(Just(jmers  are  given  no  excuse  for  mistaking  time 
of  sale,  and  managers  have  more  reason  to  be  firm 
and  adhere  to  hours  set  for  each  event. 

Imperial  Events  Feasible. 

According  to  holidays  and  imperial  events  to  be 
held  shortly,  three  ea.sily-carried-out  forms  of  this 
kind  of  advertising  are  possible.  Flags  are  used  and 
descriptive  matter  pertaining  to  British  and  colonial 
goods  can  be  prominently  featured.  Lion  and  uni- 
corn cuts  are  also  used  similarly.  Crowns  desig- 
nate "golden"  opportunities  and  "crowning  values." 
This  national  advertising  will  be  featured  in  connec- 
tion with  coronation  windows.  It  would  be  possible 
to  use  radiant,  sparkling,  jewels  of  value,  bright 
selections  and  imperial  qualities.    Kingly  and  queen- 
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ly  fashions,  and  raiment  "fit  for  a  king"  will  be  ap- 
|ii'o|»riiil('  liiiiguage  used  in  tliLs  connection. 

Facilities  and  Deliveries. 

During  early  closing  and  changes  made  usually 
in  July  or  August  advertisers  could  work  out  cuts 
and  use  them  as  suggested  in  announcements.  Jn 
order  to  inform  customers  of  elliciency  or  changes 
in  delivery  hours,  item  cuts  are  made  of  express 
wagons  and  outfits,  or  uniformed  messenger  hoys. 
Especially  in  conducting  a  "Saturday  night"  sale, 
these  (;uts  and  associated  matter  dwell  on  deliveries 
before  nine  o'clock,  where  stores  decide  to  close  at 
that  hour  on  that  night  during  Summer  months. 

Another  point  is  handled  in  this  way,  when  de- 
liveries are  lessened  or  no  noon  delivery  is  made  on 
half-holidays.  In  outlying  towns,  adverti.senients  can 
be  made  to  feature  free  delivery  in  addition  to 
values  ott'erc(l  in  each  item.  Mci-cliants  find  this 
method  particularly  appealing. 

Early  or  Morning  Events. 

Closely  allied  with  Sunmier  merchan(hsing  are 
early  or  half-day  sales.  Admen  have  numerous 
ideas  which  can  be  introduced  here.  Street  cars  are 
used  in  more  impressively  stating  that  first  cars  al- 
ways lead  to  first  selection.  Connected  closely  with 
this,  cuts  of  street  car  tickets  with  each  item  show 
that  certain  conditions  make  it  possible  to  arrive  on 
time. 

Sunrise  specials  and  star  specials  make  u.se  of 
brilliant-appearing  cuts,  which  also  suggest  that  it 
is  imperative  for  customers  to  come  "bright  and 
early,"  while  rooster  cuts  suggest  values  for  early 
business  or  that  offerings  are  something  to  crow 
about.  Admen  have  to  "scratch"  in  order  to  secure 
suitable  bargains  sometimes.  However,  the  crowd  al- 
ways comes. 

Smile  cuts  prove  very  attractive,  when  used  with 
half-holiday  offerings.  Customers  are  innnediately 
in  good  humor  at  the  thought  of  "mother  smiles," 
"sister  smiles,"  "grandpa  snules,"  etc.  Items  are 
told  in  pleasing  and  humorous  style  and  results 
should  be  all  that  are  expected. 

Clock  cuts  designate  hour  sale  events,  when  re- 
quired, and  it  is  also  possible  to  suggest  early  sales 
by  picturing  an  alarm  clock  in  each  attractive  item. 
This  is  in  keeping  with  linicliness  of  each  offering 
and  \alucs  arc  calling  on  every  line  listed. 

Outing  and  Summer  Events. 

Fresh,  cri.s]j  and  breezy  advertisements  are  pos- 
sible, too,  on  summery  and  outing  lines.  Then  quick- 
est of  moving  prices  make  business  and  announce- 
ments specially  attractive.  Tourists,  customers  and 
[)icnic  parties  .suggest  numberless  cuts  for  using  in 
items  or  j)anels. 

Lunch  baskets  fa\(ir  s})ending  a  picnic  day  at  the 
store,  in.stead  of  at  some  resort.  Comforts  and  recrea- 
tions, as  well  as  pleasures,  are  portrayed  in  similar 
ads.  by  means  of  cuts  of  cU'ctric  fans,  ice  cream 
freezers,  soda  gla.sses  and  kindred  warm  weather  bev- 
erages. These  can  all  be  made  a  basis  for  editorial 
and  item  talk,  .\nimals  .seeking  cool  retreats,  and 
cuts  of  polar  bears  in  arctic  regions  are  in  accord 
with  this  idea.  .Vdmcn  ai'c  only  limited  by  tlicir 
ingenuity. 


That  different  equipment  used  in  travel  and 
pleasure  can  be  used  is  akso  seen.  Cuts  of  traveling 
bags,  excursion  boats,  canoes,  automobiles,  all  asso- 
ciated with  Summer  girls,  explain  advantages  in 
ready-to-wear,  leather  goods  and  wash  fabric  depart- 
luents  found  in  the  store  at  this  season.  Planning 
holiday  trips,  correct  dress  for  occasions,  and  outing 
sj)irit  enter  into  all  armouncements,  combined  with 
.small  cuts  of  this  kind  in  each  item. 

Merchandise  and  Clearance  Sales. 

.\  "blue  pencil"  >ale  is  not  associated  with  Sum- 
mer events,  but  rather  as  a  clearance  medium.  Some 
admen  use  the  point  that  the  event  is  not  a  "sale  of 
blue  pencils."  It  is  only  a  simple  way  to  show  that 
lines  have  been  "marked  down."  Two  different 
cuts  are  pos.sible  and  can  show  the  pencil  or  a  cro.ss 
opposite  striking  reductions  in  the  offerings.  These 
cuts,  of  course,  are  printed  in  blue  ink.  Each  item 
is  finished  with  blue  pencil  price,  and  contrasts  the 
first  price  with  the  reduction  or  the  clearing  price 
placed  by  the  head  of  the  department,  or  "man  with 
the  blue  pencil." 

One  United  States  firm  made  personality  a  basis 
for  using  photographs  of  heads  of  departments  and 
buyers,  in  headliner  and  panel  cuts.  Small  sun- 
shine photos  were  placed  in  department  offerings 
from  each  section,  and  salesmen  were  shown,  who 
actually  waited  on  customers  when  purchases  were 
made.  It  was  but  another  effective  proof  of  success 
following  this  method. 

Another  adman,  in  presenting  his  offerings  for 
a  picnic  sale,  used  the  novel  method,  also  described 
as  being  suitable  for  interior  decoration,  of  picturing 
Sununer  or  tissue  paper  napkins  in  each  item.  Capi- 
tal letters  of  each  pai'agraph  were  initials  printed  on 
bordered  picnic  napkins.  This  .same  idea  could  be 
made  to  introduce  embroidered  or  lace-edged  hand- 
kerchiefs. 

How  to  Secure  Cuts. 

It  may  be  claimed  that  smaller  admen  are  un- 
able to  procure  suitable  cuts  for  promoting  a  scheme 
of  this  kind.  In  country  newspaper  otiices  it  is  al- 
most always  possible  to  select  cuts  which  have  been 
used  by  other  advertisers  and  newspaper  articles  that 
could 'be  made  to  answer  the  purpose. 

If  admen  will  get  permission  or  take  the  trouble 
to  examine  i)ractically  forgotten  cuts  filed  away  in 
printing  ofiices  they  will  li)e  surpri.'^ed  to  find  what 
a  ninnber  of  opportunities  are  possible.  Merchants 
in  other  lines  have  cuts  which  have  been  practically 
discarded.  For  instance,  any  nund)er  of  watch  and 
clock  cuts  and  many  others  suitable  can  be  gathered 
in  diU'crcul  jewelers'  stores.  In  almost  any  business 
|)lai('  ill  town  cuts  which  would  answer  some  prac- 
tical effort  can  be  procured.  It  is  not  .-^uch  a  hard 
matter  to  have  small  duplicates  made.  Nearly  every 
cut  -uggested  can  \>c  found  in  this  way. 

Where  admen  have  oilice  facilities  and  cuts  are 
made  to  suit  their  layouts  or  ideas,  po.^sibly  each  plan 
can  be  more  perfectly  jdauned.  Hut  even  the  small- 
est advertiser  i-an  gain  individuality  and  overcome 
incosaiil  sale  tactics  without  enough  material  ex- 
pense to  make  any  difference  in  yearly  t'osi  of  ad- 
vertising. Surely  increa.<ed  resultvS  from  .-several 
other  standpoints  than  dollars  and  cents  will  warrant 
this  extra  expenditure  for  small  cuts. 
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What    lOO     Stores 


Have    Done 


Reports  on  last  year's  business  are  coming  in.  The 
first  one  hundred  show  continued  increases  in 
BUTTERICK  PATTERN  sales,  these  being  on 
top  of  the  big  gains  previously  reported.      Here   are 

the  fifth   nine: 

Increased  Sales  for  the  Year  1910  over  1909 

RotH  Bros.,  Superior,  Wise.       -------    24'%  Increase 

H.  H.  Arnold  &t  Son,  Huntington.  Ind.      -    -    -    20% 

Bush  &L  Bull,  Easton,  Pa.    ---------      14%  "  i 


■0 


TKe  Z.  L.  "WKite  Co.,  Columbus,  Ohio     -    -    -  17 

Miller  Bros.  Co.,  Chattanooga,  Tenn.   -     -    -    -  12% 

E.  E.  ClarKson  &  Co.,  Burlington,  Vt.    -     -    -     -  22% 

Sisson  Bros.  W^elden  Co.,  Binghamton,  N.  "Y.  -  13% 

R.  B.  Griffith,  Grand  ForKs,  No.  DaK.    -    -    -    -  14% 

AV.  H.  AVrig'ht  &  Sons  Co.,  Ogden,  Utah  -    -    -  22% 


You  Can  Do 


what  these  merchants  have  done,  if  you  Have  tKe  ri^Kt  pat- 
tern.   You  can't  do  it  in  a  hundred  years  with  the  wrong  pattern. 
The  women  of  this  country  have  come 
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BacK  to  ButtericK" 


TKe    ButtericK    PublisKing    Company 

33  Richmond  St.,  W..     -     TORONTO.  ONT.,  CANADA 


Bright-Colored    Ribbons 

An  Excellent  Season  for  Sashes  and  Girdles  Fancy 
Ribbon  Banleaux  Offer  Suggestion  for  Clearing  Up 
Odds    and    Ends  —  Ribbon    Flowers    Much    Seen. 

MANY  bright  colors,  some  of  them  numher.s 
from  the  Coronation  group,  are  now  being 
seen    oil    the   ribbon     counters.       Lingerie 
(b-esses  of  embroidery  and  lace  seem  to  de- 
mand a  fancy  sash  or  girdle  as  garniture,  and  colors 
are  used  which  match  the  i)opular  millinery  shades. 
Co'v-cinuMitlv.    shades    which    would    not    ordinarily 


Fancy  Dutch   collar,   with   black   and    white    pipings,   bow    to 
match.     Shown  by   the  F.   C.   Daniel   Co..   Toronto. 

be  seen  for  this  purpose  are  employed.  A  charming 
sash  of  Kelly  green  satin  edged  with  black  velvet 
gave  a  very  French  touch  to  a  gown  of  marquisette 
Coral  pink  in  several  shades  was  used  for  another 
girdle  which  attracted  much  attention  at  the  rilibon 
counter. 

With  satin  in  all  forms  so  widely  used,  of  course 
the  preference  lies  with  it.  A^elvet  in  the  new  shades 
is  a  close  .second,  l)otli  for  millinery  and  for  acces- 
sories. "\^ery  wide  velvets  have  liceii  a  novelty^  fea- 
ture, as  also  lia\('  the  black  and  white  stripe  effects, 
both  ill  \i'l\et  and  saiin. 

Talking  Point  for  Advertising- 

Coroiialidii  blues  and  reds  \i:\\v  been  followed 
by  coronation  jiurple,  a  slnidc  which  is  expected  to 
do  very  well  during  tlu^  iicxl  ihice  months.  In  the 
dearth  of  a  novelty  in  purple  this  .should  come  in 
very  handily  for  the  retailer  who  is  looking  for  talk- 
ing points  in  his  advertising.  The  new  .-^hade  is 
more  purpli>  than  a  royal  )>liie.  but  bluer  than  the 
regulation  color. 

Small,  decorative  touches  such  as  a  garland  or 
knot  of  made  ribbon  flowers  are  used  on  sash  end- 
to  weight  them,  a-s  all  draped  effects  niu>t    liave  a 


clinging  appearance,  to  suit  the  close  outlines  of  the 
new  .skirts.  Tiny  weights  are  .sometimes  concealed 
beneath  touches  of  garniture. 

Afade  ribbon  flowers  are  still  as  much  used  as 
e\er  for  hair  and  bodice  ornaments,  and  garlands 
are  even  seen  on  skirts  of  the  evening  dres.<es.  Ban- 
deaux of  ribbon  .'^how  trimmings  of  knots  or  wreaths 
of  these  flowers.  In  combination  with  maiden  hair 
and  crossbars  of  gilt  cord,  a  pink  bandeau  of  this 
description  was  one  of  the  prettiest  accessories  seen 
and  helped  greatly  to  attract  attention  to  the  ribbon 
counter.  The  Summer  is  the  harvest  time  for  the<e 
dainty  adjuncts  to  flufty  costumes,  and  the  retailer 
will  do  well  to  use  up  ends  of  ribbon  in  this  way. 


Laces    and    Embroideries 

Great    Demand    for    Cluny    Bandings    for    Wash 
Dresses  —  A  Season  for  White  Embroideries. 

Deep  Cluny  bandings  have  had  exceptionally 
good  sale  during  the  past  few  weeks  in  retail  stores. 
These  liandings  are  specially  adapted  for  u.-^e  as  a 
trimming  on  the  linen  dresses  which  are  .•^o  popular 
for  Summer  wear.  The  new  Clunys  run  up  to  twelve 
inches  in  width  and  are  made  of  all-linen  threads. 

As  an  imitation  of  the  real  lace,  they  are  reallv 
almo.st  undetectable  save  by  an  expert.  Real  Clunv 
sells  as  high  as  .several  dollars  for  a  banding  of  com- 
l^aratively  narrow  width,  so  that  these  high-class  and 
durable  imitations  are  a  real  boon  to  the  trade.  A 
very  wide  banding  of  excellent  pattern  may  be  sold 
retail  for  from  fifty  cents  up,  some  lines  coming  even 
cheaper. 

This  promises  to  be  one  of  the  biggest  seasons  on 
rcH-oi'd  for  white  embroidered  dresses  and  sales  of 
bandings,  flouncings,  galoons  and  all-overs  continu(> 
as  great  as  ever.  Deep.  42  in.  flouncings  have  had 
many  repeats,  as  they  did  better  with  the  public  than 
at  first  expected. 

Colored  embroideries  have  won  a  place  of  their 
own.  especially  the  new  shades  and  designs  .-^liown  on 
marquisette.  These  will  be  rather  in  the  nature  of 
a  high-cla.-^s  novelty  than  a  generally  po]nilar  ar- 
ticle, though  prices  are  distinctly  rea.-^onable.  Col- 
ored embroideries  on  Swiss  lawns  are  also  seen. 

A  very  fine,  hemstitched  juvenile  flouncing  with 
small  patterned,  dainty  S\Anss  embroidery  was  one 
of  the  most  enticing  lines  displayed. 

T>ace  and  embroidery  combination  efl'ects.  while 
somewhat  higher  in  i>rice  than  other  lines,  have  had 
a  widespread  pojmlarity  in  all  the  above  forms. 

.\dvance  news,  reuardina  next  .Vutumn's  output 
shows  a  great  jirobability  of  renewed  popularity  for 
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DRESS    ACCESSORIES 


SKcwing  tKe  Possibilities  of  Our  Summer  Styles  in 

MARQUISETTE 

COLLARS  and  JABOTS 

BOTH      HANDSOME      AND      DISTINCTLY      NEW 


How  large  your  sales  of  these   lines  will  be 
depends  on  how  much  of  them  you  can  secure. 

Confidence  Nbw  Means  Dollars  Later 


FORTH,  POTTER  CO..  Ltd..  le  sheppard  st.,  Toronto,  ont. 


Oriental  baiuliiigs  and  all-overft  on  un  even  laru;cr 
scale  than  before.  Venise  will  also  he  again  taken 
and  Chantilly  is  expected  to  hold  its  place  as  a  ])()pu- 
lar  article,  jjace  all-overs  will  he  in  demand  as  now 
for  yokes  and  undersleeves,  and  separate  large  motifs 
and  medallions  are  expected  to  do  exceedingly  well. 
Crystal  beaded  bandings  will  be  one  of  the  most 
attractive  lines  for  evening  dresses.  Boleros  in  this 
style  will  be  seen,  following  the  general  trend  to- 
ward the  short  coat. 

Egyptian  designs  and  Bnlgarian  embroideries, 
both  showing  the  solid  mathematical  figures,  Avill 
continue  in  favor. 

Nearly  all  patterns  offered  by  the  pattern  houses 
to  the  home  dressmaker  include  some  use  of  braiding 
motifs.  There  are  many  suggestions  for  the  use 
of  rat-tail  and  soutache  and  separate  banding  trans- 
fers are  also  offered.  This  is  only  a  fair  criterion 
of  the  run  which  this  effective  and  simple  trimming 
idea  is  having.  Linens  will  be  trimmed  at  neck, 
cuffs  and  hem  of  shirt  in  this  manner,  and  even 
cheap  wash  goods  frequently  show  a  small  garniture 
of  narrow  braid.  Soutache  and  rat-tail  will  be  want- 
ed braids.  Tt  will  pay  the  retailer  to  stock  liberally 
in  .such  -shades  as  Copenhagen  blue,  champagne,  and 
the  usual  wash  goods  and  light  weight  woolens  tints 
while  the  vogue  is  at  its  height. 

The  tendency  to  outline  the  bottom  of  the  new 
short  coats  in  some  manner  and  to  trim  the  collar 
and  cuffs  has  increased  the  demand  for  wide  braids 
on  the  one  hand,  and  for  oriental  trimmings  on  the 
other.  Frequently  a  perfectly  plain  serge  suit  has  a 
collar  of  embroidery  in  brilliant  Bulgarian  shades 


or  the  .softer  Orientals.  Oriental  l)andings  are  still 
very  strong  with  the  public,  and  promise  excellenctly 
for  the  coming  Fall. 

Cordelieres  have  done  better  than  expected,  many 
of  the  ready-made  frocks  of  washable  materials  now 
show  a  cordeliere  girdle  as  a  finish  to  the  raised 
waistline.  Cordelieres  are  also  used  as  a  neck  finish 
in  a  few  numbers,  but  this  is  not  i<o  general.  The.-<e 
are  usually  of  wa.'^hable  materials,  but  gilt  and  silver 
and  silks  are  featured  for  dressy  wear. 

Beads  are  now  in  universal  use. 

Bei^ides  being  the  favorite  l)odice  trinnning,  they 
are  made  up  in  all  sorts  of  trimmed  accessories, 
scarfs,  bags,  hat  drapes,  etc.  Beaded  bandings  for 
dressy  wear  show  the  wooden  or  rubber  beads  in 
Oriental  shadings,  while  porcelain,  coral  and  deep 
turquoise  are  used  on  styles  designed  for  use  on 
light-colored  silks  and  satins.  Beaded  Cabochons 
for  millinery  beaded  quills,  and  even  beaded 
feathers  and  aigrettes  are  seen. 

The  chiffon  blouse  in  peasant  cut  with  trimming 
of  tiny  beads  is  so  firmly  established  in  popular  favor 
as  to  leave  little  doubt  of  its  continuance  for  con- 
siderable time  to  come. 

Tassels  and  fringes  continue  to  be  a  trimniinu 
much  in  use  on  evening  and  dres.sy  toilettes.  The 
increasing  probability  of  a  general  vogue  for  the 
harem  skirt  tends  to  further  stinmlate  these  lines,  as 
the  tunic  overdress,  which  modestly  conceals  the 
break  back  and  front  in  the  best  numbers,  is  fre- 
quently edged  with  fringe  or  finished  with  tassels. 
Gold  and  silver  tassels  have  been  selling  at  increased 
prices  for  a  considerable  time,  owing  to  combined 
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demand  and  scarcity.  Despite  the  attempts  to  fill 
the  breach  made  by  enterprising  importers,  it  has 
been  hard  to  get  tassels  for  scarfs,  wraps  or  dresses 
at  retail  for  a  rea.sonable  price.  Popular  lines  are 
now  being  put  on  the  market,  however,  and  there 
is  no  rea,son  why  next  Fall  should  not  see  these 
graceful  trimmings  in  general  use. 


Embroidered  sailor   collar,    and   jabot   of    Duchess    lace    with 

colored  embroidery  and    fine    Torchon    edging.     Shown    by 

Forth.  Potter  &  Co 

The  sailor  collar  of  sheer  organdy,  jilaiu  and 
hcm-stilched,  for  wear  with  a  coat,  and  shown  with 
deep  cutis  to  match,  \\i\^  done  exceptionally  well.  Al- 
though only  offered  by  retailers  since  the  middle 
of  Aj)ril,  it  is  now  seen  on  the  .street  quite  frctjuent 
ly,  and  a  prolonged  popularity  is  a,ssured  to  it,  be- 
cause it  is  ecpially  wearahle  with  the  i)laiii-tailoreil, 
washable  coat  dresses  in  vogue  for  the  coming  Sum- 
mer. 

Sailors  of  all  de.'<crii)tioiis  are  selling  now,  i).ir- 
ticularly  .since  sca.sona!)lc  improvement  in  lh< 
wcathei-  has  taken  i>lace.  l']\cry  other  ])alteni  in  the 
style  books  .shows  the  .surplice  fronted  waist  or  other 
adapted  peasant  styles  which  demand  the  use  of  the 
sailor  collar.  While  many  of  the.sc  will  be  made 
with  the  dre.ss,  others  will  be  removable,  and  fichu 
sailors  will  prove  specially  adapted  to  the  tunv 
modes. 

Sailors  range  in  size  and  shape  from  a  style  that 
is  i)ractically  a  square  sack  and  front  Dutch  coll;tr 
to  the  very  large  specimens  of  .shoulder  breadth  il 
the  back  and  crossover  from  ends.  T>ingerie  male- 
rials  are  the  rule,  but  without  dickies  have  also  been 
seen.  Popidar  shades  were  black  and  King  (Icorge 
blue. 

More  is  expected  to  be  seen  of  the  fichu  collar 
as  the  weather  makes  (he  discarding  of  t'oats  general 
P)('rthas   and    .shouldtM'-drapc   effects   are   slowly    and 
surely    creeping    in    the    wake    of    the    Puritan    and 
Marie  Antoinette  styles. 

The  Jane  Eyre  collar  is  the  narrowest  of  llic 
l)iitch    collar    types    ami    constilutcs    a    particularly 


dainty  fini.sh  for  a  silk  or  light-weight  challis,  cash- 
mere or  delaine  dress.  This  small  .sheer  collar  is 
geen  in  finish  Swiss  embroidered  lawns. 

® 
The  Byron  Collar. 

A  modification  of  the  Trouville  or  tennis  collar 
has  taken  a  form  resembling  the  low  roll  effect  made 
famous  by  Lord  Byron.  This  collar  is  fairly  high 
at  the  back,  the  round,  turned  down  sweep  ending  in 
a  deep  pointed  front,  quite  low.  In.stead  of  being 
.starched  stifi'  like  the  regular  tennis  collar,  this  style 
is  (piite  soft  and  crushable,  and  edged  with  an  inch- 
deep  (luipure  or  Irish  lace.  It  may  or  may  not  be 
finished  by  a  dickie  to  match,  bows  and  jabots  being 
equally  good  as  a  finish. 

Side-i)leated  jahots  for  wear  with  coats  and  coat 
dres.ses  have  jjroved  unusually  active  this  Spring. 

This  particularly  smart  and  tailor-made  type  of 
jabot  is  frequently  not  wa.shable.  but  .some  handsome 
ada])tations  in  wash  styles  may  be  had.  both  in  lawns 
and  nets.  Invisible  ])leat-coiifining  devices  have 
made  this  number  more  practical  than  formerly. 

Bows  will  be  much  worn,  j)artly  on  accoinit  of 
the  pa,ssion  for  a  touch  of  brilliant  contrasting  color 
which  is  now  agitating  the  mondaine  who  wishes  to 
1)6  up-to-date.  Combinations  of  such  shades  as 
"Kelly"  green,  cerise,  coral  and  the  new  King's  blue 
and  newer  Coronation  ])urple  with  black  or  black 
and  white  in  stri])es  and  checks,  are  among  the  con- 
spicuous styles  in  hows.  Satin  is  the  leading  fabric, 
with  .silk  a  clo.se  .second. 

Silk  and  ribbon-knotted  jabots  with  ball  and  ta.s- 
sel  garniture,  and  all  fancies  of  a  similar  type  are 
being  ottered.      Floral   suggestions,   such   as   ribbon 


Novelty  Trouville   or  tennis  c  liar,     made  entirely  of  unstiflened 
materials.    Shown   by   Sanderson's.  Toronto 

daisies,  lilies  and  dahlias  are  employed  in  very  at- 
tractiv(>  forms.  Beads  are  frequently  u.sed  to  trim 
these  daintv  jabots. 

® 

Ruchings  Moving  Slowly. 

\\'hil(>  the  i>reseiit  vogue  of  the  collarless  neck 
has  ximcwhat  spoilt^l  the  market  for  rnt'hings,  some 
popular  lines  of  recent  innovations  are  still  enjoying 
a  bri>k  trade. 

Two  kinds  are  noticed.  One  is  the  small,  dose- 
plcatctl  widow's  ruche  or  cut  ruche  of  white,  especi- 
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ally  good  in  black-and-white,  or  of  Helen  pink.  The 
latter  will  be  found  very  becoming  to  the  com- 
plexion.    The  other  sort  is  the  bead  niching.     This 


Klat  collar  with  new  style  jabot,  tailored  effect 

in    pique.     Shown    by    the    F.    C.   Daniel    Co.. 

Toionto. 


comes  in  every  shade  of  pearls,  in  coral  and  in  pc;irl< 
coral  colored. 

Improved  numbers  have  pearls  with  one  side 
flat.  These  have  been  exceptionally  well  taken, 
(iold,  steel  grey  and  coral  shades  were  preferred. 


Veilings  and  Scarfs 

Madame  Sherry  Veil  Now  Featured  Strongly 

—  Rust-colored    Effects   the    Striking     Novelty 

—  Chantilly   Veils   Everywhere. 

A  veil  which  may  be  draped  over  the  hat  to  fall 
with  long  ends  at  the  back,  or  worn  in  the  head 
and  shoulders,  like  a  motor  veil,  is  being  featured. 
This  is  the  Madame  Sherry.  It  consists  of  a  diagon- 
al mesh  typical  face  veiling  over  a  thin  chiffon  in 
contrasting  shade.  The  size  is  the  same  as  a  motor 
veil,  and  the  Madame  Sherry  has  a  satin  edge.  \ 
very  stimuing  color  sfheme  was  King's  blue  ovci' 
rust-colored  chiffon. 

Many  veils  of  the  lacy  patterned  variety  are  u-^ed 
as  hat  drapes  this  year.  Also,  patterns  of  surprising 
elaboration  and  thickness  are  allowed  to  swing  loose 
over  the  face.  A  specimen  of  the  former  sort  of 
veil  had  very  narrow,  silk  beading  ribbon  threaded 
through  the  meshes  to  give  a  very  striking  design. 

® 

Handsome  Shoulder  Scarfs. 

Black  and  white  effects  are  also  seen,  white  lace 
being  used  on  a  black  chiffon,  or  black  and  white 
laces  combined  to  produce  this  popular  scheme.  All 
sorts  of  handsome  lace  .shoulder  scarfs  have  moved 
better  than  for  a  long  time,  their  demand  for  o^jqw- 
ino-  wear  is  almo.st  miiversal.  These  include  Chan- 
tilly point  and  its  imitations,  Spanish  lace  and  Ven- 
ise.     A  very  beautiful  silk  Venise  (imitation)  with 


motifs  on  a  Tosca  background,  practically  indes- 
tructible, may  be  had  in  scarfs  to  sell  at  from  five 
dollars  up.  A  ten  dollar  specimen  was  a  genuine 
beauty. 

Rust-colored  effects  are  now  leaders  in  face  veil- 
ings. These  come  in  conservative  meshes  and  chen- 
ille dots.  A  particularly  stylish  effect  is  produced 
by  introducing  threads  of  black  and  white  along 
with  the  rust  color,  the  chenille  dots  are  also  of 
black  in  some  numbers.  This  veil  ha.s  the  advantage 
of  l)eing  extremely  becoming  to  the  complexion, 
while  it  has  a  color  scheme  which  can  .scarcely  quar- 
rel with  any  other  shade  in  hat  or  .suit.  The  rust 
veilings  are  well  worth  the  attention  of  the  retailer 
now  that  veilings  in  general  have  waked  up  and  are 
showing  life. 

Chantilly  lace  veils,  both  in  Ijlack  and  white, 
continue  a  feature  of  the  season's  selling,  both  as  hat 
drapes  and  face  veils. 

Shadow  mes^hes  continue  to  lie  worn  conspicu- 
ously in  all  public  places,  and  their  popularity  is  as- 
sured for  the  time  being.  Farther  than  the  end  of 
August,  however,  dealers  refuse  to  predict,  the  likeli- 
hood being  that  the  newer  chenille  dots  will  replace 
them  in  po})ular  favor. 


® 


Shot  Effects  in  New  Shades. 

A  particularly  striking  effect  in  a  motor  veil  was 
recently  seen.  This  was  shot  with  "Kelly"  or 
"Paddy"  green  on  coronation  red,  the  effect  being 
prettily  suggestive  of  fresh  geranium  tints.  Kellv 
green   is  one  of  the   most  strikino-  notes  in   motor 
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Chenille    spot    veiling,   white    with    brown.       Shown   by 
Canada  Veiling  Co  .  Toronto. 

veils.  Coronation  red  and  King  George  blue  follow- 
ing clo.se.  Helen  pink  is  also  widely  featured,  and 
coral  is  shown,  but  the  latter  looks  "almost  too 
uuich,"  as  the  shop  ladies  say.  Shaded  and  shot  ef- 
fects have  revived  to  a  certain  extent,  though  largely 
in  high  class  numbers. 
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Novelty    in    Leather    Goods 

Styles  of  Bags  Which    are   Leading  Sellers  — 
Some    Tendency    to    Revive    Patent    Belts 

The  Madame  Sherry  baii;  in  .suede  is  a  leadin.u 
feature  at  present. 

Frames  from  six  inches  upward  in  size  are  book- 
(d  foi'  continued  popularity  next  Fall. 

The  schoolboy  bag  has  been  seen  in  New  York, 
but  as  yet  only  in  modified  form  here.  It  will  prob- 
al)ly  not  ap])ear  in  any  quantity  till  the  Madame 
Sherry  has  finished  its  run. 

Fabric  bags  continue  to  be  high  style.  A  reason- 
able number  will  give  the  ordinary  dealer's  stock  the 
right  tone  without  risk  of  loss.  Velvets  are  expected 
to  revive  in  the  Fall,  but  the  present  strength  lies 
with  satins.  Many  black  and  white  striped  effect- 
are  being  shown  by  retail  stores  in  large  centres. 
Black  satin  is  particularly  good.  The  new  corona- 
tion shades  are  also  featured  in  fabric  bags. 

The  coronation  bag  has  had  an  excellent  run. 
l)ot]i  m  suede  and  in  fabric,  and  will  continue  popu- 
lar. It  is  one  of  the  neatest-appearing  bags  at  a 
l)o|)ular  price  now  on'the  market. 

Some  new  German  importations  exemplified  the 
beauty  of  the  cordeliere  in  its  best  form.  Braided 
cordelieres  are  so  long  as  to  admit  of  being  worn 
over  the  shoulder.  TTandsome  tassels  to  match  are 
appended.     This  style  was  in  shades  to  exactly  match 


the  handsome  bag.  Tliis  was  larger  than  the  present 
[xjpular  size,  and  of  the  ^ladame  Sherry  shape  with 
somewhat  squarer  outline,  and  the  soft  suede  pleated 
into  the  leather-covered  frame.  The  color  was  a 
greenish  mole,  very  soft  and  handsome. 


Suede    bags.     On    the    left — Hunter's   Rreeii.   wishbone  frame. 

On  the   right— Electric   blue.     Shown   by    The   Western 

Leather  Goods  Co.,  Toronto. 

Another  imported  bag  had  also  a  long  woven 
cordeliere  with  handsome  tassels.  This  bag  was  in 
greyish  green  suede  with  a  flap-over  fastening  of  self. 


New  coiffure  nets  of  (fold  thread,  also  combination  pad  and  bandeau,  the  latter  in  velvet,  ornamented  with  (told 
braid  and  beads.     'Shown  by  R.  W.  Cowie,  M.tnufacturers'  Aeent.  Toronto. 
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Many  Novel   Jewelry   Lines 

Hat-pin  Protectors  Now  on  the  Market— Coral 
and    Pearl   Sales    Increasing  —  Bar-pins    Good 

Among  the  most  interesting  popular  lines  (if 
recent  introduction  in  the  jewelry  department  is  the 
hat-pin  protector.  Certain  city  corporations  are  mak- 
ing its  use  compulsory,  owing  to  the  danger  to  whicli 
the  long  protruding  end  of  a  hat  pin  subjects  the 
general  public  in  cars  and  on  the  street.  This  would 
be  a  reform  in  itself  besides  being  beneficial  to  the 
trade. 

Very  dainty  and  l)est  effects  are  seen,  some  of 
them  being  quite  equal  to  the  handsomest  pin  an<l 
an  ornament  to  any  hat.  Plainer  styles  come  at  low 
prices,  and  show  a  variety  of  colors.  aml)er,  coral  and 


Summer    shirt   watch    fob.    bar  pins,    unbreakable 

shell  pins,  wire  inside,  and  fancy  shell   bandeaux. 

Shown  Ijy  'Wrinch.  McLaren  &  Co..  Toronto. 

shell  included.  Some  have  [)atent  lock  arrangement, 
consisting  of  a  small  pu.sh  btitton  and  inside  spring. 
Others  depend  on  the  tight  fit  of  a  fairly  elastic  or 
rubber-lined  medium  to  hold  the  pin  in  place.  Real 
amber  was  exceedingly  useful  and  pretty. 

Bar  pins  are  showing  in  the  greatest  variety  of 
sizes  from  three  inches  up  being  seen.  Filigree  gilt 
and  silver  and  semi-precious  stone  settings  are  mo.st 
conspicuous.  Dainty  enamel  settings,  especially  in 
tiny  floral  effects  on  white  form  a  daily  decoration. 
A  few  blouse  sets  to  niiitch  are  shown,  but  the  bar 
pins  which  are  worn  with  the  Dutch  collars  are  the 
leading  feature. 

An  excellent  di.^^play  idea  would  be  for  the  mer- 
chant  to  show  a,  form,  with  bar  pin  at  the  neck,  the 
stone  or  enamel  matching  the  collar  in  color.  A  coral 
trimmed  effect  would  be  very  pretty. 

Coral  Very  Popular. 

The  principal  feature  of  jewelry  at  present  is,  of 
course,  the  popularity  of  coral  in  all  forms.    Baroque 


NAIAD 

I  The  Shield  that  Satisfies 


—UNSEEN— NAIAD  PROTECTS— 

The  NAIAD 
DRESS  SHIELD 

IS  A  GREAT 

SUMMER  SELLER 

Naiad  Dress  Shields  sell  all  the  year 
round,  but  the  summer  season  is  the 
season  when  the  Naiad  is  very  much  in 
popular  favor. 

^  A  shield  noted  for  its 
cleanliness  is  the  shield 
for  summer  wear.  This 
is  the  Naiad. 

^  A  shield  that  is  easily  and 
quickly  sterilized  is  the 
shield  for  summer  wear. 
This  is  the  Naiad. 

CJ  The  Naiad  is  easily  and 
quickly  sterilized  by  im- 
mersing in  boiling  water 
for  a  few  seconds  only. 

The  Naiad  is  impervious  to  per- 
spiration— always  comfortable— free  from 
rubber — all  sizes  and  styles.  Sample  book 
on  request. 

Wrinch,  McLaren  &  Co. 

SOLE  MANUFACTURERS  FOR  CANADA 

77  Wellington  St.  W.,  Toronto,  Can. 
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and  plain  pearls  follow.  Rhinestones  are  also  excel- 
lent and  maintain  their  place  as  the  favorite  setting 
for  hat  pins. 

Pendants  have  had  a  good  sale  for  this  trade,  and 
increasing  popularity  is  reported.  Pompadour  de- 
signs, art  noveau  and  filigree  are  the  styles  l)est  taken. 
Very  slender  chains  are  handsomely  gold-filled  and 
of  unusual  durability. 

Ifat  pins  in  spike  handle  designs,  usually  of  silver 
(ilijirce  with  rhinestoncs  are  considered  newer  than 


Military  barrette.  novelty   black   and   white   barrettes, 

and     rhinestone    bandeaux.       Shown     by    the    Smith 

D'Entremont  Co.,  Toronto. 

tile  Hat  variety.     Pearls,  single  and  in  groups,  sell 
well  for  Summer  trade. 

Coronation  jewelry  ideas  have  had  their  influ- 
ence chiolly  in  the  use  of  the  crown  or  coronet  as  a 
brooch  form.  Very  dainty,  brilliant  settings  arc 
seen  in  this  style  at  thoroughly  popular  prices.  Other 
coronation  styles,  especially  with  pictures  of  the 
Royal  family  and  the  various  medals,  will  of  neces- 
sity be  only  of  short  duration,  however  popular  at 
the  time. 


Combs  and  Fancy  Articles 

The  cross-stitch  introduced  last  season  has  proved 
it  gorxl  seller.  Not  only  is  it  used  for  cushion  tops 
and  covers,  but  it  is  also  seen  in  designs  for  use  on 
blouses  and  for  separate  bandings  to  be  applied,  when 
finished,  as  dress  trimmings. 

Summer  porch  cushions  will  be  chosen  from 
l)opular  lines  of  German  crash,  with  ea.«ily  laundered 
designs.  Stencillings  and  printed  effects  prove  better 
and  more  durable  for  this  purpose  than  any  other 
stylo.  Merchants  who  have  colleges  or  large  schools 
ill  their  towns  should  not  forget  to  feature  crests  and. 
college  colors  on  banners  and  covers,  as  commence- 
ment exercises  are  now  in  sight.  Many  visiting 
friends,  a.**  well  as  pupils  themselves,  will  buy  these 
souvenirs,  and  prices  may  safely  be  fairly  large. 

Lakeside  resorts  will,  of  course,  carry  lines  of 
sporting  goods,  such  as  cork  cushions  and  waterproof 
covers,  and  covers  with  nautical  designs. 

Bulgarian  embroideries  are  having  an  excellent 
sale.  Waist  lengths  stamped  with  mercerized,  wa«h- 
a])le  flosses  for  the  work,  are  selling  well  over  the 
counter.  These  waistvS  are  of  finest  voile  and  niar- 
<piisette. 

A  word  to  the  wise  retailer — buy  corset  covers 
and  other  articles  of  apparel  to  be  embroidered  in 
patterns  which  do  not  require  too  much  work.  Ama- 
teurs who  are  stuck  on  their  first  piece  will  not  re- 
turn for  another.  Those  linos  which  are  .«imple, 
pretty  and  reasonably  priced  get  the  repeats. 

New  York  has  produced  a  novelty  whicli  the 
trade  here  has  taken  up  and  found  to  be  an  excellent 
seller.  This  consists  of  black  on  white  pyroxaliiio 
combs  and  ])arrottes.  The  strand  barrette  is  particu- 
larly eftective  in  this  style.  Some  fancy  numbers 
ha\e  rhinestone  settings. 

® 

Vogue  of  Beads. 

Again  retailers  are  advised  to  stock  beads  while 
there  is  a  .sufficient  choice,  and  handsome  lines  may 
be  had.  There  is  little  doubt  that  the  fad  for  beaded 
fancy  work  and  dress  trimniing  will  be  a  lasting  one, 
and  as  it  is  now  strong  the  retailor  will  run  no  risk 
who  buys  at  once  and  .«ells  at  once.  Tiny  porcelain, 
steel,  gold,  coral  and  turquoise  beads  are  all  excellent. 


Every  net  is 
individually  in- 
spected three 
times  before 
completion,  and 
a  1 1  imperfect 
nets  thrown  out. 
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Each  net    in 
envelope. 
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Decorative  Relief  for  Fancy  Show  Cards 

The  Draped  Union  Jack  or  Canadian  Ensign  for  the  Decoration  of  Cards 
Used  for  Empire  or  Dominion  Holiday  Display  —  How  Such  Cards  May 
be  Effectively  Used  in  Department  Displays 

(By  J.  C.   Edwards,   with   A.   W.   Cressman.   Peterboro) 


WINDOWS  dressed  in  a  careless  sort  of  way, 
ads.  written  without  thought,  and  cards 
executed  when  the  mind  warf  wandering 
through  green  fields  and  not  on  the  work, 
are  apt  to  make  tlieir  appearance  at  this  season.  They 
are  unattractive.  The  windows,  the  advertisements, 
and  the  cards  are  the  representatives  of  the  business 
personality,  and  as  such  should  not  show  weariness. 
They  are  the  pulse  of  the  store  and  must  be  kept  as 
near  normal  as  possible,  never  below ;  occasionally 
above  does  not  hurt  even  if  there  is  a  slight  relaxa- 
tion afterward. 

The  show  cards  this  month  should  be  more  of 
the  classy  order;  cards  which  tell  of  newness,  exclu-- 
siveness  and  value,  not  so  much  reduced  price  at- 
tractions, but  more  of  the  refined  style.  The  bulk  of 
the  busine.ss  done  .should  be  more  of  tlie  higher  (no 
sale)  order.  Show  cards  and  window  trims,  of  neces- 
.sity,  must  be  along  this  line. 

Relief  Decorations  vs.  Fancy  Sellers. 

There  are  many  forms  of  fancy  cards;  there  are 
cards  which  are  not  fancy  and  yet  are  classy  because 
they  are  so  entirely  plain.  This  article  deals  with 
the  relief  decoration  which  is  in  our  mind  even  more 
desiral)le  than  the  fancy  lettered  or  shaded  card,  the 
card  with  the  very  })ronounced  colored  decoration  or 
the  sternly  plain   variety,  for  good  trims. 

In  the  first  place,  the  decoration  is  designed  and 
painted  on  the  plain  card  in  very  sul)dued  shadings, 
such  as  grey  on  black,  white  on  light  brown,  se[)ia 
on  light  grey,  tan  on  brown ;  always  very  mild  and 
just  perceptil)le  enough  to  break  the  monotony  of 
the  plain  background.  The  lettering  then  is  placed 
directly  over  the  decoration,  thus  producing  a  relief 
effect. 


Should  Attract  Attention. 

A  fair  sample  of  this  card  is  shown  in  the  card 
with  the  inscription,  "Drapey  Drapes."  This  is  a 
grey  with  a  sepia  decoration  in  the  shape  of  a  con- 
ventional plant  design,  shaded  with  darker  shades, 
anu  lettere<l  in  white.  The  inscription  is  perhaps  a 
little  odd,  yet  should  be  attractive  and  arouse  within 
the  reader  the  idea  that  the  goods  displayed  are  the 
■'different  sort" — the  soft,  drapery  materials  which 
the  women  like  to  work  with,  instead  of  the  stiff, 
starchy  kind  which  arouses  the  "dander"  of  the  most 
even-tempered  human  being. 

We  have  arranged  an  easy  and  quickly-prepared 
display  of  these  drapey  drapes,  using  a  gilt  urn  filled 
with  red  poppies  and  a  chair  as  fixtures,  and  show- 
ing the  above  card  properly  arranged.  The  trim  lias 
a  tendency  to  bring  out  the  idea  of  the  ea.sy  draping 
quality  of  the  goods. 

The  next  card  we  will  consider  is  the  other  one 
used  in  the  display,  showing  a  different  form  of  re- 
lief. The  shades  are  sepia  on  grey  in  the  form  of  a 
pedestal,  with  a  bowl  of  palms,  the  latter  being  used 
a.s  a  relief  for  the  wording,  '"Garment  Exclusive- 
ness."  The  reader  which  follows  serves  to  impress 
those  who  read  with  the  fact  that  unless  the  garments 
are  exclusive,  they  are  never  admitted  into  the  store. 

In  speaking  of  a  relief  card,  one  might  think 
that  the  relief  referred  only  to  the  lettering  itself, 
but  this  is  not  so.  The  relief  may  be  applied  to  an 
illustration  which  is  to  be  brought  out  more  prom- 
inently. A  sample  of  this  is  illustrated  in  the  card 
"Pretty  Serviceable  Dresses."  This  card  has  a  mild 
decoration  in  the  shape  of  an  exhaler  with  smoke 
arising  from  it,  and  forming  a  relief  for  the  mounted 
cut  of  a  new  dress,  which  we  will  suppose  is  in  keep- 
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Ornamental  background  may  be  used  with  good  effect  in  show  cards.     On  the  right  is  a  good  suggestion  for 
the  holiday  season:    flag  used  as  background  for  oval  card. 
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ing  with  the  following  wording:  "Pretty  serviceable 
dresses,  with  the  I'oal  flavor  of  New  York  fashion." 

Writer  Should  Keep  in  Touch, 

To  keep  in  toucli  with  the  times,  a  card  writer 
must,  as  well  as  the  window  trinuner,  follow  up  cur- 
rent events  with  suital)le  cards.     The  next  event  of 


Housefurnishing   display   for   window    or    interior,  showing; 
use  of   cards. 

note  is  the  celeln-ation  of  the  birthday  of  the  late 
C^ueen  Victoria  on  May  24th,  known  as  Victoria 
Day.  The  card  should  bear  .some  appropriate  form 
of  decoration,  even  if  the  wording  does  not  directly 
ap]>lv  lo  the  event  itself.     The  card  we  have  made  to 


Good   card    sug(?cslion    for   Coronation    window.  ^  itf^i 

(lemonstrale  ihi.s  is  (piile  as  suitable  for  any  1  domin- 
ion holiday  dni-ing  the  outing  season,  as  it  is  for  the 
24lh  of  i\iay.  The  oval  is  of  matt  brown  over  a 
draped  CJanadian  tlag  in  color.s—  red,  white  and  blue 
— on  a  lialf-sheef  white  card.  The  lettering  of  white 
written  with  a  No.  7  flat  hi'nsb.  bears  no  shading  ex- 
cept on  the  capital  and  tbe  minor  wording  "May 
24th — Victoria  Day."  The  words  phra.*ed  on  lbi< 
card  are  ,simi)ly  a  reminder  of  the  coming  event  ami 
liable   to  .-iugge.4  or  draw   attention   to   the  suitable 


articles  of  wear  which  should  be  disj)layed  witli  siu-h 
a  card. 

The  ne.\t  event  will  be  the  Kings  birthday,  but 
the  main  thoughts  for  .•^oine  time  now  in  the  minds 
of  publicity  men  will  be  the  coronation,  with  its 
elaborate  po.«.sibilities. 

Enlarged  1  heir  Store. 

Sinclair  &  Stewart,  Summersi 'e.  IMvI.,  have 
added  14,()t)()  square  feet  of  flo(»r  space  to  their  store, 
and  held  a  .'successful  re-opening  .\hiy  11,  12  and 
lo.  The  extension  includes  the  three  stores  formerly 
occupied  by  .1.  C.  Wright,  MctJougon  &  Wright.  an<l 
W.  A.  Stewart,  virtually  an  entire  block.  These 
stores  are  all  comiected  with  the  main  store  by 
arche.s,  and  the  removal  of  partitions.  The  change 
enables  the  firm  to  make  excellent  provisions  for  the 
different  departments.  That  adjoining  the  main 
store  is  70x30  feet  and  is  fitted  up  for  ladies'  ready- 
to-wear.  Next  is  the  ladies'  boot  and  .shoe  depart- 
ment, and  the  men's  boot  and  .shoe  de])artment  ad- 
joins it  at  the  front,  while  the  men's  furnishing  de- 
partment occupies  a  convenient  section  opposit-e. 
The  removal  of  lines  carried  in  the  former  store  has 
necessarily  enlarged  the  carrying  capacity  of  the 
latter.  The  grocery,  hardware  and  china  depart- 
ments have  been  extended  to  include  the  .space  form- 
erly occupied  by  men's  boot-s  and  shoes,  men's  furn- 
ishings, etc.  Upstairs  the  house  furnishing  depai't- 
ment  has  been  extended  to  include  that  formerly  oc- 
cupied by  men's  and  boys'  clothing.  The  new  furni- 
lure  department  occupies  the  we.st  section  of  the 
newly-added  block.  The  millinery  rooms  and  the 
oflices  have  also  lieen  greatly  enlarged. 


KING'S 


■■tabllahed  177* 


FAMOUS 


■old  by  leading  Jobbers. 


SCOTCH 


Every  plaoe  perfect 


HOLLANDS 


Sc  .'.in  noitands  tor  neariv  « 
century  and  a  quarter,  have 
been  recognized  by  th«  Trade 
of  the  world  at  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  ca 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  coloringn 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND. 

Canadian  Representatives: 

CAMPBELL  SMIBERT  .«^.  CO., 

210  St.  James  Street         -  Montrea, 


Wool    Fancies    are    Leading 

This    is  Due  to  the   Increasing   Vogue  of  Soft 

Effects —Variety     of     Weaves     in     Serges  — 

Mannish    Cloths   and   Stripes    and    Checks. 

THOUGH  an  extensive  line  of  fabrics  has  been 
put  out  for  the  coming  Fall,  nothing  yet 
shown  has  touched  the  popularity  of  serges. 
So  far,  navy  blue  serges  have  led  the  sale, 
but  for  present  wear  cream  serge,  lioth  plain  and  pin 
striped,  is  selling  strong.  With  certain  sections  of 
the  trade,  tan  serges  have  done  well.  Serges  for  Fall 
are  sold  in  a  variety  of  weaves  and  weights,  but  in 
all  of  them  the  demand  is  for  the  softer  finishes  and 
weave?.  Fine  foulcs  will  be  used  for  dresses,  and  for 
suits  there  are  the  heavy  suiting  serges  and  the 
cheviot  weaves. 

With  soft-finished  rough  goods  in  the  first  place 
it  is  only  to  be  expected  that  clieviots  will  stand  high. 
The  cutting-up  trade  is  taking  cheviots  extensively, 
and  cheviot  promises  to  be  a  leading  suiting  fabric. 

Though  the  jobbing  houses  are  confining  their 
purchases  largely  to  plain  cloths,  fancies  are  very 
prominent.  Paris  is  favoring  fancy  effects,  and 
novelty  effects  are  strongly  indicated  for  Fall  in  that 
centre. 

Mannish  cloths  in  stripes  and  also  checks,  Scotch 
mixtures,  tweeds  and  homespuns  are  featured,  and 
many  handsome  novelty  effects  in  l)lack  and  while 
are  shown. 

All  fabrics  are  heavier,  and  the  materials  taken 
run  from  9  to  12  oz.  to  the  yard  of  54-in.  One  of 
the  most  prominent  features  is  the  reversible  cloths. 
Plain  fal)rics  have  fancy  backs,  and  cloths  with  the 
face  in  one  color  and  the  reverse  in  another  are  also 
shown.  Other  high  novelties  include  bordered 
goods,  knickers,  boucle  and  look  yarn  patterns,  zibe- 
lines,  ribbed  cloths  and  thick  soft  Whitney  and 
ratine  effects. 


The  Fall  Color  Card 

Blue  Shades  Have  a  Strong  Showing  —  Tan, 

Brown  and  Mode  Shades  are  Also  Important 

— Purples  and  Greens  in   Good    Position. 

The  J.  Claude  Freres'  color  card  is  now  out,  and 
buyers  <!an  obtain  from  it  an  idea  as  to  the  class  of 
colors  the  French  manufacturers  and  dyers  expect 
to  be  good  in  the  coming  Fall. 


In  line  with  the  present  .selling  tendency,  blue 
shades  have  a  strong  representation,  there  being  no 
less  than  seven  distinct  series  of  blues  on  the  card. 

There  are  two  sets  of  lavender  blues,  as  well  as  a 
set  of  purplish  navys.  The  first  series  consists  of  a 
series  of  cadet  shades,  deepening  into  a  dark  dull 
gendarme  blue. 

Three  .shades  of  king's  blue  that  are  suitable  for 
trimming  purposes  are  shown,  and  there  are  two 
good  sky  blues  featured  at  the  head  of  the  sixth  col- 
umn on  the  card. 

After  the  blues,  the  tan,  brown  and  mode  .shades 
are  of  most  imi)ortance,  and  of  these  there  are  five 
serie-;.  There  are  three  golden  tans,  the  la.st  of  which 
is  ii  rich  dark  shade  that  should  be  very  popular. 
The  four  reddish  browns  that  appear  on  the  sixth 
column  are  good,  particularly  the  last  shade  of  the 
series,  and  there  are  three  good  shades  bordering  on 
tan,  but  also  approaching  the  fawn  shades.  Two 
greyish  mode  shades  and  two  beavers  are  also  shown, 
and  there  is  a  set  of  a  dark  seal  brown  and  a  dark 
fawn. 

Fashion  is  interested  in  purple,  and  the  card 
shows  quite  a  list  of  purple  tones,  the  most  inter- 
esting of  which  are  the  series  containing  three  lilac 
.shades  and  ending  in  a  purple  that  is  almost  black. 

There  is  also  a  series  of  bright  royal  purple  that 
ends  in  plum,  and  two  l)right  reddish  tones  that  will 
be  useful  for  triimning  purposes. 

The  first  series  on  the  card  is  a  set  of  wistarias 
that  will  appeal  to  the  better  trade. 

Green  is  well  repre.sented,  the  first  set  showing 
three  light  yellowish  greens  and  ending  up  in  three 
deep  forest  shades.  Three  olive  shades  are  next 
shown,  and  there  is  a  set  composed  of  a  light  novelty 
green  and  three  resedas.  Two  bright  yellow  greens 
and  two  yellow  greens  form  good  trinnning  colors. 

The  greys  are  nearly  all  dark  shades,  there  being- 
two  nickel,  two  dark  greys  and  two  dull  iron  greys, 
and  in  the  latter  shades  are  two  pearl  greys  and  a 
set  that  ha.s  a  brownish  cast. 

The  most  remarkable  feature  of  the  red  series 
is  that  no  true  pink  shades  are  included.  There  is 
a  set  of  coral  shades  and  a  mauvish  series  of  two- 
tones. 

The  coronation  reds  are  the  most  prominent 
colors  on  the  card.  The  second  set  is  headed  by  a 
bright  cardinal  and  shades  out  info  duller  and  deep- 
er tints  of  the  same  color.  There  is  a  set  of  deep 
fuchsia  tones  and  two  copper  reds,  as  well  as  a  set 
consisting  of  a  bright  and  a  dull  scarlet. 
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Silks,  Velvets,  Velveteens 

Foulards   and  Tub    Silks    are    Being    Vigorously 

Pushed  —  Voiles,  Marquisettes,  Chiffons  and  Like 

Fabrics   Selling    Well   for   Fall. 

During  the  pa«t  Lvvu  weeks  some  stores  have  heen 
oU'ering  foulards  at  bargain  prices.  These  sales  have 
been  very  attractive  and  the  goods  have  been 'eagerly 
bought  up.  It  is  noticeable,  too  that  no  borders 
were  offered.  Borders  are  high  style  and  are  special- 
ly featured  as  novelty  goods. 

Now  that  the  warm  weather  is  approaching,  an- 
other line  that  is  being  pushed  is  tub  silks.  These 
are  Jap  silks  with  pin  stripes  in  black  and  color 
woven  into  the  fabric,  not  printed.  They  are  selling 
for  Summer  blouses  and  make  up  into  dainty  and 
desirable  simple  Sunnner  gowns. 

Silk  and  cotton  fabrics  are  selling  freely  and  are 
shown  in  printed  and  bordered  goods,  ay  well  as 
jacquard  fabrics. 

Voiles,  marquisettes,  chiffons  and  like  fabrics 
are  selling  for  Fall,  as  fashion  indicatioins  still  point 
to  the  use  of  these  fabrics  made  up  over  a  soft  satin 
foundation.  Soft  satins  are  selling  and  messalines 
are  now  the  utility  silk.  The  cutling-up  trade  has 
placed  big  orders  for  messalines,  Jap  satins  and  satin 
de  chine. 

Not  only  are  foundations  made  of  these  silks,  but 
waists,  dresses  and  underskirts  are  fashioned  of  these 
light-weight,  clinging  fabrics. 

Manufacturers  are  preparing  a  big  collection  of 
novelty  silks  for  Fall,  but  at  this  date  it  is  only  a 
matter  of  speculation  as  to  their  position. 

Due  to  the  certainty  that  the  two-piece  suit  will 
be  a  stronger  factor,  an  increased  interest  in  waist 
silks  is  looked  for.  Black  and  white  effects  in  chif- 
fon taffetas  have  sold  well,  and  there  has  been  some- 
thing doing  in  lioman  stripes.  The  high  novelties 
are  warp  2:)rint,s  in  taffeta  and  in  louisine.  These 
come  in  striped  and  in  floral  designs. 

Wool-backed  and  felt-backed  satins  have  been 
adopted  by  the  more  exclusive  trade  and  promise 
to  be  used  for  dressy  coats  and  evening  wraps. 

The  coming  Fall  and  Winter  is  expected  to  see 
an  iinusually  large  outlet  for  velvet  and  other  pile 
fabrics.  Velvet  is  nuich  used  for  millinery  purposes, 
and  even  for  the  Sunnner  season  velvet  facings  and 
velvet  trinuTiings  are  prominently  employed. 


Extensive  Velvet  Demand. 

For  some  time  past,  moire  velvets  have  been  in 
the  lead  for  millinery  i)urj)oses.  This  year  it  is  flic 
old-fashioned,  sti-aiglit  ])ile  velvet  (hat  will  be  wanted. 
.Parisian  milliners  introduced  this  class  of  velvet  late 
last  season,  and  the  vogue  promises  to  be  extensive 
this  year.  Another  revival  is  the  nse  of  velvet  for 
collar  and  cuff  facings.  This  is  a  favshion  that  has 
not  been  in  vogue  for  several  years.  As  buyers  are 
ordering  wide  widllis  there  is  an  expectation  that 
velvet  dres.«es  will  be  worn.  With  velvets  soiling  for 
dressy  wear  it  is  safe  to  say  that  velveteens  are  in  a 
high  position ;  jobbers  and  large  buyers  have  placed 
heavy  orders,  both  for  plain  velveteens  and  for  hol- 
low cut  cords. 

Velour  du  Nord  is  being  taken  a.s  a  cheaper  sub- 
stitute for  velvet,  and  as  it,  comes  in  weights  suit- 


able for  wraps  and  coats  it  is  being  taken  up  by  the 
manufacturers.  A  very  l)ig  advance  business  ha.s  been 
dune  in  seal  plush  and  imitation  fur  fabrics. 


Veiled    Effects    for    Fall 

This    Vogue    Noted    in    Nev^^    York  --  Expensive 

Brocades     Worked    Up    With    Metal    Threads  — 

Strong  Buying  Rough  Surfaced  Fabrics 

Stan   Correspondence 

Office  of  Dry  Cioods  Review,  115  Broadway, 
New  York,  May  Vl 

The  trade  is  looking  forward  to  a  continuation 
of  the  vogue  of  veiled  ettecLs  for  Fall  selling.  There- 
fore voiles  and  marquisettes  will  still  sellj  and  their 
use  implies  that  of  messalines  and  soft  satins  for 
foundation  purposes.  Foreign  houses  are  showing 
a  wonderful  collection  of  printed  fabrics  in  voiles, 
marquisettes,  crepes  and  otlier  sheer  fabrics.  Some 
interest  in  shown  in  brocades,  but  the  novelties  shown 
are  worked  up  with  melal  threads,  and  are  very  ex- 
pensive. 

Satin  duchesse  and  felt-backed  satins  ai'e  selling 
both  for  suits  and  outer  garmentci.  Though  black 
is  the  big  seller,  there  is  a  tendency  towards  blues  and 
purple  shades. 

A  further  indication  may  be  found  in  the  wide 
use  of  velvet  as  a  trimming  fabric.  Black  and  dark 
grey  velvets  are  beginning  to  be  used  as  the  trim- 
ming for  summer  gowns.  Not  only  are  the  hems 
of  cotton  gowns  of  velvet,  but  velvet  sailor  collars 
are  seen  on  gowns  of  linen  and  voile. 

For  summer  wear  the  demand  has  narrowed 
down  to  white  serge  and  pencil  stripes,  both  serge 
and  mohair.  The  bulk  of  the  orders  placed  so  far 
for  Fall  selling  ai'e  for  serges,  and  this  fabric  prom- 
ises to  be  the  best  selling  staple  fabric  for  the  coming 
Fall.  There  is  considerable  demand  for  poplin 
weaves  and  this  fabric  will  also  continue  its  vogue 
during  the  coming  Fall. 

Rough-surfaced  Fabrics. 

The  range  of  fabrics  put  out  for  Fall  has  been  a 
large  one,  and  so  far  as  the  initial  buying  is  con- 
cerned, the  indications  are  all  in  favor  of  rough-sur- 
faced fabrics.  The  cloths  sokl  are  from  10  to  12-oz. 
weight  and  are  of  the  right  substance  for  the  pro- 
duction of  the  naiTow  skirt  and  severely  tailored 
coat. 

The  jobbing  trade  is  placing  the  bulk  of  their 
orders  for  plain  fabrics,  but  ret^iil  buyers  are  taking 
more  interest  in  fancies. 

Scotch  effects  are  very  popular,  and  inchulcd  in 
the  new  lines  of  fancies  are  boucles,  zibelines  and 
cameFs  hair  effect^s  in  striped  and  in  Itordered  novel- 
ties. 

As  till'  buying  season  advanca-*,  reversibla-s  in- 
crease in  favor.  Those  include  plaid,  striped  and 
])lain  backs  of  contrasting  color  used  with  a  plain 
or  fancy  fabric.  Wool  velours  in  10  fo  15-oz.  weights 
are  selling,  both  for  street  suits  and  for  long  separate 
C(.ats.  Broadclotlis  will  have  a  fair  rejiresonlation. 
and  mannish  clotlis  are  doing  well,  especially  with 
the  making-up  trade. 
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Modern  Store  Equipment 


Susy    Month    for    Trimmers 

Stocks    Reduced    and    Profits    During   June   Sales 

and  Window  Merchandising — Stimulate  Sales 

by  Frequent  Changes  —  Coronation  Trims 

WINDOW  trimmers  have  an  opportunity 
during  June  to  display  more  than  goods 
in  carrying  out  different  required  window 
trims.  Through  co-operation  with  admen 
it  is  possible  to  display  enough  enthusiasm  to  carry 
many  departments  to  a  successful  conclusion  and 
thereby  avoid  a  lot  of  clean-up  lines,  which  would 
have  necessarily  to  follow  in  July  sales. 

By  this  is  meant  that  window  trimmers  have  one 
of  the  most  strenuous  months  of  the  year  before 
them  and  many  sales  can  be  made  through  sheer 
force  and  frequent  displays.  Ever-changing  trims 
will  be  necessary  in  order  to  pass  all  lines  before 
buyers,  and  displays  will  therefore  be  simple  and 
changed  often  enough  to  bring  departments  as  near 
as  possible  to  normal  conditions. 

Obtain  Profits  Not  Possible  in  July. 

Window  trimmers  are  responsible  in  no  small 
degree  and  l)ehind  their  efforts  and  consequent  sales 
is  just  that  difference  between  fair  profits  and  actual 
clean-up  prices.     It  follows  that  every  sale  made  in 


June  adds  just  that  much  extra  profit  to  a  season's 
sales  in  some  departments.  Window  men  work  with 
a  two-fold  purpose  during  June.  After  monthly 
plans  are  laid  every  sale  counts  and  window  decorat- 
ors can  take  much  credit  for  increased  sales  or  re- 
sults which  bring  stocks  to  such  a  point  that  no 
further  attention  is  required. 

Each  line  in  which  summer  selling  is  slow  or 
increased  stocks  are  evident  must  be  handled  in  no 
uncertain  way  so  that  every  opportunity  is  given  to 
the  heads  to  bring  sales  up  or  reduce  stocks.  Auto- 
matically they  will  finish  the  season  and  no  further 
clean-up  is  necessary.  In  other  words,  cut  prices  will 
not  be  a  deterrent  to  a  satisfactory  percentage  shown 
under  conditions  where  trimmers  and  admen  mer- 
chandise stocks  aggressively  during  June. 

Now  it  is  not  always  possible  to  obtain  this  object 
on  account  of  other  conditions,  but  windows  during 
this  month  certainly  can  be  made  sufficiently  attrac- 
tive to  attain  a  great  deal  nearer  than  is  sometimes 
the  case,  where  trimmers  are  apt  to  complain  that 
buyers  would  only  procure  some,  perhaps  more  un- 
seasonable, lines  for  sale  in  July.  From  a  correct 
standpoint  it  is  exactly  what  should  be  in  view,  and 
decorators  are  only  successful  in  case  buyers  are 
given  this  opportunity.  Leave  it  to  them  if  they  buy 
unseasonable  coods. 


Embroidery   window   for   R.    McKay   &   Co..   Hamilton,    dressed   by    H.    Robinson.     Piece   goods    draped    on    wax    figures    to 
show   how   they  look   when   made,    were   the   feature   of    this   display.     These   drapes    corresponded    with    fashion 
plates   of  embroidery  dresses,   placed  at  intervals   in   the  trim.     Contrasting    flowers    were    used    on    each 
. unit   and  Iptnk  satin   rosettes   completed  a   striking   grouping. 
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Lingerie   window  emphasizing   June   whitewear.      This   display   was  24  feet  long.      A   panelled   mahogany    background    and 

green   p  le   carpet  on    the   floor   were  used,   and    the   color   scheme   was  pink    and    white.      Accessories,  slippers,   silk 

hosiery,   etc..   were   also   shown.       Arranged    by    J.    R.    Coulombe,    for    Murphy-Gamble.   Limited.  Ottawa. 


Among  those  departments  usually  requiring  dis- 
play during  June  it  will  be  found,  no  doubt,  that 
whitewear  is  the  most  important.  It  seems  that 
June  is  a  more  propitious  month  for  white  lines  than 
in  January  or  February  white  sales,  and  that  usually 
greater  interest  is  taken  both  by  customers  and  help. 
This  is  also  evident  in  actual  sales  and  in  greeting 
warm  weather  it  is  sensible  to  feature  lines  most  in 
demand  and  whitewear  is  certainly  in  this  category. 

Several  Lines  Must  Have  Display. 

But  there  are  several  other  interests  which  natur- 
ally require   pul)licity    for   reasons   mentioned,    and 


these  annual  events  have  of  necessity  developed  into 
tJiree  or  four-day  sales  in  order  to  gain  results  in  all 
departments  alike. 

No  matter  what  arrangement  is  made  to  handle 
business  directly,  after  King's  birthday  will  find 
many  lines  demanding  immediate  merchandising 
and  display.  There  are  the  semi-annual  whit«  sale, 
dressgoods  and  silks  sales,  annual  sale  of  remnants, 
sale  of  wholesalers'  specials,  suits  and  dresses  to  clear, 
annual  blouse  sale  and  combined  with  this,  prepar- 
ations for  June  weddings  and  offering  to  interest 
l)rides-to-be  in  outfitting  or  young  men  in  preparing 


Centre   Itdee   and   counter   display  of   laces   and   cloves.       Neckwear   case,  is  also   shown.     These  are   not    too    crowded    and 
each  article    or    drape   stands  out    clc.irly.       By  J.    C     Edwards,    for  A.    W.   Cressman,    Peterborou(fh> 
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All  these  many  lines  must  be  given  representa- 
tion and  trimmers  have  no  easy  task  before  them, 
whether  the  advertiser  combines  the  events  in  one  or 
two  announcements  or  as  separate  sheets  of  depart- 
mental importance. 

Holidays  a  Factor. 

There  is  also  another  feature  which  must  be 
taken  into  consideration  and  extra  holidays  of  which 
June  22nd  is  one  as  well  as  Decoration  Day  and, 
directly  afterward,  Dominion  Day,  make  it  possible 
to  maintain  prices,  although  it  is  still  more  impera- 
tive that  extra  changes  of  windows  be  made  to  also 
take  advantage  of  this  business.  Holidays  direct 
business  to  ready-to-wear  departments  and  if  dress 
goods  and  silks  are  going  to  be  properly  reduced  to 
normal  this  must  be  considered  as  an  important 
factor  and  it  is  suggested  that  dress  goods  be  offered 
during  the  second  week  of  June.     Under  the  usual 


and  energy  in  order  to  properly  merchandise  sur- 
plus stocks  and  lines  procured  at  price  concessions. 

While  a  number  of  lines  may  possibly  be  sold 
remarkably  close,  satisfaction  follows,  when  some- 
what slow  sellers  are  cleaned  up  and  a  measure  of 
profit  allowed  instead  of  percentages  being  lessened 
by  sales  at  cost  or  sometimes  less,  which  often  occurs 
in  July. 

Hour  or  Half-day  Events. 

One  of  the  most  approved  ways  of  handling  all 
these  lines  is  to  conduct  hour  sales  either  Wednes- 
days or  Saturdays  or  even  twice  a  day  during  each 
day  of  the  sale.  Necessarily,  these  hour  sale  offer- 
ings are  strong  price  attractions  and  windows  are 
dressed  alternately,  allowing  one  day's  view  of  aa 
advertised  line.  It  will  be  seen  that  two  windows 
must  be  allotted  to  hour  sales  or  daily  price  attrac- 
tions.    Every  department  should  be  allowed  one  or 


CORONATION  WINDOW  SETTING  SUGGESTED  BY  W.  G.  MOIR,  TRIMMER  FOR  G.  W.  ROBINSON  CO..  HAMILTON 

Background  —  Green  velour  and  loops  of    Coronation    ribbon.       Outside  pillars  —  Coronation   blue.       Centre   pillar  —  AVhite    and   blue 
ribbon  in  bars.      Floor  —  >A^hite   felt.      Crowns  —  Gilded   cardboard.      Shields  —  Royal  blue   mat,  with   white    lettering. 


the  home.  This  brings  prominently  the  demand  of 
the  home-furnishing  section  before  the  public. 
June  program,  windows  focus  attention  on  all  sale 
goods  mentioned  and  in  order  to  carry  these  lines  it 
will  be  found  necessary  to  have  each  trim  simple, 
snappy  and  quickly  changed. 

Affected  by  Stocks  Bought. 

Of  course  a  great  deal  depends  on  how  buyers 
fare  in  their  quest  for  bargains  at  the  wholesale  stock- 
taking sales,  but  usually  immense  quantities  of  spe- 
cials are  bought,  which  also  add  to  a  window  trim- 
mer's duties.  As  these  goods  are  mostly  wash  fabrics, 
cottons  and  similar  lines,  window  space  must  be 
allotted  and  trims  made  by  combining  these  numbers 
with  slow  sellers  or  clean-up  lines  in  the  wash  goods 
section  and  quoting  at  a  special  popular  price. 

June  business  must  certainly  surpass  all  previous 
efforts  and  window  trimmers  must  give  extra  vim 


two  offerings  of  this  kind  to  direct  sales  to  lines 
prominent  in  each  section.  Low  price  items  must  be 
recognized  business-bringing  lines  if  every  benefit 
is  to  accrue  from  June  events. 

Displays  for  Whitewear  Sales. 

For  the  first  week  after  the  King's  birthday, 
window  trimmers  can  combine  on  lines  suitable  for 
a  whitewear  sale  and  also  give  assistance  so  that 
bride.s-elect  can  take  advantage  of  facilities  in  dress 
goods  and  silk  departments.  It  will  be  found  that 
whitewear  stocks  will  divide  into  suitable  prices  and 
it  will  be  possible  to  dress  about  four  one-price  win- 
dows, say  89c,  $1.49,  $1.99  and  $2.49,  and  devote 
one  space  to  princess  slips,  bridal  sets  or  high-class 
pieces  at  odd  prices.  Sometimes  a  whole  store  front 
is  devoted  to  whitewear.  Interiors  are  usually  done 
in  white  and  present  an  airy  appearance. 

Contrasted  with  this,  and  as  most  brides  will  select 
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Fancy   china  and  linen   display   for   bride's  shower   novehies.      Panels    can    be   done    in    sky    blue     yellow 

or  nile,  and   floral   decorations  of  orange  blossoms  interspersed  throughout.     Dressed   by 

Warren   Andrews,   for  the  Anderson  Co..   St.    Thomas. 


cream  for  their  gowns  or  traveling  costumes,  displays 
will  include  eoliennes,  voiles,  crepe  de  chenes,  mar- 
quisettes, san-toys  or  different  weight  serges  and 
cheviots.  Suggestions  in  allovers,  nets,  bandings 
and  trimmings  are  combined  in  this  window.  Trim- 
mers_  will  find  that  cards  calling  attention  to  June 
appointments  in  dressmaking  parlors  and  knowledge 
of  prevailing  styles  are  necessary  in  this  showing. 

In  conjunction  with  this,  corset  displays  again 
become  prominent  and  windows  must  show  latest 
models.  Dressmakers  assist  more  at  this  time  than 
usual  in  completing  sales  on  better  styles  of  corsets. 


As  part  also  of  an  exceptional  value  campaign, 
allover  laces,  embroideries,  corset  cover  embroideries 
and  lace  or  embroidery  edgings  and  insertions  are 
quoted  at  odd  prices.  One  window  is  allowed  for  a 
special  price,  say  Valenciennes  laces  at  2y2C  or  em- 
broideries and  insertions  at  914c  yard.  Usually  a 
line  is  procured  at  a  wholesale  stock-taking  sale, 
which  averages  well  with  lines  to  be  cleaned  up  and 
makes  an  unusual  price. 

In  the  home  furnishing  section,  two  departments 
enter  very  prominently  in  the  whitewear  sale,  lace 
curtains  and  white  enamel  beds.    "V^ery  often  a  com- 


Counter   and   ledKe    display   of   corsets   for   demonstrations   or  holidays.     A    simple  arrangement  of   busts 
and   styles   within  the   department.      By  J.  C.   Edwards,   with    A.    W.   Cressman.    Peterborough. 
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bined  window  is  made  in  June,  showing  materials 
for  making  net  bed  spreads,  bobbinet  or  sash  cur- 
tains and  dresser  or  stand  covers.  About  six  prices 
are  quoted  on  lace  curtains,  and  lines  suitable  for 
drawing  rooms  are  best  to  show.  Of  course  there  are 
a  great  many  other  ideas  in  this  department  of  inter- 
est to  those  contemplating  matrimony,  but  those 
mentioned  fit  best  with  whitewear  sales. 

Cull  Dress  Goods  Stocks. 

Closely  following  this  event  come  the  annual 
dress  goods  and  silk  sales.  This  could  be  ready  for 
June  15th  and  run  for  about  three  days.  Policy  and 
previous  successes  have  educated  salesmen  that  two 
prices  will  clean  up  dress  goods  stocks  and  it  requires 
foresight  and  often  nerve  to  suggest  that  some  quali- 
ties and  shades  have  to  be  included.  However,  each 
bolt  in  stock  should  be  considered  and  if  any  doubt 
is  expressed  about  selling  probabilities  or  if  style 
tendencies  make  it  undesirable,  first  cut  price  is  best 
and  always  higher. 

Salesmen  will  be  called  upon  to  use  judgment  in 
culling  stock  and  only  by  anticipating  conditions 
or  overcoming  this  season  results  will  any  measure 
of  success  be  reached.  If  any  doubt  is  felt,  why  not 
offer  a  chance  to  clear  in  the  three  days'  sale?  A 
better  idea  will  be  formed  and  salesmen  will  be  able 
to  speak  authoritatively  regarding  each  line  and  some 
criterion  will  be  possible  as  a  basis  for  future  prices 
or  style  tendencies. 

If  all  undesirable  or  suitably  marked  lines  are  to 
be  offered  at  two  prices,  two  windows  will  be  required 
for  a  representative  showing  and  it  rests  with  trim- 
mers to  make  the  best  possible  use  of  these  short 
lengths  and  clearing  lines.  Longer  pieces  and  slow 
sellers  are  always  placed  on  important  stands  and 
ticketed.     Good  results  follow  on  sale  days. 

Silks  and  Remnant  Windows. 

Another  special  price  event  equally  important  is 
the  silk  sale  also  held  now.  Not  often  do  special  pur- 
chase silks  feature  in  this  event,  as  it  is  too  early  for 
offerings  of  this  kind.  Windows  of  Shantung  silks, 
foulards  or  novelties  will  show  price  leaders  on  qual- 
ity and  value  in  order  to  create  interest  in  piece 
offerings  or  more  staple  grades. 

For  Saturday  following,  remnants  of  dress  goods 
could  be  used  in  completing  a  busy  week.  Some 
trimmers  combine  all  ends  in  one  window  and  some- 
times if  quantities  are  large  or  it  is  thought  advis- 
able, short  lengths  left  from  the  three  days'  sale  are 
measured  up  and  the  entire  lot  in  graded  windows 
at  25,  39,  49  or  69c,  reduce  dress  goods  remnants  to 
a  minimum.  That  previous  announcements  and 
offerings  have  created  an  amount  of  enthusiasm  will 
be  found  and  it  is  up  to  window  trimmers  to  main- 
tain this  spirit  as  late  in  the  season  as  possible. 

Coronation  Week. 
During  the  three  days  preceding  Coronation  day 
interest  can  again  be  made  to  centre  in  ready-to-wear 
lines.  Window  displays  are  necessary  and  must  be 
placed  early  in  the  week  to  meet  clearances  of  suits 
and  dresses  and  the  annual  shirt-waist  sales.  At  this 
time  a  determined  effort  is  made  to  clear  all  suits  and 
heavier  dresses  left. 

Samples  of  Price  Reduction. 

Waist  sales  will  possibly  require  about  four  win- 
dows to  .'^how  a  complete  range.    This  is  an  appropri- 


ate time  to  create  business  on  separate  waists  and 
stocks  will  be  found  complete  with  perhaps  a  twenty- 
five  or  fifty  dozen  assortment  just  received  from  the 
factory  at  a  popular  price.  It  will  be  found  that  last 
season's  successful  sale  will  add  to  quick  response  by 
customers  and  earlier  selections  this  year.  Other 
ready-to-wear  lines  and  smaller  necessities  at  this 
time,  belts,  gloves,  neckwear,  parasols  and  hosiery 
are  ^hown  throughout  these  principal  trims. 

Wholesalers'  Stock-taking  Snaps- 

In  order  to  introduce  wash  goods  and  sheer  white 
goods  it  will  be  found  advisable  to  show  occasionally, 
suitings,  delaines,  lawns,  Persians  and  organdies. 
Some  trimmers  run  one-price  windows  on  quantity 
lots  of  ginghams  and  muslins  secured  at  savings  dur- 
ing wholesale  stock-taking.  These  windows  can  be 
dressed  for  Wednesdays,  Saturdays  or  hour  sales.  It 
will  be  found  that  rousing  business  will  result  and 
stocks  will  show  conditions  desired.  The  extra  goods 
bought,  added  to  surplus  stocks,  give  every  excuse  for 
displays  that  create  business. 

Every  window  trimmer  has  numberless  opportun- 
ities to  stimulate  sales  to  unthought  of  records.  Price 
levers  are  startling  throughout  the  store  if  sufficient 
snaps  are  procured  on  the  last  buying  trip  of  the 
season,  to  warrant  clean-up  prices  on  lines  apt  to 
become  unseasonable  for  another  year. 

Lines  cleared  by  wholesalers  are  usually  those 
not  likely  to  be  altogether  in  demand  another  season 
and  buyers  are  most  often  guided  by  this  end  of 
season  clearance.  Apart  from  that,  window  trim- 
mers get  new  lines  to  show  and  price  quotations  suffi- 
ciently strong  to  attract  customers.  Sales  should  be 
so  far  ahead  that  no  notice  need  be  paid  to  extra 
holidays  and  consequently  less  business  days. 


Two  Useful  Display  Fixtures 

Revival  of  Chop  Bowl  Stands  and  How  to  Make 

a   Glove   Circle  —  Materials   and   Dimensions 

—  Simple  in  Construction 

Trimmers  who  care  to  make  their  own  fixtures 
can  also  make  a  glove  stand  of  3-8  inch  and  1-4  inch 
brass  tubing  and  discarded  cash-carrier  wire.  If  a 
base  is  not  available,  a  wooden  pedestal  serves  just 
as  well  and  the  upright  is  inserted  at  the  centre  top. 

First,  the  upright  can  be  any  height  and  1  1-4 
inch  brass  tubing  is  best.  The  outside  circle  is  about 
36  inches  in  diameter  on  a  6-foot  stand  and  the 
inner  circle  24  inches.  Any  number  of  glove  arms 
are  possible.  These  are  made  of  wire  bent  in  suit^ 
able  shape  for  holding  gloves  and  some  trimmers 
add  a  small  finger  like  projection  so  as  to  show 
gloves  full  length.  Each  of  these  arms  are  soldered 
in  place  or,  if  necessary,  a  small  thumb  screw  can 
easily  be  made,  which  will  answer  the  purpose  and 
make  them  adjustable.  Small  sash  fixtures  are  also 
used  frequently. 

Trimmers  will  find  all  the  materials  quite  handy 
and  with  a  hack  saw,  wire  pliers,  solder  and  soldering 
iron,  a  fixture  of  this  kind  can  be  made,  which  should 
not  cost  more  than  one  dollar  each.  That  is  allowing 
the  home-furnishing  section  full  retail  price  for 
brass  tubing  used. 

Owing  to  the  interest  taken  in  the  revival  of 
"chop  bowl"   stands  for  using  in   connection   with 
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coronation  displays,  an  illustration  is  given  this 
week  of  this  easily  draped  fixture.  This  stand  is 
simply  a  chop  bowl  or  20c  butter  bowl  on  an  ordin- 
ary adjustable  upright  with  6x8-inch  base.  At  pres- 
ent, trimmers  attach  the  top  so  that  it  is  fixed  to  any 
angle  until  the  upright  is  reached  by  the  edge  of  the 
bowl  or  practically  one  quarter  circle  sweep  is 
allowed. 

This  stand  has  been  in  use  for  a  number  of  years 
but  following  the  suggestion  that  crowns  made  of 
gilded  card  are  fitted  on  the  top  and  the  idea  can  be 
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Glove  stand  made  of  ,^,^  inch 
and  lJ4  inch  brass  tubing. 
Each  projection  is  discarded 
cash-carrier  wire,  bent  as 
suggested  1  rimmers  have 
all  materials  quite  handy. 
Used  by  H  C.  McDonald, 
with  Murray-Kay,  Limited. 
Toronto. 


"  Chop  Bowl  "  stand  revived 
for  Coronation  displays  and 
particularly  suited  for  crowns 
on  each  drape.  German  trim- 
mers have  used  this  stand 
effectively.  Any  trimmer  can 
add  it  to  his  stock  of  fixtures. 


further  enhanced  by  inserting  hatpins  to  represent 
jewels,  trimmers  have  been  inquiring  about  it. 

In  prize  windows,  German  trimmers  have  used 
"chop  bowl"  stands  effectively  and  some  of  their 
finest  fabric  displays  are  made  on  this  fixture. 

Some  very  simple  drapes  are  made  and  with  the 
top  placed  at  a  correct  angle  a  regular  hip-form  or 
skirt  drape  can  be  arranged  not  unlike  a  half  or  shell 
form  in  outline. 

Trimmers  are  u.-^ing  two  materials  with  their 
drapes  especially,  when  silks  are  shown  and  patterned 
silks  are  combined  with  plain  shades  to  match  in 
keeping  with  the  vogue.  In  showing  shepherds' 
checks,  plain  military  serge  is  placed  over  the  top 
and  shows  a  panel  in  the  drape  to  the  bottom.  Long 
sweeping  lines  are  possible,  which  is  another  reason 
this  stand  is  being  used  for  Coronation  displays. 


Emblems   for   Coronation 

Designs  Shown  by  Importers — Placques,  Crowns, 
Shields,  Coats-of-Arms  and  Lanterns  —  Many 
Trimmers  Planning  Important  Window  Displays 

Numbers  of  inquiries  have  been  received  desiring 
information  about  suitable  decorations  for  corona- 
tion  festivities,   which   are  being  planned   all   over 


Canada.  Nearly  every  town  of  any  importance  will 
hold  a  celebration  of  some  character  and  merchants 
are  taking  advantage  of  publicity  to  be  gained 
through  this  national  event,  hence  the  inquiries. 

Although  it  is  now  impo.ssible  to  import  any  fur- 
ther quantities  and  receive  them  in  time  even  in  cab- 
ling for  immediate  .shipments,  those  decorations 
which  were  particularly  appropriate  are  described. 

Among  novelties,  crowns  and  coats  of  arms  have 
been  the  best  sellers  and  although  a  number  of  sizes 
were  shown  two  dimensions  have  taken.  Among 
different  crowns  offered,  the  most  popular  design  is 
that  introducing  the  cu.shion  base,  .sceptre  and  orb. 
Regular  Canadian  coats  of  arms  patterns  were  popu- 
lar. These  were  made  in  gold,  aluminum  and  com- 
bined colors,  and  18-inch  and  36-inch  .sizes  have 
proved  most  in  demand. 

Lamps  and  lanterns  were  of  numerous  designs. 
Plain  or  ruby  gla.ss  in  bucket,  collapsible  effects  and 
cut-out  papier  mache  in  colonial  patterns  have  all 
been  bought.  Manufacturers  of  Chinese  lanterns 
have  also  brought  forward  illustrated  samples  suit- 
able for  the  occasion.    One  of  the  prettiest  globes  was 


Coronation    window    accessories,  streamers,   crowns,  lanterns 

and    emblems,    being    imported   by  trimmers    for 

appropriate    holiday   displays. 


box-like,  about  7x9x4 V^  ins.,  with  ovals  in  each  side, 
showing  a  picture  of  King  George  or  Queen  Mary 
amid  national  flags,  crowns  and  floral  wreaths.  Cut- 
out designs  lined  with  difforont  colored  paper  show- 
ing in  either  side. 

Bucket  lamps  in  more  expensive  designs  were 
made  of  cathedral  gla.'^s  and  fitted  with  small  lamps 
wliich  burn  for  three  hours.  These,  of  course,  are 
safer  than  candles. 

Different  popular  prices  were  asked  and  samples 
quoted  from  25c  to  $1.00  each,  according  to  size. 
^huly   trims  arc   po.^sible 


Sudden  Call  for  Coat  Suits 

Neat,  Plain-tailored  Styles,  with  26-inch  Jacket, 
are  Being  Ordered  —  White  Serge  Suits  Favor- 
ed —  Indications   of    Good  Fall   Demand. 

THE  Spring  suit  season  has  been  a  good  one ; 
the  very  fact  that  it  has  been  late  and  cold 
has  been  all  in  favor  of  a  good  suit  business, 
and  the  major  part  of  the  repeats  received 
has  been  for  suits.  Notwithstanding  this,  manufac- 
turers were  not  prepared  for  a  demand  that  has 
sprung  up  in  the  first  warm  days  for  linen  coat 
suits. 

When  the  early  samples  were  shown,  a  few  suits 
of  this  class  were  included  in  the  line.  Orders  were 
practically  nil,  and  the  trade  had  no  faith  in  thcin 
as  a  selling  line.  At  the  New  York  openings  in 
February  and  March  there  was  nothing  doing  in  coat 
suits,  and  the  Canadian  trade  passed  them  up  as  a 
dead  item. 

Perhaps  it  is  because  women  have  become  accus- 
tomed to  a  suit  for  street  and  informal  wear,  but  the 
first  warm  days  brought  in  to  the  manufacturers  a 
demand  for  samples  and  orders  followed  for  im- 
mediate delivery. 

The  suits  wanted  are  those  with  the  slightly 
shaped-in  jacket,  26-in.  long,  in  plain  tailored  styles 
with  the  notched  collar,  or  in  semi-tailored  models 
with  bands  of  Plauen  lace  let  into  the  coat,  and  with 
plain  tailored  skirts. 

The  materials  are  rep,  cotton  suiting  and  silk  and 
linen  mixtures  and  white,  tan  and  pink,  sky  and 
helio  are  the  colors.  White  and  tan  are  the  big  sell- 
ers, the  proportion  being  in  an  order  of  100  suits, 
40  white,  40  tan,  and  the  rest  divided  between  pink, 
sky  and  helio. 

It  is  hardly  to  be  expected  that  there  will  be  a 
stampede  for  washing  coat  suits,  but  there  promises 
to  be  a  very  respectable  business  done.  It  is  the 
fact  that  no  one  was  expecting  this  business  that  is 
bringing  it  into  such  special  prominence. 

Indicates  Good  Fall  Suit  Season. 

The  fact  that  such  a  demand  is  springing  up  is 
a  most  promising  indication  of  a  good  suit  business 
in  the  coming  Fall. 

Summer  orders  are  being  placed  for  white  serge 
suits  and  for  white  serges  with  black  hairline  stripes. 
The  newest  of  these  have  some  form  of  large  collars 
with  long  revers.  These  collars  are  of  black  satin 
and  braid,  or  black  and  white  braid,  or  striped  silk 
or  satin. 


Though  the  straight  line  effect  is  preserved,  more 
fullness  is  creeping  into  the  skirts.  The  skirt  with 
the  panel  back  and  front  is  the  cut  most  favored. 

There  is  very  little  change  in  suit  styles  for  Fall. 
Coats  are  cut  a  little  longer,  but  the  almost  straight 
effect  is  preserved.  A  feature  that  is  expected  to  de- 
velop is  the  use  of  velvet  for  collars,  cuffs  and 
facings. 


Corset  Lines  Satisfactory 

There   Will   be   Little    Change    in    Fall    Lines  — 

Low-cut    Natural     Figure    Models    are     Favored 

—  The    Brassiere    a   Popular   Accessory. 

According  to  the  makers  who  are  preparing  for 
the  Fall  season,  there  is  not  to  be  any  change  of 
moment  in  the  new  corsets  put  out  for  Fall.  The 
present  style  of  corset  is  well  established,  and  is  so 
comfortable,  and  gives  such  good  lines  that  the  ma- 
jority of  women  wish  for  no  change.  There  may  be 
a  re-shaping  or  an  adding  to  in  individual  models, 
but  the  underlying  figure  will  remain  the  same.  Even 
if  Queen  INIary's  taste  in  dress  leads  to  the  introduc- 
tion of  fuller  skirts,  there  is  no  reason  seen  in  pres- 
ent fashions  for  any  change. 

The  high  bust  recently  introduced  by  some  manu- 
factui'ers  has  not  met  with  any  great  success,  and 
women  are  still  favoring  the  low-cut,  natural-figure 
models.  The  woman  who  laces  in  at  the  waist  is 
hopelessly  out  of  date.  No  effort  is  now  made  to 
obtain  the  small  waist;  it  is  the  hips  that  are  laced 
in,  and  the  change  not  only  makes  for  comfort,  but 
also   for  a  handsomer  figure. 

Even  the  woman  of  slender  figure  wears  a  long 
corset,  but  the  corset  must  support  and  fit  the  figure 
without  hampering  its  grace  of  movement.  The 
boning  must  be  arranged  so  as  to  give  a  spring  and 
the  contour  of  the  corset  must  run  in  line  with  the 
body  movement.  The  bones  do  not  run  to  the  edge 
of  the  skirt,  as  it  would  be  impossible  to  sit  down 
in  that  case,  but  care  has  to  be  taken  that  they  are 
the  right  length,  and  that  the  cut  is  so  arranged 
that  an  ugly  ridge  is  not  left  where  the  bones  end. 
Another  important  point  is  that  no  line  is  percept- 
ible across  the  bust,  showing  the  top  edge  of  the 
corset.  If  such  a  line  exists  the  corset  is  lacking  in 
grace  of  outline. 

To  obtain  the  firm,  rounded  bust  so  necessary 
for  the  proper  wearing  of  the  Empire  modes,  a  bras- 
siere is  worn.  The  majority  of  women,  both  stout 
and  slender,  now  wear  this  accessory.  Indeed,  few 
good  dressmakers  will  fit  a  gown  without  one. 


24 


READY-TO-WEAR     GARMENTS 


iJry  Goods  Preview 


One  of  the  more  flowing 
models  that  the  summer 
is  bringing  'into  vogue. 
The  gown  is  ol  blue  and 
grey  changeable  taffeta 
veiled  with  pale  grey 
chiffon.  The  velvet  band 
finishing  the  overskirt  is 
blue  and  the  straight 
flounces  are  headed  with 
a  pinked  out  ruche  of  the 
silk.  New  bolero  coat 
with  fashion  trimmed 
with  pinked  out  ruches 
is  of  the  changeable  silk. 
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WOMEN'S  SKIRTS 
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Juvenile  Lines  Selling   Well 

Extra   Repeats  Follow  Warm  Weather — New 

Fabrics    and    Dainty    Styles    are   Featured    by 

the  Manufacturers. 

Even  though  the  season  has  been  backward, 
misses'  and  children's  dresses  have  sold  well.  No 
matter  what  the  weather,  this  is  a  stock  that  is  bound 
to  move.  Now  that  the  long-delayed  Spring  weather 
is  arriving  extra  repeat  orders  are  coming  to  hand. 
The  effect  of  the  few  warm  days  of  last  week  has  been 
instant,  and  merchants  are  beginning  to  wire  orders, 
instead  of  writing,  in  theii'  anxiety  to  get  the  goods 
into  the  department. 


Paris  Model— Child's  party  dress  of  plain  and  printed  fine  cotton 
voile  made  of  a  slip  of  soft  satin.  "Where  the  plain  and  fancy 
fabric  joins  a  satin  cord  is  used  to  form  a  trimming  thnt  gives  an 
overskirt  effect-  Silk  crochet  buttons  and  a  ribbon  girdle  finished 
with  large  loops  drawn  throuijh  silk  covered  braided  buckles 
complete  this  damty  little  dress. 

Merchants  throughout  the  country  are  paying  a 
deal  of  attention  to  this  department,  as  they  find 
that  it  is  a  most  profitable  one  and  one  that  is  easy 
to  run  when  conducted  on  the  proper  lines. 
Moreover,  it  has  the  property  of  attracting  trade  to 
odther  departments.  Both  mother  and  her  little 
daughters  know  the  store  that  carries  the  smart-  up- 
to-date  stock  of  children's  dresses. 

The  manufacturer  spares  no  pains  to  .secure  new 
fabrics,  and  to  obtain  the  latest  style  information 
from  the  leading  foreigi\  style  centres,  and  an  im- 
portant fealiin'   in    the  progress  of  this  dei)artnicnt 


is  the  close  connection  with  and  the  reliance  placed 
by  the  buyer  on  the  judgment  of  the  manufacturer. 
It  is  becoming  tlie  rule  when  .special  orders  are  re- 
ceived to  turn  them  over  to  the  manufacturer  to  fill. 
Good  orders  are  coming  in  for  Fall.  The  dresses 
which  are  selling  best  are  those  of  serge,  principally 
in  navy,  but  also  in  white  and  cadet  blue.    Stripe  and 


Girl's  dress  of  navy  serge,  the  waist  cut  in  kimona  fashion  with 

yoke  and  sleeve   trimming  of  cadet  blue   outlined   with   rows  of 

narrow  braid.    Shown  by  the  Princess  Garment  Co. 


mixture  dresses  -are  also  ordered,  but  the  tendency  :s 
strongly  towards  serge. 

The  bright-colored  trimmings  known  as  corona- 
tion effects  are  .selling  freely;  other  trimmings  used 
are  braids,  strappings  and  buttons. 

Styles  are  exceedingly  simple,  the  kimona  waist, 
witii  collarless  neck  and  three-quarter  sleeves,  are  the 
best  .«ellers.  The  skirts  are  i^lain  and  laid  in  pleats 
turning  towards  the  back  and  forming  a  box-pleat  or 
panel  in  front.  As  a  rule,  these  skirts  are  devoid  of 
trimming,  just  turning  up  with  a  deep  hem.  This 
is  a  style  that  appeals  to  the  mother,  as  the  skirt 
can  be  easily  lengthened. 


The  June  Dress  Demand 

Simple    Styles  in  Chambray.  Gingham   and  Fancy 
Cotton     Fabrics  —  Marquisettes     in     Dainty     One- 
piece   Dresses  —  Some  Touches  of   Color. 

During  the  June  sales  the  stores  will  make  a  big 
feature  of  simple  morning  and  street  dres.^e5  of 
chambray,  gingham  and  fancy  cotton  fabrics.  These 
cnu  be  bouglit  in  nccc[)tiil>lo  luodt^ls  to  sell  from  $1.35 
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Smart  gown  of  black  and 
white.  [The  dress  is  of 
white  liberty  satin,  with 
scant  flounces  of  point 
Milan.  The  overskirt  of 
black  and  white  surah 
gives  the  new  winding 
drapery  outline.  Half 
of  the  bodice  and  shaped 
flounce  that  trims  the 
tunic  is  of  point  de 
Venise  Cincture  and 
sleeve  trimming  is  of 
black  velvet,  as  is  also 
the  line  of  covered  but- 
tons that  trim  the  side 
of  the  skirt. 
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up  to  $5.  The  values  are  surprisingly  good  and  the 
styles  are  neat,  the  dresses  being  both  well  cut  and 
finished. 

In  lingeries,  mull,  lawn  and  embroidery  models 
are  confined  chiefly  to  the  cheaper  grades.  In  bet- 
ter goods  marquisettes  and  voiles  are  the  decided 
leaders.  Marquisettes  can  now  be  had,  and  hand 
and  embroidered  marquisettes  made  up  in  dainty 
one-piece  dresses  in  straight  line  and  overskirt  ef- 
fects will  be  big  sellers.  Heavy  laces,  such  as  Venise 
and  Cluny,  are  more  used  than  Valenciennes.  These 
laces  are  combined  with  wide  bands  of  embroidery 
done  on  the  marquisette,  and  the  wider  these  em- 
broidery bands  are,  the  better  the  gown  sells. 

Many  dresses  are  touched  with  color,  but  white 
leads  for  Summer  wear.  The  butterfly  waist,  the 
collarless  or  Dutch  neck  and  the  three-quarter  or 
shorter  sleeve  are  the  big  features  of  this  class  of 
dress. 

Cotton  voile  and  marquisette  dresses  will  sell  for 
party  wear  during  the  coming  Fall,  and  voile  espe- 
ciallv  is  regarded  with  high  favor  for  the  Spring 
of  1912. 

Party  dresses  and  dresses  for  evening  wear  are 
made  of  silk  marquisette  over  satin  de  Chine,  and 
trimmed  with  wide  bands  of  handsome  embroidery. 
As  a  rule,  these  embroideries  are  worked  in  black 
Brussels  net  in  harmonizing  colors. 


Piles  of  snowy  whitewear,  particularly  when  they 
can  be  obtained  at  a  reduced  price,  have  a  strong 
fascination  for  feminine  buyers.  Therefore,  white- 
wear  sales  have  in  themselves  a  strongly  inherent 
element  o  fsuccess.  June  is  a  particularly  good  month 
to  hold  a  whitewear  sale,  coming  as  it  does,  just  be- 
fore the  heated  period  when  constant  changes  are 
necessary,  both  for  the  sake  of  health  and  comfort. 
Women,  too,  are  preparing  for  Summer  outings,  and 
are  glad  to  take  advantage  of  the  June  sales. 

Sample  lines,  soiled  goods,  lines  that  are  badly 
broken  into,  form  the  nucleus  of  the  June  sales,  but 
it  is  possible  to  obtain  fresh  new  stock  to  sell  at  close 
prices  that  will  greatly  add  to  the  drawing  power  of 
your  sale. 

These  garments  are  the  production  of  makers 
who  specialize  on  the  making  of  such  goods,  firms 
who  aim  to  do  nothing  else  but  make  leaders  and 
furnish  material  for  the  holding  of  special  sales.  The 
garments  are  w^ell  cut,  made  of  good  cotton,  and 
trimmed  with  good  quality  laces  and  embroideries. 
Garments  of  this  class  can  be  used  as  leaders  all  the 
year  round,  or  form  an  excellent  basis  for  a  special 
sale.  Their  use  will  draw  customers  to  the  depart- 
ment and  will  help  to  clean  up  the  regular  stock 
or  to  force  out  slow-selling  lines. 

The  needs  of  the  June  bride  are  to  be  considered, 
and  a  carefully  chosen  selection  of  garments  adapt- 
ed to  the  practical  needs  of  the  bride's  trousseau 
should  be  made  a  prominent  feature  of  the  June 
sales. 

Not  only  bridal  sets  should  be  shown,  but  graded 
outfits  at  specified  prices  should  be  arranged,  consist- 
ing of  all  the  underwear  a  bride  would  need,  and 
the  price  could  be  graded  according  to  the  number 
and  quality  of  the  garments. 


Separate  Coat  Novelties. 

The  high-cla.ss  ladies'  tailoring  trade  is  showing 
smart  short  coats  of  .soft  satin  and  changeable  silk 
to  wear  with  the  Summer  gowns.  There  are  many 
made  up  on  the  Incroyable  bolero  fashion,  and  shir- 
red into  the  waist  line  with  cords,  leaving  a  gathered 
edge  as  a  finish.  Other  models  have  long  postilions 
or  .sa.sh-like  ends,  and  are  trimmed  with  pinked-out 
ruffles  of  the  silk.  These  models  are  very  high  style 
and  are  only  mentioned  because  of  their  possible 
bearing  on  future  styles. 

For  Summer  w'ear  the  trade  h  asking  for  motor 
and  slip-over  coats  of  tan  linen  and  cotton  suitings, 
suitable  for  motor  wear.  These  are  made  to  fasten 
up  to  the  neck,  and  are  cut  on  loose,  comfortable 
lines.  The  backs  of  some  are  straight  and  not  a  few 
models  have  the  Raglan  sleeve.  Some  are  belted 
across  the  back  and  have  large  buttons  on  each  side 
to  hold  the  belt. 

There  promises  also  to  be  a  considerable  sale  of 
tussah  coats. 


For    the    Midsummer    Sales 

Likely   to  be  Good   Supplies   of    Staples    and 

Whitewear  —  Weather    Affects    Spring 

Dress   Goods. 

Staff    Correspondence 

Montreal  jobbing  houses  predict  plenty  of  sup- 
plies for  the  coming  Mid-summer  retail  sales  in 
staples  and  whitewear.  Retail  stocks  are  still  in 
good  order,  owing  to  the  long-continued  cold  weather 
which  prevented  people  buying  up  Summer-weight 
materials,  as  usually  happens,  long  before  this  time. 
Consequently,  there  have  been  few  repeats  as  yet,  and 
wholesale  stocks  are,  in  some  cases,  almost  un- 
broken. 

Supplies  in  cottons  are  in  good  condition,  as  are 
also  those  in  sheetings  and  similar  lines.  Prices  are 
higher  than  last  year,  and  will  probably  not  go  down 
at  all.  The  general  impression  is  that  there  will  be 
little  change  until  after  the  first  of  October. 

Blouses  are  not  largely  stocked  at  present.  Styles 
change  so  rapidly  that  manufacturers  will  not  turn 
out  any  lines  in  large  quantities,  even  if  the  whole- 
saler w^ould  stock  them,  which  he  will  not  take  the 
risk  of  doing,  but  all  the  wholesale  houses  have  fairly 
complete  stocks  of  material  for  the  manufacture  of 
blouses  on  hand,  which  can  easily  be  made  up  at 
short  notice. 

The  weather  has  affected  Spring  dress  goods. 
People  have  found  it  much  more  comfortable  to  wear 
light-weight  Winter  garments  almost  up  to  the  first 
of  May,  when  the  weather  took  so  marked  a  change 
that  they  are  now  buying  cotton  and  other  Summer 
goods,  and  Spring  materials  have  not  been  largely 
taken,  so  that  both  wholesaler  and  merchant  have 
unusually  large  supplies  of  these  to  clear  out. 

Linens  are  not  likely  to  feature  largely  in  the 
Mid-summer  sales.  For  this,  the  falling  off  in  sup- 
plies of  Russian  flax,  owing  to  the  fields  devastated 
and  loft  uncultivated  since  the  war,  is  largely  re- 
si>onsil)lo.  Stocks  in  linens  have  been  clearing  out 
gradually  and  with  firm  prices  now  prevailing,  and 
tlie  certainty  of  a  coming  higher  rate,  jobbers  gen- 
erally do  nni  auiiiipate  any  important  linen  "sales." 
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Novelties   Featured   in    Lingerie    Lines 


Tailor-cut  Underwear  Void  of  Fullness  or  Frills  —  Black  Ribbon  Velvet 
as  Petticoat  Trimming  —  New  York  Placing  Heavy  Orders  on  Seal  Plush 
and   Caracul   Coats  —  New    Fall   Styles   in    Separate   Coats  —  Waist    Models 
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Office  of  The  Dry  Goods  Review, 
115  Broadway,  New  York,  May  11,  1911. 

HE  lastcst  novelty  in  Parisian  imported  lin- 
gerie is  the  tailor-cut  underwear,  which  is 
void  of  fullness  and  frills.  It  is  made  of  the 
sheerest  linen  lawn  and  is  trimmed  along 
the  edges  with  tiny  narrow  bands  of  fine-striped 
linen,  pink  and  white,  green  and  white,  ciel  and 
white,  helio  and  white,  as  the  taste  of  the  wearer  may 
dictate.  The  nightgown  is  cut  with  long,  easy-fitting 
sleeves  without  a  particle  of  fullness  where  it  is  put 
into  the  arm-hole,  and  is  held  close  at  the  wrists  by 
a  narrow-striped  band,  which  buttons  close.  Below 
the  band  is  a  curved  part  that  falls  in  a  rounded  point 
over  the  outer  hand,  also  edged  with  a  narrow  bias 
band  of  the  stripe. 

The  low  round  neck,  set  with  a  few  gathers  in 
the  middle  of  the  front  and  back,  is  also  edged 
with  the  stripe,  and  a  narrow  stripe  of  the  same 
ties  it  under  the  bust.  A  quaint  night-cap,  also 
trimmed  with  the  bias  stripe,  goes  with  the  set.  The 
chemise  follows  the  same  plain  cut  and  has  no  full- 
ness either  back  or  front,  but  opens  on  the  shoulders 
and  is  edged  round  by  the  striped  bias  fold.  The 
drawers  are  gored  and  are  set  into  a  perfectly-fitting 
yoke.  A  straight  flounce,  with  a  scalloped  edge  is 
set  on  as  the  trimming,  the  edge  of  the  flounce  being 
scalloped  and  bound  with  the  bias  fold. 

The  French  women  are  adopting  the  long-sleeved 
nightgown.  These  gowns  are  of  the  sheerest  lawn 
and  the  sleeves  are  cut  as  described  above.  Often  they 
are  finished  with  a  %-inch  band  of  lawn  hemstitched 
on  each  edge,  through  which  is  drawn  a  running 
ribbon,  which  shows  a  hint  of  color  through  the 
transparent  fabric.  This  running  ribbon  is  pulled 
through  worked  holes  at  intervals  and  tied  in  flat 
bows.  Wider  ribbons  used  in  the  same  way,  draw 
in  the  fullness  of  the  drawers  and  tie  in  a  bow  at 
the  outer  side,  making  a  charming  finish. 

More  elaborate  underwear  shows  hand  embroid- 
ery and  scalloped  edges,  in  addition  to  the  ribbon 
used  in  the  manner  described. 

This  is  the  extreme  French  mode,  but  besides 
there  is  no  lack  of  handsome  lace-trimmed  and  em- 
broidery-trimmed sets  showing.  Thus  a  set  of  ex- 
quisitely fine  batiste  is  trimmed  with  row  upon  row 
of  fine  Valenciennes  lace  set  into  the  yoke  and 
sleeves.  The  drawers  are  of  the  jupe  pantaloon 
model,  that  is,  in  one  piece  from  the  waist  to  the 
knee,  without  a  ruffle,  and  fitted  at  the  waist  exactly 
like  a  skirt,  and  the  chemise  is  made  with  an  inverted 
pleat  at  the  back  to  do  away  with  any  unnecessary 
fullness. 

® 

Messaline  the  Favored  Petticoat  Fabric. 

The  softer  the  material  of  the  petticoat  the  V)et- 
ter  for  the  narrow,  clinging  skirt  worn  now.  The. 
latest  petticoats  are  very  smartly  cut  and  beautifully 
finished.  There  is  not  a  particle  of  extra  fullness, 
but  ample  freedom  in  walking  is  provided  for.   The 


new  skirt  is  gored  to  below  the  knees,  and  is  con- 
tinued by  a  o-inch  knife-pleated  flounce. 

A  new  petticoat  trimming  is  a  flat  silk  fringe.  A 
jersey  top  skirt  has  a  pleated  flounce  of  messahne, 
over  which  falls  a  6-inch  fringe  to  match.  Another 
new  model  has  the  frill  caught  into  a  band  at  the 
bottom  as  well  as  at  the  top. 

Black  ribbon  velvet  is  the  latest  petticoat  trim- 
ming. A  new  model  that  hugs  the  hips  closely  has 
loops  of  black  velvet  ribbon  stitched  to  the  centre  of 
the  accordion-pleated  frill,  through  which  a  flat  fold 
of  silk  is  run  and  the  lower  edge  of  the  frill  as  an 
applied  band  of  the  velvet.  The  approved  petticoat 
colors  are  emerald,  cerise,  Copenhagen  and  grey, 
with  black  as  usual  staple. 

® 

Summer  Styles  in  Coats  and  Wraps, 

Manufacturers  are  now  preparing  for  a  Summer 
business  in  pongee  and  linen  coats.  Up  to  date  the 
favorite  coat  has  been  the  one  of  navy  blue  serge,  and 
orders  are  still  coming  in  for  them.  The  coats  sell- 
ing are  cut  full  length,  and  to  give  the  long,  straight 
lines  the  large  collars  are  made  of  moire  or  satin 
or  are  trimmed  with  black  and  white  or  blue  and 
white  striped  silk  or  broad  black  and  white  braids. 
The  satin  coat  has  been  quite  a  success,  but  is  now 
being  duplicated  in  cheap  fabrics,  which  promises 
to  kill  the  vogue  of  this  fabric  so  far  as  the  coat  trade 
is  concerned. 

'N^ery  large  orders  have  been  booked  for  seal, 
plush  and  caracul  coats  for  the  coming  Fall,  and  it 
would  appear  that  their  vogue  will  be  greater  than 
ever  Some  of  these  garments  are  fur-trimmed  and 
all  are  so  made  as  to  closely  resemble  a  fur  coat.  A 
few  three-quarter  length  coats  have  been  shown,  but 
the  big  success  has  been  scored  with  the  full-length 
models. 

® 

Children's  Wear. 

Children's  wraps  partake  in  a  large  measure  of 
the  styles  of  their  elders  this  season.  The  Empire 
coat  models  are  particularly  suited  to  childish  figures 
and  some  lovely  little  coats  are  sho\N'ing  made  of 
tussah,  serge  or  mohair.  Lingerie  or  lace  collar  and 
cuff  sets  are  much  used,  and  the  sailor  shape,  with 
eyelet  work  and  an  ed'ging  of  ^"alenciennes,  is  spe- 
cially effective. 

For  the  small  tot  the  smartest  designers  are  show- 
ing dainty  pique  and  lingerie  coats  of  straight  cut 
lavishly  trinnned  with  hand  embroidery.  Some  of 
these  lingerie  coats  are  trimmed  with  eyelet  embroid- 
ery and  Chmy  and  arc  lined  with  pink  or  blue 
China  silk. 

Empire  dresses  for  two.  three  and  four-year-old 
girls  are  trimmed  with  A^alenciennes  or  baby  Irish 
and  dainty  sprigs  of  hand  embroidery.  Other  dainty 
dresses  are  rep,  trimmed  with  eyelet  embroidery  and 
are  made  in  kimona  style. 
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Divided  skiit  of  white 
serge  The  blouse  is 
of  fine  cotton  voile  with 
sailor  collar  and  cuRs 
of  colored  voile. 
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Pretty  Waist  Models. 

Summer  styles  are  now  out  and,  notwithstanding 
the  large  distribution  of  marquisette  waists,  the  in- 
dications are  that  the  demand  will  grow  still  larger 
as  the  heated  season  approaches.  Not  only  are  ela- 
borate hand  embroidered  models  selling,  but  semi- 
tailored  models  cut  in  butterfly  and  semi-butterfly 
effect,  trimmed  with  heavy  lace  or  with  colored  hand 
or  machine  embroidery  selling. 

The  new  note  in  lingerie  models  is  the  free  use 
of  colored  embroidery.  Not  only  are  colored  pat- 
terns worked  upon  lawn  or  batiste  used,  but  the  trim- 
ming laces  have  threads  of  the  same  color  worked  into 
them. 

A  good  deal  of  attention  is  given  to  the  buttons, 
and  not  only  are  crochet  buttons  freely  used,  but 
many  fancy  pearl  buttons  are  used,  some  of  which 
are  colored. 

The  peasant  waist  still  leads,  but  many  models 
show  the  sleeve  set  in  underneath,  and  this  cut  is 
favored  as  it  gives  a  neater  fit  and  more  comfort. 
Only  staple  numbers  show  the  long  sleeve,  the  three- 
quarter  sleeve  strongly  predominating.  Novelties 
show  the  elbow  and  also  the  shorter  sleeve.  The  Dutch 
neck  and  collarless  neck  show  strong  signs  of  being 
almost  universal  during  the  next  few  months. 

Pretty  models  in  cotton  crepe,  in  lawn,  linens, 
batiste,  percale  and  Madras  are  showing.  These 
waists  are  trimmed  with  linen  laces,  Valenciennes, 
and  various  colored  fabrics  and  embroideries.  Sailor 
collars  are  made  of  lace,  embroidery  and  of  fancy 
printed  materials.  Dyed  linen  lace  and  soutache 
braid  is  also  used. 

® 

Marquisette  Favored  for  Summer  Dresses. 

Smart  one-piece  dresses  of  satin  or  serge  are  be- 
coming popular,  and  a  new  fabric  that  is  growing 
in  favor  is  etamine.  Many  etamines  are  bordered,  the 
border  being  used  in  place  of  trinmiing.  A  dress  of 
this  fabric  in  blue  had  the  border  of  large  green  dots 
and  the  cutting  was  so  cleverly  managed  that  the 
dots  formed  a  line  up  both  skirt  and  blouse,  giving 
a  buttoned-up  effect  from  neck  to  hem,  surplice  fa.sh- 
ion.  The  top  of  the  kimona  waist  was  of  the  dark 
blue,  the  lower  part  being  of  the  border,  and  on  the 
sleeves  the  border  was  put  on  to  form  the  cuff.  The 
narrow,  round  yoke,  and  the  under-sleeves  were  of 
filet  lace,  the  yoke  being  finished  in  front  by  a  neck- 
tie of  green  silk,  threaded  through  black  crochet 
rings  to  keep  it  in  place. 

A  foulard  gown  is  now  indispensable  in  every 
wardrobe,  as  it  is  the  coolest  and  most  dust-resisting 
of  all  Summer  silks.  Black  and  white  striped  pat- 
terns are  the  first  choice.  Foulard  dresses  are  all 
made  with  the  waist-line  raised  and  the  black  satin 
is,  as  a  rule,  used  to  trim  the  many  striped  gowns 
worn.  The  stripes  run  vertically  until  below  the 
knee  and  from  tliat  point  they  are  horizontal.  The 
collar  of  black  satin  comes  to  a  point  at  the  back, 
and  below  the  satin  one  is  another  collar  of  foulard 
of  the  same  shape.  Below  the  collar  are  revers,  and 
the  V  in  front  is  filled  in  with  Venise  lace,  and  a 
flounce  of  this  lace  goes  over  the  top  of  the  sleeve. 
The  sash  or  girdle  is  of  cherry  red  satin  edged  with 
black  and  white  and  there  is  a  stiff  little  bow  and 
loops  added  as  a  finish  behind.  Other  colors,  such 
as  coral,  Empire  green  or  bright  blue,  are  substi- 
tuted for  the  cherry  as  the  girdle  color. 


Messaline,  soft  .satin,  printed  crepe,  marquisette 
and  voile  are  all  fabrics  used  for  afternoon  frocks. 
As  a  rule,  dresses  of  this  class  are  made  with  the 
three-quarter  sleeve  and  the  collarless  neck.  Mar- 
quisette has  been  universally  adopted,  and  many  of 
the  smart  lacy  frocks  of  the  season  are  either  of 
cotton  marquisette  or  voile.  The  Summer  gowns 
are  elaborate,  and  marquisette  is  often  made  up  over 
printed  chiffon.  The  fabric  is  tucked  and  elaborated 
with  lace  and  heavy  embroideries.  Color  combina- 
tion also  plays  an  important  part,  and  a  white  mar- 
quisette made  up  over  a  chiffon  printed  in  pink  and 
green  will  have  the  girdle,  the  hem,  and  a  fold  above 
the  knees  to  simulate  a  tunic  of  Empire  green  or 
some  other  bright-hued  satin.  Ball  fringes  are  very 
much  used  to  edge  the  tunics. 

Embroidered  marquisette  wall  be  one  of  the  most 
favored  fabrics  for  Summer  gowns,  as  it  is  more 
serviceable  and  much  smarter  than  mull,  and  even 
when  made  up  in  the  simplest  style  makes  an  elegant 
gown.  This  fabric  also  forms  a  beautiful  back- 
ground for  color  and  the  new  bright  blues  and  greens 
look  particularly  well  with  it. 

All  the  new  lingeries,  whether  of  mull,  mar- 
quisette or  voile,  are  made  upon  the  simplest  lines, 
and  are  loosely  fitted,  for  the  gown  fitted  close  to  the 
figure  is  not  considered  smart  at  present.  The  skirts 
are  scant,  but  are  not  at  all  tight,  and  the  bodice 
blouses  slightly,  the  waist-line  being  defined  by  a 
band  of  heavy  creamy  lace.  The  front  of  the  waist 
is  embroidered  and  there  is  a  band  of  the  same  em- 
broidery around  the  skirt,  and  the  wider  the  band 
the  more  fashionable  it  is. 

Tunics  are  favored,  as  they  make  the  wearer  look 
taller,  and  it  is  the  tall  slim  figure  that  is  so  fash- 
ionable now.  The  tunic  of  to-day  falls  in  long 
straight  lines  and  is  reminiscent  of  both  Greek  and 
Oriental  sources.  Though  modern  in  effect  it  re- 
tains its  classic  grace  and  softness  of  fold. 

Heavy  Venise  or  linen  laces  are  more  used  than. 
Valenciennes,  and  dainty  Venise  yokes  define  the 
collarless  necks,  and  oft^n  there  is  a  turnback  cuff 
of  the  same  lace  finishing  the  short  elbow  sleeves. 
Crescents,  dots,  spots,  cubes  and  angular  motifs  done 
in  heavy  padded  work  in  white  or  color  are  the 
favored  embroidery  patterns. 

Evening  gowns  are  now  carried  as  a  continuous 
line  in  all  the  larger  stores.  Silk  marquisette  or 
voile  over  a  slip  of  messaline  or  soft  silk  is  the  pre- 
vailing style.  A  dress  of  white  messaline  had  a  long 
tunic  of  cerise  voile  embroidered  with  gold,  and  with 
the  high  waist-line  defined  by  a  gold  cord  with 
fringed  knots  and  pendant  ends.  There  was  a  shal- 
low yoke  of  point  Milan  outlined  with  narrow  pip- 
ings of  black  satin  and  the  turned-back  cuffs  to  the 
elbow  .sleeves  and  the  hem  of  the  skirt  are  all  of  black 
satin. 

Another  very  smart  evening  gown  is  of  grey  and 
white  striped  marquisette  over  a  slip  of  rose  colored 
silk — the  silk  in  a  deep  winey  color.  The  plain, 
straight  skirt  is  slashed  up  each  side  and  shows  the 
slip,  the  edges  of  the  slit  being  trimmed  with  a  line 
of  silver  galoon.  The  kimona  waist  is  half  of  silver 
net  over  rose  chiffon  and  half  of  the  striped  mar- 
quisette edged  with  the  silver  galoon. 

Crepe  is  being  used  for  many  simple  evening 
gowns,  this  fabric  being  chosen  for  its  wearing  quali- 
ties as  well  as  its  soft  prettiness.  Rose  pink,  maize, 
sky  and  helio  are  all  favored,  and  these  crepe  dresses 
are  made  as  simply  as  possible 
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Semi-Empire  model  in  natural 
pongee,  with  facings  of  black 
satin  and  strappings  and  trim- 
ming of  Bulgarian  embroidery 
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Style  219  Coat  Suit. 
Horrockses'  rep.  Exactly 
as  illustrated.  Smart  tailor 
made  suit.  26"  coat,  up- 
to-date  skirt  in  white,  tan, 
pink,  sky  and  mauve. 
Size  32-42.     Price  $3.95. 


A   Strong   Demand   fo 

Some  Exquisite 


MR.  MERCHANT: 


You  know  we  are 
that  we  have  not  si 
ing  yourself  — of  the  opinion  that  coat  suits  were  dead.  He 
much  alive,  hence  this  rather  startling  advertisement.  Ac 
counsel  you  to  buy  at  once  COAT  SUITS. 


ROYAL 


The  McElro 

Limilt 

^    47  Simcoe  Street 


Style  206.— English  Rep.  Ex£tl 
as  illustrated,  trimmed  with  ^5c 
Plauen  lace.  Shade— white,  pni 
sky,  tan  and  mauve.  Price  $,5 
Size  32-42. 


Style  po 
with  Plk: 
trated.  rvr 
mauve. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Coat   Suits  Brings 
New  Models 

;^anada's  pioneer  house  for  coat  suits.     You  also  know 

i|wn  ONE  sample  this  season.     We  were  all— includ- 

ever,  within  the  last  few  days  we  find  they  are  very 

pting  full   responsibility   for  the  advice,  we  earnestly 


(A 


GARMENTS 


Mfg.  Co., 


TORONTO 


ly 
de 
•k, 

;o. 


9. — Eng.  Rep.  Trimmed 
sn  lace,  exactly  as5  illus- 
''hite,  pink,  sky,  tan^and 
'rice  $6.95.     Size  32-42. 


Style  207.  —  English  Rep. 
Exactly  as  illustrated.  Smartly 
tailored. 


Tan  Trim 
White  Trim 
Pink  Trim 
Sky  Trim 
Mauve  Trim 


Black  Poplin 
Sky  Poplin 
\A/'hite  Poplin 
White  Poplin 
Black  Poplin 

Size  32-42.     Price  $5.50. 


F\ntM  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Blue  Favored  in  Going-away  Suit. 

The  .smart  coat  is  very  straight  cut  and  is  usually 
24  to  2()  inches  long,  though  some  models  are  as 
short  as  22  inches.  The  coats  are  cut  round  in  front 
and  are  embroidered  in  satin  cord  and  braid  em- 
broidery. Many  of  them  fasten  with  just  one  large 
satin-covered  button.  As  a  rule,  collars  are  large, 
and  the  much-worn  sailor  is  giving  way  to  the  newer 
fichu  collar.  This  shape  comes  to  a  point  at  the  back 
and  i?  cape-like  in  effect.  Other  models  are  collar- 
less  and  either  have  one  large  rever  from  which 
springs  a  large  one-sided  jabot  of  lace. 

Many  suits  of  serge  or  worsted  fabrics  may  also 
be  classed  as  dressy  suits,  as  the  collar,  arms  and  cuffs 
are  trimmed  with  plain  or  embroidered  satin,  braid 
or  moire.  These  suits  have  the  24  or  26-inch  coat, 
and  the  skirts  are  comfortably  wide,  though  they  are 
still  cut  on  very  straight  lines.  About  21/2  yards  is 
the  accepted  width  for  the  smart  suit  or  separate 
skirt.  Many  skirts  are  made  with  the  panel  back 
and  front,  and  a  much-liked  feature  is  the  panel  sash 
at  the  back  hanging  loose  from  the  skirt. 

Navy  blue  serges  predominate,  but  black  and 
white,  grey  and  tan  mixtures,  shepherd's  checks  and 
black,  blue  or  grey-striped  fabrics  are  well  worn. 
Hairline  stripes  are  also  good.  There  are  strong  in- 
dications that  white  serge  suits,  or  suits  of  white 
cheviot  or  etamine  will  be  much  worn  later.  Many 
of  these  white  fabrics  are  pin-striped  with  black  and 
there  promises  to  be  a  particular  run  upon  suits  of 
this  class. 

Many  of  the  June  brides  are  choosing  blue  for 
the  going-away  gown.  A  dressy  suit  that  is  intended 
for  a  society  bride  seen  in  one  Fifth  Avenue  store 
was  of  dark  blue  serge,  trimmed  with  dark  green 
face-cloth,  heavily  braided  with  black  braid,  and 
the  buttons  used  are  of  dark  blue  rimmed  with  green. 
The  skirt  has  a  panel  front  and  back,  at  the  foot  of 
which  is  a  broad  piece  of  the  braided  green  cloth 
headed  by  a  serge  band  and  buttons. 

The  short-waisted  little  coat  has  the  band  idea 
cleverly  carried  out  at  the  back  and  front,  and  is 
fastened  over  to  one  side  with  two  buttons,  the 
shawl  collar  and  the  deep  cuff's  being  of  soft  taffeta 
in  changeable  blue  and  green.  To  wear  with  this 
suit  is  a  blouse  of  blue  chiffon  over  green  silk  em- 
broidered in  heavy  blue  floss.  There  is  a  Itiny 
round  collarless  yoke  and  cuffs  of  Irish  crochet  lace 
to  give  the  needed  finish. 


Fashions  at  the  Horse  Show 

Many  White  or  Cream  Gowns  Worn  at  Mont- 
real Event — Lady  Evelyn  Grey  in  Toupe  Satin 
with  Draping  of  Toupe  Chiffon 

(Steff  Corrtspondence) 

^lontreal.  May  13. — The  presence  of  vice-royalty 
on  the  opening  night  of  the  horse  show  assured  it  a 
fashionable  success  which  has  continued  right 
through  the  week,  and  the  arena  has  been  the  centre 
of  attraction  for  all  members  of  society  who  had  not 
already  left  for  Europe,  or  who  were  not  prevented, 


through  mourning,  from  being  present.     The  three 

performances    each     day,    and    many    ladies  have 

attended  all    three,    have    given    opportunity  for  a 
regular  panorama  of  fashions. 

Her  Excellency,  Lady  Grey,  was  not  present  on 
the  opening  night,  but  Lady  Evelyn  who  did  the 
honors  of  the  party,  was  wearing  a  gown  of  taupe 
satin  with  draped  overdress  of  taupe  chiffon,  and  a 
short  maline  ruff  of  the  same  shade.  Her  hat  was 
deep  red,  the  front  of  the  crown  hidden  by  deep 
coral  and  dark  red  sweet  peas,  while  a  huge  bow  of 
black  satin  ribbon  was  placed  at  the  back  of  the 
crown.  Miss  Sears,  of  Boston,  wdio  was  Lady  Eve- 
lyn's guest,  wore  a  goAvn  of  black  embroidered  chiffon 
over  white  satin,  trimmed  with  bands  of  black  chan- 
tilly  lace,  her  hat  being  a  leghorn  trimmed  with 
black  plumes. 

A  great  many  white  or  cream  gowns  and  costumes 
were  worn,  some  of  the  former  shading  off  into  deep 
biscuit  tones.  Tailored  costumes  of  cream  serge,  or 
cream  suiting  with  hairline  stripes  in  black  were 
made  with  silk  collars  in  cream  or  black,  some  very 
narrow  with  almost  imperceptible  revers,  others  with 
shawl  or  sailor  effects  fini.-^hing  in  long  points.  Very 
few  of  the  younger  women  wore  black,  and  in  most 
cases,  black  costumes  worn  by  the  older  ladies  were 
relieved  by  trimmings  or  touches  of  white  or  color. 
Grey  was  a  favorite  and  one  of  the  daintiest  toilettes 
was  one  of  a  dark  old  silver  tint  worn  by  a  silvery- 
haired  old  lady.  The  gown  was  of  rich,  soft  satin, 
beautifully  embroidered  in  tones  of  grey,  touched  up 
with  jet  beads  in  several  sizes.  With  it  she  wore  a 
bonnet  of  silver  gauze  made  over  grey  chiffon  and 
trimmed  with  a  white  and  silvery  grey  osprey,  and 
a  wrap  in  one  of  the  new  fanciful  Eton  effects  in 
dark  grey  heavy  lace  with  trimmings  of  heavy  grey 
ball  fringe. 

Several  grey  costumes  were  shown  in  grey  tweeds 
and  fine  suitings.  Navy  blue  was  a  favored  color  in 
suitings  and  serges,  sometimes  with  a  faint  hairline 
of  white. 

Blues  in  all  tones  were  in  evidence,  those  shading 
on  to  the  cobalt  and  Royals,  leading  after  the  very 
dark  navys.  There  were  also  a  number  of  gowns  iu 
red  tones,  coral  reds  and  old  rose.  One  costume  of 
very  dark  navy  foulard  had  the  high-waisted  skirt  of 
plain  navy  whilst  the  bodice  was  navy  spotted  with 
white,  made  with  large  revers  of  coral  satin.  Several 
pretty  silk  muslins  in  bordered  designs  made  dainiv 
summery  gowns,  the  trimmings  being  entirely  of 
lace,  with  ribbon  girdles. 

Sleeves  were  all  short,  elbow  or  three-quarter 
length,  in  kimona  effects  with  lace  or  net  under- 
sleeves  in  white  with  borders  to  match  the  prevailing 
tint  of  the  gown.  White  gloves  were  almo.st  univers- 
ally worn  in  kid,  although  on  the  hotter  nights 
especially  silk  gloves  received  their  share  of  attention 
with  cream  and  biscuit  colored  gowns  which  they 
matched  in  tone. 

Favor  was  about  equally  divided  in  shoes  be- 
tween the  patent  and  velvet  varieties,  several  ladies 
wearing  very  sheer  silk  stockings  with  low  velvet 
shoes  or  pumps.     Oxfords  were  almost  all  of  patent. 


Drastic  Remedy  for  Over-production  Evil 

Garment  Manufacturers  in  Convention  Adopt  Resolutions  of  Interest  to 
Retail  Trade  —  Carrying  Made-up  Stock  to  Anticipate  Demand  is  Detri- 
ment—  Style   Recommendations   for   Fall    of    1911  —  New    Features    Noted 


STYLE 


AT  the  semi-annual  meetinj;-  of  the  Nal^onai 
Cloak,  Suit  and  Skirt  Manufacturers'  ^Asso- 
ciation, held  recently  in  Toledo,  O.,  not 
only  were  the  heads  of  the  manufacturing 
houses  connected  with  the  association  on  hand,  but 
a  large  number  of  designers  and  salesmen  were 
present.  Another  year,  the  holding  of  a  salesman's 
day  is  contemplated. 

The  first  day,  as  usu- 
al, was  devoted  to  the 
business  of  the  associ- 
ation. The  Welfare 
Committee  submitted  a 
numl;)er  of  resolutions  all 
of  which  were  voted  up- 
on and  carried.  They 
are  as  follows: — 

Over-production  is  an 
evil  in  all  branches  of  an 
industry — to  manufac- 
turers, to  employees,  to 
retailers. 

Over  -  production  in 
this  industry  comes  from 
sample  lines,  cancella- 
tions and  returns  of 
garments  from  mer- 
chants, and  from  stock 
cut  ahead  by  manufac- 
turers to  anticipate  re- 
tailers' needs.  General 
understanding  and  unit- 
ed action  is  the  only 
possible  remedy. 

Resolved.  That  carry- 
ing made-up  stock  to  an- 
ticipate the  wants  of  (he 
retailer  is  a  practise  detri- 
mental to  the  best  long- 
time interests  of  the 
manufacturers  and  the  retailers,  and  that  the  mem- 
bers of  this  association  will  not,  hereafter,  cut  stock 
for  Spring  after  March  1st,  and  for  Fall,  after 
September  1st. 

Resolved,  that  no  order  will  be  accepted,  whether 
regular  or  special,  without  a  specified  allowance  of, 
at  least,  thirty  days  from  the  date  of  the  receipt  of 
order  for  the  completion  of  the  manufactured 
product.  That  orders  marked  "as  soon  as  possible"' 
shall  be  deemed  to  be  in  violation  of  this  resolution. 

Advance  orders  for  Fall  will  be  accepted  only 
with  rights  of  delivery  by  manufacturer  up  to 
October  1st. 

Resolved,  that  no  goods  will  be  shipped  on  con- 
signment. That  any  goods  which  may  be  sent  on 
memo,  if  retained  by  the  customer  for  a  longer  per- 
iod than  two  days,  shall  be  considered  an  absolute 
sale. 

Resolved,  that  no  canrellations  for  merchandise 
will  be  accepted  after  garments  are  cut. 

Resolved,  that  no  price  reductions  will  be  made 


FOR     FALL, 


on  merchandise  in  the  Spring  prior  to  May  1st,  and 
in  the  Fall  season  prior  to  December  1st. 

Resolved,  that  sample  lines  shall  be  sold  in  their 
entirety,  the  complete  line  of  suits  to  be  considered 
a  sample  line,  and  the  complete  line  of  coats  to  be 
considered  a  complete  sample  line.  The  discount 
shall,    in    no    case,     vary    from    the     following: — 

Suits,  25%;  coats  20%,. 
and  it  be  further  resolved 
that  the  delivery  of  these 
sample  iines  shall  not  be 
made  prior  to  March 
15th,  for  Spring,  or 
September  loth  for  Fall. 
Resolved,  that  a  com- 
plete line  of  samples  of 
ladies'  and  misses'  gar- 
ments to  be  shown  on 
the  road  in  the  Spring  or 
Fall  season  shall  not  ex- 
ceed 40  suits  or  60  coats. 

Advertising  Talk  and 
Style  Exhibit. 

At  the  evening  dinner 
which  the  members  at- 
tended, Robert  E.  Fowl- 
er, advertising  manager 
for  the  Printz-Bieder- 
man  Co.,  and  S.  Davis, 
advertising  manager  for 
the  Cohn-Goodman  Co., 
gave  most  interesting, 
talks  upon  advertising. 

Saturday  was  devote<i 
to  the  holding  of  the 
style  exhibit  on  living 
models.  The  models 
were  unmarked  so  that 
there  could  be  no  ques- 
tion of  bias  on  tlie  part  of  the  style  committ-ee. 

There  was  a  much  more  complete  exhibit  of 
coats  than  suits  shown,  the  explanation  given  being 
that  the  sample  pieces  of  fabrics  for  suits  had  not 
yet  come  to  hand. 

Nearly  all  the  models  shown  were  full-length 
and  were  cut  on  straight  or  slightly  fitted  lines.  Some 
models  showed  the  Empire  effect  by  having  the 
waist  line  shortened.  'This  was  accomplished  by 
cutting  the  skirt  and  waist  separately  and  joining 
them  a  few  inches  above  the  usual  line.  In  other 
modols  a  wide  belt  effect  or  the  manipulation  of 
trimmings  and  buttons  gave  the  required  Empire 
effect. 

The  kimona  cut  was  also  noted,  the  sleeve  being 
finished  with  a  deep  cuff  matching  the  collar  trim- 
minq;.  The  regulation  coat  sleeve  was  the  one  most 
used. 

New  Collar  Features- 
Collars  were  a  decided   feature  and  formed  the 
chief  trinnning  effect.     The  newest  collar  is  the  new 


RECOMMENDATIONS 
1911. 

SUITS:— The  prevailing  length  of  suit 
jackets  for  Fall  will  be  approximately  28 
inches;  shorter  lengths  favored  for  demi-tailored 
or  fancy  models;  the  strictly  tailored  styles 
may  be  somewhat  longer.  The  cut  of  the 
jacket  will  be  slightly  shaped,  but  so  treated  as 
to  emphasize  the  straight  line  figure.  Large 
collars,  deep  cuffs  and  the  raised  waist-line 
effects  will  be  features  of  trimmed  suits. 

SKIRTS  will  be  cut  with  more  fullness  than 
last  season,  but  will  adhere  to  the  straight  line 
effect;  the  moderately  raised  waist-line  (with 
inside  belting)  and  the  panel  front  and  back 
gaining  in  favor. 

COATS: — Separate  to  be  full  length;  cut  on 
straight  and  slightly  shaped  lines;  novelty 
effects  to  consist  of  the  raised  waist-line,  some 
belted  effects,  large  collars  and  deep  cuffs,  and 
some  peasant  sleeves. 

SKIRTS: — The  tendency  of  separate  skirts 
is  toward  strictly  tailored  effects.  The  panel 
idea  and  low  tunic  to  be  given  prominence. 

An  additional  style  feature  is  the  slashed 
effect  shown  in  many  of  the  coats,  suits  and 
skirts. 
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fichu  or  hood  collar  forming  a  long  point  ending 
with  a  tassel  at  the  back.  Sailor  collars  were  also 
numerous. 

A  new  feature  is  the  use  of  velvet  for  the  collar, 
cuffs  and  pocket  flaps.  Velvet  has  not  be  used  for 
this  purpose  for  many  years  and  comes  with  the  full 
force  of  a  high  novelty.  Other  facing  fabrics  are 
satin,  moire  and  braid,  in  the  order  named. 

Buttons  are  prominent  and  are  selected  to  harm- 
onize with  the  cloth.  Rimmed  buttons  with  cloth 
centres  are  again  seen,  and  for  suits,  in  particular, 
more  use  is  made  of  the  covered  button. 

Double-faced  Fabrics  for  Coats 

The  new  coat  fabrics  are  heavy,  and  a  very  large 
proportion  of  the  coats  shown  were  of  double-faced 
fabrics.  Plain  colors  with  plaid  backs,  fancy  mix- 
tures with  plain  backs,  and  plain  fabrics  of  two 
solid  contrasting  colors  were  seen.  Scotch  effects, 
boucles  and  zibelines  were  very  prominent,  and  there 
was  a  marked  absence  of  smooth-surfaced  fabrics 
such  as  broadcloths.  Several  velour  and  plush 
models  were  shown. 

Evidently  the  making-up  trade  strongly  favors 
tan  and  golden  brown,  and  some  rich  mixtures  hav- 
ing these  colors  for  a  ground  were  shown.  Grey  mix- 
ture and  black  and  whites,  often  with  a  thread  of 
bright  color  woven  in,  came  next  in  favor.  Blue 
and  green  and  blue  and  black  mixtures  were  much 


in  evidence.    Navy  was  freely  shown,  and  black  was 
good. 

The  coats  made  of  double-faced  fabrics  were 
trimmed  with  the  other  face,  and  this  face  also  took 
the  place  of  a  lining.  Partial  linings  of  the  cloth 
was  the  prevailing  rule. 

Suits  and  Skirts 

More  dressy,  or  what  the  trade  term  demi-tailored 
suits,  were  more  prominent  than  the  plain  tailored 
models.  The  plain-tailored  suits  were,  however,  ex- 
ceedingly smart. 

The  large  collars  were  finished  with  long  shawl 
revers  and  were  of  either  velvet  or  satin,  or  were 
edged  round  with  wide  braid.  The  straight  line  was 
slightly  modified  just  enough  to  escape  the  severity 
of  the  extreme  straight  line.  Some  suits  were  of 
modified  Empire  type  but  the  majority  showed  the 
former  cut. 

The  panel  back  and  front  and  pleats  let  in  to 
give  more  fullness  was  the  approved  skirt  model. 
Some  skirts  showed  ttie  raised  waist-line  with  an  in- 
side belt.  Mannish  cloths  in  fancy  mixtures,  rich 
browns,  soft  greys,  dark  blue  and  black  being  the 
chief  colors,  were  overwhelmingly  in  evidence. 
Heavier  fabrics  were  used,  and  some  suits  were  of 
double-faced  cloths.    Several  velvet  suits  were  shown. 

The  separate  skirts  were  strictly  tailored;  panel 
front  and  back  and  simulated  tunic  effects  being  the 
leading  styles. 


Can   Alteration  Problem   be   Reduced? 

Cost   of    Making    Changes    is    Serious    Charge    Upon    Some   Ready-to-Wear 

Departments  —  Buyers     and     Manufacturers     Not     Satisfied  —  Hint    From 

Solution   as   Worked   Out   by  Corset   Manufacturers 


STYLE  and  fit  are  the  two  chief  selling  points 
in  a  ready-to-wear  garment.  As  the  art  of 
making  garments  becomes  more  perfected, 
buyers  become  more  critical  and  demand  a 
higher  style  type.  They  are  more  critical,  too,  about 
the  fit,  and  as  garments  are  more  carefully  cut,  fitted 
and  finished  than  they  were  even  a  few  years  ago, 
they  have  a  better  appearance  and  are  easier  to  alter. 
Another  factor,  too,  is  the  much  larger  proportion  of 
suits  over  $25  now  sold.  But  in  spite  of  all  im- 
provements, a  very  large  proportion  of  the  garments 
sold  liave  to  pass  through  the  alteration  department. 

The  cost  of  making  alterations  has  become  a 
serious  charge  upon  the  department,  and  the  reduc- 
tion of  this  charge  to  a  minimum  is  one  of  the  big 
problems  before  the  manager  of  the  department.  It 
matters  little  whether  the  department  makes  a  charge 
for  alterations  or  makes  them  free  of  charge.  As  a 
fact,  both  methods  work  out  about  the  same  in  the 
end,  for  when  no  charge  is  made  the  department 
simply  puts  on  a  percentage  to  cover  the  cost  of 
alterations,  and  the  customer  pays  them  in  the  in- 
creased cost  of  the  garment.  When  levied  in  this 
manner,  the  woman  who  requires  no  alteration  mak- 
ing, or  who  is  not  so  critical,  helps  to  pay  for  the 
alterations  required  by  the  woman  that  is  difficult 
to  fit. 

The  so-called  "free  alteration"  policy  seems  to  be 
the  one  best  suited  to  the  trade  usually  termed  "popu- 


lar priced."  In  the  better  class  trade,  customers  pre- 
fer to  pay  for  alterations,  as  they  believe  that  more 
pains  will  be  taken  with  the  alterations  than  when 
they  are  done  free,  and  with  this  class  of  trade  it  is 
not  the  saving  of  a  few  dollars  that  is  the  object  to 
be  attained.  It  is  the  effect  of  the  suit  when  finished 
and  the  perfection  of  cut  and  fit  that  is  looked  for. 

Dissatisfied  witfi  Present  Situation- 
There  is  a  growing  number  of  thoughtful  buy- 
ers and  manufacturers  who  are  not  satisfied  with  the 
present  alteration  situation.  They  believe  that  it  is 
possible  to  eliminate  much  of  the  work  that  is  now 
done  in  this  department.  While  it  is  easy  to  criticize^ 
it  is  not  so  easy  to  suggest  a  remedy,  nor  are  all  ex- 
perts at  one  as  to  the  form  the  remedy  should  take. 
But  all  are  agreed  that  changes  can  be  made  that 
will  eliminate  much  of  the  altering  that  now  has 
to  be  done. 

One  point  often  made  is  that  the  perfect  36  to 
38  model  which  now  forms  the  manufacturers'^ 
standard,  is  too  full-busted  and  long-waisted,  and 
that,  therefore,  the  garment  made  by  manufacturer.'^ 
who  base  their  sizes  upon  this  type  of  figure  does  not 
represent  the  figure  of  the  average  woman.  Fully 
60  per  cent,  of  the  alterations  made,  it  is  claimed, 
consists  of  shortening  the  waist  lengths,  and  by  tak- 
ing up  the  shoulder  seams  and  making  the  busts 
smaller. 
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Various  methods  are  proposed  for  altering  the 
grading  at  this  point,  with  a  view  of  obtaining  a 
standard  size  with  a  shorter  waist-hne,  but  none  of 
them  seem  to  meet  the  ideas  of  all  experts.  Possibly 
one  reason  is  that  in  different  parts  of  the  Dominion 
the  figure  types  vary  and  the  proportion  of  long- 
waisted  and  short-waisted  women  varies  in  different 
centres. 

Grading  the  Figures. 

Some  such  solution  is  that  arrived  at  by  the  cor- 
set manufacturers — that  is,  making  both  long  and 
short-waisted  models  for  different  grades  of  figures. 
One  Canadian  manufacturer  is  working  along  these 
lines.  His  sizes  are  divided  into  three  sections,  viz.. 
small  women's,  women's,  and  stout  women's,  the 
bust  measure  running,  as  usual,  from  30-in.  to  42-i_n. 

The  duplication  of  sizes  resulting  no  doubt  will 
be  objected  to  by  the  man  who  carries  only  a  limited 
stock,  but  a  peculiarity  of  ready-to-wear  merchandis- 
ing is  that  it  is  extremely  difficult  to  make  a  small 
stock  pay  a  proper  profit.  It  is  the  man  who  carries 
the  full  assortment  who  makes  money  selling  ready- 
to-wear  garments. 

The  great  object  of  The  Review  is  to  furnish  a 
common  ground  upon  which  the  manufacturer,  on 
the  one  hand,  and  the  retailer  on  the  other,  can  ap- 
proach freely  questions  that  make  for  the  mutual 
benefit  of  the  trade. 

While  clearly  recognizing  that  self-protection  pre- 
cludes the  scattering  broadcast  of  much  information, 
the  expansion  of  the  Canadian  market  is  inaugurating 
a  broader  policy,  and  there  are  many  questions  that 
can  be  approached  without  jealousy.  Much  may  be 
gained  by  a  freer  exchange  of  opinions,  and  yet  no 
harm  sustained  by  the  individual. 

It  has  to  be  a  very  abnormal  figure  that  cannot 
be  fitted  from  the  corset  stock,  and  if  a  like  result 
could  be  attained  in  the  garment  department,  the 
selling  field  would  be  materially  broadened.  Com- 
ments and  experiences  from  both  sides  would  be 
warndy  welcomed  by  The  Review. 


Fall  Styles  in  Separate  Skirts. 

Skirts  for  the  coming  Fall  are  to  be  from  21/4  to 
2%  yards  around  the  bottom.  They  are  to  be  cut 
in  straight  effects  and  are  to  have  two  or  three  pleats 
at  the  side  to  give  the  fullness  without  the  appearance 
of  width.  They  are  to  clear  the  ground  by  six 
inches  and  many  models  will  show  panel  and  panel 
sash  backs.  Some  models  are  hipless  and  have  the 
raised  waist-line.  That  is,  the  waistline  will  be 
about  V/o  inches  higher  than  the  normal  waist,  and 
there  will  be  a  dropped  belt  inside  to  keep  it  in  place. 

Much  use  is  made  of  the  two-faced  fabrics,  the 
under  side  being  used  as  trimming.  Mixtures  will 
be  used  as  well  as  serges,  cheviots  and  broadcloths. 
Braids,  satin  and  velvet,  will  all  be  used  to  trim  the 
new  separate  skirts. 


The  new  Tegler  block,  which  is  now  being  erect- 
ed in  Edmonton,  will  include  a  moden\  dei)artment 
store.  The  block  will  be  six  storeys  high,  to  cost 
$175,000.  Eastern  capitalists  are  behind  the  pro- 
position. 


Cairns  Building  Large  Store 

Progressive  Saskatoon  Merchant  to  Spend 
$300,000  on  Modern  Structure  —  His  Fourth 
Store    Since    1902  —  A    Remarkable    Growth. 

J.  E.  Cairns,  Saskatoon,  Sask.,  has  not  only  made 
his  merchandising  measure  up  to  the  opportunities  of 
the  past,  but  it  is  also  his  determination  to  build  well 
for  the  future.  He  will  erect  a  department  store  in 
Saskatoon,  at  a  cost  of  about  $300,000. 

The  new  building,  which  will  be  ready  for  the 
Autumn  business,  will  have  100  feet  frontage  on  2nd 
Avenue,  and  140  feet  an  23rd  Street.  It  will  have 
four  storeys  and  a  basement  and  the  total  floor  space 
will  be  70,000  feet.  The  material  will  be  reinforced 
concrete,  and  as  much  glass  as  possible  will  be  used 
on  the  street  sides.  The  outside  walls  between  the 
glass  and  the  street  corners  will  be  glazed  white  terra 
cotta.  All  four  storeys  will  be  made  use  of  immedi- 
ately, and  the  building  will  be  so  constructed  that  two 
more  storeys  can  be  added  later  if  required.  The 
ceiling  of  the  main  floor  will  be  about  twenty  feet 
high  and  a  feature  will  Ije  a  Mezzanine  floor,  whicli 
will  be  available  for  tea  and  rest  rooms. 

It  is  intended  that  not  only  will  the  building  be 
architecturally  correct  and  of  fireproof  construction, 
but  that  the  interior  fittings  and  advantages  will  be 
of  the  most  approved  type.  There  will  be  two  passen- 
ger elevators  and  one  for  freight.  All  through  the 
building  the  vacuum  cleaning  system  will  be  em- 
ployed. The  advantage  of  doing  away  with  the  dust 
and  nuisance  of  .sweeping,  and  the  consequent  injury 
to  such  fine  goods  as  tho.se  in  the  ladies'  wear  depart- 
ment, for  example,  will  be  apparent. 

The  generous  floor  space  provided  will  mean  the 
addition  of  several  new  departments,  such  as  restaur- 
ants, rest  rooms  and  all  the  latest  ideas  in  depart- 
mental stores,  including  a  basement  grocery,  will  be 
found  in  the  new  building. 

One  idea  in  view  in  making  this  move  was  the 
development  of  the  mail  order  department,  the  full 
development  of  which  has  been  hampered  by  a  lack 
of  storage  and  other  room.  In  the  new  building  the 
receiving  room  and  all  surplus  stock  will  be  on  the 
top  floor  and  will  be  distributed  from  there.  All 
the  basement  will  be  used  for  selling  purposes,  the 
idea  being  that  it  has  been  found  people  will  go  down 
when  they  will  not  go  up. 

A  process  of  steady  development  has  made  the 
construction  (if  a  larger  store  for  the  Cairns  business 
necessary.  It  is  the  fourth  store  to  be  required  by 
Mr.  Cairns  since  he  started  business  in  1902. 

The  first  store  was  a  little  20x32-foot  frame  build- 
ing on  1st  Avenue.  The  second  was  35x75  feet,  and 
the  third  was  the  store  at  i^-esent  occupied,  which 
when  it  was  built  was  alx)ut  half  its  present  size,  but 
is  even  now  far  too  small.  The  original  store  on  1st 
Avenue  eight  and  a  half  years  ago  had  one  em- 
ploye to  assist  the  jiroprietor.  The  present  store  has 
now  over  one  hundred. 

Mr.  Cairns  has  made  his  business  keep  well 
abreast  of  the  growth  of  Saskatoon,  which  is  now  a 
citv  of  20,000.' 


C.  Chivers,  of  Kenora.  was  in  Battleford.  Sask.. 
recently,  looking  over  the  groiuid  witli  the  oliject  of 
opening  a  large  store. 


Clever  Stripe   Treatments 

Some  Unique   Features   of    the    Fall    Shirtings  — 

Good  Business   Done   From  Swatches   of 

High-priced    Cloths 

WHILE  the  new  shirtings  for  Fall  do  not  show 
such  an  elaborate  array  of  colors  as  figured 
in  the  range  two  years  ago,  manufacturers 
have  used  the  approved  color  effects  to  par- 
ticularly good  advantage.  It  is  evident  that  box-pleat- 
ed fronts  are  going  to  be  a  strong  feature  of  the 
season,  and  with  neat  stripes  greatly  in  evidence  a 
combination  of  the  two  has  been  very  cleverly  work- 
ed out.  In  the  range  of  samples,  it  is  noted  that 
stripes  are  not  only  used  to  mark  the  central  pleat 
and  cuffs,  but  they  are  also  inset  between  the  pleats 
or  used  to  border  each  side  of  the  pleat.  The  black 
and  white  effects,  now  so  popular,  make  a  number  of 
these  combinations  possible.  Grey  ground  with 
black  stripes  was  a  rather  unique  pattern  in  one  line, 
and  there  is  a  great  showing  of  blue  and  white  and 
mauve  and  white,  not  only  in  plain  but  in  fancy 
stripe  and  bar  patterns. 

Negligee  shirts  with  double  cuff  have  been  sell- 
ing well,  with  particular  emphasis  upon  black  and 
white  or  other  neat  patterns.  In  connection  with 
these  the  lounge  collar  has  had  a  very  satisfactory 
demand.  Neckwear  and  shirt  manufacturers  who 
have  touched  them  state  that  it  has  been  well  worth 
while.  Not  only  have  these  collars  been  well  re- 
ceived by  young  men  for  outing  or  athletic  wear, 
but  the  man  with  the  chunky  neck  has  found  in  it 
a  solution  of  his  collar  troubles  during  the  very  warm 
weather.  This  is  an  advertising  feature  which  deal- 
ers would  do  well  to  keep  in  mind. 

A  departure  in  the  shirt  business  which  has  had 
strong  development  in  the  past  few  years  is  the  sell- 
ing by  swatches  of  higher  grade  lines,  running  as 
high  as  $36  the  dozen.  There  are  many  fancy  shirt- 
ing cloths  which  the  manufacturer  chooses  to  handle 
in  this  way  rather  than  by  the  usual  sample  method. 
In  many  cases  these  cloths  sell  themselves,  and  it  is 
stated  that  there  are  wideawake  men's  wear  depart- 
ments and  stores  throughout  the  country  who  have 
developed  good  business  on  these  high-grade  goods. 
The  growth  of  the  swatch  idea  would  indicate  that 
the  market  of  the  better  materials  is  in  an  excellent 
condition. 

The  great  variety  of  patterns  shown  in  shirtings 
at  the  present  time,  particularly  in  the  comparatively 
low-priced  lines,  renders  an  extensive  line  of  sample 
shirts  necessary,  and  matters  are  not  helped  any  by 
the  many  different  effects  worked  out  in  the  bosom 
and  cuffs.    Plain  and  box-pleats  in  many  widths  and 


pattern  treatments  have  made  their  appearance  dur- 
ing the  vogue  of  stripes.  In  some  lines  a  particularly 
good  run  has  been  attributed  to  unique  effect  work- 
ed out  in  the  bosom  pleats  and  cuffs.  There  appears 
to  be  no  end  to  the  novelty  that  has  been  developed 
by  clever  designers,  and  there  can  be  no  doubt  that 
it  has  helped  business  to  a  remarkable  extent. 

In  reply  to  the  question  as  to  whether  business 
would  ever  be  entirely  conducted  by  swatch,  a  manu- 
facturer pointed  out  that  so  long  as  it  was  possible 
for  one  man  to  turn  out  a  shirt  which  he  thought 
contained  a  feature  calculated  to  make  it  a  quick 
seller,  or  give  it  a  strong  demand,  there  would  still 
be  sample  lines.  At  the  present  time  it  seemed  that 
designers  had  reached  their  limit  in  thinking  out 
new  effects,  but  there  could  never  be  complete  as- 
surance that  competition  or  changes  in  style  would 
permit  the  elimination  of  the  made-up  sample. 


THE 


SHIRT 

is  a  generously  proportioned, 
beautifully!  finished,  garment 
for  exacting   men. 

The  materials  are  good 
and  constantly  renewed, 
while  all  seams  are  double 
stitched,  buttons  securely 
fastened  and  every  stitch 
neatly  done. 

Cut.  Style  and  Pattern 
all  the  best  to  be  found 

DEACON   SHIRTS 

Will  be  a  live  stock 

The  Deacon  Shirt  Co. 

BELLEVILLE,        ::        ONT. 
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Novelties   in  Juvenile  Lines 

Merchants   Warned    of   Slow   Deliveries   or 

None  at  All  in   Buster   Browns  —  Next 

Season's  Styles  Now  Showing 

RETAIL  merchants  are  now  being  given 
friendly  warning  of  the  likelihood  of  great 
scarcity  in  children's  Buster  Brown  and 
other  popular  sweater  lines  for  next  Fall 
selling.  Not  only  are  manufacturers  replete  with 
orders,  but  many  wholesalers  are  asking  delivery  in 
vain,  and  are  well  on  to  being  sold  out  with  what 
they  now  have.  Hence  the  merchant  who  orders  at 
once  will  be  safe,  and  he  who  does  not  may  find  him- 
self short  on  a  line  assured  of  long  popularity. 

When  the  present  stock  is  sold  up  all  will  be 
gone,  as  wholesalers  cannot  take  repeats  because 
manufacturers  are  unable  to  further  tax  their  capa- 
city.    Some  factories  have  already  refused  orders. 


Coat,  Cap  and  Muff  Sets. 

A  novelty  in  the  form  of  muff  to  match  the  coat 
and  cap  has  proved  itself  very  popular  in  New  York 
and  will  be  introduced  here  next  Autumn.  This 
knitted  muff  will  be  of  the  same  ground  color  as  the 
coat,  with  trimmings  to  match  coat  and  cap  trim- 
mings. Some  adult  styles  of  muffs  made  to  match 
the  popular  aviation  cap  or  motor  hood  were  also 
seen. 

Tu   infants'  bootees,   the  novel  features  are  the 


free  use  of  decorative  mercerized  threads  and  the 
soft  sole,  also  knitted,  but  separately  from  the  up- 
pers, and  made  up  to  give  the  regular  shoe  fit  and 
cut.  This  is  an  improvement  in  shape,  and  does 
not  become  baggy  when  washed. 

A  decidely  fluffy  note  is  given  to  all  the  little  in- 
fants' articles  this  year.  These  are  more  than  ever 
dainty  and  enticing,  and  practical,  washable  num- 
bers are  featured  at  surprisingly  low  prices.  Coats 
are  much  trimmed  with  knitted  frills,  and  wool 
ruchings  ribbon  run  are  also  seen. 

White  is,  as  usual,  the  prevailing  note,  with  con- 
siderable use  of  pale  blue  a.'?  well.  Dainty  little  skull 
caps  are  featured.  Angora  mitts,  caps  or  bonnets, 
and  bootees  come  in  matched  sets.  These  are  the 
most  washable  of  all,  and  present  the  appearance  of 
a  very  silky  fur  when  well  shaken  out.  Appearance 
improves  after  washing,  as  they  become  more  furry 
and  thicker. 

A  fine,  mohair  wool  was  used  to  make  up  a  small 
skull  cap  to  excellent  advantage.  Silk  thread  trim- 
mings were  used  in  several  light  shades. 

Princess  Juliana  Hood. 

The  daughter  and  heiress  of  the  Queen  of  Hol- 
land, little  Princess  Juliana,  has  set  the  fashion  for 
a  new  article  in  juvenile  apparel.  This  consists  of 
a  plain,  knitted  hood,  the  wool  being  the  same  as 
that  used  for  aviation  caps,  and  the  hood  quite  guilt- 
less of  color  or  trimming.  It  is  a  handsome,  useful 
article,  having  washable  white  silk  ties  and  retailing 
reasonably  from  fifty  cents  up. 


Fancy  kiiitud  infants'  wcar.ufcaturing  new  style  shaped  sole  bootees.T:  Shown  by  Humbly  &.  Wilson,  Toronto 
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THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  In  Fit. 
Guaranteed  Unshrinlcable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be   had  from    any  of   the     Leading 
Wholesale  Dry  Goods  Houses 


liC 


CEETEE 

UNSHRINrVABLE 

UNDERWEAR 


When  you  say  "unshrinkable"  about 
"  CEETEE  "  Underwear  you  are  not 
making  a  claim  but  are  stating  a  fact. 

We  give  a  guarantee  without  reser- 
vation and  will  replace  any  faulty 
garment  without  question. 

This  guarantee  is  a  safe  one,  as  we 
have  never  had  the  slightest  trouble 
with  "CEETEE"  garments 

This  is  a  good  stock.     "Well  worth 
attention  and  intelli- 
gent pushing. 


THE  C.  TURNBULL  CO. 

OFGALT.LimUed 

GALT  ONT. 


EE 


3EI 


All  Wool 
Hand  and  Machine  Knitted 

GOLF  COATS 


LATEST 
STYLES, 
COLOURS, 
FINISH. 


PERFECT  FIT, 
LADIES'  and 
GIRLS' 
SIZES. 


LOWEST  MANUFACTURERS'  PRICES 

All  Orders  will  be  executed  through 
your  London  Houses. 

A.  T.  SINGER  (^  CO. 

77   FORE  STREET 

LONDON,  E.C.,   -    ENGLAND 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Coronation  Motor  Scarfs  and  Fichus. 

A  rather  unusual,  but  decidedly  attractive,  ar- 
ticle is  the  new  knitted  motor  scarf  in  shell  or  open 
design,  with  delicate  mercerized  or  silk  threads  in 
colors  interwoven.  This  is  like  any  other  motor 
scarf  in  dimensions,  and  some  plain  styles  are  seen, 
but  the  striking  number  was.  the  coronation  scarf. 
This  one  was  drawn  in  with  a  large  button  in 
Paquinette  fashion,  about  one  foot  from  the  end  of 
the  scarf.  Some  specimens  had  tassel  or  fringe  fin- 
ishing, while  others  were  plain. 

Very  beautiful  effects  in  wood  silk  were  also  seen 
in  style  as  above  for  motor  wear.  These  scarfs  have 
a  delicate  lustre,  which  makes  them  most  admirable 
for  dressy  or  evening  wear,  and  they  are  now  to  be 
had  at  popular  prices  in  styles  which  cannot  fail  to 
sell  on  sight. 

A  pretty  effect  is  obtained  where  the  end  of  the 
scarf  and  fringe  are  in  a  pale  shade  of  wood  silk, 
])lue.  pink  or  mauve,  while  the  body  of  the  scarf  is 
of  finest  wool  in  fancy  pattern. 

Fichus  in  fancy  patterns  with  touches  of  colored 
silk  thread  interwoven  are  also  much  featured.  This 
is  a  complete  novelty,  and  even  more  unique  in 
effect  than  the  coronation  throw-over  above  describ- 
ed. The  fichus  have  very  lacy  patterns  and  are  fin- 
ished with  tassels.  The  Dalmeny  fichu  had  mercer- 
ized thread  finish,  buttons  and  tassels.  This  would 
retail  at  seventy-five  cents.  The  long  coronation 
throw-over  would  run  as  high  as  $1.50  and  up,  retail. 

All  the  above  styles  would  be  admirable  for  wear 
with  light-weight  Summer  dresses,  as  well  as  for 
evening  wear.    The  coronation  motoring  scarf  would 


be  a  most  jaunty  and  stylish  finish  to  a  complete  out' 
fit  of  sweater  coat,  motoring  hood,  mitt*  and  muflF. 

© 
Difficult  Position  in  Chemnitz. 
Reports  from  the  Chemnitz  hosiery  market  indi- 
cate that  in  spite  of  all  restrictions  at  factories,  more 
goods  are  being  made  than  can  possibly  be  .sold,  and 
stocks  increase.  One  despatch  states  that  two  large 
concerns  have  already  received  threat-s  of  proceed- 
ings in  bankruptcy,  and  proceedings  are  about  to  be 
taken  in  connection  with  another;  w'hether  matters 
will  be  patched  up  remains  to  be  seen.  Even  firms 
that  have  so  far  abstained  from  cutting,  in  a  noble 
endeavor  to  keep  prices  up,  are  now  coming  on  the 
market  with  offers  that  beggar  all  description,  as  they 
are  forced  to  get  money  somehow.  The  outlook  is 
indeed  dismal.  The  U.S.A.  duties  on  German  goods 
are  not  unlikely  to  be  reduced,  but  just  when  this 
will  happen  no  one  can  foretell.  Pending  the  turn, 
manufacturers  are  now  selling  at  Mk.  3.80  goods 
which  used  to  cost  Mk.  4.50,  whereas  the  cost  of  yarn 
is  now  50  per  cent,  higher.  Profit  is  out  of  the 
question,  in  fact,  many  hosiery  firms  are  only  keep- 
ing their  heads  above  water  by  the  assistance  of  their 
machine  works  and  spinning  mill  creditors.  Buyers 
know  this  and  are  waiting  in  the  hope  that  they 
will  be  able  to  buy  still  cheaper — in  fact,  they  would 
probably  like  to  steal  the  goods  and  thus  get  them 
for  nothing,  as  one  Chemnitz  man  remarked,  after 
he  had  got  rid  of  a  squeezing  American  buyer !  Many 
firms  are  getting  out  new  designs  and  novelties  to 
try  and  draw  buyers,  but  the  attempt  has  fallen  flat. 
Fancies  are  quite  neglected. 


TRADE    MARK. 


TRADE   MARK 


ASK     FOR 


BURNLEY'S  WOOLS. 


REGISTERED. 


REGISTERED 


Scotch 

Fingerings, 

Vanguard, 

I5's,  12's 

Fine. 

Hosiery 

Yarns, 

&c.,  &c. 


Soft 

Knittings, 

B.     Imperial, 

Soft  Spun 

Vanguard 

Fine. 

Oj  and  00 

Worsteds, 

&c.,  &c. 


ESTABLISHED   1752 


THOMAS    BURNLEY    &    SONS,    LIMITED 

MANUFACTURERS  OF  SCOTCH  FINGERING  &  KNITTING  WOOLS. 

GOMERSAL  MILLS,  nr.  LEEDS,   ENGLAND. 

AGENT:— DAVID  M.  CHORLTON  30  HOSPITAL  STREET,  MONTREAL 


Section   of  the   millinery  department,  A.   W.   Cressman,   Peterborough,   showing  effective   methods   of    display. 


Of  Interest  to  Canadian  Millinery  Trade 


Summer  Styles  Now  Settled 

A  Review  of  the  New,  Striking  Color  Schemes 

—  Paddy  Green,  Coronation  Red,  Putty  Color, 

King  George  Blue  and  Coral. 


S 


trade. 


UMMER  millinery  opening  recently  held  by 
wholesale  houses,  brought  out  some  style 
features  which,  coming  late  as  they  did,  were 
something  in  the  nature  of  a  surprise  to  the 


In  the  first  place,  the  decided  trend  from  the 
black  and  white,  or  neutral  shades  with  a  single  da.sh 
of  color,  of  the  earlier  openings  to  very  brilliant 
colorings  freely  used  is  a  new  note.  Extreme  as  it 
sounds,  entire  small  toques  of  such  shades  as  Paddy 
green  and  Coronation  red,  carried  out  both  in  the 
hat  and  trimmings  are  not  infrequently  seen.  The 
new  putty  color  has  proved  a  success  and  is  now 
much  favored  by  fashion  because  it  makes  such  an 
admirable  background  for  bright  shades,  tending  to 
tone  them  up  rather  than  down. 

King  George  blue  has  proved  an  excellent  sell- 
ing number,  the  combination  of  this  .shade  with 
black  satin  or  suiting  cloths  being  a  modish  style 
feature.  Very  brilliant,  fuchsia-like,  effects  were 
seen  early  in  the  season  when  this  shade  was  used 
with  red,  but  as  Summer  comes  on  these  seem  a  little 
too  warm-looking. 

Black  and  white  has  held  its  own  to  a  greater 
degree  than  at  first  was  expected.  The  dash  of  cerise 
used  on  so  many  black  and  white  .striped  or  mixed 
effects  is  also  widely  popular. 

Among  the  lighter  shades,  the  widespread  vogue 
of  coral  seems  to  require  little  comment.  It  is  liter- 
ally everywhere.  Coral  beaded  cabochons,  coral- 
trimmed  bandeaux,  coral  millinery  ribbons  in  all 
shades,  and  coral  colored  flowers  are  all  to  be  had 


on  any  millinery  counter.  Helen  pink  is  also  wide- 
ly and  deservedly  popular.  It  is  a  shade  more  gen- 
erally becoming  and  feasible  for  general  wear  than 
the  coral,  though  by  no  means  so  striking. 

No  particular  shade  of  light  blue  stands  out  at 
present.  All  pale  blues  are  good  for  summer  selling. 
Turquoise  is  much  .spoken  of,  but  so  far  only  slight 
touches  of  it  have  been  seen.  A  bluish  green  shade 
has  been  featured  as  a  high  style  number.  This  is 
not  the  Empire  or  the  Paddy  shade,  but  really  more 
like  a  very  light  arsenic  green,  bvit  much  bluer. 
There  is  something  very  attractive-looking  about  it, 
and  it  combines  with  black  or  black  and  white  in  a 
manner  decidedly  chic. 

Mauves  and  purples  have  had  their  usual  de- 
mand and  no  more.  Coronation  purple  is  talked  of, 
but  so  far  has  not  been  widely  taken  up. 

Among  shades  of  brown  and  yellow  the  most 
novel  note  is  the  new  rust  color.  This  is  featured  in 
veilings  and  hat  drapes.  Of  other  shades,  a  clear 
bright  orange  has  been  observed  in  use  to  give  a 
contrasting  note  of  brightness.  Tan  is,  as  usual, 
excellent  syle,  especially  for  tailored  wear,  and 
champagne  is  a  staple. 

Black  has  been  more  widely  seen  both  as  a  trim- 
ming touch  and  as  a  solid  color  than  in  years,  for 
Spring  wear.  Copenhagen  blue  is  also  a  fine  staple 
shade,  well  taken  as  always. 


Extremes  in  Sizes  Attract  Attention. 

The  great  diversity  of  shapes  and  sizes  is  one  of 
the  features  of  this  Summer's  output.  Picture  hats 
abound,  and  though  larger  crowns  are  considered 
to  be  the  newest  thing,  many  flat  effects  are  notice- 
able. The  continued  popularity  of  the  willow  plume 
provides  a  simple  and  handsome  trimming  which  is 
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universally  used.  Flowers  and  lace,  and  faiu-y 
feather  mounts  are  also  high  style  for  hats  of  this 
sort.  The  milliner's  axiom,  not  to  mix  too  many 
fancies,  is  usually  observed  in  such  types  as  the 
above. 

A  feature  of  this  season's  large  hat  is  that  it 
does  not  sit  so  low  on  the  head  as  last  year.  At  the 
same  time,  adjusted  head  sizes  are  preferred  to  ban- 
deaux, though  the  latter  may  be  used  when  neces- 
sary. Brims  do  not  droop  so  much  as  formerly,  and 
nearly  every  brim  has  an  upward  roll  or  a  turned- 
back  ear  to  break  the  outline.  This  gives  an  op- 
portunity for  vmdcr-trinnriing  which  is  by  no  means 
neglected.  Tiny  garlands  or  wreaths  of  small  flow- 
ers are  applied  to  the  under  side  of  the  brim.  Very 
decorative,  fancy  facings  are  also  in  order,  and  in  a 
recent  display  not  a  large  straw  hat  of  any  preten- 
sions but  had  its  facing.  Even  plain  sailors  are 
sometimes  faced  with  satin,  or  at  the  least,  with  a 
bias  strip  next  the  brim. 

® 

Some  Popular  Tailored  Styles. 

Large  fiat-brim  sailors  are  not  unlike  in  style  to 
the  Merry  Widow  of  recent  fame.  The  Daniel 
sailor  is  the  name  given  to  this  style  of  hat.  How- 
ever, all  sorts  of  sailors  are  to  be  had,  from  the  small 
crowned,  conservative  riding  model  to  a  very 
"nobby"  new  shape  with  brim  only  a  little  over  two 
inches,  or  even  narrower,  and  large  high  crown. 
This  hat  is  considered  one  of  the  most  up-to-date 
walking  models. 

Next  to  the  sailors,  the  popular  plain-tailored  hat 
is  the  fairly  large  shape  with  rounded  crow^n  and 
brim  sharply  turned  up  and  back  in  front.  This 
hat  readily  lends  itself  to  trimming  with  frills  or 
ribbon,  and  many  un trimmed  specimens  are  seen. 

A  compromise  between  this  style  and  the  sailor 
type  is  the  hat  of  comparatively  soft  straw,  with 
brim  rolled  all  the  way  round,  or  at  one  side,  or 
slightly,  in  front.  This  last  hat  is  much  featured  in 
fairly  expensive  styles  by  high-class  stores. 

By  far  the  most  generally  worn  hat  for  morn- 
ings and  street  use  is  the  close-fit  turban.  Styles 
adopted  from  the  Ding-a-ling  are  seen.  The  helmet 
shape  is  a  great  success,  and  particularly  in  its 
clever  adaptations. 

All  these  shapes  are  remarkable  for  the  complete 
abolition  of  the  crown  and  brim  idea,  some  of  them 
resembling  motor  bonnets.  They  have  the  advan- 
tage of  being  hard  to  displace  and  very  chic  in  ap- 
pearance. On  the  other  hand,  they  will  have  to  be 
discarded  in  the  heavier  weights  when  very  hot 
weather  comes.  In  view  of  this  fact  milliners  have 
been  using  straws  of  very  light  weight  and  lace  and 
chiffon  transparencies  in  their  construction. 

There  is  talk  of  a  hat  even  smaller  than  the  tur- 
ban, a  mere  cap,  in  fact,  but  so  far  the  writer  has 
not  seen  one  wdiich  looked  promising. 

In  the  same  category  with  the  above  are  the 
Napoleons  and  mitre-.shaped  turbans.  These  are 
designed  especially  for  the  face  which  is  no  longer 
very  youthful,  though  women  of  all  ages  wear  them. 
The  shapes  are  larger  in  size  than  the  helmet  and 
this  gives  them  a  certain  dignity  in  comparison. 
Boat-shaped  turbans  are  also  seen.  In  all  these 
styles  the  head  size  seems  specially  adapted  to  a 
woman  who  wears  her  hair  plain  and  fairly  close  to 
the  head. 


.Special  mention  may  be  made  of  the  Coolie  or 
Mexican  hat  which  comes  both  in  dre.«.sy  and  in 
tailored  styles.  This  is  a  large  model  with  brim 
.slightly  rolling  all  the  way  round,  and  a  low  crown 
which  is  conical  in  shape. 


Fancy  Feather  Effects 

Uncurled  Novelties  Lead   in   Plumes  —  White, 

Black   and   Grey    Effects  —  Latest    Shape 

is   Large    Poke. 

The  demand  for  feathers  and  fancy  feather 
effects  for  the  rest  of  the  season  promises  to  be  large, 
as  trimmings  of  this  kind  are  strongly  indicated  for 
Summer  millinery.  In  .spite  of  all  early  predictions, 
■willow  plumes  have  more  than  held  their  own  and 
have  been  one  of  the  items  that  have  sold  well  this 
season.  Willows  are  still  good,  but  from  the  point  of 
view  of  style,  uncurled  novelties  lead. 

Very  handsome  and  expensive  effects  in  the  form 
of  bauds,  crowns  and  trinnuing  forms  ending  in 
large  mounts  and  panaches  are  shown.  There  is  aLso 
a  w^ealth  of  more  moderate  effects,  both  in  style  and 
price.  Large,  single,  uncurled  plumes  and  quill 
effects,  pompons,  wheels,  rosettes  and  fancy  mounts 
are  shown  both  in  black,  white  and  combination 
effects,  the  latest  of  which  seems  to  be  white,  black 
and  grey.  For  the  lovely  picture  hat-s,  handsome 
French  plumes  and  pleureuses  are  used,  and  several 
of  these  rich  feathers  are  massed  on  the  one  hat. 

Osprey  and  aigrette  have  returned  to  favor  and 
these  beautiful  mounts  are  much  seen  on  millinery 
where  price  does  not  count.  They  are  combined 
with  ostrich,  lace,  flowers  and  other  trimmings. 

Fancy  feather  mount-?,  fancy  breast  and  wing 
effects,  combined  wdth  Mephisto  quills,  and  ending 
in  head  effects  are  .showing.  Small  wing  effects  are 
to  be  good,  particularly  in  such  forms  as  can  be 
placed  far  back  against  the  crown  of  high  toques  and 
large  sailor  shapes.  Quills  are  good  now  and  the 
promise  is  that  an  excellent  season  is  before  them. 

When  flowers  are  used  they  are  often  formed  into 
panaches  and  plume  effects  and  flowers  best  suited  to 
this  arrangement  are  the  ones  most  favored.  Roses, 
poppies  and  other  flowers  that  stand  upright  are 
mixed  with  wheat  and  grasses  to  form  these  effects. 
Wreaths  and  trails  are  also  used. 

There  is  a  growing  fondness  for  fruits.  Cherries 
are  very  popular  and  there  is  a  decided  favor  for  the 
velvet-covered  pyroxaline  grapes,  berries,  peaches 
and  plums. 

A  totally  new  idea  is  to  place  ruches  of  taffeta 
with  pinked-oTit  edges  around  both  crowns  and  wide 
l)rims,  and  often  there  are  tiny  flower  clusters  nest- 
ling at  intervals  in  the  ruche.  White  taft'eta  is  nuich 
used  for  this  purpose  particularly  when  the  hat  is 
black.  Black  and  white  combinations  are  just  as 
fashionable  as  ever.  White  taffeta  is  formed  into 
huge  bows,  chons,  crushed  l^ands  and  pleated  wing 
effects. 

The  latest  shape  is  the  largo  poke.  These  are 
hood-like  in  shape  and  completely  envelope  the  head 
or  have  wide-spread  sides  and  are  very  short  at  the 
back.  Marie  Louise  is  showing  these  models  of  leg- 
h(n'n. 
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Right  Goods  For  The  Summer  Rush 

THE  hats  shown  on  this  page  are  but  a  suggestion  of  our  style 
range  for  the  late  summer  demand.  These  and  many  others 
now  available  for  your  requirements  represent  the  latest  fashion 
touches  in  flowers,  foliage,  ribbons,  ornaments,  fancy  braids  or  plain 
straws.  Your  workroom  may  not  be  able  to  keep  up  with  orders. 
Our  trimmed  hat  department  fills  just  such  an  emergency.  No  need 
to  disappoint  a  customer. 


Eight  Stylish  Numbers  In  Summer  Millinery 


DELIVERY-^The  utmost  confidence  may   be    placed    in    our    shipping    department. 
Your  orders  will  be  filled  quickly  and    intelligently. 

READY  FOR  YOUR  ORDERS 

HATS — New    rolled     brim    and    Knox    narrow^   brim    Sailors.     Javas    in    rolled  brim. 

Children's  small  sized  Mushrooms. 
BRAIDS — Ramea,    Pyroxaline    Silk — all   shades,  including  black,   w^hite,   burnt,  navy, 

paddy  green,  coral,  scarlet. 
FLOWERS — In  every  conceivable  mount  and  shade      June    Roses    are    good.     Hair 

busby  mounts  are  called  for. 
STAPLES— Ribbons,  Velvets,  Velvet  Ribbons,  in  all    the  wanted   colorings.       Laces, 

new  patterns  in  Chantilly   and    Orientals,    widths    3  to    10    inches,  specially 

adapted  for  summer  millinery. 


THE 


D.  M^CALL  COMPANY,  Ltd. 


WINNIPEG, 


TORONTO 

MONTREAL,  OTTAWA, 


QUEBEC 
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The  pressed  shape  is  strongly  in  evidence.  Tagel 
is  the  leading  straw,  but  hemp,  Tuscan,  Milan,  chip 
crin  and  rouger  straws  are  all  selling. 

Because  of  the  high  price  of  the  large  pressed 
shapes,  braids  will  be  used  to  produce  the  cheaper 
millinery  and  this  fact  should  enable  milliners  to 
clear  out  their  stock  of  braids. 


® 


Straws  Which  Are  Popular 

Tugel  has  been  a  particularly  good  seller  in  all 
shapes  this  season.  Milan,  crinoline,  leghorn  and 
the  soft  straws  for  draping  purposes  have  all  been 
good.  Many  black  shapes  have  been  sold,  cream  and 
tan  following  in  popularity,  and  putty  color  promi- 
nent. Quite  a  number  of  greys  have  also  been  seen. 
Following  these,  perhaps  Copenhagen  blues  and  a 
good  medium  brown  have  been  as  well  received  as 
any.  A  more  than  usual  number  of  bright  reds 
were  seen. 

Among  the  straws  by  the  bundle,  fairly  light 
weight  satin  straws  have  sold  well,  both  plain  and 
fancy,  and  in  a  wide  range  of  colors. 

® 

Feathers,  Flowers  and  Fancy  Goods 

_  "Willow  plumes  have  been  excellent  sellers  for 
this  Summer's  trade.  They  are  now,  if  possible, 
more  worn  than  ever  before,  and  some  exquisite 
specimens  are  being  shown  at  remarkable  reasonable 
prices.  The  milliner  may  now  purchase  for  five 
dollars  a  willow  which  is  in  itself  an  ample  trim- 
ming for  a  hat  of  medium  size. 

Flowers  have  had  their  full  share  of  popularity, 
hand-made  and  French  imported  numbers  being 
very  good.  The  milliner  does  not  necessarily  now 
have  to  make  these  enticing  and  durable  trimmings 
himself,  for  the  imported  styles,  made  where  labor 
is  cheap,  have  everything  to  recommend  them  in- 
cluding reasonable  price.  Flowers  this  year  are  re- 
markable for  their  naturalness  of  appearance, 
scarcely  anything  being  made  in  an  impossible 
shape  or  color. 

A  novelty  which  was  of  exceptional  beauty  was 
the  peony  in  natural  shades  and  of  a  most  decep- 
tively realistic  texture. 

Ornaments  have  been  iinusually  varied  and 
beautiful.  Lace  and  straw  butterflies,  quills  made 
of  lace  and  beads  of  ribbon  flutings  or  of  straw. 
Cabochons  of  straw,  of  beads,  and  even  of  lace  on 
stiff  back,- — in  fact  every  sort  of  fancy  trinuning  has 
been  seen.  Large  cases  were  this  year  devoted  to 
these  lines,  where  ordinarily  a  single  counter  would 
have  served. 

Quills,  and  aigrettes  of  straw,  grass,  spun  glass, 
have  been  iised  for  tailored  hats. 

® 

Laces  in  Great  Favor 

Chantilly  laces  in  particular,  and  the  flat  laces 
and  braid  laces  have  had  a  remarkable  degree  of 
attention  ever  since  the  season  opened.  Entire  hats 
of  shirred  Chantilly  are  quite  common,  and  veils  of 
the  same  in  black  or  in  ivory  are  nuich  used  both 
as  hat  drapes  and  face  veils. 


Besides  the  other  uses  mentioned  above,  Chan- 
tilly has  been  used  to  face  hats,  as  also  have  Batten- 
berg  and  Point  de  Venise.  Large  imitation  willow 
plume  effects  are  got  by  draping  gathered  Chantilly 
on  looped  wires.  This  is  a  trimming  much  in  use 
for  young  girls  hats. 

Underbrims  of  fluted  lace  are  quite  common, 
Valenciennes  and  the  iLsual  range  of  lingerie  lace 
being  used.  A  great  deal  of  net  and  point  d'esprit 
is  also  seen. 

® 

The  Vogue  of  Velvet 

A  trimming  which  must  be  mentioned  is  velvet. 
Velvet  bands,  velvet  quills  and  velvet  hat  facings 
continue  to  flaunt  themselves  in  defiance  of  Summer 
sun  and  warm  weatlier.  Strange  as  it  may  seem,  in- 
formation from  the  most  reliable  quarters  insists  on 
the  continuance  of  this  fad  all  Summer.  Black  vel- 
vet facings  are  used  on  very  Summery  looking 
models,  and  deep,  rich  shades  such  as  coronation  red 
and  emerald  are  widely  seen  as  trimmings.  Velvet 
drapes  are  to  much  in  use,  both  on  fancy  and 
tailored  models. 

® 

News  Items  for  the  Milliner 

It  has  transpired  from  most  reliable  sources  that 
the  name  "Helen  pink"'  is  a  misnomer  from  first  to 
last.  Miss  Helen  Taft,  accompanied  by  her  mother, 
went  in  to  match  a  shade  for  a  girl  friend.  She  had 
consideral)le  difficulty  in  getting  the  exact  tint  of 
pink,  and  the  clerk  remembering  her  particularity, 
informed  the  head  of  the  department.  The  latter 
seized  upon  this  idea  immediately  as  a  good  adver- 
tising medium,  and  the  shade  was  featured  as  Helen 
pink  and  sold  well. 

As  a  matter  of  fact.  Miss  Taft  has  since  appear- 
ed frequently  in  pink,  whether  to  satisfy  the  public 
or  not,  it  is  hard  to  say,  but  blue  is  her  favorite  and 
most  becoming  evening  shade. 

*  4:  4: 

"Hetty  Green"  is  the  latest  name  for  a  deep,  soft 
olive  shade.  It  seems  that  each  year  a  competition 
of  New  York  society  women  is  held  with  a  view  to 
bringing  forth  the  best  hat-trimming  talent  and 
furthermore  to  aid  a  deserving  charity.  Mrs.  Green, 
the  well-known  woman  financier,  attended  this  con- 
gress, and  she  picked  out  a  hat  of  olive  green  as  her 
choice  among  the  lot.  An  enterprising  wholesaler 
who  was  present  took  up  the  idea  and  is  now  pre.*ent- 
inc;  the  shade  as  "Hettv  Green." 


Dominion  Ostrich  Feather  Company 

96-100  Spadina  Avenue,  TORONTO       I  •'""^J 

OSTRICH,  PARADISE, 
OSPREYS  and  MARABOU 


Manufacturers  of 


Trade 


domiNIONMAKE 


Mark 


DYEING,  CLEANING,  CURLING,  REPAIRING. 
OLD  STOCKS  made  over  into  Willow  Plumes. 

FOR  THE  TR.VDE  ONLY. 
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MILLINERY  COMMISSIONERS,  LIMITED 

OFFICES   IN   TORONTO   AND   PARIS 


Intelligently  Supplying  the  Demand  for  Better  Millinery, 
Offering  High-grade  Goods  at    Popular  Prices 

We  carry  no  stock  and  indulge  no  expenses,   except  those 
in  keeping  with  a  commission  or  agency  business. 

We  are  in  a  position  to  give  values   which  make    pos- 
sible a  realization  of  increased  profits  in  your  millinery 
department  ;  further  than  this,  we  protect  you  and  your 
customers  against  millinery  trash — lines  built  for  ef- 
fect rather  than  service. 


^ 


#\' 


u\ 


\' 


Allow  us   to       \    \     J^^  xV 

represent 

you   in    Paris. 
Let    us    be    your 

commissioners. 
Send   us   open   or 

for  the  latest  French 

pattern  hats. 
French   pattern   hats   pur- 
chased at  prices  to  suit  your 

particular  business. 
We  place  these  orders  on  our  next  foreign 
buying    trip    and  arrange   deliveries   in   time 
for  Fall  1 91 1.  This  plan  gives  your  millinery        \     \        v' 
department  the  advantage  of  a  Paris  buyer 
and  the  very  latest  styles. 

A  test  order  will  determine  what  benefit  there  is  in 
this  plan  for  you.      Many  of  the  oldest  and  most  reliable 
retail  establishments  in  Canada  are  trusting  us  with  their 
commissions.      Some  of  these  firms  send  several  buyers  (not 
millinery  buyers)  abroad  each  season.      This  new  purchasing 
idea  is  backed  by  the  experience  of  the  men   we  send  over  each 
season — men  whose  experience  in  both  wholesale  and  retail  millin- 
ery buying  is  an  unquestionable  assurance  of  satisfaction. 

Thii  it  a  new  millinery  plan.    TRY  IT  OUT.     It  is  the  original  idea*  that  count. 


We  have  come  to  stay  and  under- 
stand that  there  is  no  surer  way  to 
success  than  the  quality-giving  pol- 
icy we  are  pursuing. 

Closely  examine  what  we  show 

you  and  what  we  deliver  and  your 

decision  will  afford  you  a  satis. 

faction    which    our    millinery 

.     service,     as     well     as 

appearance,   invariably 

warrants. 


^^^ 


\<^ 


MILLINERY  COMMISSIONERS,  LIMITED 

23  SCOTT  STREET,  TORONTO 
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No.  1  —  Large  pale  mauve 
picture  hat  of  leghorn,  trimmed 
with  cream  lace  and  silk  grapes. 
For  details  of  construction  see 
page  52. 


No.  2  —  Double  brim  design, 
showing  combination  of  leg- 
horn and  panama  in  natural 
shades.  For  details  of  con- 
struction see  page  52. 
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Make  the  Season  Measure  Up 


Spring  has  been  an  unkind  visitor  this  year,  and 
the  cold  weather  and  the  contradictory  and  contrary 
fashions  have  played  havoc  with  the  early  trade.  The 
warmer  weather  has  come  too  late  to  save  the  first 
and  the  most  profitable  part  of  the  season,  for  busi- 
ness lost  at  this  period  is  most  difficult  to  make  up 
for  later. 

There  is  an  opinion  expressed  also  that  in  some 
of  the  larger  cities  the  business  is  overdone  and  there 
are  more  milliners  in  the  business  than  can  make  a 
possible  living.  The  milliners  in  the  big  centres  who 
depend  largely  upon  what  is  termed  catch-trade,  that 
is  the  trade  brought  in  by  their  window  display,  have 
not  done  anything  like  the  usual  amount  of  business. 
The  milliner  that  has  a  steady  connection  has,  as  al- 
ways is  the  case,  done  fairly  well,  but  in  all  the  ranks 
of  the  trade  the  complaint  is  made  that  the  season 
has  so  far  been  a  poor  one. 

The  most  serious  phase  of  the  situation  is  that 
milliners  have  heavy  stocks  on  hand,  in  many  cases 
not  yet  paid  for,  and  with  the  goods  unsold,  and  bills 
to  meet,  the  question  is  how  to  profitably  show  the 
Summer  novelties,  before  the  goods  bought  for  the 
earlier  season  are  sold.  It  would  look  as  though 
there  must  be  considerable  price-cutting,  and  this 
calls  for  considerable  courage  as  it  is  a  hard  matter 
to  put  the  knife  in  before  the  goods  are  paid  for. 
But  it  must  be  done  at  all  costs  for  the  question  now 
is  to  find  the  hard  cash  to  put  into  the  later  novelties 
that  bring  trade. 


Concentration,  therefore,  of  every  energy  is  the 
watchword  and  every  scheme  must  be  tried  to  move 
the  stocks  on  hand.  It  will  hardly  do  to  advertise  a 
marked  down  sale  at  this  date  but  special  week-end 
bargains  can  be  offered.  One  hard  and  fast  rule 
should  be  made — Window  displays  should  be 
changed  every  day.  Even  if  the  same  hats  have  to 
be  used  there  should  be  a  change  made  in  the  man- 
ner in  which  they  are  arranged. 

One-color  windows  of  millinery  are  being  featur- 
ed in  exclusive  stores.  Cerise,  greys,  new  blues  and 
fashionable  shades,  including  black  and  white  and 
all  black  proving  very  effective.  Attention  was  at 
once  directed  to  advantage,  and  good  sales  made  of 
the  earlier  creations.  Easter  rush  is  partially  over- 
come and  "last  minute"  disappointments  avoided. 
Popular  price  windows  show  $.5.95,  $7.45  and  $10.95 
offerings  with  time-proved  $5.00  displays,  which  are 
most  effective  in  bringing  results.  It  is  necessary 
to  make  the  most  of  the  Easter  opportunity. 


Coronation  Goods  in  Demand. 

Montreal  wholesale  men  report  a  splendid  trade 
being  done  in  all  lines  of  coronation  goods  for  decora- 
tive purposes.  Orders  for  flags  of  all  sizes  and  quali- 
ties have  been  especially  good,  although  not  markedly 
in  the  Province  of  Quebec.  The  greatest  demand  so 
far  has  come  from  the  lower  provinces — Nova  Scotia, 
New  Brunswick,  Prince  Edward  Island. 


WE 

SAVE 

YOUR 

WASTE 

AND 

SAVE 

YOUR 

PROFITS 


17  VERY  yard  of  fabric  that  goes  into  the 
dead  stock  corner  is  so  much  waste- --a 
loss,  not  a  profit. 

Our  business  is  to  keep  every  yard  of  fabric 
a  good  selling  fabric. 

This  we  do  by  re -dyeing  and  finishing, 
as  new,  your  off-color,  soiled  and  faded  fabrics. 
Leading  merchants  and  milliners  in  all  parts  of 
Canada  are  our  customers.  This  is  our  best 
reference.    Write  for  booklet  and  all  particulars. 


R.  PARKER  &  CO. 

DYERS  and  FINISHERS  TORONTO,  CAN. 


How  to  Make  and  Trim  Modern  Millinery 

Four  Late    Summer    Models    Which    Combine    Some    of    the    Latest    Fashion 
Touches  —  Leghorn    Picture    Hat  —  Double    Brim    Design  —  Model  in  Yedda 
Braid  —  Black    and    White    Box    Turban. 

The    hats    described    In  this  article  are   illustrated  on  pages  35,   50  and  55. 


No.  1.  Large  pale  mauve  picture  hat  of  leghorn 
trimmed  with  cream  lace  and  silk  grapes. 

Three  yards  of  lace  are  used  to  trim  the  upper 
brim  of  this  model,  the  lace  is  fluted  and  ha.s  a  draw 
thread  run  in  the  selvedge  edge.  This  lace  lies  flat 
on  the  brim  drawn  in  to  fit,  within  one  inch  and 
one-half  of  the  crown,  and  finished  round  the  crown 
with  velvet  ribbon,  one  and  one-quarter  inches  wide, 
"cogged"  on  ribbon  wire.  To  do  this,  cut  a  piece  of 
ribbon  wire  the  length  required  to  fit  round  the 
brim  one  and  one-half  inches  from  the  crown.  To 
this  tack  the  ribbon  looping  one  inch  of  the  ribbon 
one-half  inch  apart  on  the  wire,  having  the  join,  in 
both  the  lace  and  the  ribbon  at  the  left  side  of  the 
hat.  Large  bunches  of  grapes  and  foliage  adorn  the 
left  side  of  the  crown,  the  grapes  being  in  shades 
deeper  than  the  brim,  and  falling  a  little  over  the 
brim  toward  the  back. 

It  will  require  three  yards  of  lace,  two  yards  of 
mauve  velvet  ribbon  and  the  grapes  to  complete  this 

pretty  model. 

*  *         * 

No.  2.  Double  brim  design,  showing  a  combina- 
tion of  the  leghorn  and  panama  in  their  natural 
shades,  with  trimmings  of  fruit  and  roses. 

The  foundation  for  this  model  is  a  blocked 
mushroom  panama,  over  which  is  draped  a  mush- 
roomed placque  in  leghorn,  between  the  two  brims 
is  draped,  green  maline,  just  a  little  of  the  maline 
is  used.  The  leghorn  placque  is  turned  up  at  the 
back  and  front  and  allowed  to  roll  up  at  the  left 
side,  a  wreath  of  crab-apples,  roses  and  foliage  is 
placed  round  the  hat,  over  both  brims  at  right  side 
and  between  the  brims  at  the  left  side,  the  back  and 
front.  A  l)ow  of  green  velvet  i'ibl:)on  is  tied  in  with 
the  wreath  at  the  left  side,  for  which  one  yard  and 
one-half  of  velvet  ribbon,  two  and  one-half  inches 
wide  will  be  required. 

*  *         * 

No.  3.  White  Yedda  braid  model,  faced  with 
black  velvet,  and  trimmed  with  white  fancy  wing. 

Measurements  for  the  frame — Head  size,  twenty- 
two  inches,  front  wire,  three  inclies;  back  wire,  four 
and  one-half  inches;  sides,  four  inches;  base  of 
crown,  thirty-four  inches;  height,  ten  inches;  diam- 
eter of  top,  eight  inches ;  cover  the  frame  with  white 
muslin  and  sew  the  crown  to  the  l)rim  before  cover- 
ing with  the  braid. 

The  braid  for  the  top  of  hat  is  sewn  to  shape 
away  from  the  frame,  when  completed  it  is  sewn 
over  the  frame  and  faced  plain  with  black  velvet. 
The  hat  is  trimmed  directly  in  the  back  with  a 
very  handsome  white  mount,  cauglit  with  a  wide 
black  and  white  beaded  bar  ornament. 

Materials  required — I'ightoen  yards  white  l)rai<l. 
oiK^-half  yard  of  l)lack  velvet,  and  the  momit  and 

ornament. 

*  *  * 

No.  4.  Black  and  white  box  turban,  with  white 
hacko  feather  bandeau  and  mount.  Frame  mea.-^nre- 
ments — Head  .size,   twentv-two   inches:   brim    wires. 


four  inches;  outside  measurement,  thirty -si.x  inches; 
height  of  coronet,  four  inches;  ba.se  of  crown,  thirtv 
inches;  dome  wires,  .sixteen  inches. 

The  crown  is  covered  with  light  weight  white 
nnislin.  It  will  be  required  to  cover  the  brim  with 
stitt'  mu-slin  so  that  the  velvet  will  fit  smoothly  on  it. 
The  crown  is  made  of  a  tiga  braid  plaque  pleated  to 
form  a  high  tarn.  For  the  brim  cut  the  velvet  wide 
enough  for  the  coronet,  and  on  the  bia.s,  it  is  turned 
over  the  top  edge  of  the  coronet  and  about  one- 
quarter  of  an  inch  over  the  facing.  Black  braid  is 
used  to  fill  in  the  facing.  The  trimming  is  very 
simple,  consisting  of  the  hacko  feather  bandeau 
placed  round  the  turban,  and  the  mount,  with  pink 
roses  at  the  left  side. 

It  will  require  three-eighths  of  a  yard  of  l)lack 
velvet  on  the  bias,  five  yards  of  black  braid,  with  the 
white  plaque  for  the  construction  of  the  turban. 


Prediction  As  To  Future  Style 

During  his  recent  visit  to  Toronto,  Jules  C. 
Kurzeman,  New  York,  in  a  conversation  about  future 
styles,  said  that  from  present  indications  black  and 
white  combinations  are  to  lead  during  the  coming 
Summer. 

While  flowers  are  always  used  to  a  certain  extent, 
the  outlook  was  that  ostrich,  ostrich  novelties,  fancy 
feathers,  medium-sized  wings  and  quills  would  be  of 
first  importance.  Laces  promised  to  be  used  lavi.^hly 
and  a  good  season  was  indicated  for  ribbons,  particu- 
larly for  taffeta.s  and  .«atins.  In  his  opinion,  lingerie 
models  would  l)e  good  for  mid-summer  wear. 

Further,  when  asked  about  the  Fall  season.  Mr. 
Kurzeman  said  that  up  to  date,  the  firm  had  not  com- 
menced Fall  preparations.  As  the  style  of  hat  worn 
depended  upon  the  style  of  dress,  the  wider  skirts 
being  introduced  would  make  necessary  a  corres- 
]>onding  change  in  the  size  of  the  hat.  To  keep  the 
jtroper  balance  between  the  gown  and  the  hat,  me- 
dium and  large  hatv*  would  bo  introduced  for  winter 
wear. 

Something  new  in  colors  could  also  be  looked 
for,  as  the  colors  now  prominent  in  millinery  had 
enjoyed  quite  a  long  run  of  popularity.  The  only 
color  he  could  mention  at  present  was  the  .^and 
shades  that  were  being  used  by  some  of  the  leading 
Paris  modistes.  Little  or  nothing  definite  as  to  Fall 
stylos  had  as  yot  transpired. 


What  Would  You  Say  to 
This    Customer  ? 

See  page  63. 
CASH  PRIZES  FOR  BEST  ANSWERS. 


Will    Small    Shapes    Rule    For     Fall  ? 

Buyers  Returned  From  Paris  Note  a  Tendency  in  That  Direction  —  Gilt 
and  Silver  Mixtures  Shown  —  Stiff,  Straight  Effects  in  Trimmings 
—  Vivid    Colorings   to  be    Featured. 
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Office  of  The  Dry  Goods  Review, 
Kasteni  Townships'  Rank  Bldg., 

Montreal,  May  18,  U»ll. 

ONTREAL  buyers  just  returned  from  Paris 
report  a  sort  of  chaos  in  the  millinery  situ- 
ation so  far  as  choosing  styles  and  materials 
for  Canadian  Fall  trade  is  concerned.  One 
nouse,  they  say,  is  showing  one  thing,  another  some- 
thing different,  and  buyers  are  at  rather  a  stand-still, 
not  being  very  sure  what  to  buy  and  what  to  leave. 

One  thing  which  does  seem  fairly  assured  is  that 
small  shapes  in  hats  will  rule.  And  not  only  small 
Init  soft. — soft  velvet  toques,  and  small  hats  with  turn 
up  brims,  various  suggestions  and  adaptation  of  the 
pierrot  style. 

Trimmings,  with  many  variations,  incline 
towards  stiff,  straight  effects — stiff  aigret  and  osprey 
mounts,  and  pompons  with  ospreys  springing  tall 
and  straight  from  their  centres.  There  are  strong 
hints  also  that  uncurled  ostrich  feathers  may  be  a 
feature  in  the  Canadian  trinmiing  trade.  These  are 
mostly  shown  in  quill  effect  and  seem  to  be  just  the 
thing  to  ornament  the  small  toques  which  larger 
feathers  would  rather  submerge.  Paris  is  showing 
biras,  but  it  is  a  question  whether  these  will  figure 
largely  as  trimmings  here.  Many  milliners  expre.^s 
the  liope  that  they  will,  claiming  their  effectiveness 
as  a  trimming  on  the  larger  hats.  But  Canadian 
mode  has  not  spoken  yet. 

Gilt  and  silver  mixtures  are  very  nuicli  shown  in 
the  gauzes  to  be  used  in  the  draping  of  hats,  and  as 
there  appears  to  be  a  steadily  increasing  favor  shown 
here  for  all  metallic  effects,  buyers  feel  that  they  are 
making  no  mistake  in  .'iecuring  certain  stocks  of  thosp 
for  Autunm  and  Winter  display. 

Demand  for  Plushes  and  Velours. 

There  will  undoubtedly  be  a  good  demand  for 
the  new  24-incli  millinery  plushes  and  Austrian 
velours,  with  their  thick,  soft  pile  and  luxuriously 
glossy  surface.  Velour  hats  are  being  shown  by 
Paris  houses  very  much  to  the  exclu.sion  of  beavers, 
and  judging  by  the  favor  accorded  plush  hats  last 
year,  and  a  disinclination  on  the  part  of  the  more 
advanced  retail  houses  to  carry  over  even  the  most 
advanced  of  last  season's  shapes  in  beaver,  lends 
weight  to  the  impression  that  velvets  will  largely 
replace  the  beaver  hats  here  for  next  Winter. 

Beaded  Persian  ornaments  in  opalescent  tints  and 
Egyptian  colorings  with  plenty  of  jet  for  side  trim- 
mings in  cahochons  and  bar  effects  look  as  if  they 
might  be  a  good  investment.  Buckles  are  to  all 
intents  and  purposes,  dead. 

All  the  vivid  colorings  in  artistic  tones  will  cer- 
tainly l)e  featured;  blues,  coppery  browns  and  terra- 
cottas, emerald  green,  argent  greys  and  a  new,  soft, 
vivid  cerise  tone,  which  is  quite  different  from  the 
coral  cerise  of  the  Spring    and  Summer  mode. 


The  Summer  Trade. 


Crins  and  chips  in  all  shapes  and  sizes  have  sold 
well,  is  the  report  of  Montreal  millinery  houses,  but 
especially  in  tlie  small  and  medium  shapes.  A  small 
black  shape,  wide  from  side  to  side,  and  turned  up 
sharply  and  high  at  the  front,  left  and  back,  the 
brim,  narrowing  towards  the  right,  is  proving  a 
favorite.  A  medium-sized  white  and  cream  crin  in  a 
round  shape  with  rolling  brim,  faced  with  inch-wide 
band  of  black  velvet,  a  slightly  larger  shape  of  the 
same  style  in  chip,  and  an  artistic  line  of  picture  hats 
in  white  chip  are  among  the  latest  offerings  for  the 
mid-sunnner  trade.  A  certain  amount  of  business 
is  also  being  done  in  natiu-al  leghorns  and  Java 
straws. 


Millinery  at  the  Horse  Show 

Hats  of  all  Sizes  —  Flowers,  with  Ostrich 
Mounts  a  Close  Second,  Adorned  Fashionable 
Millinery      at      this     Montreal      Style      Event 

Flowers  galore  decorated  the  Montreal  Horse 
Show  millinery,  with  ostrich  mounts  following,  a 
close  second  in  favor,  and  although  the  hats  them- 
selves are  mostly  black  or  white  or  a  combination  of 
the  two,  the  vividly  toned  blossoms  are  used  in  such 
profusion  as  to  add  a  special  brilliancy  and  gaiety 
to  the  scene. 

Hats  of  all  sizes  are  worn,  from  the  tight-fitting 
theatre  bonnet  made  entirely  of  2:)rinn'ose  blooms  in 
shades  of  coral  and  cerise,  with  a  double  frill  at  the 
back  of  soft,  creamy  lace,  to  the  very  broad  picture 
hat  of  chip  or  crin.  One  pretty  round  hat  of  crem 
crin,  with  rolling  brim  faced  in  black  velvet  had  the 
crown  massed  about  with  creamy-pink  roses  faintly 
veiled  by  a  drape  of  palest  gold  chiffon.  A  large 
black  picture  hat  was  simply  trinnned  with  a  huge 
rose-pink  osprey  mount  caught  at  the  left  front  of 
the  crown. 

A  New  York  model  in  a  .small  hat,  fitted  closely 
to  the  head,  was  of  soft  crushed  tagel  in  royal  blue, 
with  a  sort  of  bandeau  of  velvet  to  match,  overlaid 
with  wreath  of  feathery  grass,  dark  blue  forget-me- 
nots  and  tiny  coral  rose-buds.  A  very  tiny  rolling 
brim  of  natural  leghorn  was  faced  with  Royal  blue 
velvet. 

A  pretty  white  chip  turban  rolled  high  to  the 
back  and  left  side,  was  faced  with  black  velvet  and 
had  a  row  of  tiny  pink  rose-buds  running  around 
the  inside  edge  of  the  brim.  The  front  brim  was 
caught  to  the  crown  just  over  the  right  eye  by  a  white 
lace  butterfly  holding  a  tall  straight  white  o.sprey. 
Several  of  the  large  picture  and  sailor  effects  had 
crowns  entirely  covered  in  flowers,  sweet  peas  and 
roses  apparently  being  most  in  favor  for  this  pur- 
pose. 


Large    and    Medium    Sizes    in    London 

Small   White   Straw   Shapes   on    the  Order  of  Scotch  Cap  are  New  —  Head 
Sinks  Deeply  Into  all  Models  — Lace  Bands  and  Velvet  Bows  Used  as  Trimming 
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Office  of  The  Dry  Goods  Review, 
88  Fleet  St.,  London,  E.G., 

May  8,  1911. 

FOR  the    mid-summer    hat,    Paris    is  sending 
over  large  and  medium-sized  models  of  won- 
derful beauty  that  are  sure  to  be  favored  for 
their  grace  and  charm.     All  the  models  are 
not  large,   and  some  of  the  prettiest  small  shapes 
imaginable  are  seen. 

]<]xceedingly  new  are  the  small  white  straw  shapes 
somewliat  on  the  order  of  a  Scotch  cap  that  have  for 
trinnriing    velvet     wings    in    black    or    blue    stuck 


Shepherdess  model  of  rice  straw,  the  underbrim  faced 
with  black  velvet.  Ruche  of  white  taffeta  around 
outer  brim  caught  here  and  there  with  tiny  clusters 
of  cerise  rose-buds.  Large  mount  of  cerise  uncurled 
ostrich. 

through  the  straw  like  the  eagle's  feather  in  a  Scotch 
bonnet. 

Several  of  these  models  formed  part  of  a  recent 
importation  received  by  a  leading  millinery  house. 
Another  new  model  seen  was  of  soft  pliable  straw, 
pleated  and  draped  like  a  fabric.  The  straw  was 
black  and  white  and  the  only  trimming  consisted  of 
enormous  ribbon  bows  in  a  bright  shade  of  green 
that  towered  aloft  and  gave  considerable  height  to  the 
hat. 

Some  of  the  new  hats  are  of  two  colors.  One  seen 
had  the  crown  of  scarlet  straw  with  the  broad  close 
upturned  brim  of  black  velvet  and  the  sole  trimming 
was  a  couple  of  fancy  black  feathers  placed  at  the 
back. 

In  the  smaller  hats  the  Empire  idea  is  accentu- 
ated. Softly  draped  Rccamier  turbans,  modifications 
of  the  helmet  liat,  Pierrot  models,  high  toques, 
capotes  and  poke  models  are  all  worn. 

Lace  Bands  and  Velvet  Bows. 

Into  all  these  models  the  head  sinks  deeply  and 
the  trimmings  consist  of  lace  bands,  large  looped 
bows  of  velvet  and  taffeta  ribbon,  ostrich  and  fancy 
feather  mounts,  moderate  sized  wings  and  quills. 

The  large  hat  has  a  firm  hold  for  Summer  wear 
for  it  not  only  shades  the  face  but  the  .'shadow  tlirown 
by  the  wide    brim    is  most    becoming.     The  larger 


rnodels  for  the  coming  Summer  are  most  artistic  in 
line.  The  majority  of  shapes  are  copied  from  the 
pictures  of  the  great  painters  and  among  the  newest 
and  most  exclusive  may  be  counted  the  modifica- 
tions of  the  Ruben's  hat.  The  shape  is  only  moder- 
ately large  but  the  proportions  are  perfect.  The 
crown  is  rather  stiff-looking  but  the  brim  is  excep- 
tionally graceful.  It  is  fiat  and  folds  back  at  the 
left  side  forming  a  boldly  curved  revere  that  .slopes 
down  and  loses  itself  in  the  slightly  drooping  Ijrim. 

Plumes  are  the  logical  trimming  for  this  kind  of 
hat  and  many  of  them  are  in  shaded  eft'ect  in  l)lack, 
whit_e  and  grey  when  the  hat  is  black  or  white. 
Ostrich  bands  and  bands  of  coque,  finished  with 
mounts  of  the  same  are  very  much  used  and  there  is 
an  infinite  variety  of  fancy  feather  effects  used  for 
trimming  purposes. 

A  striking  change  from  the  hat  above  described 
are  the  bicorne  or  Napoleon  shapes.  The  later 
models  are  fairly  large  and  very  pronounced  in  out- 
line. One  seen  had  the  brim  turned  up  both  back 
and  front  and  caught  together  on  each  side,  with  a 
buckle  covered  with  green  silk.  The  hat  was  of 
mauve  Tagel  and  the  crown  was  completely  hidden 


Hat  of  navy  tagel.  the  brim  faced  with  navy    satin,  fancy 
mount  of  white  ostrich  as  the  solo  trimming. 

under  masses  of  purple  velvet  violets  and  shaded 
mauve  and  purple  velvet  leaves. 

Jaunty  Outing  Hats. 

Outing  models  arc  always  importiint  and  for  wear- 
ing with  hiilorcd  suit--?  and  cotton  frocks  are  shown 
jaunty  boat-.^haped  hats  of  Manila  or  Panama  straws. 
By  softly  arranged  velvet  loop  formed  into  soft  bows 
and  wired  to  keep  them  in  place,  are  the  best  liked 
Irimniing.  Velvet  flanges  and  quills  held  in  \Ai\vc 
with  velvet  straps  are  also  much  used. 
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^^^  cAKKor:^^ 
^      LIGHT  AS  AIR      *' 

'   t^  they   give   the    maximum   of   warmth 

and    comfort    with    the    minimum    of    weight. 

WOOLLVENA 

Pure  Do^wn  Quilts 

are  the  most  popular  and  best  selling  Quilts  you  can  handle. 

They  make  satisfied  customers.     There  is  a  reason. 

See  the  new  collection  for  the  autumn. 

^f  NOW    IN    THE    HANDS     OF     ALL  A* 

"i.  ^^  OUR  REPRESENTATIVES  ^^ 

^^  Central  Avenue,  l^oodoo^J^ 


(T^'^ 


Secure  Control  to  Avoid  Speculation. 

Probably  the  luo.'^t  effective  way  of  releasing  tlie 
cotton  indnstry  from  the  operations  of  the  speculator 
is  for  the  cotton  spinning  and  manufacturing  com- 
panies to  secure  a  controlling  interest  in  cotton  fields 
necessary  to  their  demands,  states  the  Textile  Mer- 
cury. This  wa^  suggested  five  years  ago  by  the 
Lanca'^hire  Private  Cotton  Investigation  Commission 
after  a  tour  of  inspection  in  tlie  cotton-growing  state- 
of  America.  The  object,  however,  has  been  partly 
achieved  by  the  Fine  Cotton  Spinners'  and  Doublers" 
Association,  who  have  (according  to  report)  secured 
a  controlling  interest  in  82,000  acres  of  land  in  the 
Mississippi  Valley,  which  is  noted  for  the  production 
of  a  fine  quality  of  staple.  The  venture  will  place 
the  association  in  an  advantageous  position  so  far  as 
their  piu'chases  of  American  cotton  is  concerned;  it 
will  help  to  free  them  from  the  injurious  actions  of 
speculators  who  are  constantly  taking  heavy  tolls 
from  both  growers  and  spinners.  They  expect  to  gei 
about  20,000  bales  a  year  from  the  plantations  in 
which  they  have  financially  interested  themselves, 
and  if  the  ])urchase  proves  to  be  all  that  has  been 
claimed  for  it,  the  association  is  to  be  congratulated 
upon  its  wi.«dom  and  enterprise.  The  example  it  has 
set  to  other  Lancashire  firms  may  have  a  far-reaching 
efi'oct,  and  we  look  forward  to  the  day  when  sucli 
undertakings  may  l)e  applied  to  cotton-growing  areas 
within  our  own  Kniy)ire. 

Alluding  to  the  inirchase.  Mr.  A.  H.  Dixon  (man- 
aging director  of  the  Fine  Cotton  Spinners'  and 
Douhler.s'  Ai'.sociation)  .says  that  the  a.ssociation  will 
obtain   control  of  the  estate  this  month,  and   thev 


will  lake  all  the  cotton  ginned  on  the  plantation 
this  year.  The  Fine  Spinners  have  found  it  to  be 
more  difficult  to  .secure  supplies  of  specially  selected 
cotton.  The  price  of  it  is  also  increased  to  a  fanci- 
ful figure  on  account  of  the  com))etition  for  this  class 
of  cotton.  By  this  venture  the  directors  of  the  asso- 
ciation have  secured  their  own  supply,  which  will 
give  them  a  splendid  advantage  in  the  working  of 
their  great  concern,  now  consisting  of  about  one 
Inmdrccl  mills. 


One  factor  that  has  contributed  to  the  success  of 
the  wool-growing  industry  in  Australia  is  the  proper 
prep;;ration  of  the  material  for  market.  In  Canada 
no  instruction  is  given  along  the.se  lines:  there  is 
little,  if  any,  .<orting,  grading  or  cleaning,  and  thus 
the  wool  reaches  the  market  in  all  sortvS  of  condi- 
tions. A  large  number  of  small  owners  in  Australia 
recently  sent  their  wool  to  market  without  prepara- 
tion and  hence  lost  money.  This  is  one  of  the  dan- 
gers of  closer  settlement,  and  in  order  to  avoid  de- 
generation, the  staff  of  government  experts  will  prob- 
ably be  increa.*ed  to  cope  with  the  work  before  it. 

.1.  N.  ITarvey.  men's  and  children's  furnishings, 
\'ancou\er,  B.C..  has  liought  out  the  H.  Williams 
Co..  ^'ictoria,  who  did  a  large  trade  in  men's  furnish- 
ings. Mr.  Harvey  went  to  "N'ancouver  from  St.  .lohn. 
N.B..  in  October  last. 

The  Ala.'ska  Be.lding  Co..  of  Montreal  and  Win- 
nipeg, are  opening  a  branch  wholesale  warehouse  in 
Regina.     A  new  Iniilding  is  to  be  erected. 


Celebrated      Their     25th     Anniversary 

Birthday  Party  in  Which  Dainty  Favors  Were  Distributed  —  Huge  Birth- 
day Cake  Served  in  the  Rest  Room  —  Something  Special  for  Those  Who 
Have    Been    Customers   for    the    Past    Quarter    Century  —  Bright  Advertising 


THE  Dry  Goods  Review  joins  the  many  other 
friends  of  G.  B.  Ryan  &  Co.,  Guelph,  in  ex- 
tending congratulations  upon  their  having 
completed  a  most  successful  quarter-century 
in  business.  To-day  this  firm  occupies  that  enviable 
station  in  the  dry  goods  trade  which  can  only  be  at- 
tained by  dignified,  honorable,  intelligent,  progres- 
sive merchandising. 

In  1886,  G.  B.  Ryan  &  Co.  bought  out  the  busi- 
ness of  John  Hogg  &  Son,  Guelph,  and  in  the  subse- 
quent years  have  so  extended  the  premises  in  re- 
sponse to  steady  development  that  they  are  now  four 
times  as  large  as  they  were  then. 

On  Thursday,  Friday  and  Saturday  of  last  week 
(May  11-18)  the  firm  celebrated  their  silver  anni- 
versary, and  it  was  certainly  a  busy  occasion,  for 
not  only  was  it  featured  by  an  attractive  array  of 
values,  but  a  birthday  party  was  held,  in  connection 
with  which  dainty  anniversary  favors  were  distri- 
buted. 

In  announcing  their  anniversary  sale  the  firm 
did  some  very  interesting  advertising.  One  of  these 
sheets  di.scusses  the  anniversary  and  its  significance 
in  a  very  bright,  refreshing  manner.  It  makes  good 
reading,  and  The  Review  reproduces  it  here: 

'"Besides  ofi^ering  a  large  list  of  specials,  priced 
in  keeping  with  the  gift  .spirit  of  the  time,  we  will 
have  the  pleasure  of  giving  each  lady,  man,  or  child 
accompanied  by  parent,  three  pretty  roses,  as  a  small 
token  of  appreciation  of  patronage  and  in  honor  of 
this  occasion." 

"See  Birthday  Cake  and  Flowers  in  Window  To- 
night.— What  would  a  birthday  be  without  a  cake? 
The  answer  is  apparent  to  all  of  us,  so  we  have  pro- 
vided the  largest  birthday  cake  that  was  ever  cut 
in  Guelph,  and  will  servo  it  Thursday,  Friday  and 
Saturday  to  every  lady  who  favors  us  with  a  call. 
The  cake  and  lemonade  will  be  served  in  the  re.st 
room,  third  floor.  Everyone  who  accepts  this 
meagre  token  of  our  hospitality  pays  us  the  favor 
of  roallv  becoming  a  guest  at  our  birthday  party. 

"Those  Who  Have  Been  Customers  for 
25  Years.  —  We  want  the  names  and  ad- 
dresses of  those  who  have  been  customers 
of  ours  since  we  came  to  Guelph.  We 
would  like  to  do  something  extra  for  them,  when 
we  have  completed  the  list,  and  are  particularly 
anxious  that  they  sign  the  register  we  will  have  at 
the  office  for  that  purpose. 

"Many  Changes  in  Twenty-five  Years. — We  have 
been  25  years  conducting  business  in  the  same  store. 
It  is  a  long  time;  long  enough  to  see  many  changes 
in  faces,  buildings  and  the  city.  One  hardly  realizes 
that  there  is  not  a  dry  goods  firm  in  Guelph  to-day 
that  was  in  business  when  we  came  here  25  years 
ago.  Children  who  used  to  come  in  baby  carriage*, 
when  we  fir.st  came  to  this  city,  have  grown  up  and 
many  of  them  have  families  of  their  own,  and  are 
counted  among  our  best  customers.  Many  who  25 
years  ago  were  in  the  vigor  and  prime  of  life  are, 
we  regret  to  say,  not  seen  so  often  now.  Their  wants 
have  grown  less  as  members  of  their  families  have 


gradually  drifted  away.  Those  who  were  forty  years 
of  age  then  are  65  now,  and  in  consequence  are  not 
so  inuch  attracted  by  a  new  hobble  skirt,  or  an  Ea.ster 
millinery  display ;  however,  we  count  them  our  best 
friends,  and  are  particularly  anxious  that  they  pay 
us  a  visit  on  this  silver  anniversary  of  our  stay  among 
you. 

"Twenty-five  Years  of  Progressive  Business 
Record.  —  In  a  community  noted  for  su- 
perior intelligence,  is  history  of  which  we 
are  justly  proud.  When  we  purchased  the 
business  from  John  Hogg  &  Son  in  1886. 
his  store  was  considered  one  of  the  wonders  of  the 
west,  and  yet  it  was  only  one-quarter  the  size  it  has 
attained  to-day.  From  1886  up  to  this  present  year, 
1911.  repre.«ents  .steady  progress  and  increased  busi- 
ness each  year,  barring  1907 — the  year  of  depres- 
sion everywhere. 

"Since  1886,  we  have  purchased  the  store,  added 
two  large  stores  to  the  original,  and  within  the  last 
four  years  have  further  enlarged  the  premises,  by 
adding  a  third  floor  to  the  entire  building.  To  war- 
rant and  compel  the  many  improvements,  the  busi- 
ness has  grown  steadily,  until  to-day  its  volume  repre- 
sents by  far  the  greatest  of  any  period  since  its  in- 
ception. The  sales  from  our  Millinery  and  Ready- 
to-wear  Departments  alone  equal  the  total  volume 
of  the  business  in  1886. 

"What  this  progress  means — V\^e  believe  that  it  is 
quite  fair  for  us  to  conclude  that  these  continued 
tokens  of  increased  patronage,  evidenced  in  greater 
and  still  greater  sales,  are  proofs  of  our  ability  to  con- 
duct business  in  an  intelligent,  fair-minded  and  hon- 
orable fashion;  for  no  other  way  leads  to  permanent 
.succes.''. 

"What  the  Future  AVill  Bring— Ye  olde  Firm  of 
G.  B.  Ryan  &  Co.  will  proceed  and  progress  for  an- 
other 25  years,  if  we  are  .spared  to  continue  that 
])leasure.  and  we  venture  the  prediction  that  we  will 
grow  in  future,  just  as  we  have  grown  in  the  past, 
and  that  Square  Deal,  straightforward  bu.'^ine.ss 
methods  will  be  the  inspiration  of  the  business  in  the 
time  to  come,  just  as  it  established  a  solid  foundation 
for  the  firm,  away  back  in  1886 — a  quarter  of  a  cen- 
tury ago. 

"The  Last,  and  Po.ssibly  the  Greatest, 
.\ttraction  —  For  the  next  three  days,  Thurs- 
day, Friday  and  Saturday,  every  depart- 
ment in  the  house  will  pursue  a  gift- 
giving  policy,  just  as  closely  as  we  can  afford  to  fol- 
low. We  will  offer  new.  attractive  goods  at  prices 
which  indicate  our  de.«ire  to  ]ilease  you,  rather  than 
make  monev." 


That  the  firm  of  G.  B.  Rvan  &  Co.  will  proceed 
and  progress  as  they  hope  to  do  for  the  next  25  years, 
and  that  their  golden  anniversary  may  bring  with  it 
a  retrospect  in  every  way  as  interesting,  creditable 
and  satisfactory  and  a  prospect  fully  as  bright  as 
that  which  marks  the  present  occasion  is  the  wish 
that  The  Review  feels  absolutely  safe  in  expressing 
on  behalf  of  the  Canadian  dry  goods  trade. 


Snappy  Offerings  for  Summer  Specials 

Quotations  for  Buyers  Attending  Stock-taking  Sales  —  A  List  of    Exceptional 
Bargains  —  Attractive    Retail    Prices    Suggested    by    Values    Seen  —  Leaders 

for    the    Dull    Months 


BUYERS  will  claim  that  it  is  always  possible  to 
secure  values  and  all  that  is  necessary  is  to 
visit  the  market  and  obtain  leaders,  because 
wholesalers  very  frequently  have  something 
to  offer. 

But  if  year  after  year  brings  its  own  snaps,  con- 
ditions sometimes  influoncc  departments  and  some 
lines  have  more  leaders  according  to  season  and 
values  offered.  Years  ago,  when  business  was  dif- 
ferent, buyers  were  always  looking  for  jobs  and 
style  interest  or  quality  probably  did  not  enter  so 
importantly  into  decisions  on  purchases. 

By  leaders  are  meant  seasonable  lines  with  merit 
especially  adapted  to  this  time  of  the  year,  and  carry- 
ing some  selling  inducement  fitting  with  June,  July 
and  August  demands. 

Admittedly  some  years  have  more  clean-up  or 
leader  lines  than  others,  hut  that  buyers  will  be  able 
to  find  them  in  the  many  lines  this  year  does  not 
f^eem  to  be  evident.  Those  that  are  being  offered, 
however,  arc  leaders  in  the  highest  sense  and  meet 
merchandising  requirements  of  most  stores  during 
the  next  couple  of  months. 

Within  the  next  week  buyers  will  be  attending 
the  wholesalers'  stocktaking  sales  in  search  of  mer- 
chandise suitable  for  leaders  and  peruasive  enough 
to  use  in  increasing  sales  and  helping  to  reduce  lines, 
wliich  have  l)een  somewhat  slow.  That  this  is  an 
ai)proved  method  is  justified  by  the  hosts  of  buyers, 
who  attend  both  Toronto  and  Montreal  markets  at 
this  time. 

Last  Fall  season,  very  few  lines  were  to  be  had 
and  owing  to  market  conditions  lacing  so  unsettled 
salesmen  did  not  seem  to  be  anxious  to  offer  any 
vuiusual  quotations.  In  some  lines  the  same  confi- 
dence is  expressed  and  buyers  will  not  find  any 
anxiety  to  unload  or  necessity  to  in  several  depart- 
ments at  the  present  time. 

Specials  in  Many  Lines. 

Ready-to-wear  manufacturers  have  very  few  of- 
ferings, being  fully  filled  u})  with  business  already 
placed.  While  it  was  sometimes  p()ssil)le  to  secure 
a  set  or  two  of  samples  or  some  odd  lines  in  other 
years,  this  season  it  is  only  possible  for  buyers  to 
get  required  quantities  of  best  selling  numbers  lately 
put  into  work  and  ready  for  June  selling. 

Novelty  lines,  neckwear,  belts  and  manufactured 
goods  include  a  few  snaps  and  it  is  possible  to  obtain 
some  real  values  on  clearing  lines  in  quantities. 
These  are  indeed  seasonable. 

Dress  goods  managers  have  several  snaps  ami 
there  is  likely  to  be  quite  a  few  jobs  offered  but  not 
exactly  out  of  the  ordinary  compared  with  last  sea- 
son or  a  year  ago.  Some  quantity  lines  arc  offered 
at  a  price  to  clear  and  odds  and  cuds  are  always  cut 
in  price  just  as  is  done  in  a  retail  way.  Business  has 
been  fair  and  buyers  will  find  an  oi>portunity  in 
some  department.s  to  secure  .suitable  price-.<5elling 
Hn(>s.  Several  all  wool  materials  of  a  few  pieces  each 
which  were  r)r)c  and  T^c.  are  offered  at  STVoC. 

On  tlie  other  hand  silks  have  had  an  exceplioiml 
season  and  some  small  (luanlities  are  always  oll'ired 


before  this  time  generally.  A  correct  forecast  is 
hard  to  get  at  peresent  from  wholesalers,  wlio  will 
not  be  ready  for  a  short  while  yet.  Some  cleaning 
muubers  are  offered  at  popular  prices  on  small 
(piantities  and  best  numbers. 

House  furnishings  do  not  enter  very  strongly 
during  cleaning  up  buying  and  managers  of  retail 
departments  u.sually  have  done  what  .selection  is 
necessary  before  this  time.  If  any  .special  values  are 
needed,  however,  wholesalers  are  offering  some  quo- 
tations on  .seasonable  numbers  to  meet  retjuirements. 
There  are  quantities  of  summer  requirement.s  which 
can  be  merchandised.  Japanese  rugs,  squares,  and 
gra.ss  verandah  furniture. 

In  staples,  stocks  are  low  and  deliveries  are 
hard  to  get.  While  prices  are  maintained,  a.s 
much  as  pos.sible  it  is  always  a  question  of  clearing 
prices  on  odd  lots  or  pieces,  where  .some  defect  is 
noted.  For  leading  customers,  sometimes  coiice.s- 
sions  are  possible  to  meet  a  price  but  very  seldom 
under  present  conditions. 

Wash  goods  and  linen  departments  partake 
somewhat  of  a  .staple  nature  and  it  is  only  on  .'special 
purchases  by  wholesalers  that  buj^ers  are  enabled  to 
l)rocure  strikingly  priced  lines.  This  year  some 
good  quotations  are  offered,  which  are  better  than 
placing  numbers,  but  values  that  cannot  be  main- 
tained by  managers  in  tha*e  departments.  Buyers 
will  find  these  lines  particularly  interesting  at  this 
sea.son. 

Among  those  department,*,  who  handle  lines 
suital)le  for  Summer  .selling,  dift'ercnt  conditions  are 
found.  In  emljroideries  and  trimmings,  business  has 
been  very  large  and  as  this  is  a  white  sea.son  there 
is  not  likely  to  be  a  great  many  jobs,  although  un- 
usual \alue  quotations  are  possible  on  quantity. 
Other  sections,  while  they  have  offerings  entirelv 
seasonable  and  always  prepare  a  number  of  excep- 
tional quotations,  are  catering  for  business  this  year 
in  an  unusual  manner. 

This  is  simply  anticipating  warm  weather  and 
demand  for  half-holiday,  hour  sales  and  Summer 
selling  by  buyers  generally.  Department  managers 
fully  realize  the  groxA-th  of  this  energetic  system  of 
merchandising  on  a  price  basis  and  have  ]~)rcpared 
some  live  antl  snappy  items  for  stock-t-aking  buyers. 
These,  included  with  lines  and  odds  and  ends  not  to 
be  called  into  stock,  make  buying  at  this  time  a 
matter  of  importance  in  several  departments. 

For  Attractive  Windows. 

Special  prices  do  not  necessarily  mean  cut  prices, 
and  although  some  reductions  are  seen,  department 
managers  have  depended  rather  on  value  and  sea.sou- 
able  lines  to  meet  pojnilar  sales  carried  on  by  mer- 
chants in  conducting  Summer  sales  at  odd  prices. 

Timely  numbers  are  offered,  which  take  into 
consideration   window  dressing    needs    on   one-price 

<'\iMit-^  and  it  is  possible  to  secure  different  lines  at 
-iiiiilar  (]U()tatiiins  in  order  that  a  fetcliing  one-price 
window  is  feasible. 
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Buyers  in  the  market  will  agree  that  it  is  not  al- 
ways cheap  line.s  to  offer  very  closely,  but  rather 
values  that  will  allow  25%,  33  1-3  or  50%_  profit  and 
still  be  leaders  that  are  wanted.  A  visit  to  the 
markets  will  reveal  many  lines  which  could  be 
profitably  handled  and  show  qualities  or  merits,  that 
appeal  on  a  value  basis  to  shrewd  buyers. 

It  will  be  seen  that  in  the  following  list  picked 
from  difl^erent  lines  ofi^ered  that  both  odd-priced  and 
half-holiday  quotations  have  been  considered. 

Leaders  suitable,  which  can  be  retailed  at  a  fair 
profit  and  maintain  enough  snappiness  in  value  to 
prove  exceptional  drawing  cards  are  included.  Mer- 
chants can  offer  any  of  the  following  lines  at  a  fair 
profit,  either  as  a  single  item  or  combined  with 
clcan-np  lines  from  the  department  concerned.  They 
should  prove  interesting  merchandising  and  give  a 
fair  market  situation  brought  al:)0ut  by  preparations 
for  wholesalers'  stock-taking  buyers.  They  will  ap- 
peal in  direct  interest  to  each  department  offered. 

Headline  Prices  for  Retailing. 

Each  of  the  following  items  is  headed  by  a  fitting 
half-holiday,  hour  sale  or  popular  Summer  merchan- 
dising price  for  retail  advertising.  In  every  instance, 
value  is  considered  and  each  offering  will  compare 
favorably  with  leaders  other  years.  They  represent 
in  every  case,  the  standard  necessary  with  bargains 
or  conditions  applied.  They  also  permit  of  mer- 
chandising under  the  headline  prices  quoted  and 
values  are  according  to  the  basis  recognized  by  most 
Canadian  buyers.  There  is  no  real  style  detriment 
in  any  quotation  and  each  line  is  a  live  number  as  a 
seller  in  most  localities. 

$1.00  TWO-TONE   DIAGONALS,  69o. 

All  wool,  two-tone  diagonal  dress  goods  in  a  good  range  of 
colors,  including  taupe,  amethyst,  boi-de-roso,  Oxford,  lirown, 
navy  and  Maok,  suitable  for  tailoi'Pd  suits,  separate  skirts,  etc., 
48  inches   wide,   to   cost   regularly   75c,   choice,   a  yard,  52i^c. 

75c    FANCY    ARMURES,   49c. 

Fine  botany  figured  arniure  dress  fabrics  in  pearl,  taupe, 
reseda,  tan,  Copenhagen,  King's  blue,  navy  and  black,  correct 
weight  for  one-piece  dresses  and  children's  school  wear.  Regu- 
lar value  55c  a  yard,  in  40  yard   pieces  only,   'SlYnC. 

50c  MOHAIRS  AND  VOILES,  33c. 

42-inch,  fancy  mohair  dress  fabrics  in  a  variety  of  self  stripes, 
Itroken  checks  and  ombre  effects,  also  fancy  stripe  voiles,  3S-39- 
inch,  comprising  cream,  grey,  tan,  brown,  taupe,  Copenhagen, 
navy  and  purple.     Regular  37%c  yard,  at  a  clearing  price,  25c. 

50c   FOULARDS    AND   TOKIOS,   33c. 

Foulards  and  tokios  in  stripe,  lace  and  fancy  designs,  in  27- 
inch  widths  only — mixtures  of  silks  and  cottons,  in  cream,  sky 
pink,  ruse,  mauve,  Cojienli.-igens.  navy,  reseda  and  black,  lines  to 
cost  regularly  37V2C.  in  any  number  of  pieces,  but  not  every  de- 
sign  in  each  color,  a   yard,  25c. 

$2.50   PARASOLS,   $1.98. 

Ladies'  parasols  with  steel  rods  and  paragon  grooved  frames — 
silk  and  wool  taffeta  tops  with  cover — 6  designs  of  handles  with 
directorio  gold  and  sterling  mounted  effects,  V2  dozen  to  a  box, 
$18.00  value.     A  dozen,  $15.75. 

60c— 200   PRESS   BANDINGS,   48c. 

Dress  bandings  in  4%,  9.  12  and  18  yard  lengths,  in  200-yard 
quantities,  over  25  patterns  in  the  lot,  includes  metallic  bandings, 
braided  designs  on  nets',  filets  and  mercerized  wood  fibre  effects, 
up  to  4  inches  wide,  colors,  sky.  steel,  tan.  brown,  navy,  reseda, 
purples,  black  and  combination  effects,  similating  dresdens,  to 
retail   from  50c  to  $2.00  yard,   regularly  in  $.^)0.00  lots,  a  yard,  25c. 

EMBROIDERY    REMNANTS,    19c,    29c,    39c,    49c. 

Strip  ends  of  embroidery  insertions  and  edgings,  500  yards 
to  a  box,  equal  lengths  of  6%  yards  each.  Values  to  cost  up  to 
7%c  yard  and  made  on  fine  quality  cambric,  firm  edges,  by  the 
box  at  3c  yard. 

TAFFETA   RIBBONS,   12y2e,  llV^c,   21c. 

Taffeta  ribbons  in  3  widths,  extra  quality  and  firm  finish,  all 
colors;  white,  cream,  sky,  pink,  card,  brown,  mvrtle,  wine  and 
Idack;  3%-inch  width,  914c,  4%-inch  width,  liy.c,  6%-inch  width, 
leVaC.  • 

82y2C— $1.25   FLOUNCINGS,    63e    (SECONDS). 

54-inch  flouncings,  mostly  open  work  with  27  inches  of  em- 
broidery— small   Imperfections   and    occasional    drop    stitches,    10- 


yard   lengths  and  6  patterns  in   a  cartoon,   suitable  for  petticoats 
or  children's  dresses,  value  to  retail  up  to  $1.25.    Choice,  a  yd.  50c. 

50c   ALLOVER    LACES,    29c. 

White  and  cream  allover  guipure  lace,  18  inches  wide,  cobweb 
and  wheel  patterns  for  blouses,  yokes,  etc.,  regular  value  to  sell 
at  50c  yard,  quoted  to  cost  18V4c. 

ON   SALE,   3%   YADS   FOR  ll%c. 

Cartoons  of  equal  yardage,  25  pieces  to  the  lot  in  30  yard 
lengths,  edgings  and  insertions  on  fine  cambric,  nice  neat  pat- 
terns, values  ranging  from  (to  retail)  5  to  10c  yard.  A  limited 
quantity  only,  a   yard,  2c. 

25c   CORSET   COVER   EMBROIDERIES,    19c. 

Fine  corset  cover  embroideries  in  very  pretty  designs  with 
deep  edging  and  good  beading  finish,  would  sell  any  time  at  2.5c 
yard,  in  5  piece  lots,  I5V2  yards  each,  choice  of  patterns,  a  yd.  15c. 

EMBROIDERIES   AND   INSERTIONS,    9i^c. 

Cartoon  lots  of  100  pieces  each,  embroideries  and  insertions 
with  some  headings,  worked  on  good  cambric  and  ranging  from 
3  to  14  inches  in  width,  sightly  open-work  patterns.  Buyers  are 
offered  either  A  or  B  section  or  one-half  lots  of  1,400  yards  each. 
Would   retail  from  5   to   15c   yard.     All   one   price,   OV^c. 

35-40C  FLOUNCINGS,  29c. 

2G-27-inch  flouncings  in  6  different  openwork  designs,  em- 
broidery work,  4-6  inches  deep,  for  children's  dresses,  under- 
skirts and  ladies'  wear,  retail  value  35  to  40c,  a  special  price,  20e. 

20-25C  VESTS,   2  FOR  25c. 

Ladies'  white  cotton  vests  (seconds)  in  sleeveless,  short  sleeves 
or  long  sleeve  styles.  Special  assorted  lots  and  run  of  mill,  in- 
clu<ling  values  to  cost  up  to  $2.25.  Made  from  good  quality  fine 
cotton    yarns.     Any   quantity,   a   dozen,   $1.10. 

2.5c  COLORED  HOSE,  19c. 

Plain-colored  lisle  thread  hosiery  with  double  garter  tops,  in 
all  colors,  white,  sky,  pink,  champagne,  Alice  blue,  C^oronation, 
old  rose  and  heliotrope,  high-grade  dves  .ind  finish,  sizes  81^-10 
inches.     Reg.  $2.25   doz.   in   20  doz.    lots,  $1.65. 

25c   WASH   BELTS,   19e. 

A  clearing  stock  of  ladies'  white  wash  belts  with  pearl 
liuckles,  in  dozen  of  designs  on  nice  lawn,  floral  and  conventional 
patterns.  A  manufacturer's  over-make  to  sell  up  to  $2.25  doz., 
in   %  gross  lots  only,  a  doz.,  $1.25. 

25c  DUTCH  COLLARS,  2  FOR  25c. 

Embroidered  and  braided  Dutch  collars,  of  fine  cross-bar  mus- 
lins and  lawns,  open-work  and  eyelet  designs,  made  to  sell  at 
20c   to  25c  each,   in   boxes  of  6  doz.,   choice,  a  doz.,  75e. 

35c  GLOVES,  PR.  21c. 

200  doz.  white  and  black  lisle  gloves.  Summer  weight  and  a 
perfect  accompaniment  to  wash  dresses  in  the  hot  weather,  all 
sizes,  6-6%,  GVi-'i.  l-lVi,  71/2-8,  8-81/2,  a  leader  value  at  $2.25  doz, 
(luantity  stated  only  on  sale,  a  doz.  $1.98. 

5c   L.\WN   HDKFS.,   7   FOR  25c. 

Ladies  %-in.  hemstitched  lawn  handkerchiefs  in  good  size, 
12V2Xl2y2  inches,  sheer  quality  and  would  sell  in  a  retail  way 
easily  at  5c  each,   to  cost  in  10  doz.  lots,   a  doz.,  25c. 

20c   HOSE    SUPPORTERS,   2    FOR   25c. 

A    specially    made   hose     supporter  with     pad     and     belt    and 

patented    rubber   buttons,    two    straps,  In    assorted    colors    to    the 

dozen,    including    black.       Would     sell  readily     at     20c.       In   any 
quantity,  a  doz.,  $1.00. 

35c.    WASH   BELTS,   24c. 

Summer  wash  belts  with  embossed  embroidery  designs  and 
assorted  patterns,  buckles  to  match,  all  sizes  and  four  leading 
colors,  white,  sky,  i>ink  and  champagne,  to  cost  regularly  $3.00 
doz.,  special,  $2.25. 

25c  DUTCH  COLLARS,  2  FOR  35c. 

700  dozen  dainty  Dutch  collars  eyelet  and  button-work  designs, 
made  of  fine  Swiss,  2  doz.  to  a  box,  assorted,  regular  cost  value 
$1.50  doz,  and  a  leader  at  $1.1214. 

35-40C  GLOVES,   29c. 

Long  lisle  gloves  in  white  or  black,  18-inch  lengths  and 
assorted  sizes,  6  to  8,  quoted  regularly  at  $3.00  dozen.  A  special, 
dozen,  $2.10. 

10-15C  LINEN  HDKFS,  3  FOR  25c. 

Ladies'  pure  linen  handkerchiefs  in  white,  averaging  from  90c 
to  $1.25  doz.,  regular  14  and  i/4-inch  hemstitched  hems,  in  10  doz. 
lots  only,  a  doz.,  60c. 

PEARL  BUTTONS,  4  DOZ.  10c. 

Cabinets  of  imported  pearl  buttons,  4  holes,  sizes  18-22  and 
((uality  suitable  for  undergarments  and  continual  washing.  100 
dozen  cabinet  for  $1.50. 

35c    DRESS   LINENS,    27720. 

Bleached  linen  for  dresses,  separate  coats  or  Summer  suits, 
in  pure  white.  30  inches  wide,  exceptionally  nice  weave  and  fine 
round  thread,  35c  quality  at  retail.     A  special  quotation,  18%c. 

25-30C   CHECK    DIMITIES,    19c. 

Fine  check  dimities  in  3  designs  for  Summer  dresses,  Dutch 
lilouses,  children's  and  graduation  wear,  36  inches  wide  and  would 
sell  readily  up   to  3»c  yard,  24  yard   pieces,  a  yard,  ll%c. 


r^O 


DRY     GOODS     REVIEW 


15-20C   CAMBKIC    PRINTS,   llVio. 

Flue  grade  Canadian  canilji-ic  iiriiits  in  3fi-iiich  widths,  made 
for  shirt  inanufactnrers  and  coniijrlslng  ends  5-20  yards,  which 
are  really  higligrade.  Mill  prire  is  usually  12Vic  yard.  Stripes, 
spots  and  floral  designs,  mostly  liKlit  rnlorings,  no  navys,  in  any 
quantity   and   offered   at  a   yard,   8c. 

15e  TOWELS,   EACH  llMjC. 

Collon  liuck  towels  in  pure  white  with  stripe  t^orders  and 
fringed  ends,  size  18x30.  A  stock  lot  worth  regularly  $1.25  doz., 
in    lO-doz.   <iuantity,   a  doz.  95e. 

Ued  bordered  bleached  diaper  towels  with  fringed  ends  suit- 
able foi-  hand  use.  dresser  or  stand  covers;  $1.25  value.  10  doz. 
lots  only,  a  doz.  97%c. 

TABLE   OILCLOTHS    (SECONDS)— 19c   YARD. 

Seconds  in  imported  table  oilcloths  in  good  qualities,  includes 
mosaic,  floral  and  stripe  patterns  in  all  colors,  but  no  white  or 
marble,   514   width    only,   regular   12-yard   ends,   each   $1.75. 

65c  CREAM  TABLING,  48c. 

GO-incli  heavy  cream  all  linen  tabling  in  several  designs  coin- 
prising  mostly  floral  and  leaf  patterns,  would  be  exceptional 
value  to  cost  iT'/oC  yard,  quoted  only  as  a  leader  at  a  yard,  .37y2C. 

10c.    TOWELLING,   S^c. 

Bordered  crash  towelling  with  single  stripe  red  border  17-18 
inches  wide,  suitable  for  rollers  and  tea  towels,  regular  71/2C  line, 
a   yard,  6%c. 

I21/2C    ROLLER    CRASH,    lOVjC 

.Ml  linen  heavy  roller  crash  towelling  with  red  border,  full  18 
inches  wide,  usual  stock  price  OVaC  yard,  special  quotation  and 
e.\tra  value,   a  yard,  8c. 

85c.    BLEACHED    TABLE    LINEN,    69c. 

66-iuch  pure  linen  all  bleached  table  linen,  extra  super  qual- 
ity, in  five  designs,  spot,  clover  leaf,  fern,  rose  and  fleur-de'lls, 
worth   to-day,   G5e   yard.     Choice   of  patterns,    a   yard,   55c. 

$1.25  MIDDY   WAISTS,  98c. 

A  special  manufacturer's  offering  of  exceptionally  smart  "mid- 
dy" waists,  made  of  fine  lawn  iind  trimmed  with  striped  fabrics  in 
different  designs  and  colors,  all  sizes,  made  as  a  leader  value  at 
a   doz.,  $8.00. 

$1,00-$1„50   BLOUSES,  8nc.     • 

This  is  a  general  clean-up  of  odd  lines  of  waists,  all  white 
with  allover  embroidery  fronts,  fine  tucks  and  val.  lace  trim- 
mings, odd  quantities  of  each  pattern,  sizes  34-42,  assorted,  C 
only  to  a  box.  Regular  up  to  $12.00  values,  in  10  doz.  lots,  doz., 
$7.50. 

$3..50   to   .fS.OO   DRESSES,   $2.90. 

A  factory  order  of  ladies'  wash  dresses  with  \'.  neck,  kimoiia 
sleeves  and  piped  in  contrasting  colors.  A  ver.v  smart  model 
made  of  mercerized  striped  pongee  in  self  colors,  sky.  Coronation, 
tan,  (two  shades)  rose  and  combination  effects  with  white,  etc., 
sizes  34  to  40,  regular  value  $36.00  doz.  For  the  holidav  trade,  a 
doz.,  .$24.00, 

$1,.50    PRINCESS    SLIPS,    .$1.19. 

Prin<ess  slips  made  of  good  (fuality  white  collon.  lace  trim- 
med neck  and  arms,  sizes  34  to  40,  particularly  smart  value,  anil 
would  retail,  if  necessary,  at  $l,i30.  Just  clean  from  the  factory,  a 
doz.,   $10..'iO. 

.MEN'S    10c    HDKFS,    4    FOR    2.-)c. 

Colored,  bordered  and  plain  hemstitched  .iob  Inindkerihiefs 
for  men,  assorted,  borders  are  14  and  %-inch  jienislilched,  regu- 
lar values  up  lo  90c  doz.  These  are  offered  in  10  doz.  lots  al 
one  price,   a   doz.  .'JOc. 

.■jOc.   WORKING  SHIRTS,  .39c. 

.Men's  vkork  shirts,  stripe  drills  in  black  and  white,  full  made, 
roomy  shirts  in  all  sizes.     Regular  $4.50  values,  a  doz,,  .$3.75. 

$1.00    BALBRIGGAN    UNDERWEAR,    A    SUIT,    69c. 

300  dozen  men's  balbriggan  underwear,  shirts  and  drawers 
(.seconds)  sizes  assorted,  in  bundles,  natui'al,  sky,  grey,  etc., 
mostly  $4. ,50  lines,  at  a   leader  price,  a  doz.,  .$3.00. 

25c.    FANCY    HALF    HOSE,    19c, 

Fancy  li.ilf  luisc.  (Jerman  makes  in  lisle  and  mercerized, 
.iacquard,  plain  colors  and  fancy  stripes,  spots  ,'inil  silk  em- 
broidered, all  shades,  including  black--a  mill  run  and  assorted 
sizes  to  the  dozen,   includes  values  up  to  .$2,2,5,  .a   doz.,  $1.50. 

10c.    MEN'S    SOX,   3  PAIRS.   25c. 

2,50  doz.  (seconds)  mixed  cotton  sox  in  staple  blue  and  while 
and  brown  and  white,  in  V2  doz.  packages;  all  sizes  assorted. 
Regular  90c  doz.,  for  75c. 

$,5.00   FERN    POTS,    EACH   ,$3.9S. 

5%-incli  cut  glass  fern  pots  with  silver-plated  lining  pan.  buzz 
wheel  and  diagonal  cutting  mounted  on  3  feet,  extra  value  wed- 
ding  favors,  each,  .$2.90, 

$10,00  FERN   BOWL,  ,$7,48, 

Fern  pots,  8-lnch  diameter,  exceptionally  brilliant,  buzz  star 
and  diagonal  cutting,  silver-plated  lining  and  a  beautiful  June 
wedding   present,   extra    value,   each,   $4..50. 

.$5.00   FRUIT   ROWL,   $4.29. 

Silvcr-pl.Tted,  gold  lined  r;iw  fruit  bowls,  S14  inclies  in 
diameter  and  OVj  Inches  high,  embossed  grape  cluster  design  and 
suitably  engraved,  A  handsome  gift  nr  club  trophy.  .\  iinicine 
piece,  only,  each  $3,25. 


$6.00   CUT    GLASS    PITCHER,    $4.48. 

2'^  pint  squat  cut  glass  jugs.  Iiuzz  star  with  diagonal  cutting, 
deep  and  ri<-h.  A  leader,  each  S3.00.  3-pint  size  as  above  comes 
at  .$3.75  each. 

$3.75   BERRY    BOWLS,    EACH    $3.19. 

8-inch  cut  glass  berry  bowls  with  buzz,  diagonal  and  star 
eiitting.  out  of  the  ordinary  and  suitable  for  any  cabinet.  Regu- 
lar vahK'   to   cost   .$3.00  each   and   offered   at  .$2.25! 


Fancy  China  and  Metal. 

Retailers  who  wish  to  be  forehanded  in  the  selec- 
liou  of  an  exclu.si\e  stock  of  novelties  for  next  .•reas- 
on's holiday  trade  will  do  well  to  look  into  fancy 
china  and  metal  wares  before  the  wholesaler's  stock 
is  picked  over,  as  many  agents  show  these  as  import 
articles,  early  placed  orders  will  mean  prompt  deliver- 
ies, an  advantage  which  c.mnot  be  overlooked. 

Particularly  enticing  are  the  lines  on  di.splay  this 
Spring.  Not  only  are  the  usual  tea  sets  and  five 
o'clock's  of  Dolton,  Austrian  and  Derby  shown,  but 
dainty  Dresden  effects  at  reasonable  prices  are  seen 
in  all  the  new  designs.  Gift  sets  which  will  be  popu- 
lar include  the  bouillon  and  cocoa  set.s,  the  salad  sets 
and  Ichster  sets.  Fancy  goods  wholesalers  carry  sets 
of  forks,  spoons,  etc.,  to  go  with  the.se  china  novelties, 
and  a  careful  selection  will  help  out  Christmas  dis- 
plays universally. 

Fancy  brasses  have  seen  great  increase  of  demand 
during  the  last  few  years,  no  well-fitted  home  now  but 
boasts  of  its  fancy  coal  hod,  scuttle  or  andirons. 
Omng  to  the  durability  and  handsome  appearance 
of  these  articles,  bra.<s  ha.s  come  into  favor  in  other 
lines.  .Jardinieres  in  plain,  pail  shape,  with  side 
knobs  and  handle,  form  an  excellent  holder  for  a 
llower  pot.  Basket  weave  effects  are  seen  in  brass 
wnstepaper  receivers. 

Brass  bridge  scores,  bra.ss  smoking  setv*  and  urn- 
like vases,  flower-stands  and  tay  .stools  are  also  .-<een. 
The  brilliant  satin  fini.sb  ai)pears  to  be  the  general 
nilc  and  very  plain  undecorated  effects  prevail. 
('(ip])er  is  much  used  in  the  same  forms  a.<  above 
enumerated.  Copper  gipsy  pots  make  admirable 
jardinieres,  and  copper  tea-kettles  are  quite  a  rage.  If 
auytbing.  copper  trays  and  tea  accessories  serve  to 
hciubten  tbc  daintiness  of  fli(>  china  more  than  bra.«s. 


Good  Prospects  for  Belts. 

I  iidoubtedly  tlu'  trade  in  belts  has  l>een  affected 
by  tlic  vogue  of  the  raised  waistline,  l)ut  increa-^e  of 
sales  is  confidently  expected  for  the  coming  .sea.<on. 
Patent  leathers  have  shown  some  tendency  to  move 
in  connection  with  the  new  milit<ary-looking  middy 
dre.s.ses.  Smart  tailored  efTectvS  in  linens  will  also  call 
for  the  use  of  these  belt^s.  lint  this  would  scarcely  be 
sufticient  by  itself  to  tide  over  the  present  dullness  if 
it  were  not  for  juvenile  and  men's  lines.  Fortunately 
these  latters  are  better  than  usual. 

.Tiivcnile  belt>s  should  lie  heavily  .-locked  l)y  the 
retailer,  as  tbey  will  be  universally  worn  with  the 
laundtM-i'd  >uil>  now  so  prominent  in  children's  wear. 


How    Customers    are    Lost    and    Won 

Two    Instances    in    Which    Salespeople    Misjudged    Their    Customers  —  Pays 
to  Have  Reliable  Phone  Service  —  When  an  Unfortunate  Remark  Lost  a  Sale 


A  careless  remark  on  the  part  of  a  salesman  will 
often  spoil  a  sale  before  he  has  a  chance  to  show  the 
customer  the  goods  required,  or  anything  that  might 
be  substituted  should  the  line  asked  for  not  be  in 
stock.  Here  is  a  case  in  point.  A  lady  entered  the 
dress  goods  department  of  a  large  city  store  and  asked 
for  a  shade  of  satin  in  a  line  that  is  wddely  adver- 
tised and  is  very  well  known.  He  had  two  shades, 
but  neither  was  satisfactory,  and  he  immediately 
created  the  impression  with  his  customer  that  he  did 
not  have  the  shade  she  recjuired.  Her  companion, 
who  was  from  a  distant  town,  remarked  that  it 
seemed  peculiar,  a.s  the  goods  could  be  obtained  at 
almost  any  time  in  the  local  stores.  This  did  not 
please  the  salesman,  who  immediately  remarked, 
"Well,  possibly  the  line  is  more  suitable  for  a  small 
place."  He  thereby  displayed  his  ignorance  of  the 
goods,  but  missed  an  opportunity  to  ascertain 
whether  the  shade  was  actually  in  stock,  and  his 
unfortunate  remark  lost  him  the  sale. 

® 

Where  Curtailment  Did  Not  Pay. 

The  telephone  enters  so  largely  into  the  business 
life  of  a  comnumity  nowadays  that  no  merchant  can 
afford  to  have  it  treated  as  other  than  a  live  member 
of  his  staff.  It  should  not  be  abused,  and  its  calls 
should  be  attended  to  by  a  thoroughly  reliable  per- 
son. Not  infrequently  when  the  telephone  is  in 
charge  of  a  minor,  temporarily,  important  messages 
have  been  mixed  or  entirely  forgotten,  and  such  a 
thing  reflects  upon  the  store's  system.  Writing  upon 
this  matter,  a  merchant  had  this  to  say:  "A  few 
months  ago  I  arrived  at  the  conclusion  that  my  of- 
fice expenses  were  too  high.  I  had  three  girls  em- 
ployed there  most  of  the  time.  One  of  them  had  lit- 
tle else  to  do  than  answer  the  phone,  and  she  was  a 
very  reliable  girl.  Thinking,  however,  that  I  could 
dispense  with  her  services  and  leave  the  phone  to 
the  other  two,  I  allowed  her  to  go.  It  was  an  un- 
wise move.  The  two  other  girls  were  so  busy  with 
other  matters  that  they  could  not  attend  to  messages 
properly,  and  after  three  oi-  foni"  mistakes,  I  placed 
a  smaller  girl  exclusively  in  charge.  This  was  no 
improvement.  Slie  would  mix  names,  numbers  and 
orders.  Then  it  occurred  to  me  that  it  would  be  a 
splendid  idea  to  have  the  former  girl  back  again 
and  work  up  the  phone  end  of  the  business  properly. 
This  T  did,  and  there  was  improvement  from  the 
start.  I  would  have  this  girl  call  u])  people  on  per- 
sonally selected  lists  and  tell  them  about  special  fea- 
tures of  our  advertising.  In  some  cases  we  put  our- 
selves out  considerably  to  secure  special  information 
for  enquirers,  and  in  time  our  phone  service  was 
greatly  appreciated  for  its  reliability,  and  we  have 
every  reason  to  consider  it  a  most  important  adjunct 
in  selling  goods,  when  you  know  your  people  thor- 
oughly." 

® 

Appearances  are  Deceptive. 

\  dry  goods  merchant,  writing  to  The  Keview 
with  reference  to  mi.'itakes  made  by  salesmen  in  pro- 
perly sizing-up  or  approaching  customers,  has  this 


to  say;  "Just  the  other  day  one  of  our  Ijoys  nearly 
.spoiled  a  good  sale  by  his  failure  to  show  goods  thai 
he  thought  were  beyond  the  limit  of  the  customer's 
buying  inclination.  An  agricultural-looking  person 
entered  and  asked  to  be  shown  a  suit  of  clothes.  The 
clerk  sized  him  up  as  being  somewhat  of  an  indiffer- 
ent proposition  and  did  not  take  any  special  pains 
to  show  him  a  good  range  of  values  or  to  focus  his 
attention  upon  any  one  garment.  The  man  finally 
said  he  guessed  he  would  call  again  and  walked  to- 
wards the  door.  I  happened  to  be  returning  from 
lunch  at  that  time,  and  as  he  opened  the  door  I 
recognized  the  reeve  of  one  of  the  neighboring  town- 
ships, a  wealthy  farmer  who  didn't  look  it.  We  shook 
hands,  and  I  remarked  that  I  hoped  he  had  been  pro- 
perly attended  to.  'No,'  he  said,  'I  haven't.  One  of 
your  young  men  waited  on  me  and  he  doesn't  seem 
able  to  show  me  what  I  w^ant.  This  is  the  first  time 
I've  tried  to  buy  a  suit  without  having  my  wife 
along.  Just  thought  it  was  time  I  could  do  these 
things  myself.' 

"I  just  took  that  man  in  hand  and  inside  of  half 
an  hour  I  had  the  cash  for  a  sale  amounting  to 
$68.50,  and  most  of  it  was  from  the  very  be.st  .stuff 
we  had.     Appearancas  are  certainly  deceptive." 

® 

It  Started  a  Good  Account 

Another  story  with  a  similar  point  is  told  by  a 
dry  goods  merchant.  "Not  long  ago,"  he  writes,  "A 
new  family  came  to  our  town  and  brought  with 
them  the  reputation  of  being  wealthy  and  fairly 
good  spenders.  For  some  reason  or  other,  they  did 
not  seem  to  l)e  in  any  hurry  to  distribute  their  money 
among  local  merchants  or  to  mix  with  the  inhabi- 
tants. The  grocer  said  they  did  most  of  their  busi- 
ne.«!S  over  the  "phone.  They  occupied  one  of  the  old- 
time  residences  of  the  town,  but  they  seemed  to  hold 
aloof  to  .'^uch  an  extent  that  nobody  could  get  a  line 
on  any  of  them  except  a  young  man  who  had  a  posi- 
tion in  a  local  bank.  We  stormed  them  with  our 
advertising  matter.  One  day  I  was  walking  through 
the  dress  goods  department  of  my  store  when  I 
noticed  a  little  old  lady,  well,  but  plainly  dressed, 
sitting  at  one  of  the  counters.  As  I  pa-^ised,  I  heard 
the  salesman  saying  to  her,  "We  have  something  at 
a  higher  figure,  of  course."  It  .'bounded  as  though  he 
had  a  deep-rooted  conviction  that  the  little  old  lady 
had  a  very  short  limit  so  far  as  purcha..«ing  power 
was  concerned.  T  waited  a  moment,  saw  that  the 
customer  was  an  entire  .'^franger,  and  that  the  sale.s- 
man  was  still  fus.'ing  in  take-or-leave-it  manner  with 
the  goods  he  was  showing.  I  stepped  up  and  politely 
enquired  what  was  wanted  by  the  customer.  She 
overheard  me  and  as  she  arose  from  the  seat,  prepar- 
atory to  leaving,  .stated  that  her  daughter,  Mrs.  Van- 
Smissen.  had  asked  her  to  call  and  look  at  our  foul- 
ards. A^anSmissen !  That  name  was  enough.  I 
directed  the  salesman  to  show  the  best  goods  that  he 
had  in  the  place,  and  the  result  was  that  in  a  few 
days  we  received  the  first  of  a  very  fine  series  of 
orders  which  have  been  coming  ever  since.  Yes.  it 
certainly  is  easy  to  judge  a  customer  too  superficially, 
and  a  little  word  will  often  spoil  a  good  account." 


Low-price  Customers  and  Better  Goods 

The  Problem  Presented  by  Last  Review  Salesmanship  Cartoon  —  Many 
Bright  Replies  Received  —  First  Prize  Goes  to  Jas.  Pagan,  Cornwall ; 
Second,  Angus  McNaughton,  Huntingdon ;  Third,  F.  J.  Lancaster,  St.  Mary's 


TITP^  pro1)lem  described  in  The  Review's  last 
.salesmanship  cartoon  is  one  that  not  only 
applies  to  men's  wear  lines,  but  also  to  every 
department  of  a  dry  goods  store.  How  to 
size  up  a  customer  correctly  in  order  that  he  may  in 
the  shortest  possible  time,  complete  a  satisfactory 
sale  is  the  great  problem  in  salesmanship.  In  this 
case  the  clerk  made  a  mistake  in  first  presenting 
goods  which  immediately  gave  the  customer  the  im- 
pression that  he  had  entered  the  wrong  store  to  se- 
cure the  kind  of  neckwear  that  he  wanted,  by  offer- 
ing a  high-slass  and  high-price  line. 

When  he  entered  that  store  the  customer  had  his 
j)rice  limit  fixed  in  his  mind  and  the  salesman's 
first  move  was  equivalent  to  an  uninvited  attem])t 


CustonTer:  I  have  never  paid  that  much  for  a  neck-tie.  I'm 
afraid  you're  too  high-class  for  me.  A  cheap  tie  wears  just  as 
long  as  a  dear  one.     I  hardly  think  I'll  buy  anything   to-day. 

to  nnconvince  him.  Tt  was  wrong  to  advance  to 
that  stage  without  first  considering  goods  upon 
whicli  th(;  customer  would  let  fall  some  opinion  as 
to  llie  price  he  wanted  to  pay  or  any  inclination  he 
might  have  entertained  to  go  in  for  a  higher  price. 
The  great  point  in  the  cartoon  is  how  to  proceed  to 
interest  the  customer  in  the  better  article. 

Always  Begin  with  Cheaper  Grades. 

The  first  prize  in  tliis  contest  is  awarded  Jas. 
Fagan,  Cornwall,  whose  reply  as  as  follows: 

"In  the  first  place  by  sizing  up  your  customer, 
you  can  very  often  tell  whether  it  wotild  displease 
iiim  by  showing  low-priced  goods.  I  always  begin 
with  a  customer  ))y  showing  the  cheaper  grades  but 
never  talk  'oo  strongly  of  these;  simply  state  i)rices, 
immediately  showing  the  better  goods.  In  this  case, 
as  it  is  neckwear,  I  reason  with  the  man  about  the 
superior  materials,  more  stylish  patterns,  greater 
variety  to  choose  from,  then  in  as  pleasant  a  manner 
as  possible,  proceed:  "You  have  never  invested  in 
this  higli-cla.ss  goods;  you  have  therefore  had  no 
chaiute  to  appreciate  their  sujun-ior  ]-)oints  over  less 
expensive  ties.  T  can  hardly  agree  with  you  a.s  to  the 
cheaper  ones  wearing  as  well.     The  little  attractive- 


ness in  the  cheaper  ties  soon  disappears  while  as  long 
as  the  better  tie  lasts  vou  don't  regret  having  bought 
it." 

Lays  Down  Good  Principles. 

The  second  prize  is  awarded  to  Angas  Mc- 
Naughton, Huntingdon,  Que.,  who,  while  not  giv- 
ing the  exact  words  that  he  would  use,  lays  down 
one  or  two  good  principles  of  salesmanship  to  follow 
in  such  cases  as  this.     He  states: — 

"We  find  it  a  good  rule  to  always  give  a  cu.sto- 
mer  credit  for  knowing  what  he  wants,  and  begin 
by  showing  goods  starting  with  the  low-priced,  work- 
ing up  to  the  high  priced.  In  this  Avay  a  salesman 
should  soon  be  able  to  size-up  his  customer's  taste 
and  limit.  If  he  finds  that  his  customer  has  no  de- 
cided taste  or  limit  then  he  should  determine  for 
him.  Many  a  sale  and  customer  is  lost  by  the  sales- 
man beginning  at  the  wrong  end.  This  customer 
is  correct  when  he  says  that  a  25  cent  tie  will  wear  as 
well  as  a  dear  one.  And  would  bu}^  4  ties  for  $1, 
but  would  not  buy  two  for  75  cents.  A  high-class 
store  is  a  store  where  a  good  assortment  of  goods  is 
kept  and  where  the  salespeople  know  how  to  handle 
customers.  Calling  a  store  high-class  does  not  make 
it  so. 

Demonstrates  the  Tie. 

F.  J.  Lancaster,  St.  Mary's,  to  whom  is  awarded 
the  third  prize,  would  proceed  with  the  customer 
thus : — ■ 

"You  asked  to  see  our  best  ties  and  in  showing 
you  this  50  cent  line,  I  thought  I  was  conforming  to 
your  wishes,  however,  we  have  a  choice  selection  of 
the  lower  priced  lines  which  I  am  only  too  pleased 
to  show  you.  These,  sir,  are  the  25  cent  ones  and  if 
you  will  please  notice  I  am  sure  you  will  have  no 
trou1)le  in  discerning  the  difference  between  these 
two  lines  when  you  note  quality  and  making. 

"Yes  yoii  see  the  difi^erence.  Well  now  on  our 
recommendation  buy  this  50  cent  tie  and  you  will 
also  find  the  wearing  quality  to  compare  with  the 
material  and  making,  having  as  well,  the  much  bet- 
ter appearance. 

"Will  you  allow  me  to  tie  this  on  your  collar  to 
demonstrate  my  point  as  to  appearance.  Yoxi  are 
now  perfectly  satisfied  with  this  one?  Thank  you. 
If  you  will  look  through  our  clothing  you  will  find 
it,  we  are  proud  to  say,  high-class,  but  the  price  of 
each  garment  and  article  in  our  store  is  low  in  com- 
parison with  the  quality.  Every  article  is  guaran- 
teed to  give  satisfaction." 

Other  replies  in  which  the  problem  was  ably 
dealt  with,  were  received  from  E.  M.  Steadman,  with 
B.  Havev  &  Co.,  Diubv,  N.S.,  Rol>ert  N  Tondins, 
Charlottetown.  P.E.I..  Jas.  Barker,  with  J.  A.  Mulli- 
gan. AVardsville.  AV.  T.  Mayo.  Toronto.  Mary  Eeiuli. 
Kirkton,  Out.,  Thos.  M.  .\rnistron<i',  c|o  Jas.  VaW 
Co..  Barrie.  :M.  A.  Ducalfe,  Bridoewatcr,  N.S.,  and 
II.  L.  Toombs,  New  \^H-k. 
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How  would  you  deal  with  this  customer? 


WOULD    you   return 
her     deposit     and 
again   place    the 
garment  in  stock? 

Or  would  you  retain 
the  deposit  and  risk  the 
consequences  ? 


A  lady  purchased  a 
$25.00  suit  and  paid  a  de- 
posit of  $2.00,  asking  the 
salesman  to  hold  the  suit 
until  she  was  able  to  pay 
the  balance  inside  of  three 
weeks'  time.  In  ten  days 
she  returns  and  enquires 
if  the  suit  is  being  held 
safely. 

In   another    week    she 
again    returns    and     in- 
forms me  she  has  decided 
not  to  take  her  suit  and  asks  for    her  deposit   to    be    returned.      When    told 
that  deposits  were  not  returnable  under  such  circumstances,  she  declares  she 
will  never  spend  another  dollar  in  the  establishment  if  it  is  withheld. 

She  is  a  good  customer,  but  to  break  the  rule  would  be  disastrous.  The 
suit  was  held  for  her  until  after  Easter,  and  could  have  been  sold  many 
times  had  it  not  been  held  for  her. 


Customer — But  I  have  decided  not  to  take  the  garment, 
and  if  you  do  not  return  my  deposit,  I  shall  never  spend 
another  dollar  in  your  store. 


For  the  three  best  answers  to  this  problem  the  following  prizes  will  be  paid: 

FIRST  SECOND  THIRD 

$3  and  Revieo)  for  One  Year.      $2  and  RevieTt)  for  One  Year.      $1  and  Review  for  One  Year. 

All  contributions  to  be  published  in  one  issue  of  The  Review. 

This  competition  is  not  confined  to  salespeople  in  departments.  It  is  an 
opportunity  for  any  member  of  the  staff.  This  contest  will  be  a  monthly  feature 
of  The  Review. 

Address  all  answers  to  The  Editor  of  '^he   T)ry  Qoods  T^evieW,    143-149  Unioersily  Avenue,    Toronto 


Good   Advertising  Illustrates  Essentials 

Vancouver      Adman      Makes     Some      Suggestions  -     Attractive     Layout     by 

Duncan     Ferguson     Co.  —  The    Dauphin     Mercantile    Co.'s    Striking     Sheets 

—  Making    Use   of   the   Sporting   Page. 


F.  S.  Garner,  advertising  manager  of  the  Hnd- 
.son's  Bay  Company,  Vancouver,  considers  the  criti- 
cism of  his  advertisement  in  April  1st  issue  as  just 
and  fair.  He  offers  these  suggestions  with  refer- 
ence to  criticisms  in  that  number: 

"Re  your  criticism  relative  to  the  similarity  of 
the  set-ups  of  the  ads.  representing  Brantford  mer- 
chants, I  may  say  that  I  do  not  coincide  with  your 


DDMinFergoMiiO).  |  im?ISS!s  I  Dnncan  Ferguson  Co. 

BEAUTIFUL  NEW  LACE  CURTAINS 

Our    Most    Suctessfai    Aiaaal    Sale    of   These     Dainty     Draperies. 


d  CibJe  Nci  Cut 


We  Offer  the  Following  ai  Examples 
of  Our  Stock  and  Inviting  Priccf. 


ENGRAVING 
DONE 
HERE 


WHILE 
YOU 
WAIT 


Dcmonilration  Thi»  Wtek   Commencing   Friday 

Dao't  Fid  lo  Cnm«  ud  Sm  Om  of  (h*  F«il«.t  Zoitinn  in  the  World. 


DUNCAN  FERGUSON  CO..  Limited 

A   neat    ad.  in   a   3  column    space,  7  x  12   inches, 
Duncan   Ferguson  Co..  Ltd  ,   featuring  lace  cur- 
tains and   a   manufacturer's    engraving    demon- 
stration.     Both    splendidly  handled. 

views  as  stated.  I  contend  that  every  ad.  should  lie 
set  up  in  dummy  form  by  the  ad.  man  before  his 
ad.  goes  into  the  hands  of  the  printer.  If  all  men 
would  do  this,  it  would  be  impossible  for  the  same- 
ness blame  to  be  attached  to  the  printer.  I  believe 
it  would  be  a  good  idea  were  you,  through  your  pub- 
lication, to  show  your  readers  how  ads.  are  prepared 
by  most  ad.  men,  showing  the  diimmy  which  goes 
to  the  printer,  then  the  proof  of  the  ad.  returned  by 
the  printer  to  be  proof  read,  and  again  as  same  is 
l)rin{ed  in  the  dailies.  A  lesson  such  as  this  is  bound 
lo  be  of  use  to  many  copy  writers." 

During  the  past  three  months,  a  lay-out,  a  bet- 
ter arrangement  for  same-sized  space,  and  suggestive 
dunnny  with  carbon  copy,  have  been  offered  in  this 
department.  More  examples  will  be  featured  from 
different  standpoints,  both  the  printer's  and  the 
ad.  man's. 

There  is  notching  to  show  who  was  to  blame  in 
Brantford.  Ad.  men  have  no  way  of  knowing  what 
layout  opposition  advertisers  are  going  to  use.  and 
it  is  natural  to  think  that  ad.  men. in  Brantford  pre- 
pare layouts  and  dummy,  as  other  advertisers  do. 

Tn  order  to  save  time  it  is  to  bo  expected  thai 
Brantford  printers  resorted  to  usual  forms,  witb 
consequent  similarity.  Some  advertisers  have  no  end 
of  tiniible  in  endeavoring  to  overcome  this  tendency, 


owing   to   printers  not  wanting  to   change,   and   in 
some  offices  lack  of  type  makes  it  impo.ssible. 

Two  options  were  open  to  Brantford  merchants  in 
overcoming  this  effect.  One  was  different-sized 
spaces,  and  the  other  more  contrasting  type.  Even 
with  similar  spaces,  printers  could  have  given  more 
individuality  to  the  advertisements  illustrated  in 
April  issue  by  using  different  type  for  each  adver- 
tiser. 

Good  Specimen  of  Ad.  Work. 

Duncan  Ferguson  Co.,  Stratford,  featured  a  neat 
ad.  in  the  Beacon  of  May  3rd.  In  a  three-column 
space,  7x12  inches,  their  ad.  man  accomplished  two 
things  and  did  it  well  from  every  standpoint.  A 
well-balanced  and  arranged  ad.  in  all  particulars  re- 
sulted, which  is  not  often  seen  in  spaces  this  size. 
Two  cuts  were  used. 

While  it  could  hardly  be  called  a  sale  of  lace  cur- 
tains, and  "sale  price"  beneath  each  item  .seemed  un- 
necessary at  the  prices  quoted,  the  department  un- 
doubtedly  received    extra   busine.'^s.      This  followed, 


QUA  &  PATTERSON 


Ljuvsr  AMD  aouMum  rroAi 


A    Spring     .innouncement    featuring    re.idy-to-vve.Tr    and 

accessories.     Striking  cuts  well   arranged       A  good 

ad.   for   Qua   &   Patterson.   CoUingwood. 

becau.se  the  ad.  man  only  referred  to  popular-priced 
lines,  and  made  novelty  Ids  drawing  card.  Each  line 
wa.s  handled  according  to  value,  and  six  prices  were 
featured,  after  a  conci.^e  and  convincing  introduc- 
tion. 

In  one-third  of  the  space  an  innovation  was  fea- 
tured.   Free  engraving  gave  the  motive  for  a  jewelry 
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demonstration.  All  articles  sold  were  engraved  with 
initials  or  monograms,  done  before  customers  at  the 
time  of  purchase.  An  expert  artist  was  secured  from 
a  manufacturing  jeweler,  and  the  work  done  on  i 
line  of  white  metal  goods,  buckles,  brooches,  hat- 
pins, fobs,  etc.  Ferguson's  ad.  man  announced  it 
effectively. 

Aside  from  this,  and  considering  coming  June 
white  events,  the  method  rather  appeals  as  a  draw- 
ing card.  In  .stores  which  have  a  jewelry  depart- 
ment, it  is  particularly  appropriate.  There  is  no 
cheapening  result  evident. 

Two  Attractive  Ads. 

Ina  et  Patterson  submit  ads.  which  appeared  in 
the  Collingwood  Bulletin  on  April  "iTth  and  May 
4th.  They  deal  with  entire  stocks  in  different  de- 
partments, one  being  particularly  devoted  to  ready- 
to-wear,  and  the  other  includes  accessories.  General 
price  quotations  are  given. 

\Vhile  both  ads.  are  attractive,  and  .splendid  cuts 
and  headliners  are  used,  the  one  featuring  "Spring 
Styles"  and  six  important  sections  of  the  garment 
department,  appeals  most  forcil)ly.  Both  announce- 
ments would  be  exceptionally  timely  at  Eastertide 
or  preceding  an  opening  display.  They  elevate  tlie 
"tone"  of  a  .store. 

Throughout,  any  individual  section  would  sei'vo 
as  an  exclusive  ad.  for  each   department,  and  with 
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The  World's-New  Fashion  Creations 
Are  Now  Ready  for  Your  Inspection 
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Qua   &    Patterson's   Spring  styles   ad.   which  deals   with    six 

sections   of   ready-to-wear  effectively.      A    well   arraneea 

layout   in    the  Collingwood   "  Bulletin." 

the  good  language  used  any  one  line  could  have 
been  elaborated  into  effective  advertising,  as  a  separ- 
ate announcement.  With  .such  a  basis,  over  twenty 
larger  ads.  arc  ])ossible  if  more  descriptive  matf'er 
was  included  in  price  items  featuring  lines  at  the 
prices  mentioned.  The  spirit  of  Spring  could  have 
been  made  to  serve  on  a  departmental  ba.sis  if  neces- 
sary, and  the  ad.  man  have  had  plenty  of  talking 
])oints.  However,  here  he  has  combined  it  all,  and 
with    the   possibilities   of   printing   estalilishment   it 


requires  a  lot  of  "copy"  to  fill  two  pages  of  combined 
ready-to-wear  and  accessories  when  item  introduc- 
tions are  ,set  in  "machine  type." 

This  ad.  man  has  .splendid  ideas,  but  is  handi- 
capped in  carrying  them  out.     He  says  that  the  office 


THR  STORS  or  QOaUTT- 

Nothjng  Succeeds  Like  Success 


Lovely  Wblu   UnderwcaT  Al  ActMliblst  Prta» 
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Dauphin   Mercantile   Co. 

DALPHINS  GBEAILSr  SIORE 


This  Coming  Wcvk  s  Eiru  < 


THE   DAUPHIN  MEBCANTILE  CO.    ||  THE  DAUPHIN  MERCANTIU:  CO. 
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THE  DAlirHlN  MEACAMILE  CO. 


Consecutive  ads  featured  by  The  Dauphin  Mercantile  Co  . 
Dauphin.  Man.  These  advertisements  represent  five  differ- 
ent departments  and  a  weekly  policy  leading  to  overly 
a.fgressive  methods  at  some  seasons.  The  centre  one  is 
considered   best  and  most  timely. 

not  having  enough  of  jH'oper  type  accounts  for  the 
difference  in  .size  of  figures  showing  prices.  Not- 
withstanding, he  has  succeeded  in  presenting  two 
striking  ads.  and  combined  results  .show  a  particu- 
larly comprehen.sive  grasp  of  stocks  carried  by  this 
(irm  in  these  departments. 


A  Weekly  Policy. 

The  ])auphin  Mercantile  Co.  .submit  five  con- 
secutive ads.  for  criticism.  Three  are  illustrated. 
With  .such  a  basis  it  is  possible  to  get  a  good  estimate 
of  weekly  merchandising  done  by  this  firm.  These 
examples  are  overly  aggressive  and  lead  into  unique 
combinations. 

Conditions  govern  admen,  but  as  a  general  pol- 
icy, particularly  at  Easter  .sea.son,  there  would  seem 
to  be  some  uncalled-for  quotations  and  reductions 
at  this  time  of  the  year. 

It  is  admitted  that  weekly  offerings  are  all  right, 
but  it  leads  to  "pell  mell"  prices  on  ready-to-wear 
which  do  not  always  enhance  style  importance  at 
millinery  opening  time.  Wl^y  not  try  more  tone  in- 
formation at  such  an  occasion? 

Candidly,  this  adman  has  t«o  many  departments 
to  handle  properly  in  three-column  space,  and  it  is 
a  hard  layout  to  arrange.  He  tries  to  maintain  in- 
terest in  every  section,  and  no  doubt  succeeds;  it  is 
suggested  that  more  attention  be  given  to  one  line 
at  a  time.  Treat  each  department  on  broader  lines 
and  establish  an  authority. 

While  it  is  remembered  that  conditions  have  to  he 
considered,  .statement'^  that  "all  profits  have  been  lost 
sight  of,"  and  "actually  less  than  mill  quotations" 
are  not  always  most  convincing  at  Easter  time.  They 
might  detract  later  from  ads.  which  necessarily  will 
have  to  be  aggrei'sive  to  eft'ect  clearances. 
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Discounts  from  20,  33  1-3  and  50  per  cent,  make 
it  hard  to  maintain  values.  For  illustration,  the  lace 
curtain  cut,  with  accompanying  price,  will  have 
more  actual  result  than  various  comparisons  of 
values,  even  if  such  discounts  are  evident. 

Some  commendable  arguments  are  used,  and  al- 
though machine  type  makes  this  reading  matter  hard 
to  follow,  these  statements  show  brilliancy  on  the 
part  of  the  adman.  Of  the  five  sheets,  "Needs  and 
novelties  for  the  Easter  toilette"  measures  nearer  to 
seasonable  advertising  and  comparatively  with 
Dauphin's  greatest  store. 

Weekly  sale  and  grocery  lists  must  be  allotted 
their  regular  spaces,  and  pressure  from  departments 
has  been  a  great  influence  in  directing  announce- 
ments. Easter  merchandising  would  not  seem  to  war- 
rant such  price  quotations  and  aggressiveness.  Judg- 
ing by  paneling,  headliner  and  style  cuts  used,  this 
adman  can  handle  the  situation.  He  will  also  under- 
stand the  excej)tion  taken  to  otherwise  good,  snap[)y 
news. 


Use  the  Sporting  Page. 

If  there  is  one  page  in  a  newspaper  more  perused 
than  another  it  is  the  "sporting  sheet."  Especially 
at  this  time  of  the  year  when  different  leagues  are 
commencing  their  seasons  and  articles  about  players 
and  play  are  particularly  interesting,  it  would  seem 
that  admen  could  gain  a  point  by  running  men's 
wear  announcements,  at  least,  on  these  pages  when- 
ever possible. 

Although  in  some  instances  advertising  more 
than  overbalances  the  amount  of  reading  information 
about  current  sports,  there  is  usually  enough  matter 
worth  reading  to  make  advertisements  particularly 
important.  Especially  is  this  so  when  men's  furn- 
ishings and  clothing  are  featured.  Striking  cuts  are 
possible,  and  if  admen  use  snappy  talk,  based  on 
sportsmanlike  and  catchy  j)hrases,  good  results  ai'c 
possible.  Men  are  appealed  to  as  a  body  when  in- 
terest centres  on  live  sporting  happenings  in  local 
circles. 

Sporting  circles  and  fraternities  have  a  common 
interest  at  this  season  and  numbers  of  men  become 
enthusiasts.  Fresh  air  and  an  outing  provide  suf- 
ficient excuse  for  participating  in  local  happenings 
in  sport  circles. 


Here  is  just  where  admen  have  their  opening 
and  can  make  a  dignified  appeal.  There  are  hun- 
dreds of  advertisers  in  large  papers,  whose  copy  ap- 
pears all  the  year  round  with  sporting  news.  In  con- 
junction with  more  current  news  and  interest  at  this 
season  sporting  pages  should  be  particularly  attrac- 
tive. 

Wbether  usual  announcements  or  value  at  $]o 
are  strong  points,  or  Summer  toggery  is  comVjined 
with  hot  weather,  lemonade,  peanuts  and  "'three-ba.se 


Two   striking  ads.   on   a  sporting  page.     Each   one  is  prominent 

and   reaches  a   particular   class,  especially  at  this 

season   of   the    year. 

hits,"  arguments  can  fittingly  be  addres.scd  to  a 
clientele  of  liberal  buyers.  These  purchasers  are  all 
good  customers,  who  appreciate  value  and  style. 
Sometimes  there  is  an  "opeu-handcdness"  not  found 
at  other  seasons  of  the  year. 


Increase  Your 
Salary  $5  to 
$10  per  Week 

Maclean  Publishing  Go. 

143-149  University  Ave. 

TORONTO,  ONT. 


Acting  as  circulation  representative  for  the  MacLean  Publishing  Com- 
pany is  in  itself  an  excellent  l)usiness  training. 

By  looking  after  the  new  and  renewal  subscriptions  of  their  thirteen 
publications  you  can  increase  your  present  income  at  least  $5.00  each  week 

One  hour  a  day  is  ample  time  to  enable  you  to  earn  this  salary. 

Competent  representatives  will  be  given  charge  of  our  entire  business 
in    their   respective    towns — securing  renewal  orders  also  new  business. 

This  work  is  pleasant  and  does  not  require  experience. 

No  matter  what  size  your  town  may  be  there  is  plenty  of  opportun- 
ity for  a  circulation  representative  of  The  MacLean  Publishing  Comp.my, 
to  earn  five  dollars  every   v. eek,  in  addition  to  his  present   salary. 

Write  at  once  for  particulars. 


DRY    GOODS    REVIEW 
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Condensed  Advertisements 


AGENTS    WANTED. 

AGENT  WANTED    by   first-class    Saxony    lace 
firm.      Must  be  well  connected.      Apply  to 
"L.P.,  6414,"  care  Rudolf  Mosse,  Plauen, 
7V,  Germany. 

AGENT— First  class    Calais     lace     firm    want 
Agent  in  Toronto,  Montreal,   Winnipeg   and 
Quebec.      Live  connection  and  highest  refer- 
ences  required.     Commission   only.      Keply   Box 
54,    DRY    GOODS   REVIEW,    88    Fleet    Street, 
London,  England. 

AGENT  WANTED  FOR  CANADA  on  commis- 
sion by  an  English  firm;  actual  manufactur- 
ers of  Hair  Nets,  Hair  Switohes,  and  all  hair 
goods;  also  preparers  of  all  kinds  of  Hair  tor 
high-class  hairdressers.  Applicants  must  have 
established  connection  with  first-class  wholesale 
houses  and  large  retail  stores,  and  references 
must  bear  the  strictest  investigation.  Write  full 
pariiculars  in  first  Instance  to  Box  8,  DRY 
GOODS  REVIEW,  Toronto. 


AGENT  WANTED  FOR  CANADA  on  commis- 
sion by  an  English  firm  ;  actual  manufactur- 
ers of  Hair  Nets,  Hair  Switches,  and  all  hair 
goods;  also  preparers  of  all  kinds  of  Hair  for 
high-class  Hairdressers.  Applicants  must  have 
established  connection  with  first-class  wholesale 
houses,  and  references  must  bear  the  strictest 
inveatigalion.  Write  full  particulars  in  first  in- 
stance to  DRY  GOODS  REVIEW,  Box  679,92 
Market  St.,  Manchester. 

AGENT  WANTED  FOR  CANADA  on  liberal 
commission,  by  a  London  lirm  of  Foreign 
Fancy  Goods  (Ladies'  Belts,  Bags,  Hatpins, 
Neckwear,  Haberdashery,  Smallwares,  etc);  one 
partly  engaged  with  another  firm,  must  have 
first  class  connection  amongst  Drapery  and  Fancy 
Houses  in  Montreal,  Toronto  and  Quebec.  Reply 
Box  65,  DRY  GOODS  REVIEW,  88  Fleet  St., 
London,  England. 

LONDON  MANUFACTURER  wishes  to  get  in 
communication  with  Agent  calling  on  leading 
Retailers  in  Canada  to  sell  following  lines; 
Ladies'  and  Children's  While  Cotton  Under- 
clothing, White  Underskirts,  Flannel,  Ni'os' 
Veiling  and  Flannelette  Night  Dresses,  Baby 
Linen  and  Infants'  Frocks.  Good  and  medium 
class  only.  Liberal  commission.  Write  eiving 
London  references.  Box  63,  DRY  GOODS 
REVIEW,  88  Fleet  St.,  London,  England. 

MAZAMET  WOOL— Agent  wanted  selling  on 
commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 

PEARL    BUTTONS     (Japanese).  —  First-class 
London  firm  require  a   smart  Agent  well   in 
with  big  buyers.     Must  be  able   to  do  a  large 
trade.    Write   fullest   particulars   and   references 
to  Box  404  a-r  Horncastle,  61  Cheapside,  London, 
England. 

REQUIRED  young  energetic  agents  residing 
Montreal,  Toronto,  Winnipeg  and  Vancouver, 
to  sell  Blankets,  Gloves  and  Rugs  for  weU- 
known  English  firm,  doing  largely  with  Canadian 
Wholesalers  for  nearly  20  years.  Applicants 
must  have  thorough  knowledge  of  this  trade  and 
active  business  connections  with  buyers  of  such 
goods.  State  full  particulars,  references  and  terms 
in  strictest  confidence  to  "  Unlverst,"  c/o  Streets, 
30  Cornhill,  London,  England. 


A 


AGENCIES    WANTED. 

GENCIHSfor  British  Columbia  wanted  Com- 
municate Canadian  Importing  and  Jobbing 
Co.,  Carter-Cotton  Block,  Vancouver. 


AN  experienced,  wide-awake  firm  of  Nottingham 
Agents  is  open  to  undertake  the  exclusive 
buying  of  laces,  embroidery,  hosiery,  Man- 
chester and  all  dry  goods  for  a  first-class  Cana- 
dian concern.  Address  Box  1511.  NEYROUD 
&  SONS,  Advertising  Offices,  14-18  Queen  Vic- 
toria Street,  London,  E.G.,  England. 

FIRM   OF   AGENTS    in    England   are   open   to 
act    as    Buyers    for     Cotton,     Worsted     and 
Woollen    Piece    Goods.      8063,     Williams's 
Advertisement  Offices,  Bradford,  England. 


FOR  SALE. 

CASH  REGISTER,   stylish     nickel-plated   detail 
adder.     Registers  one  cent  to   twenty   dollars. 
5  year  guarantee.      For  quick  sale,  $50.     Par- 
ticulars, R.  O.Smith  Company,  Orillia,   Ontario 

(2)    ■ 


BUSINESS  OPPORTUNITY. 

FOR  SALE— Dry  Goods  and  Men's  Furnishings 
business  in  a  thriving  industrial  town  in 
British  Columbia.  1  urnover  more  than 
$40,000.  Profits  between  $7,000  and  $8,000. 
Doing  practically  all  cash  trade.  This  can  be  con- 
siderably increased.  Owners  retiring  and  will 
sell  at  cost  price,  about  $25,000.  About  $12,000 
cash  is  required,  balance  can  be  arranged.  This 
is  a  good,  sound  business  and  will  stand  the 
strictest  investigation.  Box  101,  DRY  GOODS 
REVIEW,  347  Pender  St.,  Vancouver,  B.C.      (l.t) 

TO  RENT— A  brick  store   in   the   centre  of   the 
business  seciion  of  the   town   of  St.    Mary's, 
Ont.     Well  equipped  and  fitted   throughout. 
Very  suitable   for   retail   dry  goods   or  boots  and 
shoes.  For  full  particulars  address  R.  T.  GILPIN, 
St.  Mary's,  Ontario. 

TO  RENT— A  handsome  new  building  in  Brant- 
ford's    business    centre;  two   large   modern 
stores,  well  lighted,  high  ceilings,  easy  terms. 
Apply  UNION  REALTY  CO.,  Brantford.      (3eh) 

TO  RENT- A  large  dry  goods  store  in  first  class 
condition  in   a   town   of   thirty-tive   hundred, 
situated  in  the  centre  ofone  of  the    best   fruit 
districts  in  Ontario.    Apply   54    Hambly  Avenue, 
Toronto.  (1) 

ADVERTISING  CUTS. 

LIVEN  UP  YOUR  ADVERTISING  by  using 
our  millinery,  reaay-to-wear  and  general  ory 
goods  cuts.  We  have  prepared  a  great  many 
attractive  and  timely  illustrations  which  will  lend 
character  and  distinctiveness  to  your  advertising. 
Send  to-day  for  proof  sheet  and  prices.  Adver- 
tisers' Stock  Cut  Agency,  Mail  Building,  Toronto, 
Canada.  (4-11) 

SITUATIONS  VACANT. 

TRAVELLING  TAILOR  WANTED  TO  TAKE 
special  orders,  promote  and  appoint  whole- 
sale agencies  and  cover  a  lot  of  ground  each 
season  for  the  biggest  tailoring  firm  in  Canada. 
Experienced  man  only.  Apply  with  references 
and  salary  required  to  C.  P.  CREAMER,  The 
Semi-Ready  Co.,  472  Guy  Street,  Montreal. 

VW'ANTED— Experienced    traveler    to   sell   Ax- 
•'       minster  Squares  and  Mats.      Liberal  com- 
mission for  Ontario  and  Eastern   Provinces. 
Apply  Box  14,  DRY  GOODS  REVIEW,  Toronto. 

WANTED. 

DRY  GOODS  SALESMAN  for  country  trade, 
with  five  or  six  thousand  dollars  to  invest,  to 
acquire  interest  in  well  established  business, 
doing  the  best  trade  of  the  district  and  showing 
good  returns  every  year  on  investment.  None  but 
experienced,  capable  man,  thoroughly  conversant 
with  country  trade,  dealt  with.  Box  7,  DRY 
GOODS  REVIEW,  Toronto. 

MISCELLANEOUS. 

A  CCURATE  cost  keeping  easy  with  a  Dey  Cost 
t\.  Keeper.  Automatically  and  exactly  records 
time  spent  on  each  job.  Several  jobs  record- 
ed on  one  card.  For  small  firms  Dey  combines 
employees' register  and  cost  keeper.  A  machine 
for  every  business.  Write  for  catalogue.  Inter- 
national Time  Recording  Company  of  Canada, 
Ltd.,  29  Alice  Street,  Toronto. 

pOPELAND-CHATTERSONSYSTEMS-Short, 
V^     simple.     Adapted  to  all   classes  of   business. 

Copeland-Chatterson-Crain,  Ltd.,  Toronto 
and  Ottawa.  (tf) 

pOUNTER  CHECK  BOOKS— Especially  made 
Vy     for  the  dry  goods  trade.     Not  made  bv  a  trust. 

Send  us  samples  of  what  you  are  using — we'll 
send  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 
tems. Business  Systems,  Limited,  Manufacturing 
Stationers,  Toronto. 

COUNTER   CHECK  BOOKS— Write  us   to-day 
for    samples.    We   are    manufacturers  of  the 
famous    SURETY   NON-SMUT     duplicating 
&   Triplicating  Counter  Check  Books,  and   Single 
Carbon    Pads  in  all   varieties.     Dominion    Regis- 
ter Co.,  Ltd.,  Toronto. 

DOUBLE  your  floor  space.  An  Otis-Fensom 
hand-poA^er  elevator  will  double  your  floor 
space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 
only  $70.  Write  for  catalogue  "B."  The  Otis- 
Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

^^^^  -^-^^LIVE  MERCHANTS  use  National 
72^,000  Cash  Registers.  We  couldn't  sell 
'  them     unless    they     saved    people 

money.  The  National  will  guard  your  money  too. 
Write  us  tor  proof.  National  Cash  Register  Co., 
285  Yonge  St.,  Toronto. 


EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 
sults up  to  the  requirements  of  merchants  and 
manufacturers.  Inquire  from  our  nearest  office. 
Egry  Register  Co.,  Dayton,  Ohio;  123  Bay  St., 
Toronto;  258^  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT-FISHER'  Standard     Writing-Adding 
Machines    make    toll    easier.     Elliott-Fisher 
Limited,  513    No.  83  Craig  St.  W.,  Montreal, 
and  Room  314  Stair  Building,  Toronto. 

FIRE  INSURANCE.    INSURE  IN  THE  HART- 
FORD.    Agencies  everywhere  in  Canada. 

HUNDREDS  OF  TYPEWRITERS  of  every 
make  and  condition  are  being  traded  in  as 
part  payment  on  the  famous  MONARCH. 
Price  and  quality  are  the  levers  we  use  to  prevent 
over  stocK.  We  believe  we  can  give  the  best  bar- 
gains in  rebuilt  typewriters  in  Canada.  A  postal 
will  bring  our  catalogue  and  full  Information.  The 
Monarch  Typewriter  Co.,  Ltd.,  46  Adelaide  St. 
West,  Toronto. 

INDISPENSABLE  in  office,  store,  home— Cana- 
dian Almanac,  1911 — a  National  Directory. 
Complete  classified  information  on  every  sub- 
ject of  Dominion  interest.  Full  postage,  customs, 
banking,  insurance,  legal,  educational,  newspaper, 
army,  clerical,  governmental,  particulars  of  lead- 
inginstitutions  and  societies.  Paper  covers,  60c„ 
cloth,  leather  back,  759.  All  stationers,  or  sent 
postpaid  on  receipt  of  price  by  The  Copp-Clark 
Co.,  Ltd.,  Toronto. 

KAY'S    FURNITURE   CATALOGUE    No.  306 
contains  I  60  pages  of  fine  halt-tone   engrav- 
ings of  newest  designs  in  carpets,   rugs,   fur- 
niture, draperies,  wall   papers   and   pottery,   with 
cash    prices.      Write   for   a   copy — it's  free.    John 
Kay  Co.,  Limited,  36  King  St.  West,  Toronto. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 
successfully  used  in  many  of  Canada's  larg- 
est buildings,  give  better  results  at  lower  cost. 
"  Astrong  statement,"  you  will  say.  Write  us  and 
let  us  prove  our  claims.  That's  fair.  Leach  Con- 
crete Co.,  Ltd.,  100  King  St.  West,  Toronto.      (tf) 

MOORE'S  Non-Leakable  Fountain  Pens.  If 
you  have  Fountain  Pen  troubles  of  your 
own,  the  best  remedy  is  to  go  to  your 
stationer  and  purchase  from  him  a  Moore's  Non- 
Non  Leakable  Fountain  Pen.  This'is  the  one  pen 
that  gives  universal  satisfaction  and  it  costs  no 
more  than  you  pay  for  one  not  as  good.  Price 
$2.50  and  upwards.  W.J.Gage  &  Co.  Limited, 
Toronto,  Sole  Agents  for  Canada. 

MULTIPLE  TYPEWRITING  and  real  printing 
turned  out  by  the  Multigraph  in  your  own 
office  will  get  more  business  and  reduce 
printing  bills— saves  25%  to  75  of  average  annual 
printing  cost  and  stationery,  system  orms  and 
circulars.  Write  for  particulars  American  Mul- 
tigraph Sales  Co.,  Ltd.,  129  Bay  St.,  Toronto,  Ont. 

THE  MAXIMUM  REDUCTION  in  Insurance 
Rates  results  from  installing  our  Fireproof 
Windows,  Doors  and  Skylights.  We  are 
specialists  in  this  line  and  give  you  a  close  price 
consistent  with  really  fireproof  goods.  Manufac- 
turers of  Fire  Bucket  Tanks,  Fire  Extinguishers, 
Oily  Waste  Cans,  Corrugated  Iron.  Metal  Ceil- 
ings. Cornices,  etc.  A.  B.  ORMSBY,  Limited, 
Toronto. 

THE  "KALAMAZOO"  LOOSE  LEAF  BINDER 
is  the  only  binder  that  will  hold  iust  as  many 
sheets  as  you  actually  require  and  no  more. 
The  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 
cated mechanism.  Write  for  booklet.  Warwick 
Bros.  &  Rutter,  Ltd.,  King   and   Spadina,  Toronto. 

AREHOUSE  AND  FACTORY  HEATING 
Systems.  Taylor-Forbes  Company,  Ltd. 
Supplied  by  the  trade  throughout  Canada. 


w 


LACES,  NETS,  ETC. 

LACES— Job  Laces,   Torchons,  Vals,  Nets,  etc. 
Buy  direct  from  the  firm  on  the  spot.  Sample 
parcels,   2,  3  and  5   dollars   against     Money 
Order.       Enquiries    solicited.       ROSS,    224    St. 
Anns  Well  Road,  Nottingham,  Eng. 


SALESMAN  WANTED. 


SALESMEN  AND  SALESWOMEN  WANTED— 
Thousands  of  good  positions  now  open,  pay- 
ing from  $1000  to  $5000  a  yearand  expenses. 
No  former  experience  needed  to  get  one  of  them. 
We  will  teach  you  to  be  an  expert  salesman  or 
saleswoman  by  mail  in  eight  weeks  and  assist  you 
to  secure  a  good  position,  andyou  c«n  pay  tor  your 
tuition  out  of  your  earnings.  Write  to-day  for  full 
particulars  and  testimonials  from  hundreds  of  men 
and  women  we  have  placed  in  good  positions,  pay- 
ing from  $100  to  $500  a  month  and  expenses. 
Address  nearest  office.  Dept.  265,  NATIONAL 
SALESMEN  TRAINING  ASSOCIATION,  Chi- 
cago, New  York,  Minneapolis,  Atlanta,  Kansas 
City,  Sin  Francisco. 
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Paper  Fairly  Well  Met. 

I^J  spile  oi  rc'porls  fioin  tlic  (•(luiilry  Lo  ihe  eH'ect 
i}iat  cold  weather  had  interfered  very  iimterially 
witli  business,  enquiry  shows  that  paper  due  on  May 
4th  was  fairly  well  met,  and  that  there  were  very  few 
requests  for  extensions.  The  warm  weather  of  the 
past  few  weeks  has  done  much  to  stimulate  htisiness. 
and  sorting  oi'ders  have  developed  a  volume  more  in 
keeping  willi  llic  lime  of  year. 

An  Abomination  for  Gloves. 
Alphonse  Xlil.,  the  King  of  Spain,  never  wears 
gloves,  for  which  he  has  an  abomination;  even  upon 
the  !nost  solemn  occa-^ions  he  appears  with  uncovered 
hands.  Consequently  when  he  recently  paid  an  of- 
licial  visit  to  Saragossa,  he  was  greatly  surprised  to 
see  an  oil  painting  of  himself  at  the  town  hall,  de- 
picting him  wearing  a  tine  pair  of  white  gloves.  Ac- 
cording to  the  "(j!il  Bias,'"  this  was  not  due  to  a  mis- 
take on  the  part  of  the  painter,  but  to  the  following 
piece  of  official  economy.  Alphonse  XII.,  the  pres- 
ent King's  father,  had  a  weakness  for  presenting  his 
portrait  for  hanging  in  all  official  buildings;  and 
one  of  the  paintings  duly  reached  Saragossa.  And 
the  city  fathers  of  that  i)lace,  on  hearing  that  the 
King  was  coming,  got  a  painter  to  paint  out  the 
late  King's  head,  and  substituted  that  of  his  .son — 
thus  putting  a  young  head  on  old  shoulders,  and.  of 
course,  leaving  the  gloves  still  on  the  hands. 

Several  striking  effects  have  been  seen  in  draping 
the  popular  bolt  stands.  In  nearly  every  dre.ss  goods 
and  .silks  window  either  one  or  two  different  ideas 
in  .showing  fabrics  were  introduced.  Several  entire 
windows  combined  the  new  stands  and  pedestals  with 
seasonable  materials,  millinery  and  accessories.  In 
each   in.stance  individual  arrangement  and   artistic 


drai)ing  were  lujticed.  (Joods  were  not  apparently 
damaged  by  using  these  simple  draj)ing  forms  and 
attractive  di.splays  were  accomplished. 


A  Business   Asset 


The  ability  to  speak  Engli.sh  correctly 
and  fluently  is  a  liusiness  asset  of  no  mea-i 
importance. 

Yet  how  rare  it  is ! 

you,  Mr.  Dry  Coods  Clerk,  or  Mr. 
Salesman,  may  need  this  aliilily.  and  it 
can  be  easily  acquired.  There  is  a  fa<cin- 
ating  way  to  polish  up  your  English  by 
acting  as 

CIRCULATION   REPRESENTATIVE 

of  the  MacLean  Publishing  Company. 

We  have  an  attractive  offer  to  make 
you,  one  which  will  qualify  you  for  better 
po.sitions,  and,  if  you  hustle,  will  mean 
a  weekly  salary  of  $15,  year  in  and  year 
out. 

The  work  will  not  require  all  your 
time. 

Write  at  once  for  particulars. 

MAGLEANPUBLISHING  COMPANY 

143-149  University  Avenue     •    -     TORONTO 
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DRY    GOODS    REVIEW 


Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get? 


EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  the  market  for  certain  goods,  but  that 
they  do  not  know  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to],The 
Review  this  service  is  part  of  what  you^buy. 

We  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 
not  usually  sold  in  dry  good  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 
are  at  the  service  of  our  readers. 

W^e  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 

and  use  it  when  you  would   like   us   to   give 
you  information. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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THE  DRY  GOODS  REVIEW 

143  UNIVERSITY  AVENUE 

TORONTO 


For  Subscribers 


INFORMATION  WANTED 


DATE 


191 


PLEASE  TELL  ME  WHERE  I  CAN  BUY 


NAME 


ADDRESS 
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To  the  Trade 


May,  1911 


Gentlemen:--- 

The  aim  and  scope  of  this  announcement  is  to 
impress  you  with  the  fact  that  we  want  to  reduce 
our  stock,  in  every  department,  before  our  Semi- 
annual Stocktaking  May  31st.  Assorting  orders 
during  the  month  of  April  were  not  as  extensive 
as  we  expected  them  to  be,  and  therefore  leaving 
us  at  present  with  surplus  lines  of  Spring  goods. 
To  clear  these  lines  we  will  commence  a  sale  on 
Monday,  May  22nd,  giving  special  inducements 
on  all  orders  placed  with  us  for  any  of  this  surplus 
stock,  to  merchants  and  their  buyers  visiting  our 
Warehouses  while  this  clearing  sale  lasts. 

As  usual,  we  commence  every  season  with 
new  goods,  and  after  the  first  of  June  require  all 
available  space  for  our  Fall  Stock  which  will  ar- 
rive daily  during  that  month.  We  feel  assured 
if  you  visit  our  Warehouses  during  this  sale  it 
will,  more  than  ever,  result  in  mutual  benefit. 
We  will  give  you  October,  1911,  dating  on  all 
orders  placed  with  us  during  this  sale.  Goods  so 
ordered  to  be  shipped  on  and  after  May  25th. 
We  cordially  invite  you  to  call. 

Yours  very  truly, 

John  Macdonald  &  Co., 

LIMITED 

TORONTO 
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DRY     GOODS     REVIEW 


WA N TED 


WING  to  the  rapid  growth  of  our 
paper,  we  now^  have  another  open- 
ing on  our  staff  for  a  young  man 
who  know^s  the  dry  goods  busi- 
ness.    Good  position  for  the  right 

man,  who   has  ideas  and   knows    how    to 

put  them  on  paper. 


White  Duck 
Specials 

Waiters'  Coats 
Cooks'  Coats 
Barbers'  Coats 
Butchers'  Frocks 
Porters'  Coats 
Bar  Vests 
Surgeons'  Gowns 
Dentists'  Coats 
Outing  Trousers 
Boys'    Bloomers 
Aprons 


Khaki 
Specials 

Norfolk  Coats 
Outing  Trousers 
Riding    Breeches 
Outing  Shirts 
Miners'  Shirts 
Woiking  Shirts 
Auto  Coats 
Boy  Scout  Suits 
Boys'  Bloomers 
Overalls 


BOYS'    KNICKERS,    Double  Front  end  Seat 
TROUSERS  OVERALLS 

Robert  C.  Wilkins  Co.,  Ltd. 

Mon  treal 


Australian  Trade 


Are  You  Interested? 

If  so,  The  Draper  of  yJustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     3)^,50     Mailed  Free 

Specimen  Copy  will  be  supplied  on  application. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  ^'ork 
Office,  29  Broadway. 


Publishing  Offices 

Melbourne, 
Sydney, 


London, 
New  York, 


Fink's  Buildings 
Post  Office  Chambers 
71  Queen  St.,  E.C. 
29  Broadway 
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For  Fall  Trade 


An  inspection  of  our  samples  will 
prove  a  liberal  education  as  to  what 
fashion  demands  for  the  coming  season. 


Note  Particularly  the  Showing  of 

These  Departments 

Cottons,  Housefurnishings,  Smallwares  and 
Notions,  Dress  Goods,  Men's  Furnishings, 
Hosiery  and  Underwear,  Silks,  Woollens,  Ready- 
to-Wear    Garments,     Laces,     Embroideries 


Feature  Summer  Goods 

Now  is  your  time  to  provide  for  midsummer  clearance 
sales.  Every  department  in  this  house  can  help  you 
in   this   respect. 


GREENSHIELDS    LIMITED 

MONTREAL 
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PRIESTLEY'S 

DRESS  GOODS 


One  sure  way  to  increase  your  Dress  Goods  Business  is  to  feature 
PRIESTLEY'S  T>RESS  GOOT>S. 


THE  COMPLETE 

FALL  LINE 

IS  NOW  BEING  SHOWN 


SOME  OF  THE  NEW  THINGS : 


PRIESTLEY'S 


NEW  BLACKS 

Madras  Poplins, 

All  Wool  Veletta, 


PRIESTLEY'S 

Concord  Coatings,)   Black,  Navy 

Sandow  Coatings,]  *°<*  Cream. 
SERGES 


TOLEDO  RANGE 


Silk  and  Wool  Henriettas, 
Veronese  Ottoman,  Silk  and  Wool  Ambrose, 

Wool  Voiles  Silk  Warp  Helena, 

Taffetas  and  Panamas,  All  Wool  Victor  Imitation, 

Silk  Warp  and  All  Wool  Oxford  Tricot, 

Ravennea  Twill.  Shepherd's  Checks. 

Our  General  Fall  Collection  meets  every  possible  want,   and  will  boom  your  Dress 

Goods  business. 


SOLE  AGENTS  FOR  PRIESTLEY'S  DRESS  GOODS 

GREExNSHIELDS   LIMITED, 

MONTREAL 


Please  mention  The  Rcz'iezv  to   Advertisers  and  Their  Travelers. 


DRY     GOODS     REVIEW 


? 


Gault's 

Embroidery  Stock  Specials 

from 

One    of    Our    Leading    Departments 

Lot  53 — 27-inch  Swiss  Embroidery  Flouncing,  in  assorted  designs,  for  sale  price  49c  yard 
it    g^ 27     "         "  "  "  "  "  *'  "      89c     " 

«       gg ^g  <i  i<  i<  «  «<  «i  «  it  QQp  ii 

"366 — Assorted  Edgings,  Insertions,  Flouncings,  (Seconds),  for  sale  price  10c  to  29c  yard 
« 367 —       "  "  "  "  "  "         "      10c  to  39c     " 

Write  for  sample  box  of  any  of  above  on  approval,  costing  $25  to  $35  box' 


Do  it  Now 


ANOTHER  LEADING  LINE.     OUR 

Coat  Sweaters  and  Golfers  for  Fall 

19  STYLES 
I  CHILDREN'S        MISSES'        LADIES' 

^       Over  100  cases  will  be  opened  up  June  1st.     Already  we  are  booked  ahead 

i  of  last  year  but  can  take  care  of  your  order  now 

I  and 

I 

I  Guarantee  Prompt  Delivery. 

I 


New  styles,  all  colors  and  sizes,  biggest  values  at  lowest  prices. 

THE  GAULT  BROTHERS  CO.,  Ltd. 

Smallwares  MONTREAL  Department 


^m 
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When  it  Comes 
to  Hard  Usage 


Succ 


ess 


Overalls 


stand  more  wear  than  any  others 
made. 

There  is  every  good  reason  why  they 
do.  The  denim  in  Success  is  honest 
weight — no  dressing  to  make  a  6  oz. 
denim  weigh  as  much  as  an  8  oz. 

Then  every  seam  is  double  stitched. 
The  Overalls  open  at  the  sides  but 
are  faced  so  that  they  cannot  rip. 

Success  are  cut  on  big  lines,  plenty 
of  room  and  good  high  backs  and 
wide  legs.     Extra  pockets. 

Ask  your  Wholesaler.  Be  sure  of 
the  Success  Label. 


^Q^^imtcd, 


C/7 


'^//IcnVLcaC 
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The  Black  Prince  Shirt 
Gives   Full   Satisfaction 


From  every  standpoint  the  Black  Prince  Shirt  is  a  thorough  success. 

The  material  is  a  very  high-grade  black,  fleece-back  serge — the  dyeing  is  guaran- 
teed fast  black. 

The  making  is  the  very  best.     The  shirts  are  cut  very  full — with  good  long  sleeve". 
and  every  seam  is  double  stitched. 

Every  Black  Prince  you  sell  makes  a  thoroughly  satisfied  customer.     It  will  fit  and 
wear  just  as  the  wearer  would  have  it. 

Ask  your  wholesaler  for  sample  and  price  or  write  us  direct.    This  is  a  high-grade 
shirt  which  you  can  retail  at  a  profit. 


^/llcmi^caC 


Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers. 


J 


DRY     GOODS     REVIEW 


Established  1832 


Cable  Code :  Law-Bradford 


Fall  1911 


REGISTERED 


Exclusive  Designs 


^r     ^r     ^ 


ShoAverproof  Goods 

Mohair  and  Alpaca  Linings 


Buyers  visiting  England  can  see  a  full 
collection  in   Bradford   and   London. 


j^    ^    j^ 


LaAV,  Russell  &  Co.,  Limited 

Converters  of  Bradford  Fabrics 
BRADFORD   AND   LONDON.  ENG. 
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Q  Sartorial  art  can  accomplish  m  jch,  but  the  skill 
of  the  best  cutter  is  often  frustrated  by  an  in- 
effective interlining. 

Q  Hymo  insures  smoothness  and  elegance,  as  it 
obviates  the  tendency  of  a  coat  to  furrow  or  cockle 
and  hence  every  member  of  the  tailoring  profession 
who  has  experience  of  its  merits  bears  testimony 
to  the  value  of  this  discovery. 

Q  Hymo  has  established  the  reputation  of  many  a 
tailoringfirm,  it  is  unshrinkable  and  has  no  stiffening; 
when  it  is  used  its  wearers  come  again  and  recom- 
mend their  friends  to  visit  the  establishments  which 
turn  out  garments  that  always  retain  their  smart 
appearance. 

GUARANTEED  NOT  TO  CURL 

Obtainable  from  all  High-Class  Wholesale  Houses. 

Look  for  the  Trade  Mark  stamped  every  five  yards 
on  "Hymo"  Cloths.     None  genuine  without. 

Agents  for  Canada 

GREEFF-BREDT  ^  CO. 

60-62  FRONT  STREET  TORONTO 

Sole  Manufacturer 

James  Hymans 

(Wholesale  Only) 

8  and  10   Crescent  Minories,  London,  England 
SAMPLES  ON  REQUEST 
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Obtainable 

From  All  Canadian  Wholesale  Houses 


/j '  T1ytvcie/fJ4>h^, 


Wm.  Anderson  &  Co.,  Ltd. 

Pacific  Mills 

Glasgow,  Scotland 
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DEBENHAM  &  COMPANY 

PARIS  LONDON  NEW  YORK 

FALL    IMPORT 

SILKS 

RIBBONS 

VELVETS 

DEBENHAMS  ^^-^^^      ^  ^^.-^^x^-r^-r^^-r^ 

VELVETEENS 

FOR  

..... ....       DRESS  GOODS 

NOVELTIES  

LACES,    NETS 
VEILINGS,   NINONS 

Summer   Sorting 

We  are  in  a  position  to  supply  your  require- 
ments in  Silks,  Ribbons,  Velvets,  Etc.,  Etc. 

DEBENHAMS      ganada)     LIMITED 

MONTREAL  TORONTO 

18-20  St.   Helen   Street  Bay  and  Wellington  Streets 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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SPOOL,     SIIvK 


SJPOOI.     SIUC 


SPOOL     SILK 


CORTICELLI  has  made  a  name  for 
itself  not  only  for  its  elegance  but  for  its 
absolute  reliability. 

Our  spool  silk  is  all  that  could  be  desired 
for  quick -selling,  profit -assuring  mer- 
chandise. 

The  name  that  sells  more  and  better  silk  is 


When  you  install  CORTICELLI  lines 
in  your  store  you  link  your  name  with 
the  best  possible  value. 

Everywhere  it  is  evident  that  CORTI- 
CELLI is  the  consumer  synonym  of  silk 
satisfaction. 


^welll/ 


SPOOL     SILK. 


Corticelli    Silk     Company 


LIMITED 
HEAD    OFFICE  : 

St.    Johns,    P.Q. 

ADDRESS    NEAREST    OFFICE; 

SALESROOMS— 4  St.  Helen  Street,  Montreal.      56  Albert  Street,  Winnipeg. 

24  and  26  Wellington  Street  W.,  Toronto.      91a  York  Street,  Sydney,  X.S.W. 

318  Homer  Street,  \'ancouver. 
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Your  June  and  July  Sales 


You  need  just  the  goods  for  w^hich  we  w^ant 
your  order.  We  are  offering  splendid  lines  of  Summer 
Wear  at  greatly  reduced  prices.  Don't  wait  till  the 
last  minute.  Sort  up  your  stock  NOW  and  get  the 
benefit  of  our  low  prices  while  the  demand  is  good. 

CLEARING   PRICES   IN 

LAWNS, 

WHITEWEAR, 
BLOUSES, 

UNDERWEAR, 

Etc.,  Etc. 

SEE  OUR  TRAVELLERS'  SAMPLES   OR  WRITE 
us     DIRECT    FOR    PRICES    AND    SAMPLES. 

WE  ADVERTISE  WHAT  WE  HAVE 
I  AND   PRODUCE  THE   GOODS. 

JOHN  M.GARLAND,  SON  &  00. 

WHOLESALE   DRY  GOODS 

OTTAWA,        -        -        CANADA 
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How  Customers  are  Lost  and  How  Won 

How  Three  Different  Salesmen  Handled  the  Same  Customer  —  Giving 
Opinions  that  are  Unnecessary  and  Unappreciated  —  The  Too-Candid  Sales- 
person —  Developing    an    Approach    that    is    Natural    in     Young    Salesmen 


Importance  of  Being  Natural. 

IT  is  sometimes  difficult  for  the  young  sales- 
man to  be  natural,  to  develop  an  individuality 
that  best  fits  himself  alone,  and  to  have  it  radi- 
ate effectively. 

"I  have  always  tried  to  impress  upon  my  young 
men  the  importance  of  being  natural  in  their  treat- 
ment with  customers.  No  man  can  do  his  best  who 
tries  to  get  away  with  some  other  person's  inl)orn 
style. 

"We  had  a  young  man  here  some  time  ago  who, 
though  bright  enough,  did  not  push  himself  for- 
ward .sufficiently.  Becoming  impatient  with  him  one 
day,  I  directed  his  attention  to  one  of  our  best  sales- 
men who  at  that  moment  was  standing  with  his 
hand  on  the  shoulder  of  a  customer,  talking  up  a 
suit  of  clothes. 

"The  youth  toek  it  to  heart.  A  few  days  later  one 
of  our  customers  came  up  to  me,  quite  breathless. 
It  was  a  hot  day,  too. 

"  'Say,'  lie  chortled,  'that  kid  of  your  over  there 
is  too  fresh.  When  he  saw  me  going  towards  him, 
he  rushed  up,  took  me  by  the  hand,  brushed  off  my 
left  shoulder  and  squeaked,  well,  well,  old  chap,  it  is 
a  broiler,  isn't  it?  Where  does  he  get  his  drag, 
anyhow?' 

"I  couldn't  tell  him  where  the  boy  got  his 
'drag,'  but  I  could  hardly  restrain  a  smile  for  the 
boy  had  a  squeaky  voice  and  wasn't  adapted  to  that 
class  of  approach.  I  apologized  and  the  customer 
was  all  right  again. 

"Walking  over  towards  the  department,  I  noticed 
that  the  boy  was  waiting  on  some  customers.  He 
was  quite  bright  about  it,  too,  and  when  I  went  up 
to  him  ifterwards,  he  explair.ed  that  they  were 
friends  of  his. 

"Now,  my  boy,"  .said  I,  "why  can  you  not  i)e  as 
natural  in  every  case  as  you  were  with  them.  Don't 
try  to  copy  other  people.  Give  expression  to  your.^elf. 
You  may  copy  other  people's  methods  ^.r.»  not  their 
individuality,  with  success." 

The  boy  saw  the  point  and  he  made  good.  He 
became  an  excellent  ."talesman  and  is  now  head  of  a 
department  in  a  large  city  store. 


"How  nnioli  are  those  cute  little  coral  pins?" 
she  asked  the  salesman. 

"Well,  they're  50  cents,"  he  replied. 

"Are  they  genuine  coral?"  .«he  asked. 

"No,  the  fifty-cent  ones  are  not  real  coral,"  he 
replied. 

"Have  you  any  that  are  genuine?"  she  asked. 

"Yes,  but  they  are  worth  from  $2.00  up,"  said 
he.  "You  .see  it  is  just  a  fad  of  the  moment,  and  the 
way  to  look  at  it  is,  that  an  imitation  pin  will  last 
ju.st  as  long  as  the  fad  will  live.  Coral  is  quite  com- 
mon now." 

"I  know  that,"  said  the  lady,  "but  I  fancied  ;\ 
genuine  coral  pin  as  a  birthday  present  for  my  little 
niece.    I  don't  think  I  .shall  select  one  to-day." 

The  lady,  later,  bought  what  she  wanted  in  gen- 
uine coral  in  the  jewelry  store  next  door.  The  sales- 
man in  the  jewelry  department  of  the  larger  store 
hadn't  learned  that  nothing  becomes  common  that 
is  genuine. 


A  Question  of  Necks. 

There  are  still  some  salespeople  who  consider  it 
their  duty  to  give,  unasked,  opinions  which  are  not 
only  unnecessary  but  unappreciated — in  some  cases 
rude. 

A  young  woman  walked  up  to  a  neckwear  coun- 
ter and  indicated  her  interest  in  sailor  collars.  She 
was  a  tall,  though  slim,  young  woman  and  her  head 
was  supported  by  a  somewhat  slender  and  ungraceful 
neck. 

"These  collars  are  fashionable,  are  they  not?" 
.said  she,  fingering  a  white  and  blue  creation. 

"Yes,  quite  fashionable."  replied  the  salesperson, 
"and  very  effective  on  the  person  who  can  wear 
them.  Wish  I  could  use  them,  but  I  have  such  a 
scrawny  neck." 

This  remark  was  not  necessary,  and  in  adver- 
tising her  own  neck,  the  clerk  touched  upon  a  sub- 
ject of  great  delicacy  to  the  customer.  She  didn't 
buy  a  collar,  but  she  is  wearing  one  just  the  same, 
and  it  is  "very  effective." 


His  Candor  ran  Riot. 

Here  is  a  case  where  a  salesman  allowed  his 
candor  to  run  riot  with  the  result  that  he  lost  a  sale. 

A  window,  featuring  coral,  had  been  put  in  by 
the  trimmer.  There  were  collars  and  jabots  showing 
touches  of  coral  color,  hatpins  of  coral,  genuine  and 
imitation,  and  also  some  pretty  coral  bar  pins,  some 
genuine,  some  not. 

The  bar  pins  attracted  the  attention  of  a  lady  who 
was  passing. 


The  Review  wa.<  reccntlv  favored  with  a  visit 
from  H.  S.  Terris.  of  Springhill.  N.S.  Mr.  Terris 
was  last  year  awarded  a  prize  of  $100  by  The  Review 
for  the  best  series  of  articles  on  "Meeting  Mail  Order 
Competition."  He  states  that  he  put  the  money  to 
good  use  by  taking  a  trip  through  the  west  and  on 
to  the  coast.  He  returns  with  a  high  estimate  of 
the  west<>rn  merchants,  and  also  with  some  of  their 
ideas.  Pie  believes  that  an  exchange  of  ideas  has 
much  to  do  with  the  permanent  health  of  the  mer- 
cantile mind. 
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"GET  A  RECEIPT" 


89.QJAN.ll 

KCh2222 


J.E.PDUTRE 

SHERBROOKE 

DRY- GOODS 
AND  NOVELTIES 

Return  This  Check 
In  Case  Of  Error 
It  Is  Your  Receipt 


Putting  a  Receipt  in  Every  Parcel 
Benefits  the  Customer 

It  prevents  disputes.     Prevents  overcharging. 

Prevents  mistakes  in  change.  Stops  mistakes  in 
charge  accounts. 

Insures  a  proper  record  of  money  paid  on  account. 

Gives  information  about  special  sales  and  new  lines  of 
goods  handled  by  the  merchant. 

Protects  children  and  servants  by  giving  them  a 
receipt  to  take  home. 

Shows  which  clerk  w^aits  on  each  customer,  and  in 
case  goods  are  exchanged  proves  the  price  paid 
and  date  purchased. 


Putting  a  Receipt  in  Every  Parcel 
Benefits  the  Merchant 

It  stops  mistakes.     Stops  losses.     Removes  temptation. 
Increases  trade.     Increases  profits. 

BECAUSE    It  enforces  a  correct  record  of 
All  cash  sales.         All  credit  sales. 
All  money  received  on  account  and  all  money 
paid  out. 
It  w^ins  the  confidence  of  the  public.     Makes  every 

sale  advertise  your  business.    Satisfies  customers. 
Makes  each  clerk  responsible  for  the  way  he  serves 

customers. 
Every  merchant's    success    depends    on  whether  his 
methods  of  handling  his  business  gives  the  above 
results. 


National  Cash  Register 
Receipts  protect  millions  of 
customers  daily  against 
mistakes   and    carelessness. 


Considering  the  material,  work- 
manship, and  w^hat  they  do. 
National  Cash  Registers  are  the 
lowest  priced  machinery  made. 
They  sell  from  $13.00  to  $870.00. 


National  Cash  Register 
Receipts  protect  hundreds 
of  thousands  of  merchants 
daily 


Ask  for  complete  information  about  the  "Get  a  Receipt"  plan.    Write 


THE  NATIONAL  CASH  REGISTER  CO.,  ^  ^  ^^^^^i^/^YONGTsTRi 


Canada 
STREET,  TORONTO      13K 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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YOU  CAN'T   BFAT  THE  SUN 
WHEN  IT  COMES  TO  BLEACHING  LINEN 


because  the  sun's  way  is  the  way  nature  intended,  the  way  which  leaves 
the  linen  soft  and  silky,  with  none  of  the  starch  or  sticky  chemical  dress- 
ing which  is  used  to  give  inferior  lines  "the  sun-bleached  look."  These 
linens  inaij  have  the  look,  but  only 

"(BXa  Pleacr'  Hinens 

have   the   'purity   and   quality. 

Before  the  sun  does  his  work  on  "Old  Bleach"  Linen,  the  manufac- 
turer makes  the  ivarp  and  woof  of  equal  strength,  knowing  this  prevents 
them  weaving  into  "ladders,"  like  poorer  linens.  The  originality  and 
beauty  of  their  designs  attract  the  eye  of  the  man  who  knows  linens. 

Tempt  your  customer  into  your  ,-tore  with  a  display  of  "Old  Bleach" 
— the  exclusive  linen. 


BOOKLET  SENT  ON  REQUEST 


R.  H.  COSBIE 


IRISH   LINEN 
AGENCY 


TORONTO 


"6ff  rffE POINT? 

Then^e/j/oui'  Cusfomers  To 
SEE  IT  TOO 

lis  fhe  onli/  one  of  fhe  kind 


ABEL  M0RRALL5 

BAYONET  POINT  HAT  PIN 


Manufactuped  by 


ABEL  MORRALL.L^R 

REDDITCn.  England 
Lo/iDON.  20.  GRESti AM  Street.  MA/iCM£ST£fi,  /7.P/ccad/uy. 


Please  mention    I  he   Ixez'tew  to   Adicrtisers  and  Their  Travelers. 
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Does  Trade 
Newspaper 

o<5^r^^:^-"'       Advertising 

Pay? 


'«•  .-^---*..M-  .    %■»»- 


,.:»i.>-       ^  -t.^^^^-^o."'^ 


•^   ~3r       ^^ 


/^  ij  ^ 


X»» 


t>VO-*^ 


^.l*-"" 


Of  course  it  pays ''  ^""  ^'' '" '!!"  "^"^^  T'"  ." 

^^  www* A.  WW  x»,  t^^^j  w  y^^  j^^^g  anything  to  sell  to  the 
dry  goods  merchants  of  this  country,  The  Review  will  carry  your 
message,  and  carry  it  straight  to  the  buyer.  It  is  read  from  cover  to 
cover  because  of  the  information  it  contains  for  these  buyers.  They 
have  found  it  necessary  as  part  of  their  business.  This  process  of 
making  new  customers  through  advertising  in  The  Review  is  contin- 
ually going  on.  Your  advertisement  often  gets  the  attention  you  desire 
when  your  travellers  sometimes  fail.     JUST  THINK  THIS  OVER. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Her  Ladyship  Garments 


FOR 


FALL 


SEASON 


1911 


See   Our  Fall   Line  of 

LADIES^  COATS 
LADIES^  SUITS 
LADIES^  DRESSES 

CHILDREN'S  DRESSES 

AND 

CHILDREN'S   COATS 

Note  the  Style  Values  of  this  Line 
of   Merchandise 


MANUFACTURED       BY 

The  W.  R.  Brock  Company 

LIMITED 

TORONTO 


Please  men\\o*v  The  Review  to   Advertisers  and  Their  Travelers. 
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CHIEF  OFFICES: 
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MONTREAL       -        -  701-702,  Eastern  Townships  Bank  Building 
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Are  Retailers  Responding  Too  Readily  to  Change? 

AKE  the  merchants  of  the  older  provinces  plac- 
ing themselves  at  a  disadvantage  as  regards 
selection  and  deliveries  by  buying  closer  to  succeed- 
ing seasons  than  ever  before? 

It  would  seem  that  the  merchant  hm  not  fully 
realized  the  rapid  growth  and  increased  demand  from 
the  west.  In  several  instances,  placing  is  left  as  late 
as   was   formerly   considered   advisable   for  sorting. 


This  extra  demand  from  the  west  is  making  the 
manufacturer  and  wholesaler  more  and  more  inde- 
pendent with  regard  to  the  older  provinces,  which 
business  they  had  actually  to  depend  upon  five  years 
ago.  The  growtli  in  the  west  is  out  of  all  propor- 
tion with  the  increase  in  the  east,  and  manufacturers 
are  taking  advantage  of  it.  Does  the  eastern  mer- 
chant fully  anticipate  this  growth? 

This  is  a  question  suggested  by  the  fact  that 
western  merchants,  distant  from  style  and  manufac- 
turing centres,  must  necessarily  place  their  orders 
further  in  advance  than  eastern  merchants,  who  are 
practically  within  stepping  distance  of  the  market. 

The  almost  simultaneous  adaptation  of  styles  to 
suit  Canadian  requirements  are  in  great  measure 
responsible  for  this  condition,  and  it  is  for  the  re- 
tailer close  to  the  market  to  consider  whether  he  is 
not  responding  too  readily     for  his  own  good. 

Are  they  discouraging  manufacturers  and  whole- 
salers to  carry,  in  adequate  quantities,  stocks  which 
will  inevitably  be  wanted  immediately  the  season 
opens?  Are  they  by  their  action  inviting  a  tendency 
toward  indifference,  if  not  of  disregard,  as 
to  demand  which,  following  the  experience  of  a  few 
years  ago,  is  liable  to  be  resented  at  sources  of  sup- 
ply? Are  they,  in  short,  exceeding  the  limit  of  rea- 
son in  expecting  that  wanted  stocks  will  always  be 
availaljle  in  desired  quantities,  no  matter  when  they 
buy? 

A  prominent  retailer  recently  sized  up  the  situa- 
tion in  a  nutshell,  when  asked  with  regard  to  his 
purchases  for  Fall.  Said  he:  "We  cannot  tell  you 
anything  definite  as  yet.  You  see,  we  are  not  plac- 
ing in  -advance  to  the  extent  we  used  to.  Our  ex- 
perience has  been  that  no  sooner  does  a  new  season 
approach  than  the  style  centres  give  prominence  to 
some  one  line  or  novelty,  and  adoption  is  now  so 
spontaneous  all  over  the  world  that  we  have  found 
it  to  our  advantage  to  buy  at  a  time  when  decision 
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is  filial.  ( )!'  collide,  on  some  stajde  lines  one  is  ab-n- 
lutely  sure,  but  wliore  style  is  likely  to  play  an  im- 
portant part,  oui'  pdlicy  has  been  to- wait  as  long  as 
seems  advisable." 

ill  this  statement  is  refleeteil  tlie  (lcvcl(i|)mciit  in 
style-  in  Canada.  Not  many  years  aj;o  I'aris  \va.s 
fully  two  years  ahead  of  Canada  in  this  respect,  but 
everything  has  tended  to  bring  Paris  closer.  More 
people  are  traveling  abroad,  extreme  stjdes  are  more 
quickly  modified  and  adopted,  becau.se  it  is  good 
business,  and  in  many  ways  correct  style  informa- 
tion is  circulated  and  interi)reted  in  an  acceptable 
way. 

But  the  keen  competition  that  the  local  merchant 
has  to  deal  with,  the  many  o])])ortunities  for  ag- 
gressive and  profitable  merchandising,  the  growing 
and  insistent  requirements  of  the  country  are  as 
much  a  standing  argument  in  favor  of  reasonable 
c-onsideration  of  advance  lines  as  they  are  an  argu- 
ment in  favor  of  clean,  well-kept  stocks  that  will 
undoubtedly  be  in  demand.  There  .seems  every  rea- 
son to  believe  that  the  countrj'  is  now  undergoing  a 
development  which  will  ultimately  equalize  condi- 
tions. 

pjuterprising  wholesalers  and  manufacturers  are 
doing  everything  possible  to  link  the  east  with  the 
west,  and  inevitably  the  variance  in  marketing  time 
now  so  evident  will  pass  away.  Just  how  it  will 
adjust  itself  is  at  present  hard  to  say.  In  any  event, 
each  section  of  the  trade  must  fully  appreciate  the 
position  of  the  other  in  order  that  there  be  the  most 
satisfactory  mutual  results  and  healthy  develop- 
ment. 


Give  Human  Nature  Its  Due. 

IT  is  as  impossible  to  hludgeon  human  nature  as  it 
is  to  make  water  run  up  hill.  No  matter  hou- 
heavy  the  hitter  or  how  painful  the  fact,  people 
will  still  consider  it  their  privilege  to  exercise  their 
own  sweet  wills  when  and  where  the  opportunity 
offers. 

Altbough  tbere  has  of  late  been  a  great  deal  of 
tongue-threshing  directed  towards  the  mail  order 
hou.ses,  not  one  has  gone  out  of  lm.sine.ss,  and  all 
the  pounding  has  not  cau.sed  a  moment's  anxiety. 
Why?  ]iecause  the  mail  order  people  do  business 
in  a  way  that  appeals  to  human  nature. 

The  man  who  has  made  most  headway  oi'  has 
best  held  his  own  again.st  outside  competition  is  he 
who  has  given  his  people  the  greatest  degree  of 
confidence  in  iiis  ability  to  give  them  satisfactory 
goods  and  service. 

This  matter  was  very  logically  sized  up  by  (i. 
B.  Kyan,  of  (Uielph,  recently,  when  in  an  inter- 
view with  The  Review,  he  said:  "Ridicule,  con- 
denmation  of  goods,  bitter  arraignment  of  methods. 
are  nut  ibc  instruments  that  will  tell  in  tliis  matter. 
No  man  can   inlhicncc  Juinian  nature  in  liiat  way. 

■■Pcoi)le  will  always  shoj)  away  IVoni  borne  to  a 
certain  extent.  I  would  do  it  and  \nu  would  do  it. 
in  spite  of  all  argumenl.  The  line  w  c  have  adopted 
is  tliiit  of  convincing  the  custonui'  lliat  >lic  can  Iiere 
obtain  service  and  \aluc-  wliicli  caniioi   lie  -urjiasscd 


anywhere  in  this  country;  that,  and  a  .square  deal. 
\\  hen  a  letter  or  phone  order  is  received  it  is  un- 
failingly attended  to  by  next  expres.s,  mail  or  de- 
livery. 

■■\\'c  know  that  in  the  large  mail  order  house  d 
vast  amount  of  machinery  must  move  before  that 
order  is  filled,  and  that  there  are  many  opportuni- 
ties for  error,  which  in  the  smaller  .store  can  be 
ahsolutely  avoided. 

"The  local  merchant  has  many  channels  to  the 
customer's  confidence  which  are  not  ea-silj^  reached 
by  the  mail  order  hou.ses.  He  has  many  effective 
openings  for  educative  work,  but  the  most  unwilling 
pupil  is  the  one  upon  whom  force  is  unnece.s-sarily 
applied. 

"In  tlii.s,  as  in  most  merchandising  problems. 
l)erver.sities  of  human  nature  have  first  to  be  con- 
sidered." 

Doesn't  Pay  to  Smother  Ideas. 

AlvETAILER  in  a  northern  town  recently 
visited  a  central  Ontario  city  and  in  one  of 
the  dry  goods  windows  saw  a  background  idea  which 
caught  his  fancy.  On  returning  home  he  had  his 
own  window  trimmer  pack  his  grip  and  hustle  off 
to  the  city  in  question  to  get  some  ideas  from  the 
trimmer  whose  window  had  attracted  his  attention. 
That  trimmer  returned  home  full  of  enthusiasm 
and  with  particulars  about  the  background. 

The  trimmer  who  had  originated  the  setting  was 
asked  where  he  got  his  ideas.  He  replied:  "Once 
in  a  while  I  take  a  trip  to  Toronto,  New  York  or 
Chicago.  j\Iy  employers  wish  me  to  do  that,  in  order 
to  keep  in  touch  with  the  best  things,  and'  then  I 
secure  some  excellent  ideas  out  of  The  Review  art 
of  display  department." 

Retailers  cannot  give  their  trimmers,  or,  in  fact, 
any  member  of  their  .staffs,  too  great  encouragement 
in  this  direction.  A  man  may  have  many  original 
ideas  tucked  away  in  his  head,  but  it  is  by  coming 
in  contact  with  the  other  fellow's  way  of  working 
that  he  can  often  best  develop  them. 

Contact  with  men  who  are  constantly  doing 
things  will  help  the  .so-called  amateur  to  discard 
what  is  not  practical,  to  the  benefit  of  that  which  is 
practical,  and  this  makes  him  of  increasing  value 
to  the  iirni  employing  him. 

It  stands  to  rea.son  that  a  man  wlio.se  knowledge 
is  based  on  actual  contact  with  facts  is  of  more  use 
to  a  store  than  one  who  has  only  vague  ideas  or  who 
does  not  know  how  to  begin. 

(iive  the  young  man  a  chance.  True,  the  more 
ellicieiit  they  become  the  more  restless  they  are  likely 
to  l)e.  but  there  is  more  credit  in  lieing  represented  in 
lln'  mercantile  woild  by  a  graduate  who  knows  his 
liusiness  than  by  one  who  is  continually  falling 
down. 

Then.  l]u>re  is  the  fact  to  consider  that  there  arc 
ju>l  as  uian\  \acancie-  exjilained  by  a  desire  on  the 
pari  of  clerks  to  gt)  wiiere  they  can  ]HM-feet  their 
knowledge,  as  then>  are  those  caused  Ity  the  call   to 

iiood    iiieli    lo    ^o    hiuhel'. 

No  merchant  -land-  lo  lose  anything  by  helping 
to  dex'elop  a   good   mail. 
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YOU  want 
quick  de- 
livery NOW 


YOUR  assorting  orders  should 
be  filled  complete  and  AT  ONCE, 
so  that  sold  out  sizes  and  pat- 
terns in  your  dry  goods  stock  may 
be  replaced  immediately.  Other- 
wise YOU  lose  sales. 

We  specialize  in  the  filling  of 
RUSH  ORDERS.  We  "put  our- 
selves in  your  place"— and  YOU 
get  what  you  ask  for,  if  it  is  to  be 
had  in  the  city. 


Order  through  our 
traveller  or  write  di- 
rect. YOU  will  get  the 
goods  by  return. 


The  W.  R.  brock  company  (Limited) 

Montreal 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Encourage  the  Sales  Force 

Merchants  can  do  much  by  developing  sense  of 

responsibility  in  their  staff—Good  openings  for 

people  who  can  do  more  than  sell. 

FROM  many  quarters  come  reports  to  the  effect 
that  there  is  great  scarcity  of  competent  sales- 
people. One  explanation  given  is  that  there  are 
so  many  opportunities,  apart  from  employment  in 
stores,  opening  the  way  to  lucrative  position,  that 
there  is  not  the  same  tendency,  either  among  young 
men  or  women,  to  turn  towards  a  mercantile  career 
with  the  same  favor  as  formerly. 

Recognizing  this  as  a  fact,  there  are  many  mer- 
chants who  give  more  systematic  attention  to  en- 
couragement of  the  staff.  In  one  store,  where  a 
merchant  wished  to  develop  a  certain  department, 
he  arranged  to  pay  the  salesman  a  percentage  bonus 
on  increases  over  their  sales  of  a  preceding  period. 
It  was  an  incentive  to  greater  efhciency,  and  at  the 
end  of  the  month  the  salesmen  found  that  their 
salaries  had  been  nicely  increased. 

Where  the  salespeople  know  that  the  merchant 
has  statistics  before  him  which  show  the  exact  stand- 
ing of  the  business  from  day  to  day,  and  what  each 
salesman  is  worth  to  him,  the  object  to  be  achieved 
by  the  merchant  should  not  be  that  of  constant  fear 
on  the  part  of  the  employes  lest  their  sales  drop  off 
or  results  place  them  in  an  unfavorable  light  with 
the  management. 

The  staff  should  be  made  to  feel,  rather,  that 
they  have  full  scope  for  their  initiative,  that  en- 
thusiastic co-operation  is  more  to  be  desired  than  an 
invidious  comparison  of  individual  effort,  and  thai 
the  heads  are  always  approachable  in  matters  af- 
fecting the  best  interests  of  the  business. 

There  is,  however,  an  aspect  that  must  not  be 
lost  sight  of.  It  is  important  that  there  be  good 
salesmen — people  who  know  how  to  approach  and 
handle  customers — but  there  is  a  distinct  call  for 
the  young  man  or  woman  who  can  manage.  A 
salesperson  may  not  be  able  to  sell  more  goods  in 
a  day  than  he  or  she  is  doing,  but  it  is  often  pos- 
sible to  plan  so  that  business  will  otherwise  receive 
a  benefit. 

Not  long  ago  a  young  woman  in  charge  of  a  de- 
partment asked  for  an  increase  in  salary. 

"What  am  I  to  get  in  return?"  asked  her  em- 
ployer. "You  say  you  can  sell  no  more  goods,  and 
I  believe  you.  But  is  there  no  other  way  by  which 
you  can  convince  me  that  I  am  getting  value  for 
this  increased  outlay?  The  money  is  there  for 
you  if  you  show  me  you  are  worth  it.  Are  you  sure 
you  cannot  improve  the  management  of  your  de- 
partment?" 

This  was  a  suggestion  which  took  hold.  It  open- 
ed the  salesperson's  eyes;  she  began  to  think.  Next 
week  she  cleared  out  a  quantity  of  goods  which  had 
been  overlooked  for  .'^ome  time,  and  otherwise  im- 
proved her  managcmont.  Slio  demonstrated  that 
.■^lic  was  worth  the  iiii  rcasc.  and  <>ot  it. 


Tlie  inerchant  who  meets  his  salespeople  on  a 
fair,  businesslike  basis,  who,  instead  of  growling, 
drops  a  kindly  suggestion  or  di.scu.sses  a  proposition 
candidly,  and  who  at  the  same  time  does  not  abuse 
the  .salesperson's  knowledge  of  the  fact  that  he  knows 
exactly  what  each  one  is  worth  to  him.  is  the  one 
who  will  develop  them  more  satisfactorily  and  secure 
a  firmer  hold  upon  their  loyalty. 


Three  Ways  of  Handling  a  Customer. 

The  altitude  of  the  salesman  should  be  receptive. 
He  should  labor  to  create  the  impression  that  he  is 
entirely  at  his  customer's  service. 

"I  would  like  to  buy  some  cantou  flannel  at  a 
shillmg  a  yard — something  about  thirty  inches 
wide,"  stated  a  customer  (a  man},  who  went  into  a 
dry  goods  store  the  other  day. 

The  salesman  assumed  a  distinctly  superior  air. 
"Can't  get  anything  at  a  shilling  a  yard  that 
width,"  he  sniffed.    "Anyway,  we  can't  get  it  that 
wide  at  all.     They  don't  make  it  that  wide  now." 

His  manner  was  even  more  a  challenge  than  his 
words;  a  challenge  to  the  buyer  to  buy  canton  flan- 
nel thirty  inches  wide  if  he  had  to  visit  every  dry 
goods  store  within  the  city  limits  to  find  it. 

"How  wide  have  you  got  it?"  he  enquired;  for 
iie  didn't  enjoy  the  prospect  of  raking  the  entire 
city. 

"Twenty-five  inches,"  returned  the  salesman. 
He  thumped  a  bolt  of  it  down  upon  the  counter 
in  a  perfunctory  sort  of  way,  as  if  to  say:  "I  don't 
expect  you  to  buy,  and  it's  only  a  nuisance  waiting 
on  you." 

The  buyer  gazed  critically  at  the  goods. 
"I'll  have  to  see  first  if  that  width  will  do,"  he 
remai'ked. 

"You  cant  get  it  any  wider,"  the  clerk  assured 
him,  decisively  .  "It'll  have  to  do." 

The  same  man  called  at  another  dry  goods  store. 
The  clerk  brought  out  his  widest  span  of  canton 
flannel — 28  inches. 

"We  have  it  wider  in  the  shaker,"  he  added, 
pleasantly.  "Here  is  a  piece  thirty  inches  wide.  It 
is  ten  cents." 

"I  would  prefer  the  canton,  since  it  wears  bet- 
ter," the  buyer  remarked.  "If  it  will  suit,  I'll  let 
you  know." 

As  he  went  out,  a  question  puzzled  him.  "Why," 
he  mused,  "didn't  that  first  fellow  offer  to  show  me 
the  shaker  flannel?" 

He  called  at  a  third  store,  in  the  same  quest. 

"Sure,''  replied  the  clerk,  genially.  "We  have 
thirty-inch  canton.  How  much?  Fifteen  cents. 
Eight  yards,  did  you  say?     Thank  you." 

"Can  you  send  it  up?"  added  the  customer.  "I'm 
pretty  well  loaded  with  parcels  as  it  is." 

"Of  course,  we  can,"  returned  the  clerk,  pleas- 
antly.    "What  is  the  address,  please?" 

Which  shows  liow  (liree  dift'crent  clerks  in  three 
different  stores  haiullrd  tlic  same  I'ustomer. 
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FLANNELETTE. 

If  purchasers  of  this  useful  material  for 
underwear  all  the  year  round  would  buy 
the  best  English  make  they  would  avoid 
the  risks  they  undoubtedly  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES 

Flannelettes 


(made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills,  and  Sheetings) 

are  the  best. 


Qv-«r<      ^^  U^^DD^^^^l^CCQ  ^^       Stamped  on   the   selvedge 


every   5   yards. 


Horrockses' 

Manchester   and    London. 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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Just  another  Evidence  of  the  Splendid 
Service  given  by  Gipe  Carriers. 


Stasgow  Address:  48  West  Regent  Street. 


Iiondon.  Eng.,  Addreiu».  1*2  Falcon  Avenue 


ROBERT  WRIGHT  &  CO. 

BKOCKVILLE'S   GREATEST  STOKE. 


I  ai  PORTERS. 


Dry  Goods,  Mantles,  Millinery,  House  Furnishings,  Etc. 

Dunham  Block,  Opposite  Court  House  Avenue. 


Brockvllle,  Ont . ,  May  8,  191I. 


The  Gipe  Carrier  Co., 

Toronto,  Ont, 

Dear  Sirs:- 

We  have  been  intending  for  some  months  past  to 
write  you  a  letter  of  appreciation,  but  the  matter  has  been 
laid  over  owing  to  pressure  of  other  things . 

We  just  want  to  say  that  the  Cash  system  which  you 
installed  in  our  store  last  year,  is  absolutely  satisfactory, 
and  the  service  could  not  have  been  better.  Everything  has 
run  smoothly  from  the  very  start,  we  have  had  no  break  downs 
and  no  inconvenience. 

The  difference  between  this  and  the  former  service 
is  extraordinary,  and  in  this  unsolicited  letter  we  are  pre- 
pared to  recommend  your  carriers  enthusiastically  to  any  one 
requiring  a  simple  and  perfect  contrivance. 

We  might  say  that  at  Christmas  we  passed  through 
the  busiest  and  most  successful  season  in  the  history  of 
this  store,  and  we  realize  that  the  splendid  service  given 
by  the  Gipe  Carriers,  was  a  large  factor  in  handling  the 
business  satisfactorily. 

Wishing  you  every  success,  and  assuring  you  that 
we  will  always  be  pleased-to  answer  any  enquiries  you  anay 
refer  to  us  regarding  your  carriers, 

Yours  truly 


May  11th,  1911,' 


2±^^^ 


Replying  to   yours   of   the   10th  inst .      You  are  at 
perfect    liberty  to  use   our    letter   for  advertising  purposes 
in  any  way  you   see  fit. 

(sgd.)      Robert  Wright   &   Co. 


Please  mention  The  Review  to   Advertisers  and   I  hetr  Travelers. 


54th  Anniversary  in  Dry  Goods  Business 

Robert  Wright  Began  His  Career  as  Store  Boy  at  Few  Shillings  a  Week 
—  Is  now  Proprietor  of  "Brockville's  Greatest  Store"  — Interesting  Recollections 
of    Early    Days  —  Business    has    Steadily    Expanded  —  Ready-to-Wear    Dept. 


ROBERT  WRIGHT,  proprietor  of  "Brock- 
ville's Greatest  Store,"  recently  celebrated 
the  fifty-fourth  anniversary  of  his  business 
career. 

Mr.  Wright  is  probably  the  only  merchant  in 
Brockville  now  in  business  who  has  been  continu- 
ously so  for  this  long  period.  In  fact  there  are  possi- 
bly very  few  merchants  in  Ontario  to-day  who  have 
a  similar  record  behind  them. 

Commencing  in  the  humble  capacity  of  store 
boy  at  a  salary  of  only  a  few  shillings  a  week,  Mr. 
Wright  has  steadily  forged  to  the  front  in  his  chosen 
career  till  to-day  he  is  at  the  head  of  one  of  the 
most  progressive  department  stores  in  any  of  the 
smaller  cities  of  Canada,. 

It  was  on  April  10th,  1857,  that  Robert  Wright 
secured  a  position  with  (Jeorge  Ilutcheson,  then  the 
leading  merchant  of  Brockville.  His  first  duties 
that  morning  were  to  make  a  fire  in  the  ancient 
wood  stove  and  remove  the  old-time  shutters  from 
the  store  windows.  Mr.  Wright's  recollections  of 
these  early  days  are  very  interesting.  At  that  time 
Brockville  was  the  western  terminal  of  the  Grand 
Trunk  Railway  and  the  sjiring  goods  nevei'  arrived 
till  about  the  middle  of  Ai)ril. 

Bought  First  Employer's  Stock. 

Mr.  Hutcheson,  who  was  Mr.  Wright's  first  em- 
ployer, continued  in  the  dry  goods  business  in  Brock- 
ville till  March  1st  of  this  year,  when  he  retired, 
selling  his  stock  to  Mr.  Wright,  who  disposed  of  it 
at  the  Hutcheson  store  in  a  big  slaughter  sale. 

Mr.  Wright's  first  business  venture  was  in  1870, 
when  he  formed  a  partnership  with  James  Moore, 


and  the  dry  goods  house  of  Moore  &  Wright  con- 
tinued until  1880  when  ^Ir.  Wright  bought  out  his 
partner. 

Eighteen  years  ago  Robert  Wright  &  Co.  moved 
to    their   present   handsome    store    which    was  built 


ROBERT  WRIGHT,  BROCKVILLE 

^Vho  recently  celebrated  his  54th  year   in   the   dry 
goods  business. 

s])ecially  for  their  use.  Some  idea  of  the  e.xpansion 
of  the  busine.><s  during  this  latter  period  may  be  ob- 
tained when  it  is  noted  that  at  the  time  of  removal 
the  store  statt'  numbered  less  than  twentv,  while  at 


Handsome  r«ady-to-wear  department,  fitted  wi*h  wardrobes  in  mahoarany,  occupies  a  space  25  feet  wide 

and  100  feet  long. 
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View  from  main  entrance,  Rob»rt  'Wright  &  Co.,  Brockrille.      Book  and  stationery  JeiJartmtnt  on  right 

and  men's  furnishiners  on  left. 


Fixtures  of  the  very  fine  millinery  department  are  all  in  white,  and  aisles  carpeted.      It  is   10  feet  wide  and  50  feet  lone. 
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Plan  of  main   floor,  Robert  Wright  &  Co..   Brockville.     Heavy  double  lines  indicate  walls  and  suggest  the  expansion 
from  the  original  store.      Ready-to-wear  department  is  on  ground  floor. 


present  nearly  one  hundred  people  are  employed. 
The  store  has  also  been  enlarged  three  times  to  meet 
the  requirements  of  an  expanding  l^u.siness,  and  at 
present  about  30,000  square  feet  of  space  are  used 
covering  the  four  floors.  The  business  is  well  organ- 
ized and  systematised  and  there  are  some  thirty- 
five  separate  departments,  including  all  the  lines  car- 
ried in  a  modern  department  store. 

Two  Excellent  Departments. 

Two  of  the  departments,  the  cloak  room  and  the 
millinery  parlors,  are  known  as  among  the  hand- 
somest in  the  country.  The  former  occujiies  a  space 
25  X  100  feet  in  the  west  annex  main  floor  and  is 
furnished  entirely  with  handsome  mahogany  ward- 
robes and  show  cases  and  carpeted  with  Axminster. 
The  millinery  parlors  occupy  50  x  40  feet  on  the 


second  floor,  all  fixtures  being  white  and  the  aisles 
carpeted  with  rugs. 

The  top  flat  is  given  over  to  the  furniture  and 
upholstering  departments  and  the  dress-making 
rooms. 

The  entire  basement  is  devoted  to  house  furnish- 
ings, which  includes  besides  rugs,  carpets,  etc.,  a 
complete  kitchen  department,  also  china,  cut  glass, 
silverware,  cutlery,  etc. 

The  dress  goods  and  silk  department  has  an  ideal 
location  in  the  rear  annex  of  the  main  floor  with 
windows  on  both  sides  and  a  large  skylight  over- 
head. 

Besides  the  regular  lines  of  dry  goods  on  the 
main  floor  there  is  a  splendid  stationery  and  book  de- 
partment, one  of  the  most  attractive  and  successful 
sections  of  the  establishment. 


V/hitewear  Department.  Robert  Wright  &  Co  ,  Brockville.  showing  effective  methods  of  display  by  use  of 
tablet       Attractive  doll  forms  used  for  children's  wear 
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Sons  are  Active  Business  Men. 

During  llie  past  lil'leeu  year.s  Mr.  Wright  ha.s 
been  a  direct  importer  of  European  goods,  making 
the  foreign  trip  personally  every  suuuiier.  La<t 
year  this  duty  was  delegated  to  Robert  Wright,  Jr., 
who  will  in  future  make  the  trips  and  fill  the  jjosi- 
tion  of  buyer  for  the  store.  Mr.  Wright  has  also 
three  other  sons  in  the  Itusiness,  namely,  George  A. 


Robert  Wright  &   Co.'s   store,    Brockville.     It  has    been    enlarged 

three   times  to   meet   requirements,  and   at  present   30.000 

square  feet  are  in    use. 

Wright,  who  is  manager  and  advertising  man;  A.  T. 
Wright,  manager  of  men's  department,  and  W.  D. 
Wright,  manager  of  house  furnishing  .section. 

Mr.  Wright  carries  the  burden  of  years  very 
lightly  and  is  apparently  in  his  prime,  getting 
through  more  work  every  day  than  any  member  of 
the  staff.  He  has  always  enjoyed  perfect  health  and 
is  of  an  exceedingly  active  disposition.  He  owns  a 
fine  residence  in  the  west  end  of  Brockville  over- 
looking the  broad  St.  Lawrence.  Here  he  devotes 
his  leisure  time  to  his  splendid  garden,  which  is  his 
only  hobby  and.  affords  him  a  great  deal  of  health- 
ful enjoyment. 


Merged  into  One  Large  Store 

For  Ihe  puri)ose  of  making  their  stores  attrac- 
tive to  the  buying  public,  and  of  keeping  in  touch 
with  up-to-date  methods  of  displaying  goods,  Man- 
chester, Robertson  &  Allison,  St.  John,  N.B,,  have 
fi'om  time  to  time  made  extensive  improvements  in 
their  piciiiisc-.  and  have  recently  comi)leted  altera- 
tions to  their  main  store,  which  are,  undoubtedly,  of 
more  imjxirtanc c  tlian  any  they  have  as  yet  under- 
taken. They  have  also  altered  considerably  their 
retail  otlicc  lor  I  lie  convenience  of  shoppers,  ami 
made  change-  of  cdinfort  and  necessity  to  make  room 
for  their  new  (le|iarliiient  in  ready-lo-wear  ap]iarel 
for  young   ladies. 

A  reinarkalile  traiL-toniialioii  lia>  laken  ])lace  in 
the  lowei'  King  Street  store,  in  tiiat,  on  entering,  an 
uniiitt'rrnpled  view  of  the  wbole  ground  lloor  is  pre- 
.sented  to  the  visitor,  instead  of  llie  old  wall  which 
formerly  confronted  one,  dividing  the  handkerchief, 
glove  anil  small  laiiey  Icalhei'  ^oods  section  froiii 
the    jirinls  and    wa-h    dre-s   goods    (lepartiiieiit- 


Iron  colunms  now  support  the  floor,  in  place  of 
the  wall,  and  a  new  fi.xture,  only  .seven  feet  high,  with 
shelves  on  both  sides,  runs  the  110  feet  length  of  the 
whole  store,  broken  only  by  a  passage  just  opposite 
the  openings  to  the  annex,  leading  to  the  hosiery 
and  ribbon  department.*,  and  thence  through  to  the 
men's  furni.«hings  department. 

An  up-to-date  lighting  scheme  has  been  installed, 
hoth  upstairs  and  down,  and  adds  materially  to  the 
modern  methods  employed  by  the  management  to 
impnjve  their  premi.ses.  Several  new  "silent  .<ale.s- 
men"  have  been  added,  and  the  whole  store  has  been 
re-decorated,  all  of  which  changes  supply  the  only 
hitherto  needed  modern  touch  to  this,  in  all  other 
respects,  ui)-to-date  emporium. 

It  has  been  found  necessary  for  the  firm  to  take 
the  room  lately  occupied  for  the  office  on  the  second 
floor  in  King  Street,  and  they  have  now  opened  up 
into  their  rear  building,  making  connections  through 
the  silk  deparement,  and  have  fitted  up  modern  of- 
fices, using  furnishings  of  oak  and  walnut,  and  ar- 
ranged after  the  manner  of  modern  banking  houses. 

What  is  considered  a  decided  innovation  is  the 
instalation  of  a  ladies'  writing  room,  in  connection 
with  the  office,  and  hei'e  customers  will  find  the 
requisite  writing  materials,  and  may  have  their  let- 
ters or  cards  addressed,  and  parcels  mailed,  without 
troubling  them.selves  to  go  to  a  mail  box  or  to  the 
post  office.  While  it  is  believed  that  this  new  room 
will  prove  of  vast  convenience  to  shoppers,  it  will 
also  serve  as  a  meeting  place,  and,  being  comfortably 
furnished,  a  rest  room  as  well.  A  modern  lavatory 
for  ladies  is  established  in  an  adjoining"  room. 

The  situation  of  the  stores  occupied  by  this  firm 
has  made  it  difficult  in  a  way  to  improve  them  so 
that  the  members  of  it  themselves,  as  well  as  their 
numerous  patrons,  might  be  satisfied.  This  is  due 
to  the  fact  that  the  firm  really  occupies  three  separ- 
ate buildings,  and  as  they  are  located  on  a  hill,  it  has 
been  necessary  in  arranging  them  so  that  roomy  en- 
trances will  connect  them  with  each  other,  to  have 
ramps  and  slanting  stairways  constructed.  In  the 
course  of  extension  of  their  premi.<es,  also,  other 
buildings  have  been  acquired,  and  thc-^e  have  now 
I)een  merged  into  one  large  store  with  three  separate 
entrances,  which  will  compete  favorably  with  any 
of  its  kind  in  the  Maritime  Provinces,  or  in  the 
larger  cities  of  Upper  Canada. 


Th(>  factory  of  the  Dominion  Cor.<et  Company,  at 
(^)ueliec.  \va>  de-trovt'd  hy  fire  on  May  2H.  together 
with  a  numher  of  other  buildings.  The  jdant  was 
owned  and  operated  by  (Jeorge  E.  Amyot.  who  is 
at  jirc-i'iit  louring  Europe  in  his  automobile.  The 
loss  is  e-liiiiated  at  about  $'2r)0.00(),  fairly  well  cov- 
ered liy  insurance. 

I\.  I.  Weldon.  buyer  for  Goodwin's.  Limited. 
dress  ooods  (le|iarl meut.  left  the  first  of  June  for  a 
nil'  to  the  huying  centres  in  England  and  the  con- 

I  illellt. 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knovvledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  W^indow  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  ot  the  kind  ever  published,  over  400 
pageB,  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming,  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
$3.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    < $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    12.50 


Card  Writers'  Chart 


Bimiiiiimi 


iiiii^ 


i 


lliiPiPl 


A  complete  course  in 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are : 
First  Practice,  Punctua- 
tion, Composition,  Price 
Cards,  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price   post   paid   ....$1.S0 


Koester  System  of  Draping 

A  complete  self-Instructor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 
with  drawings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 
Is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 
tically.   Price,    prepaid $3.0U 

All  books  sent  postpaid  on  receipt  of  price 


Retail  Advertising 
Complete 

This  book  covers 
every  known  method  of 
advertising  :i  retail 
business  :  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them   $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plate*  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
pertaining  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
;>08tpald    for   $2.50 


MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 

143-149  University  Ave.         ::         TORONTO 
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Boost  Interest  in  July  Events 

Half  Holiday  Sales  and   Dominion  Day  —  No 

Excuse  for  Careless  Trims  —  Make  Good  Show 

to   Best   Advantage. 

AFTER  the  Coronation,  departments  through- 
out the  store  begin  to  take  an  airy  appear- 
ance and  feature  suggestions  for  light,  com- 
fortable, warm  weather  wear  and  home- 
furnishing  requirements  so  that  the  house  may  be 
fresh  and  cool.  Less  effort  is  given  for  elaborate 
trims  and  more  simple,  effective  and  merchandising; 
displays  are  the  rule. 

During  the  last  week  in  June  an  event  of  im- 
portance is  the  last  home-furnishings  sale  of  the 
season  and  a  display  of  underprice  offerings  is  neces- 
sary to  give  the  proper  swing  to  the  selling  end. 
Trimmers  will  find,  as  well  as  advertisers,  that  car- 
pets and  home-fittings  are  somewhat  slow  and  sales 
begin  to  fall  off.  Just  at  this  time  any  incentive, 
which  can  be  given  to  help  these  departments  to 
lengthen  their  season  or  clean  up  odds  and  ends  is 
good  merchandising. 


Managers  in  this  department  have,  by  this  time, 
decided  what  odd  patterns  in  carpet-s,  rugs,  linoleums, 
curtains  and  drai)cries.  they  intend  to  discard  or 
ends  they  would  like  to  freslien  up  or  clear.  Atten- 
tion devoted  to  these  departments  is  actually  an 
effort  to  reduce  the  stock  to  the  lowest  possible  pro- 
portions before  the  holiday  season. 


AWARDS  IN  CORONATION  CONTEST. 

The  awards  in  The  Review's  Coronation  Con- 
test are  announced  in  the  Men's  Wear  Section 
of  this  paper.  Several  excellent  suggestions  are 
illustrated  and  described. 


Price  an  Important  Lever. 

Bearing  this  in  mind,  trimmers  will  find  that 
their  duties  consist  of  showing  most  intelligently 
these  odd  lines  and  patterns  included.  Price  becomes 
the  most  important  lever  in  carrying  out  displays 
with  success.  Carpets  at  reduced  prices  are  gener-» 
ally  sewn  free,  as  another  attractive  offer  to  help 
clean-up  lines.  Some  firms  even  off"er  felt  lining  as 
an  inducement  for  decision  or  making  sales. 
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Rug    ami   drapery    display    by   Jas.  McNichol    for    Richard    Hall  &   Son.    Peterborough.     A  section    only    of    this 
display  is  shown  to  eive  sugRestion  ot  arransenient 


Dry  Goods  Review 


THE     ART     OJ'      DISPLAY 


29 


^i 


1% 


Is  Your  Store  Up-to-date? 

NO  STORE  can  be  said  to  be  up-to-date  unless  it 
is  fitted  with  the  latest  designs  in 

STORE  FIXTURES 

Our  Regular  Line  includes  Silent  Salesmen,  Show 
Cases,  Wall  Cases,  Counters,  Portable  Partitions, 
etc. 

SPECIAL  DESIGNS  submitted  on  application. 

We    shall    be    pleased    to    send   you   our   Illustrated 
Catalogue. 


Jones  Bros.  &  Co.,  Limited 

TORONTO,  ...... 


CANADA 


%•■ 
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Two   more   views  of  a   series  of   wash   eoods.      Windows  by   A.   Beauchamp.   John   Murphy  Co..   Ltd.,   Montreal.     Printed 
muslins  and   stripe   shirtinK   zephyrs  at  popular   prices  are  shown. 


Rugs  and  carpets  will  both  need  window  space 
and  in  this  effort  to  maintain  business,  all  short 
lengths  and  odd  pieces  of  different  qualities  of  Wil- 
tons, Axminsters,  velvets  and  Brussels  will  be  com- 
bined in  a  display  at  a  pronounced  odd-price.  Lesser 
grades  of  Brussels  and  P)almoral  tapestries  are  also 
thrown  out  at  a  price,  which  means  clearing  reduc- 
tions on  these  discarded  patterns. 

In  going  through  the  stock  of  rugs  it  will,  no 
doubt,  be  found  that  one-price  windows  are  possible 
on  different  qualities. 

These  displays  are  generally  stocky  and  each 
rug  ticketed  with  quality,  period  pattern,  former 
price  and  clearing  quotation.  Li  this  showing, 
single  pairs  of  curtains  and  completed  window  hang- 
ings, which  have  hung  fire,  are  arranged  and  ticket- 
ed in  the  usual  way  by  contrasting  the  prices. 


l)rai)ery  materials  and  cool  Summer-like  fal)rics, 
hangings,  lace  curtains,  at  clearing  jjrices.  generally 
odd  lots  or  patterns,  where  one  to  three  pairs  only 
are  left,  window  shades  at  special  reductions  and 
Summer  fixtures,  poles,  brass  rods,  rollers  and  cur- 
tain-stretchers are  associated  in  such  a  way  that  one 
or  two  windows  are  feasible. 

Some  trimmers  find  that  stencilling  scrims, 
madrai^ses,  art  muslins  and  colored  .^ateens,  all  make 
good  displays  at  this  time  (if  the  year.  Cu.^hiou 
forms  are  again  given  prominence  for  boating,  ver- 
andah. Summer  cottage  and  outdoor  uses. 

One  of  the  most  important  displays  also  is  grass 
fibre  and  .Jai)ane.-e  verandah  rugs  and  screens,  as  well 
as  cocoa  mattings  and  mats.  It  is  not  nece.s.<ary, 
however,  to  quote  any  undue  cut  prices  on  these  and 
when  gra.ss  furniture  or  lieaded  curtains  are  intro- 
duced a  very  pleasing  window  is  possible. 


Horse  Show    window    lor   Goodwin's.    Limited,    Montreal.        This    is   a    very  simple,    thouch  eflcctivc.   setting;.    introduciniE 
Kate,  fcuitnbly  earbed   tieure,   and   accessories      Trimmed    by    M.   Carncau. 
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LUXFER 
PRISMS 


tf]T  There  is  no  substitute  for 
^  Luxfer  Prisms  that  can 
be  relied  upon  to  dupli- 
cate the  service  given  by  the 
real  thing.  :.       ::       :: 


More  Profit! 

Less  Expense! 

There's  one  sure  way  of  making  your  store 
a  more  efficient  money-making  machine  — 
brighten  up  exterior  and  interior  by  installing 

LUXFER    PRISMS 

They  will  not  only  help  bring  trade  along  your 
way,  but  they  will  reduce  your  overhead  ex- 
penses by  more  than  halving  your  lighting  bills. 
There's  no  magic  about  "Luxfers."  They  are 
simply  the  application  of  an  old  principle  to 
your  needs.  They  catch  the  slanting  rays  of 
CHEAP  SUNLIGHT  and  deliver  them  tx)  the 
remotest  and  darkest  corner  of  your  store. 
Ask  any  merchant  who  has  them  installed. 
Ask  any  architect— HE  KNOWS. 

Luxfer  Prism  Company,  Limited 

Montreal  ::  ::         Toronto 


Vacation  Classes 

In  Our  New  School  Rooms 


v^v-:«'>.:i: 


You  are  going  to  take  a  vacation 
this  summer;  why  not  spend  it 
where  you  can  combine  pleasme 
with  sulistantial  profit?  Why  not 
spend  two  oi'  three  w^»e';s  at  tlie 
Koester  Scliool  in  Cliic;i>;i)  (the 
greatest  summer  resort  in  this  coun- 
try and  the  centre  of  window  trim- 
ming) ?  You  will  have  a  delightful 
vacation  and  make  the  very  licst 
investment  possible.  tt  is  a  good 
investment  because  you  s<"t  your 
money  hack  a  dozen  times  over,  raid 
get    it    baidc    quick. 

Y'ou  don't  have  to  guess  wli.it 
the  Koester  School  can  do  for  ynii. 
That  can  be  proved  to  your  s.ifis 
faction  by  the  testimony  of  seme; 
of  satisfied  students — send  for  their 
names, 

NEW  LOCATION 

The  growth  of  the  Koester  School 
made  it  necessary  to  move  into 
larger  quarters  at  304-306  Jackson 
Boulevard.  This  move  makes  it  pos- 
sible for  us  to  add  a  large  class- 
room, devoted  exclusively  to  onr 
advertising  classes. 


Let  us  advise 
you  how  you 
can  better  your 
present  posi- 
tion. 


THE  KOESTER  SCHOOL  ='»""«  ^-cJI^'a'g'o  "''"'""''• 

A.  A.  Koester,  Pres;  Geo.  J.  Cowan,  Vice-Pres.;  H.  J.  Rutherford,  Manager; 

W.  H.  Bates,  Charge  of  Instruction;  J.  R  Hutson,  Card-Wiiting  Instrxictor ; 

Leo  Johnston.  Special  Service  Dept, 


"CLATWORTHY"  Fixtures 


tM 


Excel 

in  point  of  at- 
trac  tiveness, 
quality,  utility 
and  finish,  and 
are  best  fo,r 
every  depart- 
ment of  your 
business. 

Ask  for  inform- 
ation regarding 
the  wmdow  or 
■nterior  decora- 
(ions  of  your 
store.  We  will 
be  pleased  to 
help  you. 

Our  Catalogue, 
showing  many 
styles  of  store 
fixtures,  sent  up- 
on request. 


CLATWORTHY  &  SON,  Limited 

161   KING  STREET  WEST,  TORONTO 
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Prepare  for  Half-day  Sales. 

At  this  sea-son,  too,  tickets  are  placed  in  the  win- 
dow announcing  the  half-holiday  sales.  Window 
trims  and  allotment  of  windows  will  have  to  be  con- 
sidered and  this  lessening  of  business  hours  prepared 
for. 

It  rests  with  trimmers  to  make  these  events  suc- 
cessful enough  to  repay  employers  for  granting  the 
outing.  It  is  surely  easy  to  do  a  day's  business  in 
four  hours  if  proper  co-operation,  sufiicient  windows 
and  right  values  are  presented  in  an  enterprising 
way.  In  order  to  do  this,  some  individual  publicity 
schemes  have  generally  to  he  worked  out  and  fea- 
tured in  advertising,  cards  and  window  streamers. 

Some  window  trimmers  use  clock  cuts  and  it  is 
also  necessary  to  arrange  sale  tickets  for  tables  or 
counters  to  correspond,  so  that  customers  will  be- 
come familiar  with  displays  made  to  increase  sales 
in  these  positions,  week  after  week. 

Trimmers  wall  also  find  that  in  order  to  make 
the  success  these  half-holiday  efforts  merit,  strenuous 
values  will  have  to  be  quoted  on  lines  displayed. 

Experience  on  these  trims  shows  that  certain 
goods — hosiery,  collars,  belts,  undervests,  shirtwaists, 
muslins  and  lines  sufficiently  attractive  and  season- 
able are  used  to  advantage  in  taking  leaders  from 
regular  stock  or  special  purchases  and  selling  them 
for  four  hours. 

One  or  two  items  are  not  sufficient  to  offer  and  in 
the  windows  those  most  likely  to  be  drawing  cards 
are  always  arranged.  It  must  be  made  plain  that 
goods  are  for  the  half-holiday  only  and  that  tele- 
phone orders  are  not  filled  until  after  nine  o'clock. 

In  order  to  give  the  staff  sufficient  enthusiasm, 
one  of  the  best  methods  is  to  insist  that  everyone  be 
in  their  department  fifteen  minutes  before  eight. 
Goods  on  sale  are  best  displayed  or  placed  on  tables 
in  some  other  department  to  which  thej'  belong  and 
clerks  detailed  to  sell  those  lines  only. 

Window  Trimmers  Responsible. 

Window  trimmers  have  every  reason  to  be  re- 
sponsible for  the  success  of  these  holiday  events  and 
extra  energy  must  be  put  forth  to  create  enthusiasm. 
This  energy  seems  contagious  and  instills  a  lively  in- 
terest throughout  the  store,  even  before  the  first  lialf- 
day  arrives.  Customers  are  only  interested  to  the 
extent  of  efforts  made  to  impress  them  by  salespeople 
that  the  holiday  is  appreciated. 

If  values  quoted  are  right,  why  there  is  no  rea- 
son to  doubt  l)ut  that  suHicient  extra  sales  will  bo 
made  to  discount  those  of  previous  full  day's  busi- 
ness or  of  days  in  years  when  no  holidays  were 
granted.     It  is  for  window  trimmers  to  make  it  so. 

Whether  there  will  be  any  half-holiday  this 
year  before  July  is  questionable,  and  trinniun-s  can 
have  sufficient  time  to  prepare  their  particular  dis- 
play scheme  to  make  half-holiday  sales  a  success  for 
the  fir.st  event  in  July.  One  advantage  must  always 
1)0  looked  after  in  running  lialf-day  sales  and  [\w\y 
success  used  to  clean  up  stock  as  clo.sely  as  possiliN' 
in  every  dop.u'tment. 


A  Perfect  Model  is 


necessary  if 

you  wish  to  do 

the  best  class 

of 

CLOAK  &  SUIT 

BUSINESS 


We  manufacture  i  n  our 
Canadian  factory  duplicates  of 
our  latest  New  York  models, 
giving  prices  that  cannot  be 
equalled  in  Canada. 

These  models  are  made  for 
manufacturers  and  merchants, 
suited  in  every  case  for  their 
exact  uses  and  are  an  immense 
help  in  making  or  in  selling 
garments. 

Send  for  our  new  catalog 
"G"  showing  1911  models. 


The  Hall-Borchert  Dress  Form  Co. 

OF  CANADA,    Limited 
70-76  Pearl  St.  Toronto,  Can. 


PARIS"  HABERDASHERY  STAND 


An  Attractive 
Window 
Your 
Best 

Advertise- 
ment. 

A  suggestive  win- 
dow is  a  trade-pull- 
ing force  whose 
value  cannot  be 
overestimated. 

It  makes  your  store 
the  centre  of  at- 
traction in  your 
district. 


TORONTO  BRASS  FIXTURES 

show  ofl  your  goods  to  the  best  advantage.  These 
fixtures  will  be  found  convenient,  practical,  durable, 
attractive,  well  made  and  moderate  in  price- 
Send  for  our  catalogue.  You  will  see  illustrated  in  it 
just  the  right  device  to  display  effectively  every  line 
in  your  stock. 

Toronto  Brass  Mfg.  Co.,  Ltd. 

17-21  Temperance  St..  TORONTO 


DRY    GOODS    REVIEV 


Time  is 


1 


Flying 


You    will     be   through    with   the  rush    of    Spring     business  before  you  know  it. 
You    will    be  wanting  stockings  that  are  really  big  value  to  liven  up  that  hosiery 
department  during  the  hot  summer  months. 
By  keeping  your  stock  of 


TRADE     MARK 
RECISTE  R  CD 


right  up  you  will  be  surprised  at  the  sales  you  will  make   to  customers  who  will   not 
buy  a  higher  priced   stocking  with  the  season  half  over. 

LOOK  FOR   THE  THREE  80'S  AND  AVOID  IMITATIONS. 

For  sale  by  all  jobbers. 

L^o'ilest  Hosiery  M^>Jlufe^cturer5  m   GMi^ad-d. 

Hamilton  -  iDJellaiX]?, 


E.H.WALSH  &  CO. 
SOIE   SELLING  AGENTS 


TORONTO,M0NTREAL 
AND    WINNIPEG. 
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Have  Windows  Re-dressed. 

There  is  one  thing  trimmers  should  attempt  and 
if  possible  have  sale  goods  removed  from  the  windo^v 
before  the  opening  hour.  Some  decorators  fiad  that 
their  time  is  occupied  and  have  not  re-dressed  their 
display  sjiaces  I  cfore  closing  hour  with  the  result 
that  blinds  have  to  be  drawn  when  extra  crowds  are 
on  the  street.  '  If  sutticient  preparation  is  made  be- 
fore each  event  new  lines  can  be  displayed  for 
Saturday  following.  Everything  .*hould  be  in  place 
for  commencing  next  day's  business. 

@ 
D  ;minion  Day  Trims. 

Coronation  Itackgrounds  are  suitable  for  July 
1st  and  as  the  end  of  June  designates  the  connnence- 
ment  of  the  clean-up  season,  several  clearing  lines 
from  general  stock,  such  as  hosiery,  ribbons,  laces, 
embroideries,  belts,  fancy  combs,  barrettes  and  par- 
asols will  demand  one  price  showings.  Wash  good 
lines,  which  have  been  .slow  are  also  displayed.  If 
convenient,  about  three  windows  of  these  goods 
should  be  ready  for  Saturday  preceding  the  holi- 
day. This  can  be  done  by  showing  wa.sh  goods  in 
one,  embroideries  or  laces  in  another  and  combining 
accessories  in  the  third.  It  i.s  always  found  best  to 
quote  these  at  one  i)rice  and  arrange  display.: 
accordingly. 

Dominion  Day  is  the  height  of  the  season  an-.l 
holiday  selling  in  the  ready-to-wear  department  on 
Summery  lines.  Shirtwaists  are  the  big  selling  fea- 
ture at  this  time  and  after  some  re-adjustment  of 
prices,  lines  in  which  quantity  is  to  be  reduced  arc 
featured. 

Most  stores  receive  another  lot  of  l)louses  which 
makes  price  a  strong  feature  and  comprises  the  last 
shipment  of  the  season  or  clean-up  at  the  factory 
before  machines  are  turned  into   Fall   work.     It  is 


possible  to  make  displays  of  blouses  that  will  bring 
the  business  at  odd  prices  from  59c  to  $2.98  each. 

Another  window  of  whitewear  will  comprise  lines 
most  likely  to  complete  needs  for  the  Summer. 
Higher  price  matched  sets  are  reduced  in  an  effort  to 
clean  up  the  whitewear  stock.  Reduced  prices  ir; 
underwear   will   necessitate   a   one-price   window   on 


Chop  bowl  stand   wiih  simple   crown   surmounted,   draped 

for   Coronation  window   displays.     Drawn   by  E.    P. 

Burns,   with    Robt.    Simpson  Co..  Ltd.    Toronto. 

odd  lots  or  quantities  which  have  been  found  slow 
on  account  of  better  .selling  numbers. 

In  dresses,  wash  coats,  wash  suit.s  and  separate 
skirts,  those  lines  that  have  been  included  with  others 
of  popular  price  will  be  displayed  in  as  attractive 
manner   as   po.-^sible   and  ticketed   at   these   clearing 


A   unique   background   rapresenting  a   high   stone   wall  and   pillars,   with    half-round    drinking    fount. in    protruding    from    centre.      To 

produce   ih.s   effect,   cardboard,  on  which   a   process  was   used   to  give  the   appearance  of    stone,    iiras    introduced. 

Show   cards  are   made   to  match.      By   J.   C.   Edwards,  with   A.   W.   Cressman   Co  ,    Peterborough. 
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'  Bridal  trim  ' 


by  Warren   Andrews,    for  Anderson  &   Co..  St.   Thomas, 
window   and   telling   how   to  make   ring. 


See   article  describing 


prices.  It  is  also  good  policy  to  introduce  children's 
dresses  and  dressing  sacques  with  these  Dominion 
Day  displays. 

No  Set  Methods  of  Display. 

Although  there  is  no  set  method  of  arranging 
windows  at  this  season  of  the  year  and  trimmers 
must  be  influenced  by  stock  and  the  necessity  of 
clearing  prices,  some  business-bringing  groupings 
are  po.ssible.  From  time  to  time,  remarks  are  heard 
that  no  decent  trims  can  be  made  when  lines  have 
to  be  jumbled  together  and  })rice  windows  dressed 
one  after  the  other.  Most  merchants,  however,  are 
guided  by  the  results  gained  and  understand  the 
handicaps  for  classy  windows  and  do  not  expect 
them. 


Some  trimmers  seem  to  misunderstand  the  value 
of  windows  during  the  Sunniier  months  and  judge 
a  display  by  artistic  draping  and  blending  of  colors. 
That  this  is  impossi])le  is  evident,  however  there  is 
no  reason  to  be  disheartened. 

Throwing  displays  together  because  it  is  "hot"  in 
the  windows  is  an  inexcu.^able  proceeding.  To  be 
successful  trimmers  are  expected  to  make  tho.se  goods 
l)laced  on  display,  look  just  as  good  as  when  they 
were  new,  and  take  ju.-^t  as  much  interest  in  dis- 
playing them  to  advantage. 

It  would  seem  to  be  the  duty  of  trimmers  to 
remember  that  their  ability  as  decorators  is  to  make 
goods  look  better  than  they  really  are  and  Summer 
months  certainly  give  this  opportunity  when  some 
of  the  lines  offered  and  coml)inati()n>  laid  out  for  dis- 


TravclliiiK   goods  for  the   Coronation   trip.     A   striking  arrangement    in     which    sra.iU    silk     flags    gave 
necessary   color  and   suggestion.     Dresied   by    H.  C.  McDonald,  with   Murray-Kay  Co..  Ltd.,  Toronto 
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play  are  considered.  They  can  only  be  shown  to 
the  best  of  advantage,  and  success  is  measured  by 
results  in  sales.  This  is  a  good  basis  to  be  judged  by 
and  trimmers  who  are  consistent  have  no  reason  to 
fear  criticisms. 

Dominion  Day  and  first  holidays  in  which  the 
juniors  of  the  stafl"  are  given  two  weeks  or  a  month 
for  recreation  is  no  reason  for  letting  up  on  an 
aggressive  policy.  Plans  must  be  made  for  following 
events  and  trimmers  kept  ahead  in  their  prepar- 
ations to  carry  the  season  to  a  successful  climax  and 
deserve  the  spell  of  rest  from  a  trip  to  some  resort  or 
by  brushing  up  ideas  in  visiting  larger  centres  which 
generally  comes  in  August. 


A  Wedding  Grouping  "in  a  ring" 

In  the  bridal  trim  arranged  by  Warren  Andrews, 
with  Anderson  &  Co.,  St.  Thomas,  the  large  ring  en- 
circling the  bridal  couple  and  forming  the  centre- 
piece, is  particularly  interesting.  It  would  puzzle 
many  trimmers  to  make  this  ring  if  left  to  their  own 
initiative  and  surprise  them  when  it  is  seen  how 
easily  it  is  made. 

Pulpwood  rolling  boards,  which  are  discarded  in 
the  regular  way,  were  glued  together  and  stregthen- 
ed  with  screws.  These  were  counter  sunk  and  all 
rough  places  filled  with  putty.  After  the  circle  was 
formed,  the  gluing  completed  and  fully  dried,  the 
edges  had  to  be  trimmed  to  make  a  perfectly  rounded 
surface  ring.  This  was  done  with  a  chisel,  black- 
smith's rasp  and  finished  with  sand  paper. 

The  hoop  was  then  given  three  coats  of  gold 
paint  and  when  finished,  made  a  perfect  model  of  a 
wedding  ring  seven  feet  in  diameter,  two  inches  thick 
and  twelve  inches  wide. 

In  the  grouping  within  the  ring  the  groom  holds 
a  genuine  wedding  band  and  is  about  to  place  it  on 
the  bride's  finger.  Each  detail  was  essentially  correct 
— gown,  bridal  veil,  bouqet  and  accepted  afternoon 
clothes  for  the  groom.  Other  accessories  were  dis- 
played in  suggestive  poses. 

The  color  scheme  was  pink  and  green  with  white 
background  and  floor.  Green  similax  entwined  the 
ring  stands  and  lattice.  New  Egyptian  draping 
forms  were  used  in  this  display.  V'^ery  few  drapes 
were  shown,  the  idea  being  to  make  a  simple  and 
effective  window  as  possible. 


Summer  Furniture 

Sales  of  wicker  and  cane  furniture  hove  recently 
been  featured  by  large  retail  houses.  Owing  to  the 
lateness  of  the  season  there  had  been  some  backward- 
ness in  these  lines  and  special  prices  helped  to  stimu- 
late business  and  set  things  going. 

These  sales  were  helpful  in  directing  attention 
to  the  accessory  lines  of  cushions  and  covers.  A  fine, 
window  display  represented  an  up-to-date  verandah 
with  chairs  and  tables,  a  matched  set  of  pillow  slips 
in  oblong  and  square  shapes  and  covers  in  different 
sizes  completed  the  attractive  "ensemble."  .Jardin- 
ieres filled  with  fiowers  were  placed  on  table  and 
stand,  and  a  specially  made  verandah  rug  was  on  the 
floor. 


Every  year  sees  increased  demand  for  these  spe- 
cial lines  for  Summer  use.  Chairs  which  sell  up  to 
five  dollars  have  been  featured  at  good  profit.  The 
articles  which  have  proved  the  best  sellers  are  fairly 
substantial  and  weather-proof. 


There  are  two  kinds  of  rivalry — one  that  is  keen, 
but  begets  no  enmity  among  the  other  fellows,  and 
one  that  is  so  blindly  aggressive  that  it  sacrifices 
friendships  and  is  not  good  advertising.  Co-opera- 
tion against  common  evils  is  thus  rendered  impos- 
sible. 


The  merchant  who,  after  25  years  in  business, 
can  still  count  among  his  customers  220  people  who 
walked  into  his  store  when  he  opened  the  door  for 
the  first  time,  has  every  reason  to  believe  that  loyolty 
and  attachment  are  entitled  to  a  place  in  the  mer- 
cantile vocabulary,  though  some  declare  that  they 
don't  belong  there. 


Fifty-four  years!  There  are  few  merchants  in 
Canada  to-day  who  have  the  privilege  of  so  inter- 
esting and  gratifying  a  business  retrospect  as  Robert 
Wright,  of  Brockville,  and  there  are  undoubtedly 
many  who  could  wish  their  careers  had  still  so  bright 
a  prospect. 
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Daring   Style    Features   in    Accessories 
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Bl^AUTIFUL    weather     gave    just    the    right 
stiniuhis  to  fashion  during  the  racing  week 
at  the  Woodbine,  Toronto.     It  was  possible 
for  the  ladies  to  appear  in  the  most  Summery 
creations,  while  still  not  exactly  so  hot   but  that  a 
fine  display  of  handsome  wraps  was  in  evidence. 

As  usual,  two  distinct  styles  of  costume  gave  the 
strongest  possible  contrast.  These  were  the  extreme- 
ly dressy  gown  and  the  tailored  suit.  Both  styles 
exhibited  features  which  should  be  of  interest  to 
those  dealing  in  dress  accessories,  and  there  were,  as 
well,  the  typical  Summer  dresses,  also  showing  up- 
to-date  features. 

Veils  Everywhere  Noted. 

Soft,  floating  veils  of  black  or  white  were  a  not- 
able addition  to  fashionable  costumes.  All  sorts  of 
meshes,  plain  and  fancy,  and  various  types  of  lace 


Middy  collar  edged   with    white   and    trimmed    with    red 

silk   braid.       Red   silk  anchor  on  tie.       Shown    by 

A.   &   T.   Hall,    Toronto. 

were  in  use,  but  the  outstanding  features  were  the 
pliability  of  fabric  and  the  looseness  of  draping. 
The  up-to-date  veil  must  be  soft,  loosely  draped  and 


floating.  The  me.sh  may,  practically  speaking,  be 
left  to  the  weai-er's  taste,  though  a  fine-thread  ground- 
work is  usually  seen,  whatever  the  pattern,  if  any, 
which  may  be  super-added. 

Some  beautiful  specimens  of  black  and  of  white 
Cliantilly  were  noted.  One  of  the  former  had  a 
ground  mesh  so  large  as  to  remind  one  of  the  Tosca 
net.    The  lace  pattern  was  rather  smaller  and  neater 


Pique    laundered    collar,    with    edging  of    black    and    white    and 

bound  in    Royal  blue.     Collar   and    jabot,     trimmed    with 

torchon  lace   and   insertion,    with  hem-stitching  to 

lighten.      Shown  by  F.  C.  Daniels  &  Co..  Toronto. 

than  usual.  A  white  Cliantilly  was  further  embel- 
lished with  a  raised  cord;  the  pattern  being  so  heavy 
as  to  quite  obscure  the  face,  save  in  profile. 

The  Madame  Sherry  veil  of  double  mesh  was 
seen  as  a  hat  drape.  Many  rough  straws,  close-fit- 
ting toques  worn  with  tailored  suit.*  had  lace  veil 
draperies.  Charming  eftect;?  were  i^roduced  where 
the  veil  was  allowed  to  shade,  but  not  to  cover  the 
face,  forming  a  soft  and  becoming  background. 
When  hanging  free,  many  of  the.^e  veils  fell  well 
pai^t  the  shoulders,  extreme  styles  of  the  Madame 
Sherry  type  even  reaching  to  the  waistline.    On  the 
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Renewed  Vogue  in  Nets 


The  return  of  nets  to  popular  favor  as  a 
material  for  waists  is  again  welcome. 

Newest  patterns  in  nets  and  the  latest  word 
in  designs  are  to  be  found  in  our  offering  of 
net  waists,  now  being  shown  by  salesmen. 

Kimona  sleeves,  elbow  length,  under-sleeve 
effect  and  silk-lined  :  collars  square,  round 
or  high,  are  among  the  main  features  shown. 
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whole,  however,  the  favorite  .^tylc  is  little  more  than 
shoulder  depth,  if  at  all. 

Some  soft,  chenille-dotted  speciuiens  were  seen. 
These  had  silk  or  satin-run  edge,  or  narrow  edge  of 
lace.  This  is  a  practical  style,  well  suited  to  street 
wear,  and  more  frequently  seen  for  that  purpose 
than  Un-  any  other. 

Types  of  Neckwear  Prominent. 

It  nnist  be  confessed  that  consideral)le  surprise 
was  in  store  for  those  who  had  predicted  what  neck- 
wear styles  would  be  worn  at  the  races.  Many  novel- 
ties which  have  been  freely  taken  by  the  trade  in 
general,  and,  in  turn,  by  the  public,  seem  to  be  com- 
pletely ignored  by  society,  while  others,  decidedly 
more  liizarre,  are  widely  exploited. 

In  the  first  place,  many  collarless  necks,  witli 
.some  sort  of  small  cord  or  bead  finish,  were  seen. 
These,  however,  were  usually  with  fancy  toilettes  of 
ninon  over  satin,  or  similar  materials,  and  many 
French  necks  and  even  lower  corsage  effects  were 
seen  as  usual.     More  significant  were  the  types  of 


Marquisette    Jahot  —  Shown   by  R.  D.    Kairbairn 
Company.  Toronto. 

neck  linish  worn  with  tailoicd  suits.  These  con- 
sisted almost  universally  of  turn-down  collars,  soft 
or  tailored,  and  .somewhat  fiat,  inconspicuous  jabots, 
where  any  at  all  were  worn.  Many  collars  were 
simply  fastened  with  a  bar  pin.  The  I>yr()n  and 
tennis  or  Trouville  types  were  popular. 

Many  of  the  distinctly  Suiiniici'  uv  lingci'lc 
dresses  had  sailor  collars.  These  were,  liowever. 
quite  moderate  in  .size,  though  frequently  low  in 
front.  The  finishing  touch  was  the  small,  flowing 
.sailor  lie.  ]>l()uses  of  this  type  were  worn  with  suit.- 
of  white  serge,  and  the  costume  completed  l)y  a  hat 
with  llowing  veil.  A  very  pretty  figured  voile  dre.-s 
had  deep  skirt  haiid  of  plain  material  and  small 
.sailor  collar,  dickic  and  cuffs  of  sanuv 

Rich  Dress  Trimmings  Used. 

.\s  indicated  hy  the  races,  fashion  will  continue' 
to  favor  Oriental  dre.ss  trimmings  of  great  richness. 
Stress  is  laid  on  the  liighly  probable  conlinuance 
next  Fall  of  all  the  y)re.sent  metallic  effects  with  new 
numbers  added.  Many  gowns  were  al).solutely  ablaze 
with  crystal,  gold,  beads  of  all  colors,  ami  Oriental 
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bandings,  and  allovers,  which  adniiraljly  sustained 
their  rich  beauty  in  the  full  glare  of  the  sunshine. 

The  wide  use  of  the  draping  fabrics  for  tunic 
over-dresses  will  help  keep  up  demand  f(»r  ihc-c 
trimmings.  As  tunics  rarely  drop  much  lnwcr  than 
the  knee,  there  is  need  for  a  handsome  deep  band- 
ing. In  the  present  rage  for  rich,  bright  colors,  this 
is  almost  hound  to  be  an  Oriental.  Squares  of  rich 
embroidery,  jewelled  or  beaded,  hold  in  the  gathers 
of  the  over-dre.ss  at  the  hack.  The  separate  piece- 
will  be  featured  next  Autunni,  both  for  l)odice  and 
skirt  decoration. 

There  is  a  good  deul  of  talk  of  the  introduction 
of  the  Hindoo  embroideries,  in  connection  with  the 
coming  visit  of  Koyalty  to  India.     Tlii~  will  providi' 


^ 
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Middy  collar  in   black  silk,   with    deep     border    of 
blue.     Shown   by   A.  &   T.     Hall.    Toronto. 

a  new  feature,  and  will  keep  the  public  from  tirinLi 
of  the  Oriental  idea. 

Fringes  and  tassels  were  prominent  as  a  trim- 
ming feature  of  the  dre.s.sier  toilettes.  Very  stunning 
effects  were  seen  where  the  little  fish-tale  train,  over 
a  square  train  of  foundation  material,  was  fringed 
with  beads.  Again,  a  ninon  train  falling  six  inches 
shorter  than  the  satin  beneath,  had  knotted  silk 
fringe.  A  single  heavy  ta.ssel  made  an  admirable 
finish  on  the  diagonal-cut  train  of  a  rich-looking, 
black-and-gold  toilette. 

Porcelain  beaded  trimmings  are  in  high  favor, 
many  dresses  of  the  better  sort  showing  no  other 
embellishment. 

These  tiny  white  beads  make  uj)  into  lovely  ])at- 
terns  when  used  on  a  colored  background,  and  at 
the  same  time  they  may  be  employed  with  wash- 
able materials  when  other  trimmings  would  look  too 
rich.  A  beautiful  example  of  this  was  a  figured 
French  voile  of  light  green  with  porcelain-beaded 
banding  of  a  ])lain.  darker  green  voile. 

A  Ruche  Trimming  on  Skirt. 

A  particularly  striking  costume  of  ])ale  clematis 
mauve  with  narrow  skirt  and  ninon  over-dre.ss  had 
a  ruche   trimming  at   tiie   hem.      This  consisted    of 


pinked,  stiff  taffeta,  put  on  in  convolutions  so 
arranged  as  to  cause  it  to  stand  out  like  one  of  the 
ruffs  .so  fa.^hionable  a  few  years  ago.  The  effect  was 
extremely  quaint  and  jtretty.  It  tended  to  empha- 
size the  narrow,  close  lines  of  the  skirt  and  heightened 
the  swinging  grace  of  the  over-dre.»s,  which  was 
edged  with  gold  embroidery. 

Popular  Colors  Very  Bright. 

Both  in  the  ch'e.<.-es  thein.-elves  and  in  the  acces- 
sories the  tendency  towards  clear,  bright  colors  was 
noteworthy.  Various  shades  of  bright  green,  Paddy 
emerald  and  hunter's  green  were  noticed,  chiefly  in 
small  touches  to  give  tone  to  black  and  white  or  dull- 
colored  costumes.  These  shades  were  also  combined 
V'iih  white,  with  charming  effect. 

But  the  really  noticeable  color  note  was  the  pre- 
valence of  blue.  Bj'  no  means  does  this  mean  the 
navy  or  Copenhagen  .shades,  or  any  of  the  old,  fa- 
miliar blue-.  It  is  a  new  .•^hade  entirely,  and  is  most 
strikingly  brilliant.  It  is  variously  named.  King 
( Jeorge  blue  being  the  darkest  shade.  Lighter  blues 
than  this  were  more  prominent,  a  medium  shade 
I  eiiig  the  favorite. 

Probably  all  .-'hades  of  this  color  will  be  grouped 
as  coronation  l)lues.  It  has  before  it  a  certain  .suc- 
cess, as  it  attracts  on  sight,  and  will  no  doubt  be  a 
feature  of  Fall  trade. 

American  beauty  pinks,  running  into  a  shade 
recalling  the  fuchsia  red,  were  among  the  novel 
color  schemes  on  view.  Helen  pink  is  also  fairly 
prominent,  though  somewhat  overshadowed  by  the 
new  blue. 

Black  and  white  combinations  were  a  noticeable 
feature. 

Some  Pretty  Parasols  Seen. 

^Vmong  the  novelties  in  parasols  which  the  sun 
liroiight  out  were  the  green-trimmed  and  the  fringed 
varieties.     The  touch  of  brilliant   Kelly  green  was 


Fine  muslin  tischu  Very  lat- 
c-,!  novelty — Shown  by  R.  D. 
Kairbairn     Company.     Toronto 


especially  good  wiili  the  gnwii  of  linen  t)r  lingerie. 
It  i>  (liielly  used  in  narrow  liands  and  tas.-^els.  a^  the 
sdlid  eoliir  prove-  tnn  trying  to  the  complexion. 

.\  deep  .\merican  Beauty  shade,  bordering  on 
magenta,  ])roved  immensely  becoming  to  a  very 
iiieiliuiii  complexitni,  and  completed  a  haiulsome  cos- 
luine  in  the  same  shade. 
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The  prettiest  fringed  s[)eeiiiien  was  painted  in 
massed,  lioral  Dresden  pattern  on  the  inside.  The 
edge  was  of  plain  black.  This  contrasted  beauti- 
fully with  the  natural  shades  of  the  flowers.  Many 
hand-painted  gowns,  and  painted  bandings,  were 
noticed.  Stencilling  is  also  an  acknowledged  dress 
decoration,  even  the  lingerie  liat  having  come  under 
the  craze. 

Leading  firms  are  now  featuring  para.sols  with 
velvet  edges,  and  "Butterfly"  parasols  with  velvet 
trimmings  in  spots,  patches  or  stripes. 

On  the  whole,  however,  the  plain  silk  parasol 
with  long  handle,  in  plain  style  also,  was  most  seen 
at  the  races,  as  elsewhere. 

Long  Gowns  the  Rule. 

All  the  dressier  costumes  showed  long  gloves, 
usually  of  white  glace  kid,  though  suedes  and  silks, 
white  and  colored,  were  also  seen.  Some  colored 
kids  in  light  shades  were  noted.  These,  too,  looked 
very  pretty. 

As  nearly  all  dresses  have  the  short  kimona 
sleeve,  with  or  without  the  under-sleeve  of  net  or 
lace,  it  looks  as  though  long  gloves  would  be  in- 
evitable for  all  the  dressier  Summer  toilettes.  Manu- 
facturers have  already  had  repeats  on  these  lines. 

Undoubtedly  fabric  gloves  will  also  be  widely 
used,  though  so  far  the  weather  has  favored  kids. 

The  Kimona  Wrap  a  Novelty. 

Very  .'striking  indeed  was  the  embroidered  silk 
wrap,  exactly  resembling  a  kimona,  though  of  richer 
and  heavier  materials,  which  many  of  the  ladies 
wore. 

It  is  an  instance  where  an  extreme  style,  for 
which  the  most  sanguine  would  hardlv  have  dared 
to  predict  success,  has  jumped  at  once'  into  an  ea.*y 
popularity. 

Very  delicate  shades  of  blue,  jnauve.  pink  and 
green  were  seen.  The  heavy  embroideries  were  in 
various  light  shades,  and  \sometimes  embellished 
with  gilt  or  silver  touches.  A  large,  frilled  Initton 
and  cord  and  tassel  fastening  completed  one  of  these 
wraps.      They   are    undoubtedly    dressv    and    ])retty- 
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Very  noticeable,  in  tlie  prevalence  of  short-skirt 
fashions,  were  my  lady"s  feet.  Silken  hose  were,  of 
course,  inevitable.  Many  a  neat  ankle  peeped  from 
fluffy  draperies  when  a  sudden  movement  drew  back 
the  narrow  skirt.  As  a  result,  great  attention  was 
given  to  footwear. 

White  canvas  and  velvet  punip-^  were  noliceahlo 
at  the  races.  The  latter  came  in  shades  to  match 
the  costume.  This  season,  stockings  and  shoes  nnist 
match,  and  a  resulting  decrease  in  patents  and  re- 
turn to  colors  was  ob,<ervable.  Tn  dressy  boots,  the 
suede,  satin  or  fal)ric  uppers,  matclied  the  dress. 
Many  .satin  and  dull  silk  pumps  were  noted.  These 
were  not  the  .snne  in  style  as  the  evening  .-lipper, 
l)eing  made  from  another  type  of  last,  and  intended 
for  afternoon  street  wear. 

The  pre.-^ent  favoi-ite  shape  is  very  nuMlium.  with 
toe  neitlier  stub  iku'  pointed,  having  gracefully-curv- 
ed instep,  and  heel  of  i^ea-ouahle  height.  Tuban  heeb 
are  preferred  wilii  aflenioou  shoes,  ami  are  those 
most  in  evidence. 


Soft  Ribbons  Have  Sold  Well 

Range    for  Fall    as    Indicated    by    the    New 
Color    Card. 

Montreal  ribbon  men  report  a  very  good  season, 
with  pro.<pects  of  continued  prosperity.  The  sale  ha.s 
lieen  especially  good  in  all  the  .soft  weaves  for  hat 
trinuiiings,  and  in  the  .same  weaves  in  a  variety  of 
widths  for  dress  decoration.  It  is  expected  here  that 
a  few  weeks  will  see  wide,  soft  ribljon  sa.-he.<  and 
girdles  taking  the  place  of  the  cord  girdles  which  hi.-^ 
decorated  so  n)any  of  the  Spring  gowns. 

Many  up-to-date  gowns  have  already  sho%vn  the 
tendency  to  use  wide  bands  of  ribbon  of  a  contrast- 
ing or  harmonizing  tone  as  a  decoralxon  on  the  un- 
derdress,  where  the  tunic  or  overdress  is  one  of  the 
fti.sli  ion  able  sheer  materials  of  the  season.  The  same 
is  true  of  many  of  the  new  cliiti'on  and  marquLsette 
waists. 

The  range  of  tones  in  the  new  F;'!l  ribbons,  as 
shown  by  the  color  card  just  is.^ued  by  the  Chambre 
Syndicale,  of  flowers  and  p)lumes,  of  Paris,  otters  a 
very  attractive  selection.  There  are  a  numiier  of 
'':\Q\\  peacock  shades  which  are  dec])  and  rich  in  eftect. 
One  .shade  is  very  dark,  thi'ee  of  the  others  .shading 
off  into  light,  vivid  tones.  Among  the  browns  are 
shown  the  new  pumpkin  tone  and  tobacco  brown. 
There  are  six  different  tones  in  cornoline,  green,  grey^ 
purple,  red  and  cerise,  the  new  lighter-tinted  reds 
and  cerises  l)eing  ottered  in  specially  new  tinges. 
Among  the  blues  are  .-^hown  navy,  king's  and  royal 
tones,  in  a:^dition  to  three  Copenhagen  tints.  Ro.se 
tint-',  helio,  liui'ut  and  taupe  .shades  are  also  fea- 
tured. 


Black  and   White  in  Gloves 

Fabric  Gloves  Selling  Well  —  Long.    White 
Silks  Repeated. 

'i?lack  and  white  have  been  the  gloves  most  in 
demand  this  season,''  i^  the  report  of  ^lontreal  whole- 
sale dealers'  and  manufacturers'  repre.-^entatives.  Tans 
have  had  a  very  fair  call,  and  colors  have  .>old.  more 
es]ie(ially  in  the  short  ki:ls  for  S])ring  wear,  but 
iiave  nol  nearly  equalled  black  or  white,  either  iit 
loni^  or  ^hort   varieties. 

I'abric  gloves,  especially  silks,  have  sold  well 
in  loth  lilack  and  white,  and  aliont  the  only  actual 
bu-ini-s  which  tlie  glove  middlemen  have  on  their 
ban's  at  present  are  the  re-orders  for  long  white 
silks.  Buyers  aic  all  abroad  just  now.  selecting 
stock  and  i>lacing  orders  for  Fall  .-upplies,  and  things 
in  the  homi'  warehouse-^  are  (piiet.  after  what  has 
proved  a  very  good  trade  ,<ea.son. 

.V  few  orders  have  come  in  for  biscuit  and  t-hani- 
])agnt'  tones,  following  the  report  that  the<e  shades 
would  supplant  white  gloves  for  evening  wear.  Thi^ 
oi'ders  have,  however,  been  but  tent^itive.  not  by  the 
dozens,  or  even  hall"-do/,ens.  but  merely  in  a  range 
of  one  pair  in  (;uh  ~ize.  a>  though  the  merchants 
were  simply  trying  tlie  pnblie,  and  so  far  there  have 
been  no  re-ordi'i-s,  which  woidd  go  to  .<how  that  the 
report  was  likely  to  materialize  to  any  appreciable 
extent. 


Dry  Goods  Review 


DRESS    ACCESSORIES 


45 


Glove  Assurance 


The  right  goods  and  the  right  prices  will 
get  results — every  time.  The  "RYAN 
GUARANTEED  GLOVE"  will  increase 
and   hold   your   glove   trade. 


Ifcjhe  Sign  of  Hie  Guaranheed  Glove  jl 


^qJ 


Guarantee 


© 


^y 


'Jhis  pair  of  Gloves  is  guorarO-eed  io  give  enMre  sahsfacHon.Should 
\l  prove  defective  m  materiel  or  sfitching.we  will  repair  or  replace 
somd  if  you  will  return  tttem  to  us  with  hhis  ticket. 

The  Robert  Ryan  Co., 

Three    Rivers,  Que. 


"•fhe  Signof  hhe  Guaranteed  Glove  jpifflRYAN 


Retailing  of  any  line  of  goods  has  its  troubles. 

One  of  the  troubles  is  the  dissatisfied 
customer. 

Stock  "Ryan  Gloves"  and  you  will  elimi- 
nate this  trouble  in  your  Glove  Depart- 
ment. 

THE  BEST  STORES  THROUGHOUT  CANADA  ARE  STOCKING  OUR  LINES. 

ASK  YOUR  WHOLESALER 

The  Robert  Ryan  Company 

THREE   RIVERS,    P.Q. 
E.  H.  Walsh  &  Co.,  Selling  Agents,  Toronto,  Ont. 

^  BRANCH  OFFICES  :     MONTREAL,  WINNIPEG,  VANCOUVER  ^O 

rvanV * 
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A  line  of  long  silk  gloves  which  has  met  with 
considerahle  favor  for  dress  occasions  are  in  a  heavy- 
weight silk,  in  mousquetaire  style,  with  tucked  arms. 
These  have  been  selling  best  in  black,  white  and 
mode  shades. 


■^ 


Queen  Wore  Rich  Brocades 

At   First  and  Second   Courts  Gowns    of    Grey 
and  Silver,  Apricot  and  Gold,  White  and  Silver 
were  Trimmed  with   Raised   Gold   and   Silver 
Embroideries. 
There  is  a  decided  leven  of  early  Victorian  pre- 
judices in  Queen  Mary's  character  and  while  follow- 
ing the  pervailing  modes  she  does  so  at  a  distance 
and  has  never  adopted  the  more  outre  vagaries  of 
the  more  sensational  Paris  fashions.    She  is  fond  of 
rich  materials  and  of  splendid  dress  for  great  occa- 
sions, but  even  then  affects  a  certain  simplicity  of 
style.     She  has  the  fair  hair,  and  the  clear  fresh- 
tinted   typical   English   complexion,    and   her   good 
figure  and  graceful  bearing  is  well  calculated  to  shovv 
off  splendid  ceremonial  dress  to  perfection. 

The  two  f\rst  courts  of  the  new  reign  have  been 
held,  but  no  lady  has  yet  been  turned  back  because 
her  skirts  were  too  narrow.  The  wonderful  way  in 
which  the  Court  dressmakers  had  given  the  straight 
appearance  though  no  skirt  measured  less  than  2^^ 
yds.  was  much  commented  on. 

At  the  first  court  the  Queen  wore  a  brocaded  robe 
that  .shimiuered  with  grey  and  silver  with  embroid- 
eries of  silver  roses  in  raised  design.     At  the  second 


WE  WAHT  A  MAN 

of  good  character,  in  each  city,  town 
and  village  in  Canada,  where  we  are  not 
idready  represented,  to  act  as  our 

SPECIAL  CIRCULATION  REPRE- 
SENTATIVE. 

Work  is  dignified  and  educative.  Pre- 
vious exjierience  unnecessary.  Duties  at 
tirst  need  not  interfere  with  your  pre- 
sent   employment. 

WE  WILL  ASSIST  THE  RIGHT 
MAN  TO  BECOME  INDEPENDENT 
FOR  LIFE. 

If  you  are  making  less  Mian  $100.00 
a  month,  and  are  trustwortiiy  and  ambi- 
tious to  learn  and  become  competent  t ) 
liandle  our  business  in  your  vicinity, 
write  us  at  once  for  full  particulars. 

MACLEAN  PUBLISHING  COMPANY. 

143-149    UNIVERSITY    AVE., 

TORONTO,   ONT. 


court  her  gown  was  of  apricot  satin  with  a  gold  bro- 
caded train.  Many  ladies  wore  lovely  English  bro 
cades  glittering  with  gold  and  .silver  threads,  and 
cloth  of  gold  and  cloth  of  silver  with  raised  embroid- 
eries of  the  same  were  much  in  evidence.  Rare  old 
cream  lace,  diaphanous  tulle,  ninon  and  crepe  de 
chine  were  other  fashionaljle  fabrics.  Debutantes 
wore  white  or  white  and  silver,  but  striking  gowns  of 
powder-blue  and  emerald  green  brocade  were  also 
worn. 


Hems  and  Sashes  of  Velvet 

The  Latest  Lingerie  Gowns    That    Have    Ap- 
peared in  Paris  are  Not  All  in  White  —  Eng- 
lish Embroidery  Popular 

Staff    Correipondence 

Paris,  France,  May  23. — The  .season  is  far  in 
advance  of  last  year,  but  in  matters  of  dress,  Paris; 
always  keeps  pace  with  the  weather.  Gowns  and 
hats  are  already  taking  on  a  summer  tone,  and  para- 
sols are  seen  everywhere. 

The  lingerie  gown  has  appeared  early.  It  was 
a  feature  of  the  Longchamps  races  la«t  Sunday,  and 
is  now  in  evidence  in  all  places  where  the  smartlv 
dressed  Parisian  is  seen.  Very  few  lingerie  gowns 
so  far  are  all  white,  but  have  hems  and  sashes  of 
bright  colored  velvet.  English  embroidery  is  very 
popular  for  these  gowns,  combined  with  filet.  Milan 
or  Irish  laces,  and  baby  Irish  is  coming  back  into 
favor  for  trimming  collars,  cuffs  and  vokes. 


FANCY 
PARASOLS 

CLEARING  LINES  AT 

6.50,  7.50,  10.50, 
15.00,  24.00,  net. 


The  Irving  Umbrella  Co. 

LIMITED 

79-83  Wellington  Street  West 
TORONTO 
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Goods  That  Sell  on  Sight 

Here  are  some  brand  new  Collars  that  your 
lady  customers  are  looking  for  these  hot  days. 
Replenish  your  stock  now  so  as  to  be  ready 
for  the  rush. 

TROUVILLE  COLLARS,  SAILOR 
COLLARS,  DUTCH  COLLARS,  FICHU 
COLLARS,    and    JABOTS     of     all     kinds. 


Mali  Orders  Promptly  Attended  To. 


Order  TO'Day. 


SANDERSON'S    LIMITED 
Wellington  St.  W.  Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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The  lovely  day  brought  out  a  notable  assembly 
of  well-known  women,  all  arrayed  in  the  most  at- 
tractive of  toilettes.  White  was  much  in  evidence, 
though  few  gowns  were  all  white.  The  white  tail- 
ored suits  and  dresses  were  of  silk  serge  or  drap 
souple.  Many  gowns  were  of  black  and  white  or 
blue  and  white,  the  white  being  introduced  in  tlie 
shape  of  large  roll  collars  and  enormous  Directoire 
revers.  The  materials  used  were  white  crepe  de 
chene,  linen  sole  or  white  suede.  These  collars  were 
in  strong  contrast  with  the  suits  of  indigo  blue  satin 
or  silk  serge,  or  the  suits  of  black  satin  or,  newer 
still,  black  taffeta. 


Much  use  is-  made  of  the  handsome  metal  buttou 
in  rich,  dark  shades  of  enamel,  by  fashionable  New 
Yorkers.  Hitherto,  however,  this  has  not  been 
strongly  featured  here.  Large  acorn  or  conical- 
shaped  buttons  of  composition,  gallolith,  etc.,  in  wide 
range  of  shades,  are  used  on  plain-tailored  suits. 

For  waists,  tiny,  crochet-covered  buttons  are  one 
of  the  sea.son's  mo.st  prominent  style  features.  Larger 
styles  are  seen  in  use  on  lingerie  and  light-colored 
dresses.  The  making-up  trade  has  taken  great  num- 
bers of  these  crochet  buttons. 


Shot  Taffeta  Glace  a  Success. 

Many  popular  leaders  were  wearing  shot  taffeta 
glace,  and  this  fabric  is  pronounced  a  success  for 
dresses  and  tailored  suits.  The  color  effects  mos* 
seen  are  blue  with  brown,  grey  with  fuchsia,  royal 
blue  with  black,  red  with  purple,  and  rose  with  grey. 
The  skirts  were  made  with  long  tunics  opening  in 
front  and  turned  back  with  deep  revers  to  show  a 
trimming  of  long  silk  fringe.  Many  skirts  have  a 
loose  panel  at  the  back,  edged  with  the  same  fringe, 
or  simply  repeat  the  front  trimming. 

Stripes  are  everywhere,  the  broad  ones  being  in 
the  chiffons  and  mousselines,  and  the  popular  line 
stripes  in  .serge  and  satin,  either  white  on  a  blue 
ground  or  blue  on  white. 

Striped  transparent  fabrics  are  worn  open  over 
an  underskirt  of  dark  material,  and  this  dark  ma- 
terial forms  the  revers  and  sleeve  finish. 

Red  Very  Popular 

The  popular  combination,  however,  is  the  new 
rich  Coronation  red.  This  color  is  seen  combined 
with  all  dark  or  medium  tones,  and  for  street  wear 
it  is  much  combined  with  navy.  Navy  serges,  trim- 
med with  this  color,  are  seen  on  all  sides,  and  it  is 
also  used  with  silk  serge. 


The  New  Buttons 

Some   Novel  and  Striking  Buttons  Now  Used  to 
Trim  Smart  Costumes  —  Effects  Seen  at  the  Races 

The  old-time  fad  for  fancy  buttons  which  at  one 
time  seemed  practically  dead,  has  returned  in  force 
The  decided  })lainness,  both  in  color  and  in  absence 
of  trimming  of  the  new  style  suits  and  dresses  seems 
to  demand  touches  of  color  which  buttons  can  give. 

Lines  are  scant  and  narrow,  and,  in  consequence, 
no  trinnning  is  put  on  lavishly.  Buttons  are  used 
sparingly,  but  to  excellent  effect. 

Coats  or  wraps  cut  on  the  new  lines  are  frequent  - 
ly  fastened  with  a  single  button.  This  is  made  of  a 
contrasting  fabric  and  may  be  embroidered,  or 
beaded,  or  provided  with  a  frill  of  self  or  other  mater- 
ial. Sometimes  these  fabric  buttons  are  very  large 
and  tlie  embroidery  may  include  tiny  jewels.  Several 
vvhicli  were  seen  at  the  Races  on  imported  French 
wraps  were,  in  themselves,  works  of  art. 


Embroideries  Selling  Well 

Colored  and  White  Voile  Waistings  for  Embroid- 
ery or  Bead-work  Very   Strong  —  Jewelled   Effects 

One  of  the  season's  best  sellers  in  fancy  goods  has 
Ijeen  the  stamped,  voile  waist-length  to  be  made  up 
peasant  style.    Various  styles  are  seen. 

At  first,  white  was  the  leader,  but  colored  voiles 
are  now  very  strong.  Marquisette  is  also  shown. 
Beaded  patterns  may  be  done  in  two  ways,  either 
with  the  popular,  small  porcelain  or  colored  beads,  or 
with  French  knots  done  in  mercerized  gloss.  When 
out  of  the  beads,  a  retailer  showed  the  flosses,  with 
excellent  sales  as  result. 

Many  of  the  newest  patterns,  both  for  waists  and 
for  cushions  and  covers,  are  the  Bulgarian  type,  in 
bright-colored,  jewelled  effect.  A  handsome  display 
of  cushions  done  in  this  style  called  attention  to  a 
newly  arranged  embroidery  work-room  on  the  third 
floor  of  a  department  store. 

A  conspicuous  sign  gave  notice  that  this  was  not 
a  rest  but  a  work-room,  and  that  the  instructions 
were  given  free  on  materials  bought  there.  Com- 
fortable chairs  and  tables  were  placed  in  the  enclos- 
ure and  finished  articles  thrown  about  freely  for 
inspection. 

German  crash  continues  the  leading  material  for 
all  fancy  articles,  and  mercerized  flosses  are  decidedly 
the  popular  article  at  present.  Among  the  higher 
class  articles  exhibited  are  the  Egyptian  designs. 
There  is  .some  talk  of  the  exploitation  of  the  Hindoo 
designs  next  season. 


Iiandcaux  of  satin,  wiili  a  lattice  and  edge  of 
wired  pearls,  plain  or  colored,  have  been  much  seen. 
Beaded  velvet  bandeaux  in  Oriental  color  schemes,  the 
heads  being  of  rubber,  were  among  recent  English 
importations. 

A  fancy,  waved  pad  had  connecting  band  of 
velvet,  beaded  as  above,  intended  to  pass  across  the 

top  of  the  head,  the  pad  to  bo  worn  with  the  divided 
(■((iH'ure. 

Juliet  nets  of  gold  strands,  plain  and  jeweled,  are 
particularly  good  with  the  high-class  trade.  Some 
English  coift'uriers  have  shown  those  net^  and  ban- 
deaux with  jewels  and  gilt  and  silver  embroideries,  in 
prices  all  the  way  from  50  cents  retail  up  to  ^L'^. 
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ANNOUNCING 

our  readiness  to  fill  any  or  all  orders  for  high  grade 

LADIES'  NECKWEAR 

we  wish  to  give  you  our  assurance  of  a  prompt  and  effective  service. 

OUR  GOODS  reflect  the  latest  modes,  refined  and  adapted 
to  the  needs  of  our  patrons,  and  we  guarantee  the  correctness  of 
all  our  styles. 

Travellers   from   the  House  will  call  upon  you  at   intervals 
and  we  will  do  all  in  our  power  to  help  you  build  up  a  success- 
ful trade  in  these  lines. 

Importtrs  of  Lace  and  Embroideries                         Special  attention  given  to  Mail  Orders 

A.  &  T.  HALL 

472-474  Bathurst  Street               :              :              :              TORONTO 

1 

For  profit  and  satisfaction  sell 

PARISIAN 

P.  C.  Corsets 

The  combination  of  quality, 
distinctive  styles,  faultless  fit, 
perfect  workmanship  all  tend 
to  make  ours  a  line  that  pro- 
motes    prestige    and     profit. 

Parisian  Corset  Mfg.  Co., 


QUEBEC    CITY 


LIMITED 


Ontario  Branch, 


Brampton,  Ontario 


Please  mentinn  The  Review  to  Advertisers  and  Their  Travelers. 
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School-boy    Bag  at   Races 

Fancy    Leather    and    Fabric    Bags    in     This     New 
Shape,   With    Long    Cordelieres. 

THE  fact  that  one-tone  costumes  are  now  the 
rule  and  that  few  of  the  newer  styles  show 
any  great  contrast  in  color  in  the  trininiings 
used  has  emphasized  the  popularity   of   the 
new  bag. 

This  bag  is  scarcely  to  be  classified  in  the  same 
category  with  the  utility  bag  of  neutral-colored 
leather  or  with  the  dressier  metal  bag  which  have  so 
long  held  the  trade.  The  new  bag  is  more  in  the 
nature  of  a  .special  accessory  designed  for  the  cos- 
tume with  which  it  is  worn. 

This  tendency  to  match  the  bag  to  suit  or  dress 
has  shown  itself  in  the  great  sale  which  the  colored 
suede  "Madame  Sherry"  has  had.  There  is  no  doubt 
but  that  the  new,  more  expensive  line  will  equally 
well  serve  to  supply  a  diffei-ent  cla.ss  of  trade. 

Strictly  speaking,  the  now  bag  slidiild  be  of 
fabric  or  soft  leather.  But  a  very  handsome  speci- 
men seen  at  the  races  was  of  seal,  made  flat  and 
oblong  with  typical,  school-boy,  flap  closing,  and  a 
long,  braided  cordeliere  worn  over  tlie  shoulder 
opposite  to  the  side  on  which  the  bag  hung.  The 
leather  was  very  ,dark,  seal  brown,  contrasting  admir- 
ably with  the  perfectly  plain,  white  serge  suit  with 
which  it  was  worn.  This  bag  gave  the  "chic''  to  the 
whole  costume.  Especially  effective  was  the  long, 
inch-\vide  cordeliere,  also  of  brown,  with  tassels  lo 
match. 

Much  discrimiualion  is  shown  in  the  iiiaiuu'r  in 
which  the  bag  is  worn.  The  cordeliere  may  be  loop- 
ed over  the  arm,  and  the  bag  hung  high  or  low, 
according  to  the  effect  on  the  particular  costume  or 
figure.  As  the  bag  is  large,  this  is  an  important 
point. 

Rich  Embroideries  Used. 
Of  ihe  new  style  bag,  the  school-boy  type  above 
described  is  the  practical  specimen.  Done  in  leather 
or  suede,  it  forms  an  admirable  finii^h  (o  a  .-trii'tly 
tailored  !niit.  It  is  eminently  suited  for  street,  out- 
ing and  walking  wear.  Retailers  located  in  larue 
centres  should  find  it  a  novelty  wliich  will  attract 
the  best  type  of  custom. 

On  the  other  hand,  the  very  drcs.-^y  bag  now  being 
featured  by  all  leading  New  York  coslumers  is  suited 
to  the  exclusive  trade.  Many  of  these  bags  are 
specially    made    to    order    for    a    certain     costume. 


Others  are  imjjorted  to  .-ell  at  prices  ranging  as  high 
as  forty  dollars.  These  are  almost  all  of  fancy 
fabrics,  such  a-  real  Chinese  embroideries,  French 
beaded  chiffons,  Bulgarian  and  Oriental  embroider- 
ies. 

Squares  of  rich  and  ancient  workmanship  in 
strong  colors,  including  the  metallic,  are  embodied 
in  the  bag.  The  retailer  who  possesses  an  efficient 
workroom  should  be  able  to  reproduce  the  be^t  eft'ects 
ill  .^tyle  to  order  by  copying  frdin  a  few  imported 
numbers.  There  i<  no  doubt  that  high-cla--s  costum- 
ers  will  be  asked  to  sow  these  fabric  1  ags. 

A  particularly  Ijeautiful  specimen  seen  at  the 
^^  oodbine,  Toronto,  was  carried  with  a  plain  voile 
dress  of  vivid  but  deep  blue.  The  ground  fabric  of 
the  oag  was  of  blue  silk  in  shade  to  mateh.  and  the 
cordeliere  was  also  of  l)lue.  But  the  bag  was  so  en 
crusted  with  heavy  embroideries  in  rich  shades  of 


Fancy  beaded   bag.   shown   in   a    recenlJv    imported 

ranee,    includint;    several  different    sites,    ty 

Diecktrrhoff.    Raffloer  &    Co..    Toronto. 


red.  blue  and  green,  as  to  leave  little  plain  space.  The 
stitch  was  solid,  the  pattern  in  jewelled  effect. 

New  York  houses  show  scaiTes  to  mat<*h  the  bag, 
and  sometimes  the  nat  or  bonnet  also  mat<>hes. 

Ket4iilers  may  recollect  that  Toronto  millinery 
houses  prominently  displayed  fancy  chiffon  and 
other  bags  of  similar  typo  to  the  above  at  their  Sprini.' 
openings.     Hats  to  matvh  were  shown. 
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Satisfaction  in  Ribbons 


"The  Ribbon  House  of  Canada"  handle  a  line  that 
will  satisfy  your  every  want  and  which  are  intended 
to  get  the  best  ribbon  trade  in  Canada. 


Our  range  is  most  attractive  and 
complete. 

Retailers  who  are  stocking  our 
Ribbons  are  adding  profit  and 
prestige  to  their  business. 

The  Barry  Ribbons  will  mean 
new  life  in  your  Ribbon  Depart- 
ment. They  are  REAL  LEAD- 
ERS and  are  of  a  quality  and 
attractiveness  that  will  assure 
quick  sales. 

Become  acquainted  with  our  Mail 
Order  Departmient.  W^e  can 
satisfy  you  in  every  detail. 


WALTER  H.  BARRY  &  COMPANY 

"The  Ribbon  House  of  Canada" 

Montreal,  P.Q. 
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our  factory  of 

Automatic  embroipert  mach 


OUR  FACTORIES  KRONBUHL, 

5T.  Gall 


**  Our  factories 
as  shown  here 
unique  instituti 
"Gradually  v 
creased  our  it 
facilities  until  w 
and  operate  the 
plant  devoted  1 
facturing  of 
We  carry  in 
Warehouse  a  i 
stock  of  17  inch 
45  inch  Flouncin 
AUovers,  Cor.-: 
ings,  Lily-white! 
embroidered  Ci 
etc.  Our  repreE 
now^  on  the  r; 
our     spring    lin 


1911-12.' 


EUMANN 


If-. 

MV         /=^^ rrTrrrr^^^^^^^^^^  FASHION  ,1V  ^1 

JKkaJKL.        COMAKERS  OF,A[jPj=£^g^^^--- '^^^^V  I 

N9  4  MANCHESTER  BUILDING    35  melinda  street,  TORONTO. 
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OUR    FACTORY  FOR  WEAVING   THE   PLAIN    CLOTH 


ind   village, 

:onstitute    a 

I. 

i    have    in- 

nufacturing 

to-day  own 
lost  modern 

the  manu- 
nbroideries. 
jr  Toronto 
ell-assorted 
27  inch,  and 
s,  Bandings, 
t-cover-edg- 
emi-finished 
•set  Covers, 
ntatives  are 
id    showing 


AT  NETSTAL       MtGlaraisch   in.  bAck^rotmd 

9500f-<2CbJli9i^H^^^^^  COR  OWN    VILLAGE 

KfeoNouHL,  St  Gall. 
Homes  for  our  workino  people 


f 


for 


season 


:SCr     8f     To  MP  ANY 

E^MBROIDBRliES  &  LACES 


FACTORIES,  KRONBiJEHL,  51  GALL,  NETSTAL  CONSTANCE. 
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Suedes  very  Popular. 

Among  practical  K'Hing  nuinljer.-;,  the  suede, 
"Madame  Sherry"  bags  are  now  acknowledged  lead- 
ers. Fabrics,  such  as  velvet,  black-and-white  stripe 
silk  and  plain  silks  have  also  sold  very  well  in  the 
same  shape. 

Bead  purses  have  come  back  for  the  time  being. 
The  new  colors  are  quite  gay,  and  prices  are  right 
for  a  good,  popular  article.  It  is  thought  that  the 
vogue  of  beads  in  all  forms  has  re-awakened  activity 
in  this  line. 

Embroidered  and  stamped  bags  are  selling  ex- 
cellently, tho.^e  with  cordeliere  handle  being  .special- 
ly well  taken.  The.^e  have  proved  puldic  favorite^ 
and  have  received  frequent  repeats. 


Coronation  Decorations 

Bunting  and  Flags  of  all  Sorts  Obtainable   for  Sale 
and  for  Display  Purposes. 

Wholesalers  are  now  offering  up-to-date  Hags, 
bunting  and  all  decorative  goods  for  Coronation  dis- 
plays. Not  only  are  really  excellent  likenesses  of  the 
King  and  Queen  to  be  seen,  but  all  the  coats-of-arms, 
including  the  Canadian  and  the  provincial,  with 
added  ornament  suitable  to  the  occasion,  are  also 
to  be  had. 

Retailers  are  reminded  that  these  articles  will  be 
useful  both  for  shop  and  window  trimming  and  also 
to  sell  to  the  public.  A  generous  display  will  un- 
doubtedly help  to  make  a  store  popular  at  this  sea.son 
of  rejoicing. 

Attention  is  called  to  the  fact  that  the  juvenile 
trade  helps  stores  as  a  most  effective  form  of  adver- 
tising. The  youngsters  will  fairly  plague  parents  to 
take  them  to  a  store  where  special  exhibitions  are 
being  made. 

A  tine  collection  of  tu'eworks  will  greatl}'  assist 
especially  if  novelties  are  featured.  These  should  be 
on  sale  in  an  easily  accessible  part  of  the  store  and 
not,  as  in  some  stores,  consigned  to  rear  portions  or 
placed  upstairs.  This  is  for  the  plain  reason  that, 
like  the  notions,  these  articles  are  bought  in  pa.ssing, 
rather  than  deliberate  intention.  Also,  it  is  desirable 
to  clear  all  the  .stock  out  promptly. 

Up-to  date  Sporting  Goods. 

A  traveler  of  long  experience  considered  that  a 
retailer  in  shop  of  average  size  in  a  town  or  village, 
would  not  exceed  prudence  in  stocking  at  lea.st  a 
hundred  dollars'  worth  of  sporting  goods. 

This  would  include  a  fairly  exten.>^ive  range; 
baseball  gloves,  boxing  gloves,  tennis  and  golf  goods 
included.  Merchants  should  U!*c  special  care  to  se- 
cure only  the  most  up-to-date  articles  in  these  lines, 
as  fashions  there,  as  elsewhere,  are  continually 
changing.  A  limited  stock,  carefully  watched  and 
replenished,  and,  if  nece.'^sary,  cleared  out  from  time 
to  time  by  a  sen.'^■ational  bargain  sale,  will  be  found 
to  pay  best.  j\Iany  articles  lose  their  value  with  the 
pa.ssage  of  time.  On  the  other  hand,  a  sale  would 
draw  young  people  who  would  not  otherwise  be  in- 
terested. 


"NAIAD" 

THE  SHIELD  THAT  SELLS 


UNSEEN— NAIAD  PROTECTS 

NAIAD 

DRESS  SHIELDS 


Here  is  the  Shield  that  you 
can  recommend  to  your 
customers,  knowing  that  the 
fullest  satisfaction  will  be 
obtained — the  only  shield 
that  is  as  good  the  day  it  is 
bought  as  the  day  it  is  made. 


EXTENSIVELY  ADVERTISED 

GUARANTEE  WITH 
EVERY  PAIR 

ASK    FOR    SAMPLE    BOOK. 

Wrinch,  McLaren  &  Co. 

SOLE  MANUFACTURERS  FOR  CANADA 

77  Wellington  St.  W.,  Toronto,  Can. 
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Dress  Shield 

Every  pair  guaranteed.  Has  the  largest  sale  in  the  world.  Sold  by  all  leading  jobbers 

I.   B.   Kleinert  Rubber  Company,        -' j  ^Toronto 


No  Dry  Goods  Man 
Is  Ever  Too  Busy 

to    examine    a    proposition    which    means    more 
trade. 

Our    proposition — stock 

"LIDDELL'S" 
Gold  Medal  Linens 


and  so  gret  the  I<ind  of  linen  trade  you  want 
— the  better-class  trade,  which  brings  AN 
EXCEL,L.ENT    PROFIT. 

You  will  find  customers  attracted  by  the 
variety  In  design  and  fine  quality  of  GOIiD 
AIEDAIi  LINENS  in  table  cloths,  napkins, 
sheets,  pillow  cases,  tray  cloths,  sideboard 
scarfs,   tea  cloths,  servettes,   doilies,  etc. 

SPECIAIi     DESIGNS     ARE     EXECUTED     ON 
ORDER. 

Take  the  time  to  look  into  this  right  away. 


R.  H.  COSBIE 

30  Wellington  St.  West,  Toronto 
Irish  Linen  Agency 


BUTTONS 

FOR    EVERY    USE 


MANUFACTURERS  OF 

COVERED    BUTTONS   OF   ALL   KINDS. 

OUR  SPECIALTIES: 

IVORY  ANCHOR  BRASS 

HORNOID     PEARL     CROCHET 

FANCY  METAL 

FURRIERS'  BUTTONS 

— ALSO— 

IMPORT  TRIMMINGS, 
LACES;  BRAIDS,  ETC. 

We   have    the  most  exclusive  line    on  the 

market.     Write  for  prices  and  information 

to-day. 

A.  WEYERSTALL  &  CO. 

145  Wellington  Street  West,  :  TORONTO,  OM. 
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Fine  Prospect  For  Toys 

New  Life  Infused  Into  Staple  Lines  by  Introduc- 
tion  of   so   Many   Novelties. 

Prospects  are  particularly  bright  for  next  seas- 
on's toy  selling.  Import  articles  are  now  on  view  in 
wholesale  houses,  and  some  of  the  finest  toys  ever 
produced  are  among  them. 

Retailers  will  be  glad  to  know  that  natural  baby 
and  small  child  dolls  in  correct,  life-like  propor- 
tions are  now  to  be  had  at  very  reasonable  rates. 
These  dolls  are  a  splendid  display  asset  for  the  s'how- 
ing  of  infants'  and  children's  clothing.  The  cry- 
baby doll  in  life  size  is  really  a  winner,  and  should 
draw  a  crowd  to  any  window. 

Improved  mechanical  toys  include  all  the  modern 
industrial  processes  faithfully  reproduced.  Great 
attention  has  been  given  to  the  production,  at  reason- 
able prices,  of  the  padded  toys  so  much  in  vogue  for 
smaller  children.  Furry  balls,  Teddy  Bears,  Br'er 
Rabbit  and  others,  are  cheaper  and  handsomer  than 
ever.  Natural  voices  are  the  new  and  attractive 
feature  of  many  of  this  season's  animal  toys. 


Strand  Braid  for  Coiffure 

Season  Has  Produced   Some  Novel  Ideas,  Includ- 
ing  the    Bandeau   Pad   and   the   Crescent-shaped, 
Fancy   Net,   or   Hair   Ornament. 

An  extra  wide  braid  of  five  strands  has  been 
found  extremely  effective  with  the  new,  flat  coiffure. 
It  helps,  by  reason  of  its  size,  to  fill  out  the  head,  and 
at  the  same  time  is  .suited  to  a  coiffure  in  which  no 
pad  is  used.  The  front  hair  is  curled  or  waved,  and 
the  ends  made  into  puffs,  or  puffs  applied,  on  the 
crown,  well  toward  the  back.  The  braid  is  then 
fastened  rounTi  the  head  in  bandeau  fashion,  giving 
a  classical  and  yet  a  soft  effect. 

Invisible  hair  nets  have  had  excellent  sale  this 
year,  owing  to  the  continuance  in  favor  of  a  fairly 
loose  stjde  of  hair-dressing. 


New   accessory,   combininu  comb  and    barrette    idea. 
They   come  in  diflerent  sizes. 

Bandeaux,  both  of  .shell  and  fabric,  have  had 
unusually  good  sales.  The  l)andeau  pad  consists 
of  a  roll  joined  l)y  a  short  crescent-shaped  piece  of 
velvet,  bead-embroidered.  The  velvet  passes  over  the 
top  of  the  head  and  the  pad  is  used  to  fill  out  the 
divided  coiffure,  with  its  front  parting. 

Very  pretty  are  the  crescent-shaped  hair  nets  of 
gold   or  silver  thread,   strung   with   ponrls  or  fancy 


beads.  The.se  may  be  used  acro.ss  the  back  of  the 
head  in  place  of  a  barrette  to  retain  the  loose  hair. 
This  is  the  "Billie  Burke"  style.  Or  the  net  may  be 
worn  acro.ss  the  top  of  the  head,  when  a  part  is 
used  and  the  hair  dressed  low.  Satin  and  silk  ban- 
deaux of  similar  shape  show  garniture  of  tassels  at 
each  apex  and  bead  or  pearl  embroidery.  A  very 
pretty  specimen  was  embroidered  by  hand  in  tarn- 
ished gilt  and  bronze  on  green  satin,  tassels  of  metal 
to  match. 

More  suggestive  of  out-of-doors  are  the  "Madame 
Sherry"'  bandeaux  of  ribl^ed  silk  ribbon  with  rosette  to 
match.  These  come  at  distinctly  popular  prices, 
and  are  altogether  a  very  good-looking  article  at  the 
price  asked.  Shell  bandeaux  threaded  with  silk  rib- 
bon have  proved  excellent  sellers  to  the  juvenile 
trade.  They  are  much  worn  by  young  girls  and  con- 
tinue popular  as  ever. 

More  trimming  than  usual  is  a  notable  feature 
of  the  new  hair  goods.  Rhinestones  and  coral  are 
favorites.  Three  strands  of  coral  beads  threaded  on 
wire  was  an  excellent  selling  bandeaux  for  the  hair. 
Rhinestone  set,  narrow,  shell  bandeaux  were  seen  at 
all  prices. 

At  present  the  bulk  of  the  trade  is  being  done  in 
the  novelty  lines  of  hair  ornaments.  Barrettes,  how- 
ever, are  a  staple  line  always  in  demand.  The  mili- 
tary style  is  now  being  featured.  Black  and  white 
combs  and  barrettes  are  the  novelty  offered  by  manu- 
facturers and  are  extremely  neat  and  attractive  in 
appearance. 


A  Quick  Seller 


Illustration  shows  new  Barrette  that 
should  have  a  ready  sale  in  your  notion 
department  It  has  a  nice  high  gloss  finish, 
very  strong  catch,  has   five    strands,    size 

5  '4  X  2  \\ 


$1.50  Per  Dozen,  List  Price 

We  manufacture  all  kinds  of    hair   spec- 
ialties and  waterproof  collars, 

TheSmith-D'EntremontCo.,  Limited 

147.S  Queen  Street  West,  -  Toronto 
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Vacation  Thoughts 


FIRST  AID  to  Summer  Travelers.    All  the  comforts  of  home  on  pullman  or  steamer.      Travelers'  Acces- 
sories that  are  practical— not  mere  fads.    New^est  and  completest  line.    Goods  all  distinctly  high  class. 

Traveling  S  ippera  that  really  flt.    Ladies'  gents'  and  children's  sizes.    Popular  leathers,  fabrics  and  colors. 
Traveling  Air  Pillow.,  silk  covered.     For  steamer  chairs,  etc.    Coolest  pillow  made.    Handsome  into  the  bargain. 
Traveling  Hot  Water  BollUt.    Covered  with  silk  or  flannel.    Attractive  appearance.     Fitted  in  nice  leather  cases. 
Traveling  Brush  Set».    Single  or  double  cases,  holding  one  or  two.    Compact,  yet  eminently  serviceable. 
Tmvpling  Coat  Hangera,  six  in  case.    Automatic  extension.     English  Morocco  cases  in  various  colors.    Necessities. 

P.  W.  LAMBERT  &  CO. 

Manufacturers  of  Fine  Leather  Novelties.  64-66  Lispenard  Street,  New  York 


Stimulate 
Your  Business 


By  Ordering  from   our 
Extensive  Range 

of  barrettes,  side  and  back  combs,  hat  pins,  that  go  to  make  up  a    complete  and   attractive 
smallware  display. 

A  large  and  varied  assortment  of  hat  pins  and  fancy   brooches   at  right   prices,  and  all  the 
latest  designs.  Your  orders  will  receive  our  prompt  attention. 

E.  H.  CODE,  223-225  Queen  Street,  Ottawa,  Ontario 


'C0IFFURETTA'««» 

DOUBLE  KNOTTED  MESH 

SHAPED  SILK  HAIR  NETS 


$4.80    per   gross 

TORONTO  DEPOT: 

Dieckerhoff,  Rafflocr  &  Co..  Ltd. 

Corner  Simcoe  and  Wellington  Sts. 

ROSENWALD  BROS. 


LONDON 


Sole    Manufacturers 
PARIS 


VIENNA 


EacK  net  in  envelope 

MONTREAL  DEPOT: 

Dieckerhoff,  Raffloer  &  Co.,  Ltd. 

525  St.  Paul  Street. 


MAKERS  OF  EVERY  KIND  OF 

Hair  Nets,  Frames,  Rolls,  &c..  &c. 
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ALL  ELASTIC 
WASHABLE- 
POROUS 


Sanitary  Belt 


FOR 
WOMEN 


Every  woman  wants  one.     Cleanly,  antiseptic,  washable  and  comfortable.     Made 
of  soft  surgical  web  especially  woven  for  us. 

HAS  NO  EQUAL  IN  PRICE  OR  QUALITY 

Can  be  worn  next  flesh  or  under  corset.  Gives  with  every  movement  of  the 
body.  Indispensable  with  Union  Suits  Packed  in  assorted  sizes  ;  large,  medium 
and  small.     Sample  free  on  request 

You  have  only  to  show  these  goods  to  sell  them,  price  $3.00 
per    dozen    in     assorted    small,     medium    and    large    sizes. 

C.  H.  Westwood  Mfg.  Co  ,  Ltd. 

MANUFACTURERS 
84-86  Wellington  Street  W.  -  -  TORONTO 

As  good  a  seller  as  the  C.M.C     Hose  Supporters." 


READY  FOR  EARLY  FALL  WITH  A 

New  Line  of  LADIES'  BELTS 

In  Elastic  and  all  other  New  Effects 

Join  the  procession.  Call  or  write  for  samples. 

FOR  THE  JOBBING  TRADE  ONLY 

LOUIS  SCHLOSS 

BROADWAY,  -  NEW  YORK 


Verandah  Accessories. 

Prominent  department  stores  ai'e  now  featuring 
sales  of  goods  specially  planned  for  the  needs  of  the 
Summer  home.  Cheap  cushion  slips  in  brilliant 
shades  which  will  stand  sun  and  wetting  without  too 
much  fading,  are  seen  at  popular  prices.  A  plai» 
slip  in  floral  design  and  made  to  be  fastened  on  by 
domes  or  buttons,  proves  a  popular  favorite.  The 
better  numbers  ai'e  finished  with  cord  and  tassels. 
These  slips  provide  an  excellent  suggestion  for  clear- 
ing out  old  stock  in  art  muslin,  chintzes,  etc.  They 
may  be  made  up  in  the  workroom  at  a  minimum  of 
cost  and  easily  retailed  at  from  twice  to  three  or  four 
times  their  value. 

Hammocks  at  from  two  dollars  up  are  now 
offered  in  rich,  deep  shades  which  are  practically 
sun-proof.  It  will  be  noted  that  this  season's  color 
schemes  arc  much  more  beautiful  and  harmonious 
than  for  some  time.  Improvement  was  needed,  and 
a  crude,  offen.sive  color  scheme  is  now  seldom  seen. 

Wholesalers  of  fancy  goods  are  now  offering 
Japanese  lanterns  in  improved  styles,  and  vari- 
ety of  shapes,  in  job  lots  of  from  a  dozen  up,  cost  be- 
ing in  some  cases  only  about  4  or  5  cents  each.  No 
retailer  sliould  find  it  hard  to  sell  these  lanterns  at 
this  season.  An  announcement  in  his  ad.,  and  the 
calling  of  attention  to  their  chnrni  and  seasonable- 
ness  as  a  porch  accessory  should  prove  enough.  They 
may  also  be  featured  when  large  garden  parties  and 
out-of-door  functions  are  being  given. 

Fancy  goods  houses  are  showing  great  variety  of 
swinging   seats   for   both   grown-ups   and   children. 


These  range  from  an  article  which  is  as  handsome 
as  a  settee,  and  upholstered  throughout,  to  the  small, 
safety  swing  for  the  baby.  This  latter  is  suspended 
by  strong  cords  and  has  a  retainer  to  hold  the  child 
in  place.  The  article  would  sell  from  $2.00  up,  in 
styles  well  finished,  strong  and  handsome. 

Swinging  couches  for  the  sleeping  porch  are  a 
new  line  coming  into  greater  popularity  every  year. 
The  hammock  bed  is  another  article  of  this  type 
which  is  an  established  favorite. 


Change  in  Chatham  and  Windsor   Stores 

Two  limited  liability  companies  are  being  form- 
ed to  take  over  the  two  dry  goods  stores  in  Windsor 
and  Chatham,  in  which  Joseph  Appelbee  had  the 
chief  financial  interest.  The  Chatham  store  has 
been  carried  on  under  the  name  of  ^Vppelbee.  Stone 
&  Appelbee,  mtli  Spencer  Stone  as  manager.  Mr. 
Stone  Avill  now  be  president  of  the  Chatham  com- 
pany and  will  continue  as  manager.  E.  R.  Dunk, 
in  business  for  some  years  in  Port  Perry  will  be 
manager  of  the  Windsor  store. 

Gordon  MacKay  &.  Co..  Toronto,  are  largely  in- 
terested in  the  deal.  The  two  stores  are  in  excellent 
condition  and  extensions  are  being  planned. 


TTiuniltiMi  will  hold  a  "Made  in  Hamilton"  week. 
June  12-17.  During  these  days  merchants  will 
specialize  on  goods  made  in  Hamilton. 
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Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get? 


EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  the  market  for  certain  goods,  but  that 
they  do  not  know  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

W^e  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 
not  usually  sold  in  dry  good  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 
are  at  the  service  of  our  readers. 

We  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 

and  use  it  when  you  would   like  us   to  give 
you  information. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


1 


THE  DRY  GOODS  REVIEW 

143  UNIVERSITY  AVENUE 

TORONTO 


For  Subscribers 


INFORMATION  WANTED 


DATE 


191 


PLEASE  TELL  ME  WHERE  I  CAN  BUY 


NAME 


ADDRESS 
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Novelties   in  Sweater  Coats 

Manufacturers  Preparing  Lines  to  Meet   Effect 
of  Ready-to- Wear  Style  Tendencies  —  Corona- 
tion Samples  and  Triplex  Collars 

MERCHANTS,  who  are  interested  in  ladies' 
sweater  coats  for  Fall,  cannot  but  notice  the 
trend  of  style  and  influence  of  the  ready- 
to-wear  buying. 

Manufacturers  are  following  novelties,  introduced 
by  designers,  and  buyers  are  directed  to  a  large  extent 
by  style  tendencies  seen  in  orders  already  placed  on 
ready-to-wear  garments. 

It  will  readily  be  seen  that  this  influence  is  away 
from  plain  effects  and  in  preparing  later  numbers 
for  Fall,  several  novelties  have  been  included.  These 
garments  follow  the  style  tendencies  in  the  ready-to- 
wear  section  in  regard  to  length  and  important  fea- 
tures. 

Combined;  with  this,  every  number  in  every  color 
or  style  is  made  up  or  transposed  in  other  suitable 
lines  if  required.  This  gives  buyers  opportunities 
to  develop  their  buying  to  meet  the  demand  foi 
novelty  in  their  own  territory.  As  the  season  ad- 
vances, extra  samples  may  be  added,  following  the 
demand  for  novelties,  but  from  present  ranges  buy- 
ers need  not  be  handicapped  in  any  way  if  novelty 
is  to  be  a  strong  point  in  their  Fall  selections. 

Co-eds  and  Varsity  Styles. 

So  far  co-eds  and  varsity  styles  have  taken  ex- 
ceptionally well,  and  models  with  side-buttoned  ef- 
fects have  been  most  popular. 

A  resume  of  the  shades  shown,  when  considered 
with  the  number.s  of  samples  prepared,  will  give  a 
faint  idea  of  the  possibility  of  novelties,  when  dif- 
ferent weaves  can  also  be  made  to  add  novelty.  On 
a  few  machines  where  it  is  possible,  samples  are  made 
with  fancy  stitch  running  round  or  reverse  on  the 
face  to  the  design  on  the  back. 

Shade  strips  make  contrasting  colors  most  prom- 
inent. Among  the  strongest  numbers  are:  Oxford, 
2  shades;  grey,  pearl  and  folate;  navy,  2  shades;  car- 
dinal, 2  shades;  tan,  2  shades;  sky,  reseda,  white 
and  black.  So  far  this  season  white  and  grey  have 
been  strongest  sellers,  when  combined  with  con- 
trasting colors. 

One  of  the  very  latest  novelties  follows  style  ten- 
dencies and  colors  brought  about  by  the  coronation, 
and  promises  to  become  immediately  popular.  This 
unique  garment  is  made  in  any  style.,  and  features 
royal  crimson  and  coronation  l)lue  with  white,  or 
\Vhite  contrasted  with   these  novelty  colors.. 

All  lengths  from  24  to  44  inchei*,  in  either  misses' 
or  ladies',  are  offered  in  exceptionally  stylish  coats 
of  all   wool   worsted   yarns.      A    vci'v   coniprehonsiv.^ 


lange  of  fancy  ribs  are  shown,  which  are  the  nearest 
to  hand  knitting  that  can  be  done  on  machinery. 
Actual  novelties  offered  in  these  imperial  colors  are 
distinctly  "out  of  the  ordinary,'"'  and  .show  real 
merchandising  attractiveness  at  leading  prices. 

As  a  further  advantage  to  retailers,  manufac- 
turers are  meeting  the  demand  for  improved  collars 
and  shawl  effects  are  seen  on  Fall  .samples.  "Triplex" 
collars  combine  this  style  in  a  satisfactory  way  and 
high,  low  or  .shawl  collars  are  po.^.'^ible.  In  case  the 
shawl  effect  is  not  desired,  by  turning  the  collar  in- 
side the  coat  double  thickness  is  given,  which  lays 
flatly  across  the  shoulders.  This  is  not  detected  by 
any  bulkine.«s  or  general  outline  change  in  the  fit 
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Draw-over   sweater  coat,   with   hood  or  s.iilor 
collar  effect   in  coiitrastiiiK   colors    and     Coro- 
nation  shades.    Aviation  cap  to  match 


of  the  ganncnl.  This  promises  to  be  one  of  the  mo*t 
important  developments  in  sweater  coat^  this  sea- 
.<on.  Any  style  df  garnunt  lan  be  made  with  a 
triplex  collar. 

For  an  extreme  novelty,  manufacturers  are  show- 
ing heavy  plain  rib  coats,  with  fancy  stitch  trim- 
mings and  triplex  collar,  for  auto  wear.  Sample 
lengths  vary  from  36  to  50  inches.  Of  course,  the^e 
are  al.^o  shown  with  ordinary  or  no  collars,  and 
manufactiH'ers  are  realizing  the  broad  opportunity  of 
llii<  Held  for  novi^ltv  and  hiiilitn'  cla.^s  carmentsi. 
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IN  CHOOSING  HOSIERY 
FOR  STOCK  YOU  CAN- 
NOT DO  BETTER  THAN 
BY  SELECTING 


This  Name  and  LaDel  are  always  associat- 
ed with    High    Quality    aud    Fair    Price. 

THERE  IS  NEW  ENERGY 

lor  your  Hosiery  Department  in  Radium  Hosiery. 
Your  Patrons  ^vill  immediately  recognize  tneir  splendia 
wearing  features  ana  tne  perfect  finish  of  Raaium 
Goods.  :  :  :  :  :  :  :  : 


Perrin  Freres  &  Cie. 


28  Victoria  Square 


Montreal 
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Children's  lines  have  not  been  neglected  in  any 
way.  and  more  or  less  novelty  has  been  introduced 
into  styles  and  colors  in  busters,  cardigans  and  juve- 
nile sweater  coats.  These  lines  have  added  material- 
ly in  maintaining  business  in  last  season's  showings. 


Interesting  Hosiery  News 

Possibility  of  High  Class  and  Improved  Silk  Quali- 
ties  Suitable   for  Canadian    Demand  —  Ready  for 
Repeats  on  Lisles  and   Mercerized   Lisles 

Canadian  merchants  will  appreciate  the  boon  of 
being  able  to  stock  silk  hosiery  in  black  and  colors 
and  to  get  repeats  as  often  as  necessary.  In  hosiery 
departments  this  end  of  the  business  ha,s  always  been 
unsatisfactory  from  the  buyers  standpoint  and  even 
for  special  orders  it  has  been  hard  to  procure  better 
lines  when  wanted  and  especially  lighter  colors. 

There  is  every  probability  of  merchants  being 
able  to  overcome  this  condition  and  although  it  is 
not  definitely  decided,  The  Review  is  informed  that 
manufacturers  are  preparing  a  line  of  improved 
silk  hosiery  with  lisle  toe,  sole,  heel  and  high  splice 
and  lisle  garter  top.  The  possibility  of  the  demari  1 
and  of  conditions  under  which  manufacturers  can 
meet  it  will  be  fully  considered  by  representative 
agents  during  the  next  month.  While  not  being 
able  to  state  definitely  at  present  what  the  result  of 
this  decision  will  be,  merchants  can  be  prepared  for 
the  new  lines  if  quality  is  the  point  in  question. 

Judging  from  fir.st  samples  seen,  attention  has 
been  paid  to  the  style  demand  for  gauzy  makes 
found  in  Canada  at  the  present  time.  The  finest 
silk  that  can  be  procured  is  being  used  and  manu- 
facturers have  produced  a  line  which  is  much  super- 
ior in  fit,  comfort,  feel,  finish  and  style  when  com- 
pared with  first  attempts  or  even  with  imported 
lines.     These  essentials  could  not  be  better. 

Samples  are  full-fashioned  and  seamless.  These 
improvements  are  made  by  a  cross-stitch  seam  on  a 
machine  that  is  most  intelligent  in  its  operations. 
From  a  selling  standpoint,  new  samples  are  all  that 
could  be  desired.  New  machines  will  be  installed, 
if  necessary,  to  meet  finer  gauges. 

^lanufacturers  point  out  that  quality  is  the  main 
object  in  view  and  customers  here  do  not  want 
cheaper  grades.  New  lines  meet  popular  prices  at 
$1.50  and  possibly  $2.00  to  retail,  promising  a  good 
advance  and  cost  price  quotations  will  also  be  de- 
cided directly. 

Merchants  are  a.s.sured  of  a  line  .showing  a  .satis- 
factory 231'ofit.  Hosiery  of  this  stamp  meets  Cana- 
dian demands  in  every  way  and  no  doubt  these  new- 
lines  can  be  considered  in  Fall  placing.  Black  is 
almost  certain  to  be  and  best  colors  will,  perhaps,  be 
ready. 

Regarding  fine  gauge  mercerized  lisles,  especially 
in  popular  lines,  manufacturers  have  offered  particu- 
larly good  qiiantities  for  Spring  placing  and  will  be 
abl^  to  handle  repeats.  Some  buyers  are  not  fully 
conversant  with  Canadian  makes  and  often  numbers, 
which  have  been  most  successful  in  Western  retail- 
ing, are  not  taken  except  in  .-jections  widely  apart  in 
the  Ea.stern  groimd.  This  is  particularly  evident  in 
gauzy  lines  retailing  at  50c  pair.    These  are  knit  on 


Worsted   Bathing  and 
Athletic  Suits 

JERSEYS  FOR  ALL  SPORTS 

MADE    IN    CLUB    COLOURS 
Sweater  Coats,  Sweaters,  Etc. 

Scott  Knitting  Co. 

24  RYERSON   AVENUE,  -  TORONTO 


TURNBULLS 


iiii!iii.!!"RIBBED , 

UNDERWEAR 

FEARS  NO  COMPARISON 


Its  quality  resuKs  from  the  perfect  grade  of 
materials,  the  struiii;,  elastic  stitch  and  the  rare 
with   which   every  garment    is   turned   out. 

This  gii'es,  too,  a  perfeetl.v  uniform  grade. 
There  is  no  danger  of  dissatisfied  customers  and 
return    of    goods    is    almost    unknown. 

No  fault  has  been  left  uncorrected  in  the  de- 
velopment   of   this    splendid    stock,    hence 

TURNBULL'S  UNDERWEAR 
CREATES  BUSINESS 

See  our  lines  at  once  and  stock  them.  You 
will    find    a    steady    demand    at    once. 

V     The  C.  Turnbull  Go.  of  Gait,  Ltd.     n 


CancLda,. 
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Fit  for  a  Kin^ 


THIS  newest  "PEN- 
ANGLE''  Creation, 
in  the  authorized  Coronation 
colors — Royal  Crimson  and 
Coronation  Blue — knitted  in 
the  daintiest  pattern— of  the 
finest  fleecy  wools,  the  lightest 
garment  imaginable-— form- 
fitting  and  shape-retaining. 

No  Lady's  Wardrobe  will 
be  complete  this  summer 
without  this  superb 


Pen-Anglc 


CORONATION 

SWEATER  COAT 

If  you  haven't  it  in  stock.,  better  order  now — 

IMMEDIATE    DELIVERY. 
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one  iiiachiiic  coiiijjlete,  and  liiii.<he(l  in  any  color, 
altliouiih  (lytTri  are  not  (."irryiug  a.s  many  .-ihades. 
Some  have  been  withdrawn  on  account  of  style 
tendencies.  When  quality  and.  finish  are  considered 
and  merchants  note  the  suitability  of  these  numbers, 
they  will  see  the  advantages  and  importance  of  fine 
gauge  mercerized  lisle  hosiery  for  their  departments. 

One  line  with  a  fair  profit,  made  of  mercerized 
sea-islarid  lisle  woven  full-fashioned  with  two-thread 
and  four-thread  foot,  broad  way  and  garter  tops  have 
been  handled  most  successfully,  especially  by  mer- 
chants in  British  Columbia.  Lesser  qualities  are  just 
as  seasonable  and  offered  at  a  convenient  merchan- 
dising price. 

For  Fall  cashmere,  qualities  are  being  specially 
prepared.  In  order  to  supply  popular  numbers 
some  mills  have  doubled  their  output  and  are  work- 
ing night  and  aay  to  complete  orders.  Every  atten- 
tion is  being  given  to  producing  popular  numbers 
in  plenty  of  time  for  Fall  retailing. 


What  the  Manufacturers  Say 

V-Necks  in  Good  Demand,  but  Coat  with  Col- 
lar Will  be  Popular  —  Fawn  Trimmed   With 
Brown  —  Position  of  Aviation  Cap. 

Regarding  Fall  styles  in  knitted  goods,  a  manu- 
facturer writes  The  Review  as  follows: — 

"We  do  not  know  that  there  is  very  much  to  say 
outside  of  a  reference  to  the  lengths  of  the  sweater 
coat  both  for  ladies  and  men.  The  demand  for  these 
goods  is,  in  our  experience,  greater  even  than  last 
year  and  the  tendency  being  to  get  away,  apparently 
in  ladies,  from  the  long  coat,  the  shorter  coats  run- 
ning about  thirty  inches  in  length  being  in  much 
greater  demand  than  the  longer  styles.  The  collar 
coat  for  ladies  is  also  apparently  going  to  be  very 
popular,  though  the  demand  for  the  coat  without  a 
collar  is  still  very  large. 

"The  new  aviation  cap  for  ladies  is  in  very  great 
demand,  there  are  a  number  of  styles  on  the  market 
all  of  which  appear  to  be  very  popular.  We  antici- 
pate a  very  active  Fall  in  this  line. 

"Last  year,  the  majority  of  these  caps  worn  were 
hand-made  but  the  number  of  attractive  designs  in 
machine-made  goods  is  so  great  and  the  price  so 
reasonable  that  we  are  inclined  to  think  that  the 
hand-made  goods  will  not  be  so  popular  owing  to 
the  difi'eronce  in  price.  In  the  balance  of  the  lines 
we  manufacture  there  is  nothing  special  to  refer  to 
in  the  way  of  new  goods  but  the  demand  continues 
very  satisfactory  in  all  staple  lines." 
Another  manufacturer  states: — 
"In  connection  with  Fall  styles  of  knit  goods, 
would  say  that,  judging  from  our  orders,  we  believe 
tliat  8()  to  4()-inch  coats  will  be  popular  for  the 
Summer  and  early  Fall  months.  After  that  25  to 
30-inch  coats  will  be  popular.  The  V-neck  coals 
are  the  heaviest  .sellers.  Coats  with  collars,  however, 
will  become  very  popular  for  later  Fall  business. 

"Our  experience  is.  in  regard  to  colors,  that  white, 
grey,  cardinal  and  navy  ar(>  always  the  heavy  sellinu 
colors,  altlHiugh  fawn  and  fawn  trimmed  with  lirnwn 
i<  \-fvry  pojiular  this  year." 


REBISTEBO) 
TIGER  BRAND. 


"TIGER  BRAND" 
UNDERWEAR 

"Tiger  Brand"  Underwear  is  going:  to  be  tlie 
leader  for  Fall  in  the  Underwear  Mart.  It  has 
the  three  most  important  requisites  of  "good" 
underwear  —  Superior  Finish  —  Durability — 
Style. 

If  you  have  tried  other  brands  and  found 
them  wanting  in  "customers" — if  yon  find 
your  underwear  department  slack  when  your 
competitors  about  you  are  doing  good  busi- 
ness— there's    a    hitch   somewhere. 

Ask  yourself — have  I  a  stock  of  the  finest 
Underwear    obtainable  ? 

No — not  if  you  haven't  Tiger  Brand.  It's 
the  one  big  customer-getter  and  a  huge  asset 
to  your  shop.  Send  in  your  order  now — see 
the   result   for  yonrself. 


Gait  Knitting  Co.,  Limited 

Gait,  -  -  Ontario 


Health  Brand 
Underwear 


We  have  all  sizes  of  Children's 
and  Infants'  light-weight  wool 
garments  in  stock,  in  Rubens, 
Brownies  and  Buttoned  Fronts, 
also  a  good  range  of  Ladies'  light- 
weight wool  vests  in  long  sleeves, 
short  sleeves,  and  without  sleeves. 


Greenshiel  s,Limited 

MONTREAL 
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Charming  and  Comfortable 

BEAVER    BRAND 

Knitted  Goats 


There's  an  individuality  in  the  design 
and  knit  of  our  Coats  that  make  them 
particular  favorites  with  well-dressed 
women. 


NEW  MODELS 

FOR  1911-12 

NOW    READY 


STYLES—  «° 

Up-to-Date 

WORKMANSHIP— 
First-Class 

MATERIALS— 

The  Best  To  Be  Had 

Ask    for    Samples    and    be    Convinced 

R.  M.  Ballantyne,  Limited 

STRATFORD,    ONTARIO 


11: 
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Wool  Blankets  Better  Napped 

Flannelette  Makes  and  Modern  Heating  in  the 
Home  Changes  Demand  —  Canadian  Manufac- 
turers Meet  Requirements  —  Contract  Orders 

Conditions  in  the  maiuifacture  of  woolen  blan- 
kets ha\-e  changed  considerably  during  the  last  few 
years.  Important  among  these  are  numerous  alter- 
ations in  machinery  and  Canadian  manufacturers 
are  improving  blankets  by  special  napping  machines. 
Manufacturers  have  been  met  by  similar  conditions 
as  other  mills  in  regard  to  increased  cost  of  labor 
and  materials,  but  out.side  of  this,  especially  in  wool- 
en blankets,  several  other  changes  have  had  to  be 
met. 

Most  prominent  among  these  is  the  advent  of 
flannelette  blankets  and  although  most  merchants 
are  aware  of  the  conditions,  they  also  remember  the 
time  when  quantities  of  SB-inch  and  72-inch  flannel 
sheetings  were  sold  and  used  to  be  considered  a  good 
sale  when  a  ten-yard  length  was  asked  for.    No  order 


Children's  knitted  over- 
alls, buster  coat,  toque 
and  mitts  to  match. 
Shown  for  Fall  in  all 
colors  :  esqecially  popu- 
lar in  while  and  scarlet 
as  typical  Canadian  gar- 
ments. 


was  complclc  willunit  a-  |)jece,  each,  of  grey  or  white 
flannel  .sheeting  in  Ijolh  widths.  It  is  not  so  many 
years  ago  when  ))eddlers  always  carried  2V2  find  5- 
yard  lengths  to  exchange  for  farm  produce.  To-day, 
only  a  small  quantity  is  manufactured  and  an 
occasional  piece  is  aH-ced  for.  This  condition  quickly 
followed  the  introduction  of  flannelette  blankets. 

Effect  of  Modern  Conditions 

Another  condition  is  t)r()ught  about  by  the  build- 
ing of  modern  hou-ses  and  improved  heating  methods. 
Blanket  manufacturers  say  that  occasionally  high- 
price  qualities  are  a.sked  for  from  a  style  standpoint, 
but  that  for  utility  and  washing,  Canadian  buyers 
demand  lig'hter  weights  each  year.  This  same  tend- 
ency ha.'^  alfecU'd  (he  importing  of  blanket>s,  especi- 
ally liigh-cla.ss  (pialitics,  and  imder  present  condi- 
tions, Canadian  iiianufacturers  state  that  their  out- 
put fully   iiieels  I'ccniii'cinciits  in   this  I'duntry.    It  is 


also  claimed  that  whole.salers  and  jobbers  realize  this 
ill  placing  for  P'all.  Occa.sional  fancy  blankets  have, 
however,  been  taken  for  .«how  or  window  purpo.ses. 

Especially  in  the  West  and  on  railroad  or  con- 
struction work,  large  orders  are  being  received  and 
mills  to-day  are  gi^^ng  greater  attention  to  contract 
orders.  A  .specialty  is  being  made  and  improved 
blankets,  both  in  lower  and  medium  quality  grays, 
are  being  manufactured.  The.se  improvements  in 
color,  finish  and  weight  are  most  pronounced.  In 
most  grades,  much  cleaner  blankets  are  produced 
u'hich  has  made  this  end  of  the  output  a  strong  fac- 
tor in  some  mills  which  have  been  catering  strongei 
than  ever  with  that  end  of  manufacturing  in  view. 

There  is  no  material  difference  in  construction 
for  some  j^ears  and  mills  are  confining  their  output 
to  popular  lines  as  stated.  Canadian  wool  is  the 
same  price  to-day  as  a  year  ago  so  far  as  grades  used 
in  manufacturing  blankets  are  concerned.  It  will  be 
remembered  too,  that  at  present,  last  year's  wool  is 
still  being  used  and  blankets  Avill  jje  quoted  at  simi- 
lar prices  while  this  supply  lasts. 

When  asked  about  prices  for  next  year,  one 
manufacturer  was  vinwilling  to  give  any  forecast 
either  way.  He  simply  stated,  that  as  far  as  he  knew, 
none  was  available. 

Regarding  business  placed  for  Fall,  mo.st  manu- 
facturers are  satisfied  with  orders  received  and  quali- 
ties demanded.  In  both  white  and  grays,  mills  and 
jobbers  report  satisfactory  business.  In  their  own 
lines,  all  are  satisfied  that  Canadian  conditions  are 
met  and  less  irnporting  is  being  done  than  in  former 
years.  It  is  expected  that  placing,  from  now  on  by 
retailers,  will  be  fully  up  to.  if  not  ahead,  of  last 
season. 


THE  HALL-MARK  OF  Registered  No.  262.005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in    the   TOP,   it    increases    in    WEAR-RE- 
SISTING    PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE   FIVE.     By  this  process 
iheWEIGHT  and  STRENGTH  ot  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkabli 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 


To  be   had  from    any   of   the     Leading 
Wholesale  Dry  Goods  Houses 
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JAEGER  PURE  WOOL 


For  the  Holiday  Season. 

TRADE  /cVmARK 


SWEATER 


COATS 


For  Men,  Ladies  and  Children. 

We  carry  a  full  stock  of  all  sizes  assorted  in 
White  and  Plain  Colors,  also  bordered  effects. 

No.  203  for  Men's  or  Ladies'  wear  selling  at 
$5  is  unequalled  for  fit  and  wear 

Jaeger  quality  is  w^hat  your  customers  like. 


DR.  JAEGER'S  ^^oT.^I^  SYSTEM 

^/Vholesale  Warehouse:     52  VICTORIA  SQUARE,    MONTREAL 


COMPANY 
LIMITED 


TRADE  MARK. 


ASK     FOR 


TRADt  MARK 


BURNLETS  WOOLS. 


REGISTERED. 


REGISTERED 


Scotch 

Fingerings, 

Vanguard, 

I5's,  12*s 

Fine. 

Hosiery 

Yarns, 

&c.,  &c. 


Soft 

Knittings, 

B.     Imperial, 

Soft  Spun 

Vanguard 

Fine. 

Ql  and  00 

Worsteds, 

&c..  &c 


ESTABLISHED   1752 


THOMAS    BURNLEY    &    SONS.    LIMITED 

MANUFACTURERS  OF  SCOTCH  FINGERING  &  KNITTING  WOOLS. 

GOMERSAL  MILLS,  nr.  LEEDS,   ENGLAND. 

AGENT:  — DAVID  M.   CHORLTON  149   NOTRE  DAME  STREET   WEST.   MONTREAL 


Please  mention  The  Reznexv  to  Advertisers  and  Their  Travelers. 


Dry  Goods  Review 


KNITTED    GOODS 


69 


•? 


*" 


sfr' 


ctiss  woe*. 


'^ 


Ask  your  wholesaler  for  the  Princess  line,  and  you  will  have 
something  your  customers  are  looking  for.  Their  perfect  fit- 
ting qualities  and  snowy-white  appearance  bring  the  customers 
back  for  more.  These  garments  are  the  most  comfortable  made 
for  women  and  children,  because  of  a  process  of  our  own  that 
makes  them   fit   the   figure,   and   gives  pleasure  to  the  wearer. 

BE  SURE  TO  SEE  OUR  NEW  SPRING  LINES— NOW  READY 

PRINCESS  UNDERWEAR,  Limited 

80  Park  Street  N.,  Hamilton 


All  Wool 
Hand  and  Machine  Knitted 

GOLF  COATS 


LATEST 
STYLES, 
COLOURS, 
FINISH. 


PERFECT  FIT, 
LADIES'  and 
GIRLS' 
SIZES. 


LOWEST  MANUFACTURERS'  PRICES 

All  Orders  will  be  executed  through 
your  London  Houses 

A.  T.  SINGER  <a  CO. 

77   FORE  STREET 

LONDON,  E.G.,  -  ENGLAND 
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THE  CENTRE 
OF  ATTRACTION 


During  the  hot,  sweltering  days  to  come  you  can  make 

your    store    the   centre    of    attraction  by  displaying  in  your 

windows   the   Zimmerknit   hot   weather    specialties.       They    look 

cool   and  they  are   cool.     Nothing   is  so   attractive  and  inviting, 

when  the  mercury  is   boiling  over  and  your  clothes  seem  to  stick 

to  you  at  the  slightest  exertion,  as  the  cool,  light,  soft  appearance  ^ 


ZIMMERKNIT 

SUMMER]  UNDERGARMENTS. 


We  do  not  make  every  known  kind  of  underwear.  Our  mills 
are  equipped  to  specialize  only.  We  give  you  the  best  the  world 
produces  in  Balbriggans,  Porous  Knit,  Mesh,  Silkette,  Lisle, 
Bathing  Suits.  Outing  Jerseys,  and  Union  Suits.  We  produce 
distinctive  garments  of  a  style  and  texture  exclusive  with  us. 

Demand    Zimmeiknit   label    on  all  gar- 
ments.    Accept  no  substitutes. 


THE  ZIMMERMAN  MANUFAC- 
TURING CO.,  LIMITED 
Hamilton,  Ont. 


S.  LENNARD  &  SONS 

DUNDAS,  ONT. 

Manufacturers  of: 


Wish  to  advise  you  that  their  range  of  production  for 

AUTUMN  1911 

is  now  completed  and  in  the  hands  of  their  selling  agents,  who  will  call  upon 
you,  and  we  solicit  a  continuance  of  your  esteemed  orders 


No  Retailer's  Stock 
is  complete  without 
these  well-known 
brands. 


SOLE  SELLING   AGENTS 
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The  Proof  of 
the  Dye 

is  in  the  demand.  Year  in  and 
year  out  the  call  for  Hermsdorf 
Dyed  Fast  Blacks  never  lags. 
The  busiest  and  best  hosiery 
departments  in  the  world  owe 
much  of  their  prestige  to  Herms- 
dorf Dye — the  cleanest,  fastest, 
purest  black  dye  for  hosiery 
ever  produced.  Hermsdori's 
signature  on  the  sole  is 

The  Name  That  Sells  the 
Stocking 


Works :  Chemnitz,  Saxony 

American  Bureau  : 
235  West  39th  Street,  New  York 


Get  our  free  book  of  ttocking  selling  helps — 
48  pages  all  brimming  over  with  advertising 
and  window-trimming  ideas  that  will  sell 
more  stockings.  Address:  American  Bureau 
of  Louis  Hermsdorf,  235  W.  39th  St.,  New 
York  City. 


I     UNSHRiNKABLE    V 

UNDERWEAR 

^  _  FOR  MENp,^, 


HNE  ELASTIC 
UALITIES, 
lOUS  WEIGHTS 

PURE 
WOOL 

PERFEGTiySHAPED 

SUPERIOR  FINISH 

ORDER  FROM  YOUR  WHOLESALER 


The  Schofield  Woollen  Co.,  Limited 

Oshawa,  Canada 
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The  Views  of  Leading  Buyers 

Exchange  of  Ideas  on  Important  Question  of 
Fall  Buying  —  Review  Obtains  Opinions  Which 
Give     Broad,   Practical   Verdict   on   the   Situation 

AVERY  helpful  expression  of  opinion  with 
reference  to  the  comparative  position  of  the 
different  dress  materials  for  Fall,  has  been 
obtained  by  The  Review  from  some  of  the 
leading  Canadian  buyers. 

Recently,  letters  were  sent  out  with  the  object  of 
obtaining  an  exchange  of  opinion  at  a  time  when  it 
would  be  most  valuable.  Buyers  were  asked  to  name 
the  leading  fabrics  for  Fall,  so  far  as  they  could  tell 
from  present  view;  leading  colors,  in  order  of  popu- 
larity ;  what  lines  they  intended  discarding ;  the  posi- 
tion of  caraculs,  sealettes  and  other  pile  fabrics ;  com- 
parison of  foulards  with  fancy  and  plain  weaves; 
how  they  were  dealing  with  demand  for  shorter 
lengths  and  whether  skirts  would  be  wider  next  Fall. 

On  certain  main  points  there  seems  to  be  remai'k- 
able  unanimity  as,  for  example,  with  regard  to  the 
leading  position  of  serges,  tweeds,  cheviots  and 
worsteds,  while  on  other  points  there  was  some 
diversity. 

Over  eighty  per  cent,  of  the  buyers  agreed  that 
blue  would  be  the  leading  color.  Browns,  greys  and 
greens  were  generally  selected  as  next  on  the  list. 
There  was  difference  of  opinion  regarding  black. 
This  color  is  always  staple,  and  many  buyers  do  not 
expect  it  to  be  as  great  a  style  feature  as  five  seasons 
ago. 

Pile  fabrics  seem,  on  the  whole,  to  be  stronger. 
Though  not  explicitly  asked  to  do  so,  almost  every 
buyer  has  mentioned  velvet  or  velvoteen.  This  is 
significant. 

Quite  naturally,  foulards  are  expected,  by  the 
majority,  to  give  way  to  plain  silks  and  satins  for 
Autumn  trade,  these  latter  being  especially  adapted 
for  evening  wear  and  afternoon  occasions. 

Summer  has  shown  great  favor  for  foulards  and 
these  must  be  considered  again  in  clieaper  lines  for 
1912.  This  will  be  decided  largely  l)y  the  extent  to 
which  patterns  are  copied  in  wash  fabrics  for  next 
season.  Buyers  can  judge  from  the  demand  at  the 
last  of  this  season. 

Various  methods  of  dealing  with  the  problem 
presented  by  the  demand  for  !^horler  lengths  are 
suggested  and  are  particularly  interesting.  Some  of 
the  heads  either  have  not  felt  or  have  not  realiz-od 
the  effect  of  the  shorter  length  in  dress  goods  selliuc. 


On  the  other  hand,  some  buyers  would  handle  the 
situation  very  cleverly. 

The  consen.sus  of  opinion  is  decidedly  in  favor  of 
wider  skirts  for  next  Fall. 

It  may  be  noted  here  that  the  harem  skirt,  with 
its  trousers  attached,  calls  for  a  good  quantity  of 
cloth.  Tailored,  narrow  skirts  are  beginning  to  show 
the  insets  of  pleats  which  one  buyer  comments  on. 
It  is  improbable  that  the  very  narrow  styles  will  sur- 
vive this  season  in  face  of  so  much  opinion  to  the 
contrarv. 


What  Ontario  Buyers  Say. 

John  Pittaway,  dress  goods  buyer  for  (has.  Ogilvy,  Ltd.,  Ottawa, 

Ont. 


Leading  Fabrics — Cheviots,   tweeds,  serges,   plain  clotbs. 

Colors,  in  order  of  popularity — Light  navy,  light  brown,  light 
greens,   Copenhagen,   black   and   white. 

Opinions  regarding  blacks  for  Fall — They  will  be  used  a  good 
<leal.  Cheviots  or  serges,  which  we  find  at  the  present,  coming 
stronger  every   day. 

Intend  discarding — Shadow  stripes  and  all  decided  designs 
and   all  large  patterns. 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
Caraculs  all  a  back  number,  sealettes  and  plush  pile  efifect  will 
be   strong,   also   tweed   coatings. 

Foulards  as  compared  with  fancies  or  plain  colored  silks.  I 
think  there  will  be  more  plain  satin  or  satin  silk  effects  used 
than   any   fancy  silks. 

Would  deal  with  call  for  shorter  lengths — Always  keep  small 
ends  in  view  on  the  counter,  well  ticketed,  and  keep  the  clerks 
pushing  all  small  ends  when  asked   by  a  customer. 

Win  skirts  be  wider  next  Fall'.'  Much  the  same  as  the 
present. 

Miss  B.   J.    Smith,   dress   goods   buyer   for   Robinson   Co.,   Napanee. 


Leading  fabrics — Serges,  cheviots,  tweeds,  velvets,  worsteds  and 
veiling   materials. 

Colors  in  order  of  popularity — Blues,  browns,  greys,  clarets 
anil    greens. 

Opinion    regarding   black    for   Fall — Will   be   strong. 

Intend    discarding — 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
Sealettes  and  plushes  will  be  good.  Caraculs  not  so  much  In 
favor. 

Foulards  as  compared  with  fancies  or  colored  silks.  Foulards 
will  not  be  so  popular  for  Fall.  I  think  we  will  see  more  plain 
satins   worn    .ind   .1   few   fancy   weaves   for   afternoon   gowns. 

Would  deal  with  call  for  shorter  lengths — The  call  for  shorter 
lengths  this  season  was  rather  alarming,  but  I  have  found  in 
many  cases  you  eo\ild  sell  two  dresses  instead  of  one.  and  It 
gives  you  an  opportunity  of  advising  more  trimming  on  the 
gown. 

Will  skirts  be  wider  next  Fall?  The  skirts  will  be  partially 
pleated,    which   will   certainly    add    to    the   width. 

Mr.    Kuh^ell,    dres.s    goods    buyer   for    R.   McKay    &    Co.,    Hamilton, 

Ont. 


Leailing  fabrics- Tweeds,  soft-flnished  cheviots,  and  serges 
ill    again    be   strong. 

Colors  in  order  of  popularity -Black  and  whites,  greys,  navy, 
'd.    tan.   Copenhagen    and    green. 

Opinion  regarding  blacks  for  Fall— Blacks  will  be  strong,  both 
ir   suits    and    dresses. 

Intend    discarding — No. 

\\'lint  about  caraculs,  sealettes  and  other  pile  fabrics? 
civets  anil  velveteens  will  lie  worn  very  greatly  for  dresses  and 
lils.      Sealettes  and   caraiuls  will   again    be  in   demand   for  coats. 
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The  Pacific  Mills  were  the  originators,  and  are  the  only  manufacturers  of  Serpen- 
tine Crepe. 

For  eighteen  years  Serpentine  Crepe  has  always  given  perfect  satisfaction  to 
Jobber,  Retailer  and  Consumer.  To-day  it  is  the  most  popular  cotton  fabric  made  and 
the  easiest  seller  in  most  dry  goods  stores.  It  has  the  prestige  that  alone  comes  from 
being  well  and  favorably  known  as  the  cotton  crepe  with  the  guaranteed  permanent 
crinkle  that  neither  washes  out,  stretches  out,  nor  wears  out. 

The  twenty-five  plain  shades  of  Serpentine  Crepe  are  a  revelation  in  the  art  of 
color  tones — rich  and  effective — what  the  women  want  and  will  have.  The  white  and 
pink  and  blue  tints  come  also  in  soft  finish  and  are  largely  in  demand  for  underwear, 
night  gowns,  lingerie,  pajamas,  infants'  dresses,  etc. 

Any  retailer  who  will  regularly  stock  plain  shade  Serpentine  Crepe  will  find  it  a 
steady  seller  that  will  give  additional  prestige  to  his  store. 

t 

QuicI^  Deliveries 

To  make  it  easier  for  retailers  to  secure  quickly  the  exact  patterns  and  colorings  of  either  figured 
or  plain  Serpentine  Crepe,  we  have  arranged  with  the  jobbers  to  forward  direct  to  Lawrence  &  Co., 
our  selling  agents,  all  orders  for  30  or  more  pieces  of  Serpentine  Crepe,  should  the  jobber  be  unable 
completely  to  fill  the  same  from  floor  stock. 

These  individual  orders  will  be  packed  separately  from  any  other  goods  going  to  the  jobber  and 
the  cases  marked,  for  identification,  with  your  initials  or  any  other  mark  given  us,  and  shipped  as 
instructed  by  your  jobber,  from  whom  we  receive  the  order,  and  who  will  bill  the  goods  to  you. 

If  your  jobber  cannot  promptly  fill  your  orders  for  printed  patterns  or  plain  shades  of  Serpentine 
Crepe,  please  refuse  all  goods  made  in  imitation,  write  us,  and  we  will  give  you  the  names  of  jobbers 
who  can  fill  your  orders  promptly. 

PACIFIC  MILS,  Boston,  Mass. 

Canadian  Distributors,  GREENSHIELDS  LIMITED,   Montreal 
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I'^oulards  as  compared  with  fancies  or  plain  colored  silks. 
I  thinii  plain  satin-Bnislied  silks  and  sateens  will  lead.  Fancy 
weaves    next,    then   foulards. 

Deal  with  call  for  shorter  lengths — Piece  goods  should  never 
be   bought   in   sliort   lengtlis,   excepting  for  exclusive   trade. 

Will   skirts   hn  wider  next  Fall?     Yes. 


Foulards  as  compared  with  fancies  or  plain  colored  silks. 
Plain  silks  are  the  better. 

Would  deal  with  call  for  shorter  lengths — Buy  shorter  lengths 
and  more  variety. 

Will  skirts  be  wider  next  Fall?     .Most  decidedly. 


Geo.    \\.    Bishop,    dress    goods    bu.ver    for    Robt.    Wright    &    Co., 
Brockville. 


Leading  fabrics — Serges,  worsteds  and  a  fine  light  tweed 
Stripes   are  quite   a  favorite — with    us. 

Colors  in  order  of  popularity — Tans,  coral,  very  exreme  for  our 
trade,    navy,   greys,   green,    king's   blue  and   taupe. 

Opinion  regarding  blacks  for  Fall — Not  as  good  as  last,  but 
black   is  always   safe. 

Intend  discarding — Panamas  we  go  slow  on;  Ottoman  cords 
and    armour    royal    are    taking   their    place. 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
Fairly    good;    better   feeling   than    last   Fall. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
Much   better,   stripes  are  good. 

Would  deal  with  call  for  shorter  lengths — We  are  selling  or 
figuring  our  suits  at  a  price  for  the  dressmaking  department,  so 
as   to   give  us   a   better  length  and   price. 

Will  skirts  be  wider  next  Fall?  No;  but  surely  no  smaller. 
Looking   for   a    larger   skirt   by   Spring,    1912. 

^^\   ''     •   -.-.  o 

■^    r.haptpan.   dress    goods   buyer   for    Madill   Bros..   Napanee,   Ont. 

Leading  fabrics — Cheviots,  serges,- tweeds,  worsteds.  Demand 
for  rougher  effects. 

Colors  in  order  of  popularity — Blue  series,  navy,  king's  blue; 
black,  green,  grey,  wines,   plum  series. 

Opinion  regarding  blacks  for  Fall — Very  good.  Some  black 
and   white  shown. 

Intend  discarding — Stripes,  matte  cloths,  smooth  finished 
cloths. 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
Good,   especially   velvets  and   the  sealette  order. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
Foulards   not  so  good  for   Fall.     Plain   colors   better. 

Would  deal  with  call  for  shorter  lengths  by  buying  better 
materials. 

Will  skirts  be  wider  next  Fall?     Yes. 


Max  Schlueter,  dress  goods  buyer  for  A.  W.  Cressman  Co.,  Peter- 

boro,    Ont. 


Leading  fabrics — Serges,  cheviots,  tweeds,  voiles,  santoys,  chif- 
fons. 

Colors  in  order  of  popularity — Navy  (royal,  king's),  tan  (gol- 
den, brown),  grey  (iron  grey,  dark  iron  grey),  greens  (hunter, 
myrtle,  bottle),  coral,   Helen,   soft  pink.  Empire  green. 

Opinion    regarding   blacks   for   Fall — Very   good. 

Intend  discarding — Rose  shots  are  slow  and  would  advise 
selling   out. 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
Caraculs  not  so  good;  sealettes  very  good.  Velvet  very  strong; 
in    fact,   all   pile   fabrics   will    be   good   stock. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
Plain  silk  best.  Fancy,  fair.  Foulard  slow;  will  be  better  for 
Spring    and    Summer. 

Would  deal  with  call  for  shorter  lengths— Buying  a  15-yard 
end  enables  you  to  cut  to  good  advantage,  making  3  skirts  and 
2  suits,  5  skirts,  or  3  suits. 

Will  skirts  be  wider  next  Fall?  Skirts  will  be  much  wider 
for   Fall. 

W.  Crooks,   dress   goods  buyer   for   Stanley  Mills   &  Co.,   Hamilton, 

Ont. 


Leading  fabrics — First  in  order,  cheviots,  plain,  and  with  self- 
woven  stripe  (fancy  cheviot),  weighty  tweeds  and  double-faced 
cloths  (worsted,  in  tailoring  weight),  Wales  or  diagonals  will 
still   be   in    demand. 

Colors  in  order  of  popularity — Blues,  from  things  blue  to 
dark  navy.  Cinnamon,  brown,  full-toned  tans;  greys,  black  and 
grey  effects.  Wisteria  or  violet  tones,  etc.  Olive  green,  rather 
dark. 

Opinion  regarding  black  for  Fall — A  particularly  strong  feel- 
ing  for    black,    amounting   almost    to   a   vogue. 

Intend    discarding — Venetians   and    hopsack. 

What  about  caraculs,  sealettes  and  other  pile  fabrics?  The 
biggest  season  as  yet  for  pile  fabrics,  particularly  sealettes  and 
velvets. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
Foulards  arc  distinctly  a  Summer  silk.  Plain  yard-wide  silk 
and   satins   will  supplant   them  for  Fall. 

Would  deal  with  call  for  shorter  lengths — Buy  in  multiples 
of  the  legnth  most  called  for,  6  yards  or  36,  12  yards  or  three 
times  twelve,  ,3(1.  If  buying  long  lengths  from  manufacturers, 
watch  tlie  piece  as  it  comes  to  last  length  and  deal  with  It 
accordingly. 

Will  skirts  be  wider  next  Pall?  A  little  wider,  but  not  much, 
and   straight  lines   with    high   walst-llnes   ruling. 


Alf.    I>aiicashire,    dress   goods    buyer    for    the    J.    C.    Turnbull    Co., 
Peterboro,    Ont. 


I.  B^^g^^aail^B,  dress  goods  buyer  for  F.  H.  HoUinrake,  Brantford. 

Leading  fabrics — Harris  and  Donegal  tweeds,  serges,  Bengal- 
ines   will   be  good.     Bordered   marquisettes  for  evening  dress. 

Colors  in  order  of  popularity — Tweed  mixtures  in  green,  the 
new  Hetty  Green,  garnet  will  be  popular  and  navy  will  be  good. 

Opinion  regarding  l)lack  for  Fall — Black  with  hair-line  stripe 
effect  will  sell  well.  Voiles  will  be  good.  Black  as  a  color  will 
nut  sell  so   well. 

Intend  discarding — Melton,  hopsacks,  colored  Venetians,  low 
qualities   in    satin    cloths. 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
These  fabrics  will  have  an  exceptionally  good  run.  Sealettes 
will  be  the  best  sellers.  A  quality  at  $3.50  per  yard  will  sell 
well. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
They  will  retain  their  prominence  as  a  dress  silk.  Bordered 
effects    will    be   good. 

Would  deal  with  call  for  shorter  lengths — A  smart  salesman 
works  these  lengths  off  as  skirt  or  coat  lengths  when  an  oppor- 
tunity  offers.     The   buyer  should   drill   this   into   his  salesman. 

Will  skirts  be  wider  next  Fall  V  They  will  be  smart  cut  ef- 
fects,  with   more  fullness  from   the    knees. 


U.    Cull,   dress   goods   buyer  for   I>.   £.   Macdonald   &   Bro.,   Gnelpb, 
Ont. 


Leading  fabrics — Serges  and   fancy   mix  tweeds. 

Colors  in   order  of   popularity — Blue,   grey,   brown. 

Opinion    regarding   blacks   for    Fall — Good. 

Intend    discarding — 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
Sealettes    and    plushes    good. 

Foulards  as  compared  with  fahcies  or  plain  colored  silks. 
For    Fall   plain    silks. 

Would    deal   with  call   for   shorter   lengths — 

Will  skirts   be   wider   next   Fall?     Yes. 


I.,eadiiiK   falirlcs — Serges,    tweed   effects,    and    satin-faced   cloths. 
Colors   in   order   of    popularity — Blues,    browns,   grey,   green. 
Opinion    regarding   black   for    Full— Very    strong. 
Intend  discarding — No. 

What    about     caraculs,     sealettes      and      other      pile      fabrics? 
All    pile   fabrics  are  very   strong. 


Geo. 


P.    Sutherland,    dress    goods    buyer    for    Dickson's,    Ltd.,    St. 
Mary's. 


Leading    fabrics — Broadcloths.    Venetians,    tweeds    a    few. 

Colors  in  order  of  popularity — Navy  and  blue  series,  wines, 
tans,    greys. 

Opinion    regarding    blacks    for    Fall — Good. 

Intend    discarding — Diagonals,    rougher    materials. 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
Good. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
Plain   satins  and  silks,   pailettes. 

What  method  do  you  use  or  would  suggest  for  coping  with 
call  for  shorter  lengths? 

Will   skirts    be   wider    next    Fall?      Yes. 


J.   1>.   Murray,   dress    goods    buyer   for    Smallman    &    Ingram,    Lon- 
^— '-  -'  don,   Ont. 


Leading   fabrics — Tweeds,    cheviots  and    reversibles. 

Colors  in   order  of  popularity — Grey,   navy,   tan. 

Opinion    regarding    blacks    for    Pall — Good. 

Intend    discarding — Broadcloths,    Panamas. 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
Sealettes    and    pile    goods    are   good,    except    caraculs. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
Foulards  have  had  the  largest  sale  for  past  season,  but  con- 
sider  plain   goods  the  best  for  Fall. 

Would  deal  with  call  for  shorter  lengths  by  giving  special 
inducements   to   increase   the   sale   of  separate   skirts. 

Will  skirts  be  wider  next  Fall?     No. 


E.   G.   Cooper,   dress   goods   buyer   for  Anderson    Co.,   St.    Thomas. 
Ont. 


Leading  fabrics — Serges,  tweeds,  cheviots,  worsteds,  broad- 
cloths. 

Colors  in  order  of  popularity — Blue  (dark  navy.  mid.  navy, 
king's  blue,  cadet  blue) ;  grey  (gun  metal,  dark  natural) ;  tan 
(dark  tan,  Paris  tani;  brown  (wood  brown,  mid.  seal);  reds 
(military,   cardinal,    dark   grenat) ;    green    (reseda,    moss,    myrtle). 

Opinion  regarding  blacks  for  Fall — Anticipate  a  moderate  de- 
mand  for   t>lacks. 

Intend  discarding — Satin  cloths.  Soliels,  Taffeta  and   Poplins. 

What  about  cara<-uls,  sealettes  and  other  pile  fabrics? 
Caraculs  and  pile  fabrics  will  have  a  good  sale.  Sealettes 
wanted   to   complete  stocks  witli    moderate  sale. 

Foulards    as    compared    with    fancies    or    plain    colored    silks. 

Eastern  Buyers  on  the  Question. 

(has.    S.    Drew,    dross    goods    buyer    for    Moore    £    Mcl-eod,    Char- 
lottetown. 


Leading  fabrics^Broaddoths,  Sedans,  Venetians,  coating  serges, 
cheviots,  Panamas  and  tweeds.  Do  not  think  there  will  be  such 
a  great  run  on  tweeds  of  the  very  rough  variety,  such  as  are 
l)einp  shown   as  a  very  new  feature. 
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A  Duck  A  A  Duck 

SERGE  SUITINGS 


are  suitings  which  will  appeal  to 
your  most  exacting  customers. 

They  are  washable  goods  and  ex- 
cellent value.  For  the  summer 
trade  they  are  particularly  inviting 
to  buyers  who  desire  the  best. 

Be  the  quality  store  in  your  sec- 
tion by  stocking  these  lines. 

Dominion  goods  plant  profit  and 
prestige  for  the  up-to-date  retailer. 
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Colors  in  order  of  popularity — Blues  (fairly  bright  navy, 
cadet,  saxe,  cornflowerj  ;  greys  (steel  grey,  mid.  steel,  light  grey, 
no  smoke  grey  whatever) ;  browns  (medium  browns  and  dark 
tans ;  greens,  reds,  purples. 

Opinion  regarding  blacks  for  Fall — I  think  blacks  will  be 
particularly    good. 

Intend  discarding — Not  absolutely,  although  we  are  going 
very  easy  on   one  or  two  lines. 

Wliat  about  caraculs,  sealettes  and  other  pile  fabrics? 
1  think  there  will  be  a  good  demand  for  velvets,  but  I  can't  say 
I  have  very  much  faith  in  sealettes.  I  would  say  that  caraculs 
will   have  a   moderate  demand. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
I  think  tliat  plain  colored  silks  will  be  away  ahead  of  either 
foulards  or  fancy   weaves. 

Would  deal  with  call  for  shorter  lengths — While  the  present 
styles  are  in  vogue  I  can't  see  any  way  but  to  buy  the  goods 
in    sliorter  lengths. 

Will  skirts  be  wider  next  Fall?  Yes.  I  think  they  will  be 
slightly    wider. 

J.     A.    Perkins,     dresK     goods    buyer    for     Sussex     Mercantile     Co., 
Sussex,   N.B. 


Colors    in    order   of   popularity — Navy,    light   shades   of    brown. 

Opinion   regarding  blacks  for  Fall — Blacks  will   be  good. 

Intend  discarding — We  are  buying  no  coarse  serges  or  hop- 
sackings  or  camel  hairs,  as  we  do  not  think  the  demand  for 
the  two  latter  will  be  general.     Coarse  serges  are  done. 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
Sealettes  will  be  good.  Caraculs  not  so  good  as  last  year.  Would 
advise   being   careful    in    both    cases. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
Plain  silks  shoflld  be  stronger  than  fancy,  small  patterns,  and 
hair-line   stripes   may   be   corre<t. 

Would  deal  with  call  for  shorter  lengths— We  buy  shorter 
lengths  every  time.  People  will  pay  a  cent  or  two  extra  not 
to  have  the  same  dress  as  others.  It  does  not  matter  so  much 
about  plain  goods.  We  have  been  able  to  increase  our  sales 
in    fancy   goods   by  getting  short   lengths. 

Will  skirts  be  wider  next  Fall?  There  seems  to  be  a  ten- 
dency  for  wider  skirts. 

J.    H.    De    Bochgj.  dress    goods    buyer   for    Peter    McSweeney    Co., 
■"^^  Moncton. 

Leading  fabrics — Serges  decidedly  in  the  lead.  Cheviots,  both 
plain  and  fancy  weaves ;  quite  a  feeling  for  mixed  tweeds  and  all 
heavy  fabrics  with  rough  weave.  Of  course,  other  staple  lines 
are  always  in  demand. 

Colors  In  order  of  popularity — Blues,  navy  and  king's  blue 
and  shades  on  that  order.  Browns,  tans  and  modes,  greens  and 
greys. 

Opinion  regarding  blacks  for  Fall — Not  much  over  ordinary 
demand. 

Intend    discarding — Pin    stripes    will   be    slow    here. 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
There  will  be  small  demand  here  for  caraculs.  Sealettes  and  the 
like  will  have  a   moderate   demand   with   latter   trade. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
Foulards  will  not  be  in  great  demand  here  for  Fall.  We  con- 
sider that  the  bulk   of  our  sales  will   be  In   satin   pailettes. 

Would  deal  with  call  for  shorter  lengths — 5  yds.  of  50-ln. 
goods,  and  in  some  cases  less,  have  the  call  for  the  present-day 
suits.  We  always  suggest  the  dress  and  coat  and  extra  amount 
for   strapping. 

Will  skirts  be  wider  next  Fall  ?  Skirts  will  surely  be  wider 
for  Fall,  from  %  to  1  yd.  wider. 

Dress    goods    buyer,    Henry   Morgan    Co.,    Montreal,    Que. 


Leading  fabrics — Rough  finish  in  tweeds,  serges  in  fancies, 
cheviots,   etc. 

Colors  in  order  of  popularity — Navy,  light  browns,  coronation 
blue,   greys,   reseda. 

Opinion  regarding  blacks  for  Fall — Very  good  indeed.  Gen- 
eral opinion  is  that  they  will  lead  before  colors.  Satin  cloths 
particularly   strong. 

Intend  discarding — 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
Fair.  Plain  cloth,  with  plain  back,  and  plain  with  different 
color   backs,   are   very    strong,    and    will   hold   strong   position. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
Foulards  will  be  nil  for  Fall.  Plain  goods  will  hold  prominent 
position. 

Deal  with  call  for  shorter  lengths — Where  a  piece  of  goods 
44  in.  width  last  season  would  cut  four  dresses,  this  year  it 
would  cut  six  dresses.  We  find  the  manufacturers  are  beginning 
to  give   us  shorter  pieces. 

Will  skirts  be  wider  next  Fall?     Yes. 


Western  Opinions. 


E.  Li.  Bra4wln,-dreBs  goodN  buyer,  J.  F.  Cairns,  Saskatoon,  Sask. 


Leading  fabrics— Serges,  fancy  woolens,  cheviots,  fancy 
worsteds,    broadcloths. 

Colors  in  order  of  popularity— Blues,  browns,  greys,  greens, 
reds   and    purples. 

Opinion  regarding  blacks  for  Fall— Have  never  found  blacks 
popular    In    the   west. 

Intend    discarding — No. 

What  about  i.iraculs.  sealettes  and  other  pile  fabrics? 
Velvets  and  velveteens  will  be  very  strong;  other  pile  fabrics 
fair. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
Foulards  second  place  to  either  fancy  weaves  or  plain  colored 
silks. 


Would    deal    with    call    for    shorter    lengths — Have    no    trouble 
in   getting  cut  lengths,  especially   from   import  houses. 
Will  skirts  be  wider  next   Fall?     Yes. 

Ji     il^Biint,    dress    goods   buyer    for    A.    Macdonald    &    Co.,    I/eth- 
bridge,   Alta. 

♦ 

Leading  fabrics — At  present  the  following  appear  to  be  very 
strong:  Serges,  zibelines,  cheviots,  heavy  fancy  suitings,  fancy 
check    and    stripe   worsteds. 

Colors  in  order  of  popularity— Blues  in  strong  shades,  tans 
and  brown,  greens,  also  purple,  wistaria  and  some  shades  of  red 
ar«  shown. 

Opinions  regarding  black  for  Fall — Blacks,  in  our  opinion, 
will  not  be  strong  as  a  popular  color,  with  the  exception  of  In 
the  heavy  goods  as  caracul,  zibelines,  etc.,  but  appear  to  be 
strong    for    trimming. 

Intend  discarding — We  are  buying  lightly  in  taffeta  cloths  and 
broadcloths.     We  are   buying  voiles  in   fair  quantity. 

What  about  caraculs,  sealettes  and  other  pile  fabrics? 
Pile  fabrics  are  apparently  very  strong.  The  caraculs  and  seal- 
ettes for  suits  and   velvets   for  suits. 

Foulards  as  compared  with  fancies  or  plain  colored  silks. 
We  prefer  plain  colored  silks  for  Fall,  as  the  Summer  season  is 
affecting  the  foulards  to  some  extent.  Fancy  stripes  may  be 
good  as  well. 

Would  deal  with  call  for  shorter  lengths — We  have  no  stated 
method  of  meeting  this  demand  and  have  not  considered  the 
matter   enough    to   suggest   a    solution. 

Will  skirts  be  wider  next  Fall?  Generally,  we  think  that 
skirts  will  be  wider  this  Fall,  especially  In  separate  skirts,  bnt 
some  suit  skirts  are  still  showing -the  narrow  styles. 


Staples  in  Good  Position 

Prints   and    Ginghams   in    Light   Summer   Shades 

Much   in    Demand  —  Price    Lists    Withdrawn     on 

Some   Lines   and    Increases   Follow. 

CANADIAN  staples  manufacturers  report  pres- 
ent trade  condition.s  as  very  good.    Bu.siness 
of  all  kinds  has  increased  with  the  advent 
of  really   Summery  weather,  and  logically, 
a  healthy  demand  has  been  created  for  all  kinds  of 
staple  cottons. 

Printed  goods,  especially  in  the  light  Summer 
shades,  are  now  very  much  in  demand.  The  large 
stocks  which  the  retailers  held  back  during  the  cold 
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Two    choice    paucms    Uoni    ihc    rniitfc  o(     fancy     niusliiii 
shown    by   Olto   T.    E.   Veil,    Toronto. 
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When  YouVe  Selling  Blankets 


It's  a  great  help 
to  know  that  they 
are  guaranteed  by 
a  firm  w^ith  a 
standing  and  re- 
putation   such    as 

CALDWELL'S 

Blankets  and  Steamer  Rugs 

have  attained  FOR  THEIR  MANUFACTURER. 

Our  goods  are  made  of  the  finest  wool  and  have  the  soft 
warmth  that  makes  them  real  luxuries. 

The  patterns,  where  any  are  employed,  are  in  excellent 
taste  and  much  varied. 

W^e  keep  our  prices  so  low  that  there  is  ample  margin  of 
profit,  which,  combined  with  the  quick  turnover,  makes 
our  goods  extremely  profitable  to  handle. 

FALL  LINES   NOW^  BEING   SHOWN   IN 

Blankets,  Sheetings,  Steamer  Rugs. 

ALL   SALES  DIRECT  TO   THE  TRADE. 

Boyd  Caldwell  &  Co.,  limited 

LANARK  ONTARIO 
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weather,  are  Ijeing  rapidly  cleared  out,  and  manu- 
facturers and  wholesalers  alike  are  profiting  by  the 
re-orders,  and  in  some  ca.-<es,  the  entirely  new  or- 
ders, being  ))laced  for  immediate  business,  and  for 
which  they  are  buying  freely. 

Not  only  is  this  proving  a  good  print  season,  but 
there  is  a  healthy  demand  for  all  similar  goods.  The 
Canadian  trade  seldom  suffers  from  the  severe  fluc- 
tuations  of  fancy  for  either  ginghams  or  prints,  to 
the  detriment  of  trade  with  the  one,  and  while  some 
seasons  see  a  greater  demand  for  the  one  than  the 
other,  there  is  always  a  market  for  both,  and  this 
season  that  demand  appears  to  be  about  equal,  ac- 
cording to  the  statistics  of  one  manufactory. 

Indeed,  i)resent  conditions  in  all  lines  are  prov- 
ing particularly  satisfactory  and  encouraging  to 
manufacturer  and  retailer  alike.  While  everybody 
was  waiting  for  Spring,  the  public  were  not  buying 
more  woolen  goods  to  finish  out  the  cold  season.  They 
were   simply   making   what   they   had   do,   knowing 


are  very  much  in  demand  by  that  portion  of  the 
public  who  do  not  invest  in  the  more  expensive 
imjxirted  lines. 

Higher  Prices. 

Certain  Canadian  staples  manufacturers  have  al- 
ready' notified  the  trade  of  their  witlidrawal  of  price 
lists,  and  of  their  intention  not  to  i.s.sue  new  ones 
for  some  time  to  come.  In  the  meantime,  prices 
have  been  raised  on  many  staple  lines. 


Flannelette  Suiting  Serges. 

Among  the  satisfactory  selling  staples  of  the 
Spring  trade  ha.s  been  a  line  of  flannelette  suiting 
serges  in  white  and  black.  Although  one  of  the  re- 
cent evolutions  of  manufacture  in  their  present  ex- 
cellence, these  .suitings  are  rapidly  making  a  .special 


New   design   in  black   ana   white  outi  ig   serges —■  Shown    by  Thel  Dominion    Textile  Co.,   Montreal. 


that  warm  weather  must  come  sooner  or  later,  and 
as  a  result,  trade  was  simply  at  a  standstill.  Now, 
Summer  has  arrived,  with  very  little  Spring  weather 
between,  and  people  have  jumped  right  into  Summer 
fabrics,  and  with  predictions  of  a  hot  .season  right 
through,  as  well  as  the  question  of  present  comfort 
to  settle,  are  buying  freely  of  these,  so  much  so,  in- 
deed, that  the  present  promises  to  be  as  good  a  Sum- 
mer fabric  season  as  the  country  has  had  for  some 
time.  In  the  flannelette  lines  the  dearth  of  business 
brought  early  returns  very  much  below  those  of  last 
year,  but  with  better  conditions  prevailing  now,  the 
repeat  orders  bid  fair  to  bring  tlicni  quite  ui>  to  the 


mark  again. 


® 


Cotton  Quilts  Selling  Well. 

The  trade  in  cotton  (piilts  of  Canadian  manu- 
facture is  reported  in  a  healthy  condition,  and  as 
having  .suffered  not  at  all  from  competition  with  the 
fa.^liioii  for  ])rintod  t'ounterpanes.  The  latter  are 
largely  taking  the  place,  for  the  present,  of  the 
high-grade  white  quilts,  which  also  belong  to  the 
iin|)ort  trade,  selling  from  two  and  three  dollars  up- 
wards. Canadian  quilts  are  made  in  the  unmercerized 
yarns   to  sell   at  prices  up  to  a   dollar  each,   which 


place  for  themselves  in  the  general  trade.  They  are' 
used  in  the  .same  way  as  the  light-weight  woolen 
suitings  of  the  same  style,  for  dresses,  suits  and  out- 
ing skirts,  and  have  many  features  which  recom- 
mend them  to  the  general  public. 

They  never  lose  color,  the  manufacturers  claim, 
the  creamy  white  ground  remaining  the  .-^ame  rich 
creamy  white,  while  the  black  stripes,  which  are  of 
a  clear,  strong  tone,  keep  it  as  well  as  in  the  woolen 
materials.  They  wash  beautifully,  retaining  the 
firm,  even  weave  which  is  one  of  their  attractive 
■  features.  And  lastly,  they  are  lighter  than  wool 
goods — much  lighter  and  cooler  than  those  of  simi- 
lar texture — a  feature  which  specially  commends 
them  for  hot  weather  wear  in  this  country,  where 
scorching  hot  days  are  not  always  followed  by  cool, 
or  cold,  nights,  as  in  more  tropical  regions. 

These  materials  are  reported  to  have  taken  well 
with  the  trade  right  from  the  beginning  of  the  sea- 
son, and  that  they  are  meeting  with  continued  favor 
by  the  pul)lic  is  evidenced  by  re-orders  already  being 
])laced  fur  iimnetliate  delivery. 


McLaren  i^^  Co.,  St.  Catharines,  ran  a  trade  ex- 
cursion to  Welhind.  Fonthill  and  Port  Colborne  re- 
cently. Speiial  ears  were  eomini.-<sioned  for  the  oc- 
casion. 
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THE  VELVET  VOGUE 


So  marked  a  feature  of  present  day  fashion  has 
in  the  main  called  for  the  employment  of  the  best 
class  of  Cotton  Velvets,  which  have  been  given, 
even  by  many  of  the  most  exclusive  costumiers, 
the  preference  over  silk  velvets. 

It  is  to  the  perfection  to  which  the  dyeing  and 
finishing  of  Cotton  Velvets  have  been  brought  that 
this  demand  for  High  Class  Costume  purposes  is 
due. 

Specially  helpful  was  the  discovery,  after  years  of 
experimenting,  of 


WORRALL'S 
FAST  DYES 


THE  IMPORTANT  POINT  IS  THAT  THE  BUY- 
ERS OF  COTTON  VELVETS  FOR  ALL  COS- 
TUME PURPOSES  SHOULD  SEE  THAT  THEY 
ARE  GETTING  THE  ADVANTAGE  OF  THIS 
DISCOVERY.  THE  ONLY  SAFE  RULE  IS  TO 
ASK  FOR  A  GUARANTEE  THAT  THE  VEL- 
VETS ARE  IN  WORRALL'S  FAST  DYES, 
WHICH  ARE  OBTAINABLE  IN  ALL  SHADES. 


Please  mention  The  ReTieit'  to  Advertisers  and  Their  Travelers. 


Checking  System  for  Dressmaking  Dept. 

Itemized   Sheets    Which    Necessitate   Tally   Between   Dressmaker,  Salesman 
and    Office  —  Give    Customer    all    Possible    Information    and     Inspire     Con- 
fidence —  Little   Opening    for    Error. 


NO  dressmaking  or  alteration  department  can 
he  properly  conducted  and  developed  unless 
there    be    a  reliable    system    whereby    pur- 
chases from   different  sections  of  the  store 
may  bo  properly  checked,  all  waste  eliminated  and 
the  customer  properly  billed. 

Must  be  Safeguard  Against  Error. 

To  allow  the  dressmaker  or  her  assistant  to  se- 
cure goods,  such  as  trimmings,  lining,  buttons, 
thread,  from  the  different  departments  of  the  store 
in  such  a  way  that  there  will  be  no  safeguard  against 
error  is  certainly  not  good  business.  There  will  be 
cases  in  which  somebody  has  forgotten,  the  office 
not  properly  advised,  no  correct  tally  between  the 
dressmaker's  sheet  and  those  of  the  salespeople  from 
whom  she  has  selected  the  goods,  no  authoritative 
record  in  case  of  a  disputed  bill  and  probably  no 
correct,  reliable  account  kept  as  to  the  use  made  of 
all  goods  taken  to  the  dressmaking  department. 

There  is  such  a  thing  as  a  short-handled  system 
— one  that  is  good  as  far  as  it  goes,  but  does  not  go 
far  enough,  leaves  a  gap  whereby  somebody  has 
nothing  better  than  memory  to  fall  back  on  in  case 
of  error. 

All  systems,  to  be  effective,  mvist  treat  the  dress- 
maker exactly  as  a  customer.  In  many  stores  the 
material  and  trimmings  sent  to  her  department  are 
charged  by  the  check  to  her  under  the  name  of  the 
customer.  A  duplicate  check  is  sent  to  the  office  as 
in  an  ordinary  sale.  No  person  from  the  dressmak- 
ing department  is  allowed  to  take  anything  or  have  a 
salesman  supply  any  requirement  unless  the  check 
is  initialed  by  the  manager.  These  checks,  from  the 
dressmaking  department,  must  be  returned  to  the 
cashier  when  the  garment  is  completed.  In  case  a 
check  is  lost,  it  is  possible  to  ascertain  the  particu- 
lars by  reference  to  the  duplicate  and  the  dressmak- 
er's statement  as  to  actual  amounts  of  materials  used. 

The  only  error  that  can  creep  in  on  such  a  sys- 
tem is  when,  in  case  of  a  rush,  a  person  comes  from 
the  dressmaking  department,  selects  something  hur- 
riedly, without  asking  for  check.  This,  however, 
should  not  be  allowed  to  occur.  The  system  must  be 
simple  enough  to  be  easily  adhered  to  under 
every  circumstance  and  the  proper  people  made  to 
assume  the  responsibility. 

Customer  Knows  Every  Detail. 

The  plan  adopted  by  G.  B.  Ryan  &  Co.,  Guelph, 
seems  to  be  particularly  satisfactory,  since  it  has  re- 
duced all  possibility  of  error  to  a  minimum.  By 
this  system  a  customer  is  given  the  cost  of  every 
detail  entering  into  the  construction  of  a  garment. 
It  has  been  found  that  bulk  bills  are  most  unsatisfac- 
tory things  when  it  comes  to  a  dispute,  and  that 
carefully  itemized  slips  go  far  to  inspire  confidence 
on  the  part  of  the  customer. 

Itemized  Sheets. 
The  head  dressmaker  of  (t.  B.  Ryan  &  Co.  is 
supplied  with  lists  printed  on  fairly  heavy  paper. 
This  list  comprises  everything  that  could  possibly  be 
charged  to  a  garment  and  opposite  is  a  column  for 
amounts.      Similar  lists,   onlv   in   doul)le   form   with 


perforated  division   and  bound,   are  placed  in   the 
different  departments  of  the  store. 

One  of  these  sheets  is  reproduced  here.  It  meas- 
ures about  10  by  13  inches.  Between  each  .«heet  is 
another  single  sheet  on  heavier  paper  for  carbon 
copy.  This  remains  in  the  department.  The  dress- 
maker fills  out  her  requirements  for  a  garment  and 
sends  or  takes  it  to  the  departments  to  be  filled.  The 
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Reproduction  of  page  from  C.  B.  Ryan  &  Co.'s  item  book  used  in 
checking  system  for  dressmaking  department.  One  half  of  this  sheet 
is  filled  out  by  the  salesman  to  tally  with  dressmakers'  specifications, 
underneath  is  a  single  sheet  for  carbon  copy.  An  itemized  slip  is  thus 
retained  in  office,  the  dressmaker  has  anotht^r,  the  salesperson  a  third, 
and  the  customer  a  fourth.     All  must  tally. 

salesman  in  the  store  who  takes  charge  of  the  dress- 
maker's sheet,  fills  in  his  own  blank  as  each  item  is 
selected  from  stock.  The  double  sheet  is  then  torn 
off,  sent  to  the  office,  and  the  remaining  blank  sheet 
there  filled  out  to  be  sent  to  the  customer  when  the 
garment  has  been  completed. 

All  Must  Tally 

The  dressmaker,  the  salesperson,  the  office  and  the 
customer,  therefore,  all  have  sheets  which  should 
tally.  In  case  an  amount  is  questioned  by  the  cus- 
tomer, a  record  is  immediately  available  for  com- 
pari.<on.  Should  it  be  claimed  that  the  amount  of 
trimming  or  other  material  is  not  represent-ed  in  the 
finished  garment,  it  is  an  easy  matter  to  investigate. 

The  ollice  has  a  reliable  chock  on  the  .siilosman, 
and  through  him  on  the  dressmaker.  It  is  easily 
handled,  covers  every  point  of  responsibility  thor- 
oughly and  leaves  no  gap  by  which  m^^dious  mis- 
uiKicr.-tinuling  between   departments  may   creep  in.- 
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Helps  to  Move  Wash  Goods 

Some   Stores  Offering   to   Make   Garments   of 
Summer  Materials  to  Measure. 

CANADIAN  merchants  are  familiar  with  th? 
idea  of  using  the  making-up  from  measure 
of  goods  selected  in  the  department  into  se- 
parate skirts. 
Many  of  them  use  the  idea  as  a  clearing  induce- 
ment or  to  force  trade  in  the  slacker  periods.    Thev 
find  that  customers  take  kindly  to  it ;  for  one  reason 
every  woman  likes  to  say  that  the  garment  she  is 
wearing  is  custom-made.    Also,  in  every  community 
there  are  many  women  who  cannot  wear  ready-made 
garments  at  all,  or  at  least  not  without  considerable 
alteration.     These  women  are  always  good  custom- 
ers when  there  is  an  attraction  of  this  kind  offered. 
Chicago   and   Buffalo   stores   have   gone   a  step 
further  this  summer,  and  are  offering  to  make  to 
measure  at  a  fixed  price  dresses  of  summer  wash  uui- 
terials. 

Selection  can  be  made  from  half  a  dozen  styles, 
and  there  is  the  choice  of  100  patterns,  colors  and 
fabrics  offered.  The  fit  is  guaranteed,  as  the  meas- 
urements are  taken  by  experienced  ladies'  tailors. 
This  is  by  no  means  an  unimportant  point,  for  it 
should  be  remembered  that  taking  measurements 
is  an  art  that  is  not  at  any  person's  command,  and 
if  measurements  are  not  properly  taken,  no  dress 
can  possibly  be  cut  to  fit. 

The  price  of  the  dress  includes  all  findings,  the 
only  extra  charge  being  made  when  the  bust  size  is 
over  42  inches.  In  this  case  an  extra  dollar  has  to 
be  paid. 


Under  present  conditions,  buyers  and  merchants 
who  are  seeking  to  pull  up  averages  in  the  dress 
fabric  department  might  be  disposed  to  try  this 
or  some  similar  scheme.  Doubtless  at  this  time  of 
the  year  there  are  manufacturers  who  would  be  in- 
terested as,  if  a  certain  amount  of  business  could  be 
guaranteed,  it  would  help  to  tide  over  the  between- 
season  period,  and  also  enable  them  to  keep  their 
staff  of  hands  together 

Dominion  Textile  Co.'s  Good  Year. 

The  sixth  annual  meeting  of  the  Dominion  Tex- 
tile Company  was  held  in  Montreal,  May  29,  and  the 
reports  submitted  showed  that  the  last  year  has  been 
very  successful.  Sales  continued  amounted  to  $9,- 
470,270,  being  an  increase  of  $726,563  over  the 
previous  year. 

Negotiations  have  been  entered  into  with  the 
Town  of  Magog  for  the  erection  there  of  a  dam  and 
electric  power  plant,  the  extra  power  being  required 
owing  to  the  large  demand  for  print  goods,  the  sales 
of  which  have  increased  from  $1,400,000  for  the 
year  1906,  to  $3,000,000  for  the  past  year. 

The  financial  statement  showed  that  there  was 
placed  to  the  credit  of  the  profit  and  loss  account, 
March  31,  the  sum  of  $649,875.  Reference  was 
made  to  the  death  of  Senator  Forget,  and  the  board 
of  directors,  which  now  consist^s  of  ten  members,  in- 
stead of  eleven,  were  re-elected,  with  C.  B.  Gordon, 
president;  H.  S.  Holt,  vice-president;  Hon.  Robert 
Mackay,  J.  P.  Black,  D.  Morrice,  John  Baillie,  C.  R. 
Hosmer,  G.  A.  Grier,  C.  F.  Smith  and  Captain  D.  C. 
Newton. 


Copyright. 
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An  Exact  Reproduction  of 
Hand  Made  Lace 


possessing  the  same  exceptional  qualities  for 
appearance  and  durability 

manufactured   ^.^Z^^t^    W  Z.^^  ^.^^    BUk^  WlOOl^ 

etc.,  bp 
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BIRKIN  &  CO.      .:.      NOTTINGHAM,  ENG. 

Manufacturers  of  B.  B.  Torchons,  Finest  Quality  Valenciennes  and  Novelty  Laces 

Represented  in  Canada  by  A.  B.  FISHER,  4  Manchester  Bld^.,  33  Melinda  St.,  Toronto 
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CroAvned  as  the 
Monarch  of  Mohairs 

The  Coronation  is  creating  a  demand  for  all  things 

English.     That  means  an  even  greater  call 

for  B.D.A.  English  Mohairs. 

The  vogue  of  Mohairs  is  neither  a  "sudden  style"  nor  a  "fugitive 
fashion."  They  have  enjoyed  years  of  successful  selling  in  the 
Canadian  market.  Their  practical  utility  places  them  in  the 
staple  class;  while  their  ever  fresh  beauty  of  design  and  coloring 
keeps  them  in  the  forefront  of  fashion. 

To-day — right  now— while  thousandsupon  thousands  of  Canadian 
women  are  buying  suit  and  skirt  lengths  of  B.D.A.  English 
Mohair  for  summer  wear — the  most  eminent  "style  creators"  of 
Paris  are  producing  Fall  models  of  these  self-same  fabrics. 

You  cannot  over-rate  the   importance  of    keeping 

your  Mohair  stock  up-to-date  with  the  new 

stunning  colorings  and  patterns. 

SEE  YOUR  JOBBER. 


ir  a  elf  ordD^Jers' 

Ass  ociatLoiL 

Br  a.  iforiExLglajaa. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Materials  Much  Heavier 

Cheviots,  Tweeds  and  Scotch  Mixtures  are  Well 

Thought  of  by  the   Canadian   Trade  —  Blue   Has 

Taken   a  Firm  Hold  in   Popular  Taste. 

THE  retail  trade  is  buying  very  carefully  and 
conservatively,  and  reflecting  the  orders 
placed  so  far  by  the  garment  makers  are 
buying  heavier  goods.  Materials  both  for 
suits  and  separate  coats  are  much  heavier  than  those 
bought  a  year  ago,  and  naturally  this  fact  is  bring- 
ing woolen  materials  into  first  place  and  the  call  is 
for  rough-finished  goods. 

So  far,  the  Canadian  trade  has  taken  cheviots, 
both  plain  and  fancy,  tweeds  in  diagonal  and  chevron 
effects,  and  mannish  effects,  and  Scotch  mixtures. 

Reversible  materials  are  also  shown  for  suits,  and 
serge  with  a  fancy  back  is  well  thought  of. 

Novelties  comprise  boucles,  chinchillas,  zibelines, 
niggerheads,  and  bordered  effects  in  this  class  of 
goods  are  likely  to  appeal  to  the  better  trade. 

Blue  has  taken  a  firm  hold  on  popular  taste,  and 
with  the  approach  of  the  coronation,  royal,  king's 
blue,  powder  blue  and  other  bright  shades  are  be- 
coming high  style. 

Other  novelty  blues  are  wedgewood,  and  a  new 
slaty  shade  named  Pacifique.  Though  coral  and 
light  pink  are  pretty  well  played  out,  ruby  and  rich 
glowing  rose  shades  are  good.  Coronation  red  is  a 
much-used  trimming  color,  and  a  new  deep  shade 
between  fuchsia  and  magenta  is  used  in  combination 
with  black.  Tabac  browns  and  yellow  tans  and 
(^old  shades  are  gaining  ground,  and  the  same  may 
be  said  of  taupe.  Green  is  chiefly  used  as  a  trim- 
ming color,  and  is  strong  in  milling  at  present. 
Sapphire  is  also  somewhat  used.  Purple  is  talked 
about,  but  at  the  present  time  neither  purple  nor 
mauve  shades  are  much  worn. 


Good  Outlook  For  Silks 

Messalines,  Satin  de  Chines,  and  Soft  Finished 
Taffetas  are  in  Good  position  —  Borders  Will  be 
Used  to  Some  Extent  —  Vogue  of  Velvet  Assured 

The  present  Fall  outlook  is  all  in  favor  of  a  con- 
tinuance of  the  present  strong  vogue  of  satin-finished 
silken  fabrics. 

Messalines,  satin  de  chines  and  soft-finished  taf- 
fetas are  the  class  of  fabrics  that  are  being  used  ex- 
tensively by  the  cutting  up  trade,  and  big  orders  for 
this  class  of  goods  have  been  placed  for  Fall. 

Satin  will  also  be  wanted  as  the  foundation  of 
gowns  of  transparent  materials.  Therefore,  mar- 
quisettes and  voiles  will  be  just  as  prominent  sellers 
as  they  were  a  year  ago.  That  fashionable  women 
still  regard  gowns  of  this  class  as  high  style,  was 
proved  by  the  number  of  veiled  gowns  worn  at  the 
Toronto  Woodbine  last  week.  Borders  are  an  ultra 
novelty  that  will  be  used  to  some  extent.  Stencilled 
designs  in  black  or  solid  dark  color  on  a  colored 
ground  is  a  new  feature,  and  brocaded  borders  in  the 
.-ame  color  as  the  ground  are  new. 


Bright  colors  are  in  request  for  foundation  pur- 
poses, and  foreign  houses  are  showing  bright-finish- 
ed changeable  taffetas  for  this  purpose. 

The  vogue  of  velvet  is  well  assured.  Chiffon  vel- 
vets as  .soft  and  as  supple  as  satin,  promises  well  for 
smart  evening  and  ceremonial  gowns.  At  the  Wood- 
bine, some  of  the  most  striking  dresses  were  of  this 
fabric.  Brocaded  velvets  were  also  worn,  showing 
that  Queen  Mary's  partiality  for  this  fabric  may 
cause  it  to  be  taken  up. 


New  Bleaching  System. 

The  Dominion  Textile  Company,  of  Montreal, 
have  lately  installed  a  new  system  of  bleaching,  un- 
der an  entirely  new  management.  There  is  a  marked 
difference  in  the  shade  of  the  material  bleached  by 
the  new  process,  as  compared  with  the  results  of  the 
old.  It  comes  out  a  clear,  true  white,  with  appar- 
ently no  alteration  in  the  texture  or  "feel"  of  the 
goods,  and  the  management  are  anticipating  most 
satisfactory  results  from  the  instalation. 


A  special  detective  in  one  of  the  large  depart- 
mental stores  states  that  only  one-fifth  of  the  shop- 
lifters are  caught.  The  others  escape  for  lack  of  evi- 
dence to  convict.  The  amateur  thieves  caught  arc 
practically  all  women  while  one  in  every  ten  of  the 
professionals  apprehended  are  men. 


KING'S 
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FAMOUS 


•old  by  laadlngr  Jobbers. 


SCOTCH 


■very  pleoe  perfect 


HOLLANDS 


Sc"tcn  £.3iiaLicis  tor  near  ■>•  a 
craiury  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  at  the  most  reli- 
able and  saleable  shading;  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  cflFective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  oyer 
more  quickly  than  any  other. 


JOHN  KING  &  SON. 

GLASGOW,  SCOTLAND. 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO.. 

210  St.  James  Street        -  -  Montreal 


Furnishings  and  Decorations  for  the  Home 


Japanese    Portieres^  Popular 

Retailers  Now  Showing  Lines  Specially  Adapt- 
ed for  Hot  Weather  and   Summer  Homes. 

DEPARTMENT  .stores  are  now  featuring  the 
light-weight  Japanese  portieres  of  grass,  bam- 
1)00  and  beads.    Hung  at  intervals  throughout 
(he  space  devoted  to  art    muslins,    curtains, 
etc.,  these  make  a  specially  attractive  showing. 

As  time  goes  on,  it  becomes  more  and  more  the 
custom  to  exchange  the  heavy  draperies  of  winter 
for  the  lighter  Summer  article,  especially  in  homes 
where  no  Summer  flitting  takes  place.  Retailers 
who  feature  suitable  light-weight  fabrics  should  have 
excellent  sales  during  the  month  of  June. 

Summer  cottages  are  now  being  opened  up,  and 
the  present  is  the  time  to  put  out  all  house-furnish- 
ings of  interest  to  the  vacationist. 

The  season  has  seen  excellent  demand  for  por- 
tieres as  above,  and  for  all  of  the  less  heavy  Summer 
draperies. 


Self-colored  Curtains  and  Throws. 

For  general  use  on  porch,  in  living  room  or  to 
furbish  up  rooms  which  have  begun  to  look  shabby, 
there  is  always  a  good  demand  at  this  season  for  the 
couch  throw  of  medium  price.  Self-colored  styles  are 
generally  preferred  and  green  has  been  an  excellent 
seller.  Stripes  of  red,  green  and  orange  in  the 
familiar  style  have  sold  well. 

Portieres  of  medium  weight  in  style  much  as 
above,  mostly  self-colored,  have  been  a  notable  feature 
of  the  season's  merchandising.  This  popular  line  is 
constantly  being  repeated,  especially  in  the  rural 
districts,  owing  to  the  fact  that  it  possesses  both  dur- 
ability and  good  appearance. 

Nets  Strong  but  Novelty  Laces  Newer. 

Arab  nets  and  the  smaller  patterned  styles  have 
been  excellent  selling  numbers  all  season,  and  their 
continuance,  especially  for  casement  lengths,  is  to 
be  expected.  A  somewhat  newer  note  is  struck  by 
the  small-patterned  laces,  very  soft  and  strongly  re- 
sembling dress  all-overs,  which  come  in  deep  cream, 
ivory  and  white.  These  are  used  most  effectively 
as  an  inside  curtain  with  velours  in  rich  color  for  the 
outside,  or  with  any  other  rich  hanging  fabric. 
Nothing  can  exceed  their  grace  and  beauty  for  draw- 
ing or  reception  rooms.  They  are  not  in  the  lea.st 
like  the  stiff,  ungraceful  lace  curtains  in  vogue  .some 
years  ago. 

These  new  laces  and  the  new  nets  may  be  ob- 
tained at  a  wide  range  of  prices,  from  very  cheap 
up  to  exclusive  numbers.  All  have  the  character- 
istic softness,  and  they  are  said  to  wear  well. 

Muslins,  Chintzes  and  Linens. 

Heavy  Winter  furniture  is  now  almost  always 
covered  for  the  Sunnner  months.  This  calls  for  use 
of  cretonnes,  linens  and  diintzes.     The  removable 


covers  are  by  no  means  like  the  unattractive  .shrouds 
which  used  to  be  seen.  Very  handsome  English 
printed  cloths  in  dainty  floral  patterns  are  favorites, 
and  the  effect  is  particularly  gay  and  inviting. 
In  appealing  to  the  public,  the  retailer  cannot  too 
greatly  empha.size  the  fact  that  the  re-covering  amp- 
ly repays,  both  in  saving  wear  and  tear  and  in 
brightening  up  the  rooms.  Many  prominent  pub- 
lications for  women  are  taking  this  fad  up  strongly, 
and  the  trade  should  be  greatly  helped  by  their 
propaganda. 

English  block-printed  linens  have  had  a  strong 
demand  among  the  high-class  decorators.  Rich, 
bright  colors  are  freely  used,  and  prices  range  from 
thirty  cents  a  yard  up  to  almost  any  price,  depend- 
ing on  the  quality  and  rarity  of  the  pattern.  These 
linens  have  a  high-class  appearance  and  are  quite 
different  from  any  other  fabric  offered.  Their  dis- 
tinctive charm  causes  them  to  harmonize  with  rich 
surroundings  in  which  the  cheaper  wa.sh  lines  would 
not  be  in  place.  Very  handsome  rooms  have  been 
specially  designed  to  eniploj^  these  linens  to  advan- 
tage, the  paper  and  rug  being  chosen  to  match.  The 
retailer  will  find  that  they  may  readily  be  matched 
with  the  new  cut-out.  floral  wall  papers  and  the  im- 
ported art  squares  of  wool  in  light  shades  at  very 
reasonable  prices. 

Muslins  for  cushion  slips  and  curtains  have  been 
preferred  in  fairly  large  patterns  and  bright  floral 
designs.  Chintzes  have  also  sold  excellently  well 
both  for  minor  upholstery  purposes  and  for  curtains 
and  covers.  Chambrays  to  go  with  the  popular 
chambray-finished  wall  papers  were  a  novelty  shown 
by  some  houses. 


Review  of    Wall-papers 

Cut-out  Patterns  Have  Been  Leaders  —  Tendency 
to  Ornament  Which  May  be  Adjusted  to  Dimen- 
sions of  Room  a  Distinct  Advance. 

The  wall  papers  which  have  sold  this  season  have 
been  chiefly  tho.se  in  fabric  finish  with  the  new,  cut- 
out effects.  This  style  has  passed  from  the  realm  of 
high-class  novelty  into  an  every-day,  popular  num- 
ber. Prices  are  medium  to  high,  and  all  classes  of 
taste  are  provided  for. 

The  special  point  of  advant-;ige  possessed  by  the 
cut-out  friezes  and  decorations  is  that  they  may  be 
adjusted  to  the  size  and  .shape  of  any  room.  This 
is  a  distinct  advance  in  the  direction  of  artistic  in- 
terior decoration  at  a  low  rate  of  cost.  Panel  effects 
are  easily  concocted  from  the  dainty  floral  borders 
and  scrolls  provided  by  the  roll.  These  may  be 
arranged  in  any  desired  position  and  with  any  given 
frequency. 

Groundworks  are  frequently  perfectly  plain.  As 
a  result,  care  has  to  be  taken  as  to  the  finish.  Fabric 
effects  include  Chambray,  linen  and  chintz.  These 
surfaces  are  reproduced  with  wonderful  fidelity.  A 
higli-cla.ss  article  is  the  Ja.spe  paper  with  invi.sible 
stripe  effect.  .Ml  these  points  provide  the  retailer 
with  so  nnich  that  is  new  to  .-jIiow  lus  customers  that 
iKincrs  oimlit  [o  be  sold  vorv  readilv. 
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FALL 

LINES  NOW 
ON  SHOW. 


WRITE  FOR  PRICES 
AND  PATTERNS. 


SCOTT  &  WEST  CO., 

ALEXANDER  H.  YULE,  Manager 

510  Coristine  Bldg.,      MONTREAL 
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A  customer  who  uses  one  of  the  new  bedroom, 
floral  effects  witli  its  rich,  deep  frieze,  and  dainty 
trail  or  garland  panels,  will  not  long  be  satisfied 
with  ^he  other  rooms,  showing  the  old,  scattered 
designs  and  inferior  surface  finishes. 

Imitations  of  leather  have  been  widely  shown 
this  year,  and  wood  imitations  to  give  a  wainscotting 
effect,  were  also  featured  as  novelties.  Dados  of  these 
durable  and  handsome  fabrics  are  used  where  bur- 
lap was  popular  formerly. 

Scenic  effects,  first  widely  shown  a  year  ago,  sur- 
vive in  some  extraordinarily  large  and  striking  de- 
signs intended  for  rooms  of  good  size.  A  dining- 
room  paper  of  this  sort  showed  a  hazy,  woodland 
scene  at  the  top,  one  complete  scene  covering  a 
length  of  several  yards. 

Among  the  best  papers,  a  tendency  to  omit  the  rail 
and  to  blend  the  frieze  in  some  way  with  the  lower 
part  has  been  a  noticeable  feature. 

Black  wall  paper  with  drop  frieze  and  panel  of 
roses  in  natural  tones  was  the  most  striking  touch 
of  novelty  offered  this  season. 


The  Shirt  Waist  Box. 

Every  successive  Summer  sees  the  up-to-date  re- 
tailer going  in  more  and  more  heavily  for  the  bed- 
room boxes  which  have  now  come  to  be  regarded  as 
necessary  accessories  in  an  up-to-date  suite.  Not 
only  are  they  used  as  a  temporary  storing  place  for 
clean  linen,  shoes,  etc.,  but  cedar-lined  ones  are 
guaranteed  moth-proof  and  may  be  used  to  store  furs 
during  the  Summer.  In  addition,  these  chests  are 
frequently  handsomely  finished  with  a  high  polish 


and  ornamental  handles.  Others  are  upholstered  in 
woven  cane  or  inatting.  They  may  be  used  a.s  a 
seat  or  stored  under  couch  or  bed.  Larger  styles 
have  complete  outfit  of  trunk  trays,  drawers,  etc. 
Prices  range  from  two  dollars  up,  according  to  size 
and  fini.sh.     A  beautiful  chest  was  priced  at  flO. 


Carpets  in  Clear,  Bright  Tones 

Influence    of   the    Black    Carpet    Favored    by 

Queen  Mary  Seen  in  Some   Quarters  —  Some 

Handsome  German   Importations. 

Queen  Mary's  black  carpet  luis  been  given  con- 
siderable publicity  of  late.  Some  firms  have  taken 
up  the  idea  as  a  good  one  and  are  showing  black 
wall  paper  with  decoration  of  cut-out  flowers  iii 
bright,  contrasting  shades. 

It  is  self-evident  that  this  fad  is  unlikely  to  be- 
come a  universal  one,  though  many  persons  can 
remember  when  black  hangings  were  by  no  means 
uncommon  as  now.  Black  velvet,  in  particular,  has 
advantages,  for  it  throws  delicate-colored  gowns  into 
admirable  relief.  Should  the  public  take  up  the 
idea,  a  revolution  in  interior  decorating  will  follow. 

Clear,  bright  tones  are  specially  popular  at  pres- 
viut  in  floor  coverings.  Pumpkin  browns  and  yel- 
lows, the  new  shades  of  blue  and  the  ever  popular 
green  are  leaders.  Mauve  has  been  featured  to  con- 
siderable extent  by  the  decorating  trade,  but  posesses 
no  great  interest  for  the  purposes  of  a  general  store. 
Blues  have  been  much  in  use  for  bedrooms.  Red 
has  been  dull,  but  prospects  are  brightening  and  it 
is  expected  to  be  heard  more  of  next  Fall.  Brighter 
shades  of  green  have  been  seen. 


Axminster  Squares  and  Mats 

PRODUCTS    OF    THE    FAMOUS    SAXONY   LOOMS 
of  the  famous  old  firm  HERM,  PATZ,  OELSNITZ  are 
now  carried  IN  STOCK  IN  CANADA. 

There  are  vast  numbers  of  beautiful  patterns,  including 
both  Eastern  and  Western  art.     You  can  easily  select 
just  what  will  appeal  to  your  trade,  at  prices  that  will 
leave  you  a  splendid  profit. 

SEND   FOR   INFORMATION  AND    PRICES. 

OTTO  T.  E.  VEIT 

64  Wellington  Street  West,               -               -                Toronto 

SHOWROOMS.   726   EMPIRE   BUILDING 
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BRfflTOliCMPET- C<^  LTMITEP. 

MANUfACTURERS^^hlGH  CLASS 
OOBKUSSELSWILTOnS'  O 
;iXMmSTER-  CAKPETS-fi'RUGS. 


Three  good  examples  of  Bcinton  ruge  :  — 

KUHISTAN  —  An  elegant  line  in  Oriental  designs 

and  colorings*  made  In  a  weave  of 
oar  own. 

HASLEMERE  —  Bordered  Wilton  with  plain  centres; 

or  In  Jacobin  designs. 

ALBERTA  --  A  fine  Brussels  carpet  In  numerous 

effective  styles  and  colorings. 

STYLES  that  are  original 

OOLORINQS  that  are  distinctive. 

WEAVE,  Improved  and  patented. 

We  have  the  goods  you  require.  Write  us  for 
samples  and  quotations. 


WCTOFY&OfFICES 
PETERBOROUGH.  ONTARIO. 
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F  you  are  in  business 
for  every  dollar  and 
every  customer  you 
can  get — If  the  cream 
of  business  is  as  ac- 
ceptable to  you  as  it 
is  to  that  neighbor  of 
yours — 

If  you  are  open  to 
something  that  means 
more  trade  and  more 
money,  and  the  equal 
of  which  in  its  par- 
ticular line  never  was 
known  in  this  land  of 
ours  since  time  be- 
gan— 

Hold  your  order  until 
you  have  had  a  chance 
to  see  the 


1912 


Take  our  word  for  it — believe  US  when  we  say  that 
you  cannot  afford  to  buy  without  first  seeing  this 
wonderful  line. 

Our  goods  will  be  upon  the  road  throughout  the  Western 
Provinces,  June  IQth,  and  throughout  Ontario  and 
the  Eastern  Provinces,  July  3rd. 

STAUNTONS  Limited 

Wall  Paper  Manufacturers 

941  Yonge  St.       -       Toronto 
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Some  handsome  German  rugs  seem  to  merit  more 
than  passing  comment.  These  are  offerefl  by  one  of 
tlie  greatest  German  manufactories,  through  their 
Canadian  agent.  Styles  inchide  two  qualities  in 
each  pattern  and  full  range  of  sizes.  Art  nouveau, 
Adams  and  floral  designs  were  used.  Scroll  borders 
with  self-colored,  or  very  small-patterned  centres 
were  well  taken.  Rich  pumpkin  browns  and  vellow.-i 
constituted  one  of  the  most  attractive  color  schemes. 
All  shades,  including  blues,  greens,  reds  and  nml- 
berry,  were  offered. 

In  connection  with  the  coming  visit  of  Royalty 
to  India,  much  talk  is  lieard  of  the  probable  intro- 
duction of  Hindoo  designs.  Some  rugs  are  to  be 
seen  in  these  patterns,  and  they  undoubtedly  rival 
the  Oriental  in  richness  and  beauty  of  form.  Colors 
are,  if  anything,  deeper,  and  the  tendency  is  to  use 
fewer  and  to  mix  them  less  intricately  in  the  same 
piece. 

® 

Rugs  for  the  Porch  or  Cottage. 

Excellent  sellers  have  been  the  new  style  rugs 
sold  especially  for  use  in  the  porch  or  Summer  cot- 
tage. Wool  squares,  matting,  rugs  and  imitation 
Orientals  in  bright  shades,  to  stand  the  sun  and  re- 
sist fading,  were  favorites. 

A  specially  designed  hair  mat  in  suitable  shades 
has  been  found  a  splendid  wearing  article.  Cheap 
and  attractive  styles  are  found  among  the  imported 
Japanese  and  Chinese  articles. 

Retailers  should  not  forget  to  feature  these  lines 
during  the  period  most  seasonable,  that  is,  when 
Spring  house-furnishing  has  to  some  extent  died  out, 
but  the  public  not  yet  migrated  to  their  Summer 
homes.  One  firm  of  excellent  standing  habituallv 
follows  up  the  regular  house-furnishing  sales  with 
hammock,  wicker  and  tent  window  displays. 

Bath  rugs  are  proving  every  year  more  widely 
in  demand.  Care  should  be  taken  to  select  styles 
easily  cleansed  and  of  shades  which  do  not  readily 
fade.  Light  colors  are  preferred;  blue  being  a 
favorite. 

® 

A  Home-furnishing  Window^. 

In  the  rug  and  drapery  display  by  Jas.  McNichol. 
for  Richard  Hall  &  Son,  Peterboro',  three  rugs,  two 
greens  and  an  old  rose,  were  shown.  One  was  plain 
green  and  consequently  did  not  reproduce  to  advan- 
tage, however,  a  good  idea  of  arrangement  is  gained 
from  the  section  illustrated. 

Net  and  figured  Madras  was  used  for  the  draper- 
ies. Over  the  mirrors  at  each  end,  window  drapes 
of  net  with  border  were  shirred  on  brass  rods.  A 
plain  burlap  and  mission  screen  was  placed  to  one 
side  of  the  centre  rug  and  a  rich  curtain  draped 
over  it.  A  piece  of  drapery  material  was  also  shown 
on  a  chair  to  the  right. 

At  the  left  was  a  curtain  of  shadow  tapestry  and 
at  the  extreme  left,  a  curtain  of  green  silk  velour 
lined  with  .silk  and  having  a  fancy  border,  was  hung 
with  the  edge  thrown  back  to  show  the  lining. 

Cuts  showing  interiors  of  handsomelv  furnished 
rooms,  were  mounted  on  dark  cardboard  and  added 
materially  to  the  display,  the.se  being  placed  at  in- 
tervals suggesting  the  uses  of  particular  draperies. 


Everything  in  this  grouping  was  suitable  for  parlor 
and  drawing  room  furni.«hings. 

® 

Well  Arranged  Wall  Paper  Section. 

D.  E.  Macdonald  &  Bros.,  Guelph,  have  a  wall 
paper  department,  in  which  is  .secured  a  particularly 
good  arrangement  by  reason  of  it<  location  in  a  cor- 
ner of  their  building,  where  good  light  is  available. 
Directly  opposite  a  .«eries  of  windows  are  display 
racks,  upon  which  paper  .schemes  may  be  effectively 
suggested.  The  stock  is  kept  in  shelving  on  either 
side.     In  the  rear  is  a  large  stock  room.     The  w^ll 
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ArranEement  of  wall  paper   department.  D.    E. 
&    Bros..  Guelph- 


Macdonald 


paper  section  adjoins  the  carpets  and  housefurnish- 
ings. 

The  firm  not  only  do  a  large  retail  business,  but 
also  sell  supplies  of  wall  paper  in  a  wholesale  way  to 
the  small  dealers  in  the  country  surrounding,  who 
appreciate  the  fact  that  a  large  and  well-assorted 
stock  is  easily  available  to  choose  from. 


A  plant  to  cost  $150,000  will  be  erected  at  St. 
John.  Que.,  by  the  Clewett,  Peabody  Co.,  shirt  ar«I 
collar  manufacturers. 

Pryce-Jones,  Canada,  Limited,  are  increasing  the 
size  of  their  store  at  Calgary  by  an  addition  180  x 
HO  feet.  The  completed  store  will  have  200  feet 
frontage. 

The  new  factory  of  the  Monarch  Knitting  Co.. 
St.  Thomas,  has  been  completed.  In  an  interview, 
an  official  of  the  company  stated  that  an  order  had 
been  placed  in  England  for  a  worsted  spinning 
plant  to  be  delivered  Sept.  1st  and  installed  in  the 
St.  Thomas  factory. 

The  Hudson's  Ray  Company  have  purchased  an 
additional  100  feet  frontage  upon  which  to  erect  an 
extension  to  their  Varicouver  store.  "With  a  %'iew  to 
development  in  Winnipeg,  the  company  have  spent 
upwards  of  a  million  dollars  in  valuable  property 
in  that  city  and  \\nn  now  have  a  site  covering  seven 
acres. 
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A  Strictly  Businesslike  Vacuum  Cleaner 

At  a  Price   for  the   Average   Man. 


n 


The  many  excellent  selling  points 
of  "  King  Edward "  Cleaners  are 
fully  given  in  our  booklet.  Send 
for  a  copy. 


The  "King  Edward 
Vacuum     Cleaner 

has  a  record  of  unbroken  success  as  a  rapid  seller. 
While  somewhat  of  a  novelty,  and  therefore  giving 
your  store  an  up-to-date  touch,  the  "KING 
EDWARD "  has  the  undoubted  merit  of  doing  its 
work  thoroughly  with  small  effort,  of  being  easily 
carried  about  and  of  wearing  long  without  repairs. 

Everyone  wants  his  home  sanitary,  and  the  appeal 
of  the  vacuum  cleaner  is  almost  resistless  when 
directed  to  this  instinct  for  cleanliness. 

We  manufacture  the  Best  and  Cheapest 
ELECTRIC    Vacuum    Cleaner    on 
the  Market.     Ask  for  Price. 

Try  it  at  once.    You 


The  George  H.  King  Co.,  Limited 

WOODSTOCK  ONTARIO 


will  not  be  dis- 
appointed. 


^ 

THE    BIG  A 

^  CARLOAD    POINT 

When  you  order  from  Victoriaville 

^\ 

you  not  only  get    the    best    possible 
service  in  furniture  value,  but  on  ac- 
count of  having  a   bedstead   factory, 
mattress  factory  and  a  chair  factory, 
as  well  as  our  own,  you  save  freight 
charges.     Order   in   carload   lots  and 
make  additional  profits  for  your  store. 

^a^R'^^^t^^^^^^^Bj^ 

Our  Victoriaville  SURFACE  OAK  FINISH 

is  the  best  furniture  to  buy  at  a  mod- 

^^^^^^^^^^^v^^^^^^^^^^^H 

erate  price.     Operating  our  own  saw 

^j^^B^^i 

mills,  we  can  guarantee  the  best  lumber 

i|LpB.i   \ 

at  rock  bottom  figures. 

nItureCo.,  c^lT.L  Victoriaville,  P.Q. 

TheVictoriavilleFur 

^^^ 
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Heavy  Cloths,  Large  Collars 

These   are    the   Outstanding   Features  of    the  Fall 

Coats,  Fichu   Collars   and   Hood   Effects 

With    Long    Shawl  Revers. 

TlilO  fuU-leiiglli  enveloping  coat  covering  the 
whole  of  the  gown  is  the  model  shown  and 
selling  for  the  coining  Fall  and  Winter.  The 
straight-line  cut,  or  at  the  most,  only  the 
slightest  shaping  to  the  figure  is  the  rule.  There  is 
also  a  growing  favor  for  the  short-waisted  Empire 
models,  and  many  of  the  coat  novelties  shown  are 
variations  of  this  style. 

The  tendency  is  for  heavier  cloths  than  have  been 
in  use  for  years,  and  the  promise  is  for  an  extended 
vogue  for  the  new  reversible  tweed,  cheviot  and 
Scotch  mixtures.  Wide  wale  diagonals  are  not  done 
yet,  and  some  very  smart  cloths  show  a  black  and 
white  or  grey  and  white  diagonal  face  with  a  plain 
back  in  high  color.  King's  blue,  Saxe  blue.  Em- 
pire green  and  purple  are  all  used  for  other  face, 
and  just  at  present  the  solid  color  seems  to  be  better 
liked  than  the  checked  or  striped  back. 

The  large  collar,  the  cuffs  and  patch  pockets  are 
made  of  the  colored  reverse  side.  Collars  are  very 
large  and  are  quite  the  most  important  trinmiing 
feature. 

Fichu  collars  and  hood  effects  are  continued  in 
front,  with  long  shawl  revers  that  fasten  at  the  side 
well  below  the  waist-line.  Another  good  style  is  the 
military  collar  with  one  long  rever.  This  is  a  very 
suitable  style  for  the  Canadian  Winter,  as  it  fastens 
close  up  to  the  throat.  Some  collars  narrow  to  al- 
most nothing  at  the  back,  and  spread  out  into  wide 
Directoire  revers  in  front,  and  are  finished  at  the 
back  with  a  hood-like  addition. 

Pockets  Similar  to  Fancy  Bags. 

Large  turn-back  cuffs  are  used,  and  the  patch 
pockets  are  often  cut  like  the  new  fancy  bags  now 
so  fashionable.  Another  feature  is  the  many  coats 
that  have  bound  button  holes,  due,  no  doubt,  to  the 
thickness  of  the  cloths  now  fashionable. 

Plain  beavers  are  never  out  of  date,  but  so  far 
their  selling  strength  has  not  been  great.  Coats  of 
this  class  are  trimmed  with  wide  braids  and  collars 
and  facing  of  satin  or  velvet  often  relieved  with  a 
line  piping  of  red  or  bright  blue. 

A  very  big  business  has  been  done  already  in 
seal  plushes,  and  in  some  sections  in  caracul  also. 


These  coats,  as  a  rule,  are  .self-trimmed,  the  handsome 
effect  of  the  big  collars  and  cuffs  being  quite  suffi- 
cient in  themselves. 

^ 

Many  Models  Plainly  Tailored 

Suits  and  Separate  Skirts  for  Fall  —  Most  Buyers 

Taking    the    28-inch   Coat  —  High    Waisted 

Models     are    Showing. 

Travelers  out  with  suits  for  Fall  selling  are  find- 
ing that  most  buyers  have  .'settled  upon  28-in.  as  the 
proper  length  for  the  Fall  suit  coat.  As  a  rule,  buy- 
ers are  taking  a  few  suits  with  shorter  length  coats, 
and  also  here  and  there  a  man  is  come  acro.^s  that 
is  buying  a  few  models  with  the  coat  a  little  longer, 
but  taking  it  all  round  the  28-in.  coat  is  the  one 
selling. 

Many  models  are  plainly  tailored,  the  coat  h)e- 
ing  cut  with  just  a  little  under-arm  shaping,  and 
the  notched  collar  having  revers  of  the  cloth,  with 
the  turn-over  at  the  back  inlaid  with  velvet  or  .satin. 
The  larger  fancy  collars  are  fini.shed  off  with  wide 
velvet  satin  or  moire  facings  or  are  trinmied  with 
wide  braids. 

Novelty  lines  are  not  in  shape  yet,  but  a  few  high- 
waisted  coat  models  are  already  showing.  As  a  rule, 
it  is  only  the  back  and  the  under-arm  gores  that 
are  cut  in  that  fashion. 

To  give  the  peasant  effect  the  long  shoulder  is 
used  and  the  sleeve  bells  slightly  and  widens  towards 
the  hand.  Large  turn-back  cuffs  finish  this  i^leeve. 
This  class  of  model  will  imdoubtedly  become  more 
])rominent  as  the  .'*ea«on  advances. 

The  skirt  for  the  suit  and  the  separate  skirts  are 
uuich  upon  the  same  lines.  The  skirts,  though 
straight-cut,  are  wider,  2^/2  feet  being  the  usual 
width,  though  some  are  not  quite  so  wide.  These 
narrower  skirts  all  have  "kick"  pleats  let  in  at  the 
panels  or  side  gores.  These  pleats  are  pres.sed  as  flat 
as  pos.sible,  and  only  show  when  the  wearer  is  walk- 
ing. 

Panel  sashes  and  panel  effects  are  ui^ed  on  the 
newer  models.  Simulated  tunics  are  also  shown. 
The  pliiin  skirt  with  tlio  panel  back  and  front  is 
.«till  the  popular  seller. 

Buyers  got  stuck  with  the  garment  last  year  and 
were  doubtful  of  its  vogue,  therefore  the  woman  who 
wanted  a  coat  suit  was  unable  to  obtain  it.  There 
are  many  women  who  always  desire  a  suit  for  street 
and  shopping  wear,  and  plenty  of  re-orders  are  now 
coming  in  to  the  firms  who  liave  the  materials  to 
keep  them  busy  for  the  next  few  weeks. 
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NEW  STAR  BRAND 
CREATIONS 


that  only  need  to  be  shown  to  sell.  Liven  up  your 
Ladies'  Read>-to-wear  Department  with  these  new 
seasonable  lines  that  are  right  up  to  the  minute. 

EIMONA  WAISTS 

FOR 

Immediate  Delivery 

Dainty  Summer  waists  in  kimona  styles,  square, 
Dutch  or  circular  necks    and    elbow   sleeves. 

The  two  styles  shown  here  can  be  delivered  on 
short  notice. 


No.  9144— Kimona  Lingerie  Waist  with  Dutch 
Neck 


An  exceptional  feature  of  our  assortment  in  the 
kimona  styles  is  a  waist  in  one-piece  style,  entirely  with- 
out seams,  with  the  exception  of  below  the  arm.  This 
waist  carries  out  in  charming  manner  that  very  popular 
style  feature  which  has  found  expression  in  the  kimona 
type 

These  are  lines  that  you  must  have  for  your  mid- 
summer trade.  THEY  EMBODY  RAPID-SELLING 
FEATURES. 


^■A^v 


ORDER  NOW. 


No.   9142— One-piece  Kimona  Waist, 
decidedly  new  feature 


STAR  WHITEWEAR  MFG.  CO. 

BERLIN  CANADA 
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-Courtesy  of  Home  &  Watts,  I.iniiteil,  Toronto 


TWO    DAINTY    CHILDREN'S    DRESSES    FOR    FALL 


The  garment  on  the  left  is  of  navy  serge, 
trimmed  with  red  silk  braid  and  covered  buttons. 
Large  rever  on  one  side,  with  Gibson  pleat  over 
shoulder;  pleated  skirt.  Ages  8,  10,  12  aod  14 
years. 


On  the  right  is  a  dress  of  bordered  serge  in 
red  or  navy;  kimona  sleeve,  border  extending 
from  neck  lo  cuR  ;  shaped  cuff  with  collar  to 
match  with  black  silk  piping  and  black  silk 
buttons.     Ages  8  to  14  years. 
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THIS  new  Fall  coat  is  made  in  full  length,  different  grades  diagonal  revers- 
ible tweed,  a  fabric  that  will  meet  with  exceptional  favor  because  of  its 
warmth  without  clumsy  weight.  The  garment,  as  you  see,  is  finished  with 
the  sailor  collar  and  hood  effect.  Inset  back  and  front  with  light  blue  revers  of 
the  fabric,  and,  you  will  notice,  it  is  trimmed  with  stylish  bone  buttons.  The 
same  idea  is  worked  out  in  the  pockets  and  cuffs.  We  have  introduced  the  new 
stylish  cut  at  the  back,  finished  with  two  open  slashes. 

Our  absolutely  new  system,  which  guarantees  a  perfect  fit,  is  the  surest 
and  most  satisfactory,  and  the  only  way  to  do  away  with  alterations.  It  will  make 
your  profits  bigger,  save  you  time  and  labor,  will  be  a  pleasure  to  you  and  your 
salesladies  when  selling  our  perfect-fitting  garments. 

We  are  also  specializing  on  our  Special  Junior  Suit.  Junior  Suits  are 
made  to  fit  girls  of  13,  15,  17  and  19.  They  are  proportionately  cut  and  special 
measurements.     Ask  our  travellers  about  these  Junior  Suits. 

The  Independent  Cloak  Company 

553  Queen  Street  West        -  -  TORONTO 
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Novelties  in  Misses'  and  Children's  Wear 

Salient    Features   of    Women's    Fashions    are    Being    Adopted    With     Good 

Effect  —  Descriptions  of  Some    of  the  Newer  Creations    in  Lawn,  Cotton,  Voile 

and   Marquisette  —  Double   Faced   Fabrics   Being    Used. 


BKAUTIFUL  little  models  are  being  shown  for 
the  younger  children.  Designers  are  making 
use  of  the  salient  features  in  women's  fash- 
ions and  are  adapting  them  most  attractively 
for  children's  wear.  Panels,  panel  sa-shes,  kimona 
yokes,  fichus,  and  fancy  collar  effects  are  all  used  in 
many  charming  and  childish  ways. 

A  dainty  little  dress  for  a  four-year-old  is  made 
of  sheer  lawn.  The  new  feature  is  a  panel  of  fine 
embroidery  worked  in  pale  blue.  This  panel  runs 
from  the  square  neck  to  the  hem  of  the  gown  both 
back  and  front,  the  closing  being  accomplished  down 
the  centre  of  back  panel  with  small  carved  Pearl  but- 
tons. These  panels  are  edged  with  tiny  ruffles  of  fine 
Val.  lace,  and  a  breadth  of  tucked  lawn  joins  the 
under  arm  pieces  which  are  made  of  the  same  em- 
broidery as  the  panels  and  also  forms  the  shoulder 
piece.  A  ruffle  of  the  same  lace  outlines  this  tucked 
piece  and  hides  where  the  sleeve  is  joined  in. 

A  circular  cut  fiounce,  edged  with  a  lace  ruffle, 
joins  to  the  front  and  back  panels  and  forms  a  .shoit 
full  skirt,  that  is  joined  on  imder  a  folded  sash  of 
pale  blue  satin  ribbon.  The  neck  finish  is  mo*t 
original.  It  consists  of  a  tiny  band  of  lawn  through 
which  is  run  a  pale  blue  ribbon  that  ties  and  five 
tiny  ribbon  roses  form  a  fringe  across  the  front  of 
the  square  neck. 

Another  pretty  gown  is  for  a  child  of  the  same 
age  and  is  made  of  good  quality  cotton  voile.  The 
dress  practically  consists  of  a  yoke  and  skirt.  The 
skirt  is  laid  in  tiny  tucks  to  the  depth  of  three  inches 
at  the  top  all  around  save  in  the  front  where  a  spat?e 
of  three  inches  is  left  which  forms  a  box-pleat  in 
front.  The  kimona  yoke  and  sleeves  are  of  em- 
broidered voile  outlined  with  a  narrow  lace  edging. 
There  is  a  band  of  embroidery  edged  with  a  narrow 
lace  ruffle  around  the  edge  of  the  skirt. 

For  a  slightly  older  girl  a  handsome  dress  shown 
was  made  of  fine  Swiss  flouncing.  There  was  ab- 
solutely no  waist,  all  the  shaping  being  done  by 
tucks  in  front  and  bv  gathering  the  flouncing  onto 
a  tiny  yoke  at  the  back.  Under  the  arms,  where 
the  seams  would  ordinarily  come,  was  a  two-inch 
box-pleat  of  fine  mull  ornamented  with  a  row  of 
medium-sized  crochet  buttons.  The  straight  short 
sleeves  have  a  narrow  upturned  cuff  and  there  is  a 
large  sailor  collar  of  allover  embroidery,  that  finishes 
just  over  the  shoulder  with  square  tabs  in  front. 
The  round  neck  is  finished  with  a  beading  through 
which  a  ribbon  is  run. 

The  fourth  dress  is  of  cotton  voile  and  is  for  a 
girl  of  eleven  or  twelve.  The  plain  .scant  skirt  has 
a  deep  hem  above  which  is  a  band  of  filet  lace  and 
a  group  of  tiny  tucks  and  the  skirt  hangs  from  a 
yoke  waist  which  is  completely  hidden  by  a  fichu. 
This  fichu  is  of  filet  lace  lined  witli  pink  cotton  voile 
and  the  ends  continue  over  the  i^houlder  and  crossing 
in  front  and  under  the  panel  back.  The  panel  is  of 
white  voile  lined  with  pink  and  both  it  and  the 
fichu  are  edged  with  a  narrow  ruffle  of  lace. 

Two  little  French  dresses  were  included  in  the 
collection.  One  was  of  cotton  voile  and  the  other 
of  niarqui.sette.     The  full  skirt  of  the  marquisette 


dress  had  a  deep  flounce  of  imitation  Veni.se  lace 
and  the  simple  waist  was  of  the  material  pleated 
and  edged  with  a  narrower  flounce  of  the  same  lac^. 
The  sleeves  were  in  the  new  long  .shoulder  effect  with 
a  straight  sleeve  set  in.  The  voile  had  a  tucked 
waist  also  with  the  new  long  shoulder  with  a  gored 
skirt  set  on  at  the  waist-line ;  the  skirt  being  covered 
with  an  over  dress  of  filet  lace. 

Both  these  dresses  gave  an  almost  exaggerated 
straight  line  effect  a.s  the  waist  was  not  even  indicat- 
ed. 

New  Double-faced  Materials. 

Free  use  and  witli  the  liappiest  residts,  has  been 
made  of  the  new  double  faced  materials  and  the  'e- 
sults  are  very  attractive.  Smart  little  models  are 
also  put  out  in  seal  plush,  caracul  and  cord  velvet. 

Decidely  most  attractive  are  the  Scotch  mixtures 
and  fancy  chevoits  with  the  plaid  or  plain  backs  in 
a  high  color.  The  large  fancy  pockets,  turn-back 
cuff's  and  smart  patch  pockets  are  of  the  facings. 
Straight  line  effects  are  aimed  at  but  not  too  rigidly, 
for  ample  room  is  given  by  pleats  and  tucks  left 
loo.-^e  just  below  the  waist  line. 

Fancy  buttons  either  in  gilt  or  harmonizing 
with  the  coat  are  a  big  trinnning  feature.  Bone  but- 
tons in  matching  shades  and  covered  buttons  with  a 
bone  or  metal  rim  are  all  used. 

Other  fabrics  than  double-faced  are  trimmed 
with  wide  and  narrow  braids,  touches  of  Oriental 
embroidery,  collars  and  cuffs  and  facings  of  velve', 
satin,  moire,  and  of  fur  fabric  are  also  used  exten- 
sively. 

A  few  plain  cloth  coats  are  included  in  sample 
lines  but  buvers  evidentlv  prefer  the  rougher 
cloths. 


Leaders    for  Whitew^ear  Sales. 

Now  that  June  whitewcar  .«iales  are  under  way, 
and  the  .special  merchandise  for  making  the  occasion 
a  success  is  bought,  attention  is  being  turned  to  the 
buying  of  garments  for  another  season.  Now  is  the 
time  for  the  buyer  or  merchant  to  size  up  his  de- 
partment and  plan  for  the  obtaining  of  more  and 
better  business. 

Do  I  buy  the  best  whitewear  obtainable,  and  the 
garments  that  will  sell  best  in  my  section  of  the 
country?  Do  T  consult  with  my  subordinates  as  I 
sliould  do.  and  would  it  not  be  a'-visable  to  allow 
some  of  the  women  who  sell  the  goods  to  have  a 
hand  in  making  the  selections?  Do  I  pay  enough 
attention  to  the  buying  of  leaders  and  special  mer- 
chandise? These  are  all  questions  that  the  head  of 
the  dei")artment.  or  the  merchant  who  acts  as  his  own 
buyer  can  ask  himself  with  advantage. 

Every  merchant  uses  leaders  to  draw  trade,  and 
if  they  are  rightly  chosen  and  really  the  excellent 
value  they  ought  to  be  they  will  form  a  potent  at- 
traction to  draw  customers,  not  just  to  the  depart- 
ment, but  to  the  store. 
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Costuming  the  Bather 


B  B 
B 


There  is  a  huge  seasonable  demand  for  the  splendid 
bathing  suits  shown  in  the  cuts.  They  are  samples 
of  our  extraordinary  line  of  bathing  toggery,  as  pretty 

on  the  beach  as  it  is  comfort- 
able in  fit,  and  sturdy  in  wear. 
These  bathing  suits  are  made  of 
brilliantine  lustre  in  black,  navy, 
cardinal,  brown,  cream,  etc.,  in 
many  effect- 
tive  combin- 
ations; black 
and  navy 
with  red  silk 
braid  ;  blue 
and  white; 
cardinal  and 
white,  etc. 
We  offer  a 
good  assort- 
m  e  n  t  of 
styles  to  se- 
lect from,  in- 
cluding di- 
vided skirt 
styles  with 
wide  pleats,  strong  elastic  at  knee, 
a  very  neat,  sensible,  practical  gar- 
ment for  the  athletic  girl  or  woman. 

Kiddies'  Suits,  3  to  6  years  of  age 
Girls'  Suits,  8  to  14  years  of  age 
Women's  Suits,  32  to  44  bust 


Home    &    Watts,    Ltd.,    19  Duncan  Street,   TorOIltO 
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Top  groups  reading  from  left — Dress  of 
black  velvet  and  satin.  Empire  gown,  satin 
foundation,  veiled  with  bordered  ninon. 

Right  top  group — Revolutionary  dress 
of  narrow  striped  taffeta  fichu  of  frilled  net. 
Suit  of  white  serge  with  collar  and  cuffs  of 
black  satin. 

Lower  groups  read  from  left   to  right — 


Gown  of  powder  blue  satin  with  tunic  of 
navy  blue  printed  ninon.  The  panel  sa«h  is 
of  the  ninon  and  satin  and  is  continued  as 
a  detached  train.  Hat  full  of  uncurled 
ostrich  plumes. 

Left  lower  group — Gown  of  royal  blue 
satin  trimmed  with  fringes  and  narrow  pleat- 
ed trimming  of  the  same  ;  gown  of  new  shade 
of  fuchsia  red  with  tunic  of  bordered  voile. 
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A  UNIQUE  FALL  FABRIC 

"  WINTEX" 


We  have  arranged  with  a  prominent  manu- 
facturer to  supply  us  with  a  new  Fall  and  Winter 
coating  material  which  will  be  known  as 

"WINTEX" 

and  have  contracted  for  10,000  yards  of  this  cloth 
to  get  exclusive  control  of  its  sale.  W^e  will  sell 
this  material  made  up   into  garments  costing  from 

$10.00  to  $18.00 


While  making  special  effort  in  the  matter  of 
cloth  we  are  not  resting  on  our  oars  when  it 
comes  to  design.  "The  Winter  Reputation"  will 
be  fully  maintained  by  our  new  Fall  and  Winter 
styles,  exclusive  as  the  material.  The  two  together 
give  the  retailer  a  coat  he  will  delight  to  show. 

When  you  place  your  order  with  us  for  your 
lot  of  "  WINTEX"  you  will  be  following  the  example 
of  many  prominent  buyers  who  have  thoroughly 
examined  its  merits  and  who  recognize  the  impor- 
tance of  stocking  early. 


J.  H.  WINTERS  &  COMPANY 


Q 


KING  AND  SPADINA 


TORONTO 


33 
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Party  and  Informal   Dresses 

Smart  Lines  for  Summer  Resort  Wear  Which 
are  Taking  Exceptionally  Well  —  Voiles  and 
Marquisettes  Popular  —  Girdle  of  Importance 

Miiiiufacturers  who  are  luakiug  party  gowns  of 
cottou  voile  or  marquisette,  net,  chifiou,  silk  voile  or 
marquisette  and  lace  over  satin  de  chine  or  messa- 
line,  are  showing  models  suitable  for  informal  danc- 
ing frocks  for  wear  at  the  many  Canadian  Summer 
resorts,  or  for  bridge  and  party  frocks  for  early 
Autumn  wear. 

This  is  a  new  line  with  many  merchants,  but  it  is 
one  in  which  the  man  who  has  a  large  enough  busi- 
ness has  done  exceedingly  well.  There  is  a  very  big 
sale  for  these  dresses,  for  they  are  smart  and  yet  sim- 
ple in  design,  and  can  be  had  with  more  style,  and 
much  cheaper  than  the  ordinary  dressmaker  can 
accomplish. 

The  frocks  may  be  all  white,  but  are  usually 
elaborated  in  colors.  White  cotton  marquisette  or 
voile  is  heavily  embroidered,  both  by  hand  and  ma- 
chine. 

Filet,  Cluny  and  heavy  linen  laces,  Venise,  and 
imitation  crochet  lace  are  freely  used  in  the  trimming 
scheme.  Wide  liouncings,  wide  bands  of  embroidery 
and  wide  laces  are  very  nmch  used.  Tunic  effects 
are  everywhere  often  edged  with  ball  fringes.  The 
waist-line  is  slightly  raised,  the  waist  is  kimona  cut 
with  short  three-quarter  sleeves  and  square  or  round 
low  neck. 

The  panel  sash  or  side  panels  of  lace  or  embroid- 
ery is  a  feature  of  some  of  the  new  gowns,  and  some 
of  the  latest  panels  begin  at  the  neck  and  form  a 
short  detached  train. 


Waists  For  Coming  Season 

Long-yoked    Effects   are   Being    Introduced  — 

Touches  of  Color  in  Lingerie  Models  —  Kimona 

Sleeve_Still  Holds. 

Waists  have  been  an  unusually  good  selling  line 
this  Spring,  due  in  some  measure  to  the  wide  range 
of  fabrics  and  styles  they  were  developed  in.  The 
favored  models  in  high-priced  lines  have  been  those 
of  marquisette  and  voile.  These  have  shown  the 
fashionable  touch  of  color  in  the  shape  of  hand  and 
machine  embroideries,  or  trimmings  of  the  same 
fabric  in  a  high  contrasting  color. 

Tailored  models  in  Sunnner  silks,  in  pongee,  and 
wash  silks  have  done  well  and  their  vogue  promises 
to  continue  during  the  Summer  months. 

Lingeries,  particulai'ly  in  the  cheaper  models, 
have  had  a  good  sale,  the  warm  weather  during  the 
last  month  being  greatly  in  their  favor. 

Early  lines  for  Fall  are  appearing  now,  though 
no  pretence  is  made  about  new  ideas  appearing  later. 
As  a  rule,  the  new  models  show  the  kimona  sleeve 
or  the  yoke  effect  with  the  under  pai't  set  in.  This 
fashion  has  had  a  big  run,  but  it  makes  a  pretty 
youthful-looking  model,  and  in  the  absence  of  any- 
thing as  striking,  would  seem  to  be  in  for  the  en- 
joyment of  another  season  of  popularity. 

Long-yoked  effects  that  give  mucii  tlio  same  out- 
line are  being  introduced,  finished  with  a  ])lain,  tight 
sleeve,  and  certainly  the  long  sleeve  is  most  suitable 
for  Fall  and  Winter  wear. 


Semi-tailored  waists  are  being  shown  in  satin, 
messaline  and  .soft-finished  taffetas  in  .semi-tailored 
cut.  \'eiled  models  are  also  making  their  appear- 
ance. Some  of  the  new  waists  show  the  crushed 
girdle  finish,  and  some  models  brought  from  the 
other  side  .show  a  narrow  scant  frill  of  the  material 
below. 

Simple  little  lingerie  models  for  Fall  show  touches 
of  colored  embroidery  in  the  shape  of  dots,  triangles 
and  small  set  figures  worked  in  washable  cotton 
thread.  A  new  .substitute  for  linen  that  promises 
to  find  favor  is  l^eing  used  for  tailored  Ijlouses.  Strip- 
ed Madras,  silk  and  linen  and  wool  and  cotton  out- 
ing flannels  are  other  new  tailored  blouse  fabrics. 

Waists  in    Montreal    Market 

All   Soft   Silks   and     Satins   Will     be     Featured 

for    Coming    Season — Rich  Autumn  Tints  — 

Blues    Promised    Special    Vogue. 

Montreal,  June  1. 

TONES  which  rival  the  richest  of  Autumn's 
tints  are  being  fashioned  into  the  separate 
waists  which  will  form  an  important  fea- 
ture of  my  lady's  Fall  and  Winter  wardrobe, 
lielio,  wistaria,  rich  navy,  golden  and  tobacco  browns 
and  pumpkin,  of  a  mellow  golden  tint,  being  among 
(he  favored  tones,  with,  of  cour.se,  the  usual  demand 
for  black.  Blues,  in  both  the  pale  and  Copenhagen 
tints,  are  promised  a  special  vogue,  and  touches  of' 
red,  spurned  for  hot  weather  trimmings,  will  be  fea- 
tured on  many  of  the  models. 

All  the  soft  silks  and  satins  will  find  favor  in 
the   manufacture   of  these   waists,  especially   in   the 


Show  Your   Own  Faith 
=  in  Your  Output  = 


MARK    ALL  YOUR   GOODS 


Woven   Labels 

are  artistic  and  give  a  finish 
to  garments,  millinery,  etc. 
The  label  insures  notice  to 
your  lines  and  is  a  constant, 
persistent  advertisement. 
Our  facilities  are  perfect  and 
we  absolutely  guarantee  sat- 
isfaction. 

WRITE    US    FOR    OUR 
PRICES  AND  SAMPLES 

Canada  Label  &  Webbing   Go. 

LIMITED 

MORROW  AVE..     :  :     TORONTO.  ONT. 
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EGYPTINE  UNDERSKIRTS 
ARE  VERY  STYLISH 


There  is  hardly  a  word  which  ap- 
peals so  strongly  to  the  ladies  as 
"stylish." 

Then  why  not  have  your  Underskirt 
Department  strictly  in  style  with 
EGYPTINES,  every  skirt  guaranteed 
with  this  label  on  the  band. 


^GV^^X^"^ 


EGYPTINES  are  made  to  look 
stylish,  cut  very  full,  with  stylish 
flounces,  and  the  skirts  hold  their 
shape  well. 

EGYPTINES  come  in  about  fifteen 
colors,  including  the  fashionable 
shades  of  the  season,  and  a  fine  fast 
black. 

EGYPTINES  look  like  taffeta  silk, 
rustle  like  silk,  wear  much  longer, 
and  retail  for  about  one-third  the 
price. 

It  pays  to  be  careful  —  there  are 
many  imitations  on  the  market  — 
every  skirt  is  marked  with  this  label. 


Order   from   any    Wholesaler. 


^fUcTii'iea^ 


Z^ndii 
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messaline  varieties.  So,  also  will  marquisettes,  chif- 
fons and  nets.  Among  the  trimmings  used  on  the 
silk  materials  will  be  pipings  of  contrasting  shades, 
ornaments,  lace,  and  hand  and  machine  embroid- 
ery, separately  and  together.  Beading  and  hand- 
painting  will  be  largely  featured  as  decoration  for 


Check  taffeta  silk  ■waist,  black  messaline  trimmed,  piped   with 

"paddy  graen,"   crochet   buttons  —  Shown    by    Ladies' 

■Wear  Limited.  Toronto. 


the  chiffon  waists,  while  the  marquisettes  will  be 
ornamented  with  embroidery  in  more  or  less  elabor- 
ate effects.  Lace,  embroidered  nets,  and  silk  pip- 
ings and  edges  will  be  in  order  for  trimmings  on  no; 
waists. 

The  kimona  effect  sleeves,  with  some  distinctive- 
ly new  touches,  are  expected  to  be  good  right  through 
the  Autumn  season,  and  all  the  waists  shown  so  far 
show  a  continuance  of  the  short  sleeve.  Some  have 
low  necks.  Others  are  finished  with  yoke  and  collar 
of  plain  chiffon,  which  gives  the  low  neck  effect. 

Among  the  early  Fall  blouses  offered  by  a  Mon- 
treal manufacturer  is  one  with  a  wide  boxpleat,  fin- 
ishing in  the  back  in  short  pointed  yoke  effect,  and 
in  the  front  in  surplice  fashion,  the  boxpleat  of  the 
satin  overlaid  with  a  wide  Cluny  banding.  An  un- 
dersleeve  of  net  has  a  banding  of  the  Cluny  coming 
just  below  the  edge  of  the  kimona-effect  sleeve  of 
messaline.  A  soft  silk  blouse  with  sailor  collar  fi'i 
ishing  in  square  ends  in  front,  is  laid  in  fine  tuck- 
ing, the  tucks  stitched  in  a  contrasting  shade.  This 
model  has  a  front  yoke  portion  of  lace,  finished  with 
a  piping  the  same  .shade  as  the  stitching  and  closing 
in  vest  effect  in  the  front. 

Boxpleats  are  a  feature  of  the  trimming  on  an- 
other blouse,  with  fancifiilly  arranged  decoration  of 
lace.  In  another  waist  with  round  shawl  collar  fin- 
ishing straight  across  the  front,  the  yoke  and  under- 
sleeves  are  of  finely-tucked  chiffon,  and  the  decora- 
tion consists  of  fine  tucking,  vest  front,  and  Point 
de  Venise  banding.  The  feature  of  another  waist 
is  the  kimona  effect  in  the  upper  portion,  with  a 
square  yoke,  coming  down  very  low  in  front,  of  tuck- 
ed mes.saline,  edged  with  wide  lace  banding.  A  waist 
of  pumpkin-toned  messaline  ha.s  a  hand-embroidered 


chiffon  yoke,  and  two  curving  bands  of  lace  crossing 
the  front  and  running  into  a  single  row  high  on 
the  back. 

The  Chiffon  Waist. 

The  chiffon  waists  are  shown  chiefly  in  the  ki- 
mona effects,  beaded  or  hand-painted,  and  sometimt-T 
with  linings  of  contrasting  tones.  A  waist  of  navy 
chiffon,  embroidered  in  white  porcelain  beads,  is 
lined  in  deep  green  silk.  A  lovely  pale  blue,  beaded 
in  black  and  piped  with  navy,  is  made  over  pale 
blue  messaline.  One  of  the  exquisitely  hand-painted 
models  has  a  j^oke  plainly  tinted  and  bordered  by  i 
fanciful  arrangement  of  clusters  of  deeper  tinted 
roses,  garlanded  together  with  knotted  blue  ribbon, 
the  whole  design  worked  out  in  hand-painting.  A 
printed  chiffon  in  bordered  design  of  wasteria  on 
white,  with  sailor  collar  and  bow  knot  of  solid  color, 
is  made  over  pale  pink. 

Net  Waists. 

Many  of  the  net  waists  have  the  lace  banding 
applied  in  bolero  effect,  and  present  a  smart  and 
dressy  appearance.  Others  introduce  the  fussier 
fichu  suggestions  in  their  decoration,  one  waist  of 
ecru  net  having  a  deep  pleating  of  the  net  applied 
in  fichu  effect,  closing  very  low  in  the  front,  the 
pleating  edged  with   a  band  of  color.     The  short 


Beaded   chiffon   waist,   silk  lined,   piped   to   match    chiffon. 

Yoke  and   sleeves  fine   panel   d'esprit.      A  $5   retailer. 

Shown   by   Ladies'  'Wear  Limited,    Toronto. 

sleeve,  finished  with  a  band  of  the  lace,  which  also 
formed  the  j'oke.  is  headed  by  a  pleating. 

Lacey  ELffects  for  Hot  Days. 

Some  of  the  Midsummer  weather  blouses  and 
lingerie  waists  shown  by  a  Montreal  manufacturer 
are  marvellously  dainty  and  lacey  in  effect,  almost 
every  model  introducing  the  color  note  typical  of 
the  season.  One  of  these,  in  the  finest  mull,  elabor- 
ately pin-tucked,  and  in  kimona  effect,  is  finished 
with  long  shawl  collar  and  V  of  all-over  embroidery, 
the  collar  edged  with  slightly-fulled  ^'alenciennes, 
and  the  V  and  sleeves  piped  with  a  color.  The 
blou^e  fa.^tcns  in  the  front,  the  closing  below  the 
edge  of  the  shawl  collar  being  effected  by  two  med- 
ium-sized buttons  to  match  the  piping. 
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Canada  Cloak  Co. 

LIMITED 

63-71  West  Wellington  St. 
TORONTO         .:.         CANADA 


MANUFACTURERS    OF 


WOMEN'S,  MISSES'  AND 
CHILDREN'S  COATS 

FUR-COLLARED  COATS 

WOMEN'S  AND  MISSES'  SUITS 

WOMEN'S  SKIRTS 
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Fall  coat  in  grey  diagonal  re- 
versible tweed  Collar  in 
hood  effect,  inset  front  and 
back,  with  reverse  side  of 
fabric  blue.  The  same  idea 
!s  carried  out  in  pockets  and 
cuffs.  New  back  with  deep 
side  slashes.  Trimmed  with 
bone  buttons.  Made  in  differ- 
ent "warmth  without 
weight "  fabrics,  reversible 
in  plain  colors  or   plaids. 


—Courtesy  of  The  Independent 
Cloak  Co.,  Toronto. 
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TRADE     MARK      REGISTERED 


NEW 
ADDRESS 


SEPARATE    SKIRTS 

13-21  EAST  22nd  STREET 

Between  Broadway  and  Fourth  Avenue,  NEW  YORK 


Please  mention  The  Reinew  to    Advertisers  and  Their  Travelers. 


Fashions  Gorgeous  Court  at  Coronation 

Dress    Inside    the    Abbey    and    Out  —  Descriptions    oi    Notable    Gowns    That 

are    to    be   "Worn  —  British    Made    Brocade    Will    be    Much    Worn  —  Superb 

Lace  —  Millinery   of   the   Small,  Close-fitting  Shapes  — Daring  Color  Schemes 

in   the    Frocks  —  Blouses   of   Ninon,   with    Voile     Overslips. 

By    Desda    Cornish,  for    The    Dry    Goods    Review. 


FASHION  FEATURES  THAT  WILL  HAVE  LASTING 
INFLUENCE. 

HOBBLE  SKIRT  under  ban.  Approved  court 
gown  measures  3V2  yards  round  the  hem  of  the 
skirt. 

*         *         » 

A  gown  is  almost  certain  to  be  of  brocade  or  brache — 
made  in  England. 

Trimmings  of  brettelles  of  large  and  small  diamonds, 
pendants  and  increstations  of  pearls  and  turquoise  mat- 
rix, gold  and  silver  cords  and  tassels. 
»         ♦         * 

Striking  gowns  of  maize  colored  brocade,  pale,  leather- 
colored  broche;  shell  pink  charmeuse  and  of  cherry  crepe- 
de-chine. 

In    millinery,    cerise    is    leading    color,    followed    by 

Wedgewood  blue,  bright  green,  vivid  blacks  and  whites. 

*         »         * 

Small  hats  trimmed  with  Wedgewood  plaques  and 
cameos. 


Coats  smart  and  cut  square,  the  smarter  ones  being 
plain  and  cut  square. 

•  •         • 

Some  brocade  gowns  are  patterned  and  calored  from 
old  renaissance  patterns. 

♦  •         » 

It  is  a  year  of  pearls  and  diamonds.     These  are  ex- 
tensively used  as  ornaments  and  trimmings. 


IN  view  of  the  fact  that  the  Coronation  will  be  the 
most  important    ceremony    of    the    year — and 
probably  for  some  years  to  come — Dame  Style 
has  her  followers    in    thrall;    never    have  the 
famous  modistes  of  London  and  Paris  been  so  hard 
pressed. 

The  setting  in  Westminster  Abbey  will  be  the 
.same  as  of  yore.  Since  the  crowning  of  Richard  I., 
the  first  coronation  of  which  we  have  a  full  account, 
the  formalities  then  adopted  have  been  little  altered. 


The  Coronation  Robe 

This  illustration  depicts  an  interesting  reproduc- 
tion of  the  robe  to  be  worn  by  Queen  Mary  during 
the  coronation  ceremonies. 

The  gown  proper  is  a  princess  robe  of  crimson 
velvet,  close  fitting,  high  necked,  with  a  train  (.f 
medium  length.  The  entire  front,  from  neck  to  fert, 
is  a  series  of  white  lace  flounces,  each  about  10  inche.j 
deep.  The  crimson  velvet  opens  over  this  filmy  front 
like  a  coat,  the  fronts  describing  scallops,  edgei 
with  ermine.  The  sleeves  are  made  with  three  vel- 
vet puff's,  separated  one  from  another  by  narrow 
1  lands  of  ermine.  Below  the  final  band  of  ermine  is 
a  velvet  point,  beneath  which  a  frill  of  white  lace 
falls  over  the  arm  and  hand.  Aromid  the  throat  is 
a  frill  of  plisse  mou.s.>;eline.  which  .«tands  out  all 
around  like  a  small  edition  of  an  Elizabethan  rufi'. 

The  court  train  is  fastened  to  the  shoulders  under 
a  deep  cape  of  ermine,  and  falls  in  verv  graceful 
lids,  widening  as  it  lengthens.  It  is  fifteen  feet 
idug.  It  is  edged  with  ermine  and  embroidered  at 
iiilci'val-  with  royal  crowns  in  gold.  The  train  is 
lined  will)  white  >atii\. 
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The   New  Idea 

THE     EPPO     PETTICOAT 


Here  is  a  skirt  which  adjusts  itself  to  any  waist  measure  from  20  to  28  inches. 

There  are  no  strings,  no  buttons,  no  alterations,  the  skirt  always  fits  smoothly  and 
gracefully — just  close  the  snaps  and  the  skirt  adjusts  itself  to  the  figure,  the  fullness  is  evenly 
distributed  by  the  Eppo  patent  band. 

Notice  ihe  side  opening,  the  endless  stay—  won't  tear  and  cannot  rip. 

We  make  the  Eppo  in  Egyptine  Taffetas  and  Blackeye  Silk  Moires,  in  sateens  and  in  silks. 

Your  wholesaler  can  supply  you— make  a  point  of  being  the  first  in  your  section  to  show 
the  latest  patent,  the  Eppo. 

We  have  sole  rights  for  Canada  to  make  this  new  underskirt. 


"illani^caC 
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Fall  model  in  imported  re- 
versible plaid  t%weed  coat  in 
popular  length.  Broad  back 
and  new  hood  effect.  Collar, 
cuffs  and  pockets  trimmed 
with  reverse  of  cloth  and 
buttons. 


Courtesy  of  Consolidated  Cloak 
Company,  Limited,  Toronto. 
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The  Art  of  Making  Children's  Dresses 

Reaches  Perfection  in 

Princess  Garments 


^ 


Our  specializing  on  Children's  Dresses  only  has  produced  an  exquisite  line  of  dainty  garments, 
thoroughly  up-to-date  in  cut  and  material  and  finished  most  carefully. 

PRINCESS  GARMENTS  ARE  POPULAR. 

Your  Children's  Department  will  give  immediate  and  growing  returns  with  our  line  as  its  stock. 
Mothers  buy  them,  because  they  can't  better  them. 
As  good  and  more  stylish  than  the  home-made  article. 

WRITE  FOR  PKICES  AND  STYLES. 

Princess  Garment  Co. 

76  Richmond  Street  East  Toronto,  Canada 


GET  THE  CREDIT 


of   the   fit   and  other   good   qualities   of   your   products.      Most   people 
like  to  buy  goods  backed  by   their  maker   with   his   name. 

By   Using   WOVEN   SILK    LABELS 

you  will  get  this   credit— a  continual  advertisement   of  the   excellence 

of  your   output. 

We  make  handsome,  well-designed  labels  in  all  sizes  and  any  lettering. 

OUR     PRICES     WILL     PLEASE     YOU.         WRITE     FOR     THEM. 

THE   COLONIAL   WEAVING   CO.,   LIMITED 

PETERBORO  ONTARIO 


The  Coronation  chair  made  for  Edward  I.  in  the 
13th  century,  still  lends  its  gabled  and  crocheted 
back,  its  panels  of  gilded  tracery  work,  its  carven 
lions,  to  the  form  of  the  latest  to-be-crowned  mon- 
arch .  .  .  the  robes  of  the  Peers  and  Peeresses 
are  but  changed  to  the  tune  of  richer  fabrics,  but 
Fashion  stalks  in  to  fill  the  spaces  of  the  stately  edi- 
fice with  gowns  and  jewels,  the  like  of  which  was 
never  seen  before. 

Queen  Only  Without  Hair  Ornament. 

The  greatest  Lady  in  the  Land,  having  donned 
her  Royal  robes  of  crimson  velvet  and  ermine  in  the 
Robing  Room  at  Westminster  Hall,  will  proceed 
with  the  King,  in  like  attire,  in  state  to  the  Abbey, 
her  head  unadorned  by  crown,  tiara,  or  aigrette,  the 
one  woman,  perhaps,  in  all  the  vast  assemblage,  with 
no  ornament  in  her  hair — the  peeresses  being  allow- 
ed diamond  hair-ornaments,  so  long  as  they  do  not 
interfere  with  their  coronets. 

Her  six  Maids  of  Honor,  clad  in  high-necked 
white  satin  gowns  with  short  sleeves,  carry  her  train 
of  velvet  and  ermine,  as  the  stately  cortege  advances 
slowly  up  the  aisle  to  the  altar. 

Some  of  the  Queen's  jewels  will  include  the  Koli- 
i-Noor  and  Culinan  diamonds,  the  armillae  or  cor- 
onation bracelets,  and  the  sceptre  and  orbs. 

Approved  Skirt  Width. 

The  edict  of  Queen  Mary  having  gone  forth  to 
the  etfect  that  the  hobble-skirt  is  under  a  ban  at 
Court — the  approved  court  gown  measuring  31/2 
yards  round  the  hem  of  the  skirtr— a  decided  contrast 
in  styles  inside  and  outside  Westminster  Abbey  is 
already  "iin  fctit  accompli," — our  more  favored  sis- 
ters inside  the    Abbey    being    furthermore    in   full 


You  will  always  hear 
the  last  word  about 
LADIES'  NECKWEAR 
from  us. 

F.  C.  Daniel  &  Go. 

MANUFACTURERS  AND  IMPORTERS 

3  Wellington  West,       TORONTO 
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court  dress,  minus  their  court  trains;  such  dresses  as 
are  taxing  tlie  artistic  skill  of  such  palaces  of  style 
as  Reville  and  Rossiter's,  Paquin,  Lucile,  Hay  ward 
— and  the  rest. 

All  British  made  Materials. 
A  material  which  will  be  used  in  great  quantities 
will  be  Briti.>h-made  brocade.  If  a  gown  is  not  to 
be  of  brocade,  it  is  almost  certain  to  be  compo.sed  of 
broche — also  of  British  manufacture.  "Made  in 
England"  is  the  password  of  the  Court  dre.ssmakers 
for  the  season.  The  gowns  are,  for  the  most  part, 
trimmed  with  bretelles  of  large  and  small  diamonds, 
crystal  bugles,  pendants  and  incrustations  of  pearls 
and  turquoise  rnatri.x ;  and,  not  to  be  omitted,  gold 


blossoms,  another  has  a  boldly-exec-uted  device  ox 
carnations,  subtle  references  made  to  the  name  by 
which  Her  Majesty  was  known  in  her  girlhood  and 
to  her  favorite  flower. 

Some  of  the  brocade  dres.ses  are  patterned  and 
.superbly  colored  from  drawings  made  by  English 
artists  of  old  Renaissance  pattern.-^ — quite  the  most 
magnificent  being  those  that  are  woven  upon  gold  or 
silver  backgrounds  with  shot  colorings  of  blue  and 
red  and  old  rose. 

Bespangled  Tunic 
A  charming  gown  of  shell-i)ink  charmeu.se  has  .1 
tunic   of  white  crepe   chiffon   embroidered   all   over 


Back  view   of   the  Queen's    robe  showinB   ermine   cape  and   majestic  sweep   of  the   court  train. 

Courtesy  of  Geo.  C.  Heimerdenger  Co.,  New  York. 


and  silver  cords  and  tassels  of  a  number  defying 
description — verily,  Court  gowns  are  an  obsession  at 
the  moment. 

Weighted  with  Crystals  and  Pearls- 
One  lovely  gown  of  maize-colored  brocade  is 
veiled  in  a  tunic  of  pale  maize  chiffon,  slit  up  the 
front,  edged  with  a  narrow  border  of  gold  })ugles,  tlie 
corners  being  embroidered  and  thus  weighted  with 
gold  blister  pearls  and  crystals.  Most  of  the  bodices 
are  of  the  kimona  order,  and  this  one  is  no  exception 
to  the  general  rule,  the  decolletage  and  sleeves  being 
edged  with  jewelled  embroidery  to  match  the  tunic- 
skirt,  the  latter  cut  out  in  a  curve  on  the  upper  arm. 
The  ceinture  is  of  gathered  chiffon  caught  down  at 
the  back  and  front  with  a  large  jewel  "en  suite." 

Year  of  Pearls  and  Diamonds. 

One  gown  is  of  pale  leather-covered  broche  with 
a  blue  gauze  tunic  traced  with  bead  and  pearl  em- 
broideries; another  is  compo.sed  of  parchment-colored 
satin  witli  a  gold  net  over-dress  embroidered  heavily 
with  pearls — it  is  a  year  of  pearls  and  diamonds. 

One  rarely  beautiful  brocade  upon  a  .soft  ground- 
work of  a  pearl-grey  shade  is  patterned  with   May 


with  diamond  lattice-work.  The  gown  is  dimmed 
and  rendered  soft  by  an  over-dress  grey  tulle  illusion, 
slit  up  on  either  side,  and  weighted  at  the  corners 
with  mock  sapphires.  Some  other  dresses  arc 
fashioned  of  white  satin,  some  of  them  slit  up  to  the 
knee  at  one  side  to  show  a  petticoat  of  a  delicate 
.'<hade  of  blue  or  pink  chiffon  ornamented  with  rows 
of  Valenciennes  lace  sewn  with  silver  bugles.  All  the 
gowns  are  finished  with  the  inevitable  jewelled  or 
bespangled  tunic. 

Apple  Blossoms  of  Jewels. 
Some  siiperb  lac'c  will  be  worn,  and  though 
diamonds  and  pearls  will  predominate,  rubies,  sap- 
phires and  emeralds  will  be  used  where  the  dresses 
will  enhance  them — one  jeweller  has  designed  a 
wreath  of  apple  blossoms  that  are  a  ma.*s  of  liquid 
fire;  the  heart  of  every  flower  being  formed  of  a 
diamond  of  great  size.  Another  diamond  bow  sup- 
ports two  feathers  encrusted  with  diamonds. 

Small  Close-fitting  Hats. 
From   the  dazzling  Court  creations  to   the  gay 
l>luniage  along  the  line  of  route  is  a  long  jump,  both 
in  form  autl  color.     The  "mere  man"  is  likelv  to  be 
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appreciative  of  the  new  millinery  models  in  his 
neighborhood  during  the  progress  of  the  procession, 
for  they  are,  almost  without  exception,  of  the  small 
close-fitting  shapes,  and  are  distinctly  novel  in  the 
way  of  headgear. 

Cerise  is  a  predominating  color ;  Wedgewood 
blue;  bright  green;  vivid  blacks  and  white — there  is 
not  so  much  in  the  matter  of  trimming  to  be  noted; 
form  and  color  hold  the  day. 

Wedgewood  Plaques  as  Trimmings. 

One  striking  novelty  is  the  trimming  of  these 
little  hats  with  Wedgewood  plaques  and  cameos — n 
triumph  of  art  devised  by  the  Maison  Lewis — beauti- 


«P^:.>-'^ 


CORONATION    FASHIONS 


Tunic  coat  of  apricot  brocaded 
satin,  shaped  like  a  herald's 
tabard  and  edged  with  gold 
braid  and  raised  embroidery. 
Worn  over  a  dress  of  white 
crepe  de  chine,  hemmed  with 
a  deep  band  of  Point  Milan. 


Dress  of  Royal  blue  satin,  with 
overdress  of  pale  grey  ninon. 
trimmed  with  bands  of  silver 
embroidery.  1  he  lace  scarf 
and  narrow  flouncing  that  fin- 
ishes the  tunic  are  of  Irish 
point. 


fully  modelled  heads  or  gracefully  grouped  figure.* 
stand  out  in  bold  white  on  tender  backgrounds  of 
blue  or  green;  these  same  devices  being  sometmici 
I  arried  out  in  .silk  and  bead  embroideries  on  satut 
ribbon.  The  "flower-pot"  shapes  are  fashioned  iii 
many  instances  of  Tagal  straw  and  are  banded  about 
with  broad  soft  ribbon  to  which  are  added  a  front 
or  side  decoration  of  plaque  or  cameo. 

One  hay-colored  straw  cap  is  encircled  with  ix 
flat  band  of  cerise  velvet,  while  at  one  side  is  clustered 
a  bunch    of   cottage-garden   flowers — another  close- 


SKIRTS 

will  be  on  the  road  for 
Fall  orders  on  or  about 
June  10th,  with 

Styles 

and 

Values 

Better  Than  Ever 

Wait  for  our  salesman 
before  placing  your  ord- 
er. He  will  be  in  your 
town  within  a  short  time, 
and  a  careful  considera- 
tion of  our  line  will  con- 
vince you  that  it  is  the 
most  up-to-date  on  the 
market. 

Gardiner,  Foley  &  Go. 

UMITED 

24  Ryerson  Ave.,  Toronto 
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Party  dress,  or  gown  for  in- 
fornial  summer  dance.  Made 
in  tunic  effect  of  fine  Plauen 
embroidery  over  Jap  silk  foun- 
dation. The  yoke  effect  in  the 
kimona  waist  and  the  straight 
flounce  that  hems  the  skirts  are 
of  coral  pink  satin  de  chine, 
and  the  low  neck  is  finished 
vi-ith  a  round  yoke  of  fine 
Valenciennes  lace. 


Courtesy  of  Enieness  Mfg.  Co., 
Toronto. 
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fitting  shape  of  dead-white  straw  has  a  brim  lining 
of  flame  velvet,  the  helmet  crown  being  surmounted 
with  plumage  of  the  flame  color. 

Straws  of  Pliable  Character. 

The  "flower-pot"  sometimes  merges  into  the 
"bonnet-hat,"  headgear  that  is  neither  hat  nor  bon- 
net, but  whose  salient  point  is  its  close-fittmg  aspect. 
The  straws  which  are  used  must  of  necessity  be  of  a 
pliable  character — a  shaving-brush  plume,  a  flat 
bow,  a  bunch  of  cherries,  and  the  aforesaid  Wedge- 
wood  plaques  being  the  only  accessories. 

Smart  Suits  of  Silks  or  Satin. 

The  color  schemes  of  the  frocks  will  be  sufli- 
ciently  daring  to  be  in  full  unison  with  the  millin- 
ery. Crepe-de-chine,  charmeuse,  shantung,  foulard, 
broiderie  Anglaise  will  all  be  en  evidence  amongst 
those  who  have  had  but  a  short  journey  to  reach  their 
seats.  There  will  be  thousands  of  smart  tailored 
suits  in  silk  or  satin,  many  of  them  having  a  narrow 
white  stripe  at  broad  intervals.  The  skirts  follow 
the  popular  hobble  lines,  many  of  them  being  re- 
lieved by  a  detached  panel  at  the  back — detached  in 
some  cases  from  the  waist,  in  others  from  the  knee. 
The  coats  are  short  and  cut  square — the  smarter  ones 
being  plain,  or  slightly  braided.  The  blouses  worn 
with  the  coats  and  skirts  are  of  self-colored  ninon 
with  voile  overslips — no  blouse  being  complete  with- 
out the  overslip  which  is  tastefully  embroidered  in 
coarse  silk  thread  at  neck  and  elbow. 

Fanciful  Designed  Skirt  Hems. 

One  charming  gown  is  of  cherry  crepe-de-chine, 
witli  touches  of  black  on  the  corsage,  a  tunic  edged 
with  black  fringe  set'  off  the  narrow  lines  of  the 
skirt,  the  bodice  is  in  the  usual  magyar  style,  the 
elbow-sleeves  being  finished  with  a  narrow  border  of 
'•ivid  black. 

Another  pretty  frock  is  of  foulard  of  a  particu- 
larly brilliant  hue  of  blue,  with  aii  over-dress  of 
lime-green  silk  voile.  A  deep  band  of  ficelle  lace 
forms  the  hem  of  the  skirt,  and  the  girdle  is  formed 
oi  dull  black  satin,  with  flat  ends  falling  as  far  as 
the  knees  at  one  side. 

Fancifully  designed  skirt  hems  are  one  of  the 
most  curious  novelties,  many  of  the  dresses  being 
finished  with  an  npen-work  band  six  inches  or  more 
'n  depth,  the  band  being  sometimes  substituted  by 
a  broad  silk  fringe. 


The  new  crop  reports  indicate  that  there  has  beer 
a  decided  increase  in  the  acreage  under  cotton  this 
j^ear,  from  5  to  8  per  cent,  being  frequently  named, 
and  that  conditions  so  far  in  the  cotton  belt  are  fair- 
ly satisfactory.  Raw  cotton  prices  show  little  change, 
and  at  the  meeting  of  the  International  Federation 
of  Cotton  Spinners,  it  was  agreed  that  an  internation- 
al short  time  would  have  to  be  adopted  as  the  only 
means  of  checking  effectually  the  high  price  of  the 
raw  material,  and  that  the  depression  from  whi^h 
the  cotton  trade  was  suffering  was  due  to  the  preva"'- 
ing  high  prices.  Though  no  organized  effort  has  yet 
been  made,  it  is  not  unlikely  that  a  system  of  cur- 
tailment may  be  put  in  operation  at  the  end  of  the 
season. 


Window    for    Infants'    Wear 

Department  That  Demands  Proper  Represen- 
tation —  The  Stork  Theme  in  a  New  Treatment 

By   H.  J.  Rutherford,   Koester   School. 

A  department  devoted  exclusively  to  the  sale  of 
infant's  wear  is  now  a  part  of  every  well  regulated 
Dry  Goods  or  Department  Store  and  in  order  to  make 
this  department  pay  it  is  given  as  much  attention  in 
display  as  any  other  with  the  idea  that  it  must  be  a 
money-maker  as  well  as  the  corset  department  or 
women's  ready-to-wear  and  such.  So  when  you  have 
one  installed,  see  to  it  that  the  department  gets  proper 
representation  in  the  windows. 

The  head  of  the  department  should  keep  in  close 
touch  with  the  window  trimmer,  with  that  object  in 
view;  being  friendly,  means  that  you  can  offer  a 
suggestion  along  the  decorative  line  now  and  then, 
which  will  be  taken  in  the  right  spirit,  because  of 
this  friendship. 

The  stork,  as  a  theme  for  a  window  background, 
has  been  used  ever  since  window  dressing  took  its 
place  in  Commercial  Arts.  In  our  sketch  we  have 
taken  an  old  theme  and  given  it  a  new  treatment, 
and  offering  it  here  is  to  assist  the  window  trimmer 
with  a  suggestion,  or  to  enable  the  department  head 


Novel   stork  treatment   for  children's  wear  window. 

to  offer  one.  A  number  of  storks  in  graduated  sizes 
are  set  along  the  top  border  of  the  window  l)ack- 
ground. 

A  simple  method  of  construction  is  to  have  them 
cut  out  of  white  cardboard  and  mounted  fiat  against 
a  dark  green  surface,  then  they  can  be  removed 
easily  and  the  background  proper  used  for  other 
displays.  To  bring  out  the  design  on  an  elaborate 
scale,  the  figures  can  be  moulded  from  papier  mache 
or  made  up  in  plastic  relief.  The  design  is  posed 
for  a  window  15  feet  across;  background  TVo  feet 
high  and  the  window  7  feet  deep.  This  can  be 
adapted  to  windows  of  smaller  sizes  by  using  fewer 
figures  and  lopping  off  the  larger  ones. 

To  have  the  background  in  keeping  with  the  dis- 
play of  the  merchandise,  like  the  proper  illustration 
for  the  advertisement,  helps  to  sell  the  goods.  That 
is  a  main  object  of  window  trimming. 


Do  Toledo  Resolutions  Apply  to  Canada? 

Manufacturer  Thinks  Similar  Plans  Should  be  Adopted  for  Handling  the 
Trade  in  This  Country  —  Conditions  on  Each  Side  of  Line  are  Different 
—  Placing  is  Absolutely  Necessary — Thinks  Manufacturers  Should  get  Together 


REFERRING  to  the  report  of  The  National 
Cloak,  Suit  and  Skirt  Manufacturers'  Asso- 
ciation, in  Toledo,  which  appeared  on  page 
38  of  the  mid-month  issue  of  The  Review 
for  May,  a  manufacturer  writes  as  follows: — "We  be 
lieve,  that  the  resolutions  adopted  by  that  Associa- 
tion should  be  brought  forcibly  to  the  attention  of 
the  Canadian  ready-to-wear  manufacturers  and  some 
such  plans  adopted  for  handling  the  trade  in  Can- 
ada. 

Carrying  Made-up  Stock. 

Resolution  No.  1. — -Referring  to  the  carrying  of 
a  made-up  stock  by  the  manufacturers — does  not,  we 
think,  apply  very  widely  to  the  Canadian  garment 
maker,  as  very  few  manufacturers  here  will  take  a 
chance  on  making  up  a  stock  of  garments,  anticipat- 
ing a  possible  demand  later  on  in  the  season. 

"The  resolution  states,  that  the  American  gar- 
ment manufacturers  will  not  cut  stock  for  spring 
after  March  1st,  and  for  Fall  after  September  1st, 
but  no  Canadian  manufacturer  would  make  a  stock 
at  such  a  late  date.  The  New  York  and  Cleveland 
markets  are  somewhat  different  from  the  cloak  cen- 
tres of  Toronto  and  Montreal,  as  buyers  from  all 
over  the  country  go  to  the  former  places  just  at  the 
commencement,  or  early  in  the  season,  and  expect 
to  pick  up  stock  for  immediate  delivery.  On  this 
account  the  manufacturers  can  easily  dispose  of  a 
large  quantity  of  made-up  goods. 

"If  the  Canadian  manufacturer  in  Toronto  and 
Montreal  should  adopt  a  similar  plan  he  would  find 
himself  stocked  up  wnth  goods  after  the  selling  sea- 
son is  over.  This  would  be  especially  noticeable  in 
the  Spring,  when  the  season  is  usually  cut  off  short 
by  an  early  summer. 

Thirty  Days  for  Delivery. 

Resolution  No.  2. — "Referring  to  Resolution  No. 
2,  which  states,  that  no  order  will  be  accepted  unless 
30  days  are  granted  for  delivery,  we  hardly  think 
this  would  apply  to  the  Canadian  trade,  as  deliveries 
are  usually  made  inside  of  two  weeks,  but  there  is  a 
decided  difference  in  the  seasons  here,  as  compared 
with  New  York  and  Cleveland  trade  in  this  respect. 

"In  Canada,  representatives  are  sent  out  on  the 
road  for  Spring  in  the  West  about  September  and 
October.  In  the  East  about  November  and  Decem- 
ber, and  for  Fall  about  February  and  March  in  the 
West,  and  April  and  May  in  the  East. 

"In  New  York  and  Cleveland  the  seasons  are 
confined  largely  to  three  or  four  months,  when  all 
work  is  rushed  through,  and  the  factories  are  ver} 
busy,  but  as  most  materials  used  by  Canadian  manu- 
facturers are  imported,  it  is  absolutely  necessary  that 
a  large  volume  of  business  be  secured  several  months 
ahead  in  order  that  delivery  may  be  made  on  the 
first  of  July  for  Fall,  and  on  the  first  of  Februarv 
for  Spring. 

"Then  again  in  the  large  centres  on  the  other 
side  of  the  line,  cloth  trinnniugs,  buttons,  etc.,  are 


available  at  almost  any  time,  but  here  in  Canada  it 
is  difficult  for  the  manufacturers  to  secure  what  they 
require  on  short  notice,  so  that  it  is  imperative,  that 
the  ready-to-wear  trade  assist  the  manufacturer  to 
some  extent  by  placing  a  certain  amount  of  their 
business  early  enough  to  permit  of  good  deliveries. 

"This  would  not,  of  course,  apply  to  special  or- 
ders, but  more  particularly  to  the  placing  order  for 
the  season. 

Garments  on  Approval. 

"Referring  to  resolution  No.  3,  it  is  customary 
for  a  number  of  merchants  in  Canada,  more  particu- 
larly in  the  smaller  towns,  to  ask  manufacturers  to 
send  garments  on  consignment,  or  what  is  usually 
termed  "On  Approval."  The  resolution  states,  that 
if  the  customer  retains  the  garments  longer  than  twc 
days  the  goods  wdll  be  considered  as  sold.  We  be- 
lieve this  is  a  move  in  the  right  direction,  as  it  is 
unreasonable  for  a  dealer  to  ask  a  manufacturer  to 
send  him  garments  on  approval,  and  retain  them 
longer  than  that  period. 

"In  the  first  place,  the  manufacturer  does  not 
carry  a  stock,  but  occasionally  has  a  few  odd  gar- 
ments for  samples,  or  cancellations,  which  he  may 
be  able  to  sell  in  a  lot  at  one  time,  and  if  such  gar- 
ments are  out  on  approval  he  naturally  loses  the  sale, 
should  the  opportunity  occur  in  the  interval. 

"Some  small  merchants  expect  a  manufacturer 
to  have  every  style  in  every  cloth,  and  every  size 
ready  made  up  to  be  sent  on  approval  when  request- 
ed. Ready-to-wear  garments  are  not  like  staple 
goods,  and  it  would  be  out  of  the  question  for  a 
manufacturer  to  consider  for  a  moment  the  carry- 
ing of  a  stock,  even  of  catalogue  lines. 

Cancellations. 

"Referring  to  Resolution  No.  4,  which  states, 
that  no  cancellation  will  be  accepted  after  garments 
are  cut.  There  should  be  some  definite  understand- 
ing on  this  point,  as  no  matter  what  conditions  arise 
when  the  manufacturer  has  cut  the  garment  it  must 
be  accepted  by  the  retailer,  otherwise  it  would  have 
to  be  sold  at  a  great  reduction,  probably  in  what  is 
termed  a  "job,"  and  it  is  unrea.<onable  to  ask  the 
manufacturer  under  these  conditions  to  cancel  a 
garment  which  has  already  been  put  in  work. 

A  Strong  Stand. 

"Referring  to  resolution  No.  5,  which  states,  that 
no  reductions  will  be  made  prior  to  May  1st  for 
Spring,  and  prior  to  December  1st  for  Fall.  Wo 
consider  this  a  strong  stand  to  take,  and  believe  if 
the  manufacturers  would  adhere  to  it.  probably  it 
would  encourage  placing  orders  earlier. 

"There  is  a  tendency  with  some  of  the  smaller 
manufacturers  to  sell  what  they  have  made  up  at 
very  close  prices,  and,  as  a  rule,  these  are  garments 
which  have  been  returned,  and  accumulated  from 
different  sources,  and  not  stock  made  up  for  the 
purpose  of  selling  at  a  price. 
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Selling  Samples. 

"Referring  to  Resolution  No.  6,  which  states 
that  no  hne  of  samples  shall  be  sold  in  part,  but  in 
its  entirety  at  discounts  as  follows,  25  per  cent,  on 
suits  and  20  per  cent,  on  coats,  and  that  delivery 
shall  be  made  after  the  travelers  are  through  with 
the  samples.  If  a  merchant  feels  that  he  can  select 
a  half  a  dozen,  or  even  a  dozen,  lines  from  a  travel- 
er's set,  and  secure  the  sample  discount,  he  is  not 
going  to  buy  regular  stock,  as  these  samples  are  in 
splendid  condition  as  a  rule,  and  instead  of  making 
50  per  cent,  on  the  cost,  he  will  make  anywhere  be- 
tween 75  per  cent,  and  100  per  cent.  No  samples 
should  be  sold  at  this  discount  unless  the  dealer 
will  take  the  entire  lot,  and  at  a  time  when  the  trav'- 
eler  is  through  with  them. 

"If  Canadian  manufacturers  were  to  organize  in 
some  such  way,  conditions  would  be  materially  im- 
proved in  Canada." 


The  Review  would  be  pleased  to  hear  further 
from  manufacturers  or  retailers  on  this  subject,  in 
order  ihat  some  practical  basis  might  be  worked 
out. 


Neat   Lines   in   Waterproofs 

Not  Possible    to  Have  Garments  Conform  to 

Figure    as    in    Fabrics,   but  They   are   Nicely 

Shaped  and  Light  Weight, 

"Why  don't  you  make  something  real  classy, 
something  with  nice  lines,  something  that  would 
appeal  to  a  woman  right  away?" 

"This,"  said  a  manufacturer  of  waterproof  gar- 
ments, "is  a  question  that  is  being  continually  asked 
by  buyers  who  do  not  understand  the  difficulties  of 
making  a  waterproof  garment." 

"People  seem  to  think  that  because  a  piece  of 
cloth  can  be  pressed  or  moulded  into  almost  any 
shape,  that  we  ought  to  be  able  to  do  the  same  witia 
waterproof  garments. 

"You  can  take  a  piece  of  cloth  and  by  wetting 
it,  and  giving  a  stretch  here  and  there,  and  press- 
ing with  a  hot  iron,  produce  a  nicely  shaped  article 
of  apparel,  but  you  cannot  do  it  with  waterproof 
goods.  Just  the  moment  you  put  a  hot  iron  on  a 
piece  of  waterproof  material,  it  leaves  its  mark 
Neither  will  wetting  or  stretching  have  any  effect 
in  this  way. 


"Our  only  method  of  making  these  garments  is 
to  cut  them  as  neatly  as  possible,  fit  the  pieces  to- 
gether and  cement  them,  or  stitch  them  and  cover 
the  seam  with  tape,  in  order  to  preserve  the  water- 
proof idea. 

"While  we  try  to  make  the  garments  as  attractive- 
looking  as  we  can,  I  do  not  see  how  it  would  be 
possible  to  meet  this  request  for  a  garment  that 
would  conform  more  nearly  to  the  figure  of  the 
wearer.  What  we  are  striving  to  do  is  to  make  as 
neat  an  appearing  coat  as  we  can  and  also  to  use 
as  light  weight  materials  as  it  is  possible  to  get,  and 
I  think  we  are  succeeding  very  well,  as  our  sales 
are  increasing  by  leaps  and  bounds." 


Fall  Millinery  Color  Card 

Considerable  Prominence  to   Greens  —  Golden 
Browns  Leading  —  Soft  Violet  Shades  —  Pur- 
ples and  Blues 

StaH   Correspondence 

New  York,  June  1. — The  Color  card  for  Fall  anl 
Winter,  1911-12  is  now  in  the  hands  of  the  Ameri- 
can manufacturer,  and  as  usual  on  its  arrival  it  oc- 
casioned considerable  comment,  favorable  and  other- 
wise. In  comparison  with  the  card  for  Spring,  is- 
sued by  the  same  syndicate,  the  colors  appear  much 
darker  and  on  the  whole  more  refined,  but  as  one 
series  was  for  Summer  and  the  other  for  Winter,  it 
is  but  natural  that  considerable  difference  would  oc- 
cur, since  Summer  always  brings  out  the  brighest 
shades. 

The  new  card  gives  considerable  prominence  to 
green,  although  it  does  not  open  the  card,  but  heads 
the  second  column.  There  are  four  series  of  green  in 
all,  but  curiously  enough  Empire  green  does  not 
appear. 

The  first  greens,  a  series  of  six  shades  are  of  the 
peacock  shades,  and  are  called  Martin-Pecheur,  the 
second,  a  group  of  three  appearing  at  the  bottom  of 
the  fourth  column  are  decidedly  olive  and  are  called 
Olivette. 

These  are  followed  immediately  by  "Couroucon," 
a  series  of  six  shades  headed  by  the  brightest  green 
on  the  card,  a  clear  emerald. 

The  last  greens  on  the  card  are  the  Regiment 
greens,  a  series  of  three  gradually  blended  shades 
reminiscent  of  the  old  lizard  greens  of  a  former 
season. 
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As  green  is  very  much  in  the  limelight  in  Paris 
at  present  and  is  gaining  ground  here  it  is  not  to  be 
ignored  in  the  color  scheme  of  the  Fall,  although 
golden  browns  have  the  honor  of  heading  the  card. 
These  are  called  Faison  and  open  with  a  topaz  shade 
shading  downward  to  a  warm  deep  walnut  color. 
These  shades  have  a  great  deal  to  endear  them  al- 
though past  experience  has  taught  us  that  browns 
are  a  difficult  color  to  popularize  owing  to  the  fact 
that  they  are  not  apt  to  become  many  complexions. 

There  is  also  an  amber  series  shown  at  the  head 
of  the  seventh  column  and  these  have,  of  course,  a 
greenish  cast,  which  has  resulted  in  their  being 
classed  as  green  in  their  darker  shades. 

The  third  color  shown  is  a  bright  one  in  its 
lightest  shade,  there  are  six  in  all  and  are  christened 
cornaline.  These  are  on  the  tangerine  shades,  a  red- 
dish orange,  and  Avill  probably  be  good  for  trimming 
at  least  in  their  lighter  shades,  the  darker,  taking  ci 
more  of  the  Terra  Cotta  tones,  being  more  practical. 

Three  soft  violet  shades  to  be  known  as  Catalp;- 
follow  these,  and  these  in  turn  are  immediately  fol- 
lowed by  a  series  of  "blotting  paper  blues"  to  be 
known  as  Luciole.  This  is  a  very  bright  spot  in  the 
card,  the  tones  being  almost  imperceptably  shaded  in 
the  first  part  and  only  softened  and  a  trifle  darker  in 
the  second. 

The  Olivette  greens  follow,  the.se  being  again  fol- 
lowed by  Couroucon  greens  previously  alluded  to. 
Three  drab  shades  next  appear  under  the  name  of 
Chevrette.     The  lightest  of  these  shades,  which  is 


perhaps  as  much  fawn  as  drab,  is  important  since  a 
tendency  toward  champagne  and  neutral  tans  has 
been  noted  recently. 

Next  comes  our  first  glimpse  of  purple,  to  be 
known  as  Tribun.  There  is  really  little  difference  in 
the  character  of  this  range  and  the  catalpa  .«hades, 
excepting  in  their  depth,  the  Tribun  ,«hades  being 
much  darker  and  stronger  in  their  lighter  shades. 

Bengali  is  the  caption  the  three  French  blues 
which  follow,  are  under.  The.se  are  not  remarkable 
for  their  newness  and  are  followed  by  the  Amber 
shades  referred  to  above,  the.se  .shading  into  bronze. 

Next  there  are  three  dull  strawberry  shades  call- 
ed Beylical  and  these  are  followed  by  a  brilliant 
series  of  Magentas  designated  as  Feuina,  these  deep- 
en almost  to  garnet  and  are  sure  to  find  favor  in 
some  of  their  shades.  The  Regiment  greens,  dull 
greyish  in  character,  appear  next  and  precede  a 
series  of  dull  greys,  six  in  all,  called  Mineral.  These 
are  very  cold  in  character,  particularly  in  the  lighter 
shades. 

Tonnelle  is  the  name  given  the  three  shades  of 
dull  rose  which  are  next.  These  differ  from  the 
Beylical  shades  only  when  compared  side  by  side, 
when  the  Beylical  shades  are  found  to  border  on 
the  lilac  while  the  others  are  a  clearer  rose. 

Next,  we  find  a  most  attractive  range  of  reds. 
Couronnement  they  are  called.  The  brightest  is  as 
bright  as  a  red  carnation  while  the  darkest  is  almost 
a  raisin  shade.  The  card  ends  with  three  blues  of 
the  "National"  type,  these  being  given  the  name 
Patriole. 
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Gowns  and  Fashions  at  Woodbine  Races 

Velvet  Dresses  and  Suits  Worn  —  Majority  of  Smart  Gowns  in  Soft  Satin 
Veiled  With  Transparent  Fabric  —  Borders  in  Stencilled  Effect  —  Navy 
Serge  Leading  Suit  Fabric  —  Skirts  Wide  Enough  For  Comfortable 
Walking  —  Powder    Blue    the    New     Color  —  Color    Touches     in    Lingeries 


The  weather  during  the  week  of  the  Spring  race 
meeting  at  the  Woodbine,  Toronto,  was  all  that 
oould  be  desired.  Not  one  bad  day,  though  rain 
threatened  up  to  noon  on  the  24th.  Therefore,  the 
crowd  was  an  unusually  large  one,  and  what  is  more 
to  the  point  for  those  who  journeyed  down  for  sar- 
torial information,  unusually  well  gowned. 

The  meeting  at  the  Woodbine  comes  when  in- 
formation along  advance  fashion  lines  is  particularly 
valuable,  as  buying  for  a  new  season  is  in  progress. 
Therefore,  the  advantage  of  seeing  the  styles  that 
appeal  to  the  smart  Canadian  woman  who  has  the 
necessary  wealth  to  follow  the  many  style  changes 
will  amply  repay  any  merchant  or  buyer  for  the  ex- 
pense and  time  taken  to  make  the  trip  to  the  races. 

Hats  and  Gowns  Velvet  Trimmed. 

Although  the  weather  was  in  every  sense  suited 
to  Summer  fabrics,  the  fact  that  velvet  was  so  much 
worn  was  made  doubly  significant.  Velvet  was  used 
in  some  fashion  on  nearly  every  hat,  many  of  them 
being  faced  with  black  piece  velvet.  Dresses  were 
trimmed  with  both  piece  and  ribbon  velvet,  and  this 
applies  also  to  lingerie  gowns,  some  of  the  smartest 
having  hems  and  sashes  of  this  fabric.  Parasols 
also  had  velvet  hems  or  big  ornamental  discs  of  tlic 
same. 

Gowni  of  Chiffon  and  Brocaded  Velvets. 

One  of  the  handsomest  gowns  seen  was  of  tur- 
quoise chiffon  velvet  that  was  as  supple  and  draped 
as  beautifully  as  the  softest  satin.  The  draperies 
crossed  both  back  and  front,  forming  panniers  low 
down,  and  leaving  a  V-shaped  opening  at  the  neck, 
both  back  and  front,  that  was  filled  in  with  cream 
Venise  lace.  Like  many  new  gowns,  the  skirt  wa-> 
decidedly  longer  and  finished  with  a  short  train. 

Another  remarkable  gown  was  of  brocaded  vel- 
vet, black  shot,  with  coronation  red,  the  ground  of 
the  velvet  being  red  and  the  i)ile  black.  There  is  ;i 
distinct  hint  of  brocades,  one  elderly  woman  wearing 
a  rich  trailing  grown  of  black  brocade,  and  also  on 
the  brocaded  order  was  a  fuchsia  mousseline  with 
a  well-covered  pattern  of  black  velvet.  A  remark- 
ably handsome  wrap  worn  over  a  gown  of  deep  blue 
satin,  was  of  old  gold  brocaded  satin,  trimmed  with 
raised  embroideries  in  antique  gold. 

Several  velvet  dresses  were  worn,  and,  considering 
the  weather,  the  velvet  suit  was  well  representd.  The 
majority  were  black,  but  Persian  blue,  tabac  brown, 
and  hunter's  green  were  also  worn. 

Good  Outlook  for  Soft,  Clinging  Satini- 

Judging  from  the  gowns  worn  at  the  races,  the 
outlook  before  plain,  soft-clinging  satins  is  an  ex- 
cellent one.  Black  satin  suits  and  coats,  either  of 
duchesse  or  the  wool-backed  fabric,  were  very  much 
worn.  The  satin  dress  with  an  over-dress  of  mar- 
qui.sette,  voile,  ninon,  mousseline  or  some  kindred 
fabric  was  worn  by  the  big  majority  of  the  most 
smartlv  dressed  women. 


Though  foulard  was  not  as  well  worn  as  one 
would  expect,  a  very  large  proportion  of  the  gowns 
seen  were  of  some  silken  fabric.  Black  and  white 
striped  taffeta  was  decidedly  favored,  and  bordered 
crepe  de  chine,  chift'ons,  ninons,  voiles  and  like 
fabrics  were  very  much  worn.  Bordered  fabrics  are 
evidently  in  high  favor  and  were  worn  by  many  of 
the  leading  .society  women. 

Lady  Pellatt  wore  a  gown  of  powder  blue  satin 
veiled  with  dark  blue  ninon,  having  a  deep  border 
of  pink  roses  and  foliage  on  a  black  ground.  The 
gown  had  a  short  roTind  train,  and  over  it  wa-  a  Inna' 


On  the  left -Higfh  waisted.  trans-  On   the   right- Lingerie  gown  ol 

parent  coat,  embroidered  in  black  embroidered    cotton    voile,    with 

and    white    and    showing    panel  hem    and    sleeve   finish    of    navy 

effect  at  the  back  :  worn    over  an  chiflon. 
embroidered   lingerie    gown. 

black   straight-pile   velvet   cloak.      The   hat   was   of 
black,  full  of  black  and  l)lue  feathers. 

Wraps  of  Wool-backed  Satin. 

Wraps,  as  a  rule,  were  of  wool-backed  satin,  and 
were  in  many  shades  of  blue,  grey  and  other  neAV 
colors.  As  a  rule  they  were  cape-like  affairs  draped 
in  bernous  fashion.  The  satin  wrap  coats  were  cut 
on  straight  lines,  with  deep  roll  collars  and  wide 
revers.    As  a  rule  they  were  cut  kimona  fashion,  and 
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the  sleeves  were  slightly  on  the  bell  order,  finished 
with  deep  cuffs. 

The  majority  of  the  smart  suits  were  of  navy 
blue  serge,  though  many  were  of  white  serge  or  wool 
crash  or  etamine.  Though  boleros  were  not  worn, 
only  one  or  two  being  noted,  the  coats  were,  as  a  rule, 
very  short.  Several  smart  little  sack  coats  reaching 
to  just  below  the  normal  waist-line  were  worn  by  the 
younger  contingent.  The  three-quarter  bell  sleeves 
and  large  roll  collars  ending  with  a  i)oiiit  at  the  back. 
Some  models  were  slit  up  at  the  back  and  sides  and 
were  trimmed  round  with  wide  military  braid. 

Coals  in  Short- Waisted  Empire  Type. 

The  more  dres.sy  type  of  suit  is  gaining  favor, 
and  many  coat-s  were  of  the  short-waisted  Empire 
type,  many  being  cut  with  a  curved  top  to  the  piece 
that  is  set  out  to  the  short  waist.  As  a  rule,  collars 
and  revers  were  large,  and  several  models  showed 
touches  of  coronation  red  or  Empire  green  in  the 
facings — that  is,  with  navy  or  black. 

Tunic  Effect  in  Skirts. 

Skirts  are  wide  enough  to  admit  of  comfortable 
walking,  but  are  all  straight  cut.  The  panel  back 
and  front  is  still  favored,  but  newer  models  show  the 
tunic  effect.  Others  look  as  though  they  were  cut 
after  a  circular  model  and  button  down  the  side, 
having  the  corners  rounded  at  the  foot. 

Several  models  were  seen  that  were  open  a  few 
inches,  also  some  of  the  hems  were  slit  up,  showing 
a  glimpse  of  a  bright-hued  petticoat  or  panel  of 
silk  inserted. 

Gowns  Finished  with  Girdles. 

Nearly  every  gown  is  finished  with  a  crushed  gir- 
dle or  a  sash,  generally  of  piece  velvet  or  satin. 
Fringe  is  a  trimming  that  is  coming  on  strong.  It 
is  used  to  edge  sleeves,  tunics  and  sash  ends,  or,  new- 
er still,  there  is  a  line  of  fringe  across  the  front  of 
the  gown,  filling  the  opening  between  the  new  drap- 
ed back  tunics.  Panel  sashes  are  also  edged  with 
fringe. 

Medium  Hat  Sizes. 

Hats  are  certainly  of  all  shapes,  but  sizes  tend 
to  the  medium.  Large  hats  are  not  so  immense,  nor 
small  hats  so  extreme.  Some  of  the  new  hats  are 
very  bonnet-like  in  shape,  and  the  smaller  hat  models 
have  high  beehive  crowns.  Though  plumes  and  un- 
curled feather  effects  are  the  leading  trimming,  and 
the  feather  display  at  the  Woodbine  was  magnificent, 
flowers  are  by  no  means  discarded.  Flowers,  how- 
ever, are  used  in  plume  effects,  and  are  formed  into 
aigrettes,  trees  and  mounts.  Roses  are  the  chief 
flower,  and  it  was  due  to  them  that  warm  deep  pink 
and  rich  glowing  reds  were  .so  prominent. 

Black  or  Color  in  Lingeries. 

The  weather  was  particularly  favorable  to  the 
wearing  of  lingerie  gowns.  Lingeries  were  all,  a.s  a 
rule,  elaborated  with  a  touch  of  black  or  color.  Col- 
ored emliroideries  were  very  much  in  evidence,  but 


in  tlie  open  air,  at  any  rate,  have  not  the  smartness 
of  white.  Fine  cotton  voile  and  marquisette  gowns 
were  very  much  worn,  but  the  high  novelty  was  the 
gowns  of  batiste  or  .'^heer  handkerchief  linen,  trim- 
med with  wide  eyelet  embroidery.  A  decidedly  .sen- 
sible idea  is  the  hern  of  velvet,  generally  black,  used 
on  many  lingeries.  As  a  rule,  there  is  a  girdle  or 
sash  of  the  same.  Though  not  as  practical,  the  hem 
of  chiffon  on  the  lingerie  model  is  very  smart  and 
dainty.  Besides  the  ever-popular  hand  embroideries 
in  white  and  color,  lingeries  are  trimmed  with 
Venise,  Cluny,  filet  and  Irish  crochet  lace. 

Panels  and  Panniers. 

Panel  sashes  and  panel  effects  were  a  feature  of 
many  of  the  dresses  worn,  and  many  of  them  show^ed 
drapery  at  the  sides  in  pannier  fa.shion.  A  lovely 
gown  made  in  this  fashion  was  of  black  ninon  with 
wide  stripes  of  white  satin  over  black  satin.  The  tunic 
was  divided  both  back  and  front,  the  division  being 
continued  in  the  bodice,  and  the  material  was  drawn 
together  a  few  inches  from  the  feet  by  three  slots, 
through  which  was  drawn  ribbons  of  bright  cerise. 
From  the  neck  to  the  edge  of  the  tunic  in  front  and 
falling  onto  the  slight  train  at  the  back  was  a  wide 
panel  of  filet  lace. 

New  Fashion  Features. 

Another  new  gown  that  had  new  fa.shion  features 
was  of  a  pinkish  mauve  charmeuse.  The  perfectly 
plain  .skirt  and  elbow  sleeves  were  edged  with  a  full 
pinked-out  ruche  of  the  same  fabric.  The  tunic  was 
most  original,  and  consisted  simply  of  two 
oblong  panels  of  ninon  edged  round  with 
a  vandiked  trimming  of  gold  and  black. 
One  end  of  the  panels  formed  a  bib, 
both  back  and  front,  that  reached  just  above 
the  bust,  and  was  shirred  in  slightly  under  the  sash 
of  satin  falling  straight  and  plain  as  a  divided  tunic 
over  the  satin  skirt. 

Novelty  in  Waists. 

The  trend  of  fashion  is  all  in  the  direction  of 
late  18th  century  and  early  19th  century  models. 
The  kimona  waist  with  the  short  sleeve  cut  in  one 
still  rules,  though  a  long-shouldered  model  with  u 
plain  tight  sleeve  attached  is  beginning  to  show. 
The  round  collarless  neck  and  the  finish  .showing  a 
little  V  is  seen  on  the  smartest  of  gowns,  and  where 
this  is  not  liked  the  very  sheerest  and  finest  of  em- 
broidered net  or  lace  is  used,  unlined  and  fitting  as 
close  as  possible. 


CORONATION    GOWN    ON    COVKK. 

Tile  <'<ir<iiiut  Ion  k<>»'>>  illiisliMtcil  on  the  cover  of  The 
Ki'view  is  of  Mipple  wliUf  Mitiu,  triinineil  with  rioli 
<r<'iiin  Venise  Iiiee.  The  roselles,  from  uhieli  emanate 
henv>  Kold  liissels,  are  of  deep  cream  and  pure  wliite. 
Tlie  frinKe  used  on  tlie  "eape"  and  train  are  of  lienv.v 
K 

Tile  Koun  is  to  he  worn  hy  a  prominent  New  York 
society    wonnin   at    one  of   the   coronation    functions. 
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Seasonable  Hints  to  Dry  Goods  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


RETURNED  FROM  EUROPE. 

W.  R.  Sinallpiece,  director  of  W. 
R.  Brock  Co.,  Ltd.,  has  just  return- 
ed from  Europe.  His  itinerary  there 
included  France,  Germany,  Switzer- 
land, as  well  as  England,  Ireland  and 
Scotland.  He  reports  an  exception- 
ally successful  trip,  his  entire  time 
being  given  to  studying  the  interest 
of  his  customers  and  the  clientele  of 
W.  R.  Brock  Co.,  Ltd. 

Some  magnificent  values  in  hand- 
kerchiefs for  Christmas  selling  were 
procured. 

Extra  attention  was  devoted  to 
the  buying  of  gloves,  hosiery  and  rib- 
bons and  several  clearing  lots  at 
special  prices  secured.  A  wide  range 
of  fancy  ribbons  were  bought  and  in 
the  several  departments  will  be  able 
to  show  values  that  will  interest  buy- 
ers looking  for  Fall  and  Christmas 
lines. 

THE  NEW  PERFORATOR. 

A  device  which  has  attracted  great 
favor  among  decorators  because  of  its 
numerous  very  evident  good  points  is 
the  "Success  Perforator"  for  cutting 
out  borders  and  ornaments  from  wall 
papers   for   artistic   decoration. 

This  compact  little  device  is  oper- 
ated by  either  direct  or  alternating 
electric  current  and  can  readily  be 
connected  with  the  ordinary  electric 
lamp  socket.  It  completely  does 
away  with  the  familiar  troubles  in- 
cident to  storage  battery  machines, 
works  fast,  can  be  guided  with  ac- 
curacy and  is  exceedingly  easy  upon 
the  operator.  In  spite  of  its  numer- 
ous advantages  over  old  style  and 
cumbersome  machines  it  has  a  further 
qualification  which  everybody  appre- 
ciates, namely,  the  low  price  of  $20. 
Messrs.  Stauntons  Limited,  the  wide- 
ly know  wall  paper  manufacturers  of 


Toronto,  are  agents  for  the  "Suc- 
cess." They  will  send  a  full  descrip- 
tive circular  anywhere  upon  request. 

FEATURE  SKIRT   SUPPORTER 
AND  WAIST  HOLDER. 

Two  departments  are  interested  in 
skirt  supporter  and  waist  holders 
during  the  summer  season.  In  the 
notion  .section  they  always  prove  live 
sellers  and  in  the  blouse  department 
the  salesladies  can  sell  almost  any 
quantity  by  introduction. 

Of  course,  some  improvement  must 
be  the  talking  point  to  make  it 
worth  while  and  of  interest  to  cus- 
tomers or  on  the  other  hand  merit 
and  reputation  prove  strong  argu- 
ments. 

The  F.  G.  Hayward  Co.,  Toronto, 
manufacture  a  simple  adjuster  which 
has  become  admitted  by  the  best, 
and  besides  being  light,  durable  and 
clean  it  has  several  advantages  which 
in  selling  always  appeal  to  custom- 
ers. Any  saleslady,  who  is  not  con- 
versant with  its  use  will  find  that 
this  well  known  supporter  is  in  one 
piece  with  no  hooks  to  catch  the 
hand  or  safety  pins  to  come  undone. 
These  improvements  have  always  been 
appreciated  by  customers. 

In  view  of  the  coming  blouse  sales 
a  prominent  place  should  be  given  to 
showing  the  advantages  of  these  sup- 
porters both  by  suggested  use  and  in- 
troduction. Window  trimmers  can  in- 
clude them  in  blouse  windows.  It  is 
only  necessary  to  show  their  use  and 
advantages  in  order  to  sell.  It  is 
also  surprising  how  many  can  be  sold 
in  this  way  when  given  a  little  public- 
ity and  attention. 

"The  best"  .supporters  are  indivi- 
dually boxed  and  include  1  dozen  in  a 
package.      They    retail    at  25c  and  in 


view  of  the  demand  during  the  annual 
shirt-waist  sales,  salespeople  are  ad- 
vised to  see  that  their  stock  is  replen- 
ished and  sufficient  space  devoted  to 
displaying  the  merits  of  this  simple 
and  efficient  device. 


"HYMO"     STANDS     THE     TEST. 

The  wonderful  popularity  of 
"Hymo"  is  shown  by  the  fact  that 
despite  the  number  of  new  makes  that 
have  been  placed  upon  the  market, 
"Hymo"  still  maintains  its  lead,  as 
the  leading  interlining  —  it  having 
stood  the  test  of  years. 

We  remember  writing  in  The  Can- 
adian Dry  Goods  Review  in  1909,  that 
we  had  tested  it,  and  found  it  in 
every  way  satisfactory — that  is  near- 
ly two  years  ago,  and  we  can  say 
the  same  of  it  now,  as  we  said  then. 

Owing  to  a  certain  process  used 
by  the  manufacturers,  it  is  rendered 
unshrinkable,  and  owing  to  the  way 
the  cloth  is  manufactured,  it  will  not 
curl.  This,  no  doubt,  has  tended  to 
make  the  cloth  so  popular,  and  the 
makers  inform  us  they  are  so  busy 
that  they  are  requiring  time  for  de- 
livery, but  that  by  next  month,  owing 
to  the  number  of  new  looms  they  are 
putting  down,  they  will  be  able  to 
cope  with  all  business  sent  them 

It  is  very  pleasing  to  say  that 
"Hymo"  still  maintains  such  a  big 
lead,  as  nowadays  so  many  articles 
are  brought  out  but  disappear  again 
almost  as  soon  as  they  are  introduced, 
not  being  able  to  stand  the  very  se- 
vere tests  they  are  often  put  to,  but 
this  cannot  be  said  of  "Hymo," 
which  has  been  on  the  market  for 
the  last  3  or  4  years,  and  is  selling 
better  than  ever. 


CRYSTAL  SEALING  MACHINE 

Stop  Using  String! 

Crystal  Sealing  Machines  w^ill  save  you  40  per  cent,  on  twine  and 
100  per  cent,  in  labor  and  time.     Puts  your  printed  advertisement  on 
every  package  you  handle.     Machines,  $5.00  each.       Tape,  plain,  800 
feet,  45c.  roll.     Tape,  printed,  800  feet,  80c.  roll.      4,800  ads.  on  each 
roll.     Special  prices  on  quantities. 

Crystal  Sealing  Co. 


204  Stair  Building 


TORONTO         Saves  iiiue,  ijaoor  and  Money. 
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Business  Opportunities  in  Many  Towns  in  Ontario 

We  reckon  every  newcomer  to  Canada  is  worth  a  thousand  dollars  to  the  country. 

For  years  the  Sons  of  Canada  enriched  the  neighboring  country  by  their  emigration — 
that  was  before  Canada's  policy  developed  Canada's  own  resources. 


$5,000  a  Year  on  a 
Five  Thousand  Investment 

If  you  have  selling  ability, 
and  can  increase  the  sales  of 
an  established  business  in  a 
good  city,  we  have  that  kind 
of  a  business — a  good  pros- 
pective profit  of  $5,000  a 
year  on  a  business  requiring 
$5,000  cash  capital.  The 
right  man  can  readily  do  it. 
It's  in  an  Ontario  city  of 
48,500  people  ;  a  ten-year 
leasehold  in  the  centre  of 
best  shopping  district,  with 
new  stock,  wardrobes  and 
fixtures  newly  installed  ;  an 
established  trade  ;  $8,000 
stock;   at   par. 

A  big  business  opportunity 
— the   best    Semi-ready    open- 
ing of  the  year. 
SEMI-READY,    LIMITED, 
Montreal,   Canada. 


There  are  towns  and  villages  in 
Canada  allowing  both  their  trade 
and  their  population  to  drifc 
away  to  other  places. 

Trade  follows  the  flag  of  Quality. 
Our  travellers  visited  several 
Ontario  towns  this  season  where 
merchants  said  :  "  We  cannot 
sell  high-class  goods  like  Semi- 
ready  in  our  town  ;  there  is  no 
demand  for  them." 

Yet  there  are  men  in  each  and 
every  one  of  these  towns  who 
want  good  clothes,  and  who  will 
go  elsewhere  if  they  do  not  get 
them. 


Semi-ready  Tailoring  offers  the  highest  quality  of  men's 
clothes  at  prices  which  will  prove  more  economical  and 
satisfactory  in  the  end  than  will  cheap  garments. 

There  are  reasons. 

"Satisfaction"  at  $15;   "Perfection  "  at  $25  and  $30. 


Uniform    Prices  An  Advantage 
to  the   Consumer. 

Semi-ready  Clothes  are 
sold  at  the  same  prices 
everywhere — at  fixed  stand- 
ard prices. 

They  are  the  only  clothes 
made  by  makers  who  have 
the  pride  and  confidence  in 
their  produce  to  plainly  mark 
tne  price  on  each  garment. 
Some  merchants  object.  They 
say  that  the  price  at  which 
each  garment  must  be  sold 
does  not  allow  them  suffi- 
cient profit. 

It  does  allow  them  a  nor- 
mal and  reasonable  profit — 
an  honest  and  fair    profit. 

But  it's  a  quality  competi- 
tion, and  not  a  price  com- 
petition. 

Uniform  prices  give  the 
consumer  a  square  deal;  gar- 
ments made  for  big  profits 
and  price-cutting  do  not. 

If  Smith  buys  a  suit  for 
10  per  cent,  'less  than  he 
should,  then  Brown  must  pay 
10  per  cent,  more  than  he 
should,  or  the  dealer  goes 
into  bankruptcy.  Brown  is 
defrauded  of  his  fair  value  ; 
that  is  the  ultimate  outcome 
in  the  last  analysis  of  the 
bargain-shouting  "clothier.  He 
cheats  or  he  goes  bankrupt  ; 
diddles  either  his  customers 
or  his  creditors. 


We  want  Dealers  in  every 

town    where    we    are    not 

properly  represented 


SEMI-READY,  LIMITED 

WHOLESALE  MAKERS  OF    SEMI-READY  TAILORING  FOR  MEN 

MONTREAL,  CANADA 


400  Stores  and  Agencies 
in  Canada 
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HOT  WEATHER 
LOOSE  FITTING 

Shirts    ana 
Drawers 

WE  ARE  FULLY  STOCKED 


jVlatthews,  Towers  &  Company 

EXCLUSIVE  MEN'S  FURNISHINGS 
9yfontrea),  Que. 
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Please  mention  The  Revieiv  to  Advertisers  and  Their  Traz'elers. 


Style  and  Market  News 

What   Goods   are   Selling    Best   and   What  Smart 

Dressers  are  Wearing— Styles  at  Toronto  Race  Meet 

—The  Morning  Coat  a  Decided  Favorite 

THE  demand  for  straw  hats,  wash  neckwear, 
neghgee  shirts,  lounge  collars  and  light- 
weight underwear  makes  it  evident  that  the 
Summer  swing  is  on  in  the  men's  wear  store 
and  department.  Recurring  spells  of  chilly  weather 
have  very  slight  effect  upon  the  men's  wear  trade, 
with  the  exception  prohably  of  straw  hats.  These 
have  not  yet  opened  up  in  full  strength,  but  the 
opinion  expressed  in  many  quarters  is  that  a  good 
season  is  ahead,  not  only  in  splits  and  sennits,  but 
also  in  the  Panamas  of  .small,  neat  design,  which 
have  been  brought  this  season. 


Caps  for  recreation  purposes  are  now  in  good  de- 
mand, and  for  the  next  few  months  there  will  un- 
doubtedly be  a  good  run  on  golf  shapes..  Now  is 
ilie  time  for  men's  wear  njerchants  to  make  effeclive 
window  displays  and  to  give  the  cap  stock  a  prom- 
inent place  forward  if  it  has  no  fixed  place  of  abode 
iu  the  store.  That  merchant  who  has  not  concen- 
trated on  caps  by  this  time  is  making  a  serious  mis- 
take. Manufacturers  have  placed  on  the  market  an 
excellent  range  of  styles  that  should  appeal  to  every 
section  of  the  community  interested  in  holidays  or 
recreation  of  anv  kind. 


Such  luis  lieen  the  growth  of  the  boy  scout  move- 
ment that  manufacturers  have  turned  over  a  hand- 
some penny  on  the  broad-brimmed,  characteristic 
scout  hat.  Clothing  manufacturers  have  also  done 
well  in  scout  uniforms,  and  it  is  noticed  that  a  good 
influence  has  been  exerted  in  favor  of  browns. 


Grey  was  a  very  prominent  color  in  men's  suits 
at  the  Woodbine  races  in  Toronto.  The  vogue  of 
the  morning  coat  was  most  pronounced.  A  Canadian 
race  meet  is  probably  marked  by  more  informality 
in  men's  wear  than  any  other  in  the  world,  yet  this 
year  showed  a  decided  improvement  over  former 
years  in  the  matter  of  style  recognition.  Sack  suits 
in  grey  tweeds,  worsteds  and  the  blue  serges  were 
decidedly  pre-eminent.  There  was  a  scattering  of 
browns,  but  it  is  generally  held  that  this  color  will 
not  come  to  its  own  until  Fall. 

The  suits  worn  within  the  so-called  fashion  area 
were  illustrative  of  the  more  shapely  styles  which 
characterize  the  season — that  is,  they  more  faithfully 
outlined  the  form,  none  being  extreme.  Trousers 
were  of  moderate  width ;  coats  a  trifie  shorter,  and  on 
the  whole  the  clothes  worn  were  strikingly  suggestive 
of  that  happy  medium  which  generally  obtains  in 
Canadian  interpretations. 

The  existing  preferences  in  the  matter  of  color 
lends  itself  easily  to  the  matching  of  hosiery,  gloves, 
and  tie,  grey  being  apparently  the  favorite.  In  no 
department  was  there  a  "flashy"  or  faddish  display, 
and  it  may,  therefore,  be  said  that  conservative  styles 
have  reached  a  basis  of  solidity. 

The  popular  cane  with  the  younger  men  was  the 
very  plain,  slender  article,  although  with  the  morn- 
ing coat  it  was  noted  that  sticks  a  trifle  thicker  in 
girth  were  carried. 

Jewelry  is  not  a  conspicuous  item  in  a  gathering 
of  well-dressed  men.  Dull  gold  or  inconspicuous 
settings  seemed  to  be  the  taste  in  the  fashionable 
Woodbine  crowd. 


Lounge  collars  have  taken  exceptionally  well. 
Neckwear  manufacturers  who  had  not  previously 
considered  this  line  have  now  taken  it  up  and  report 
good  business.  For  outing  purposes  of  all  kinds 
these  collars  are  particularly  adapted.  Some  are 
worked  out  in  neat  stripes,  with  tie  to  match,  while 
others  are  plain.  For  the  warm  weather  trade  the 
men's  wear  dealer  should  have  a  stock  of  these. 


Shirt  manufacturers  report  a  good  volume  of 
business  on  Fall  lines.  The  neat  pleated  fronts  ar^ 
taking  well,  and  the  .short  shield  front  is  also  prov- 
ing a  good  seller.  The  feeling  is  that  there  will  be 
a  fair  revival  of  shield  fronts  for  the  next  Fall  season. 


At  his  first  public  appearance  in  society — at  New- 
market races — King  George  wore  a  grey  lounge  suit, 
black  felt  hat  and  yellow  gloves.  The  King  seems 
to  fancy  light  colors  in  ties  and  gloves,  and  this  fact 
may  have  an  influence  on  the  prevailing  vogue  for 
dark  colors.  The  King  sometimes  wears  a  pearl-grey 
tall  hat  at  Summer  race  meetings,  when  the  wea- 
ther is  exceptionally  warm. 


At  the  church  parade  in  Hyde  Park,  London, 
Eng.,  immediately  following  the  expiration  of  the 
stripes  on  a  black  ground.  This  combination  made 
a  very  neat  tie  and  it  may  hold. 
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Selections  from  the  Fall   shirt  aud  pyjama  line  of  the  Van  Allen  Co.,    Ltd.,    Montreal. 


full  mourning  period  for  Edward,  there  was  a  very 
brilliant  fashion  display.  The  morning  coat  was 
very  much  in  evidence,  .some  being  in  medium  grey 
worsteds  in  diagonal  patterns. 

*  *     * 

Now  the  word  comes  from  England  that  there 
is  a  growing  demand  for  striped  effects,  and  that 
they  will  be  much  favored  in  the  darker  shades  for 
the  coming  season.  Browns,  greens  and  greys  in 
different  tones  will  be  good. 

*  *     * 

At  the  recent  clothing  and  outfitting  display  in 
London  one  firm  showed  a  number  of  novelties  in 
shirtings.  Such  combinations  were  noted  as  white 
ground  with  yellow  and  black  hair-line  stripe,  white 
grounds  with  red  and  black  stripes  and  shades  of 
helio    pink. 


At  some  of  the  recent  race  meets  in  Paris  men 
wore  Derby  hats  of  a  shade  to  match  that  of  their 
suits.  Gloves  varied  in  shade  from  dark  grey  to 
deep  brown,  and  some  of  chamois  skin  had  the  back 
stitching  in  black. 

*     *     * 

Knitted  ties  in  the  better  qualities  are  being  ex- 
tensively shown  by  many  men's  wear  dealers.  Al- 
though plain  colors,  such  as  greys,  pearl,  blue,  and 
some  brown,  are  well  taken,  some  very  neat  striped 
effects  are  being  worked  out  in  these  lines.  Ac- 
cordeon  and  shot  effects  are  shown  in  this  line  for 
Fall. 


During  race   week   in    Toronto    good    business 
was  done  in  ties  combining  narrow  gold  diagonal 


'I'liree  different  uses  of  the  "triplex"  collar,  shown   in  the  Fall  raiiKc  of  sweater  co:its  by   I'onnian's  Limited,   I'aris,   Ont.    Hunter's, 
prospector's   and   athlete's   garments   are  all   fitted   with   this   new  collar. 
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Outing  Neckwear 

Collars  and  Ties 

TO  MATCH 

SPECIALY  ADAPTED  FOR 

Boating 

Lawn  Bowling 

Tennis 

Golf 

Travelling 

and  all  forms  of  Outdoor  Sports  and  Recreations. 

BBS 

Made  in  White  or  neat  Stripe  Effects  from  the  highest  grade  of 
washable  fabrics,  including  wash  silks  and  fine  piques. 

COLLARS— $2.00,  $2.25,  $3.50  per  Dozen 
TIES  —1.75,    2.00,     2.50 

Boxed,  ^2  Dozen  to  Box 

When  ordering  mention  if  white  or  colored  preferred. 

The  Sword  Neckwear  Co. 

TORONTO,  CANADA 

NOTE-Our  OUTING  COLLARS  like  our  NECKWEAR,  Best  by  Test 
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General   Utility  in  Sweaters 

Men's  Sweater  Coats  Developing  Along  These 

Lines  —  Prospecting    and    Hunters'    Garments 

—  Washing  Knit    Goods. 

In  hoys'  and  men's  sweater  coats  the  field  of  the 
manufacturer  has  developed  along  athletic,  utility, 
comfort,  hunting  and  prospecting  demands.  Some 
ranges  have  over  one  hundred  samples  with  all  the 
possible  combinations  of  colors  which  buyers  can 
diversify  to  meet  their  requirements. 

In  Fall  placing,  fancy  roll  fronts  and  two  or 
three  pockets  are  the  rule.  In  contrasting  Canadian 
and  United  States  demands,  conditions  differ  and 
buyers  here  want  pockets,  and  in  general  utility 
coats,  shorter  lengths. 

Canadian  designers  are  ahead  of  the  trade  in 
meeting  the  wants  of  merchants,  and  garments  are 
prepared  fully  with  a  view  to  climatic  conditions  and 
average  26-28  inches  in  length  so  as  to  be  convenient 
for  wear.  Especially  is  this  a  feature  regarding  col- 
lars, and  convertible  and  triplex  styles  are  exactly 
what  Canadian  wearers  want.  Although  a  compre- 
hensive assortment  of  ribs  and  colors  is  shown  the 
greatest  phase  is  in  added  lines  following  the  re- 
quirements of  athletes  and  prospecting  demands. 

For  midsummer  wear  and  especially  for  boating 
or  bowlers,  lighter  coats  have  been  made  in  1|1  rib 
and  perfectly  plain  style,  with  and  without  pockets. 
They  are  also  suitable  for  smoking,  office  or  house 
garments.  Two  shades  are  prominent,  light  grey 
and  tan.  These  coats  are  quoted  in  different  quali- 
ties and  all  sizes  at  $24.00  to  $36.00  dozen.  They 
are  exactly  right  for  the  purpose  intended. 

For  special  athletic  and  prospecting,  weight  has 
become  very  important  and  several  samples  are 
ready,  ranging  from  1  to  4  pounds  each,  made  from 
6-ply  wools  and  costing  up  to  $75  dozen.  The  heavi- 
est of  these  coats  developed  from  individual  orders 
for  serviceable  and  smart  garments  to  wear  in  Porcu- 
pine and  other  mining  centres.  Prospectors  are  par- 
ticularly well  pleased  and  have,  in  these  golf  coats, 
dressy  and  sensible  garments  for  interchanging  with 
sheepskin-lined  jackets.  These  new  golfers  have  a 
merit  of  warmth,  which  makes  them  particularly 
appealing  to  men  exposed  to  extreme  climatic  con- 
ditions. So  far,  Oxford  greys  and  navy  blues  have 
been  taken.  Garments  of  this  class  are  promised  an 
exceptional  run  directly  they  are  placed  before  Fall 
buyers. 

Closely  allied  with  this,  shooting  or  hunters'  coats 
are  shown  with  chamois  shoulders  and  underarm  to 
protect  the  garment  from  undue  wear  in  carrying 
a  gun.  These  garments  have  only  to  be  displayed 
in  the  early  Autunui  to  meet  with  instant  success  for 
the  retailer.  Of  course,  colors  are  similar  to  regu- 
lar lines  with  a  variety  of  collars,  especially  convert- 
ible and  triplex. 

Several  suggestions  in  regard  to  properly  cleaning 
knitted  golf  coats  are  offered  by  different  manufac- 
turers but  it  is  claimed  to  be  impossible  to  retain  the 
original     appearance    of    garments    after    they   are 


washed.  Dry  cleaning  is  suppo.sed  to  be  one  of  the 
best  methods  and  chemists  are  endeavoring  to  find 
a  more  .suitable  way  of  overcoming  this  difficulty. 
Experiments  are  at  present  being  tried  by  a  patented 
method  in  which  gasoline  is  used  and  the  originator.- 
claim  to  be  aljle  to  wasli  golf  coats  satisfactorily. 


"The  Toast  of  the  Town" — Honey   Brown 

Many  exclusive  men's  clothing  shops  and  mer- 
chant tailors  have  featured  "Coronation"  blue  serge 
suits  with  success  this  season.  These  garments  were 
displayed  in  the  windows  with  skj'-blue  or  white 
sateen  background  and  floor  setting.  At  the  present 
time  the  latest  models  in  this  color  are  being  shown 
with  wash  trousers,  straw  hats  and  ties  suitable  for 
boating  wear,  or  at  sunnner  resorts.  Some  merchants 
are  offering  separate  trousers  of  light  grey  flanne's 
or  tweed  in  plain  colors  or  wdth  natty  stripes. 

This  same  idea  in  display  could  be  used  in  ad- 
vance showings  of  brown,  which  style  tendency  wjis 
anticipated  in  The  Review.  High-class  tailors  tn 
New  York  and  Chicago  have  been  displaying  brow;  is 
since  April,  and  it  follows  that  merchants  here  could 
adopt  the  suggestion  with  success  and  plan  an  early 
window  trim  of  browns. 

One  merchant  after  visiting  the  United  States 
cities,  arranged  a  trim  of  this  kind  which  proved 
most  successful. 

Plain  sateen  in  gold  was  shirred  around  the  back- 
ground of  the  window,  and  the  floor  was  puffed  witli 
sateen  of  the  same  shade.  In  this  setting,  five  figures 
were  placed  which  were  dressed  with  smart  designs 
in  advance  styles  of  honey-browns  in  five  new  pat- 
terns. 

To  further  carry  out  the  effect  of  the  gold,  the 
part  of  the  figure  that  would  show  in  the  collar  was 
covered  with  gold,  and  brown  leather  watch  fobs 
and  gold  chains  were  used  in  conjunction  with  light- 
colored  silk  handkerchiefs  with  gold  border  showing 
in  the  upper  coat  pocket.  A  ticket  was  made  n 
light  mottled  cardboard  and  a  neat  phrase  suggested 
by  the  opera  "Aladame  Sherry"  was  very  cleverly 
turned  and  worded  "The  toast  of  the  town  in  hone;^- 
browms" — $16.50.     The  result  was  most  gratifying. 

This  advance  showing  was  found  possible 
through  choosing  patterns  which  were  likely  to  take, 
and  having  them  made  in  stock  sizes.  While  it  was 
an  experiment,  it  was  easy  to  take  "special  orders" 
and  with  the  experience  and  proved  success  of  this 
merchant's  foresight  many  other  up-to-date  menV 
furnishers  will  avail  themselves  of  the  opportunity 
of  anticipating  or  being  the  first  to  show  "honey- 
browns"  and  gold. 


The  National  Rubber  Co.,  of  Canada,  ha:^  remov- 
ed from  16  Craig  St.,  Montreal,  to  the  Rlumenthal 
Building,  St.  Catherine  street  west,  near  Bleurv 
street,  where  they  will  have  more  room  for  carrying 
on  their  business  of  manufacturing  rainproof  gar- 
ments. 
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WOVCN 

SEAMLESS 

TUBULAR 

POPLIN 

FOUR  IN  HAND 


CASH'S 

Tubular  Neckwear 

Standard  Quality. 
Latest  English  Styles. 

The  genuine  POPLIN  is  made  in  pure  dye  silk 
interwoven  with  WOOL,  preventing  the  ties  from 
wrinkling,  creasing  or  showing  pinholes. 

Our  range  shows  66  solid  colors  and  a  large 
variety  of  fancy  patterns  of  the  latest  English 
styles.  The  wearing  qualities  of  CASH'S 
POPLINS  have  a  world  wide  reputation;  no 
haberdasher's  stock  is  complete  without  this  line. 

CASH'S  FINE  COTTON  TUBULAR  TIES  are 
made  in  a  range  of  500  guaranteed  fast  colors  and 
patterns  sold  by  all  the  leading  stores.  Can  be 
had  either  in  the  straight  or  loom-shaped  styles. 

Notice 

So  as  to  meet  the  exigencies  of  the  Canadian  market, 
we  have  opened  a  branch  office  at  301  St.  James  Street, 
Montreal,  where  we  carry  a  complete  stock  of  our  TUBU- 
LAR NECKWEAR.  Sample  card  and  prices  sent  on 
request  from  this  address. 

Also  from  our  Toronto  agent,  WALLACE  McINTYRE, 
64  Wellington  Street  West. 

Or  from  our  American  Factory  at  South  Norwalk, 
Conn.,  U.S.A. 

J.  &  J.  CASH,  Limited 

COVENTRY,   ENGLAND 
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Bloor   Street    windows    and    entrance,    Frank    Stollery's    haberdashery   shup.     The    umhessed    spaces   slmw   dividers   and    ba<-k    panel- 
ling,   and   suggest    the    importance   of   fixtures   as   factors   in    successful   retailing. 


Smart  Haberdashery   Shop 

Frank   StoUery   now   Established    in   a  Handsome 

Men's   Wear    Store   on   a    Busy   Corner  — 

Elegant  Fixtures  and  Interior  Fittings. 

A  men's  wear  .store  whicli  combine.s  to  particu- 
lar advantage  all  the  e.'^.^^entials  of  eflfective  display 
and  an  equipment  which  in  every  sense  is  calculated 
to  favorably  impress  the  customer,  has  been  opened 
by  Frank  Stollery  at  the  south-w^est  corner  of  Bloor 
and  Yonge  Sts.,  Toronto. 

This  is  an  exceptionally  good  location  being 
easily  available  to  a  district  from  which  the  demand 
is  along  high-cla.ss  lines,  and  bound  to  increase.  In 
the  designing  of  this  store,  these  facts  undoubtedly 
had  an  influence.  It  has  a  frontage  of  85  feet  on 
Yonge  St.  and  45  feet  on  Bloor.  and  the  rich  fittinus 


throughout  suggest  that  the  opportunity  for  an  im- 
posing structure  was  realized  to  the  fullest  degree. 
Designers  were  inspired  with  full  regard  to  pro- 
gres.sive  merchandising  requirement.*. 

Frank  Stollery  commenced  business  at  750 
Yonge  Street  in  1901,  with  a  modest  capital  of 
$1,000,  half  of  which  was  invested  in  .stock  and  the 
other  half  in  fixtures.  In  this  store  the  business 
reached  a  turnover  of  $12,000  a  year. 

Five  years  later,  in  order  to  meet  the  require- 
ments of  a  growing  concern,  he  moved  to  the  store 
at  762  Yonge  St.  which  was  fitted  up  with  the  same 
regard  for  .suitable  fixtures  and  display  utilities 
which  has  always  been  given  this  end  of  the  business. 

Now,  after  ten  years  succes>«ful  business,  he  is 
situated  in  this  very  handsome  establishment.  Fix- 
tures, fittings,  window  and  display  methods,  arrange- 
ments and  stock-keeping  are  unique.     They  are  a 


— TOWffl?!r.Vfff. ■;—•;;, 


Vonge   Street   front   and   entrance.    Frank    Stollery's  men's   wear   st  ire.   showing  display   of  hats  and   unit   trims  of  neckwear,   hosiery 
uud  shirts.     The  rule  of  the  store  is  to  show  ouly  those  goods  iu  the   window    which   cau    be   duplicated   iuside. 
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It's  a  GOOD  List 

Every  name  on  this  list  represents  a  CLOTHING  MANUFACTURER 

who  uses  and  endorses  the 

BARTELL  PATENT  POCKET 

(The  pocket  with  the  inner  pleat) 

They  wouldn't  use  it  and  they  wouldn't  endorse  it  unless  they  knew  it 
was  a  first-class  improvement  over  what  they  formerly  used : — 


DUNDAS. 

Grafton   &  Company,   Limited. 

HAMILTON. 

Sanford   Mfg.   Co.,    W.   E.,   Ltd. 
Coppley,   Noyes   &   Randall,   Ltd. 
Tliornton    &   Douglas,    Ltd. 

LONDON. 

Greene,    Swift,    Limited. 

MONTREAL. 

Semi-Ready,    Limited. 
Levinson,    Son   &  Co.,    S. 
Murray  &  Micbaud. 
Kellert   &   Sons,   H. 
Fashion-Craft    Mfrs.,    Ltd. 
E.   A.   Small   Company,  Limited. 
Wener   Bros.    &    Hart. 
Vineberg,    Singer    Co. 


The  T.  Eaton  Co.,  Ltd. 

Peck  &  Co.,  Jobn   W.,  Limited. 

Union  Clotbing   Mfg.   Co. 

Samuel    Wener   &   Co. 

Tbe  Freedman   Company. 

Canada  Clothing  Co. 

B.   Gardner  &  Co.,  Ltd. 

Standard    Clothing    Mfg.    Co.,    Tbe. 

H.  Vineberg  &  Co. 

Hamilton    &   Blout,   Limited, 

Scottish    Rubber   Co. 

The   T.  Eaton   Co.,   Ltd. 

QUEBEC. 

Quebec   Clotbing  Co. 
Paquet    Company,    The,   Ltd. 

SHERBROOKE. 
Walter  Blue  &  Co.,  Ltd. 


TORONTO. 

Lowndes    Co.,    Tbe,   Ltd. 
Hackborn    &    Co.,  E.    G. 
Johnson  &  Co.,  W.  R.,  Limited. 
Crown    Tailoring   Co.,   Ltd. 
Bond    &   Co.,   H.  E.,   Ltd. 
Broderick   &    Co.,   Frank. 
Ta.vlor,    Henry    A. 
Lailey-Trimble,    Limited. 
Victoria   Mfg.    Co. 
Randall   &  Johnson   Bros.,   Ltd. 
The    T.    Eaton    Co.,    Ltd. 
Art    Tailoring    Co. 
Evuns    Tailoring    Co. 

VICTORIAVILLE. 

Victoriaville    Clothing    Co.,   The 

WARWICK. 

Warwick    Clothing   Mfg.    Co. 


The  only  pocket  in  the  world  that  will  not  sag  under  heavy  weight  is  the  Bartell  Patent  Pocket.  Its  peculiar 
patented  construction  prevents  this  defect  and  keeps  the  pocket  straight  and  trim  from  the  day  you  start  to 
wear  the  coat  until  the  day  you  stop  wearing  it.  If  your  manufacturer's  name  is  not  on  this  list,  he  must  give 
you  the  old  style  pocket. 

Don't  Run  the  Risk  of  Losing  Sales  Next  Fall 

If  your  Spring  order  did  not  specify  Bartell  Patent  Pockets,  and  wish  it  had,  write  to  us  immediately  and  we 
will  take  up  the  matter  with  the  manufacturer,  if  you  will  give  us  his  name.     WRITE  TO-DAY. 

Ask  us  to  send  you  our  "DEMONSTRATION  CARD."    IT'S  FREE. 

THE    BARTELL    PATENT    POCKET    CO. 

13   ASTOR   PLACE,    NEW   YORK 
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fitting  environment  for  a  comprehensive  a^  well  as  a 
high-class  stock  of  men's  haberdashery — hats,  gloves, 
ties,  collars,  shirts  and  outfitting  necessities  demand- 
ed by  fashionable  dressers. 

Several  years  ago  the  possibilities  of  securing  the 
corner  location  with  the  advantages  that  would  accrue 
in  a  business  sense  became  apparent  and  it  resolved 
itself  into  an  ambition  to  be  worked  for  and 
accomplished. 

Fixtures  a  Great  Factor. 

Through  business  experience  it  was  found  that 
fittings  and  fixtures  in  accord  with  the  business  con- 
ducted, were  as  much  a  factor  to  successful  retailing, 
as  well-chosen  stocks.    In  the  new  store  every  oppor- 


dows  and  display.  The  windows  are  five  feet  deep 
and  sections  are  made  with  colonial  panel  dividers. 
Unit  trims  are  made  to  display  individuality  and 
with  a  general  view  of  balance.  A  rule  of  this 
establishment  allows  only  duplicate  merchandise  to 
bo  displayed  in  these  window  sections  and  trims  are' 
not  disturljed  until  another  grouping  is  to  be 
arranged. 

An  iuTiovation  is  introduced  in  lambrequin 
blinds  of  tan  velour,  richly  embroidered.  In  the 
centre  of  each  the  firm  name  is  embossed  in  brown 
leather  and  each  curtain  is  outlined  with  border  in 
inlaid  floral  design  and  finished  with  heavy  cord 
fringe  to  match. 
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Plan    of   Frank    StoUery's    new    men's    wear   store,   corner   of   YonLro  and  Bloor  Streets,  Toronto.    The  scale  as  reproduced  is  about 
seven  feet  to   the  inch.     There  are   two  entrances.     The   office  is  in    the    rear,    elevated    above   the   fixtures.    Windows    range   along 

each    si<ip.      See    descriptive    article. 


tunity  available  wa.s  considered  to  make  a  smart 
showing  and  convenient  arrangement  for  handling 
the  different  departments. 

In  the  new  building,  which  is  a  scjuare  structure, 
two  storeys  high,  there  arc  two  entrances,  double 
panel  doors  on  Yonge  St.  and  a  single  door  on  Bloor 
St.  All  the  windows  arc  set  in  copper  sills  with 
Tennessee  marble  bases.  Each  entrance  is  tiled  in 
simple  design. 

In  the  store  proper,  which  covers  the  entire 
lower  floor,  all  cases,  cabineU-^  and  fittings  are  done 
in  Circassian  walnut,  haiulsonicly  imncUcd  a)id  with 
mirrors,  all  in  ornate  colonial  cll'cct. 

Only  such  fixtures  a.s  arc  uncommon  or  entirely 
original  have  been  installed  or  provided  for  the  win- 


Well  Lighted. 

Both  the  windows  and  interior  are  brilliantly 
lighted.  A  scries  of  natural  gla.ss  reflectors  are  placed 
24  inches  apart  around  the  entire  front,  inside  the 
windows.  For  the  interior,  lights  are  in  frosted 
globes  liung  on  oxydizcd  copper  fixtures  which  shed 
an  even  and  cilicient  light. 

The  two  out,<t4inding  features  in  fixtures  are  the 
shirt  cases  and  glove  cabinet.  For  displaying  sam- 
ples of  .>^hirtv<.  table  ca.«es,  4x10  feet  with  plate  glass 
lops  and  six  vclvot-lincd  drawers,  throe  on  each  side. 
make  the  stock  oa.<y  to  .^oe  and  handle.  Reserve 
slock  is  kept  underneatli  in  cabinets.  Those  tables 
are  placed  directly  in  the  centre  of  the  store  and 


Dry  Goods  Review 


MEN'S     WEAR     REVIEW 


135 


^/TLimVieaC 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 


136 


MEN'S     WEAR     REVIEW 


Dry  Goods  Review 


stocky  displays  of  neckties  or  other  accessories  made 
on  top. 

To  the  right  of  the  main  doorway  is  the  sectional 
glove  case  with  glass  fronts  and  metal  inset  boxes. 
In  each  section  an  inlaid  bevel  glass  front  allows 
showing  samples  of  gloves  at  all  times  and  space  is 
provided  for  five  dozen  pairs  of  gloves,  behind  this 
in  each  cabinet.  Four  silent  salesmen  of  the  all- 
glass  variety  are  arranged  at  suitable  intervals  on 
the  north  side. 

Effective  Display. 

Display  and  stock  fixtures  for  hats  are  placed 
along  the  back  of  the  south  windows  and  wall.  These 
have  nickel  supports  for  display  and  are  fitted  with 
plate  glass  doors  which  slide  upward.  Drawers  are 
set  in  below.  A  bevelled  mirror  in  the  centre  is  pro- 
vided with  plenty  of  light  for  customers'  fitting. 

All  windows,  doors,  rear  exits  and  panels  between 
cases  are  faced  with  bevel  plate  mirrors.  Every  case 
is  finished  with  Laurentian  marble  bases. 

Peculiar  advantage  is  taken  for  display  space  on 
glass  cases,  hat  fixtures  and  openings.  If  necessary, 
in  the  fixtures  for  .shirts  and  neckwear,  the  lower 
space  may  be  used  for  display  purposes.  Each  radi- 
ator has  a  marble  top,  making  small  unit  tables  in 
otherwise  lost  space. 

The  office  is  elevated  in  the  rear  above  the  shirt, 
tie  and  underwear  fixtures  and  is  fronted  by"  a  colon- 
ial railing.  This  space  has  been  furnished  with  a 
view  to  efficiency,  comfort  and  quietness,  necessary 
for  dealing  with  important  business  matters. 

A  large  cash  register  to  match  other  interior  fix- 


tures is  being  made  for  a  location  in  the  centre  of 
the  store. 

To  be  a.ssociated  with  .smart  and  efficient  sales- 
men has  always  been  the  endeavor.  As  an  example 
of  the  importance  of  proper  display,  each  deparnient 
manager  is  required  to  make  his  own  trims  and  it  is 
noteworthy  that  four  of  the  staff  are  able  to  dress 
cases,  windows  and  ledges  with  combined  groupings 
from  any  other  department.  .Stock-keeping  methods 
are  systematic  and  to  be  original  and  tasty  in  every- 
thing about  the  store  is  the  aim.  Each  salesman  is 
enthusiastic  and  persuasive  and  many  sales  are  made 
by  personality  as  well  as  a  thorough  knowledge  of 
stock  and  customers'  preferences. 

The  Opening. 

For  the  fii-st  opening  days,  business  was  really 
gratifying  and  beyond  expectations.  As  the  stock 
is  arranged  satisfactorily  and  things  settle  down  to 
actual  every-day  merchandising,  exceptional  results 
are  anticipated.  There  is  every  reason  to  believe  that 
returns  and  increased  business  will  be  beyond  fore- 
casted estimates  and  fully  justify  the  necessity  of. 
this  high-class  haberdashery  shop  on  this  important 
corner. 


The  belt  season  has  not  yet  reached  its  best.  Some 
business  has  been  done  in  blacks,  dark  greys  and  a 
few  browns  have  been  taken,  but  in  nothing  like 
the  volume  which  develops  with  steady  warm  wea- 
ther. The  call  for  invisible  suspenders  has  begun. 
One  of  the  novelties  in  the  suspender  lines  for  Fall 
is  a  loose  change  or  watch  pocket  on  one  side. 


Interior  of  Jess  Appleg.nth's   new   .store,   Montreal,  showing   series  of    piojoi-tions    for   Interior   window   displays. 

Conrtesy   of  .Tones   Bros.   &   Co.,   Toronto. 
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Jess  Applegath's  New  Store 

Interior   Display    Window    Unique    Feature  —  100 

Feet   of  Wall   Cases   and  100  Feet  of  Glass  Show 

Cases  —  Appearance   Counts   in    Merchandizing. 

Jess  Applegath,  dealer  in  men's  hats,  has  moved 
into  his  new  store  in  Montreal.  Mr.  Applegath  be- 
lieves that  the  appearance  of  a  store  is  an  important 
factor  in  successful  merchandising,  and  his  ideal  has 
been  materialized  in  the  quarters  which  he  is  now 
occupying  at  473  St.  Catherine  St.  West. 

"The  impression  a  person  gets  on  entering,"  said 
Mr.  Applegath,  "is  the  first  step  towards  creating 
a  desire  to  buy  goods,  and  I  believe  that  money 
spent  on  new  fixtures,  show  cases,  etc.,  is  a  good  in- 
vestment." 

Mr.  Applegath  was  six  years  in  his  former  stand. 
In  his  very  handsome  new  store  he  has  anticipated 
the  steady  growth  in  Montreal. 


The  ceiling  is  finished  in  steel,  painted  white, 
adding  to  the  brightness  of  the  interior,  and  at  night 
light  is  obtained  from  32  60-candle-power  lampj, 
divided  into  4  lamp  cluster  fixtures  of  brushed  brass. 

Everything  about  the  store  speaks  quality  and 
neatness,  and  Mr.  Applegath,  who  also  has  a  fine 
store  at  89  Yonge  street,  Toronto,  looks  for  a  ma- 
terial increase  in  his  trade  as  a  result  of  the  change. 
He  specializes  in  the  $2.50  hat. 


Royal  blue,  purple  and  red  will  be  good  colors 
in  neckwear  this  Summer,  as  one  result  of  the  cor- 
onation. One  of  the  latest  coronation  novelties  in 
England  is  the  mauve  crown  on  a  black  ground. 
White,  old  gold  and  purple  are  also  shown  in  this 
design. 

*  *  * 

It  is  possible  for  the  window  trimmer  to  work 
out  many  effective  displays  by  using  the  coronation 
colors,  either  in  combination  or  on  successive  days. 


^w^S^        ' 


The  rear  fixture  iu  the  Jess  Applegath  store,  Montreal.  In  the  centre  is  a  projecting  case 
for  interior  display,  and  on  either  side  are  three  doors  with  triplicate  mirrors,  the  centre  one 
leading  to  the  l)ack  of  the  store  and  the  smaller    ones   at    the   side   opening   to    stock    cases. 


The  store  front  has  two  large  show  windows,  opc 
on  each  side  of  a  deep  vestibuled  entrance.  The 
windows  have  heavy  plate  backs,  and  a  view  of  tlic 
interior  may  thus  be  obtained  from  the  street. 

There  are  90  feet  of  shelving  on  each  side,  fitted 
with  plate  glass  fronts.  These  cases  are  mounted  in 
solid  mahogany  of  medium  shade.  A  unique  feature 
of  the  store  is  the  series  of  four  interior  display  win- 
dows. These  project  about  six  feet,  have  mirrored 
backs,  and  admit  of  attractive  hat  trims  within  the 
store.  One  of  these  bays  or  projections  has  been 
u.'ied  for  the  office.  There  are  four  recesses,  with 
triplicate  mirrors  for  try-on  purposes,  and  in  the 
rear  is  another  very  handsome  hat  window  or  dis- 
play case  with  triplicate  mirrors  on  each  side.  The 
two  doors  leading  to  the  stock  room  in  the  rear 
are  mirrored,  and  are  flanked  by  small  mirrored 
doors,  opening  to  a  stock  case.  The  idea  carried  out 
in  the  rear  of  the  store  is  a  particularly  good  one. 
and  is  fully  illustrated  in  the  accompanying  cut. 
There  are  twenty  five-foot  glass  show  cases,  in  which 
goods  may  also  be  very  efi'ectively  displayed.  The 
wall  cases  are  eight  feet  high  and  are  fitted  with 
nickel  rods.  The  front  cases  have  .stock  cupboards 
in  the  ba.ses,  while  in  the  two  back  sections  drawers 
for  caps  have  been  installed.  All  hardware  is  in 
burnished  brass. 


The  different  holidays  and  special  occasions  within 
the  next  two  months  will  require  a  very  discrimin- 
ating use  of  color.  It  is  an  opportunity  for  artistic 
effect  that  the  trimmer  does  not  often  encounter. 


A  novel  display  stand 
for  the  hat  departmen; 
which  can  be  m\i'X>i  in  any 
wood,  preferal^ly  bird's 
eye  maple,  Cuc;issian  wal- 
nut, mahogany  or  mission 
oak  The  best  lengths  are 
12-18-24-30-30  inches.  It 
will  be  noticed  that  hats 
can  be  placed  in  many  dif- 
ferent positions  in  the  cup- 
like top.  Used  by  Frank 
Stollery,  Toroilo. 


Practical  Coronation  Background  Trims 

Many    Good    Sketches    Submitted    in    the    "Review's"    Competition — All    Can 

be    Applied    with    Moderate    Cost  —  Suggestions     Indicate    Good     Knowledge 

of   Up-to-date   Decorating   Methods. 


WINNERS 

IN 

CORONATION   WINDOW 

CONTEST. 

Towns  Up  to 

10,000.— Jas.  McMillen, 

with 

H.   S. 

Anderson  Co. 

St.  Thomas 

Cities    Up    to 

20,000.— Warren    Andrews, 

with 

Terris  & 

Co., 

Springhill,  N.  S. 

Cities  Over  20,000. 

— H.  C.  Macdonald, 

with 

Mur- 

ray-Kay 

Co.. 

Toronto. 

MANY    trimmers    throughout     the    country 
manifested  a  practical  interest  in  The  Dry 
Goods  Review  Coronation  AVindow  Contest 
by    sending    in  sketches    describing  back- 
grounds suitable  for  the  Coronation  season.     Three 
prizes  of  $5.00  each  were  awarded. 

These  sketches  were  not  only  submitted  to  an 
artist  having  some  knowledge  of  the  dry  goods  trade, 
but  also  to  a  practical  window  trimmer,  and  the  de- 
cision is  given  in  the  above  panel. 

In  awarding  prizes,  the  judges  took  the  follow- 
ing points  into  consideration: — 1.  The  extent  to 
which  the  background  could  be  used  in  a  practical 
way  for  displaying  the  season's  lines.  2.  Originality, 
the  general  balance  and  proportion.     3.  Space  avail- 


able after  background  was  placed.    4.  General  effect 
to  procure  rich,  appropriate  setting. 

^\'hile  the  windows  selected  for  illustration,  as 
well  as  for  description,  represent  only  a  small  sec- 
tion of  the  number  received,  they  give  a  fair  range 
of  originality,  and  indicate  practical  knowledge  of 
up-to-date  decorating. 

In  each  ca^e  a  fair  estimate  ha.s  l)een  given  to 
cover  usual  or  extra  expenses.  While  in  carrying 
out  any  of  these  backgrounds,  a  trimmer  could  run 
into  considerable  outlay,  the  figure  given  is  based  on 
a  knowledge  of  appropriations  generally  available 
for  these  purposes. 


Used  Flowers,  Ribbons  and  Lithos. 

H.  C.  McDonald,  window  decorator  for  Murray- 
Kay,  Limited,  Toronto,  suggested  a  pretty  setting 
which  he  has  decided  to  carry  out  in  his  Coronation 
window  display  and  is  awarded  the  prize  for  cities 
of  over  20,000  population. 

For  a  centrepiece,  a  circular  frame  four  feet  in 
diameter  and  six  inches  across  the  face  is  cut  out  of 
beaver  or  compo  board,  tinted  red.  Inside  and  out- 
side edges  are  finished  with  a  gold  border. 


Awarded    1st  prize    in    Coronation    Window   Contest        H.    C.   McDonald,   with   Murray-Kay.    Limited,   suffeested 
this  arrangement  as   well  as   a   pleasing   color   combination   suitable   (or    seasonable    lines. 
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Three-quarter  life-size  lithographs  of  the  King 
and  Queen  are  cut  out  and  mounted  on  beaver 
board.  This  is  placed  in  the  frame  already  described 
and  the  outer  edge  rolled  down  to  give  a  relief  effect. 

This  design  is  hung  in  the  centre  background 
before  a  heavy  drapery  of  corn-colored  plush  or 
velour  and  surrounded  with  groups  of  foliage  and 
flowers  appropriate.  Combine  the  rose  for  Mother 
country,  thistle  for  Scotland,  and  shamrock  for  Ire- 
land and  the  maple  leaf  for  Canada,  in  an  effective 
grouping  and  fasten  these  around  the  lower  half  of 
the  frame. 

At  the  bottom  of  this  grouping  attach  a  large 
bow  of  streamers  of  ribbon  in  national  colors  and 
have  one  pair  of  streamers  end  in  rosette  festoons 
attached  to  the  announcement  card.  The  other 
streamers  are  gracefully  draped  to  the  window  bot- 
tom or  hung  in  different  lengths  in  the  background. 


A  suggested   background,   which   was    done    in   lactual   colors 
by  Christena   Stephen.   Grimsby.   Ont. 


This  arrangement  could  be  carried  out  in  a  ser- 
ies of  windows  by  placing  each  grouping  at  intervals 
accross  the  entire  front.  It  is  suggested  that,  while 
possibly  more  expensive  or  if  appropriations  permit, 
tinted  papier  maohe  for  the  figures  and  frame  would 
make  an  ideal  setting. 

One  of  the  advantages  of  this  background  is 
.found  in  its  adaptability  to  any  line  of  goods  or 
materials  displayed.  There  are  no  colors  but  will 
enhance  anything  placed  on  view  at  this  season  or 
in  any  store. 

On  the  card,  a  simple  announcement  of  the  Cor- 
onation of  King  George  and  Queen  Mary,  June, 
1911,  is  all  that  is  necessary  to  complete  a  beautiful 
window  arrangement. 

The  cost  of  this  background  is  also  within  the 
possibilities  of  most  trimmers  and  depends  to  an  ex- 
tent on  the  price  paid  for  the  lithographs  in  the 
upper  circle.  Without  this,  the  cost  should  not  ex- 
ceed ten  dollars  for  all  the  requirements. 


GOOD  COAT  LININGS 

ARE  ESSENTIAL 

IF  YOU  WISH  TO  PLEASE  YOUR  CUSTOMERS 


m 


(Copyright) 


Showcards  or  BooKlets  if  de-ired  may  be  had  by 
applying  through  Wholesale  Importing  Houses. 

PATTEI^NS     SHOWING    EITHER 
FINISH  can  be  had  on  application  to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  Ltd. 

39,  Well  Street  ii  BRADFORD 
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A\v;ii(l('(l   prize  for  towns  up  to  20,000 — National    colors    and    "pink    carnations"    coniliined- 
Arranged    by    Warren    Andrews,   with    Anderson   &  Co.,   St.  Thomas. 


Coronation  Flowers  and  Smilax. 

Warren  Andrews,  window  decorator  for  Tlie 
Anderson  Co.,  St.  Thomas,  is  awarded  1st  prize  for 
cities  up  to  20,000.  This  background  would  be 
appropriate  with  mirrors  or,  as  is  suggested,  all  white 
hangings  and  felt-covered  floor. 

Across  the  top  is  a  panel  in  while  and  at  the 
right  hand  side  a  wider  upright  panel  surmounted 
with  crown  and  draped  flags.  This  arrangement  is 
profusely  covered  with  coronation  flowers  (pink 
carnations)  and  interspersed  green  smilax.  Ribbon 
streamers  in  coronation  colors.  Royal  purple.  Royal 
blue.  Royal  crimson  and  old  gold  are  attached  in 
festoon  effect  at  the  top  of  the  upright  panel  near 
the  crown  and  to  one  side. 

Near  the  other  end  of  the  window  a  picture  of 


King  George  is  draped  with  ribbons  to  match,  and 
carnations.  Balancing  rosettes  are  used  at  the  top 
of  this  picture  and  streamer  ends  gracefully  carried 
to  the  floor. 

This  setting  is  also  most  suitable  for  goods  on 
view  about  June  22nd  and  would  make  a  pleasing 
muslin  or  Summer  dre.'^s  display  background.  It 
could  also  be  easily  arranged  beforehand,  ready  to 
put  in  place  at  shortest  notice  and  completed  in  a 
short  time.  These  are  two  essentials  in  backgrounds 
outside  the  necessity  of  having  all  the  display  space 
available. 

Warren  Andrews  has  suggested  a  setting  too, 
which  seems  within  the  amount  trimmers  usually 
have  in  places  up  to  20,000  for  extra  window  dis- 
plays. No  trinnner  should  need  to  spend  more  than 
ten  dollars  in  completing  a  fair-sized  window,  up  to 


A  liost  of   sueecstions  are   embodi   il  in   this  baclticround.      Sugircsted    by   J.is.   MacMillen.   with   H.   S.   Terris.   Sjirintrhill.   N.S. 

Award<^d   orita   for    towns    uo    to    10.000   in    Coronation  Contest. 
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Arlington    Cliallenge    Brand  Collar 

kas   a   place   in  tne   morning  toilet.         It  s   al^vays 
frcsL      ana      ready     tor     another     day  s     service. 


Tke     '*'  Challenge     Collar       is     a     Linen 
Collar     Waterproofed 


It  sells  to  an    entirely    different  class  of    trade    from 

tliat  wbicli  uses   tte  celluloid  collar,  for  it  cannot  be  told 

from  tte  ordinary  linen    collar  because   IT  IS   LINEN. 

XKe  "Ctallenge"  Las  no  unpleasant  odor  and  •wul  not 

crack.      It  is  simply  a  waterproofed  collar. 

Feature  "Challenge"   Collars  for  your  holiday  trade. 
It  -will  pay. 


The     Arlington     Co.     of     Canada,     Limited 

54-64  FRASER  AVENUE  -  -  TORONTO 

Stock  carried  by   the  ioWowin^  agents:   Ontario— J.   Chantler  6^  Co..  Toronto  : 
Eastern     Duncan   Bell,  Montreal;  Western— R.   J.   Quigley.  212  Hammond  Block.   Winnipeg. 


■«#%«fj%i   AMM   KNICKERS 
BOYS'   ODD   BLOOMERS 

BIB  OVERALLS 


Our  stock  is 
in  fine  shape 
just  now  for 
mail  orders,  for 
summer-weight 
knickers  and 
bloomers,  over- 
alls and  romper 
suits. 

Write  us  if 
you  want  the 
right  goods  at 
the  right  price. 

The  Jackson  Mi. 
Co., 

Factories  at 

Clinton     •      Goderich 

and  Exeter. 


"The  Jocckson  Bloomer" 
LION  BRAND 


Wreyford   &t    Co 

TORONTO 

WHOLESALE  MEN'S  FURNISHERS 

Agents  for  following  man  ufactu  rers: 

Young  &  Rochester,  London,  Eng. 

SHIRTS,  COLLARS,  NECKWEAR, 

FINE    FLANNEL  PYJAMAS, 

DRESSING  GOWNS  and  HOUSE  COATS 

Tress  &  Co.,   London,  Eng. 

HIGH-CLASS  HATS— SILKS,  FELTS,  STRAWS. 

The  "Tress"  Cap  is  in  a  class  by  itselt. 

T.  H.  Downing  &  Co.,  Leicester 

"ALPHA"  UNSHRINKABLE  UNDERWEAR 
"SUPERLA,"  "PES  DUPLEX,"  ETC.,  HOSIERY 

Cellular  Clothing  Co. 

"AERTEX"  and  COTELLA  UNDERWEAR,  ETC. 
SOLE  AGENTS  IN  CANADA 

for 

"AQUATITE"    Garments    in    Rubber-proof  and 
Gabarbine. 

ALL  SIZES  IN  STOCK 

Send  for  Samples. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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12  feet  long.  Extra  expense  is,  of  course,  only 
limited  by  the  length  of  background  to  trim.  The 
pillar  or  panel  arrangement  is  also  possible  for  a 
ledge  display  or  in  other  methods  throughout  the 
store. 


Pillars  and  Heraldic  Shields. 

Jas.  MacMillen,  with  H.  S.  Terris,  Springhill, 
N.S.,  is  awarded  the  prize  for  towns  up  to  10,000 
inhabitants.  He  suggests  three  different  and  very 
attractive  l^ackgrounds.  While  they  seem  elaborate, 
cost  need  not  be  such  a  consideration  if  decorators 
are  careful  or  look  about  for  best  means  of  obtaining 
proper  materials.  Quite  a  study  of  British  heraldry 
must  have  been  necessary  to   carry    out   such  a  set- 


rights  are  placed  at  the  back  and  the  centre  one  is 
twice  as  wide  as  the  outside  panels.  These  are 
covered  plainly  with  cloth  and  outlined  with  a  nar- 
row border  of  contrasting  color.  A  horizontal  panel 
acro.ss  the  top  is  made  of  white  plush  or  flanneletve 
with  black  spots  fixed  to  repre.sent  ermine.  This  is 
also  outlined  and  silk  or  gold  tassels  and  cord  draped 
over  in  semi-circular  effect. 

J II  the  centre  an  emblematic  design  made  of  a 
large  shield,  gold  crown  and  semi-circular  banner 
with  the  words  ''God  Save  the  King,"  in  blue  letters 
on  a  white  mat,  is  strikingly  arranged.  An  oval 
lithograph  of  the  King  is  placed  directly  in  the 
centre  of  a  shield  with  a  Union  Jack  ground  work. 
Two  draped  flags  are  fixed  at  a  correct  angle.  Be- 
tween the  uprights  two  national  tri-colored  sunbursts 
Avere  added  to  give  distance.    As  accessories,  swords, 


A   number   ot   original   suggestions,  with  plenty  of   display  space  allowed.     E.   P.  Burns 
trimmer,   with   Robt.   Simpson  Co.,  Limited,   Toronto. 


ting  as  the  one  illustrated.  National  colors  were 
combined  with  purple,  white  and  gold. 

A  simple  festoon  draped  at  the  back  represented 
ermine  and  was  caught  at  intervals  with  gold  cord 
and  small  crowns.  Two  sets  of  double  columns,  sur- 
mounted by  crowns  and  joined  with  lion's  heads  and 
chains,  held  the  British  coat-of-arms  on  a  shield. 
These  were  placed  at  each  end  of  the  window.  A 
centre  pillar  supported  a  large  maple  leaf.  Each 
column  could  be  covered  with  felt  or  onyx  paper. 
Between  these  units,  two  oval  capitals  made  of  papier 
mache,  plaster  of  Paris  or  wall  paper  and  gilded 
moulding  introduced  shields  and  formed  a  back- 
ground for  framed  oval  pictures  of  the  King  and 
Queen.  Two  Canadian  flags  were  crossed  back  of 
centre  pillar  and  a  large  Union  Jack  draped  through 
a  ring  in  the  centre  at  front,  completed  the  setting 
except  for  a  badge  representing  the  order  of  Knights 
of  the  Garter,  which  was  placed  above  the  centre 
column  and  flags.  Badge  and  crowns  were  also  made 
of  papier  mache  and  gilded. 

Counting  the  lumber,  paper,  crowns  and  find- 
ings that  a  trimmer  would  need  in  completing  a  dis- 
play of  this  kind,  it  is  estimated  that  with  care  such 
a  background  should  not  cost  more  than  twenty-five 
dollars. 

In  a  second  suggestion  which  is  also  done  in 
white,  gold  and  purple  or  coronation  l)luc,  three  up- 


lions'  heads,  chains  and  order  l;adges  were  placed  to 
relieve  prominent  spaces  or  join  and  complete  gen- 
eral effects. 

Such  a  display  setting  is  within  the  possibility 
of  any  trimmer.  Most  of  the  materials  are  found  in 
regular  stocks  and  nearly  all  the  needed  articles 
could  be  borrowed  from  a  lodge  equipment  if  neces- 
sary. No  waste  of  materials  is  evident  and  except 
for  required  lumber  and  time  this  background 
would  cost,  at  the  outside,  not  more  than  five  dollars. 
This  suggestion  is  particularly  important  from  the 
saving  of  expense  which  makes  it  feasable. 


A  Canopy  Effect. 

For  the  third  window  suggestion  by  !Mr.  Mac- 
Millen, a  canopy  effect  is  suggested  but  harder  to 
carry  out  and  perhaps  not  so  applicable  to  the  aver- 
ago  trinnner's  work. 

This  background  is  divided  into  three  by  four 
])ano1  pillars,  the  centre  two  being  joined  by  an 
arch.  These  can  be  covered  with  felt,  onyx  or  ven- 
eer jiajier  or  painted  with  cold-water  paint.  The 
outer  pillars  are  capped  with  blocks  and  moulding 
and  prominent  points  and  outline  done  in  gold. 
Between  out.side  columns  at  each  end  of  the  window. 
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THERE'S  NOTHING 
BETTER    THAN 


You  must 

have 

"Cravenette'* 

Shower -proofs 

for  wet 

weather ; 

they  are 

waterproof 

and  hygienic 

because 

porous. 


WET 

or 

fine; 


Rec°  Trade  Mark 
proofed  by 


Facsimile  of  stamp  on  back 
of  Genuine  Uoods. 


You  can  wear 

them  for 

fine  weather, 

because 

they  are 

smart  and 

fashionable. 

Dust-proof 

as  well  as 

shower-proof. 


TO     BE     OBTAINED     FROM     ALL     LEADING     DRAPERS 

IN  CASE  OF  ANY  DIFFICULTY,  PLEASE  WRITE  TO 

TheCRAVENETTECO.,  LTD.,  BRADFORD,  YORKSHIRE 

Showcards  or  Booklets  if  desired  may  be  had  by  applying  through  the  Wholesale  Importing  Hous  es. 


//    RAIN 
SHINE 

C2i 


^RAH^ 


HCC'O. 


w 


WATERHOUSE 

WARRANTED  HIGH  GRADE 
UNDERWEAR 

is  shaped  to  fit  and  guaranteed  un- 
shrinkable.    It   will   continue    to   fit. 

Only  the  best  procurable  yarns  used 
in  the  manufacture  of  our  product. 

Sold  and  recommended  by  the 
leading  wholesale  houses. 

A  quick  seller  and  good  profits. 
Stock  with  Waterhouse  this  time. 

TBOS.  WATERHOUSE  &  CO.,  LIMITED 

INGERSOLL,  ONTARIO 


"KING  EDWARD" 

SUSPENDERS 
Retail  QQ'^Price 


Easily  the  best  value  in  suspenders.  The  comfort- 
promoting  construction  and  excellent  finish  of  "  King 
Edward  ''   Suspenders  make  them  very  rapid  sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN       ::       ONTARIO 


Please  mention  The  Review  to   Advertisers  and  Thetr  Travelers. 
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a  lattice  effect  is  arranged  through  which  can  be 
seen  spires  of  Westminster  Catliech-al.  This  scene  is 
painted  on  canvas  and  done  in  soft  colors.  Under- 
neath tliis,  large  Union  Jacks  are  draped  in  sun- 
burst style  and  plaster  busts  of  Queen  Victoria  and 
King  Edward  are  placed  on  pedestals  in  front. 

The  arch  is  draped  with  curtains  fini.shed  with 
gold  fringe  and  cords  and  at  the  centre  top  of  the 
canopy  a  crown  studded  with  miniature  electric 
lamps  is  fixed. 

As  a  central  figure,  a  form  is  draped  in  flags  to 
represent  Britannia  holding  a  crown  over  pictures  of 
King  George  and  Queen  Mary.  The  entire  scheme 
is  done  in  national  colors  and  natural  scenic  effects 
with  prominent  points  done  in  gold.  As  an  an- 
nouncement, a  11x14  card  in  these  colors  is  lettered 
"A  Page  in  History"  or  "Coronation,  June  22nd, 
1911." 


hung  on  a  spear-pointed  stand.  This  banner  bears 
the  coat-of-arrns,  is  fringed,  lettered  in  gold,  "King 
George  Coronation,  1911,"  and  suspended  by  a  gold 
cord  to  the  top  of  the  upright. 

In  this  design  the  entire  floor  .space  is  still  avail- 
able for  display  and  any  line  whatever  could  be 
suitably  arranged  in  the  setting.  It  should  not  be 
an  expensive  background  either,  although  trimmers 
could  spend  more  according  to  materials  used  in 
making  shields  and  banner.  As  a  fair  figure,  t€n 
dollars  should  be  sufficient  to  cover  the  cost  of  carry- 
ing out  this  .suggestion. 

® 

Introduced  a  Throne. 

George  Sharp,  Finch  Bros.,  Hamilton,  has  a 
background  suggestion  which  is  practical  and  would 
also  be  suitable  for  a  permanent  window  fixture  after 


A   more   permanent  effect   and  panels  of   national  colors,   jacks    or    ensigns 
By   Geo.    Sharp.   Finch   Bros.,   Hamilton. 


To  carry  out  this  design,  more  expenditure  is 
necessary  than  in  other  suggestions.  To  procure  the 
lumber,  paint  the  scenes  and  provide  other  essentials' 
like  the  busts  of  the  King  and  Queen,  this  back- 
ground would  possibly  cost  about  thirty-five  dollars. 
There  are  electric  lights  to  consider  also,  and  in  most 
localities  this  window  would  cost  about  that  amount. 

Effective  Simplicity. 

It  is  remarkable  that  the  majority  of  background 
suggestions  from  smaller  centres  have  all  been  more 
elaborate  than  from  larger  cities.  For  this  reason, 
attention  is  called  to  the  background  by  E.  P.  Burns, 
of  the  llobt.  Simpson  Co.,  Toronto.  This  design 
represents  a  good  example  of  stiple  drawing  and  also 
introduces  simplicity,  as  well  as  some  suggestions 
which  were  not  found  in  other  effects. 

The  entire  outlines  of  a  mirror  background  are 
finislied  plain  with  national  colored  materials  or 
combined  j^hades  of  purple  or  coronation  blue  with 
white.  Kither  end  is  draped  with  shields  and  double 
flag  emblems  with  lion  or  unicorn  designs,  gold  on 
a  blue  mat. 

In  the  direct  back  at  the  top  and  a  little  to  the 
left  of  the  window  another  crossed  flag  drape  and 
emblematic  shield  design  makes  use  of  the  Cana- 
dian coat-of-arms  and  Imperial  plumes  with  an  ap- 
propriate shield. 

An  effective  unit  is  made  to  balance  this  display 
and  a  banner  such  as  is  n.-^ed  in  Court  processions  is 


the  national  colors  have  been  taken  out.  This  set- 
ting is  a  colonial  one  done  in  ivory  and  gold  with 
inset  oval  mirrors  and  panelling  in  gold. 

For  the  panels,  Canadian  ensigns  or  Union  Jacks 
are  designed  and  between  the  higher  pillars,  "Coron- 
ation. June  22nd,  1911,"  is  lettered  in  three  colors, 
or  gold  and  white.  On  a  platform  about  4  feet  by 
4  feet  and  4  inches  high,  with  bevelled  face  and 
velour  or  felt  covering,  an  effective  chair  to  represent 
the  enthroning  seat  in  Westminster  Abbey,  is  placed. 
On  the  face  of  this  platform,  George  \ .  is  spelt  in 
block  letters. 

At  one  .side  a  flag  -  covered  stand  spu- 
])orts  a  crimson  cushion  and  crown,  while 
a  portrait  of  King  George,  draped  in  im- 
perial colors,  is  supported  on  a  crown- 
mounted  easel  at  the  opposite  side.  The  floor  cover- 
ing in  this  window  is  preferably  green  felt  or  carpet. 
As  a  further  suggestion,  large  frosted  globes  could  be 
placed  on  each  i)illar  and  electrically  light.ed. 

Any  trimmer  who  has  a  genius  for  carpenter 
work  could  have  this  window  prepared  in  the  base- 
ment or  workroom  and  ready  to  .*et  in  place.  If, 
instead  of  painting  it  with  three  coats  and  then 
gilding,  the  woodwork  was  foverod  witli  cheap  cot- 
ton and  alaba.stino  used,  a  less  expensive  and  just  as 
effective  result  would  be  gained. 

Decorators  should  be  able  to  carry  out  a  semi-per- 
manent eft'ect  wliich  could  be  left  for  three  to  six 
months  and  be  suitable  for  any  kind  of  trim  at  a 
co.st  not  exceeding  fifteen  dollars. 
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Summer  Outing  Shirts 


WE    MAKE   A   SPECIALTY  OF  OUR 

"DEACON" 


OUTING  SHIRT 

a  line  which  has  found  favour  with 
holiday  goers  for  many  years. 

The  "DEACON"  is  made  of  extra 
strong  materials,  fitted  to  withstand 
rough  wear  and  is  cut  fully  roomy 
for  comfort. 

Seams  are  double  sewn  throughout 
and  all  buttons  securely  attached. 

Don't  lose  this  chance  of  a  profitable 
Summer  trade.  See  our  new  range 
before  placing  your  order. 

The  Deacon  Shirt  Co. 


BELLEVILLE 


ONTARIO 


Austrian  Collars 


KERR  LAKE,  I'j,  2,  2%,  2'^. 

20  Years  Sold  in  Canada  and  Never  Equalled. 

Send  for  Samples  or  Catalogue. 

They  Average   Four   Times    Longer    Wear    than    CANADIAN. 

ENGLISH  or  AMERICAN  GOODS. 

MENS  WHITE  AND  COLORED  SHIRTS 

BOYS'  CLOTH  AND  WASH  SUITS 
LADIES'  AND  MEN'S  HOSE  AND  SWEATERS 

MENS  LUSTRE  CLOTHING  AND  UMBRELLAS 
MENS  FANCY  VESTS 

The  Canadian  Underwear  Company 

309  NOTRE  DAME  ST.  WEST,         -         MONTREAL 


Stencilling  Used  to  Advantage. 

F.  J.  Thompson,  with  W.  E.  Maxwell,  St. 
Thomas,  has  offered  a  suggestion  for  a  Coronation 
background  which  is  not  too  elaborate  and  could 
well  be  carried  out  by  any  window  trimmer.  He  has 
also  suggested  stencilling  as  a  method  of  obtaining 
a  border  and  his  entire  arrangement  is  thoroughly 
feasible. 

Across  the  entire  back,  a  unique  double  frame- 
work is  made,  which  reaches  about  three-quarters 
of  the  height  of  the  background.  The  centre  edges 
are  cut  away  similar  in  outline  to  a  shield  over  half- 
way to  the  floor.  The  ground  work  of  these  panels 
is  Royal  blue.  A  plain  white  border  of  felt  sur- 
rounds each  panel  and  is  stencilled  in  gold  emblems, 
rose,  thistle,  shann'ock  and  maple  leaf. 

Stretched  plainly  at  top  above  these  panels,  gold 
material  is  used  to  give  distance  and  as  a  background 
for  blue  lettering  for  the  words  "God  Save  Our  King 
and  Queen."  Directly  in  the  centre,  from  top  to 
bottom,  a  huge  Union  Jack  is  draped  and  in  front 
of  this  and  between  the  opening  in  the  panels,  a 
large  shield  and  emblem  design  is  arranged.  Shields 
and  flags  are  also  suspended  one  on  either  side  to  re- 
lieve any  bareness  in  the  gold  drapery. 

Three  pedestals,  one  in  the  centre  with  a  bust  of 
Queen  Victoria,  and  at  each  end  vases  of  carna- 
tion flowers  or  statuettes  of  King  Edward  and  Queen 
Alexandria,  are  placed.  In  the  centre  of  each  panel, 
lithographs  of  King  George  and  Queen  Mary  sur- 
rounded with  gold  and  crossed  flags  are  suspended 


and  at  intervals,  monograms  and  gold  crowns  inter- 
spersed in  each  panel. 

For  completing  the  ceiling,  a  huge  crown  made 
of  Coronation  flowers  is  hung  from  the  top  and 
shields  and  flags  are  placed  at  either  side.  Ribbon« 
to  correspond  are  intermingled  from  corner  to 
corner.  As  a  floor  design,  a  huge  Union  Jack  in 
red  ground  with  ribbon  combination  is  suggested. 
By  crossing  the.se  ribbons  are  made  to  form  the  Jack. 

To  carry  out  this  design  effectively  and  buying 
manufactured  crowns  and  monograms,  expenditure 
of  at  least  fifteen  dollars  would  be  necessary. 


Crown,  Photos,  Pillars  and  Colors. 

E.  McEachine  suggested  a  practical  background 
for  J.  &  J.  Hunter,  Durham,  which  could  be  used 
in  any  size  window.  Across  the  top  and  ends  one- 
colored  material  was  stretched  on  plain  and  in  this 
case  it  should  preferably  be  white  with  blue  outline. 

A  crown  was  cut  out  of  rough  lumber  with  a 
keyhole  saw  and  covered  with  gold-covered  paper, 
making  a  very  rich  appearance.  Coronation  blue 
paper  was  stretched  acro.«s  the  back  of  this  crown  to 
give  relief  and  a  unit  made  by  combining  two  large 
flags  and  the  completed  crown.  This  unit  was  placed 
at  the  top  and  a  little  to  the  right  of  the  window 
setting. 

Two  large  posts  were  made  of  heavy  cardboard 
and  covered  with  blue.     Each  ]iillar  was  .surmounted 
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by  gold-covered  balls.  Between  these  posts  a  gold- 
framed  painting  of  King  (jieorge  was  suspended. 
Above  this  and  across  the  ends  on  the  white  ground, 
gold  letters  were  used  to  announce  the  Coronation. 
To  complete  this  window  setting,  green  foliage 
was  placed  in  each  corner  to  give  a  softened,  as  well 
as  a  sunnnery  effect  in  keeping  with  the  goods  dis- 
played. If  decorators  watch  closely  and  avoid  cut- 
ting materials,  this  window  could  be  dressed  easily 
within  a  five-dollar  limit  and  should  not  exceed  that 
figure. 


Attractive  and  Inexpensive. 

Christena  Stephen,  with  K.  M.  Stephen,  Grims- 
by, Ont.,  submitted  a  background  that  could  be 
arranged  by  any  store  in  Canada.  While  not  so 
elaborate  in  design  as  others  suggested,  it  would  add 
dignity  to  any  store  front  and  prove  a  pleasing  trim. 

A  plain  white  background  was  surrounded  with 
Union  Jacks  or  materials  in  which  Jacks  are  woven 
one  into  another.  Suspended  at  the  centre,  a  gold 
crown  lined  with  red  proved  effective  against  the 
white  at  the  l)ack.  At  either  side  oval  pictures  of 
the  King  and  Queen  were  wreathed  in  maple  leaves 
and  two  beavers  introduced,  as  representing  Canada. 

The  color  combinations  of  red,  white  and  blue 
with  gold  and  green  are  all  fitting  for  window  dis- 
play and  coronation  settings.  Estimating  flags  at 
10  cents  each,  crown  at  75  cents  and  co.st  of  painting 
wreaths,  this  background  could  be  made  for  $2.50  to 
$3.00,  and  flags  could  be  returned  to  stock. 

Background  for  Men's  Hats. 

J.  A.  McNabb,  with  L.  J.  Applegath  &  Sons, 
Toronto,  submitted  two  backgrounds,  which  arc 
.similar  in  construction  and  material  used.  Both 
use  pleated  or  curtain  hangings  and  a  frame  work, 
although  individual  designs  are  different. 

In  one,  a  colonial  effect  is  gained  by  placing  pil- 
lars at  each  end  and  in  the  centre  two  box-like  up- 
rights are  arranged,  the  back  one  covered  wdth  blue 
felt  and  the  smaller  one  placed  in  front,  covered  with 
while  felt,  with  the  words  lettered  in  blue,  "Coron- 
ation of  Our  King,  1911."  On  the  smaller  pillar,  a 
cast  of  the  King  shows  prominently  before  the  blue 
background  and  a  gold  crown  with  crossed  sword 
and  (lirk  relieves  the  top  of  the  other  pedestal.  An 
emblematic  design  of  six  grouped  flags  completes 
the  setting. 

No.  2  consists  of  an  oval  frame-work  about  six 
inches  wide,  covered  smoothly  with  blue  felt  and 
outlined  in  white,  is  made  to  support  a  square  board 
puffed  with  cheese  cloth.  A  Briti.sh  or  Canadian 
coat-of-arms  is  placed  on  this  and  a  large  crown 
fitted  at  the  top.  This  unit  is  thrown  forward  by 
crossed-draped  flags,  which  meet  in  effective  design 
at  the  centre  back  of  the  setting.  .\  gold  curtain  is 
used  in  straight  hanging  efl'cct.  National  colors  are 
also  suggested. 

For  men's  wear  windows,  these  designs  would 
prove  ai)})roi)riate  and  not  expensive.  They  come 
within  a  five-dollar  estimate  and  if  trinnnors  desire 
to  carry  out  this  olfect  merchant^s,  generally,  .should 
l)e  willing  to  con.«ent.     A  good  window  should  result. 


Wave  Pleating  in  White  and  Blue. 

In  his  sketch  im-  a  Coronation  background,  .Jas. 
McNichoU,  with  Richard  Hall  &  Son,  Peterborough, 
suggests  the  use  of  wave  pleating  in  alternate  white 
and  Coronation  blue. 

A  frame  is  made  the  exact  size  of  the  window. 
It  is  suggested  that  this  be  in  sections  so  that  it  will 
be  easily  handled  and  put  into  place.  Upright 
strips  are  placed  at  regular  intervals  at  each  end  and 
acro.ss  the  back  and  to  these  the  materials  are  fasten- 
ed. Thus,  if  material  is  36  inches  wide,  uprights 
should  be  30  inches  apart.  Selvedge  edges  are 
pinned  to  uprights  and  goods  allowed  to  fall  in 
semi-circular  waves  or  fold  within  fold.  No  damage 
to  fabrics  is  necessary  and  they  can  be  returned  to 
stock. 

Across  the  top  a  .single  width  of  goods  of  Cor- 
onation .shade  extends  the  entire  width  of  the  back- 
ground and  ends.  Then  along  each  upright  to 
cover  the  edges  between  the  rows  of  pleating,  ribbon, 
preferably  narrow  and  Coronation  and  white  color 
alternating,  is  used.  For  a  series  of  windows  these 
colors  could  be  arranged :  white,  bordering  blue,  and 
blue,  bordering  white  or  introducing  national  shades. 

Three  floor  coverings  are  possible:  green  denim, 
white  felt,  bordered  with  blue  or  marked  out  wdth 
red  and  blue  to  represent  a  flag. 

In  the  centre  a  semi-circle  and  pointed  canopy 
is  made  from  light  strips  of  lumber  bent  into  the 
proper  po.sition.  This  is  covered  wdth  pleated  red, 
white  or  blue.  Around  the  front  a  border  material 
representing  small  Union  Jacks  is  made  by  using 
ribbons  and  below  this  on  the  lower  strip,  5  candle 
power  lamps  are  inserted.  These  can  also  be  colored 
red,   white  and  blue,   alternatelv.     To  further  en- 


Send  in  Coronation  Displays. 

Send  along  photos  of  your  Coronation  trims. 

The  Coronation  season  gives  the  window 
trimmer  in  every  city,  town  and  village  great 
scope  for  his  ability. 

His  windows  and  interiors  will  express  many 
original  and  effective  ideas. 

He  will  also  be  called  upon  to  decorate  public 
buildings  in  competition  for  prizes  offered  by  his 
municipality. 

The  Dry  Goods  Review  in  the  accompanying 
article  gives  many  good  suggestions. 

It  is  now  anxious  to  obtain  photos  and  all 
particulars  showing  how  the  trimmer  measured 
up  to   Coronation  opportunities. 

Photos  not  only  of  windows  and  interiors  but 
of  public  buildings  and  halls  will  be  of  interest, 
for  all  this  is  within  the  trimmmers'  scope. 

For  photos  available  for  publication,  The 
Review's  Art  of  Display  Department  makes  it 
worth  while. 

Do  not  be  afraid  of  comparisons. .  Send  along 
photos  of  anything  at  any  time  embodying  your 
best  efforts.  Your  ideas  may  be  original  and  will 
always  help  the  other  fellow. 
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hance  this  setting,  green  velour  is  draped  on  eacli 
side  and  in  lambrequin  effect  across  the  front  of  the 
canopy.  Gold  chains  and  ornaments  are  used  to 
hold  these  in  place. 

Beneath  the  canopy  and  directly  in  the  centre  of 
the  window,  a  small  table,  covered  with  a  silk  Union 
Jack,  is  surmounted  with  a  gold  crown.  To  relieve 
either  side,  photos  of  the  King  and  Queen  are  sus- 
pended on  a  national  shield  and  an  emblem  of 
draped  flags  used  as  a  fitting  embellishment. 

It  is  further  suggested  that  a  show  card  bearing 
the  inscription  "Long  Live  the  King  and  Queen"  be 
worked  out  on  a  white  mat  with  a  flag  design  in 
colors  in  the  upper  left  hand  corner. 

The  amount  of  material  which  is  lost  in  dressing 
this  window  is  very  small  and  small  strips  can  be 
procured  for  the  frame  work  at  20  cents  each.  Five 
dollars  should  cover  the  expense,  although  lighting 
might  exceed  this  figure. 


Short  course  in  Card 
Writing 


See  important  announcement 
Inside  back  cover  of   Men's 
Wear  Review 


DUCK  TROUSERS 

FOR    IMMEDIATE   DELIVERY 

$9  00  per  Dozen 

Cut  roomy,    four   pockets,  2-inch  roll, 
belt  loops  double-stitched  throughout. 

Some  of  our  lines  are : 

WAITERS'    COATS, 
COOKS'   COATS, 

BARBERS'    COATS, 

PORTERS'    COATS, 

BUTCHERS'    FROCKS, 
BAB    VESTS, 

SURGEONS'   GOWNS, 

DENTISTS'     COATS. 
DUCK    TROUSERS, 

BOYS'    BLOOMERS, 
APRONS, 

OUTING     SHIRTS, 

MINERS'     SHIRTS, 

WORKING    SHIRTS, 
DUSTERS, 

BOYS'     SCOUT     SUITS. 

Try  us  on  Mail  Orders.    Particulars  on 
Request. 

DEFIANCE   MFG.   CO.,  Limited 

College  and  Bathurst  Sts.,  TORONTO 


WOOL 


UNSHRINKABLE  \S^a,-   —    ^^^ 

Nderwea 


LADIES* 

Combinations  fitted  with 
the  Patent  "S"  WRAP, 
affording  complete  protect 
tion  where    this    is    most 

necessary. 
No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 


GENTLEMEN'S 

"STAR"  Seated  Pants 
and  Drawers.  No  seams 
at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 
give  way.  All  wearing 
parts  are  strengthened  and 
extra  spliced. 


These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,  and  Silk  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 

Please  note  the  above  TRADE  MARK 
should  be  upon  every  genuine  JAY  FINISH  Garment, 

Wliolrsale  onJif 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 


THE     LEADING     ENGLISH     UNDERWE 


Please  mention  The  Review  to  Advertisers  and  1  heir  1  ravelers. 
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MEN'S     WEAR     REVIEW 


Dry  Goods  Review 


F — ^ 

'There  Is  One  Perfect^ 
Linen-Coated  Collar! 


When  you  show  your  customer  the 
special  features  of  the 

I^ntI/racI/' 

COL  LAR 


he  will  see  at  once  that  it  is  the  only 
collar  that  will  absolutely  sat  sfy  him. 
It  has  a  patented  flexible  lip  that  re- 
lieves  the  strain  on  the  front  fold. 


Patented  Feb.  20.  1906 
May  5  1908 
Oct.  27.  19J8 
Oct.  27,  1908 


Beware 

of 

Infringements. 


It  has  a  patented  slit  in  the  back  which 
prevents  the  annoying  pressure  on 
the  neck  from  the  back  button. 

It  is  extremely  pliable,  conforming 
perfectly  to  every  movement  of  the 
neck. 

You  don't  have  to  persuade  a  man 
to  buy  the  KantKracK.  Show  it, 
and   he  won't  buy  anything  else. 

MANUFACTURED  BY 

THE 

Parsons  &  Parsons 

CANADIAN  CO. 


Hamilton 


Ontari 


New  Hosiery  Numbers 

Men's    Silk    and    Lisle    Hosiery     Having    a    Good 

Run  —  Cashmere    and    Heavier  Lines    for    Fall 

—  Preparing   for  January    Delivery. 

Ill  iiien'.s  .<ilk  lio.^iery,  all  the  leading  plain  colors 
have  had  an  exceptional  run  at  the  mills.  Men's 
furnishers  are  successfully  featuring  ties  and  silken 
hose  to  match  at  popular  prices.  Tan,  ox-blood. 
pearl,  grey,  helio,  myrtle  and  light  shades  have  been 
pr()i)ortioiiately  taken,  and  retailers  expect  a  splen- 
did sale  from  now  until  the  close  of  the  summer/ 
.season. 

Some  Iniyers  .state  that  cadet  blue  is  going  to  drop 
out,  and  except  for  special   orders   none  are  beinj^ 


Men  s      AH    Silk  "  hosiery   boxed   in   quarter  and    half    dozens 

at  a   popular   price,   all   shades   included.     Manufactured 

by  Penmans   Limited,  Paris 

dyed.    Some  of  the  darker  colors  have  also  been  di.s- 
carded. 

There  will  be  no  changes  in  qualities  in  either 
silk  or  regular  stock  lines,  as  far  a.s  the  manufac- 
turer is  concerned.  It  is  expected  that  new  machin 
ery  will  have  to  be  installed  to  meet  the  Januarv 
delivery  demand  on  better  grades  and  high  class 
lines,  especially  silks  and  lisles  will  be  made  of  the 
best  yarns  it  is  possible  to  procure. 

Men's  lisles  to  retail  at  half  a  dollar  have  proved 
most  popular.  They  have  .sold  in  all  the  leading 
colors.  A  new  line  at  $8.75,  which  allows  a  fair 
measure  of  profit  when  sold  at  fifty  cents,  has  proved 
to  be  a  selling  number  since  it  was  introduced.  The 
features  are  special  insert  everlast  toe  and  heel  in 
combinations  of  blacks,  tans,  pearls,  etc..  in  contrast- 
ing shades.  In  the  mercerised  li.sles.  the  line  to  cost 
$2.10  doz.  have  proved  a  good  selling  number  a* 
was  to  be  expected.  All  the  staple  shades  are  offer- 
ed^ 

For  Fall  jilacing,  the  regular  lines  of  ca.shmero 
are  shown,  combining  latest  improvements,  jio.ssible 
by  nieans  of  up-to-date  machinery.  All  tlie  staple 
heavier  makes  in  winter  weights  are  now  on  the 
machines,  from  the  cheaper  grades  made  of  two-ply 
iiatm-al  Canadian  wo^l  to  the  heavy  qualities  suitable 
for  prospecting,    lumbering   and   outdoor  vocations 


"I  regard  business  as  a  most  interesting  study.  There 
is  something  new  to  learn  about  it  almost  every  day.  The 
moment  a  man  thinks  he  knows  it  all.  it  is  time  for  him 
to  step  out,  for  the  fellow  next  door,  who  is  still  learning, 
will  overtake  and  pass  him." — G.  B.  Ryan.  Guelph. 


Dry  Goods  Review 


DRY     GOODS     REVIEW 


149 


LOOK  Al'  YOUR   CEILING  ! 

A  few  dollars  would  replace  that  with  a  fine  new 
Art  Metal  Ceiling,  that  won't  crack,  fall  down  or 
discolor.  Fire-proof,  permanent  and  ornament- 
al, too.  A  post-card  brings  particulars  without 
obligation  to  you. 

The  Gait  Art  Metal  Co.,  Ltd.,  Gait,  Ont. 


HANSON'S 

WOOLLEN  SOCKS 

G.  E.  Hanson  -        Hull,  Que. 


This  space  will  cost  you  only 
$25.00  a  year,  and  your  ad.  will  go 
to  5,000  merchants  each  month. 


LARGEST  MANUFACTURERS 

Artificial  Flowers.  Plants  and  Vines.  Window 
Decorations.  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  paee  Cata- 
logue.   It's  free  for  the  asklne. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310!Fifth  Avenue.  ChicaKO,  III. 


This  space  will  cost  you  only 
$25.00  a  year,  and  your  ad.  will  go 
to  5,000  merchants  each  month. 


Counter  Check  Books 

F.  N.  BURT  COMPANY,  Limited 
Toronto  and  Montreal 

Write  for  samples. 


This  space  will  cost  you  only 
$25.00  a  year,  and  your  ad.  ivill  go 
to  5,000  merchants  each  month.    . 


Ideas  That  Are  Worth 
While 

Some  enterprising  merchants  have  found  It 
a  good  scheme  to  advertise  that,  during  the 
Summer  months  "a  cool  glass  of  Spring 
water"  will  be  given  to  any  customer  who 
asljs  for  it. 

This  is  fully  taking  advantage  of  the  agi- 
tation for  healthful  water  and  the  necessity 
for  having  filtered  water  to  drinli  as  a  pre- 
caution. 


Small  tables  in  mission  design  and  round 
tops  have  proved  very  effective  in  some  stores 
when  placed  in  the  aisles  or  at  prominent  lo- 
cations. Of  course  these  are  finished  to 
match   the   other   interior   fittings. 

Only  high-class  trims  and  showings  of 
fashionable  silk  dress  goods  and  trimmings 
are  made  and  each  is  arranged  in  unit  de- 
sign suggesting  proper  matching  of  colors 
and  accessories.  These  displays  prove  attrac- 
tive and  interest  aroused  often  results  in 
sales  not  otherwise  possible.  At  some  seas- 
ons these  arrangements  are  made  of  particu- 
lar educative  value  in   regard  to  style   trends. 


To  enable  advertisers  and  window  trimmers 
to  co-operate,  merchants  have  found  that 
printed  sheets  are  advisable.  A  consultation 
is  held  each  week  and  the  next  week's  busi- 
ness laid  out.  This  allows  the  trimmer  to 
plan  ahead  and  ad. -men  to  prepare  copy  with 
better  success.  These  window  schedules  are 
adhered  to  as  strictly  as  possible  and  it  has 
been  found  that  one  week  ahead  is  sufficient 
to  plan  so  as  to  give  unexpected  events  full 
publicity    when    necessary. 


In  view  of  the  half-holiday  and  early  clos- 
ing policy  of  the  Summer  months,  a  notice 
hanging  over  the  office,  near  the  elevator  or 
other  prominent  places,  is  sometimes  found 
advisable.  This  notice  reads,  "This  store 
closes  at  five  o'clock,  but  opens  at  eight."  As 
a  hint  and  comparison,  two  objects  ai-e  reach- 
ed and  the  suggestion  given  that  in  return  for 
liberality  and  shorter  hours,  prompt  arrival 
to  business  is  expected.  Some  salesmen  are 
apt  to  consider  this  matter  in  an  entirely 
different  light  and  because  others  take  undue 
adv.mtage,  feel  inclined  to  do  the  same.  For 
bright  merchandising,  it  is  necessary  to  be  in 
departments  at  eight  o'clock  and  in  some 
cases  should  not  prove  a  hardship,  if  even  a 
few    minutes    earlier    were    adhered    to. 


One  merchant  has  a  novel  method  of  over- 
coming "spiffs"  which  are  fast  becoming  a 
thing   of   the   past. 

Salesmen  are  asked  to  list  in  a  small  book, 
which  is  placed  conveniently  for  them,  any 
sales  made  of  slow  or  otherwise,  perhaps,  un- 
desirable stock.  From  time  to  time  clerks  are 
congratulated  and  a  measure  of  encourage- 
ment given  for  their  ability  as  salesmen.  In 
this  way,  full  recognition  is  possible  and 
salespeople  are  not  humiliated  by  thinking 
that  if  they  are  worth  so  much  a  week  they 
should  get  it  without  having  to  work  on 
"spiff"  merchandise.  Another  feature  lies  in 
the  willingness  to  show  otherwise  neglected 
stock  instead  of  always  passing  to  more  popu- 
lar styles  or  fabrics  likely  to  be  easier  sold. 
This  method  also  overcomes  the  tendency  to 
show  older  goods  first  with  the  result  that 
the  store  is  apt  to  get  a  reputation  for  old 
stock.  A  true  spirit  of  salesmanship  and  per- 
sonal ability  is  encouraged  and  fostered.  Ex- 
tra incentive  to  offer  less  desirable  lines  in- 
telligently and  with  tact,  is  generally  the  rule. 


L.  BAUMaN  &  CO. 

The  largest  Importers  and  Manufacturers  of 
Artificial  Flowers,  Vines,  Sprays,  Palms, 
Bouquets,  and  Window  and  Interior  Decora- 
tions. 

359  W.  Chicago  Ave.,  CHICAGO,  ILL. 


This  space  will  cost  you  only 
$25.00  a  year,  and  your  ad.  will  go 
to  5,000  merchants  each  month. 


Do  You  W^ant  Agencies 
for  any  line?  If  you  do, 
write  to  The  Dry  Goods 
Review,  Toronto      ::      :: 


This  space  will  cost  you  only 
$25.00  a  year,  and  your  ad.  will  go 
to  5,000  merchants  each  month. 


ADVERTISING  CUTS 

For  Dry  Goods.  Department  and  General  Stores. 
For  Newspaper.  Catalogue  or  Circular  Adver- 
tising. Send  for  our  big  catalog.  It's  free. 
Cuts  20  cents  each. 

Syndicate  Cut  Company 

38  Park  Row  -  NEW  YORK 


Write  for  Information, 
about  any  line  of  goods  you  do  not 
see  advertised    in    The  Review.      We 
will   gladly   procure   the   information 
and  supply  it  free. 

THE  DRY  GOODS  REVIEW. 


!OCK^ 


ATERSON 


LIMITHO 

Thi  Wholesali  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBV 


I  WILL  BUY  FOR  YOU 

With  headiiuarters  in  Paris,  I  am  prepared  to  act  as 
buying  agent  for  Canadian  tirms.  I  am  particularly  well 
situated  to  buy  all  kinds  of  millinery,  hat  forms,  ostrich 
feathers,  flowers,  trimmings,  ribbons,  etc.  Can  furnish 
best  of  references.     Inquiry  solicited. 

ERNEST  VEIT 

1 9  Pa>«age  det  Petite*  Ecurie*.    -    Paris,  Franc* 


Correct  Wear  for  June  Bridegroom  and  Best  Man 


Fashion  lias  onlaiiied  grey  to  be  a  most  approved  color  for  accessories  for  tbe  afternoon  wedding.  In  the  above  grouping  t'ae 
vest,  gloves,  necktie  and  hosiery  are  of  grey,  though  vest  of  white  silk,  or  fancy  vesting  is  often  worn.  The  groom  presents  .a 
box,  sinailar  to  the  above,  containing  gloves  and  necktie,  to  the  best  man,  and  accompanies  it  with  n  favor  In  the  shape  of  a 
stickpin  or  links,  sometimes  both.  The  round  tab  collar  is  coming  into  favor  for  dress  occasions,  though  all  prevailing  styles 
are   worn. 

The  cane  for  such  an  occasion  should  be  slightly  heavier  than  the  swagger  styles  used  in  ordinary  street  wear,  with  ornate 
inconspicuous  mountings  of  gold  or  silver.  A  tight  rolled  umbrella  with  neat  handle  is  recognized  as  n  good  substitute  for 
the    cane. 

The   correct   Jewelry   to   be   worn    by    the   bridegroom   and    his  best   man   is  of  pearl,  or   plain   gi'Ul.  in   very   neat  effects. 

The    silk    hat    shown    here    is    illustrative    of    the   style    approved    for   coronation    wear,    ami    embodies    the  latest    lines. 

For  the  use  of  neckwear,  vest,  hosiery,  gloves  and  jewelry  Illustrated  here  The  Review  is  indebted  to  llarcourt  &  Son.  Ltd.. 
King  Street  West,  Toronto;  for  canes  and  umbreUa,  to  the  Irving  Imbrella  Co.,  Toronto,  and  for  the  silk  hat  to  Fred  (Jrills 
&   Co.,   Toronto. 


Cupid  Makes  June  Month  of  Opportunity 

Good   Business   Should   be   Done  in  Better  Class  Lines  — The  Correct  Thing 

for   the   Day    "Wedding  —  Summer    Permits    of    Many    Informalities  —  Grey 

in   Strong   Position  —  Itemized    Lists   Make   Good   Advertising. 


DURING  the  present  month,  men's  wear  stores 
and  departments  will  be  called  upon  to  meet 
the  requirements  of  many  young  men  who 
have  now  decided  to  marry.  All  months 
have  their  weddings,  but  June  is  the  month.  Wheth- 
er the  bridegroom  belongs  to  the  ranks  of  society  or 
not,  there  will  be  new  toggery  of  every  kind  to  pur- 
chase, and  for  accessories,  such  as  this,  it  is  always 
possible  to  sell  higher-class  lines,  no  matter  what  the 
social  distinctions  may  be  or  how  one  may  be  in- 
clined to  look  at  the  relative  standing  of  different 
parties.  One  man  will  consider  the  expense  of  such 
an  occasion  as  a  matter  of  course,  and  not  as  calling 
for  any  extraordinary  preparations  in  his  already 
well-ordered  wardrobe.  He  is  the  man  who  is  not 
troubled  with  the  financial  aspect  of  the  matter.  An- 
other prospective  bridegroom  will  have  reason  to  be 
more  careful,  but  what  he  does  for  the  occasion  will 
be  good.     If  it  is  not,  it  is  the  salesman's  fault. 

Some  Wardrobes  Always  Ready. 

In  some  circles  it  is  regarded  almost  bad  form  for 
a  man  to  buy  an  entirely  new  outfit  for  his  wedding. 
He  is  supposed  to  have  his  wardrobe  so  well  equip- 
ped that  such  a  thing  would  be  somewhat  unneces- 
sary. But  to  the  man  who  can  only  afford  to  buy 
two  suits  a  year,  and  who  must  make  one  of  these 
answer  for  special  occasions,  the  expense  is  compara- 
tively greater. 

What  will  my  outfit  cost?  is  the  question  that  con- 
fronts most  men,  as  he  views  the  nuptial  scene  in  ad- 
vance. Enquiry  will  reveal  to  him  the  fact  that  he 
may  spend  almost  any  amount  from  $75  to  $200 
upon  himself.  It  would  appear  that  a  good  form  of 
advertising  for  the  retailer  would  be  a  space,  prom- 
inently placed,  giving  a  complete  list  of  the  bride- 
groom's requirements,  with  some  particulars  as  to  the 
accessories  that  he  should  pvirchase  for  his  best  man. 

The  Correct  Outfit. 

Two  suits  are  required  for  actual  wedding  pur- 
poses, one  in  which  to  get  married  and  the  other 
for  traveling.  While  the  frock  coat  was  formerly 
the  stylish  garment  for  the  day  wedding,  it  is  giving 
way  to  the  morning  coat  or  cutaway  of  black  or  very 
dark  grey,  while  the  trousers  are  of  dark  grey  with 
small  stripes  or  other  very  neat  pattern.  The  waist- 
coat should  be  of  grey  or  white  silk  or  mercerized 
fabric,  either  plain  or  with  very  conservative  pat- 
tern, such  as  hairline  stripes  or  self  tones.  Although 
fancy  vests  have  not  had  a  strong  vogue  of  late,  the 
demand  will  undoubtedly  improve  for  the  next  few 
months,  and  the  dealer  .-should  not  only  have  a  fair 


assortment  of  the  ready-to-wear  article  or  a  nice  range 
of  fabrics  to  select  from. 

Grey  is,  of  course,  the  very  popular  color  for  all 
accessories,  such  as  tie,  gloves  and  hosiery,  while 
some  authorities  do  not  hesitate  to  say  that  a  shirt 
of  very  pale  grey  is  entitled  to  approval.  While  many 
haberdashers  are  carrying  the  flaring-end  Ascot  tie 
for  such  occa.sions  as  these,  the  great  call  is  for  the 
four-in-hand  with  open  end,  as  in  the  illustration. 
There  is  considerable  latitude  as  to  the  collar,  almost 
any  of  the  prevailing  styles  being  correct.  The  small 
rounded  tab,  illustrated,  is  likely  to  be  received  with 
considerable  favor.  So  far  as  jewelry  is  concerned, 
there  is  a  narrow  range.  Necessity  demands  at  least 
cuff  links  and  stick-pin,  and  these  should  be  very 
neat  in  plain  gold  or  pearl. 

At  this  time  of  year,  while  the  silk  hat  is  abso- 
lutely correct,  the  season  opens  the  way  to  exceptions, 
and  bowlers  and  straw  hats  are  sometimes  worn.  Very 
often  the  morning  coat  is  eliminated  entirely  and 
the  groom  and  his  best  man  appear  in  sack  suits  of 
blue  serge  and  straw  hats.  These  informalities  are 
generally  considered  quite  sensible. 

For  the  Best  Man. 

For  his  best  man,  the  bridegroom  provides  all 
accessories,  such  as  gloves,  necktie,  and  often  a  little 
favor  in  the  shape  of  a  dainty  stick-pin.  It  is  a  very 
pretty  fashion  suggestion  that  hosiery,  gloves,  vest 
and  neckwear  be  all  of  the  one  color.  The  stylish 
cane  for  the  day  wedding  is  a  trifle  heavier  than  that 
used  for  swagger  wear,  and  more  suggestive  of  cere- 
monial purposes,  though  exceedingly  neat,  with 
mountings,  if  any,  that  are  by  no  means  elaborate. 
A  tightly-rolled  umbrella,  hardly  thicker  than  a  cane, 
with  handle  in  good  style,  is  now  sometimes  sub- 
stituted for  the  cane. 

In  the  accompanying  cut  The  Review  has  illus- 
trated an  equipment  that  is  absolutely  correct.  The 
group  includes  collar,  with  small  tab  and  grey  open- 
end  silk  Derby,  group  of  the  more  stylish  cane  and 
umbrella  handles,  grey  vest,  with  self  stripe  pattern, 
pearl  buttons,  silk  hat  of  the  latest  shape,  with  mod- 
erately accentuated  bell  and  neat  brim,  box  contain- 
ing stick-pin  and  links  of  pearl,  half  hose  of  grey 
■silk  with  neat  clock,  white  linen  handkerchief,  box 
containing  pearl  grey  silk  tie  and  grey  suede  gloves. 
Neat  boxes  for  the  tie  and  gloves  should  be  kept  in 
every  men's  wear  store  for  just  such  occasions  as 
this.' 

Cupid  will  make  of  June  a  month  of  rare  oppor- 
tunity for  the  men's  wear  dealer.  They  should  work 
together  on  the  proposition.  The  former  has  his 
own  peculiar  methods  of  advertising,  but  the  latter 
has  his  windows,  the  newspapers,  the  neat  card,  and 
other  means  by  which  to  attract  the  young  man 
with  the  fluttering  heart. 


Novelty    Cards    For    Coronation    Trims 

The   Crayon   Written    Card    a    Winner    on    Various    Occasions  —  How   the 
Appropriate    Colors    May     be     Effectively     Used  —  The     Blue     Pencil     Idea 


By  J.  C.  Edwards,  with  A.  W.  Crcssman,  Peterborough. 


Everything  is  coronation,  and  newspapers  are  full 
of  this  cotning  rare  event.  Manufacturers  of  various 
articles  are  taking  advantage  of  it  to  introduce  some 
new  fabric,  garment,  or  christening  a  new  shade, 
coronation  blue,  coronation  red;  everything  is  cor- 
onation and  will  be  for  some  time  to  come  until  an- 
other popular  or  noted  event  tran.spires.  We  take 
this  opportunity  to  suggest  a  few  suitable  show  cards 
to  be  used  in  the  trims  of  men's  wear  after  the  King's 
birthday,  June  3rd. 

The  three  cards,  Nos.  1,  2  and  4,  refer  directly 
to  the  event  now  so  close  at  hand.  The  two  cards, 
1  and  4,  may  be  used  any  time  after  June  3rd,  while 
No.  2  should  be  used  nearer  the  date  of  the  corona- 
tion. 

No.  1  makes  a  very  appropriate  neckwear  card, 
where  the  coronation  colors  are  being  shown,  it 
being  made  of  black,  white  and  grey,  which  do  not 
clash  in  any  way  with  the  brightest  shades,  and  being 
a  direct  contrast,  stands  out  more  pronounced. 

Men's  wear  is  generally  shown  in  a  small  or 
moderate-size  window ;  this  being  the  case,  the  small 
panel  card  here  shown  is,  we  believe,  the  neatest  and 
most  proper. 

Card  No.  1  is  a  grey  mat,  with  a  black  bevelled 
oval  mounted  on  it,  and  illuminated  with  a  black 
and  white  beading,  giving  a  plaque  effect.  Th^ 
lettering  is  done  with  a  small  flat  sable  brush  in  the 


Roman  upper  and  lower.  No.  4  card  introduces  the 
Union  Jack  a.s  a  background  for  the  crown,  the  color 
scheme  being  yellow  .shading  into  the  deep  browns 
or  sepias  on  white,  with  black  Roman  lettering  exe- 
cuted with  small  flat  brush,  and  the  main  words, 
"Coronation  Toggery,"  shaded  Avith  sepia. 

Should  We  Emphasize  Price  ? 

Show  cards  for  the  coronation  trims  should  not 
under  any  consideration  bring  out  price  as  an  at- 
traction. The  idea  is  something  more  grand  and 
gorgeous — more  display  and  fashion.  Coronation 
in  itself  suggests  richness,  dignity,  grandeur,  and 
mere  price  is  not  thought  of,  nor  should  it  be  made 
a  window  attraction  for  coronation  displays  or  in 
the  exhibit  of  coronation  goods. 

The  window  trimmer  and  card  writer  will  have 
chance  enough  in  the  month  of  June  to  display  his 
ideas  and  put  forth  his  best  in  his  work. 

Royal  Blue,  Red,  Purple. 

The  shades  which  will  be  used  this  month  in  the 
color  schemes  of  displays  will  run  largely  to  the 
royal  blue,  red  and  purple,  and,  of  course,  white. 
Suffice  it  to  say  there  will  be  as  many  shades  of 
royal  and  coronation  colors  as  there  are  trimmers  in 
the  country,  to  say  nothing  of  card  writers.  This, 
of  course,  in  the  smaller  stores  must  be  looked  for 


Appropriate  cards  for  coronation  trims.      By  J.  C.  Edwards 
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to  some  extent,  as  the  stocks  at  the  disposal  of  the 
decorator  are  more  or  less  limited. 

The  card  writer  will  find  he  will  have  his  hands 
full  if  he  tries  to  mix  the  royal  shades  out  of  dry 
color  to  get  them  to  correspond  with  the  royal  shades 
used  by  the  trimmer.  We  would  advise  him  to  keep 
strictly  away  from  colors  of  any  kind  and  adopt  the 
contrast  idea  displayed  in  the  show  card  No.  2  shown 


the  crayon,  and  the  price  lettered  with  the  brush. 
This  idea  has  been  carried  out  in  our  annual  blue 
pencil  sale  in  January.  All  advertising  cards  were 
lettered  with  a  blue  pencil  and  the  price  cards  given 
strength  with  the  aid  of  the  brush.  Bulletins  and 
rig  cards  were  carried  out  the  same,  and  made  very 
striking  signs,  out  of  the  ordinary,  and  entirely  dif- 
ferent from  the  usual  run  of  advertising  cards.  This 


Effective  use  of  the  old-fashioned  pencil  card.     By  J.  C.  Edwards. 


here.  The  crown  itself  is  black  and  white,  and  the 
lettering  black  on  white,  mounted  on  brown;  the 
latter  may  be  supplanted  by  black  or  any  other  dark 
shade. 

In  introducing  the  next  three  novelty  cards,  Nos. 
3,  5  and  6,  we  are  simply  reviving  the  card  which 
many  a  country  store  clerk  made  years  ago,  before 
card-writing  had  reached  the  rural  district — and  even 
before  hand  card-writing  was  known  at  all.  Even 
now  the  same  thing  will  be  seen  in  the  country  vil- 
lage, and  we  have  seen  it  in  small  towns  and  cities. 
We  have  known  the  crayon  card  to  be  used  in  a 
large  American  city,  by  one  of  the  swellest  clothing 
.shops,  and  the  way  this  crude  card  took  with  the 
general  public  was  marvellous,  resulting  in  the  build- 
ing up  of  one  of  the  best  and  most  progressive  busi- 
nesses in  the  city.  Why?  Because  the  people  like 
novelty,  and  they  got  it  in  this  crude  card.  They 
talked  and  watched  and  read  good,  catchy,  snappy 
phrcases  and  then  bought. 

Of  course,  we  would  not  advocate  the  small  store 
which  had  not  used  good  show  cards  trying  it  at  all ; 
the  public  would  not  appreciate  it;  but  let  a  smart 
shop  in  town  adopt  it  and  see  the  result.  We  advise 
the  application  of  a  touch  of  good  lettering  or  decora- 
tion with  it  to  avoid  the  thought  that  it  was  for  want 
of  a  card-writer  that  it  was  used.  However,  this  is 
not  necessary  if  the  store  is  the  right  kind. 

.  Sample  No.  3  shows  the  crayon  announcement 
applied  over  a  relief  panel  of  brown,  which  gets  a 
little  away  from  the  "of  necessity"  idea,  and,  we 
think,  makes  the  card  more  attractive. 

Blue  Pencil  Sale. 

The  two  cards,  5  and  6,  might  be  termed  photo 
mounts   used   as   price   tickets,   being   written   with 


is  a  day  of  antiques  in  everything;  show  cards  must 
fall  in  line. 


Slingsby  Mfg.  Co.,  Brantford,  are  completing 
their  new  water  power  plant.  The  cost  of  this  work 
is  estimated  at  $25,000  and  the  connections  are  par- 
ticularly conducive  to  cheaper  manufacturing,  as 
far  as  power  is  concerned. 

At  present,  this  mill  requires  about  400  h.p.,  but 
with  the  new  improvements,  600  h.p.  will  be  avail- 
able if  needed. 


Silk   moire   antique   in   Coronation   shades.      Shown  in    new 
neckwear   samples   by  The   Novel-Ti   Co.,   Peterboro. 
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An  effective  men's  wear 
window  by  Glen  S  Case  with 
Dunfield  &  Co  ,  King  St.  W., 
Toronto. 
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Although  this  window  was 
trimmed  for  Easter,  it  embodies 
a  good  suggestion  for  a  June 
wedding  display. 

A  fancy  basitet  is  here  sus- 
pended from  the  window  top 
and  filled  with  Easter  lilies. 
For  June,  orange  blossoms  or 
roses  could  be  substituted  and 
wedding  accessories  attractively 
arranged. 


Suggestive  shirt  and  summer  wear  units  for  interior  or  window  display    by  Reg.  Brown  with  The  Cressman  Co.,  Peterboro. 
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CORRECT  DRESS  F°RJVlEN 

DETAILS  OF  MALE  ATTIRE  FOR  ALL  OCCASIONS  OBTAINED  FROM  AUTHORITATIVE  SOURCES 
AND    CORRECTED    FROM    TIME    TO    TIME    IN   ACCORDANCE   WITH    CHANGE    OF   VOGUE 


Evening  Dress— Formal 

Weddings,  Dinners,  Receptions 
Theatre  or  Dance 

Overcoat— Light-weight     black     Chesterfield, 
opera    cape    or    Inverness.      Coat — Swallowtail 
of  vicuna  or  dress  worsted,  with  lapels,   silk- 
faced    to    the    edge.      Waistcoat — White    fancy 
silk  or  white  wash  material.     Trousers — Same 
material   as   coat,    with   silk    braid    down    out- 
seam.      Collar— Poke,     wing     or     band,    cuffs 
with   square    or    round    corners.      Shirt— Plain 
linen   or   pique,  stiff  bosom,   with   one   or  two 
studs.     Cravat — White,  of  silk,  pique,  linen  or 
cambric.      Gloves — White    glace    kid    or    white 
silk.      Jewelry — Pearl     links     and     studs    to 
match.     Hat— Black   silk   or  opera   hat.     Foot- 
wear-Patent  leather    pumps,   with   black  silk 
or  lisle  socks,   plain   or  self-clocks. 

Day  Dress^lnformal 

Business  Purposes 
Travelling,  etc. 

Overcoat— For     Fall,     light-weight     Chester- 
field.     For    Winter,    Chesterfield     or    double- 
breasted    overcoats;    ulster    for    stormy    wea- 
ther.    Coat— English  walking  coat,  sacque  and 
morning    coat.      Waistcoat — Same    material    as 
coat.     Trousers — Same  material  as  coat.  Shirt 
— Soft,   plain   or  pleated   bosom.     Collar — Fold 
or  wing.     Stiff  cuffs,  corners  round  or  square. 
Necktie  —  Four-in-hand,      with      open      end. 
Gloves — Cape     walking     gloves      and      natural 
chamois.     Jewelry — Links  and   studs   of   pearl 
or    grey,    neat    watch    chain    or    fob.      Hat — 
Derby  or  soft  fedora  style.     Footwear— Black 
or   tan    calf   boots.      Plain    or   fancy    socks   in 
quiet  shades. 

Evening  Dress — Informal 

Informal  and  Home  Dinners 
Club  or  Stag 

Overcoat — Light-weight      evening      coat     of 
Chesterfield  of  black.     Coat — Dinner  jacket  In 
plain     or    self-striped     black;     swallowtail    If 
worn    with    black    waistcoat    and    tie.      Waist- 
coat—Same material   as   coat  and   bound   with 
braid    if    desired.     Trousers — To    match    coat, 
outseams     plain      or     braided.       Shirt — Plain 
dress   shirt    or   pleated    bosom.     Collar — Wing 
and    band ;    double     styles     are     often    worn. 
Cuffs  —  Single    or    double.      Cravat  —  Black. 
Gloves   —   White     buckskin      or     pale     grey 
suede.         Jewelry    —    Pearl      or      gold      cuff 
links    and    studs    to    match.      Hat— Derby    or 
soft,  black  tuxedo.     Footwear — Pumps  or  pat- 
ent  low    shoes,   bluchers   or   bals.     Black   silk 
or  lisle  half-hose,  white  shot  or  white  clocks. 

For  Outing  Wear 

Nearly  every   form   of  sport  or  outdoor  ex- 
ercise   has    its    adaptable    outfit.     Utility    and 
not   style    is    often    the   governing    point,    and 
it    is   difficult    to    tell   very    often    just    where 
the    serviceable    business   suit   should    be   dis- 
carded.     In    motoring,    for   example,    the    man 
who  is  well  protected   by  an  ulster  of  a  color 
that  will  not  easily  become  travel-soiled   need 
not    worry    if    the    distinctive    motoring    garb 
ends  there.     These  ulsters  are  made  In   loose, 
double-breasted   style,   with   belted   back,   giv- 
ing a  military  effect,   wide  collar,  wind  cuffs, 
etc.      Sweater    coats,    knitted    gloves,    knitted 
vests,    Alpine,    golf   and    driving   caps,    flannel 
or   Oxford    shirts,    tweed    knickers,   heavy    tan 
shoes,   reefers   or   Norfelk   jackets,   are  all   ac- 
cessories  which   mark  departure  from  regular 
garb   for   outing   purposes. 

Day  Dress — Formal 

Aflsrnooi  Weddia(s,  Receptions,  House  Calls,  Matinees 
Overcoat— Chesterfield     in     black     or     grey 
cheviot  or  vicuna.     Coat — Full  frock  of  black, 
or    morning     coat     of     black     or     dark      grey 
with    bound    edges.      Waistcoat — Fancy  white 
pique,      delicate      shades     of     silk      or     same 
material    as    morning    coat.      Trousers — Grey- 
striped     cheviot     or     worsted.       Shirt — White, 
stiff,     plain     bosom,     with     frock     coat;    with 
morning    coat,    neat    stripes    or    white   pleats 
are    permissible.       Collar  —  With  frock  coat, 
the     wing     or     straight     collar     to     meet     In 
front    and    lap    over.      Cuffs — Stiff,    single    or 
double.      Cravat — Four-in-hand    or    once    over 
In      neat      black    and    white    effects    or    grey. 
Gloves— Grey  suede  or  tan   glace   kid.     Hat- 
Silk.     Derby    Is    sometimes     worn     with     the 
morning     coat.       Footwear — Dongola     kid     or 
calfskin  shoes.    Hosiery  of  plain  black  or  with 
clocks. 

Dress  for  Funerals 

For    funeral    wear,    the    man    who    adheres 
strictly    to    black    is    on    the    safe    side.      The 
black   frock   coat,   with   trousers   to   match,   or 
dark,  unobtrusive,  striped  pattern,  white  laun- 
dry, black  necktie,  black  silk  hat,  with  mourn- 
ing  band,   black   gloves   and   shoes,   constitute 
the    correct     dress     for     mourners    and     pall- 
bearers,   but    generally    there    are    many    de- 
partures    from    the    rule.     The    cutaway    coat 
often   replaces  the  frock  coat,   the  stiff  hat  is 
seen    where,    to    be   correct,    the   tall   silk   hat 
should   be,   and  the  black  sacque  suit  Is  more 
frequently   seen    than   either   the   frock   or  the 
cutaway.      Strict    style    ethics    in    the    matter 
of   funeral    is    often    more   closely    adhered    to 
in    the    large    centres    of    population    than    In 
those    sections    where    a    funeral    creates    an 
emergency    for    which    wardrobes    are    by    n« 
means    properly   equipped. 

• 

Conditions  Leading  Up  to  An  Assignment 

Some  of  the  Danger  Spots  to  be  Guarded  Against  —  Summary  of  Two 
or  Tfiree  Actual  Cases  —  Tendency  to  Move  Along  Line  of  Least  Resist- 
ance —  Applying    the    Remedy. 


By    Howard    R.    Wellin,  ton 


THE  writer  has  been  interested  recently  in 
studying  the  varied  .«tateiuents  .submitted  by 
assignees  of  estates  and  the  ap23arent  cause 
of  the  faihu-e  in  business.  By  sizing  up  tlie 
situation,  keeping  in  mind  the  location  of  the  busi- 
ness in  each  case,  the  conditions  existing  prior  to 
the  trouble  may  be  surmised,  and  if  merchants 
would  devote  some  time  in  the  study  of  such  cases, 
and  profit  by  them,  there  would  undoul)tedly  be 
fewer  business  lapses  to-day. 

Too  Much  Stock. 

We  all  admit  that  the  merchant  who  carries  too 
much  stock  will  come  to  grief  sooner  or  later,  as 
this  is  undoubtedly  one  of  the  most  common  causes 


be  added  to  every  liivj  carried  in  a  general  store,  be- 
cause competition  is  too  keen  on  sudi  lines  as  have 
standard  recognized  prices,  and  it  is  impossible  for 
a  merchant  to  get  more  than  an  advertised  price, 
but  on  other  lines  a  larger  percentage  of  profit  must 
be  added  to  average  up  the  whole. 

Percentage  of  Expense. 

It  is  generally  admitted  that  the  average  per- 
centage of  expense  for  operating  an  ordinary  store 
is  between  twenty  (20%)  and  twenty-five  (25%) 
per  cent.  It  stands  to  reason,  therefore,  that  you 
must  average  your  addition  for  profit  at  more  than 
25  per  cent. 

A   merchant  must   find   out   for   himself   which 


The  idea   worked   out  in  this  window  by   Warren   Andrews,   of  the  Anderson     Co..    St.    Thomas,    could 
be  used  to   advantage   in   a   display  of   men's   clothing   and   accessories  for    mid-summer    wear. 


of  failure.  It  is  a  very  difficult  proposition  to  know 
exactly  how  much  .stock  to  buy,  as  our  climate  is  so 
erratic  that  a  season  may  be  very  short  or  late  and 
the  merchant  finds  himself  heavily  stocked  in  goods 
which  are  out  of  sea.son.  The  only  remedy  is  for 
the  merchant  to  u.sc  extra  care  and  good  judgment 
in  the  assortment  of  merchandise  for  any  one  sea- 
son, keeping  in  mind  the  district  in  which  he  is 
located,  the  customers  who  come  to  his  store,  and  the 
amount  of  capital  he  can  afford  to  have  tied  up  in 
the  different  lines. 

Too  Litlle  Profit, 

The  strong  tendency  is  to  move  along  the  line 
of  least  resistance,  which  is  to  sell  goods  at  a  small 
margin  of  profit,  Init  we  should  remember  that  any- 
one can  give  goods  away,  but  it  takes  a  keen,  up-to- 
date  business  man  to  sell  goods  at  a  profit. 

A  salesman  who  disposes  of  goods  at  prices  re- 
duced from  regular  is  actually  only  an  order-taker 
and  is  of  no  practical  help  to  his  house. 

We  realize  that  a  certain  margin  of  profit  cannot 


lines  will  permit  of  the  addition  of  a  larger  percent- 
age of  profit,  as  it  depends  largely  on  the  location 
and  the  proximity  to  a  larger  centre  which  is  ap- 
proached readily  by  the  townspeople. 

Actual  Instances 

In  order  to  give  some  idea  of  the  varied  forms 
of  as.signments,  we  give  below  three  actual  cases. 
The  figures  are  changed  slightly,  but  the  general 
eft'ect  is  the  same : 

No.  1— 
Assets : 

General  stock   $  32.000 

Funiiture  and  chattels    3.000 

Ca-sh   and  bank    800 

$36,000 
Liabilities: 

Bank $     2.000 

General     30.000     32,000 

Nominal  surplus    $4,000 
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Condensed  Advertisements 


AGENTS    WANTED. 

AGENT  WANTED    by   first-class    Saxony    lace 
firm.      Must   be  well  connected.      Apply  to 
"L.P.,   6414,"  care  Rudolf  Mosse,  Plauen, 
7V,  Germany. 

AGENT— First-class    Calais     lace     firm    want 
Agent  in  Toronto,  Montreal,  Winnipeg   and 
Quebec.      Live  connection  and  highest  refer- 
encis  required.    Commission   only.      Reply   Box 
54,   DRY    GOODS  REVIEW,    88    Fleet    Street, 
London,  England. 

AGENT  WANTED  FOR  CANADA  on  commis- 
sion by  an  English  firm;  actual  manufactur- 
ers of  Hair  Nets,  Hair  Switches,  and  all  hair 
goods;  also  preparers  of  all  kinds  of  Hair  for 
high-class  hairdressers.  Applicants  must  have 
established  connection  with  first-class  wholesale 
houses  and  large  retail  stores,  and  references 
must  bear  the  strictest  investigation.  Write  full 
par.iculars  in  first  instance  to  Box  8,  DRY 
GOODS  REVIEW,  Toronto. 


AGENT  WANTED  FOR  CANADA  on  commis- 
sion by  an  English  firm  ;  actual  manufactur- 
ers of  Hair  Nets,  Hair  Switches,  and  all  hair 
goods;  also  preparers  of  all  kinds  of  Hair  for 
high-class  hairdressers.  Applicants  must  have 
established  connection  with  first-class  wholesale 
houses,  and  references  must  bear  the  strictest 
Investigation.  Write  full  particulars  in  first  in- 
stance to  DRY  GOODS  REVIEW,  Box  679,  92 
Market  St.,  Manchester. 


AGENT  WANTED  FOR  CANADA  on  liberal 
commission,  by  a  London  lirm  of  Foreign 
Fancy  Goods  (Ladies'  Belts,  Bags,  Hatpins, 
Neckwear,  Haberdashery,  Smallwares,  stc);  one 
partly  engaged  with  another  firm,  must  have 
first  class  connection  amongst  Drapery  and  Fancy 
Houses  in  Montreal,  Toronto  and  Quebec.  Reply 
Box  65,  DRY  GOODS  REVIEW,  88  Fleet  St., 
London,  England. 


LONDON  MANUFACTURER  wishes  to  get  in 
communication  with  Agent  calling  on  leading 
Retailers  in  Canada  to  sell  following  lines: 
Ladies'  and  Children's  White  Cotton  Under- 
clothing, White  Underskirts,  Flannel,  Nuns' 
Veiling  and  Flannelette  Night  Dresses,  Baby 
Linen  and  Infants'  Frocks.  Good  and  medium 
class  only.  Liberal  commission.  Write  civing 
London  references.  Box  63,  DRY  GOODS 
REVIEW,  88  Fleet  St.,  London,  England. 


M 


AZAMET  WOOL— Agent  wanted  selling  on 
commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 


PEARL    BUTTONS     (Japanese).  -  Flrst-cIass 
London  firm  require  a  smart  Agent  well   In 
with  big  buyers.    Must  be  able   to  do  a  large 
trade.    Write   fullest   particulars   and   references 
to  Box  404  at  Horncastle,  61  Cheapside,  London, 
England. 

REQUIRED  young  energetic  agents  residing 
Montreal,  Toronto,  Winnipeg  and  Vancouver, 
to  sell  Blankets,  Gloves  and  Rugs  tor  well- 
known  English  firm,  doing  largely  with  Canadian 
Wholesalers  for  nearly  20  years.  Applicants 
must  have  thorough  knowledge  of  this  trade  and 
active  business  connections  with  buyers  of  such 
goods.  State  full  particulars,  references  and  terms 
in  strictest  confidence  to  "  Unlverst,"  c/o  Streets, 
30  Cornhill,  London,  England. 


AGENCIES   WANTED. 


A 


GENCIES  for  British  Columbia  wanted.  Com- 
municate Canadian  Importing  and  Jobbing 
Co.,  Carter-Cotton  Block,  Vancouver. 


AN  experienced,  wide-awake  firm  of  Nottingham 
Agents  is  open  to  undertake  the  exclusive 
buying  of  laces,  embroidery,  hosiery,  Man- 
chester and  all  dry  goods  for  a  first-class  Cana- 
dian concern.  Address  Box  1511,  NEYROUD 
&  SONS,  Advertising  Offices,  14-18  Queen  Vic- 
toria Street,  London,  E.C.,  England. 


FIRM    OF  AGENTS   In    England   are  open   to 
act    as    Buyers    for    Cotton,    Worsted    and 
Woollen    Piece    Goods.      8063,    Williams's 
Advertisement  Offices,  Bradford,  England. 


TRAVELER,  with   good  connection  in  Toronto 
and  Ontario,  would  like  more   good  lines  for 
furnishings  and  dry   goods  trade.    Box    15. 
DRY  GOODS   REVIEW,  Toronto. 


BUSINESS  OPPORTUNITY. 

pOR  SALE— Dry  Goods  and  Men's  Furnishings 
•^  business  in  a  thriving  industrial  town  in 
British  Columbia.  Turnover  more  than 
$40  000.  Profits  between  $7,000  and  $8,000. 
Doing  practically  all  cash  trade.  This  can  be  con- 
siderably increased.  Owners  retiring  and  will 
sell  at  cost  price,  about  $25,000.  About  $12,000 
cash  is  required,  balance  can  be  arranged.  This 
is  a  good,  sound  business  and  will  stand  the 
strictest  investigation.  Box  101,  DRY  GOODS 
REVIEW,  347  Pender  St  ,  Vancouver,  B.C.     (i.t) 

TO  RENT— A  brick  store   in  the   centre  of   the 
business  section  of  the   town   of  St.   Mary's, 
Ont.     Well   equipped   and  fitted   throughout. 
Very  suitable   for   retail   dry  goods  or  boots  and 
shoes.  For  full  particulars  address  R.  T.  GILPIN, 
St.  Mary's,  Ontario. 


npO  RENT— A  handsome  new  building  in  Brant- 

^      ford's    business    centre;  two   large   modern 

stores,  well  lighted,  high  ceilings,  easy  terms. 

Apply  UNION  REALTY  CO.,  Brantford.      (3ch) 

TO  RENT— A  large  dry  goods  store  in  first  class 
condition  in   a   town    of   thirty-five    hundred, 
situated  in  the  centre  of  one  of  the   best   fruit 
districts  in  Ontario.    Apply   54    Hambly  Avenue, 
Toronto.  (1) 

ADVERTISING  CUTS. 

LIVEN  UP  YOUR  ADVERTISING  by  using 
our  millinery,  ready-to-wear  and  general  dry 
goods  cuts.  We  have  prepared  a  great  many 
attractive  and  timely  illustrations  which  will  lend 
character  and  distinctiveness  to  your  advertising. 
Send  to-day  for  proof  sheet  and  prices.  Adver- 
tisers' Stock  Cut  Agency,  Mall  Building,  Toronto, 
Canada.  (4-11) 

WANTED. 

DRY  GOODS  SALESMAN  for  country  trade, 
with  five  or  six  thousand  dollars  lo  invest,  to 
acquire  interest  in  well  established  business, 
doing  the  best  trade  of  the  district  and  showing 
good  returns  every  year  on  investment.  None  but 
experienced,  capable  man,  thoroughly  conversant 
with  country  trade,  dealt  with.  Box  7,  DRY 
GOODS  REVIEW,  Toronto. 

MISCELLANEOUS. 

ACCURATE  cost  keeping  easy  with  a  Dey  Cost 
Keeper.  Automatically  and  exactly  records 
time  spent  on  each  iob.  Several  jobs  record- 
ed on  one  card.  For  small  firms  Dey  combines 
•mployees' register  and  cost  keeper.  A  machine 
for  every  business.  Write  for  catalogue.  Inter- 
national Time  Recording  Company  of  Canada, 
Ltd.,  29  Aliee  Street,  Toronto. 

BUSINESS-GETTING  typewritten  letters  and 
real  printing  can  be  quickly  and  easily  turn- 
ed out  by  the  Multigraph  in  your  own  office 
— actual  typewriting  for  letter  forms,  real  printing 
for  stationery  and  advertising,  saving  25  p.c.  to 
75  p.c.  of  average  annual  printing  cost.  AMERI- 
CAN MULTIGRAPH  SALES  CO.,  Limited,  129 
Bay  Street,  Toronto. 

COPELAND-CHATTERSON  SYSTEMS— Short, 
simple.    Adapted  to  all  classes  of  business. 
Copeland-Chatterson-Co.,   Limited,    Toronto 
and  Ottawa.  (tf) 

COUNTER  CHECK  BOOKS— Especially  made 
for  the  dry  goods  trade.  Not  made  bv  a  trust. 
Send  us  samples  of  what  you  are  using— we'll 
send  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 
tems. Business  Systems,  Limited,  Manufacturing 
Stationers,  Toronto. 

COUNTER   CHECK  BOOKS— Write  us  to-day 
tor    samples.    We  are   manufacturers  of  the 
famous    SURETY   NON-SMUT     duplicating 
&   Triplicating  Counter  Check  Books,  and   Single 
Carbon    Pads  in  all  varieties.    Dominion    Regis- 
ter Co.,  Ltd.,  Toronto. 

DOUBLE  your  floor  space.  An  Otis-Fensom 
hand-pojver  elevator  will  double  your  floor 
space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 
only  $70.  Write  for  catalogue  "B."  The  Otis- 
Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 
sults up  to  the  requirements  of  merchants  and 
manufacturers.  Inquire  from  our  nearest  office. 
Egry  Register  Co.,  Dayton,  Ohio;  123  Bay  St., 
Toronto;  258K  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT-FISHER     Standard     Writing-Adding 
Machines    make    toll    easier.     Elliott-Fisher 
Limited,  513   No.  83  Craig  St.  W.,  Montreal, 
aad  Room  314  Stair  Building,  Toronto. 
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FIRE  BUCKET  TANKS  AND  OILY  WASTE 
CANS  cost  little  and  soon  pay  for  their  cost 
in  reduced  insurance  rates.  Large  reduc- 
tions result  from  the  installation  of  Fireproof 
Windows,  Doors  and  Skylights.  We  are  special- 
ists in  these  lines  and  can  quote  you  a  close  price 
consistent  with  really  fireproof  goods.  A.  B. 
ORMSBY,  Ltd.,  Toronto  and  Winnipeg. 

FIRE   INSURANCE.    INSURE  IN  THE  HART- 
FORD.   Agencies  everywhere  in  Canada. 

HUNDREDS  OF  TYPEWRITERS  of  every 
make  and  condition  are  being  traded  in  as 
part  payment  on  the  famous  MONARCH. 
Price  and  quality  are  the  levers  we  use  to  prevent 
overstock.  We  believe  we  can  give  the  best  bar- 
gains in  rebuilt  typewriters  in  Canada.  A  postal 
will  bring  our  catalogue  and  full  information.  The 
Monarch  Typewriter  Co.,  Ltd.,  46  Adelaide  St. 
West,  Toronto. 

KAY'S    FURNITURE   CATALOGUE    No.  306 
contains  160  pages  of  fine  half-tone   engrav- 
ings of  newest  designs  in  carpets,   rugs,   fur- 
niture, draperies,  wall    papers   and   pottery,  with 
cash    prices.      Write   for   a   copy — it's  free.     John 
Kay  Co.,  Limited,  36  King  St.  West,  Toronto. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 
successfully  used  in  many  of  Canada's  larg- 
est buildings,  give  belter  results  at  lower  cost. 
"  Astrongstatement,"  you  will  say.  Write  us  and 
let  us  prove  our  claims.  That's  fair.  Leach  Con- 
crete Co.,  Ltd.,  100  King  St.  West,  Toronto,      (tf) 

MOORE'S  Non-Leakable  Fountain  Pens.  If 
you  have  Fountain  Pen  troubles  of  your 
own,  the  best  remedy  is  to  go  to  your 
stationer  and  purchase  from  him  a  Moore's  Non- 
Non-Leakable  Fountain  Pen.  This'is  the  one  pen 
that  gives  universal  satisfaction  and  It  costs  no 
more  than  you  pay  for  one  not  as  good.  Price 
$2.50  and  upwards.  W.J.Gage  &  Co.  Limited, 
Toronto,  Sole  Agents  for  Canada. 

THE  "KALAMAZOO"  LOOSE  LEAF  BINDER 
Is  the  only  binder  that  will  hold  lust  as  many 
sheets  as  you  actually  require  and  no  mors. 
The  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 
cated mechanism.  Write  for  booklet.  Warwick 
Bros.  &  Rutter,  Ltd.,  King  and  Spadina,  Toronto. 

AREHOUSE  AND  FACTORY  HEATING 
Systems.  Taylor-Forbes  Company,  Ltd. 
Supplied  by  the  trade  throughout  Canada. 

■you  DON'T  buy  a   National  Cash   Register— It 
*      pays  for  itself.    Saves  money.      Prevents  mis- 
takes.     We  can  prove    it.      National     Cash 
Register  Co.,  285  Yonge  Street,  Toronto. 


FOR  SALE. 

CASH  REGISTER,   stylish     nickel-plated   detail 
adder.     Registers  one  cent  to  twenty   dollars. 
5  year  guarantee.      For  quick  sale,  $50.    Par- 
ticulars, R.  O.  Smith  Company,  Orlllla,  Ontario. 
(2) 

FOR  SALE— Department  store  In  good  Alberta 
town.  Stock  $25,000  ;  yearly  turnover  $100,- 
000.     Address,  Box   1226,  Calgary. 


WAREHOUSE  TO  RENT 


AT  REGINA,  SASK.,  a  first  class  distributing 
point.     New    wholesale   warehouse    flat,  40  x 
100  feet,  electric  lighted,  steam  heated,  elec- 
tric  elevator.      Dry   goods  or  gents'   furnishings 
preferred.    Write  Westman's  Agency,  Regina. 


LACES,  NETS,  ETC. 


LACES— Job  Laces,   Torchons,  Vals,  Nets,  etc. 
Buy  direct  from  the  firm  on  the  spot.  Sample 
parcels.   2,  3  and  5   dollars  against    Money 
Order.       Enquiries    solicited.       ROSS.    224    St. 
Anns  Well  Road,  Nottingham,  Eng. 


SALESMAN  WANTED. 


SALESMEN  AND  SALESWOMEN  WANTED— 
Thousands  of  good  positions  now  open,  pay- 
ing from  $1000  to  $5000  a  yearand  expenses. 
No  former  experience  needed  to  get  one  of  them. 
We  will  teach  you  to  be  an  expert  salesman  or 
saleswoman  by  mail  in  eight  weeks  and  assist  you 
to  secure  a  good  position,  and  you  cen  pay  for  your 
tuitionout  of  your  earnings.  Write  to-day  for  full 
particulars  and  testimonials  from  hundreds  of  men 
and  women  we  have  placed  in  good  positions,  pay- 
ing from  $100  to  $500  a  month  and  expenses. 
Address  nearest  office.  Dept.  265,  NATIONAL 
SALESMEN  TRAINING  ASSOCIATION,  Chi- 
cago, New  York,  Minneapolis,  Atlanta,  Kansas 
City,  San  Francisco. 
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MEN'S     WEAR     RE^^IEW 


Dry  Gooth  Review 


No.  2— 
Assets : 

General  .slock    .$  J4,0UU 

Fixtures,   etc ],00() 

Cash  and  bank   50 

$15,050 
liiatiilities: 

Bank    $     1,000 

General  10,050     11,050 

Nominal  surplus    $4,000 

No.  3— 

Assets : 

General  stock    $  32,500 

Furniture  and  chattels    1,000 

Cash  and  bank  500 

Book  accounts    4,000 

Property    6,000 

$44,000 
Liabilities : 

Bank $  10,000 

General     00,000     70,000 

Deficit    $26,000 

In  the  case  of  No.  1  the  difficailty  is  a  lack  of 
capital,  i)robably  from  the  start.  The  turnover  must 
have  been  large,  probably  about  $80,000,  but  the 
liabilities  were  so  heavy  that  it  would  be  necessary 
to  renew  paper  every  month,  lose  all  cash  discounts, 
pay  heavy  interest  and  exchange  charges. 

The  small  margin  added  for  profit  is  nearly  all 
eaten  up  with  these  charges  and  also  with  the  run- 
ning expenses  referred  to  above,  of  about  23  per  cent. 

The  only  redeeming  feature  of  a  business  in  this 
condition  is  the  large  turnover,  which  is  really  re- 
markable for  the  capital  invested. 


The  Remedy. 

The  only  solution  of  such  a  situation  would  be 
an  extension  sj^read  over  a  term  long  enough  to 
])crmil  of  a  small  addition  to  capital  each  year.  To 
eli'ect  this  profit,  belter  prices  mu.st  be  obtained  on 
some  lines.  It  may  be  necessary  to  sell  staple  lines 
on  a  very  close  margin,  but  on  other  lines  prices 
should  be  marked  up  even  sliglitly.  If  at  all  pos- 
sible, the  expense  should  be  reduced  to  18  per  cent. 
This  would  give  a  fair  profit,  wliich  would  increase 
capital  each  year  and  the  concern  would  win  out 
by  a  strenuous  effort. 

Compare  No.  3  with  No.  1.  The  stock  is  prac- 
tically the  sam.e.  The  only  material  difference  in 
the  assets  is  the  real  estate,  in  addition  to  No.  3. 

The  business  in  the  case  of  No.  3  was  a  very 
large  turnover,  probably  three  times  as  much  as  No. 
1,  but  the  stock  must  have  been  sold  recklessly  at 
only  a  small  profit  or  none  at  all. 

In  such  a  case,  conditions  must  have  existed  for 
some  time  and  renewals  been  frequent. 

The  stock  is  not  too  heavy  in  this  case,  but  the 
selling  prices  were  not  right.  The  expense  was  com- 
paratively light,  and  while  it  would  be  an  utter  im- 
possibility to  pull  such  an  affair  out  of  the  hole, 
material  improvement  could  have  been  made  by  mak- 
ing at  least  a  margin  to  cover  expenses. 

No.  2 — In  this  case  the  principal  difficulty  is  a 
large  stock.  In  a  comparatively  small  place  with  a 
very  limited  number  of  customers  it  is  generally  a 
physical  impossibility  to  unload  a  heavy  over- 
bought stock.  There  is  very  little  enthusiasm  created 
and  a  customer  who  has  been  in  the  store  once  is 
not  appealed  to  again. 

At  the  same  time,  if  the  stock  is  well  assorted 
and  an  extension  is  granted  for  a  long  time,  we  be- 
lieve No.  2  would  win  out.  It  requires  a  great  deal 
of  pluck  to  tackle  a  proposition  of  this  nature,  and  a 
great  deal  depends  upon  the  condition  of  the  stock 
whether  sufficient  interest  could  be  created  to  make 
the  attempt. 
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Young  Man!  What  Are  You 
Going  To  Do  To-morrow  ? 


TO-DAY  you  are  an  ordinary', 
every-day  clerk ;  a  salesman 
drawing  a  fair  salary  for  your 
services.  W^hat  will  you  be 
to-morrow  ?  What  does  the 
future  hold  for  you  ?  You  may 
say  ' '  Oh  !  Let  to-morrow  look  after 
itself;  something  will  turn  up." 
That's  very  well;  but,  if  you 
ask  your  employer  how  it  came 
about  that  he  is  to-day  the 
head  of  the  establishment,  he 
will  tell  you  that  he  didn't  sit 
down  and  wait  for  sometliing  to 
turn  up :  he  got  busy  and  turned 
that  •y<?'«^''^'«^  up  himself.  Now, 
you  get  busy  on  this  proposi- 
tion and  don't  waste  your 
valuable  time.  Watch  for  the 
July  1st  issue  of  this  paper — 
Card-writing  free  to  all  who 
will  get  into  line. 


ile^veYouL 
PI  acnr\e€l 
For  Ydulp 
FuutuLre 
lr%  TKe 
Dusii\ess 
WorlcJL? 


"TTHERE  are  possibilities  pre- 
senting themselves  to  you 
every  day.  This  is  one  of  them. 
Don't  turn  it  down,  but,  con- 
sider it  well.  Card-writing,  to- 
day, is  one  of  the  main  branches 
in  the  publicity  of  all  lines  of 
business — Dry  Goods,  Clothing, 
Grocery,  Hardware  ;  yes,  for 
every  line  you  could  mention. 
Ninety-nine  business  places  out 
of  a  hundred  want  live,  trade- 
pulling  show-cards;  two  out  of 
that  ninety-nine  can  afford  to 
employ  a  man  to  do  this  work 
exclusively.  What  are  the  other 
ninety-seven  going  to  do?  One 
of  the  salespeople  must  do  it, 
and  that  one  will  get  the  extra 
money.  W^ill  that  one  be  >'^?/ -^ 
W^ill  you  take  your  future  in 
your  own  hands? — Listen: 


July  1st  number  of  the  Dry  Goods  Review  will  con- 
tain Lesson  No.  1  of  the  most  practical  course  on 
Show-Card  Writing  ever  offered  the  beginner.  This  is 


W*^  *    Shortcut      fe^  *■  Ca^r^^itind 


the  only  course  to-day  that  is  modern,  practical  and  easy  to  grasp,  leav- 
ing out  all  RED  TAPE  and  dealing  exclusively  with  the  very  best  alphabets, 
used  by  the  best  card-writers  all  over  the  country — from  the  Atlantic  to  the 
Pacific.  The  course  will  be  run  in  twenty  consecutive  numbers  of  this 
paper,  beginning  with  the  July  1st  issue.  Subscribe  now,  and  get  the  com- 
plete set  of  full-page  lessons  with  a  full  page  of  instructions  and  samples  of 
cards  showing  the  alphabets  put  into  practice.  A  whole  course  in  practical 
card-writing  for  only  the  price  of  a  year's  subscription  to  Dry  Goods  Review. 

THE  MACLEAN  PUBLISHING  CO.,  LIMITED 

MONTREAL  TORONTO  WINNIPEG 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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DOUBLE  COLLARS 

Have  exactly  the  right  tie  space 

Every  TOOKE  double  collar,  high  or  low,  close  fitting  or  cut 
away,  has  enough  space  to  allow  the  tie  to  slip  easily,  yet  not 
enough  to  make  it  flare  out  in  front. 

This  space  is  not  the  result  of  a  special  method  of  ironing, 
which  a  laundry  will  never  duplicate — it  is  the  result  of  careful 
designing  and  accurate  cutting. 

For  each  type  of  collar  we  have  figured  out  just  how  much 
"spring"  is  required  to  give  enough  tie  space,  and  for  each  type  we 
have  made  a  special  die  shaped  accordingly.  With  this  die  each 
collar  is  cut  out  separately-  not  in  a  pile  with  a  lot  of  others. 

When  you  consider  that  a  variation  of  Vi6  of  an  inch  will  make 
the  tie  bind  or  the  collar  flare  too  much,  you  see  the  importance  of 
this  cutting  out  each  collar  by  itself.  By  this  means  we  make  sure 
that  each  and  every  one  is  exactly  the  shape  we  designed  it  to  be, 
and  has  exactly  the  same  amount  of  tie  space. 

This  is  one  of  the  reasons  why  TOOKE  Collars  are  "Canada's 
Best"  and  most  popular. 

QUARTER  SIZES  THEY  FIT 

2  FOR  A  QUARTER 

TOOKE  BROS.  Limited,      Montreal 

Manufacturers  of  Shirts,   Collars,    Cuffs  and  Neckwear,  and 
Importers  of  Men's  Furnishings. 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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CAMPBELL'S 

LINEN 
THREADS 


WHETHER  for  household  or  for 
manufacturing  purposes 
CAMPBELL'S  LINEN  THREADS  are 
the  most  satisfactory  to  handle;  our 
steadily  increasing  sales  are  witnesses  of 
their  popularity.  They  are  uniform,  strong 
and  smooth  and  are  made  solely  from  the 
finest  quality  flax. 

You  will  be  pleased  with  the  prompt 
delivery. 

ALL    LEADING    WHOLESALERS 
STOCK    CAMPBELL'S    THREADS. 


Agents  for  Canada 

John  Gordon  &  Son 

Toronto     Montreal     Winnipeg 


Please  tnentinn   The  Review  to  Advertisers  and  Their  Travelers. 
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To  the  Trade  June,  1911 


Mid-Summer  Sorting 


Our  stock  in  the  foUovving  de- 
partments is  now^  complete, 
for  the  Mid-Summer  Sorting 
Trade. 

MEN'S  BALBRIGGAN  UNDERWEAR 

NEGLIGE  AND  OUTING  SHIRTS 

MEN'S  COTTON  HALF  HOSE 

LADIES'  AND  CHILDREN'S 
COTTON  HOSIERY  AND  UNDERWEAR. 

LACES,   MUSLINS,  DRESS  GOODS, 

WASTINGS,  RIBBONS,  EMBROIDERIES 

Your   Letter   Orders  w^ill   receive 
careful  and  prompt  attention. 


John  Macdonald  &  Co.,  Limited 

TORONTO 


Please  mention  The  Reiieic  to  Advertisers  and  Their  Travelers. 
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GUARANTEED. 


WE,AR.  — 

GUARANTEED. 
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THE    CHIPMANHOLTON    KNITTING   CO,  LIMITED 

Largest  Hosiery  Manufacturers  in  Canada. 


E.  H.  WALSH  &  COMPANY. 

SOLE  SELLING  AGENTS 


HAMILTON,    WELLAND, 


TORONTO,  MONTREAL 
AND  WINNIPEG. 


DRY     GOODS     RE  V  I  E  W 


Advance  orders,  reserving 
space  in  this  big  issue,  are 
coming  in  fast.  Let  us  kno\v 
early  ^vhat  space  you  will 
require  in  this,  the  largest 
issue  of  Canada's  best  and 
most  authoritative  Dry 
Goods  paper  ever  published. 

REMEMBER,  All  buyers 
v\rorth  w^hile  ^vill  receive 
a  copy  of  this  issue. 


I'Jentie  mention    Tin'   licrlftv   to  Ad rcrtiaers  ami    Their    Traveler.''. 
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Merchants  Active  in  the  PubUc  Interest. 

THE  REVIEW  frequently  receives  from  the  Mer- 
chants' Association  of  New  York,  literature  de- 
scribing, in  report  or  announcement  form,  the  work 
carried  on  by  that  body.  From  a  perusal  of  these 
books,  pamphlets  or  circulars,  it  appears  that  much 
of  the  association's  activity  has  in  view  the  public 
good,  and  that,  by  such  course,  it  secures  best  re- 
sults in  behalf  of  the  section  of  the  community  which 
it  represents.  In  short,  its  operations  are  conducted 
on  that  broad  plan  which  attains  its  original  pur- 


[)ose  by  aiming  at 
est  number." 


'the  greatest  good  for  the  great- 


Thus  a  recent  booklet  issued  by  the  association 
points  to  the  serious  aspect  of  imminent  water  famine 
and  urges  its  members  to  eliminate  all  waste  to  as 
great  an  extent  as  possible.  On  another  occasion,  they 
issued  a  booklet  setting  forth  in  emphatic  form  the 
dangers  of  the  fly  pest,  and  called  upon  merchants 
to  do  all  in  their  power  to  assist  the  authorities  in  a 
fight  against  this  most  dangerous  of  all  animals. 

It  will  be  seen,  therefore,  that  the  association  goes 
considerably  farther  afield  than  the  confines  gen- 
erally accepted  as  marking  the  extent  of  endeavor 
expected  from  such  bodies. 

Not  only  are  they  keen  upon  questions  directly 
affecting  business  interests,  but  they  take  it  for  grant- 
ed tbat  an  organized  body  of  business  men  should 
have  an  influence  in  a.ssisting  all  measures  affecting 
the  general  welfare  of  the  community.  This,  in  spite 
of  the  fact  that  in  New  York  the  municipal  ma- 
chinery for  carrying  out  reforms  has  been  particu- 
larly effective  of  late. 

It  may  be  a  far-fetched,  and  not  the  most  agree- 
able, comparison,  but  it  is  none  the  less  interesting 
to  note  in  this  connection  that  the  Merchants'  As- 
sociation in  a  Canadian  city  has  met  twice  in  the  last 
twelve  months,  once  to  discuss  the  half-holiday  move- 
ment and  once  to  consider  what  part  they  should 
take  in  a  welcome  to  the  Governor-General,  who  was 
coming  to  lay  a  corner  stone.  It  was  decided  at  this 
meeting  that  the  stores  should  decorate.  These  were 
the  two  potentous  questions  upon  which  the  mer- 
chants deliberated  in  the  course  of  a  year. 

In  how  many  towns  and  cities  is  it  a  fact  that 
business  men,  as  a  body,  take  little,  if  any,  active 
interest  in  the  affairs  of  their  municipality,  outside 
of  those  which  immediately  concern  their  cash  regis- 
ters? There  are  some  glowing  exceptions,  but  it  is 
nevertheless  true  that  there  have  been  many  occa- 
sions in  municipal  history  in  which  merchants,  as 
an  influential  organization,  failed  to  present  expres- 
sion of  their  views  when  it  would  have  been  most 
helpful.  Merchants  as  a  rule  are  public-spirited,  but 
they  have  not  always  so  asserted  themselves  as  a 
body,  on  questions  of  burning  public  interest,  and 
have  incidentally  sacrificed  some  mighty  good  ad- 
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vertising,    for   people  are   not  unappreciative   when 
they  see  a  sincere  demonstration  from  this  source. 

True,  there  are  representatives  and  oflicials  elect- 
ed and  appointed,  hut  no  so-called  hoard  of  manajie- 
nient  has  yet  spurned  an  expression  of  o])inion  from 
hrainy,  hroad-minded  business  men  who  iiave  op- 
portunities for  sizing  up  questions  from  different 
viewpoints.  This  is  a  great  day  for  co-operation 
tliat  has  many-sided  results,  all  beneficial. 


Demand  for  Good  Ad.  Men. 

THERE  is  great  opportunity  at  the  present  time 
for  young  men  who  know  how  to  carry  through 
a  store's  advertising  from  one  year's  end  to  another; 
who  know  what  tl.iey  are  talking  about,  and  how  to 
do  it. 

The  metropolitan  newspapers  have  an  almost 
daily  call  to  the  man  who  knows  something  about 
the  adA'ertising  end.  Merchants  want  their  store 
new.s  put  in  bright,  cri.sp,  new.sy  form,  and  it  is 
coming  to  be  recognized  more  and  more  that  the  best 
solution  to  the  problem  is  the  young  man  who  has 
concentrated  on  thi.s  class  of  work. 

He  may  be  a  salesman  to  whom  the  opportunity 
to  "write  the  ads."  has  come  un.sought.  He  may 
have  gone  at  it  in  an  indifferent  way,  or  he  may 
have  shown  some  enthusiasm.  It  is  safe  to  say  that 
if  he  a])plied  himself  to  the  work  and  studied  the 
advertisements  of  the  best  men,  easily  available  in 
the  papers,  he  soon  saw  that  it  was  the  largest-sized 
opportunity  that  ever  presented  itself,  with  no  limit 
to  po.ssible  development  and  fine  prospect  in  the  mat- 
ter of  personal  advancement. 

There  are  not  too  many  good  advertising  men  in 
the  world  to-day.  In  fact,  the  supply,  judging  from 
the  want  columns,  is  far  short  of  the  demand.  It  is 
up  to  the  young  men.  Not  long  ago  a  merchant  ask- 
ed, "What  can  I  do  to  improve  my  ads.?  They  don't 
satisfy  me.  They  don't  bring  results.  We  all  take 
a  hand  at  it  now  and  they  never  look  right."  He 
was  advised  to  select  a  bright  young  man  from  his 
staff  and  have  him  concentrate  on  the  work.  The 
merchant  did  so.  The  boy  threw  himself  into  the 
oitportunily,  saw  what  other  men  were  doing,  made 
some  mistakes,  hut  was  still  encouraged,  and  to- 
day that  merchant  says  his  advts.  are  good  because 
they  bring  more  business. 

Many  of  the  best  advertising  men  to-day  started 
as  the  writer  of  show  cards  for  their  store.  They 
developed  their  ability  to  say  things  in  bright, 
snai)i)y,  newsy  form.  The  further  they  went,  the 
moi'e  the  work  ap])ealed  to  them.  They  then  took 
up  advt.  writing.  They  made  a  study  of  type  com- 
binations, arrangements  and  ell'ects.  Thej'  gave  their 
woi'k  an  individuality  that  ajipealed.  They  are  now 
coinmanding  good  salaries. 

\iy  the  ambitious  youii^  man.  (he  course'  in  show 
card    wi'iting.   which    will    iic^iii    willi    llic    .lul\-     \-[ 


nundjer  of  Dry  (ioods  Review,  .should  be  welcomed 
as  a  first  opi)ortunity.  It  will  make  him  familiar 
with  different  .stylas  of  effective  lettering,  how  to 
produce  them,  what  to  adopt  and  what  to  avoid.  To 
this  knowledge  he  can  couple  his  ability  to  write 
about  the  things  he  is  selling.  His  course  of  de- 
velo])ment  will  open  directly  ahead  of  him,  and  he 
will  have  a  practical,  modern  vehicle  to  help  him 
over  tfte  ground.  He  should  take  steps  to  see  that 
no  one  of  the  .*eries  is  mi.ssed. 


"Mixing  "  vs.  Advertising. 
npilE  merchant  who  feels  that  as  a  "mixer"  he 
■*'  is  decidedly  out  of  the  running;  who  cannot 
remember  names  and  luis  not  that  happy  requisite 
of  sociability  which  enables  him  to  walk  up  to  a  group 
of  customers  and  enquire  about  "the  folks"  as 
though  he  were  the  one  man  on  earth  who  should 
have  any  interest  in  them,  must  recognize  that  he 
is  handicapped. 

But  the  man  who  can  offset  this  .<o-called  dis- 
advantage by  some  other  element  of  attractivene.-^s 
has  no  innnediate  reason  for  grief.  A  man's  per- 
sonality may  be  made  to  expre.-^s  itself  in  other  ways 
than  through  the  handshake.  Properly  conducted, 
his  advertising  will  meet  the  defect,  if  .such  it  can  be 
called.  The  advertising  space,  the  .service  in  the 
store,  the  quality  of  the  .^tock,  the  timeliness  and 
the  appeal  of  his  special  merchandising,  and  the 
ease  with  which  errors  may  be  rectified — all  these 
count  in  a  store's  personality.  So  long  as  a  man's 
work  gives  expression  to  his  personality,  and  vice 
versa,  the  people  will  never  expect  him  to  give  con- 
tinuous performance  with  the  glad  hand. 

Said  a  prominent  drygoodsman  recently:  "We 
have  never  been  strong  with  the  glad  hand  and  the 
gushful  manner.  It  would  probably  have  been  our 
undoing  had  v^'^e  attempted  it,  for  our  memory  of 
names  is  not  good,  and  what's  more,  we  do  not  think 
such  a  thing  nece.ssary  these  days.  We  have  made 
our  advertising  and  oiu'  methods  do  for  ns  what  our 
dis[)o.sition  had  no  particular  taste  for.  We  have 
remained  in  the  background,  but  we  have  seen  to  it 
that  our  advertising  has  in  every  sense  represented 
the  requisites  of  an  attractive  personality,  and  have 
endeavored  to  keep  it  as  free  from  cau.se  of  com- 
plaint as  a  citizen  would  his  own  character.  This 
bas  insjjired  the  utmost  confidence  and  has  done 
away  with  any  call  for  a  more  or  le.<s  supercilious 
manner  in  the  .«tore." 


Get  the  Right  Address. 

Many  visitors  to  Toronto  intonding  to  call  upon 
Dry  (ioods  Review  take  the  most  convenient  method 
of  getting  our  exact  atldress,  the  telei>hone  directory. 
Through  an  oversight  on  the  part  of  the  telephone 
com])any  the  latest  directory  gives  the  wrong  num- 
ber—  111  University  Street.  The  street  was  recently 
renumbered,  and  the  entrance  to  our  office  is  now 
1  b^  I'niversity  .\venue.  .just  the  centre  of  the  next 
block  nortb  of  tin-  number  given  in  the  telei>hone 
ilircclorv. 
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Spring   Underwear  Samples 

Improvements  in  Range  for  1912  —  New  Sam- 
ples of  Eyelet  Vests  —  Combinations  and 
Children's   Lines  —  Tendencies   of   the   Trade 

For  Spring,  1912,  underwear  nianufactiu'ers  are 
jjreparing  their  samples  which  are  shown  to  the 
trade  in  September  or  October  and  state  that  they 
will  be  better  prepared  than  ever  to  meet  the  differ- 
ent Canadian  conditions. 

It  is  expected  that  underwear  buyers,  on  ladies' 
lines  especially,  will  have  a  broader  range  than  ever 
for  selection  and  that  several  changes  will  be  noted 
in  the  Spring  range. 

Has  the  Limit  of  Weaves  Been  Readied. 

Two  prominent  features  were  pointed  out  re- 
garding new  ribs  or  weights,  and  it  is  stated  thai 
practically  a  limit  of  weaves  has  been  reached  while 
samples  in  several  instances  cannot  be  very  much 
lighter.  Manufacturers  have  rather  depended  on 
ti'innnings  and  finish  to  add  novelty  to  their  lines. 

Judging  from  the  samples  of  laces,  insertions 
and  strappings  introduced,  the  finest  line  yet  pre- 
pared will  be  ready.  Laces  to  be  used  are  daintier 
and  unique  torchons  in  washable  designs  are  being 
featured  in  new  outline  and  yoke  effects.  Among 
newer  patterns  will  be  Brussels  and  filet  insertions 
and  raised  designs  of  bandings,  not  unlike  wood 
fibre  or  mercerized  trimmings.  P>special  care  is  be- 
ing taken  to  give  each  quality  some  individuality 
either  in  weave,  finish  or  novelty  of  trimmings. 

Each  quality  will  be  shown,  as  in  other  years, 
starting  from  the  chea])est  cotton  and  advancing 
along  popular  prices.  Plenty  of  lines  are  being  pre- 
l)ared  at  each  price  and  as  far  as  can  be  judged  at 
present,  lisles,  mercerized  lisles  and  silks  will  more 
than  measure  up  to  the  standard. 

Fine  Range  of  Combinations. 

An  exceptionally  pleasing  range  of  combinations 
will  be  shown,  either  button  or  closed  front  make*, 
with  drawers  umbrella  style  or  with  cuff  at  knee  and 
in  all  the  different  qualities.  There  is  .such  a  de- 
mand for  combinations  at  the  present  time  that 
manufacturers  are  prepared  for  immediate  orders  on 
Summer  lines  and  any  buyer  can  get  them  in  Can- 
ada at  once.  It  is  .stated  at  the  mills  that  only  by 
extra  attention  to  this  end  of  manufacturing  has  it 
been  at  all  possible  to  cope  with  the  demand.  In 
some  instances  buyers  have  been  unable  to  secure 
quantities,  as  smaller  deliveries  also  had  to  be  met. 
but  at  present  all  orders  will  be  shipped  at  once. 


New  Numbers  of  Eyelet  Vests. 

One  of  the  most  pronounced  changes  in  the 
Spring  lines  will  be  noted  in  added  samples  of  new 
numbers  of  "eyelet"  vests.  These  should  prove 
particularly  pleading  and  follow  upon  a  growing 
demand  for  these  qualities.  E.><pecially  suitable,  all 
silk  lines  are  plain  or  beautifully  trinmied  with  in- 
sertions, edgings  and  ribbons. 


Novelty   plain   rib  golf  coats,  with  fancy  stitch  trim- 
mings and   plain     or    triplex    collar.      Shown    for 
auto   wear  by  Penmans,   Limited,    Pans. 

Some  discussion  and  opinions  were  elicited  about 
the  growing  demand  for  narrow  straps  following- 
patented  cut  lines.  It  seems  that  in  cities,  buyers 
take  more  strap  and  narrower  strap  shoulder  makes 
in  proportion  than  buyers  in  smaller  centres  do. 
This  is  .so  marked  that  in  preparing  samples,  manu- 
facturers are  considering  l)oth  conditions  and  have 
decided  to  comprise  both  ideas  in  samples  at  each 
price  and  leave  buyers  to  suit  themselves. 

Children's  underwear  samples  will  be  about  the 
same  as  other  years.  A  full  range  is  being  prepared 
of  rubens  and  slip  waists  in  unshrinkable  wools  and 
different    qualities.     Black    underwear    in    popular- 
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priced  lines  is  becoming  more  in  demand  for  child- 
ren's wear.  Manufacturers  fully  realize  this  and  havo 
made  preparations  to  meet  a  recognized  tendency. 

Through  improvements  in  manufacturing,  sec- 
onds are  getting  down  to  a  pretty  fine  basis.  It  is 
not  so  many  years  ago  that  a  mill  producing  10  per 
cent,  seconds  was  within  the  limit.  At  the  present 
time,  mills  only  show  2  per  cent,  to  3  per  cent,  at  the 
outside,  of  imperfect  garments.  This,  of  course,  is 
being  felt  in  retailing  and  manufacturers  point  out 
that  placing  orders  must  be  based  on  this  decrease. 
Another  feature  is  evident  in  maintaining  values 
and  less  imperfections  and  losses  from  this  source 


Coronation   sweater   coat   shown   in    contrasting   colors 

— king's   blue  and   crimson,  with   white— fancy  stitch, 

and   any    style   collar.     Made    by  Penmans, 

Limited,   Paris. 

help  manufacturers  a  great  deal  in  offering  their 
regular  lines  at  popular  prices.  This  benefit  should 
more  than  offset  occasional  offerings  of  imperfect 
lines  by  retailers. 

Boxing  Everything. 

Most  manufacturers  are  now  boxing  everything 
and  for  next  Spring  all  lines  will  be  suitably  boxed 
in  1-6,  1/4  or  i/o  dozens,  according  to  size.  Special 
orders  on  better  lines  will  be  shipped  even  1-12  doz 
boxed. 

Departments  in  retail  stores  benefit  to  no  small 
extent  l)y  this  decision  and  in  appearance  of  under- 
wear sections  an  improvement  follows  in  stores 
throughout  the  country  when  stock  lines  are  changed 
with  the  season. 

It  is  certain  that  buyers  of  ladies'  underwear  will 
be  agreeably  surprised  when  samples  for  Spring, 
1912,  are  placed  before  them  for  selection. 


Marking  Fall  Underwear 

Merchants  Who  Advanced  Higher  Priced  Lines 
Last  Yerr  Will  Find  it  Easier  This  Year  to 
Mark   New  Shipments   and  Obtain  Better    Profits. 

In  marking  Fall  underwear  last  season  mer- 
chants were  face  to  face  with  a  problem  in  which 
profitsS  were  considerably  lessened,  unless  some  pro- 
vision was  made  in  marking  different  lines  to  over- 
come the  increase  in  price  of  up  to  50c  dozen  on 
ladies'  underwear  and  closer  prices  owing  to  mer- 
chandising. 

It  is  almost  established  that  certain  well-known 
lines  or  qualities  sell  at  popular  prices,  25c,  50c,  75c 
and  $1  each,  and  although  some  merchants  were 
willing  to  pay  $2.50,  $4.75,  $6.50  and  $9.50  and 
maintain  values,  it  certainly  did  not  boost  profits, 
and  enable  odd  price  merchandising  ^\dth  success. 

If  merchants  are  entitled  to  similar  percentages 
received  other  years,  it  is  a  case  for  consideration  in 
what  way  is  it  possible  to  obtain  returns  to  compare 
favorably  with  former  years'  showings?  Different 
arguments  have  been  heard,  and  various  methods 
were  adopted  last  year.  It  seems  that  merchants 
should  receive  similar  profit  percentages  to  other 
years  because  even  then  they  are  small  enough  on 
underwear. 

If  manufacturers  have  to  receive  extra  prices  and 
in  a  measure  maintain  showings  of  former  years 
and  increased  costs  of  production  make  their  increase 
necessary,  it  follows  that  merchants  have  an  excuse 
to  make  up  in  some  way  for  the  differences  e\'ident 
in  underwear  profits  through  merchandising  and 
higher  costs.  Some  provision  should  be  made  to 
meet  the  result  of  lessened  profits. 

Merchants  throughout  the  cotmtry  were  at  vari- 
ance on  this  question  in  different  sections.  Some 
made  consumers  pay  the  difference,  while  others 
placidly  offered  exactly  similar  lines  to  other  years 
and  at  the  same  prices  and  took  no  consideration  of 
clean-up  prices. 

Increased  Cost  of  Doing  Business. 

When  it  is  considered  that  with  increased  costs 
of  doing  business  found  in  manufacturing,  a  similar 
increase  has  been  found  in  retailing,  and  if  mer- 
chants do  not  make  each  department  maintain  its 
own  profit  percentages,  how  can  they  expect  to  over- 
come this  increase  in  cost  unless  they  mark  their 
goods  higher  or  buy  a  grade  less  in  quality?  This, 
too,  must  be  done  without  regard  for  what  opposi- 
tion stores  decide  to  do. 

It  is  really  a  question  which  must  be  considered 
from  all  standpoints  and  met  on  a  broad  business 
l)asis.  It  is  also  a  question  of  how  much  profit  a 
store  is  satisfied  with  on  \mderwear  lines  and  whe- 
ther 20  per  cent,  to  33  1-3  per  cent,  profit  is  con- 
sidered enough  to  meet  the  diflferences  mentioned. 

Arguments  to  show  that  more  underwear  would 
be  sold  if  old  prices  were  adhered  to  will  be  forth- 
coming, and  that  extra  turnover  would  more  than 
offset  dilVeronces  in  profit. 

That  underwear  is  staple  and  merchants  would 
have  to  lie  satisfied  with  staple  profits  is  another 
argument.  Further,  customers  know  the  lines,  and 
it  would  be  folly  to  increase  prices  on  any  qualities 
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TRADE   MARK. 


TRADe   MARK 


ASK     FOR 


BURNLEY'S  WOOLS. 


REGISTERED. 


REGISTERED 


Scotch 

Fingerings, 

Vanguard, 

I5's,  12's 

Fine. 

Hosiery 

Yarns, 

&c.,  &c. 


Soft 

Knittings, 

B.     Imperial, 

Soft  Spun 

Vanguard 

Fine. 

0\  and  00 

Worsteds, 

&c..  &c. 


ESTABLISHED   1752 

THOMAS    BURNLEY    &    SONS,    LIMITED 

MANUFACTURERS  OF  SCOTCH  FINGERING  &  KNITTING  WOOLS. 

GOMERSAL  MILLS,  nr.  LEEDS,  ENGLAND. 

AGENT:— DAVID  M.  CHORLTON  :  149   NOTRE  DAME  STREET  WEST,  MONTREAL 


All  Wool 
Hand  and  Machine  Knitted 

GOLF  COATS 


LATEST 
STYLES, 
COLOURS, 
FINISH. 


PERFECT  FIT, 
LADIES'  and 
GIRLS' 
SIZES. 


LOWEST  MANUFACTURERS'  PRICES 

All  Orders  will  be  executed  through 
your  London  Houses. 

A.  T.  SINGER  (^  CO. 

77   FORE   STREET 

LONDON,  E.G.,   -    ENGLAND 


Please  mention  The  Review  ti>  Advertisers  and  Their  Travelers. 
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wliich  would  be  offered  at  old  prices  in  oppo.^itioii 
eslablLsliiiient.s.  Another  point  brought  forward  '..■; 
that  underwear  shows  no  loss  on  clean-up  lines  at 
end  of  sea.son  prices,  and  merchants  can  afford  to 
be  contented  with  a  fair  percentage.  Returns  are, 
however,  soinetiiiies  heavy  on  non-guaranteed  lines, 
and  this  loss  ha.s  to  be  met. 

There  is  one  tendency  that  wholesalers  will  ad- 
mit is  more  and  more  evident.  In  lines  bought  for 
popular-priced  selling  merchants  to-day  are  not  will- 
ing to  pay  the  outsicle  prices,  and  on  all  25c  and  50c 
sellers  it  is  found  it  is  impo.'^sible  to  pay  more  than 


Juvenile  Buster    coat,   with    contrasting    colored    collar, 

cuffs  and  belt.     In  sizes   up  to   32.     A  leader.    Shown 

by    Penmans,    Limiied,   Paris. 


$2  or  $4  so  a.s  to  meet  increased  costs  of  merchan- 
dising. It  would  seem  that  underwear  departments 
must  come  under  the  .same  hoadiiig  in  this  respect 
to  a  certain  extent. 

This  is  a  point  in  favor  of  liii;lior  prices  on  simi- 
lar qualities  or  reducing  the  grade,  if  underwear  pro- 
fits are  to  be  maintained.  Incrca.sod  costs  of  mer- 
chandising also  make  it  necessary  that  if  underwear 
show  usual  profits,  and  if  qualities  will  not  stand  or 
bring  the  price,  why,  there  seems  to  be  only  one 
option.  Merchants  will  have  to  substitute  the  best 
value  possible  at  popular  prices. 

•  Advertising,  But  Not  Good  Business. 

There  is  a  certain  amount  of  satisfaction  and  an 
op})ortunity  to  demonstrate  to  customers  that  un- 
derwear departments  maintain  values  and  that  fair 
profits  and  serving  the  community  are  "drawing 
cards."  These  do  not  overcome  the  cost  of  doin.Li 
bu.siness.  To  .show  a  window  of  underwear  tlial 
costsS  $2.40  or  $2.50  dozen  at  a  25c  ]n-ice  may  bo  ad- 
vertising, but  il   is  nut   ij,(1(h1  Imsinrss,  ;uul  iiicrcli;nits 


5*„  ^ 

"CEETEE" 

%       Underwear       >5^^ 


The  Hall  Mark  of  Quality 

The  eager  bearing  ol  the  salesman  ;  the 
note  of  enthusiastn  in  the  voice  ;  the  smile 
which  anticipates  the  placing  of  an  order— these 
are  not  carefully  rehearsed  "tricks  of  the 
trade"  when  your  clerk  is  selling 

"CEETEE" 
UNDERWEAR 

His  satisfaction  is  genuine  ;  he  knows  there 
is  something  behind  his  talk.  Former  ex- 
perience tells  him  he  is  not  merely  making  a 
sale  but  adding  a  permanent  customer  to  his 
list.  Investigate  further  and  add  this  selling 
force  to  your  stock. 

The  G.  Turnbull  Go.  of  Gait,  Ltd. 

GALT,  -  -  ONTARIO 


THE  HALL-MARK  OF 


ReBisK-red  Xo.  262.005 


Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in    the   TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE   FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unstirinkabli 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 


To  be   had  from    any   of   the     Leading 
Wholesale  Dry  Goods  Houses 
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who  offered  qualitj^  lineKS  equal  to  previous  years  will 
find  it  harder  to  educate  their  customers  this  com- 
ing Fall  sea.son. 

Similar  conditions  are  in  sight  for  next  Fall,  and 
merchants  have  last  year's  experiences  to  guide  in 
deciding  what  profits  to  expect  and  what  advance 
will  be  correct. 

People  Demanding  Better  Goods. 

There  is  one  phase  of  this  question  which  is 
benefiting  merchants  at  this  time.  People  are  de- 
manding l)etter  goods.  Underwear  departments  are 
specially  affected,  and  this  condition  could  not  come 
at  a  more  opportune  time.  If  cu.stomers  desire  bel- 
ter qualities  it  would  follow  that  on  higher-priced 
lines  a  greater  percentage  of  profit  could  be  secure:! 
and  merchants  be  justified  in  increasing  prices  along 
odd  quotations  or  direct  25c  a  garment  increa.se  or 
advancing  on  larger  ,^izes. 

On  Ijcttcr  numbers  the  increase  rather  f'avor> 
25c  on  each  garment  at  the  commencement  of  th(/ 
season,  and  odd  prices,  as  slow  numbers  are  mer- 
chandised, which  may  develop  with  the  season. 

While  there  may  l)e  some  adverse  criticisms,  cus- 
tomers generally  will  be  convinced  of  the  necessity 
of  slightly  higher  prices.  In  fact,  many  merchants 
state  that  last  season  comparatively  few  complaints 
were  heard,  where  this  method  was  adopted. 

On  cheaper  lines,  too,  it  will  be  found  possible 
to  average  popular-priced  grades  at  25c  and  5()c  in 
such  a  seasonable  way  that  even  if  a  $2.40  or  $4.75 
number  is  included,  samples  in  stock  are  not  shown 
so  earlj'  in  the  season  and  salespeople  are  instructed 
to  show  the  cheaper-costing  grades  first.  Customers 
demanding  certain  qualities  can  then  be  ofl'ered  the.-^e 
higher  values. 

Thei'e  are  also  a,  number  of  lines  which  will  per- 
mit of  slightly  higher  prices  at  the  beginning  of  the 
season,  when  it  will  be  found  that  customers  who 
buy  their  underwear  early  are  not  likely  to 
object  or  question  the  values.  In  this  manner  it  will 
be  found  that  at  the  close  of  the  Winter  months 
heads  of  departments  can  adopt  a  25  per  cent,  profit 
basis  as  a  clean-up.  Nearest  odd  prices  are  some- 
times effective,  and  merchandising  at  the  season's 
end  generally  is  found  successful  if  such  melhods  are 
followed. 

Ultimately,  demand  for  better  grades  and  higher- 
priced  lines  will  work  out  this  problem  automatical- 
ly. However,  in  the  meantime  merchants  .should 
endeavor  to  obtain  as  high  a  percentage  of  profit  as 
possible,  instead  of  a  staple  20  to  33  per  cent,  on 
turnover.  A  good  excuse  is  offered  for  higher  prices 
in  increased  co.st,  merchandising  losses  and  higher 
costs  of  doing  busine.ss. 


S.  H.  C.  Miner,  a  director  in  the  firm  of  Bropliy, 
Parsons  &  Rodden,  Limited,  wholesale  dry  goods 
dealers,  Montreal,  died  June  8,  at  his  home  in 
Granby,  Que.,  after  a  brief  illness.  At  a  meeting  of 
the  directors  of  the  firm  held  June  10,  a  resolution 
was  pas-sed  expressing  regret  in  his  death  and  testify- 
ing to  his  sterling  qualities  and  business  ability.  Mr. 
Miner  was  one  of  Granby's  most  prominent  and  res- 
pected citizens,  and  on  account  of  his  death,  gala 
coronation  displays  have  been  cancelled. 


Get  Copy  in 
Early 

For  July  1st  Issue 

This  is  our  Special 
Fall  Merchandising 
Number  which  will 
go  to  the  Retailers 
the  first  week  in  July. 

This  number  will  be 
full  of  Real  Practical 
Ideas  for  Retailers. 

Early  Forms  close 
June  24. 

Last   day   for    copy 
June  28 


Preparing  Stocks  for  Fall 

Making  Half -day,  Hour  and  Saturday  Events 
Overcome  Necessity  for  July  Clearance  Sales  — 
Feature    Summer    Goods    With    Strong    Leaders 

DIRECTLY  after  Dominion    Day     the  decor- 
ators' window  routine  does  not  settle  to  fast 
rules  for  the  month  of  July  and  his  time  is 
taken  up  by  incessant  shows  to  prolong  the 
season  and  maintain  sales. 

There  is  always  a  tourist  element  to  cater  to  and 
during  this  month  a  great  number  of  trimmers, 
especially  in  proximity  to  Summer  resorts,  have  dis- 
plays of  blankets,  comforters  and  kindred  lines  which 
can  be  bought  in  Canada  cheaper  than  in  the  States. 
When  this  demand  is  given  all  the  attention  advis- 
able, it  is  found  that  a  great  many  departments  come 
under  this  opportunity  for  display. 

There  is  another  good  opening  for  a  striking 
window  in  showing  pennants,  flags  and  boating 
requisites.  This  is  a  growing  department  and  dis- 
plays will  be  meeting  a  class  of  customers  who  have 
their  own  island  homes  or  resorts,  motor  boats  and 
automobiles. 


Some  merchants  feature  club  colors  in  pennants 
and  streamers  for  athletic  clubs  with  great  success. 
Picnics,  excursions  and  conventions  offer  an  oppor- 
tunity that,  outside  the  usual  routine  of  clearing 
stock,  in  a  great  many  ca.ses  are  hardly  given  the 
attention  required. 

There  are  numerous  advantages  which  the  win- 
dow trimmers  can  make  use  of  in  order  to  avoid  the 
usual  routine  of  other  years. 

Nearly  every  merchant  demands  a  showing  of 
golfers  during  July.  This  is  anticipating  the  Fall 
demand,  and  this  season  a  very  striking  grouping 
should  be  possible.  Several  trimmers  combine  motor 
scarfs,  pins  and  novelty  sweater  coats  with  bright- 
colored  background  settings.  This  year's  outing 
coats  lend  an  amount  of  color  to  the  di-splay  and  in 
a  pleasing  setting  a  business-bringing  showing  should 
result. 

Less  Need  of  Clearance  Sales. 

Since  the  half-holiday  sales  have  become  so  pop- 
ular, there  has  been  less  necessity  for  July  clearance 
sales    and     window    trimmers    have    this    business 


Style    oriRiii    display   of   helmet   hats   by   M.    Rich  &    Bros.    Co..   Atlanta,   Ga  .    throuKh    co-operation    with    the    oritinal    designers. 
Kurzman,   New   York      This  firm   provided   the   armor  and    mediaeval  settins   sugricestion   as  a  method  of  publicity. 

See  article,  page  13 
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tendency  to  take  into  consideration  in  laying  out 
their  window  space. 

It  is  true,  however,  if  more  attention  is  given  to 
summery  lines  on  account  of  the  many  new  depart- 
ments added  in  the  last  few  years  the  necessity  of 
extra  window  displays  has  not  diminished  from  ac- 
tual clearing  reasons  and  a  great  deal  depends  on 
what  departments  are  heavy  and  what  lines  it  is  de- 
cided to  discard. 

All  these  conditions,  of  course,  make  it  impera- 
tive that  all  window  display  possible  must  be  had 
and  sometimes  for  a  stretch  of  ten  days  two  windows 
a  day  are  not  too  many  on  clean-up  lines  or  broken 
assortments,  which  must  be  cleared  and  windows 
with  a  price  is  the  quickest  way  to  do  it. 


Disadvantages  of  Carried-over  Stock. 

In  the  smallwares  stock  and  the  wash  goods  de- 
partment, it  is  necessary  to  merchandise  the  lines  so 
that  as  little  reserve  a.s  possible  will  have  to  be  carried 
into  another  season.  It  may  not  be  necessary  to 
sacrifice  a  number  of  qualities  or  patterns ;  however, 
the  finer  the  stock  can  be  reduced  the  fresher  the 
department  looks  another  season.  There  is  another 
phase  in  regard  to  cleaning-up  lines  and  when  any- 
thing is  carried  over  the  tendency  is  to  neglect  it 
another  season  in  favor  of  newer  lines.  It  then  has 
to  be  jobbed  at  perhaps  a  greater  sacrifice.  Every- 
thing but  what  is  staple  generally  has  to  go  and 
window  displays  consist  of  these  lines  in  July. 


Clearing  Unseasonable  Lines. 

There  is  no  doubt  but  that  a  record  month's 
business  can  be  done  and  different  departments 
where  stock  warrants  it  can  pick  up  many  lines  at 
price  reductions  from  the  wholesaler,  who  is  not 
anxious  to  carry  them  into  another  season.  These 
lines  also  help  to  clean  up  broken  lots  from  Spring 
and  Summer  selling  and  every  effort  should  be  made 
in  July  to  clear  all  departments  of  goods  that  promise 
to  be  unseasonable  for  Fall. 

Although  it  is  not  always  possible,  and  some  lines 
have  to  be  carried  into  August,  if  departments  are 
ready  to  start  the  Fall  campaign  early  in  August, 
then  all  odds  and  ends  and  clearance  merchandise 
at  prices  must  be  shown  in  the  window  and  a  lever 
used  to  clean  up  every  section  in  the  store. 

Use  Right  Lines  as  a  Lever. 

If  two-hour  sales  are  held  each  day,  morning  and 
afternoon,  or  if  the  plan  is  to  dress  the  entire  front 
for  Wednesday's  half-holiday's  sales  and  Saturday, 
window  trimmers  will  be  called  upon  to  show  clean- 
up lines  and  special  values  from  the  main  stock  com- 
prising hosiery,  neckwear,  gloves,  muslins,  ging- 
hams, towels,  towellings,  silks  and  culls  in  dress 
goods,  curtains,  carpet  samples,  cushions,  sateens, 
ready-to-wear,  millinery  and  all  at  values  which  ad- 
mittedly will  bring  business  and  keep  up  sales. 

There  is  also  another  advantage  of  these  displays 
in  that  they  help  to  clean  up  other  sections  at  the 
same  time. 

Each  day  these  goods  go  on  sale  they  must  be 
taken  out  and  the  line  prepared  for  the  following 
morning  placed  on  view.  In  July,  the  windows  are 
called  upon  to  demonstrate  their  drawing  and  selling 
ability  and  quick,  snappy  or  stocky  trims  of  the  lines 
to  be  displayed  are  made  by  trimmers  and  the  attrac- 
tion of  the  windows  with  unusual  values  generally 
quoted  at  odd  prices  will  generally  make  July  show 
an  increase,  as  far  as  sales  are  concerned. 

Window  men  will  not  be  called  upon  or  expected 
to  make  elaborate  trims,  but  to  show  the  lines  to  the 
best  of  their  ability.  Changes  as  often  as  the  ad.- 
man  demands  is  more  to  be  desired  than  showy 
arrangements,  although  in  combining  some  of  the 
clearing  numbers  from  different  departments  just  as 
effective  displays  as  usual  can  be  made. 


Clearing  Ready-to-wear. 

According  to  this  plan  in  the  ready-to-wear  de- 
partment, the  last  call  will  be  made  on  suits  and 
skirts  and  the  balance  sold,  if  po.ssible.  Muslin, 
foulard  and  marquisette  dresses,  linen  coats,  wash 
suits  and  skirts  are  quoted  at  reduced  prices  and  dis- 
played before  circus  day  or  12th  July.  Blouses  are 
also  quoted  at  clearing  figures  and  the  odd  numbers 
included  at  lower  prices.  A  series  of  prices,  48c,  69c, 
89c  and  $1.29  will  usually  leave  this  department  so 
that  an  occasional  inquiry  during  the  next  couple  of 
months  will  not  be  disappointing. 


"New    Way"   Crystal    Wardrcbes 

will  make  your  Readv-lo-Wear  Department  a  beautiful  and 
charming  salon  for  the  exhibition  and  sale  of  merchandise, 
not  a  st'Cl^  room  or  storage  room. 

The  disappe»ring  doors  open  and  the  fixture  moves  forward 
— the  revolving  rack  turns  round  and  round  the  c  'ntiououi 
display  will  satisfy  the  most  persistent  shopper. 
Exhibit  all  your  merchandise,  eliminate  dead  stock  and  profit- 
sapping  sacrifice  sales.  Pisplay  before  the  customer  fifty 
garments  to  select  from.  There's  always  more  reserved  on 
the  back  rod. 

You  may  remember  that  both  Jordan  Marsh  Co.  and  Wana- 
m.ker.  among  hundreds  of  other  progrosive  'ne'"Ch  nts.  have 
also  eqii  ped  their  men's  department  with  "New  Way" 
Crystal  WarJrobes. 

"New  Wav"  Crys'al  Wardrobes  are  made  for  Men'?^,  Women's 
and  Children's  Cloaks  and  Suits  ;  also  Men's  Hats.  Let  our 
store  equipment  depirtment  design  your  store. 

Lendingr  merchants  whose  big  successes  are'due  to  (he 
fact  th  t  they  easily  fee  the  trt  nd  of  everts  ARE 
ORDERING  NOW.    Write  for  CalaloR  D.12. 

Grand  Rapids  Show  Case  Company 


597  N.  Ottawa  St. 


Grand  Rapids,  Mich. 


Branch  Factories  :     Lvitke   Manufacturing  Company,  Portland  Oreg. 
Architect ural  Woodworking  Co  ,  Grand  Kapids  M'ch. 
Ot!i<'es  and  Sihowmonis  under  our  own  management:  724  Broadway,  New 
York  City;  51  Bedford  Street.  Boston;  1329-1331  Wash.  Ave.,  St.  Louis; 
310  -  318  W.  Jackson  Hlvd..  Ohicago. 

The   Largest  Manufacturers   of  Store  Fixtures  in  the  World 
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In  regard  to  dresses,  sonic  im'i'clianl-  ]ilaii  to 
have  a  dozen  or  a  half-dozen  of  tlie  finer  lines  for 
evening  weai',  parties  and  eoiu-erts,  in  the  Fall,  and 
do  not  insist  on  a,  (■(unpU'lc  reduction  of  stock  on 
hand. 

In  the  nnderwear  section  a  final  clean-up  of  odd 
lines  at  about  19c  will  likely  be  found  necessary  at 
this  time.  In  view  of  the  new  .samples  for  Hpring, 
1912,  some  lines  will  have  to  be  dropped  altogether, 
as  new  numbers  will  be  preferred  to  take  their  places 
in  next  sea.son's  showing. 


This  will  iiece.-v-itale  ]ilcnty  of  window  work  and 
just  as  many  changes  at  clearing  prices  a.s  can  be 
given.  Some  merchandise  men  .set  a  price  and  each 
week  reduce  the  l)alance  until  the  entire  lot  is  sold 

out. 

Fancy  parasols  are  divided  into  aliout  three  lots 
and  the  balance  in  stock  reduced  to  clearing  prices. 
In  doing  this,  the  window  trimmed  can  have  either  a 
])ara.sol  window  oi'  combine  light-colored  sun.<hades 
with    wash  goods. 


JUNE    BRmE    SHOE    WINDOW.     BY    A.    A.    DAOUST.    FOR    GEO.    G.    GALES    &    CO..    MONTREAL 

The    large   pillar  was   made    of  half-inch   lumber    and    covered    with   white    felt.      The   large    bells    wer«  made   of    white   crinkled 

paper,    and   the    foliage    used,    rambling   roses.     The   frame   containing    the   bride    and    groom  picture   was  made   of   half-inch 

lumber,    covered    with   white  felt.    The   two   hearts   inl  one  were   also    made    of    halt-inch     lumber,     padded     and 

covered  with    red   felt.    White  puffed   Japanese   silk    was  used   at   the   bottom.      The    large    heart    shoe 

stand    was   made  of  wood,   gilded. 


A  window  of  whitewear  will  complete  the  selling 
on  the  better  lines  and  this  department  should  clean 
up  automatically  with  the  helii  of  the  window  leaders 
already  mentioned. 

During  July,  the  last  of  the  millinery  stock  is 
displayed  at  piiccs  that  mean  the  head  milliner  will 
have  a  free  baud  as  far  as  Fall  buying  is  concerned. 
Entire  left-over.s — trimmed  hats,  .sha[)es,  l)uckles. 
straws,  Howers  and  trimmings  are  divided  into  prices 
and  left  ti»  tiic  windows  to  effect  a  clearance. 

EveryliiiiiLi  from  the  ready-to-weai-  and  millinery 
sections  llial  is  (|ucstionable  in  any  way  is  cleared 
out  in  July  and  the  departments  reducetl  (o  the  low- 
est po.'^sible  point    for  ,semi-ainuial  stock-taking. 


In  the  Home  Furnishing  Department. 

As  the  carpet  and  house-furnishings  .section  is 
more  or  le.-JS  quiet  during  this  month  and  e.xeept  for 
a  few  leaders  possible  from  making  sample  rugs  and 
mitre  squares,  business  is  not  very  brisk.  Sometimes 
those  cheaper  lines  of  hemp  or  t-apestry  carpets, 
linoleums,  lace  curtains,  shades  and  summery  hang- 
ings, prove  attractive  enough  to  arouse  interest. 

There  is  a  growing  opportunity  to  prolong  the 
season  by  showing  verandah  furnitiu'e.  sci'eens.  Sum- 
mer rugs,  hannnocks  and  mattings,  and.  at  slightly 
reduced  i)rices.  ii  i-  fmind  possilile  to  create  a  de- 
maud.  Windows  of  lliis  kind  are  arranged.  ,>^howing 
chea]>er  grades  of  tapestry  rugs  at  reduced  price.s  in 
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the  background.  A  display  of  bedding  supplies,  pil- 
lows, mattresses,  springs  and  metal  beds,  is  timely  in 
catering  to  camping  supplies  for  boy  scouts,  Y.M.C.A. 
boys  and  campers,  who  spend  their  holidays  at  some 
resort.  Canoe,  launch  and  settee  carpets  can  again 
be  made  an  excuse  for  clearing  all  short  lengths  in 
this  department  after  a  busy  season's  selling. 


bid  for  all  the  possible  business  and  eliminate  all 
lines  which  are  not  required  another  season. 

Window  trimmers,  therefore,  are  justified  in  en- 
thusing and  conveying  this  spirit  to  the  rest  of  the 
staff  in  the  store.  If,  occassionally,  materials  have 
to  be  reduced  to  below  cost  in  the  stress  of  merchan- 
dizing, the  customer  who  gets  a  bargain  is  no  doubt 


Two  views  showing  dress 
goods  and  ready-to-wear 
windows  for  Spring  millinery 
opening  of  Merchants,  Limit- 
ed, Brandon,  Man.,  Arthur 
Rowley,  trimmer,  in  charge. 


These  windows  have  semi- 
permanent backgrounds  to 
overcome  the  shadow  caused  by 
the  store  being  on  the  North 
side  of  the  street.  Frame  panels 
are  covered  with  white  felt  and 
the  intersections  hidden  with 
2 -inch  gold  picture  moulding. 
This  method  proved  quite  suc- 
cessful and  adds  extra  brilliancy 
to  the  display  when  the  lights 
are  on  at  night. 


Endeavor  to  Create  Enthusiasm. 

A  great  many  of  the  salespeople  will  be  on  holi- 
days and  the  dressmaking  and  millinery  staff  will  be 
away  during  the  latter  part  of  July.  The  aim  of  the 
window  trims  is  to  place  the  values  before  customers 
in  the  most  impressive  way.  With  profits  reduced  on 
a  great  many  lines  in  an  effort  to  clean  up  the  stock, 
and  admitting  that  first  profits  are  always  most  satis- 
factory, decorators  can  be  excused  if  enthusia.sm  is 
shown  as  well  as  the  best  values.  July  windows  are 
an  effort  to  show  a  record  over  a  year  ago,  make  a 


one  of  the  regular  clientele  and  is  thereby  made  an 
advertiser  for  the  firm. 

Exercise  Care  in  Reductions. 

Value  given  may  not  be  in  accordance  with  a 
stipulated  percentage,  or  in  some  cases  be  less  than 
the  cost  of  doing  business.  However,  some  satis- 
faction is  assured,  when  sufficient  increase  was  allow- 
ed in  first  quotations. 
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In  face  of  the  rising  prices  on  a  great  many  lines, 
there  possibly  will  not  need  to  be  as  many  reduc- 
tions or  cause  for  clearing  as  in  other  years.  Style 
will  be  about  the  only  factor  to  consider  in  marking 
lines  likely  to  be  unseasonable  for  Fall  or  unsuited 
to  next  year's  stock. 

It  is  imperative  that  all  short  lengths,  remnants, 
in  fact  every  department  must  fall  into  line  in  being 
ready  for  tlie  beginning  of  the  Fall  selling. 

Window  trimmers  will  show  the  lines  according 
to  individual  decisions  by  the  heads  of  departments, 
but  with  the  force  of  the  window  attraction  and  gen- 
eral trade  conditions,  decorators  can  make  it  plain 
that  for  the  early  part  of  the  Summer  season,  price 


wools,  as  well  as  linen  for  embroidering  when  asso- 
ciated with  flo.sses,  hoops  and  accessories,  usually 
found  in  an  up-to-date  fancy  goods  department. 
Silkolines,  denim.s,  art  cretonnes  and  club-colored 
felts  for  making  pennants  are  al.so  introduced  in  this 
grouping. 

To  finish  out  the  .^eason,  the  main  object  is  to 
make  all  the  departments  as  poj)ular  and  inviting 
as  can  be  done.  Airy  trims  of  Summer  wearables 
and  hot  weather  hou.se-furnishings  are  combined  in 
a  suggestive  manner.  The  window  dre&sing  depart- 
ment can  make  a  strong  appeal  and  lasting  remem- 
l)rauce  of  values  in  which  the  customer  will  admit 
the  liberality  of  aggre&sive  merchandising. 


Simple   and    rich   setting  for  preliminary  Fall  millinery  opening,    when    seasonable     Howers    could 
be  used.     Arranged  for  the   Hudson's   Bay   Co.,  Winnipeg. 


reductions  need  not  be  loo  sweeping.  It  will,  again, 
be  possible  to  show  the  value  of  the  windows  as  a 
merchandising  lever  and  their  place  in  maintaining 
profits. 

Some  Special  Trims. 

There  are  very  few  occasions  in  July  to  give  the 
window  man  an  excuse  for  a  special  trim.  July  r2th 
is  generally  devoted  by  ribbon  streamers,  or  ribbon 
bedecked  canes  in  the  windows.  Sometimes  pahu 
leaf  fans,  bound  with  ribbons  and  tied  with  bows,  are 
used  for  outlining  the  background  of  a  window  in 
connection  with  many  of  the  displays  suggested. 

This  background  is  quite  suitable  also  for  a  show- 
ing of  fancy  goods  novelties,  including  cushion 
top.s,  fancy  buck  towelling  for  guest  towels,  stamped 
mats  of  burlap  for  hooked  rugs,  Shetland  lloss  and 


If,  by  this  means,  goods  thai  people  will  require 
for  August  and  September  are  all  decided  bargains 
and  the  windows  and  price  tickets  have  shown  the 
store  foremost  in  the  ability  to  secure,  or  willingness 
to  off'er,  these  .snaps  in  order  to  entluise  business, 
customers  will  respond  readily.  They  will  also  be- 
come interested  in  new  goods  arriving. 

Men  in  charge  of  the  publicity  end  can  t^ike  a 
well-earned  holiday  after  July  31st,-  with  every  assur- 
ance that  their  dejiartinont  is  a  factor  in  merchandis- 
ing and  leading  in  display  and  originality. 

Two  weeks,  resting  quietly  or  visiting  in  larger 
centres,  will  be  well  spent  and  trimmers  are  enabled 
to  return  to  their  duties  refreshed  and  ready  for  the 
Fall  campaign.  It  is  wonderful,  too.  how  much 
better  the  stock  and  store  appears  and  greater  plea.s- 
ure  is  experienced  in  arranging  for  the  Fall  pro- 
iiramnie. 


Style   Origins  Suggestive    to   Trimmers 

How  the  Helmet  Hat  was  Effectively  Featured  —  Derivation  of  an  Idea 
was  Immediately  Revealed  in  Displays  ^A^hich  Group  This  Latest  Millinery 
Creation   with   Pieces   of  Armour  —  Coronation    Windows   and    Promenades 

See  Illustration,  page  8 


IN  anticipating  a  season's  business  or  on  becom- 
ing informed  of  styles,  in  different  departments, 
likely  to  be  pronounced,  window  trimmers  can 
often   place  the  feature  before  the  public  in 
such  a  way  as  to  make  the  origin  of  the  style  of 
exceptional  interest. 

It  will  be  admitted  by  trimmers  that  if  one  of 
these  innovations  is  met  with  each  season  and  suc- 
cessfully handled,  that  the  window  trimming  de- 
partment has  worked  a  good  purpose. 

This  season  there  have  been  three  opportunities, 
and   although   some  trimmers  would   think  it  im- 


of  the  drawing  publicity  of  the  Coronation,  have 
prepared  at  great  expense  an  actual  reproduction  of 
the  scene  in  Westminster  Abbey.  Robes,  crowns, 
chairs,  every  detail  of  the  ceremony  is  pictured  as 
nearly  lifelike  as  possible  for  the  benefit  of  the  pub- 
lic. 

When  in  New  York,  window  trimmers  who  are 
always  looking  for  some  publicity  scheme  or  setting, 
immediately  saw  the  possibilities  of  holding  a  Coron- 
ation scene  in  their  own  store  windows  or  depart- 
ments. Arrangements,  whereby  similar  Coronation 
displays  were  made  available,  have  been  carried  out 


Millinery  window  from  the   V^est.     Spring   opening   display   and   background    for  Agnew  Bros.,   Prince  Albeit,  Sask. 
Several  original  effects  are   combined   in   this  small  window  setting. 


possible  to  feature  the  different  displays  on  account 
of  expense,  there  is  no  reason  why,  with  a  little 
effort,  they  should  not  be  carried  out  according  to 
the  opportunity  offered. 


Coronation  Robes  as  an  Attraction. 

A  Coronation  window  is  necessarily  a  very 
elaborate  scheme  and  although  trimmers  are  plan- 
ning their  own  suitable  trims,  a  description  of  an 
actual  Coronation  setting  being  carried  out  by  some 
decorators  is  timely. 

The  New  York  Museum  always  shows  the  "world 
in  wax,"  both  past  and  future  events,  and  in  view 


and  during  the  next  six  months  several  large  stores 
will  attract  people  by  Coronation  reproductions. 

This  should  prove  good  advertising;  and  al- 
though it  has  no  selling  benefit  on  stock  directly,  the 
filling  of  the  store  with  people  is  bound  to  have  a 
good  effect  on  sales. 

Particular  attention  by  merchants  will  follow  in 
case  these  displays  are  made  a  feature  of  the  picture 
shows  and  are  a  leading  attraction  in  different  cities 
or  towns  on  the  circuit. 

To  have  a  Coronation  display  in  the  store  is  then 
one  of  the  possibilities  and  arrangements  made  to 
have  the  setting  placed  in  the  windows  or  more 
effectively  in  the  ready-to-wear  department  might  be 
carried  out. 
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Actual  c().-<t  is  llic'ii  within  tiie  ^fopc  of  any  win- 
dow trimmer's  appropriation  and  by  combining  with 
the  advertising  department  quite  a  creditaltle  event 
could  be  carried  out  in  the  store. 

There  are  many  stores  wlio  will  welcome  this 
opportunity  of  having  a  Coronation  (]isi)lay  in  their 
town  and  will  await  with  interest  the  attraction  in 
case  these  settings  are  made  a  Summer  or  Fall  num- 
ber in  places  of  entertainment. 


Arrange  a  Promenade. 

The  second  scheme,  which  was  carried  out 
through  co-operation,  was  the  promenade  of  fashions, 
and  in  United  States  cities  several  large  stores  fea- 
tured the  idea. 

There  is  no  doubt  but  that  in  Fall  displays  ad- 
vantage will  be  taken  of  the  success  of  this  idea  and 
smaller  trimmers  will  carry  out  promenade  displays 
in  the  ready-to-wear  openings  for  next  season.  While 
it  is  admitted  no  such  showing  is  possible  in  most 
Canadian  stores,  the  openings  could  be  made  more 
attractive  if  models  were  used  on  these  occasions. 

It  woidd  not  be  such  an  intricate  undertaking  Id 
have  a  lattice-covered  bower  built  within  the  depart- 
ment and  covered  with  suitable  Fall  floral  decor- 
ations; grapes,  maple  leaves  or  poinsettias.  Under 
this,  on  the  department  floor,  all  high-class  garments 
could  be  passed  before  customers.  It  should  not  be 
such  a  hard  matter  to  arrange  with  the  manufacturer 
to  show  his  samples  for  one  or  two  days.  In  many 
cases  this  is  already  done  and  except  for  the  setting 
and  models,  the  actual  showing  of  garments  is  given. 
It  rests  with  the  window  decorator  to  arrange  a 
simple  setting  to  snccessfully  carry  out  a  ''promenade 
of  fashions''  in  the  readv-to-wear  de]>art.ment  this 
Fall. 

Mediaeval  Armor  and  Helmet  Hats. 

Several  United  States  Anns  made  window  dis- 
plays to  introduce  the  "helmet  hat"  this  season.  In 
co-operation  with  the  designer  of  these  creations, 
M.  Rich  &  Bros.  Co.,  Atlanta,  Ga.,  L.  Bamberger  A: 
Co.,  Newark,  N.J.,  and  other  large  stores,  rei)roduccMl 
the  setthig  and  held  millinery  openings. 

The  difl'erent  pieces  of  armor,  .sliields,  .spears, 
helmets  and  accessories  were  supplied  by  Kurznian, 
of  New  York,  in  whose  establishment  the  original 
helmet  hats  were  shown. 

As  the  idea  was  .sugge.sted  by  the  arnioi'  plates  of 
the  Spitzer  collection  and  all  fashions  are  more  or 
less  in.s])ired  by  ])revious  periods,  it  became  distinctly 
appropriate  that  window  settings  of  jNIediieval  arnmr 
from  which  the  .style  was  derived,  would  serve  best  to 
make  a  favnral)le  ini]n'e,ssion  and  an  advertisemenl 
vvorth  while. 

In  the  settings  provided,  armor  fashioned  .d'ter 
that  of  lh(>  1  4lh  and  lath  centuries  was  placed  at.  tho 
di.spo.sal  ol'  the  window  trinnners  of  these  establish- 
ments. Designs  of  helmets  worn  in  the  War  of  the 
Roses,  the  conquest  of  the  Si)anish  Moors  and  by  the 
Crusaders,  even  the  ])olice  and  firemen's  helmets  were 
included.  Nearly  all  these  fii'ms  made  very  ell'ective 
trims,  and  by  conq)aris<)n  with  the  exclusive  creation- 
exhibited  as  well  as  models  from  the  work  rooms,  il 
was  easily  .suggested  or  shown  where  the  designers 
received  their  inspiration. 


lv\cei)lional  succe.s-  wa.-  re])orted  from  the  differ- 
ent millinery  departments  holding  the.se  "armorial" 
openings  and  making  the  "helmet  hat"  more  popu- 
lar. Indeed,  these  displays  did  as  much  as  anything 
el.se  to  make  the  helmet  the  hit  of  the  sea.-on  in  .some 
cities  in  the  United  States. 

In  the  illustration  it  will  be  seen  what  a  .striking 
setting  is  poasible  and  that  the  only  accessories  be- 
side the  armor  shown  was  the  dra])e  table  and  ferns 
which  were  used  to  elevate  the  millinery  or  add  a 
touch  of  nature  at  opening  time. 

Shields,  spears,  battle-a.ves.  etc..  could  be  made 
and  even  the  armor  ])repared  by  a  tinsmith.  Another 
alternative  is  to  use  unitVirms  of  lodge.--  and  there  are 
local  firms,  as  well  as  theatrical  concerns  who  have 
the  available  armor  for  rental.  That  all  the  detail 
of  period  is  possible  may  not  follow,  Vjut  by  using 
sufficient  to  show  the  similarity  between  the  armor 
and  millinery  the  result  is  evident. 

The  window  here  .shown,  as  well  as  the  .suggestion 
as  to  Coronation  and  promenade  trims,  eft'ectively 
illustrates  the  fact  that  the  window  trinuners  can 
very  often  derive  an  idea  from  the  origin  of  a  i)ar- 
ticular  style  and  effectively  work  it  up  into  a  decided- 
Iv  distinctive  window. 


Convention  of  Window^  Trimmers. 

The  tenth  annual  c(»nvenlion  of  the  National 
Association  of  Window  Trinnners  of  America  will 
be  held  at  the  Sherman  House.  Chicago,  during  the 
fir.st  week  in  August. 

The  i)rogramme  will  be  the  mo.st  elaborate  ever 
attempted,  and  will  be  made  u])  of  the  best  talent  in 
the  country. 

All  window  trinnners,  whether  members  of  the 
a.s.sociation  or  not,  are  invited  to  attend  the  demon- 
.-Irations  and  classes. 


FALL   BACKGROUND    COMPETITION. 

What  background  shall  we  use  for  our  Fall 
windows?  .This  is  a  question  to  which  decorat- 
ors are  already  giving  some   consideration. 

It  is  generally  admitted  that  to  meet  the 
change  of  seasons  four  new  backgrounds  are 
necessary   each  year. 

The  Review  has  arranged  a  competition  with 
the  object  of  giving  trimmers  an  opportunity  to 
exchange  their  ideas  on  this  matter. 

For  each  of  the  six  best  suggestions  for  semi- 
permanent background,  The  Review  will  pay  a 
cash  prize  of  $2.50.  The  sketch  in  every  case 
must  be  accompanied  by  a  short  description  tell- 
ing how  the  trimmer  would  work  out  the  idea, 
its  practicability,  together  with  information  as 
to  proposed  color  effect. 

As  the  awards  will  be  based  on  population, 
every  trimmer  will  have  an   opportunity. 

All  sketches  must  be  in  by  July  15th  and 
awards  will  be  annoiniced  in  August  1st  Dry 
Goods  Review.  Only  one  sketch  accepted  from 
each  trimmer  entering. 

Send  along  your  suggestions. 


The  Use  of  Cut-out  and  Outlined  Letters 

Feature  of  Show  Card   Writing   Which   Makes   Some   Very   Striking   Effects 
Possible  —  Full   Particulars   as    to   Materials   and   How   to   Prepare   the   Pro- 
per  Colors  —  Two   Different   Methods 

By  J.  C.  Edwards,  wiih  Cressman  Co.,  Peterboro 


THOUGH  at  lirst  the  cut-out  and  outlined 
style  of  lettering  neenis  more  difficult  than 
the  straight,  a]){)lied  style,  it  is  not  a?  hard  as 
one  would  think,  providing,  of  course,  the 
letter  is  sketched  out  and  the  operator's  hand  and 
eye  are  steady  enough  to  follow  the  lines  without 
over-running.  The  cut-out  letter  is  not  the  most 
practical  hecause  it  is  a  slow  process  and  there  is  no 
more  effective.  However,  there  are  times  when 
it  is  necessary  to  use  it  to  accomplish  an  effect. 

This  is  exemplified  in  the  show-card  "$5  Wash 
Dresses."  The  relief  or  decorative  portion  of  this 
card  is  the  large  index  hand  pointing  at  the  $5,  the 
main  featiu'e  of  the  card.  The  phrase,  "Tlictj're  all 
Talkbtg,"  heing  written  in  an  outline  letter,  would 
need  to  be  written  in  white  on  the  grey  ground  of 
the  index  which  would  be  quite  difficult,  as  the  grey 
would  work  through  and  necessitate  the  application 
of  white  several  times  to  get  a  pure  white  letter. 

When  the  letter  is  outlined  with  pencil,  it  is  a 
simple  matter  to  go  around  the  letters,  touching  the 
grey  with  a  grey  outline,  then  bring  the  other  grey 
ground  just  to  the  outline,  leaving  a  pure  white  let- 
ter. To  carry  out  the  effect,  the  rest  of  the  letters  in 
the  phrase  are  outlined  with  g,Yey.  The  index  hand 
is  a  simple  thing  to  make  when  one  knows  the  cor- 
rect pi'oi)ortions  or  can  do  object  drawing  -enough  to 
draw  his  own  hand  in  whatever  shape  he  desires. 


The  grey  used  in  this  set  of  cards  is  a  mixture 
of  lamp  black  and  zink  whit«.  Mix  the  white  first 
with  nuicilage  and  water  as  you  would  white  paint, 
then  add  lamp  black  already  mixed  as  above,  being 
careful  to  mix  the  nmcilage  into  it  first  as  it  does  not 
readily  mix  with  water,  a  little  at  a  time  until  the 
right  shade  is  acquired.  Do  not  make  the  mistake 
of  adding  white  to  the  lamp  black  or  you  will  find 
yourself  with  a  whole  gallon  of  grey  paint  before  you 
get  the  right  shade,  as  lamp  black  goes  a  long  way 
and  a  very  little  is  required  to  do  the  job  where  a 
shading  grey  is  needed. 

The  whole  of  this  card  was  done  with  the  same 
bru.sh,  a  No.  6  red  sable  llat  (in  albata)  even  for  the 
outlining  of  the  letters.  This,  however,  is  not  wise 
as  a  fiat  brush  cannot  be  controlled  for  outline  work 
as  well  as  a  rigger  or  pointed  brush. 

For  an  Outing  Display. 

The  next  card  is  the  "Campers'  Friends."  This  card 
is  somewhat  out  of  the  usual,  the  decoration  is  simple 
and  the  lettering  "A  Hammock  and  a  Blanket,"  the 
most  important  words,  are  in  a  combination  block 
and  outlined  white  on  grey.  This  lettering,  coming 
in  contact  with  the  grey  circle,  was  executed  as  before 
montioned,  except  that  the  block  outline  was  added 


.•7Y^/o^<.c,Xcf   o*- 


altiilMiiiil 

boitl  our 

5 


Oa.mpers  F?iends: 

OCK 


AHaAI 

abJ 


NKET 


Unique  application   of  the  "cut-out"    letter  idea       See   article    by     J.    C.    Edwards. 
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after  the  grey  was  dry  around  the  letters,  A,  H,  A, 
M,  and  A,  B,  L,  otherwise  the  block  would  have  run 
into  the  moist  grey  paint  and  caused  no  end  of 
damage  and  annoyance.  The  whole  phrasing  of  the 
card  is  rather  unusual  and  should  attract  attention 
to  the  goods  of  most  importance.  The  reader  line 
below  also  strengthens  the  main  lines  advertised. 

Avoid  Blotchy  Appearance. 

In  applying  a  large  surface  of  grey  one  must  ex- 
ercise great  care  so  as  to  avoid  a  blotchy  appearance 
as  will  be  seen  in  the  "Pattern  Card"  in  the  grey.  The 
black  in  the  paint,  being  the  lightest,  rises  quickly  to 
the  top  and  the  white  settles  to  the  bottom  of  the  jar. 
This  necessitates  the  operator  always  stirring  the 
paint,  before  dipj^ing  the  brush  in  the  paint, 
then  applying  the  paint  very  thinly  so  as  not 
to  allow  a  surplus  to  stand  on  the  card  which  res-ults 
seriously  in  the  black  rising  and,  when  dried,  giving 
a  darker  blotch. 

The  "Pattern  Card"  still  presents  another  style 
or  combination ;  the  oval  is  in  grey  with  the  words, 
"Try,'-  "The,"  "Patterns  and,"  the  letters  S,  T,  Y, 
cut  out;  -^he  leit^-r  being  outlined  and  partly  filled 
with  black,  giving  the  two  words  Style  Book  a  rather 
striking  and  pleasing  effect.  Ladies'  Home  Journal 
shows  a  cut-out  on  black;  white  could  not 
possibly  be  used  on  this  panel  as  the  black  would 
not  stand  the  moisture  even  with  several  applications 
of  white. 

The  phrases,  "Patterns  15c"  and  "Style  Books 
5c"  are  in  grey,  and  while  they  are  minor  portions 
of  the  card,  yet  they  are  important  and  stand  out 
quite  by  themselves  and  tell  their  little  story,  filling 
in  space  and  balancing  the  card. 

The  card,  "The  Dress  of  To-day,"  shows  the  grey 
relief  scroll  outlined  and  partially  shaded  in  black 
with  the  outlined  Roman  lettering  all  in  lower  case 
except  the  old  English  T.  This  is  an  eccentric  form 
of  decoration,  yet  it  serves  as  a  relief  and  attraction, 
being  different. 

To-day,  in  the  printing  .shops  you  will  find  the 
oiitline  letter  used  to  attract  special  attention  to  cer- 
tain prominent  headings,  yet  we  do  not  advocate  this 
style  for  the  simple  reason  that  it  is  harder  to  read 
and  more  confusing  to  the  eye,  especially  when 
written  on  white,  but  where  it  is  a  cut-out  on  dark 
shades,  it  is  quite  readable  and  striking. 

Another  Method. 

In  the  above  four  samples  there  is  the  cut-out 
idea  demonstrated,  but  there  has  been  no  intimation 
tliai  there  is  another  way  of  obtaining  the  same  effect 
which  would  serve  as  a  picture,  but  would  not  be 
quite  as  smooth  and  finished  a  card,  viz. :  the  cutting 
out  of  grey  cover  paper  into  the  forms  used  as  decor- 
ations and  where  shaded  as  in  the  last  named  card 
could  be  touched  up  with  black,  lettered  in  white  an<l 
outlined  as  is  shown.  Where  the  hand  is  not  steady 
enough  to  do  cut-out  lettering,  this  method  can  bo 
employed  to  good  advantage  with  less  skill,  perhaps, 
than  required  in  the  above  descril)ed  method. 

One  thing  to  remember — do  not  use  black  letter- 
ine  and  white  to  make  grey,  their  coml>iuation  gives 
a  purplish  or  blue  effect  which  is  not  pleasing  in  the 
least. 


The  Buyers 

will  read  the  Special 
Fall  Number  because 
it  means  Dollars  and 
Cents  to  their  differ- 
ent departments. 

It  means  Dollars  and 
Cents  to  you,  Mr. 
Manufacturer,  to  tell 
these  Buyers  about 
what  you  have  to  sell 
them. 

They  won't  run  after 
you  to  buy,  you  will 
have  to  do  the 
running. 
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WISH  I  COULD 

MAKE    SHOW    CARDS     LIKE    THAT    FELLOW 

{Have   You  Ever  Said  This?      You've  Certainly  Heard  It) 

YOU  CAN,  IF  YOU  USE 


ShorfcCut      J  *  cLrd?«^fting 


IT  WILL  COST  YOU  NOTHING 

but  the  subscription  price  of  the  Dry  Goods  Review  for  one  year — 
two  dollars. 

Can  you  afford  to  throw  away  this  chance — the  chance  of  a 
life-time  to  get  a  complete  course  on  modern  show-card  writing 
jor  only  this  paltry  sum? 

The  author  of  this  course  has  been  a  practical  show-card  writer 
for  years  and  is  yet  handling  his  brush  every  working  day  of  the 
year  at  practical  departmental  store  work,  where  the  shortest  and 
most  useful  methods  are  employed,  where  only  bright,  up-to-the- 
moment  cards  are  used;  why  then  should  a  course  from  his  pen 
and  bru.sh  not  be  worth  the  price  asked? 

The  Course  Will  Commence  With  The  July   1st  Issue 

and  will  appear  every  two  weeks  until  the  entire  course,  consisting 
of  twenty  full-page  plates  and  twenty  full  pages  of  instructions,  is 
completed.  Every  plate  will  be  a  reproduction  of  the  author's 
brush  or  pen-work,  just  as  he  would  execute  it  in  every-day  letter- 
ing, showing  the  form  of  shading  best  adapted  to  each  style  of 
lettering  and  every  complete  letter  treated  with  this  shade. 

The  strokes  of  each  letter  Avill  be  clearly  shown  in  a  way  no 
one  can  mistake ;  in  fact,  the  letter  is  shown  at  every  stage  from 
the  first  stroke  to  the  last  and  is  backed  up  by  the  instructions, 
which  also  give  valuable  hints  which  have  taken  years  to  learn 
and  years  of  study  and  practice. 

A  Practical  Course  on  Practical  Lettering 
by  a  Practical  Man. 

Beside  the  instructions,  there  will  be  at  least  one  show-card, 
lettered  with  the  style  of  alphabet  in  the  plate,  showing  the  prac- 
ti'  al  application  of  the  shading  and  the  proper  spacing,  etc. 

MacLEAN  PUBLISHING  CO.  TORONTO,  ONT. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Mid-summer  Neckwear 

All  the  Soft,  Low  Style  Collars  Now  in  Demand 

—Fichus  Receiving  Repeats  —  Soft  Stocks.  Byrons 

and  Middies  Get  Most   Attention 

It  was  not  expected  earlier  in  the  season  that 
fichu  collars  of  the  more  extreme  type  and  regular 
fichus  would  be  a  popular  selling  line  in  any  great 
quantity.  As  a  matter  of  fact,  manufacturers  have 
not  only  had  to  repeat  the  lines  they  showed  at  first, 
but  to  go  further  and  show  new  creations.  The  trade 
here  has  met  this  state  of  the  market  with  commend- 
able energy.  The  season  was  slow  at_  first,  and  then 
orders  came  in  with  a  rush.  In  spite  of  this,  de- 
signers have  found  time  to  run  down  to  New  York 
or  go  abroad  for  new  ideas.  As  a  result,  their  sam- 
ples are  far  ahead,  as  one  buyer  declared,  of  any- 
thing to  be  obtained  retail  in  large  American  cen- 
tres, where  stocks  are  depleted  and  repeat  orders 
refused. 

The  retailer  who  is  situated  in  a  town  which 
draws  many  Summer  visitors  will  reap  a  rich  har- 
vest by  stocking  attractive  and  up-to-date  lines.  Un- 
less forecasts  are  unusually  far  afield,  the  next  few 
weeks  will  register  a  record  trade  done  over  the 
counter  in  novelty  lines. 

Modifications  of  the  fichu  idea,  such  as  sailor 
collars  and  Dutch  collars,  with  fichu  ends,  have  re- 
ceived repeat  orders.  The  more  extreme  styles,  in- 
cluding the  Charlotte  Corday  and  Marie  Antoinette 
types,  have  also  been  strong.  A  very  dainty  collar 
on  this  order  had  a  back  reminiscent  of  the  capuchin 
hood,  a  deep  oval  curve,  and  low  front.  The  body 
of  the  collar  was  of  fancy  figured  net,  the  edge  having 
a  plain  net,  pleated  frill,  trimmed  with  narrow 
Valenciennes. 

Middy  collars  with  sailor  dickies  of  self  have 
sprung  into  popularity.  They  are  much  afi"ected  by 
the  misses  and  younger  women,  and  are  also  well 
adapted  to  out-door  wear.  They  have  the  great  ad- 
vantage of  converting  an  ordinary  blouse  into  the 
correct  thing  for  sporting  wear  at  a  moment's  notice. 

The  public  are  not  slow  to  see  this,  and  all  grades 
and  materials  are  in  demand.  These  run  from 
plain,  navy  blue  duck  with  contrasting  anchors,  to 
the  satin  collar  of  black  or  blue,  edged  with  lighter 
•sliade.  Sateen  collars  as  above  proved  to  be  good 
sellers. 

Contrary  to  expectation,  the  .sailor  and  Dulcli 
collar,  without  jabot  attaclied,  liavc  proved  somewhat 
the  better  sellers.    This  is  said  to  ])e  due  to  the  pojMi- 


larity  of  the  new  bar  and  bolero  pins,  which  alone 
are  sufficient  to  constitute  a  finish. 

Soft  tennis  and  Byron  collars  with  low  front 
have  received  great  attention,  and  designers  have  re- 
lieved the  severity  of  the  original  style  by  free  intro- 
duction  of  lace  edgings   and  embroidery. 

The  soft  stock  of  the  Yale  type,  with  narrow, 
mannish  tie  to  match,  has  been  much  admired. 
Ladies'  and  gents'  styles  are  ])ractically  the  same. 
All  leading  costumes  are  now  showing  this  stock  for 
Summer  .sporting  wear. 

®. 
The  Aeroplane  Fluff. 

Separate  jabots  have  had  considerable  popular- 
ity, particularly  for  wear  with  coats,  as  low-cut  fronts 
seem  to  demand  this  accessory  *  Cascades  have  mov- 
ed, apron  effects  been  excellent,  and  .side  pleatings 
the  style  feature. 

French  suits  show  jabot  attached,  and  of  .special 
design  to  suit  the  cut  of  the  coat.  Frenchwomen 
favor  the  side  frill  effects. 

The  aeroplane  fluft'  is  the  newest  idea  in  these 
lines.  It  is  intended  to  pass  from  one  shoulder 
diagonally  across  the  front,  and  is  very  deep,  and 
tapers.  It  is  now  being  produced  and  will  be  offered 
the  retailer  in  the  course  of  a  week  or  two.  It  is  a 
style  adapted  either  to  blouse  or  coat,  and  intended 
for  Summer  or  earlv  Fall  wear. 


New    Dress    Trimmings 

Fringes  are   Featured   in   Advance   for   Fall  Trade 

— Oriental  Trimmings,  Principally  Bands,  Will 

Appear  in    New    and    Distinctive    Designs 

One  of  the  linos  of  trimmings  about  which  there 
can  be  no  mistake  consists  of  the  new  fringes  for 
dressy  costumes.  It  will  be  remembered  that  these 
appeared  last  season,  but  in  no  groat  quantity.  A 
steadily  risirig  crescendo  of  popularity  lias  been 
their.s,  and  now  nearly  all  the  dre.'^sy  afternoon  cos- 
tumes photographed  at  Paris  fashion  displays  show 
lavish  use  of  fringes. 

Very  doop  fringe  is  u.^ed  on  tunic  ovor-dre.^-5e?, 
partially  obscuring  the  rich  lace  of  the  undordress. 
Parasols  with  fringes  have  become  quite  an  everyday 
sight.  Even  the  new  fancy  fabric  bags  sometimes 
-how  fringe. 

Silk  fringes  of  all  widths  and  a  full  range  of 
sliadcvs  will  be  us'ed.  Beaded  fringes  were  a  style  fea- 
Inio  bvduglit  out  prominently  at  the  races. 
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SUMMER 

Neckwear 

Quick 
Delivery 

Telegraph 

Your  Order 

for  Sample 

Assortment 

Stating 

Style 

n   Price 

Quantity 


Dutch  Collars 

$1.25,  2.00,  2.25 

DOZEN 

$4.00,  4.50,  6.00 

DOZEN 


Dutch  Sets 

$2.25,  4.00,  6.00 

DOZEN 


Jabots 

$10.50  gross 
$1.25,  2.00,  2.25 

DOZEN 


Privilege  of 
returning 
at  our  ex- 
pense if  not 
satisfactory. 


FLETT-LOWNDES  &  CO.,  LIMITED 

MANUFACTURERS 

142    FRONT    STREET    WEST  TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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A  picot  edging  with  China  beada  has  been  noted 
on  some  of  the  new  style  waists.  Deeper  bead  fringe.s 
show  fancy  combinations  of  bright  colors.  Crystal 
and  pearl  are  featured  for  evening  dresses,  but  wooden 
and  rubber  opaque  beads  will  be  the  line  favored  for 
the  afternoon  costume. 

Oriental  bandings  will  again  appear  for  Fall 
trade,  but  in  cruder,  brighter  color  tones  and  le.<s 
intricate  patterns. 

Laces  and  Embroideries 

Repeat  Orders  on  Extra  Deep  Flouncings — Galoons 

Also  in  Request — Marquisettes  and  Voiles 

Selling  Well 

Extra  deep  flouncings,  45  inches,  have  received 
repeat  orders,  but  other  lines  have  so  far  moved  a 
little  slower  than  anticipated.  There  is  no  doubt 
but  that  this  was  due  to  weather  conditions,  and  a 
brisk  trade  over  the  counter  is  now  being  done. 

All-overs  have  done  better  than  was  at  first  ex- 
pected. On  the  whole,  galoons  have  been  a  little  bet- 
ter than  bandings. 

Colored  embroideries  are  much  featured  now  by 
large  city  stores.  These  are  on  batiste  and  voile. 
Some  very  pretty  white  embroideries  on  light  colors 
were  seen.  The  embroidered  dress  of  voile,  with  its 
cord  girdle  to  match  the  principal  tone  in  the  em- 
broidery is  now  seen  in  every  other  window.  Mar- 
quisette in  similar  styles  is  also  much  featured. 

Cluny  lace  bandings  have  so  far  been  the  leading 
sellers  for  Summer  dresses.  Point  de  Venise  is  the 
lace  to  be  featured  for  dressy  costumes,  both  for  late 
Summer  and  early  Fall  trade.  It  is  very  likely  that 
it  will  continue  a  high  style  trimming  until  next 
Winter  at  least.  Whole  underdresses  are  made  of 
this  extremely  showy  lace.  Excellent  imitations  are 
on  the  market,  where  the  price  of  the  real  article 
would  not  be  practical  for  general  trade. 

Point  de  Venise  bandings  are  strong.  Filet  band- 
ings come  next  in  popularity,  and  filet  all-overs  have 
had  good  sales. 

Veilings  and   Scarfs 

Soft   Veilings   in  Plain  or  Fancy  Meshes  —  Many 

Lace  Veils  Seen  —  New  Auto  Hood  and 

Scarf  Combined 

The  new  veilings  in  soft  finish  have  caught  the 
public  fancy  and  are  now  the  leading  popular  line  in 
all  large  centres.  There  is  great  variety  in  the  style 
of  mesh  shown,  but  all  the  newest  importations  show 
the  flexible  Shetland  finish. 

Patterns  include  fairly  large  meshes  with  con- 
spicuous chenille  dot,  as  well  as  the  closer  mesh. 
Shadow  eft'ects  are  still  much  seen.  Cobweb  meshes 
are  also  featured  in  the  new  soft  finish.  Longer 
lengths  are  required  for  wear  in  the  new  style,  loose- 
ly floating  about  the  hat.  At  least  a  yard  and  a 
quarter  is  used  on  a  plain  sailor  of  medium  size,  and 
maay  veils  have  long  ends  at  the  back.  A  yard  and 
a  half  is  a  good  average  length. 

Lace  veils  have  sold  in  unusual  numbers.  Black 
and  white  have  been  leaders,  but  champagnes  and 
other  colors  are  now  said  to  be  coming  in  with  con- 
siderable strength. 


"NAIAD" 

THE  SHIELD  THAT  PLEASES 


UNSEEN— NAIAD  PROTECTS 


Help  Your 
Summer  Trade 

by  keeping  well   stocked  with 

NAIAD 


THE    SHIELD     IN    BIG 
DEMAND  THIS  SUMMER. 

Why  a  Naiad,  and  especially  for 


summer 


r? 


— Because  it  is  strictly  hygienic. 
— Because  a  wholly  sanitary  shield. 
— Because  easily  and  quickly  sterilized. 


A  HIGH -CLASS  DRESS  SHIELD  IN 
EVERY  PARTICULAR— COMMANDS  THE 
CUSTOM  OF  YOUR  BEST  CUSTOMERS 


SAMPLE  BOOK  ON  REQUEST. 

Wrinch,  McLaren  &  Co. 

SOLE  MANUFACTURERS  FOR  CANADA 

77  Wellington  St.  W.,  Toronto,  Can. 
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German  Crash  Embroideries 

Floral  Designs   are   Distinctly  Conventional 
—  Stencilling  Good 

CUSHION  tops  and  table  covers  of  German 
crash  with  embroideries  in  silk  or  mercerized 
threads  have  been  selling  best  among  the 
fancy  goods  lines.  Floral  patterns  continue 
leaders,  but  very  different  styles  are  now  shown  as 
compared  with  last  year's.  There  is  a  fashion  for 
the  small,  conventional  bouquet  or  garland  as  seen 
in  Louis  wall  papers,  or  the  conventionalized  floral 
designs  of  the  English  chintzes. 

The  Tudor  rose  has  been  exploited  in  a  variety  of 
forms.  Many  cushions  have  the  decoration  massed 
in  one  corner,  with,  perhaps,  straight  bars  of  satin 
stitch  passing  round  the  edge.  Again,  the  pattern 
will  occupy  the  centre,  but  one  corner  will  be  worked 
in  a  jeweled  effect,  and  the  others  left  plain. 

Stencilled  effects  are  particularly  good,  and  em- 
broideries which  imitate  the  stencil  patterns  are  also 
shown. 

Cord  and  tassel  finishes  and  fringes  have  been  the 
leading  lines.  Many  of  the  stamped  goods  coming 
with  self  or  applied  fringe. 

The  waist  of  cotton  voile  and  marquisette  stani])- 
ed  for  beading  and  embroidery,  continues  to  sell 
briskly,  receiving  many  repeat  orders.  Corset  cov- 
ers stamped  for  Embriderie  Anglaise  have  proved  a 
selling  line  which  is  in  steady  demana.  The  lighter 
weights  are  now  most  in  request. 


Good  Sellers  in  Hair  Goods 


Clusters  and  Loose  Curls  Still  Good 
of  Popular  Pads 


Types 


In  hair  goods,  clusters  and  loose  curls  are  selling 
yet,  and  it  is  predicted  that  clusters  will  be  good  for 
some  time  to  come.  The  rotind  chister  appears  to 
be  the  most  popular,  though  a  crescent  shaped  style 
is  being  shown  that  is  likely  to  be  looked  on  with 
favor  when  it  is  better  known,  as  it  can  be  worn 
either  in  its  original  shape  or  bent  into  a  round 
design. 

The  cluster  makes  a  very  becoming  head  dress. 
It  is  easily  arranged  and  very  effective.  It  is  made 
in  a  great  many  styles  and  grades  of  hair.  Some 
of  the  clusters   now  being  shown   are   made   from 


Chinese  hair,  and  it  is  urged  that  retailers  should 
be  very  careful  in  their  selection,  as  this  class  of 
goods  is  not  properly  prepared,  not  rightly  dyed,  and 
has  a  very  coarse  appearance,  while  the  color  is  sel- 
dom a  good  match  for  the  wearer's  hair.  It  is  also 
very  often  the  case  that  these  goods  are  not  sufficients 
ly  well  made  to  allow  a  woman  to  comb  them  out 
properly  and  make  them  over.  The  better  class  of 
liair  costs  very  little  more,  and  is  much  more  satis- 
factory. 

Hair  rolls  and  pads  are  still  being  used,  and 
there  is  a  tendency  to  have  turban  caps  back  again. 
One  of  the  styles  being  shown  in  turban  caps  has  a 
hole  in  the  centre,  through  which  the  wearer  may 
init  lier  own  hair  or  a  switch.  With  this  cap  the 
prevailing  style  is  to  wear  the  hair  flat  on  the  sides 
and  fluffed  about  the  ears.  The  cap  has  an  opening 
at  one  side,  which  aids  the  wearer  in  adjusting  it 
to  the  head. 

The  Psyche  knot  with  a  braided  switch  entwined 
around  it,  is  one  of  the  New  York  fads,  and  it  is  con- 
fidently expected  that  it  will  win  popular  favor  here. 
It  fastens  to  the  back  of  the  head  and  tends  to  give 
that  long  effect,  as  it  stands  out  considerably. 

The  wholesale  dealers  report  that  they  are  com- 
mencing to  feel  a  demand  for  .switches,  especially  in 
the  longer  lengths. 

It  is  predicted  that  hair  ornaments  will  be  strong- 
er this  fall  than  ever  before.  It  is  noticeable  that  the 
public  is  appreciating  the  higher  class  merchandise, 
and  a  firm  which  handles  both  cheap  and  high  pric- 
ed lines,  reports  that  even  the  small  stores,  which 
usually  handle  only  cheap  goods  are  asking  for  some- 
thing good. 

Among  the  features  in  hair  ornaments  now  being 
shown  are  silk  bandeaus  with  different  colored  beads, 
particularly  coral.  Some  plain  velvet  ribbons,  most- 
ly black,  ornamented  with  rhinestone  mountings, 
are  expected  to  be  popular. 

In  barettes  the  spider  web  effect  is  the  latest  and 
is  expected  to  take  the  place  of  the  bar  barette  to 
some  extent.  The  black  and  white  bar  and  the 
buckle  shape  are  strong  lines. 

While  combs  are  not  strong  at  present,  it  is  again 
asserted  that  they  will  soon  return  to  favor.  As  a 
result,  new  and  attractive  lines  are  now  being  got 
out  with  every  prospect  of  success. 

Rhinestone  hat  pins  are  still  considered  very 
good,  thotigh  they  have  been  slow  for  the  past  couple 
of  months.  All  the  new  samples  from  the  other  side 
of  the  water  show  rhinestone  settings  in  every  design. 
It  is  contended  that  they  have  been  .slow  selling  on 
account  of  the  tin-ban  hat  being  in  vogue,  but  with 
the  return  of  lar2;e  hats  they  are  bound  to  be  good. 


22 


FANCY  GOODS,  NOTIONS  AND  TOYS 
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Bags   With   Smaller   Frames 

Nearly    All   the   Novelty3[Leather  [Bags    Have 

Long  Cordelieres  —  Suedes  Still  Selling  Well, 

but  Talk  of  Plain  Finish  for  Fall 


Bags  of  .-^ix  or  seven-inch  frames  are  the  most 
common  variety  seen  among  the  advance  goods  just 
turned  out  by  leather  manufacturers  for  Fall  trade. 
Many  of  these  bags  have  very  long  cordelieres. 
Shapes  may  be  either  square  or  oblong,  and  frames 
are  of  silver  or  dull  gilt,  with  or  without  jewel  trim- 
ming. The  flap,  envelope  shape,  is  nuich  in  use. 
All  the  newer  bags  have  a  decidely  flat  appearance. 

It  is  not  known  how  long  the  present  vogue  for 
the  Madame  Sherry  and  the  wi.shbone  frame  will 
last,  but  it  is  expected  to  continue  for  some  months. 
Consequently  bags  for  Fall  selling  include  these 
shapes,  made  up  in  suede  and  usually  either,  tan  or 
grey. 


Profit  in  Toilet  Articles. 
Dry  goods  dealers  in  the  smaller  centres  of  trade 
might  very  well  look  into  the  advisability  of  carry- 
ing a  line  of  toilet  requisites  in  stock.  The  toilet 
goods  department  in  the  large  department  stores  is 
generally  conceded  to  be  one  of  the  be.st  paying 
Itranches  of  the  basiness,  and  the  returns  from  it 
sliow  an  increase  every  year. 

In  one  of  the  large  departmental  .«tores  of  Mont- 
real, wliich  was  reorganized  recently,  it  was  found 
that  the  toilet  sundries  and  drug  department  was 
al)out  the  only  branch  of  the  business  that  had  been 
showing  a  profit,  and  the  head  of  that  department 
was  the  only  one  who  was  kept  on  after  the  general 
shaking  up. 

It  is  claiiiied  that  these  goods  .«how  a  good  profit, 
and  there  is  no  risk  in  carrying  them,  as  they  are 
staple  from  one  year's  end  to  another,  and  do  not  go 
out  of  fashion  as  do  .so  many  of  the  dry  goods  lines. 
They  never  have  to  be  sacrificed.  a.s  is  the  case  with 
almost  every  other  department  in  a  dry  goods  es- 
tablishment. 


Novelty    handkerchiefs  —  Shown    by    Flett.    Lowndes    &    Co..  Limited.     Toronto. 


Satin  and  silk  Madame  Sherrys  with  long  cord 
handle  have  had  a  surprising  number  of  sales  quite 
recently.  Black  and  white  stripes  and  fancies  were 
taken  well  wherever  offered. 

A  leading  wholesaler  in  the  leather  goods  line 
gave  the  colors  in  order  of  popularity  for  Fall  trade 
as  tan.  black  and  grey.  New  \ork  and  Paris  tarn 
are  featured,  the  .softer  shades  proving  best  sellers. 

In  addition  to  the  above  styles,  the  plain  service- 
able bag  of  ample  dimen.sions  and  leather  strap 
handle  is  again  to  be  well  received  and  sold  in  good 
numbers. 


Aeroplane  Novelties. 
A  line  of  articles  specially  suitable  for  card  party 
prizes,  favors  or  souvenirs,  consists  of  the  aeroplane 
novelties.  These  tiny  articles  are  but  a  few  inches 
long,  but  reproduce  perfectly  the  proportions  and 
construction  of  the  famous  monoplane,  biplane  and 
other  forms.  The  car  of  the  airship  contains  a  vari- 
ety of  articles.  One  had  a  tiny  velvet  pincushion, 
another  a  thimble,  one  had  a  tape  line,  and  so 
forth.  They  are  painted  and  metal  parts  polLshed, 
and  the  whole  effect  that  of  a  charming  and  novel 
toy.  Tliey  should  be  particularly  good  for  young 
])eoiilc"s  parties. 


COIFFURETTAV 

DOUBLE  KNOTTED  MESH 

SHAPED  SJDLK  HAIR  NETS 


^^.ftO    per    ^roas 

TORONTO  DEPOT: 

Dieckerhoff.  Rafflocr  &  Co,,  Ltd. 

Corner  Simcoe   and  Wellington  Sts. 

ROSENWALD  BROS. 

Kolc     Matmfnctiii  or  6 
LONDON  PARIS  VIENNA 


EacK  net  in  envelope 

MONTREAL   DEPOT: 

Dieckerhoff,  Raffloer  &  Co.,  Ltd 

525  St.   Pavil  Street. 


MAKKRS  OF  EVERY  KIND  OF 

Hair  NeJs,  Frames,  Rolls,  &c.,  &c. 


New  Colors    Favor   Velvets 

Even  New  Lingerie  Gown  is  Velvet  Trin^med 

—  Good    Business    Being  Done  in  Velveteens 

and  Seal  Plush 

ALL  indications  point  to  a  big  velvet  season 
in  the  coming  Fall.  The  fact  that  this  is 
Coronation  year  will  certainly  help  and 
the  new  colors  are  essentially  velvet 
shades.  Velvet  is  in  high  favor  at  present  and 
the  approach  of  warm  weather  is  not  affecting  its 
free  use.  Even  the  new  lingerie  gown  is  velvet- 
trimmed,  the  smartest  having  a  hem  of  velvet  and 
sashes  of  ribbon  velvet  are  also  in  evidence.  The 
velvet  parasol  is  a  high  style  feature  and  many  smart 
parasols  have  velvet  edges. 

At  the  Woodbine,  in  spite  of  the  fact  that  the 
weather  was  most  favorable  to  the  wearing  of  light 
Summer  gowns,  some  of  the  smartest  worn  were  of 
chiffon  and  brocaded  velvet  and  both  dresses  and 
suits  of  velveteen  were  very  much  in  evidence. 

The  wide  width  chiffon  velvets  were  introduced 
late  last  Fall  and  promise  to  be  very  much  in  request 
for  evening  and  ceremonial  wear.  Style  indications 
for  gowns  of  this  class  favor  drapery  effects  and 
trains  and  chiffon  velvets  are  particularly  well  suited 
to  effects  of  this  kind. 

The  new  chiffon  velvets  are  as  light  in  weight 
and  as  soft-clinging  and  as  supple  almost  as  the 
satins.  The  new  colors  are  also  very  rich  and  beaiiti- 
ful.  Reds  of  all  kinds  are  coming  rapidly  to  the 
front  and  a  beautiful  shade  of  ruby  is  much  favored 
in  this  fabric.  Wine  is  also  a  leading  velvet  color, 
and  other  new  shades  are  deep  turquoise,  sapphire 
and  linden  and  water  green.  Black,  as  always,  is  a 
staple  shade. 

Another  feature  in  the  velvet  situation  is  the 
fact  that  velvet  collars  and  facings  after  a  long  season 
of  disuse  are  back  again,  and  as  collars  are  large  and 
cuffs  important,  the  cutting-up  trade  will  require 
velvet  in  quantity  for  this  purpose. 

Good  Orders  for  Velveteens. 

There  is  no  uncertainty  about  the  position  of 
velveteen  in  the  mind  of  merchants  and  dress  goods 
buyers,  and  good  orders  for  this  fabric  are  already 
placed.  The  jobbing  houses  have  also  placed  good 
contracts  ahead.  This  is  fortunate  as  the  trade  will 
have  to  rely  upon  goods  already  bought  as  manu- 
facturers have  sold  their  output  and  orders  placed 
now  could  not  come  to  hand  in  time  for  the  Winter 
season  of  1911-12.  Both  plain  velveteens  and  the 
hollow  cut  cords  are  selling.  Black,  ruby,  wine, 
blue,  brown  and  green  are  the  leading  colors.  Vel- 
veteens are  expected  to  sell    for    dresses    as  well  as 


suits,   and  some  very   handsome   coats  are   show  ng 
made  of  the  hollow  cut  cords. 

Seal-plush  is  another  pile  fabric  that  is  over-sold 
and  for  which  the  manufacturer  cannot  accept  fur- 
ther orders.  In  the  States,  velour  de  Nord,  which  is 
both  lighter  in  weight  and  cheaper  than  seal-plush 
freely. 


IS  selling 


Heavy,  Rough-faced  Fabrics 

Suitings  of  the  Tweed  and  Cheviot  Order  Sold 

Freely  —  Growing   Favor   for    Reversibles 

—  Borders  are  High  Style 

FOR  some  seasons  now,  buyers  of  dress  fabrics 
have  exhibited  a  very  decided  tendency  to 
place  orders  at  a  late  date,  and  for  this 
reason  it  has  become  an  increasingly  dilii- 
cult  matter  to  present  an  early,  accurate  foreou.st  of 
the  materials  and  colors  upon  which  the  season's 
business  will  be  done. 

For  the  coming  Fall,  though  travelers  have  been 
out  for  some  time,  orders  are  only  coming  to  hand 
slowly,  as  buyers  are  unusually  vague  and  uudci-ided. 
Pos.sibly  one  reason  for  the  backwarchiess  of  the  pi'es- 
ent  season  lies  in  the  present  high  prices  and  the 
possibility  of  their  continuance  in  the  future. 

Raw  wool  is  high  and  values  firm,  and  from  ihe 
trend  of  values  at  tlie  last  series  of  London  sales,  no 
change  in  the  nature  of  lower  prices  need  be 
anticipated.  The  whole  temper  of  the  trade  is 
against  further  advances  so  that  there  is  no  possible 
inducement  to  buyers  to  anticipate  as  the  present 
price  level  promises  to  be  maintained.  Also  there  is 
the  strong  vogue  of  velvet*,  velveteens  and  silk  fabrics 
to  be  taken  into  account,  and  the  buyer  is  watching 
development  in  this  direction  before  placing  his  final 
orders  for  woolen  dress  fabrics. 

The  strong  indications  are  in  favor  of  heavier 
fabrics  for  Fall,  and  heavy  weight  rough-surfaced 
suitings  of  the  tweed  and  cheviot  order  have  sold 
freely.  Therefore,  the  natural  inference  is  that 
goods  of  this  type  will  be  of  leading  importance  later 
on. 

There  is  a  growing  favor  for  reversibles.  Revers- 
ibles are  in  a  strong  position  in  cloakings  and  prom- 
ise to  be  one  of  the  high  novelties  in  suiting  lines. 
Plain,  solid  contrasting  color  backs  are  perhaps  most 
favored,  and  checked  and  striped  backs  are  seen, 
while  smart  cloths  are  shown  with  napped  or  ratine 
backs  and  the  main  surface  plain. 

Camel's  hair  effects,  zibelines,  boucles  and  nigger- 
head  fabrics  constitute  the  novelty,  and  borders  are 
high  style.  The  more  conservative  trade  is  favoring 
plain  cloths,  but  stripes,  checks  and  mixtures  are  in 
crreat  demand. 


Interesting  Color  Combinations  for  Fall 

One    Leader    Will    be    Red,    White    and     Blue  —  Queen    Mary's    Colors    a 

Feature  —  Deep     Shades    will     be    Contrasted     with     Touches    of    Brilliant 

Color  —  Wedgewood    Blues   and    the   Raspberry    Tones 


AS  a  general    rule,    the    Canadian    Millinery 
trade  finds  that  the  Claude  Frere  color  card 
.show.s  a  more  satisfactory    range    of  colors 
than  the  one  put  out  hy  the  Syndicate.  This 
year  is  no  exception  and  owing  to  the  absence  of  the 
brighter  illuminating  shades,  the  Claude  colors  will 
be  used  to  supplement  those  on  the  Syndicate  card. 

The  Syndicate  card  .shows  a  collection  of  rich 
colors  in  dull  tones  that  deepen  rapidly  into  shades 
that  are  almost  black.  It  is  essentially  a  velvet  card 
and  the  colors  are  strongly  suggestive  of  a  velvet 
season. 

The  high  colors,  as  a  rule,  are  selected  from  the 
Claude  Frere  card  and  the  low  tones  and  medium 
and  dark  shades  are  chosen  from  the  Syndicate  card. 

Series  of  Golden  Brown. 

The  colors  of  the  Syndicate  card  specially  cho.seu 
for  the  Canadian  trade  are  the  second  and  third 
shades  of  the  golden  brown  series  that  is  placed  first 
on  the  color  card. 

Of  these  two  colors,  the  lightest,  5202,  is  the  one 
given  first  place.  A  series  of  six  rich  sapphire  shades 
come  second  and  the  first  four  are  chosen  as  the  best 
colors,  with  5208,  the  second  shade  in  the  set,  as  the 
most  useful  color. 

The  third  set  of  colors  contains  six  orange  reds, 
and  the  second  and  fourth  are  the  colors  selected  in 
this  set,  with  the  second  shade,  5214,  selected  as  the 
best  color. 

The  fourth  series  shows  three  dull,  deep  purples, 
and  then  come  six  Royal  blues,  and  next  three  dull 
olive  greens.  Then  there  is  a  set  of  six,  shading  from 
a  meclium  emerald  down  to  a  very  dark  bottle  green. 

The  eighth  set  consists  of  three  mode  shades,  and 
then  come  six  full  purples,  beginning  with  a  bright 
medium  shade  and  deepening  rapidly  down  to  a  very 
dark  plum. 

Wedgewood  Blue. 

A  set  of  three  slaty  Wedgewood  blues  come  next, 
and  then  comes  a  series  of  six  bronze  shades  of  which 
the  third  shade,  5251,  is  put  forward  as  the  one  best 
suited  to  the  Canadian  trade.  Below  is  a  set  of  three 
crushed  raspberry  shades.  The  next  set  of  six  be- 
gins with  ceri.se  and  runs  into  a  dark  wine.  The  best 
color  in  the  set  is  the  third  shade,  5260. 

Under  the  six  fuchsia  are  placed  three  green- 
ish taupes,  and  then  comes  a  set  of  six  nickel  greys. 
The  last  two  sets  on  the  card  consist  of  a  set  of  six 
Coronation  reds  and  throe  national  blues,  of  which 
the  two  first  are  selected  as  the  most  suitable. 

From  the  Claude  Frere  card  are  selected  two 
Autumn  leaf  .shades,  2309  and  2360,  and  the  four 
first  shades  of  the  turquoise  blue  series,  with  the 
third  color,  2342,  placed  first.  All  the  Empire  green 
series  are  with  the  preference  given  to  the  light  emer- 
ald that  heads  the  set. 

The  Coronation  Reds. 
In  the  Coronation    reds,    the    third    and  fourth 
shade  are  considered  best  with  proferonce  given  to 


the  lighter  color.  The  three  first  and  the  fifth  in  the 
series,  which  is  a  dark  purpli.sh  blue,  are  all  thought 
well  of  for  the  high-cla.-<s  trade.  The  leading  colors 
in  this  set  are  2377  and  2380. 

Then  comes  a  cerise  set  of  which  the  two  first  are 
considered  the  leading  colors.  Next  is  a  set  of  coqu 
de  roche  .shades,  and  the  first  four  are  recommended 
the  preference  being  given  to  the  third  .shade,  2396. 

The  last  set  on  the  card  consists  of  three  blues  of 
which  the  first  is  a  deep  Royal,  and  the  last  two 
being  a  dark  and  a  very  dark  navy. 

Deep  Shades  with  Touches  of  Color. 

Color  combinations  will  be  specially  interesting 
this  Fall  and  as  a  rule,  the  deep  shades  will  be  con- 
trasted with  touches  of  brilliant  color.  A  leading 
combination  will  be  red,  white  and  blue — ^the  British 
National  colors.  All  the  deeper  blues  and  Coron- 
ation red,  with  the  addition  of  white,  will  be  used  in 
this  connection.  Blue  and  red  will  also  be  much 
used  as  these  are  Queen  Mary's  colors.  Purple  and 
navy  wdll  also  be  used  with  the  middle  tones  of  the 
bronze  series,  and  with  these  colors  the  Wedgewood 
blues  and  the  ra.spberry  tones  also  combine  eflfectively. 
The  Wedgewood  blues  will  be  seen  with  amber,  and 
cerise  and  crimson  will  be  used  extensively  in  com- 
l)ination  with  crimson. 


The  New  York  Market 

Red,  White  and  Blue  Stripes  —  Satin  Foundation 

Veiled    W^ith    Contrasting    Color  —  Velvets, 

Velveteens  and  Cords—  Bordered  Crepes 

(Staf!   Correspondence) 

Office  of  The  Dry  Goods  Review, 

160  Broadway,  New  York,  June  12. 

EVER  since  the  Spring  opened,  striped  mater- 
ials have  been  used  in  every  possible  capac- 
ity. Predictions  have  been  made  of  their 
early  disappearance,  due  to  their  being 
overdone,  but  the  demand  for  striped  fabrics  ha^s 
gone  on  increasing,  and  seldom  has  so  marked  a 
fashion  maintained  so  strong  a  hold  on  so  many 
partes  of  the  fa.shionable  woman's  wardrobe.  Combin- 
ations of  striped  and  plain  materials  are  put  together 
in  a  host  of  dift'erent  ways  while  the  striped  suit  or 
gown  shows  the  stripes  rmming  in  directions. 

New  Color  Combinations. 

Hitherto,  the  comliinations  seen  have  been  black 
and  white,  and  blue  and  white,  but  for  Fall,  such 
vivid  colors  as  purple  and  cerise,  green  and  orange, 
Coronation  bhu^  and  Russian  green  are  shown  in 
combination  with  black  and  white  and  red  and  white 
and  blue  striped  falirics.  regarded  as  a  future  jio-^sihle 
coinliinntion. 
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Some  very  striking  effects  are  obtained  by  veiling 
one  color  with  a  contrasting  one.  The  foundation 
will  be  of  black  satin  and  the  voile  or  chiffon  used 
for  the  over-dress  will  be  in  the  new  bright  Coron- 
ation blue.  Or  the  foundation  will  be  of  the  bright 
blue  and  the  over-dress  of  navy.  Purple  and  cerise 
are  placed  over  each  other,  giving  a  rich  fuchsia  tone. 

For  Fall,  the  new  striped  effects  above  indicated 
will  be  used  over  plain  satins  of  a  contrasting  color. 
Thus,  a  black,  white  and  blue  voile  will  be  used  over 
a  foundation  of  periwinkle  blue  messaline. 

Favor  for  Pile  Fabrics. 

Fashion,  however,  is  favoring  velvet  for  Fall 
selling.  Makers,  both  here  and  abroad,  have  booked 
big  orders.  Velveteens  and  hollow  cut  cords  share 
this  great  popularity  and  the  English,  German  and 
American  firms  now  have  all  the  orders  they  can  fill. 

As  a  fact,  there  is  a  furore  for  all  pile  fabrics. 
Seal-plushes  have  been  ordered  in  such  quantity  that 
no  further  orders  can  be  accepted,  and  caraculs  and 
imitation  fur  fabrics  are  in  a  very  strong  position. 
Velour  de  Nord  has  also  been  well  taken  by  the  gar- 
ment trade. 

The  advent  of  heavier  dress  fabrics  has  placed 
woolen  goods  in  the  first  position,  and  the  indications 
are  for  a  strong  novelty  season  done  on  Ijoucles, 
Scotch  mixtures  and  velour  and  boucle  borders  on 
plain  cheviots  and  heavy  serges. 

The  big  majority  of  cloakings  are  reversible 
effects  and  every  Fall  collection  contains  a  big 
assortment  of  reversible  fabrics. 

For  the  high-class  trade  materials  made  of  high- 
grade  wools  and  having  a  Whitney  or  camel's  hair 
finish  are  selected.  In  this  class  may  be  mentioned 
such  fabrics  as  peau  de  souris,  mouse's  skin,  peau  de 
gazelle,  velours,  ratines  and  chinchillas.  These 
fabrics  are  shown  in  solid  colors,  melanges  and  in  the 
new  colored  striped  effects.  Reversibles  are  shown  in 
these  fabrics,  the  one  side  striped  and  the  reverse 
checked  in  the  same  color  coni))ination.  Sometimes 
the  face  is  napped  and  the  reverse  sheared. 

Heavy  weight  broadcloths  are  also  selling. 

Clinging  Effects  in  Silks. 

The  silk  demand  for  the  coming  Fall  clearly  in- 
dicates that  clinging  effects  are  to  be  the  vogue.  The 
new  satins  are  very  light  weight  and  are  soft  and 
drapy  to  the  last  degree. 

Soft,  sheer  fabrics,  such  as  marquisettes,  voiles 
and  kindred  fabrics  are  still  high  style  and  will  be 
used  over  satin  foundations  for  ceremonial  occasions 
and  for  party  and  evening  dresses. 

Satin  tailor-made  suits  and  one-piece  dresses  are 
also  indicated  for  Fall,  and  for  this  purpose  felt- 
backed  satin  and  duchesse  will  be  used.  Crepes  are 
also  coming  into  favor  and  handsome  effects  in 
bordered  crepes  are  shown.  Bordered  fabrics  have 
sold  well  during  the  Summer  and  silks,  veilings  and 
satins  are  included  in  bordered  fabrics. 

Novelty  lines  include  warp  prints,  brocades, 
changeable  and  striped  taffetas.  Serge  silks  or  heavy 
surahs  are  much  worn  in  Paris,  and  are  being  shown 
by  importing  houses  in  striped  and  in  bordered 
effects. 


The  Fall  Glove  Demand 

Cashmere,  Chamois,  Chamoisette  and  Lined    Kids 

Have  Taken  Well  —  One   and  Two  Button  Capes 

Good  —  Run  on  Long  Gloves  for  Summer 

Judging  from  the  reports  made  by  Montreal 
glove  dealers  this  week,  long  gloves  will  be  little 
worn  during  the  coming  Fall  and  Winter,  except 
for  evening  and  full  dress  occasions.  There  are, 
however,  predictions  of  an  increased  vogue  for  all 
the  long  varieties  for  next  Summer.  The  demand 
this  season  has  been  so  strong  that  most  dealers  have 
their  stocks  of  long  fabric  gloves  completely  cleared 
out,  with  no  possibility  of  replenishing  them,  since 
glove-makers  are  now  busy  working  on  Winter  sup- 
plies. 

There  has  been  a  good  demand  shown  by  orders 
already  placed  for  cashmere,  chamois  and  chamois- 
ette gloves  for  Fall  wear,  and  lined  kid  gloves  have 
been  well  featured.  For  city  trade  the  silk-lined 
kid  have  been  especially  good,  and  so  also  has  a  .style 
of  kids  with  linings  of  a  silk  and  wool  mixture  which 
is  warmer  than  silk  but  not  nearly  so  bulky  as  wool 

The  biggest  trade  with  wool-lined  kid  gloves  is 
l)eing  done  with  country  merchants  and  others  who 
cater  largely  to  a  country  trade.  The  greatest  de- 
mand for  fur-lined  gloves  has  come  from  the  North- 
west districts,  with  a  fair  sprinkling  of  orders  from 
nearby  country  places.  These  varieties  find  little 
sale  in  the  city,  the  fashion  for  carrying  muffs  early 
in  the  Fall  and  again  late  on  into  the  Spring,  doing 
away  with  the  necessity  of  wearing  gloves  for  actual 
warmth. 


KING'S 


EBtabllshed  1771 


FAMOUS 


■old  by  leading  Jobbers. 


SCOTCH 


Every  piece  perfect. 


HOLLANDS 


Scotch  Hoiiands  tor  near.v  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  moat  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  eflTective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON. 

GLASGOW,  SCOTLAND. 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 
210  St.  James  Street        -  -  Montreal 


The  Late  Dating  Problem 

Important   That   Retailer   and   Manufacturer 

Should    Have    Better    Understanding  of 

Each  Other's  Position 


MANUFACTURERS  are  complaining  that 
the  tendency  towards  the  late  placing  of 
advance  orders  is  on  the  increase.  Mer- 
chants, they  say,  are  pushing  the  matter 
so  far  that  there  is  serious  cause  to  anticipate  a  dif- 
ficulty in  obtaining  garments  when  they  are  wanted 
to  open  the  season.  While  it  is  impossible  to  ignore 
the  merchants'  point  of  view  in  these  days  of  rapid- 
ly changing  fashions,  there  is  also  something  to  be 
said  from  the  manufacturers'  standpoint. 

Must  Know  the  Conditions- 
There  is  little  doubt  that  a  clearer  understanding 
of  the  conditions  which  govern  the  production  of 
ready-to-wear  garments  on  the  part  of  the  merchant 
and  a  closer  study  of  the  difficulties  facing  the  dis- 
tributing end  would  have  good  results.  The  buyer 
must  show  the  right  styles,  and  the  manufacturer 
must  ha\e  the  time  in  which  to  procure  materials 
and  to  import  cloths.  There  are  also  the  running 
expenses  to  consider  and  they  can  be  best  kept  to 
the  satisfactorj'  level  when  the  run  of  business  is  con- 
tinuous. 

Though  certain  lines  cannot  be  bought  to  ad- 
var^tage  away  ahead,  this  does  not  apply  to  staple 
garment.s.  Garments  of  this  riass  are  always  made 
on  what  were  the  past  season's  successes,  and  as  these 
styles  are  established  there  is  no  reason  why  gar- 
ments of  this  class  should  not  be  ordered  early. 

Open  Orders. 

The  placing  of  more  orders  would  also  be  a"  great 
help,  and  there  is  no  reason  why  more  orders  of  this 
class  should  not  be  placed.  Practically  no  new 
cloths  will  be  introduced  for  the  use  of  the  cuttina- 
up  trade  for  the  Fall  and  Winter  of  1011-12.  tf 
open  orders  were  given  to  the  manufacturer  he  could 
provide  the  cloths  and  other  materials  required,  leav- 
ing the  style  question  to  be  settled  later. 

In  some  branches  of  the  giinuont  trade  ibis  i)oli<:-y 
is  worked   with  complete  success.     When  orders  for 


lingerie  waists  for  the  Spring  of  1912  are  taken,  there 
is  the  proviso  made  that  the  sleeve  put  in  shall  be 
the  up-to-date  one,  and  the  manufacturer  guarantees 
that  such  shall  be  the  case.  This  allows  lawns  and 
trimmings  to  be  bought  to  advantage  and  to  be  on 
hand  when  wanted.  W^hy,  therefore,  if  the  plaa 
woi-ks  out  successfully  in  the  one  ca.se  should  it  fail 
in  other  lines? 


Sheplierd'scheck  child's 
garment  with  red  trim- 
mings. —  Manufactured 
by  Flett.  Lowndes  & 
Company.    Toronto. 


Take  the  length  of  the  suit  coat,  for  instance,  al- 
ways an  unsettled  factor,  why  should  not  the  manu- 
facturer in  a  like  manner,  when  taking  early  orders, 
guarantee  to  give  tlir  length  fashionable  for  the  ccm- 
ing  .<ea.-<on? 

Should  Get  Together. 

(ianucnt  ri'tailing  is  a  new  and  untried  field  with 
many  morchants,  and  therefore  they  have  not  a  prac- 
tical grasp  on  many  important  running  details. 
Therefore,  if  the  merchant  and  the  manufacturer 
would  get  into  closer  and  more  sympathetic  touch 
on  this  and  kindred  (questions  much  nnitual  benefit 
would  result. 
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Order  by  Telegram 


To  Make  Sure  of  Delivery  on  These 
Handsome  Dresses 

The  styles  advertised 
recently  by  us  were 
sold  out  within  a  few 
days  of  the  appear- 
ance of  the  advertise- 
ment. 

Striking  new  models 
coming  through  week- 
ly. You  can  rely 
upon  us  giving  you 
the  earliest  correct 
models. 

All    grades    and    all 
prices. 


5496  $7.50 

Very  handsome  lingerie  model, 
richly  trimmed  with  white  Swiss 
embroidery  and  French  Valen- 
ciennes, new  kimona  waist  with 
peasant  sleeve,  sizes  32  to  42. 


ShirtAvaists 


5492  $2.50  net 

A  very  popular  model,  hand- 
somely trimmed  skirt  and  waist, 
exceptional  value.  Misses' 
sizes,  14,  16,  18  years.  Ladies' 
sizes,  32  to  40. 


We  still  have  an  attractive  variety  of  new  styles  [in  Kimona 
Waists.  Best  plan  is  to  send  an  open  order,  trusting  to  our 
selection  to  be  satisfactory.  If  it  does  not  prove  satisfactory 
return  at  our  expense. 

It's  the  something  different  that  does  it 

The   Eclipse    Whitewear    Company,   Ltd.,    Toronto 


Please  viention  The  I^eview  tu  Advertisers  and  Their  Travelers. 
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New   Trimming  in  Waists        Three-piece   Suit   Arrives 


Manufacturers   Will    Secure    Variety  by   Working 

Out    Novel    Effects  —  Hand    Embroidery  —  Cord 

and  Braid   Effects  and  Velvet  Used 

Tlie  chiffon  waist  made  u])  in  c-o'ior.s  to  harniou- 
ize  with  tlie  suit  is  again  in  the  lead  for  the  coming 
Fall,  and  it  looks  as  though  variety  was  to  be  given 
by  the  use  of  numerous  new  trimming  effects.  Each 
manufacturer  is  laying  stress  on  something  new  in  the 
way  of  trimming  schemes  and  therefore  a  varied 
season  with  an  unusual  production  of  beautiful 
models  is  ahead.  Hand  embroidery,  machine  em- 
broidery and  cord  and  braid  effects,  and  bead-work 
are  all  used  extensively.  Velvet  is  also  beginning  to 
be  used  with  chiffon. 

The  kimona  model  is  almost  universal,  but 
models  are  shown  with  the  sleeve  set  in  and  with  the 
kimona  yoke  or  shoulder.  The  advantage  of  this 
cut  is  in  the  more  comfortable  fit  given,  while  re- 
taining the  kimona  effect.  The  %  sleeve  is  seen  on 
ail  dressy  blouses,  but  the  high  transparent  collar  is 
quite  as  fashionable  as  the  square  cut  or  round  col- 
larless  neck. 

The  lace  waist  promises  to  be  a  feature  again 
in  waist  lines.  Heavy  plauen  laces,  filet  and  em- 
broidered net  effects  will  be  used  for  making  these 
waists,  and  the  more  expensive  models  will  have  a 
layer  of  chiffon  placed  over  the  silk  lining  to  throw 
up  the  design  of  the  lace.  Striped  chiffon  waists 
with  touches  of  high  color  in  the  trimming  will  lie 
much  used. 

For  early  Fall  wear,  lingerie  waists  with  touches 
of  colored  embroidery  in  the  yoke  and  cuffs,  and 
also  waists  of  marquisette  and  voile  either  made  up 
m  white  with  colored  trimmings  or  with  colored  em- 
broideries will  be  seen. 

Fancy  taffeta  and  satin  waists  on  the  tailored 
order  are  selling  well.  The  sleeve  used  is  narrow 
from  shoulder  to  wrist  and  is  finished  with  a  straight 
cuff.  '    ! I 

Pipings,  huttons  and  touches  of  satin  in  con- 
trasting shades  form  the  most  acceptahle  trimming. 


The  New  Fall  Coat  Styles. 

Heavy  reversible  tweeds  and  cheviots  are  the  big 
sellers  in  separate  coat  lines  and  the  models  taken  are 
enveloping  and  in  full  lengtli.  The  new  models  are 
either  slightly  shaped  to  the  figure  or  cut  in  straight 
lines.  High-waisted  Empire  models  are  also  good 
and  particularly  in  the  more  dressy  models  are  meet- 
ing with  increasing  favor.  A  new  feature  is  the 
band  of  braid  or  material  placed  around  the  coat 
under  the  arm  and  giving  the  effect  of  a  large  arm- 
hole.  The  sleeves  are  wide  and  put  in  without  full- 
ness and  .some  of  the  newer  ones  have  a  V  under 
tlie  arm  giving  the  long  arm's-eye  effect. 

The  collars  are  large  and  form  large  revcns  in 
front.  Some  coats  fasten  over  at  the  side  but  many 
models  fa.^ten  straight  in  front.  Lines  of  buttons 
are  a  favored  trimming  and  the  deep  cuffs  and  the 
jiatcb  pdckots  are  all  l)utton  li'imniod. 


Materials  Favored  :    Velveteens,    W^ool-backed 

Satin    and    Silky  Zibeline  Materials  — 

Waist  Cut  in  Kimona  Fashion 

The  increa-sing  importance  of  the  more  dre.ssv 
suit  is  responsible  for  the  appearance  of  the  three- 
piece  suit.  While  it  is  not  claimed  that  the  three- 
piece  suit  will  have  the  selling  strength  of  the  two- 
piece,  the  fact  that  models  are  being  shown  is  of 
sufficient  importance  to  note. 

The  materials  favored  are  velveteen,  wool-backed 
satin  and  silky  zibeline  materials.  As  a  rule  the 
coat  and  skirt  are  of  the  fabric,  while  the  bodice  is  of 
chiffon  trimmed  with  embroidery  and  lace.  The 
waist  is  cut  in  kimona  fashion,  and  cuff  effects  of 
lace  are  used  and  the  same  lace  being  introduced 
also  at  the  neck.  Some  of  the  material  is,  as  a  rule, 
brought  up  to  the  bodice  to  form  the  lower  part  of 
the  waist.  Sa.^h  effects,  panels,  and  double  effects  are 
used,  but  all  draperies  must  be  so  arranged  as  to  give 
ihe  long  slender  lines  now  so  firmly  established. 
Lines  of  buttons  are  a  strong  trimming  feature. 

Practically  all  manufacturers  favor  28  inches  as 
the  standard  of  length  for  the  plan  tailored  suit. 
For  the  dres.sy  two-piece  model,  a  little  .'shorter  coat 
is  shown  and  the  three-piece  suit  is  shown  in  coat 
lengths  running  from  28  to  36  in.  long. 

Some  of  the  new  skirts  button  dawn  the  side  of 
the  front  and  show  a  slight  opening  at  the  bottom 
filled  in  pleats  or  showing  a  little  touch  of  color  just 
where  the  skirt  rounds  at  the  foot. 

The  Florence  Hood. 

A  scarf  hood  for  auto  or  outing  wear  is  featured 
under  the  above  name.  A  double  width  scarf  is  u.*ed, 
and  .shirrings  in  cunning  arrangement  form  the 
hood,  which  is  run  and  tied  with  satin  ribbon  in 
shade  to  match.  The  long,  full  ends  may  be  crossed, 
throw-over  style,  and  allowed  to  hang  like  a  widow's 
veil,  or  bowed  in  front. 

Fancy  scarfs  for  evening  wear  are  now  begin- 
ning to  appear  in  the  new  designs  for  Autumn  and 
Winter,  1911-12.  A  metallic  tissue  in  silver  and  in 
gold,  with  border  painted  in  stencil  pattern,  was 
one  of  these.  Less  showy,  but  more  expensive,  num- 
bers are  of  soft  crepe  and  ninon.  and  many  of  the 
French  importations  feature  painted  effects,  small 
and  large.  Richer  and  brighter  colors  than  formerly 
are  used.  In  all  accessories  the  present  tendency  ap- 
pears to  be  in  favor  of  strong  color  tones  in  clearly 
outlined  forms. 

Crystalline,  plain  and  waterproof,  is  again  nnu-h 
in  use  for  low  to  medium-price  auto  scarfs. 

Much  talk  of  the  new  Parisian  scarfs  for  even- 
ing dresses  for  the  coming  sca.'^on  is  heard.  These 
scarfs  are  decidedly  Oriental,  and  show  both  printed 
and  beaded  decorations.  Colors  are  strong  and  put 
on  in  simple,  almost  crude,  form.  Cre.<centv-!.  ?tiirs. 
and  the  more  familiar  mathematical  designs  of  tlu 
Oriental  type  are  the  .«hapcs  used.  Undou'Modly 
;hese  eaflern  effect*  will  again  have  public  favor,  but 
not  in  the  elaborate  designs  and  shaded  colors  -^ocn 
la.'^t  season. 

Many  French  dresses  have  the  fancy  .^carf  built 
into  lbc>  gown  itself  as  an  cAsential  part.  Fringed 
ends  coiuplotc  tbc  more  elaborate  styles. 
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Paris  gown  of  soft  satin 
veiled  with  bordered 
crepe.  The  fuller  skirt, 
the  increased  use  of 
drapery  and  the  short 
round  train  should  be 
noted,  also  the  new 
shape   of    the   bodioe. 


Soft -Finished  Fabrics  for  Fall  Dresses 

New  York  Shows  French  Serges,  Henriettas,  Etamines  —  Crepe  de  Chine 
and  Silk  Crepes  Strongly  Featured  --  New  Styles  are  very  Simple  — 
Flounces,  Frills  and  Pleatings  Used  in  Skirts  —  New  Ideas  in  Veiled  Waists 

(Staff   Correspondence) 


Office  of  Dry  Goods  Review, 

160  Broadway,  New  York,  June  12. 

E.VRLY  Fall  lines  of  dresses  are  now  on  the 
ence,  many  style  features  are  identical  with 
road,  and  while  there  are  points  of  differ- 
those  now  in  vogue.  All  the  new  dresses 
are  made  from  soft-finished  fabrics,  such  as  French 
serge,  lienriettas,  wool  batiste,  etamines,  and  faljrics 
of  like  nature.  Satin  is  retained,  both  for  dresses 
and  trimming,  and  crepe  de  chine  and  silk  crepes 
are  strongly  endorsed. 

Some  of  the  new  models  are  finished  with  short 
satin  coats,  some  of  which  are  in  sack  fashion,  and 
others  having  a  short  peplum  piece  that  reaches  just 
below  the  waistline. 

Skirts  are  a  comfortable  width,  and  most  models 
measure  from  2^/2  to  2%  yards  around  the  bottom. 

Though  the  peasant  style  of  sleeve  appears  on 
many  models,  there  is  a  more  or  less  general  return 
to  the  set-in  sleeve.  Some  of  the  new  sleeves  show 
fullness  at  the  elbow,  held  out  by  cane  or  feather- 
bone,  and  another  new  effect  is  a  long  Directoire 
sleeve  put  into  a  deep  shoulder  piece  and  finished 
with  a  frill  at  the  wrist. 

Manufacturers  are  also  showing  new  models  in 
net,  chiffon,  marquisette  and  voile,  combined  with 
charmeuse  and  soft  satin.  Cotton  voiles  and  mar- 
quisettes are  also  made  up  with  soft-finished  taf- 
fetas and  surahs. 

Frills,  Pleatings  and  Insertion. 

The  styles  are  very  simple,  the  skirts  being  in 
straight-line  effect,  with  some  trimming  effect  at  the 
bottom.  Frills,  pleatings  and  lace  insertions  are  all 
used.  Soft-folded  fichus,  lace  or  embroidery  collars 
and  girdles  and  sashes  are  features  of  these  new 
gowns.  A  totally  new  model  shows  the  waist  in  silk 
with  Directoire  coat-tails  from  the  hips  to  the  centre 
of  the  back,  and  the  front  finished  with  a  wide  girdle. 

Coats  and  Wraps. 

Some  very  attractive  now  models  are  being  put 
out  for  Summer  selling  in  linen  coats.  The  natural 
linen  shade  is  the  leading  color  with  collars,  revers 
and  cuffs  of  colored  linen,  the  favored  colors  being 
wedgewood  blue,  cerise,  jnirplo  and  Kmpire  green. 
For  auto  wear,  however,  the  coat  with  facings  of  the 
natural  linen  is  preferred,  as  they  stand  the  frequent 
w^ashings  better.  Models  are  either  in  simple  straight- 
cut  effects  or  are  high-waisted  and  finished  with  wide 
belts.  The  fancy  shapes  have  large  revers  and  col- 
lars, and  the  .simple  straight-cut  models  have  the 
notched  collar  and  mannish   cuffs. 

For  wear  over  Summer  lingeries,  transj)arcnt 
novelty  wraps  of  voile,  chiffon  or  marquisette  arc 
shown.  Some  are  cut  exactly  like  a  coat,  with  elbow 
sleeves  and  wide  revers,  but  the  majority  are  cut  in 


kimona  effect,  and  have  the  .skirts  .set  onto  the  high 
waist  with  a  cord.  Other  models  are  made  in  cape 
fashion.  These  models  are  handsomely  embroidered, 
are  shown  in  cerise,  purple,  wedgewood,  and  Empire 
green,  as  well  as  black. 

Early  business  is  being  done  largely  on  garments 
of  pile  fabrics,  and  buyers  are  placing  good  orders 
on  medium-priced  coats  of  seal-plush.  In  cloth 
models,  based  upon  present  styles,  a  very  good  busi- 
ness is  being  done. 

Worsted  Embroideries  on  Waists. 

The  latest  novelty  in  wai.st  lines  is  the  ase  of 
worsted  embroideries,  and  it  looks  as  though  worsted 
embroideries  in  Hindu  colors  and  patt^erns  were  to 
.succeed  the  Bulgarian  and  other  hand-embroidered 
patterns.  The  Indian  visit  of  King  George  and  the 
Coronation  Durbar  are  re.sponsible  for  the  introduc- 
tion of  these  colors.  Beads  in  brilliant  shades  will 
1)6  extensively  used,  and  buttons  formed  of  beads 
will  be  a  feature. 

The  chiffon  waist  is  still  with  us,  but  is  taking  on 
a  new  form.  The  lining  now  is  of  white  chiffon 
and  the  waist  is  of  some  bright  shade  of  the  same 
material  inset  with  bands  of  lace  or  trimming.  Over 
this  appears  a  low-cut,  sleeveless  jumper  in  another 
bright  .'•hade  of  chiffon.  Bead  trimmings  finish  the 
edges,  and  if  the  model  has  one  of  the  new  outside 
bolts,  forms  the  belt  also.  Sometimes  the  jumper 
crosses  both  back  and  front  in  surplice  fa.shion. 

Revival  of  All-over  Waists. 

There  is  a  decided  revival  in  the  wearing  of 
waists  of  all-over  lace,  and  models  of  this  class  are 
doing  well  for  Fall.  Where  they  are  to  l)e  used  to 
complete  a  colored  .suit,  touches  of  tlie  color  are  in- 
ti-oduced  by  means  of  embroidery,  pipings,  or,  new- 
er still,  frills  of  colored  net,  or  collars  of  chiffon. 

Expensive  lingerie  waists  are  numbered  among 
late  Summer  offerings.  The  materials  used  are  of 
the  finest  texture,  and  the  trinnnings  are  of  expen- 
sive hand-made  laces. 

Misses'  Suits  and  Coats. 

Lines  of  niis.-;es"  garnient.<  are  now  l)eing  offered. 
The  skirts  are  usually  about  2^-2  yards  wide,  and  the 
majority  of  models  .■<how  the  introduction  of  con- 
cealed pleats  to  the  knee.  Buyers  are  taking  kindly 
to  these  models,  as  they  consider  them  more  prac- 
tical, and  there  are  few  stores  that  have  no  narrow 
skirts  left  on  the  rack  because  they  were  so  tight  as 
to  be  unsalable. 

Directoire  skirt.<.  having  tbe  skirt  sla.^hed  to  the 
knee,  and  i^leats  let  in.  or  with  the  .-ila-^hed  hem.  are 
also  •■celling.  Tlie  length  of  the  suit  coat  is  28  to  ."^O 
inches,  straight  cut  or  sha]ied  slightly  under  the 
arms,  and  witli  tlio  new  Inrge  collars  and  turned- 
hack  cuffs. 
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Reversible  Cloths  Prominent. 

The  novelty  in  the  separate  coat  lines  is  due 
more  to  the  new  materials  than  to  any  radical  change 
in  shape.  Reversible  cloths  are  very  prominent,  and 
the  balance  is  made  up  of  heavy  cloths  in  fancy  mix- 
tures, stripes  and  plaids  and  rough-surfaced  fabrics 
in  plain  colors. 

Directoire  revers,  pointed  shawl  collars,  imitation 
hoods  and  large  round  collars  are  all  used.  Modified 
Empire  coats  are  cut  with  the  sleeve  in  one  with  the 
coat,  and  Raglan,  as  well  as  the  regulation  coat 
sleeve,  are  used. 


Green    Parasols    Selling 

Parasols  Now  an  Active  Line — Late  Importations 

for  Immediate  Sale  —  Fringes  Featured  on 

High  Class  Lines 

Green  silk  parasols  have  received  the  greatest 
amount  of  public  demand  so  far.  All  the  new  colors 
are  featured,  but  the  brilliant  Kelly  green  and  the 
emerald  shades  are  the  best  sellers.  "Hetty  Green," 
a  deep  olive  shade  has  been  shown  as  a  novelty. 
These  parasols  are  preferred  in  plain  style,  rolled 
or  loose,  with  long  directoire  sticks,  stained  to  match. 

Cheaper  lines  of  raw  silk  and  the  mercerized  fab- 
rics have  sold  well.  Floral  borders  were  most  ac- 
ceptable. Linens  and  fancy  cottons  were  also  well 
taken,  as  usual. 

The  high  class  lines  show  much  use  of  fringe, 
both  of  self  and  sewed  on.  Fancy  silk  parasols  in 
this  style  had  canopy  tops.  French  importations 
have  a  novel  shaped,  very  deep,  canopy.  Colors  of 
these  numbers  are  very  brilliant,  including  King's 
blue,  the  new  green,  fuchsia  red  and  coronation 
purple. 

Among  recent  French  imported  parasols  for  po- 
pular trade,  new  arrangements  of  the  black  and 
white  stripes  are  seen.  Shadow  effects  in  narrow, 
graded  pin-stripes  were  shown,  as  also  were  broad 
stripes  and  block  effects.  Plain  silk  parasols  in  these 
styles  have  been  among  the  season's  best  sellers, 
very  few  showing  frills  or  trimming. 

New  York  specialty  houses  have  featured  the  vel- 
vet parasol  to  an  extent  iindreamed  of  here.  Re- 
markable lightness  of  weight  has  characterized  some 
of  these  numbers.  A  thin  velvet  is  used,  with  lining 
of  fancy  patterned  or  striped  silk  in  contrasting 
and  lighter  colors.  More  practicable  styles  are  those 
which  show  a  silk  top  with  stripe,  dot  or  edge  of  vel- 
vet. Some  of  these  have  been  shown  here  and  took 
excellently  well,  though  not  so  popular  as  the  fring- 
ed parasol.  It  is  expected  that  the  present  rage  for 
clear,  bright  colors  will  tend  to  add  to  the  already 
great  favor  shown  the  plain  silk,  colored  innbrella. 
This  style  has  been  much  used  as  a  parasol  this  sum- 
mer, and  spring  sales  were  especially  good.  The  idea 
of  matching  the  umbrella  to  the  costume  will  be 
again  prominent  in  the  Fall,  and  a  full  range  of 
dark  colors  will  be  shown. 

Directoire  sticks  of  medium  to  long  lengths,  for 
women,  and  Opera  and  Prince  of  Wales  styles  for 
men,  continue  leaders. 


THE  NEW  YORK   MARKETS 


Venise  Most  Fashionable 

Light   Laces   for   Flounces  —  Bands   and 

AUovers    Good    Sellers  —  Shetland 

Mesh   in   Veilings 

Office,  Dry  Goods  Review, 

160  Broadway,  New  York. 

June  12. — Band  trimmings  are  firmly  established 
in  fashion's  favor  and  the  demand  is  for  both  the 
narrow  and  wide  varieties. 

Filets  and  Cluny  laces  are  the  best  sellers  at  pres- 
ent, and  buyers  are  also  including  them  in  their 
Fall  ranges.  For  Fall  selling,  Venise  imitations  are 
taking  a  high  place.  Buyers  are  enthusiastic  over 
these  laces  as  manufacturers  are  putting  out  some 
exquisite  goods.  Venise  is  always  fashionable  when 
velvet  is  worn  and  laces  of  this  type  promise  to  be 
very  fashionable  next  Fall.  Entire  dresses  of  Venise 
are  now  fashionable  in  Paris,  and  wide  bands  are 
used  as  panels  or  to  complete  the  length  of  the  tunic. 

Flounces  are  indicated  in  the  near  future  and  for 
lace  flounces,  sleeve  ruffles,  side-frills,  and  for  under- 
waists  and  yokes,  light  laces  of  the  Chantilly  and 
Maline  type  are  indicated.  Plain  Brussels  net,  dotted 
nets  and  Oriental  net  laces  will  be  wanted  for  the 
latter  purposes. 

Shetland  Mesh  ihe  Novelty. 

Veils  are  very  extensively  worn,  the  demand  being 
for  either  white  or  black,  white  being  the  best  seller. 
The  novelty  in  veiling  lines  is  the  Shetland  meshes 
in  the  new  soft  or  Shetland  finish.  Shetland  finishes 
were  first  introduced  in  heavy  net  designs,  but  to  the 
finish  is  now  added  the  characteristic  knitted  lace 
patterns  in  which  the  Shetland  wool  veils  are  pro- 
duced. The  colors  selling  are  white,  champagne  and 
black.  Champagne  is  good  becaiise  it  is  more  be- 
coming to  many  complexions  than  pure  white. 

Spider-web  patterns  centred  with  a  small  woven 
dot  are  good,  and  a  Coronation  novelty  shows  a  small 
crown  as  the  centre  of  the  design. 

New  Hood  and  Fichu  Effects. 

Though  sailor  collars  are  still  most  fashionable, 
there  are  a  number  of  other  and  newer  large  collars 
worn.  These  are  the  new  hood  effects  and  the  deep 
pointed  and  rounded  fichu  models.  Marquisettes, 
nets,  batiste  and  Swiss  are  used  with  touches  of  both 
white  and  colored  embroidery  and  inlet  with  cluny, 
Valenciennes,  baby  Irish  and  filet  laces.  Collars  of 
this  kind  are  not  only  worn  over  a  coat  but  are  used 
as  an  efficient  finish  to  gowns  of  silk,  linen  and 
lingerie. 

Fichus  are  now  an  established  item  in  neckwear 
lines,  and  a  big  business  is  being  done  in  them.  The 
fichu  is  useful  as  its  addition  turns  a  simple  frock 
into  a  dressy  gown. 

Pleated  side  frills  are  shown  in  a  big  variety  of 
fabrics  in  lawn,  mull,  batiste,  different  light  laces  and 
also  in  black  and  colored  satin. 
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Simple  high-waisted 
dress  of  foulard  show- 
ing the  use  of  lines  of 
buttons  and  cord  loops 
as  a  trimming  effect. 
Also  the  way  in  which 
a  simple  gown  is 
changed  into  a  dressy 
model  by  the  addition 
of  a  lace  fichu.  Paris 
model. 


Three-piece  suit  fin- 
ished with  a  bolero 
coat  showing  the  com- 
bination of  two  differ- 
ent widths  of  stripes. 
Paris  model. 


Customer  Asks   for   Return  of  Deposit 

Replies  to  Review's  Salesmanship  Contest  Show  as  Many  For  as  Against 
---  Much  Depends  on  the  Salesman  and  the  Circumstances  —  Case  in  Which 
Customer    was    Tactfully    Led    to    a    Decision  —  Opinions    on    Both    Sides 


THE  PRIZE  WINNERS. 
First  prize — J.  McNabb,  Listowel. 
Second  prize — K.  S.  Fenwick,  Paauet  Co.,  Quebec. 
Third  prize — J.  H.  de  Roche,  Peter  McSweeney 
Co.,  Moncton,  N.B. 


OPINION  upon  the  problem  presented  in  The 
Review's  last  salesmanship  cartoon  seemed 
evenly  divided.  The  question  was:  "Should 
a  merchant  return  or  retain  a  deposit  paid 
on  a  garment  or  other  article,  by  a  customer,  when, 
after  he  has  held  it  through  one  or  two  of  the  best 
weeks  of  the  season,  she  informs  him  that  she  has 
decided  not  to  take  it?" 

Of  the  replies  received,  an  actual  count  showed 
that  just  as  many  salesmen  believed  that  it  would  be 
inadvisable  to  sacrifice  a  good  customer  by  retaining 
the  $2  deposit,  as  there  were  those,  who  chose  to 
stand  by  the  business  principle  involved  in  the  pur- 
purchase  of  an  option,  and  keep  the  money.  One 
or  two  others  would  convert  the  occasion  into  an  op- 
portunity to  sell  goods  from  other  departments  of 
the  store,  or  in  the  event  of  failure,  hand  back  the 
money. 

It  would  appear  to  be  an  impossible  matter  to  set 
a  rule  that  could  be  rigidly  followed  here,  by  which 
the  merchant  could  in  every  case  ensure  fair  treat- 
ment for  himself  and  satisfaction  of  the  customer. 
In  matters  of  this  kind  there  is  so  much  "give  and 
take,"  so  much  depending  upon  the  status  of  the 
customer,  the  salability  of  the  article,  the  danger  of 
precedent,  and  the  force  of  circumstances  that  one 
may  be  fully  justified  in  hesitating  to  say  "give"  or 
"keep." 

® 

Good  and  Bad  Excuses. 

Where  the  excuse  is  at  all  reasonable,  as  in  a  case 
where  the  garment  would  be  useless  to  the  customer, 
or  where  .she  found  that  she  could  not  pay  for  it 
within  the  time  she  expected,  and  did  not  wish  to 
incur  the  debt,  having  decided  probably  to  do  with- 
out the  article,  it  would  seem  advisable  for  the  mer- 
chant to  return  the  deposit.  Under  such  cases  the 
customer  would  undoubtedly  look  upon  his  action 
as  a  distinct  obligation  and  might  easily  be  induced 
to  purchase  other  goods  to  the  amount  at  least  of  the 
deposit.  The  excuse  may  be  so  indefinite  that  in 
many  cases  the  merchant  can  still  interest  the  cus- 
tomer in  the  garment  and  eventually  make  a  sale. 

® 

Have  Definite  Understanding. 

The  attitude  of  the  customer  in  the  cartoon  is 
somewhat  resentful,  and  her  reply  evidently  follow- 
ed a  statement  as  to  the  store's  policy  by  the  mer- 
chant. In  arranging  the  characters  thus.  The  Re- 
view had  hoped  that  some  of  the  replies  would  have 
given  information  as  to  steps  taken  by  merchants  to 


thoroughly  inform  the  customer  as  to  the  responsi- 
bility involved  in  a  deposit.  Such  information  had 
evidently  not  been  previously  given,  or  if  it  had,  it 
had  not  been  sufficiently  empha.sized  either  upon  the 
slip  given  in  connection  with  the  transaction  or  by 
the  salesman. 

It  is  pos.sible,  in  a  tactful  way,  to  secure  an  ad- 
mission from  the  customer  beforehand  that  she  un- 
derstands fully  the  conditions  that  go  with  a  de- 
posit.    In  many  departments  special  slips  or  checks 


How  would  you  deal  with  this  customer? 


forms  me  she  has  decided 
to  take  her  tun  and  aaki  lor  her  deposit  to  be  returned  When  lold 
1  deposits  were  nut  letumable  under  such  cJreufnsiances.  she  declares  she 
I  never  speivl  another  dollar  In  the  establishment  11  it  is  withheld 
Ihe  Is  a  (rood  customer,  but  to  break  the  rule  would  be  disastrous  The 
I  was  hckl  for  her  unul  alter  Easter,  and  could  have  been  sold  many 
es  had  H  not  been  held  lor  her 


For  I 


e  best  aiuwet>  it 


s  problem  the  following  prlies  v 


1  be  paid 


Alt  contributions  lo  be'  published  In  one  issue  of  Tht  Ars^na 
This   competition   Is  not  conAned  to  salespeople    in  departtnents.      It   is  an 
tspporiunlty  lor  any  member  of  tlic  stall     This  contest  will  be  a  monthly  feature 


f  rk  R€^tot 


.  Th,  £</rfo.  efVIv  -Dry  C«>^  ^<" 


CUSTOMER  — 'Bui  I  have  decided  not  to 
take  the  earment,  and  if  you  do  not  return 
my  deposit  I  shall  never  spend  another  dollar 
in  your   store  " 

are  provided  for  use  in  cases  such  as  this,  with  a 
statement  to  the  effect  that  deposit  money  will  not  be 
refunded  when  the  customer  decides  to  reject  or  re- 
fuse purchase.  No  request  will  then  be  made  for 
refund  unless  the  circumstances  are  of  a  most  ex- 
tenuating character,  and  it  is  then  an  easy  matter  for 
the  merchant  to  exercise  safe  judgment. 

® 
It's  Human  Nature. 

In  case  the  money  is  retained,  the  customer  re- 
ceiving nothing  in  return,  it  will  be  a  difficult  mat- 
ter for  the  merchant  to  win  her  away  from  the 
thought  that  he  had  taken  money  for  which  no  vakie 
had  been  given,  and  that  he  was  therefore  not  en- 
titled to  it.  Human  nature  is  human  nature,  and 
the  customer  will  be  unwilling  to  see  the  merchant's 
side  of  the  matter,  since,  to  her,  it  takes  a  somewhat 
intangible  form. 

® 

Merchant  Must  be  Fair. 

This  is,  of  course,  a  matter  in  which  merchants 
must  not  tolerate  those  whom  they  know  to  be 
habitual  offenders.  An  example,  once  in  a  while, 
may  do  more  good  than  harm.  Nor  is  it  a  problem 
admitting  of  gross  mifairnass.  The  Review  has  in 
mind  a  case  where  a  merchant  accepted  a  deposit  from 
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a  wealthy  customer  on  a  valuable  garment.  She 
wanted  him  to  lay  it  aside  for  her  for  a  few  days.  In 
the  meantime  she  went  to  a  neighboring  city  and 
bought  something  she  liked  better.  She  returned, 
told  the  merchant  she  had  decided  to  do  without  it, 
and  asked  for  the  deposit.  He  returned  it  to  her 
witliout  a  word  because  she  was  one  of  his  best  cus- 
tomers.   To  have  refused,  would  have  lost  her. 

A  few  days  later  a  customer  in  poor  circum- 
stances, but  good  pay,  had  a  garment  laid  aside  and 
paid  a  small  deposit.  Shortly  afterwards  she  in- 
formed him  that  .she  couldn't  pay  for  it  immediately 
and  had  decided  to  do  without  it  that  season.  The 
merchant  informed  her  that  he  could  not  return  the 
deposit.  He  thereby  lost  a  customer  who  was  more 
likely  to  be  loyal  and  conscientious  Ihan  that  more 
iiiduential  person. 

® 

Sold  Her  the  Garment. 

The  first  prize  has  been  awarded  John  J.  Mc- 
Nabb,  Listowel,  who  describes  a  case  almost  identical 
with  that  described  in  The  Review,  and  who  solved 
the  problem  in  a  very  satisfactory  way.  Not  only 
did  he  adhere  to  his  policy,  in  the  matter,  but  used 
an  opportunity  to  best  advantage  in  leading  her 
along  to  a  decision.    He  writes  as  follows: — 

"A  week  or  so  before  Easter  we  had  our  ladies' 
suits  on  display.  They  were  the  most  up-to-date 
ever  shown  in  town,  as  regards  style,  fit  and  finish.' 
Tlie  quality  of  the  goods  was  excellent. 

"The  first  day  these  suits  were  on  display  one  of 
our  best  cash  customers  was  in  the  store.  Of  course 
she  began  to  admire  them  at  once.  Then  was  our 
chance  to  try  and  bring  results.  I  explained  to  her 
the  making  of  the  garments,  the  quality  of  materials 
used  in  them,  also  the  neatness  of  fit.  Of  course,  this 
was  all  done  without  letting  her  know  that  I  was 
trying  to  sell  her  a  suit,  or  making  a  special  effort  to 
sell  her  one,  but  simply  showing  her  our  Spring 
goods,  which  were  arriving  daily. 

"Finally,  she  became  so  interested  in  the  gar- 
ments that  she  tried  some  of  them  on  and,  in  so  do- 
ing, was  so  well  pleased  that  she  paid  a  deposit  of 
two  dollars  on  a  twenty-five  dollar  suit,  asking  us  to 
hold  it  for  her  for  about  three  weeks  in  which  time 
she  would  be  able  to  pay  the  balance. 

"In  the  course  of  about  ten  days  she  returned 
enquiring  if  the  suit  was  being  held  for  her.  In  a 
week,  .she  returned  the  second  time  enquiring  about 
her  .suit.  This  time  she  said  she  had  decided  not  to 
take  it  and  asked  for  her  deposit. 

"When  it  was  explained  to  her  that  deposits  were 
not  returnable  under  such  circumstancas,  she  de- 
clared .she  would  never  spend  another  dollar  in  our 
.store  if  her  depo.sit  was  withheld. 

"During  the  display  of  the  former  suit^,  they  had 
all  been  .sold  to  .such  good  satisfaction  of  our  custom- 
ers that  we  had  another  shipment  forwarded  us,  but 
they  were  a  little  better  value. 

"I  told  her  of  the.se  and  asked  her  if  she  would 
permit  me  to  show  them  to  her.  She  consented  and, 
when  these  were  shown,  her  idea  of  the  suitvS  changed 
and  she  .«oon  became  more  interested  than  ever. 

"After  some  explanation  regarding  the  ."uits,  she 
willinulv  tried  some  of  llio  coats  on   and   wlion  see- 


ing the  excellent  fit  along  with  the  grand  material, 
which  was  better  than  in  the  one  she  first  picked  on, 
.she  considered  for  a  few  minutes,  then  willingly  paid 
the  diff'erence  in  the  higher-priced  suit  on  the  deposit 
and  had  it  delivered  to  her  house. 

"In  my  opinion,  it  is  better  not  to  argue  with  the 
customer  but  try  and  find  out  in  some  way  how  they 
can  bo  .suited." 

® 

Appeals  to  Sense  of  Fairness. 

K.  S.  Fenwick,  of  the  Paquet  Company,  Quebec, 
who  is  awarded  the  second  prize,  leaves  the  matter 
entirely  to  the  decision  of  the  customer,  after  explain- 
ing to  her  exactly  the  attitude  of  the  firm  in  such 
circumstances,  having  taken  the  precaution  at  the 
outset  to  as,sure  the  customer  that  her  satisfaction 
was  of  far  gi'eater  concern  to  them  than  the  small 
amount  involved.     Mr.  Fenwick  writes  as  follows: — 

"The  way  I  would  deal  with  the  customer  who 
demanded  her  deposit  returned,  is  as  follows : — 

Customer- — -"But  I  have  decided  not  to  take  the 
garment,  and  if  you  do  not  return  my  deposit,  I  shall 
never  spend  another  dollar  in  your  store." 

Salesman — "That,  madam,  is  a  consequence  which 
we  cannot  afford  to  risk.  You  know  our  policy  has 
always  been  'absolute  satisfaction  or  money  back.' 

"And,  if  we  were  to  incur  the  displea-sure  of  a 
single  customer,  we  would  suffer  a  much  more  seri- 
ous lo.ss  than  the  mere  money  involved  in  any  in- 
dividual sale. 

"We  are  going  to  satisfy  you  in  this  case — abso- 
lutely. But,  before  you  decide  as  to  what  will  satis- 
fy you,  we  are  going  to  ask  you  to  answer  one  ques- 
tion frankly. 

"That  question  i.s — 'Why  have  you  changed  your 

mind?' 

"Remember,  we  will  be  equally  frank  with  you. 
Perhaps  you  have  found  that  the  money  you  intend- 
ed to  .spend  is  required  for  some  more  pressing  need? 
In  that  case,  we  will  gladly  hold  the  suit  another 
week  or  two.  Or,  it  may  be  that  you  have  seen  son-e- 
thing  you  like  better?    No? 

"\'ery  well.  Then,  we  are  going  to  let  you  de- 
cide the  matter  for  us.  You  will  listen  to  the  evi- 
dence, weigh  it  carefully,  and  we  will  promise  to 
abide  by  j^our  decision. 

"That's  fair,  isn't  it? 

"Now,  this  suit  has  been  put  aside  for  you  at  your 
request.  We  could  have  sold  it  for  $25.00  a  week 
ago :  but  now  that  Ea«;ter  is  past  we  cannot  get  more 
than  $23.00  at  the  outside. 

"That  means  that,  if  we  return  your  deposit  of 
$2.00,  we  will  lose  that  amount  simply  and  solely 
liecause  we  agreed  to  liold  the  suit  on  your  promise 
to  buy  it. 

"Now,  we  are  quite  ready  to  return  your  deposit 
and  lose  this  $2.00.  if  you  insist,  but  do  you  really 
think  you  are  ]H'rfectly  just  and  fair  in  demanding 
ihat  we  stiuid  this  loss? 

"Think  it  over  carefully,  and  then  decide  for  us. 
.\s  we  said  in  the  beginning,  we  will  do  whatever  you 
honestly  consider  to  be  perfectly  fair." 
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"This  is,  in  my  humble  opinion,  the  only  possible 
way  to  handle  such  a  case,  and  in  most  cases,  the  cus- 
tomer will  be  honest  and  decide  in  your  favor.  If 
not,  her  good  will  is  worth  more  than  two  dollars — 
for  a  disgruntled  customer  can  do  a  store  a  whole  lot 
of  harm  !;•■  she  wants  to." 

® 

After  all  Else  Failed — Return  Deposit. 

J.  H.  de  Roche,  manager  of  the  dress  goods  and 
silk  department,  Peter  McSweeney  Co.,  awarded 
the  third  prize,  would  take  a  course  which  would 
assure  him  the  continued  patronage  of  the  customer, 
though  first  emphasizing  the  policy  of  the  house  and 
as  a  last  recourse,  endeavoring  to  sell  his  other  goods 
to  the  amount  of  the  deposit.  j\Ir.  de  Roche  writes 
as  follows: — 

"I  would  talk  to  the  lady  in  a  kind  and  convinc- 
ing way,  explaining  fully  our  rules  governing  the 
case ;  also  telling  her  that  we  had  many  demands  for 
such  suits  during  Easter  trade  and  that  now  much  of 
the  demand  had  passeu. 

"However,  if  all  plausible  rea.soning  failed,  I 
would  return  her  the  $2.00  deposit  pleasantly,  asking 
if  she  wished  anything  else  to-day.  I  wovild  then  try 
and  interest  her  in  some  other  goods  and  if  possible 
sell  her,  and,  if  not,  hope  to  see  her  soon  again.  She 
would  feel  that  she  had  not  acted  honorably  in  the 
matter  and  would  hardly  boast  of  her  victory  to 
others  that  might  make  a  like  demand. 

"Very  few  instances  occur  of  such  an  unreason- 
able request  and  mostly  all  customers  would  be 
pleased  to  forfeit  such  a  small  deposit  in  the  event 
of  not  taking  the  suit.  This  lady  being  a  good  regu- 
lar customer  it  would  be  business  policy  to  return 
her  deposit,  rather  than  incur  her  displeasure." 

® 

Try  to  Sell  Her  Somethmg  Else. 

As  there  seems  to  be  so  much  diversity  of  opinion 
upon  this  question.  The  Review  is  here  giving  some 
of  the  other  replies  received. 

G.  D.  Osgood,  of  the  Sussex  Mercantile  Co.,  Sus- 
sex, N.B.,  also  believes  that  it  would  not  be  a  wise 
plan  to  antagonize  the  .customer  and  would  endeavor 
to  sell  her  other  goods.     His  reply  follows: 

"I  would  greet  her  in  the  following  manner: 
'Madam,  I  am  extremely  sorry  that  this  has  occurred 
because  you  will  understand  that  when  we  accept  a 
deposit  we  consider  the  sale  closed  and  the  suit  sold. 
You  see,  that  is  the  very  reason  why  we  ask  you  for 
a  deposit  because,  in  the  meantime,  we  have  lost  the 
sale,  many  times,  of  that  very  suit,  and  as  the  season 
is  getting  late  it  will  not  now  be  readily  sold.  You 
are  sure  that  taking  all  these  things  into  considera- 
tion, you  do  not  see  your  way  clear  to  take  this  suit 
off  our  hands?' 

"If  she  still  persisted  that  .she  did  not  want  the 
suit  because  she  had  good  reasons  for  not  wanting  it, 
that  she  considered  that  we  should  give  her  the  de- 
posit back  and  that  it  would  make  a  difference  in  her 
attitude  towards  the  store,  then  I  would  place  the 
following  proposition  before  her: 


"Well,  as  I  said  before,  I  am  very  sorry  that  this 
has  occurred,  but  you  will  understand  that  if  I  were 
to  return  this  two  dollars  to  you,  then  there  is  no 
reason  why  we  should  not  return  a  deposit  to  any 
person  asking  for  it  and  thus  our  rule  in  regard  to 
deposits  would  be  of  no  use.  However,  as  you  did 
not  fully  understand  that  the  sale  was  closed  when 
you  placed  your  deposit  and  as  we  want  to  use  you 
fair  and  square  and  at  the  same  time  uphold  the 
rules  of  our  establishment,  we  will  allow  you  to  take 
out  other  goods  to  the  value  of  this  two  dollars  and 
return  the  suit  to  stock.  We  hope  that  you  under- 
stand our  position  fully  and  realize  that  we  are  mak- 
ing an  exception  in  your  case  which  we  could  not  do 
again. 

"I  believe  that  the  lady  would  be  perfectly  .satis- 
fied with  this  arrangement  and  the  incident  would 
be  closed. 

Reasons  why  I  would  do  this: — 

"First.  I  would  place  the  matter  squarely  before 
her  because  there  might  still  be  a  chance  of  her 
taking  the  suit. 

"If  I  saw  there  was  no  possiblity  of  her  doing  so 
then  I  would  do  as  I  have  suggested  because  I  do  not 
l)elieve  it  pays  to  antagonize  a  customer  if  there  is 
any  way  out  of  it,  and  even  if  the  season  was  getting 
advanced  there  would  still  be  a  possibility  of  selling 
the  suit. 

"We  would,  however,  be  really  breaking  our  rule, 
but  done  in  this  way  it  is  doubtful  if  the  lady  would 
see  it  if  she  did  not  have  enough  business  seni;e  in 
the  first  place  to  understand  that  when  she  placed 
a  deposit  on  the  suit  that  she  was  expected  to  take 
the  suit  and  pay  the  balance  or  forfeit  the  deposit." 

A  Case  in  Point. 

Angus  McNaughton,  Iluntingdon,  Que.,  Writes: 
"After  a  long  experience  in  business,  I  have  come  to 
the  conclusion  that  it  is  better  to  return  the  deposit 
if  the  customer  persists,  as  such  demands  only  hap- 
pen at  very  rare  intervals,  and  somehow  it  is  most 
liable  to  happen  with  good  customers. 

"A  case  in  point.  The  day  before  Christmas, 
when  rny  store  was  rushed  and  every  moment  count- 
ed, after  spending  a  lot  of  time,  I  sold  a  customer 
a  suit.  Two  dollars  was  deposited  and  the  suit  put 
aside.  After  the  New  Year  the  customer  called,  de- 
manding the  deposit,  with  the  reason  that  she  saw 
another  suit  that  pleased  her  better.  Under  the 
circumstances,  I  remarked  that  my  time  that  day 
was  surely  worth  $2.00. 

"I  notice  that  I  was  paid  for  my  time,  but  have 
not  had  occasion  to  give  any  of  a  large  family  my 
valuable  services  since. 

"There  is  such  a  thing  as  friendship  in  business. 
I  find  it  better  to  put  goods  in  stock  and  return  de- 
posit.    Good  goods  will  sell.  Keep  good  customers." 


Would  Alter  Garment. 

Ethel  Billingsley,  Leicester,  Eng.,  writes: 

"Taking  into   consideration   that  the  lady  is  a 

good  customer,  I  should  say,  'I  am  sorry  Madam  you 

cannot  see  your  way  to  take  the  costume,  especially 

as  we  have  held  it  over  now  three  weeks  for  you,  but 
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at  any  rate  as  you  are  one  of  our  special  customers, 
we  will  in  this  instance  refund  you  the  deposit  and 
perhaps  Ave  shall  be  more  successful  the  next  time 
we  have  the  pleasure  of  doing  business  with  you.' 

"In  the  meantime  I  would  take  the  rejected  cos- 
I'lme  back  to  the  workroom,  have  it  sufficiently 
altered  so  that  it  would  not  be  recognized  as  the  same 
garment,  and  wlien  next  the  lady  came  in,  would 
sell  her  that  same  garment  again,  which  she  would 
be  delighted  with  and  would  not  recognize  as  having 
seen  it  before." 

® 

The  Advertising  End  of  It. 

Kaufman  &  Umphrey,  Port  Arthur,  have  this  to 
say :  "We  are  interested  in  this  particular  question  for 
one  particular  reason.  We  have  found,  by  exper- 
ience, that  it  pays  to  act  as  we  suggest. 

"The  $2.00  refunded  and  a  satisfied  customer  are 
better  in  our  estimation  than  forcing  the  sale  of  the 
suit,  or  even  the  good  the  $2.00  would  do  if  retained. 

"The  suit  will  sell,  and  the  customer  will  un- 
doubtedly be  a  permanent  one,  and  stand  fast  for 
the  store  that  thus  accommodates  her. 

"At  the  moment,  the  transaction  is  hard  to  bear, 
but  we  find  such  cases  the  cheapest  advertisements.'' 

Would  Not  Return  It. 

Edward  J.  Carter,  with  The  Merchants,  Limito., 
Brandon,  Man.,  would  deal  with  the  probleiu  us 
follows : 

"I  would  not  return  the  depo.sit  to  the  customer, 
but  would  explain  to  her  that  this  suit  could  have 
been  sold  a  number  of  times  since  laid  away  for  her, 
while  now  the  season,  practically  over,  it  would  be 
difficult  to  say  exactly  when  it  would  be  sold,  point- 
ing out  the  amount  of  loss  probably  incurred  by  let- 
ting the  season  pass  with  this  suit  still  in  stock. 

"In  many  cases  a  customer  may  be  reconciled  by 
offering  to  return  her  deposit  if  you  are  able  to  sell 
this  suit  within  a  certain  time,  without  loss,  but  in 
most  instances  it  will  be  found  more  profitable  and 
businesslike  to  stand  absolutely  firm  by  your  rules. 
And  your  customer,  when  she  has  time  to  think  over 
your  decision,  will  see  that  you  have  only  been  just 
lo  her  and  (o  yourself." 

® 

Asks  Customer  to  Share  Loss. 

Tliornton  J.  Mitchell,  with  The  H.  A.  Edgett  Co., 
Vancouver,  would  address  the  customer  thus: — 

"Madam,  we  appreciate  your  visits  and  patron- 
age and  have  always  endeavored,  by  fair  dealing,  to 
merit  your  custom. 

"This  garment,  as  you  know,  is  thoroughly  good, 
l)oth  in  style  and  quality.  The  price  of  twenty-five 
dollars  is  very  reasonable  for  a  suit  of  this  character 
and  when  you  purchased  it,  we  had,  and  believe  you 
also  had,  confidence  in  its  merit  and  desirability. 

"Our  firm  is  always  pleased  to  accommodate 
persons  known  to  the  house  in  every  rea«ionable  way, 
consequently  we  gladly  accepted  your  deposit  of  two 
dollars  in  place  of  the  full  purchase  price,  thus  be- 
lieving we  had  done  you  a  favor. 

"As  you  know,  p(M)]ilo  who  purchase  this  class  of 
garments  are  practically  all  fitted  out.  and  we  will 
have  to  .sell  this  garment  at  a  reduction  of  from  five 
to  ten  dollars. 


"Now,  madam,  we  do  not  wish  to  be  unjust  or  to 
act  in  any  way  that  would  appear  uncompromising, 
but  we  believe  that  in  this  ca.se  we  have  shown  at 
least  five  reasons  for  our  actions.  1.  Quality  of  goods. 
2.  Price  was  right.  3.  Perfect  willingne.ss  on  our 
part  to  arrange  payments  to  please  you.  4.  Depart- 
ure from  our  rule  of  retaining  depo.-its  would  eventu- 
ally wreck  business.  5.  You  feel  that  you  are  losing 
two  dollars,  yet  through  no  fault  of  our  own,  we  are 
likely  to  lose  from  five  to  ten  dollars  on  a  garment 
which  was  'sold.' 

"We  are  willing  to  stand  the  lo.ss  any  reduction 
would  make  necessary,  and,  under  the  circumstances, 
we  believe,  that  as  a  fair-minded  woman,  you  will 
share  to  a  slight  extent  the  loss  occasioned. 

"I  believe  the  above  method  would  ten'i  to 
awaken  some  admiration  in  the  heart  of  a  customer 
for  a  firm  so  carefully  adhering  to  a  just  policy,  be- 
sides straightening  the  difficulty. 

® 

Question  Easily  Answered. 

Russell  H.  Williams,  Regina,  writes: — "The 
question,  I  think,  is  very  easily  answered.  I  would 
ask  no  questions  but  gladly  return  the  deposit  and 
put  the  garment  in  stock.  A  customer  once  lo.st  is 
hard  to  regain." 

S.  Oxley,  Toronto,  replies  as  follows: — ^"The  solu- 
tion of  a  difficult  problem  would  depend  entirely  up- 
on its  environments,  and  in  this  age  of  'new  ideas,' 
the  paramount  question  to  be  solved  is,  'how  to  make 
the  shopper  contented.'  In  the  case  mentioned,  the 
rule  of  the  house  was  not  only  antiquated,  but  vio- 
lated the  general  principles  of  business  of  the  present 
day.  There  is  no  house  which  is  a  living  monument 
to  the  money-refunded  ideal.  Every  business  man 
has  to  take  a  chance  to  be  successful.  Circumstances 
of  a  private  nature  not  to  be  disclosed,  may  have  been 
the  cause  of  the  lady's  refusal  to  take  the  garment. 
And,  further,  the  same  individual  may  be  a  fine 
buyer  in  another  .section  of  the  store. 

"Diplomacy  being  the  better  part  of  valor,  .sur- 
render with  good  grace  the  $2  and  reap  a  greater 
harvest  of  business  by  retaining  your  customer." 


Strong  Sweater  Coat  Demand. 

Montreal,  June  12. — Ladies'  knitted  coats,  sweat- 
ers and  vests  are  to  be  in  strong  demand  this  Fall, 
according  to  all  the  authorities.  The  manufacturers 
state  that  there  has  been  a  heavy  demand  upon  them 
and  practically  everything  has  been  cleaned  up  for 
Eall  delivery.  The  wholesale  houses  report  an  un- 
precedented sale  and  say  that  the  manufacturers  can- 
not supply  stock  fast  enough. 

One  of  the  large  wholesale  houses  in  Montreal 
reports  the  biggest  year  in  their  history  in  this  line. 
Thoy  have  orders  booked  ahead  for  more  than  $45,- 
000  in  coats  of  various  design,  mostly  staple  lines. 

The  ret^ailers  are  preparing  for  a  busy  season  and 
while  for  the  most  part  the  styles  show  little  cliange 
from  last  year,  the  range  including  full  length,  three- 
quarter  length  and  the  ever-popular  Norfolk  jacket, 
are  some  novelties  thai  are  likely  to  be  po]iular. 

One  of  these  is  a  42-inch  coat,  knitted  in  double 
stitch,  with  shawl  collar,  largo  slanting  pockets  and 
turned  up  cuff's,  bound  around  with  a  fine  wool  braid. 
Another  attractive  coat,  is  one  about  thirty  inches  in 
loncth.  with  turned-over  collar  and  cuffs. 


special  Order  Abused  Becomes  Nuisance 

Some  Ready  to- Wear  Manufacturers  Cutting  Them  Out  Altogether  —  Un- 
reasonable Returns  —  Measurements  Not  Always  Accurate  —  Good  Alteration 
Department  Would  Reduce  Problem  to  a   Minimum  —  Helping  Small  Retailer 


IN  men's  wear,  as  in  ladies'  ready-to-wear  gar- 
ments, the  past  few  years  have  brought  the 
special  order  into  prominence  as  a  factor  to  be 
seriously  considered. 

So  far  as  men's  wear  is  concerned,  there  are  not 
only  specialty  houses  handling  this  kind  of  business 
exclusively,  but  many  of  the  large  wholesale  manu- 
facturing establishments  have  special  staff  equip- 
ment devoted  to  the  special  order  end. 

Helps  the  Small  Retailer. 

In  the  development  of  the  ladies'  ready-to-wear 
garment  industry,  it  is  recognized  that  this  kind  of 
business  has  been  inevitable.  Numerous  circum- 
stances and  conditions  have  tended  to  make  it  so. 
The  small  local  merchant  has  been  entitled  to  a  cer- 
tain amount  of  backing  in  his  fight  against  tthe  mail 
order  business.  A  merchant  anxious  to  prove  to  his 
customer  that  there  is  no  good  reason  why  she  should 
do  her  shopping  by  long  distance,  takes  her  mea.sure- 
ment,  has  her  select  a  design  from  the  mail  order 
catalogue  or  fashion  journal  and  with  sample  of 
cloth  required,  sends  everything  to  the  manufac- 
turer, with  instructions,  maybe,  to  rush.  A  price 
limit  is  generally  fixed. 

Again,  it  often  happens  that  a  person,  not  of 
stock  size,  fancies  a  garment  in  the  merchant's 
range  and  orders  one  made  to  that  design. 

Rejecting  the  Specials. 

Unfortunately,  abuses  have  crept  in.  Some 
manufacturers  declare  the  special  order  is  a  nuisance 
and  are  cutting  it  out  altogether.  Others  who  handle 
a  large  number  in  the  course  of  a  week,  say  it  is  a 
most  vexatious  business  because  of  the  numerous 
returns,  the  majority  of  which  are  for  defects  trace- 
able to  ori.oinal  measurement  and  calling  for  alter- 
ations which  could  be  easily  made  by  a  competent 
dressmaker. 

In  many  cases  merchants  have  only  to  read  be- 
tween the  lines  in  excuses  given  by  manufacturers 
to  know  that  some  of  them  would  rather  do  without 
the  business  than  touch  it.  They  are  already  trying 
to  reduce  the  problem  to  a  minimum. 

The  female  form  divine  has  not  that  permanency 
of  line  which  renders  the  making  of  men's  clothing 
a  coinparatively  easy  matter.  There  seems  to  be 
some  truth  in  the  statement  made  by  a  manufac- 
turer that  women  change  their  shape  every  time 
they  get  new  corsets  and  that  a  measurement  taken 
one  week  may  not  be  right  the  week  following. 
Corsets  and  things  can  be  used  with  great  diversity 
of  effect.  Then  again,  a  woman's  tastes  are  so 
changeable. 

Chanc:ed  Her  Mind  and  Her  Corsets. 

The  merchant  may  take  a  measurement  that  he 
believes  absolutely  accurate.  It  goes  to  the  manu- 
facturer and  in  due  course  the  finished  garment 
made  in  absolute  line  with  specifications,  arrives. 
The  merchant  expects  the  garment  to  fit  like  a 
glove:  so  does  the  customer.  But  in  the  meantime, 
she  may  have  changed  her  corsets,  or  her  mind.  She 


does  not  like  the  fabric  so  well  when  made  up  and 
must  find  an  excuse.  The  skirt  doesn't  fit  snugly 
about  the  hips.  The  sleeves  are  a  trifle  long.  She 
concludes  that  she  cannot  be  satisfied  with  the  gar- 
ment, and  anyhow,  in  the  meantime,  she  has  seen 
something  she  likes  better. 

What  happens?  In  many  cases,  the  merchant 
takes  a  firm  stand,  has  his  alteration  or  dressmaking 
department  make  the  necessary  changes,  backs  up 
the  manufacturer  on  the  accuracy  of  the  order  and 
eventually  wins. 

In  other  cases,  and  manufacturers  declare  they 
are  multiplying,  the  garment  is  thrown  back  at 
them,  and  because  it  may  have  been  built  on  un- 
usual mea.surements,  he  cannot  get  rid  of  it  except 
at  a  decided  loss.  A  sticker  in  a  manufacturer's 
u^ardrobe  is  as  much  a  sticker  as  on  the  retailer's 
rack. 

Measurement  Must  be  Accurate. 

In  the  first  place,  in  taking  advantage  of  the 
assistance  that  the  manufacturer  is  willing  to  give 
him  in  holding  his  local  trade,  the  retailer  must  see 
to  it  that  measurements  are  absolutely  accurate. 
Manufacturers  state  that  the  great  trouble  seems  to 
be  in  the  hip  specifications.  Either  the  merchant 
does  not  take  these  correctly  or  the  person  too  care- 
lessely  exercises  her  privilege  to  reduce  or  enlarge 
them  according  to  whim.  If  he  is  to  use  the  special 
order  to  any  extent  the  merchant  should  either  be 
competent  to  take  measurements  or  have  a  person, 
preferably  a  lady,  who  is.  A  skilful  dressmaker  is 
practically  indispensable  because  she  not  only  knows 
her  business,  but  can  very  often  place  a  reason  for 
defect,  where  the  merchant  himself  >vould  have  no 
notion  of  it  or  not  care  to  mention  it. 

Then,  again,  a  good  alteration  department  is 
absolutely  essential.  Many  merchants  will  find  that 
they  could  either  co-operate  with  a  local  dressmaker 
in  this  matter  or  engage  one  with  exceptional  ad- 
vantage not  only  to  the  ready-to-wear  but  also  to 
the  dressgoods  section. 

Manufacturers  state  that  they  do  many  hundred 
dollars'  worth  of  special  order  business  with  retailers 
from  whom  they  never  have  a  return  from  one  year's 
end  to  the  other.  The  explanation  is  efficient 
measurement  and  capable  alteration  department. 

It  cannot  be  conceived  that  the  retailer  is  going 
to  bone  the  manufacturer  to  adopt  a  course  of  self- 
protection  by  refusing  to  consider  the  special  order. 
There  is  enough  evidence  to  the  effect  that  where 
business  is  properly  handled,  it  can  be  used  to  ex- 
ceptional advantage  by  the  retailer.  When  abused, 
and  garments  allowed  to  remain  in  the  hands  of  the 
express  people,  the  retailer's  credit  is  undoubtedly 
bound  to  suffer. 

Develop  Dressmaking  End. 

Should  there  be  combined  curtailment  on  the 
part  of  the  manufacturer,  an  important  alternative 
is  open  to  many  retailers — the  development  of  their 
dressmaking  department  by  the  employment  of 
people  competent,  not  only  to  make  alterations,  but 


38 


READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


to  handle  special  orders  to  the  great  benefit  of  the 
dress  goods  section. 

Specials  are  Indispensable. 

Retailers  with  whom  the  question  has  been  dis- 
cussed declare  the  special  order  to  be  an  indispens- 
able part  of  their  business.  All  of  these  people  have 
well-organized  dressmaking  departments  in  which 
they  say  they  can  take  care  of  quite  a  number  of 
specials  which  would  otherwise  have  to  go  to  the 
manufacturer.  They  further  stated  that  they  had 
received  no  intimation  that  could  be  taken  as  mean- 
ing that  manufacturers  desired  to  eliminate  special 
orders,  and  they  could  not  see  that  it  would  be  a  wise 
course  to  drop  them. 

While  some  manufacturers  seem  disposed  to 
drop  special  orders  entirely,  others  declare  them  to 
be  the  mainstay  of  their  btisiness. 

A  Manufacturer's  View. 

"We  get  scores  of  specials  every  month,"  said  one 
man,  "but  the  merchant  who  persistently  returns  is 
a  nuisance.  We  charge  10  per  cent  additional  for 
making  up  garments  on  special  designs,  but  even 
that  does  not  always  pay  for  the  extra  cost.  In 
many  cases,  it  is  a  downright  accommodation  to  re- 
tailers to  have  their  specials  attended  to,  but  when 
garment  after  garment  is  sent  back  for  some  defect 
in  measurement,  it  becomes  intolerable.  The  un- 
reasonable offenders  may  find  themselves  blacklisted 
in  time.  In  such  event  they  will  be  at  a  distinct 
disadvantage  with  the  man  who  handles  this  business 
properly.  The  problem  could  be  reduced  to  a  min- 
imum if  the  merchant  had  an  alteration  department 
of  his  own,  or  had  some  arrangement  with  a  capable 
dre.ssmaker." 

The  Review  would  appreciate  communications 
from  retailers  as  well  as  manufacturers  on  this  mat- 
ter in  order  that  it  may  be  fairly  discussed. 

Busy  on  Advance  Styles 

Montreal  Designers  and  Manufacturers  are  Produc- 
ing   Effects  in    Black    and    White    Check 
Worsteds  and  Fancy  Wool  Materials, 
Satins  and  Foulards. 

Staff  Correspondence. 

Montreal,  June  12. 

THE  continued  vogue  of  the  one-piece  gown 
being  now  practically  a.ssured  for  Fall  and 
Winter  wear,  designers  and  manufacturers 
are  busy  on  advance  styles  in  these  to  be  de- 
veloped in  black  and  white  check  worsteds,  fancv 
wool  materials,  serges,  cloths,  satins  and  foulards. 
Many  of  these  garments,  especially  in  the  heavier 
materials,  are  shown  with  Ions  sleeves,  but  in  the 
gowns  of  lighter  materials  for  house  and  afternoon 
wear  the  peasant  sleeve  predominates,  and  these  are 
almost  all  in  the  three-quarter  cut. 

The  straight  line  tunic,  or  tunic  effect,  obtained 
by  the  judicious  arrangement  of  trimming  bands,  is 
noticed  on  some  of  these  gowns,  especially  those  in- 
tended for  street  wear,  and  on  these  also  are  shown 
the  large  collars  and  revers  on  both  sailor  and  round 
effects. 

The  high  waistline  is  still  a  feature  of  one-jnoce 
dres.ses,  finished  with  simple  stitching  in  the  honvier 
goods,  with  girdle  and  sa.«h  ends  in  many  of  tbi> 
more  fancv  effects. 


The  Citoyenne  Waist. 

The  citoyenne  waist  is  a  novelty  promised  for 
Fall  wear,  which  is  being  shown  in  .several  variations. 
In  a  Fall  costume  of  navy  satin  a  semi-fitted  portion 
falling  to  the  waist  line  completely  hid  the  rai.sed 
line  of  the  skirt.  In  another  style  a  soft  pleating 
fell  from  the  edge  of  the  raised  waistline  of  the  .«kirt. 
while  a  third  with  girdle  at  the  normal  waistline  had 
a  peplum  falling  over  the  top  of  the  skirt. 

White  Satin  Waists. 

White  satin  waists  in  plain  tailored  and  shirt- 
waist as  well  as  fancy  effects  are  promised  a  good  deal 
of  favor  for  Fall  wear  with  two  piece  costumes.  For 
semi-dress  occasions  the  white  lace  blouses,  in  .some 
cases  relieved  by  touches  of  colors,  will  probably  have 
a  place  with  those  of  marquisette  and  chiffon. 

Fall  Outiag  Coats. 

Among  the  Fall  outing  coats  already  being 
shown  are  those  of  doul)le-faced  materials,  either  in 
two  solid  colors,  or  with  the  outside  plain  and  the 
inside  a  bold  check  or  plaid  design.  The  coats  are 
not  lined,  and  in  some  of  the  models  the  collar, 
revers  and  cuffs  are  really  turnovers,  showing  the 
reverse  side  of  the  material.  The  combinations 
shown  include  black  with  black  and  white,  fawn 
with  fawn  and  blue,  fawn  and  green  and  fawn  and 
brown;  navy  with  navy  and  turquoi.se,  and  several 
other  attractive  effects. 

Night  Gowns. 

While  the  Empire  uight  gown  with  all  its  pleasing 
possibilities  for  the  use  of  allover  embroidery  and 
lace  yoke  is  still  largely  featured  in  the  Summer 
lingerie  displays,  there  are  two  new  styles  shown 
which  seem  especially  adaptable  for  heavier  cambrics 
and  flannelettes  for  Fall  and  Winter. 

One  is  the  bolero  effect,  obtained  by  the  use  of 
in.sertions,  and  sometimes  further  ornamented  by  a 
ruffle  of  embroidery  following  the  outline  of  the  in- 
.«ertion.  In  this  style  all  suggestion  of  yoke  is 
omitted. 

The  second  style  is  much  more  simple  in  effect, 
with  a  plain  yoke,  square,  round  or  pointed,  in  the 
back,  with  the  front  trimming  of  lace  or  embroidery 
arranged  lengthwise  from  neck  to  hem.  Among 
some  of  the  more  fanciful  designs  are  shown  gowns 
with  sailor  collar  and  cuffs  of  allover  embroidery, 
with  ruffled  embroidery  edge. 


Undoubtedly  the  introduction  of  so  many  new 
lines  has  stimulated  trade,  which  at  first  was  very 
slow  in  this  department.  The  late  Summer  and 
early  Autumn  promise  to  see  excellent  sales  made. 

Retailers  should  show  the  new  veils  at  the  counter 
by  using  a  Judy  with  hat  of  medium  size.  Many 
women  will  buy  the  veils  simply  because  they  see 
what  cff'ectivo  resulted  can  be  obt;.iined  on  a  plain 
sailor  or  small  to  medium  turban.  It  is  a  pretty 
general  rule  that  the  smaller  the  hat  it,-^clf  the  longer 
the  ends  of  the  veil  at  the  back.  However,  a  sailor 
hat  proved  the  most  attractive  display  medium  of 
,-.cv(M'aI  used  in  a  laroe  store. 
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Lih  ?/ler chant --Lile  Goods 
For  tie  Modern  Merchant— Radium  Hosiery 

Your  hosiery  department  needs  tKese  well  designed, 
perfectly  made  Radium  Hose  to  boom  its  sales  and 
build  up  its  regular  business,  bose  tbat  never  lose  a 
customer  once  gained,  as  tkey  give  splendid  service. 
Tbis  is  a  strictly  bigb-class  line  ;  in  fact,  bosiery  equal 
in  quality  and  attractiveness  to  RADIUM  BRAND 
would    be    extremely    difficult   to   locate   in    tbe    Can- 


adian 


tradf 


RADIUM  HOSIERY 

offers  tbe  biggest  range  on  tbe  market  in  pattern, 
finisb  and  price.  See  tbis  line  before  placing  your 
orders   for   new   stock.      It   will   be   to  your  advantage. 


Perrin  Freres  &  Cie. 


28  Victoria  Square 


Montreal 


Please  ■mention  The  Review  to  Adverti»er^  and  Their  Travelers. 
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Wallpapers  for  Next  Season 

Thoroughly    Adapted    to    Present    Popular    Forms 

of  Decoration  —  Favor  for  Cut-out    Effects 

Has  Been  Well  Recognized 

THE  wall  paper  lines  produced  for  1912  fur 
nish   increased   evidence   of   the   p;rowth   in 
Canada   of   the   high   standards   of   interior 
decoration.    From  the  merchant's  standpoint 
this  growth  is  of  the  utmost  importance,  as  it  means 
that  a  good  line  of  wall  paper  has  now  become  one 
of  the  most  profitable  lines  he  can  handle. 

One  extensive  line  noted  shows  the  thor- 
ough adaptability  of  the  1912  papers  to 
the  present  popular  forms  of  decoration  is 
their  distinctive  and  outstanding  feature.  Ap- 
parently mindful  of  the  popular  predilec- 
tion in  regard  to  "cut  out"  effects,  a  large  number 
of  the  matching  borders  throughout  may  be  sub- 
jected to  this  process. 


One  of  Stauntons'  exquisite  dasiRns  for  the  coming 
season.  The  novel  colorings  in  both  flats  and  plain 
embossed  gilts  are  deliehlful.  The  cut  shows  a 
plain  trellis  design  with  floral  trail  superimposed 
above   the   room  moulding. 

Among  other  features  of  this  line  of  1912  papers, 
self  tone  blanks  with  9  in.  and  18  in.  borders  are 
extra  attractive.  The  borders  themselves  are  especi- 
ally distinctive.  Duo-colored  stripes  with  ribbon  de- 
corations also  make  a  splendid  impression,  as  like- 
wise does  the  great  assortment  of  blanks  .showing 
small  designs  particularly  suitable  for  small  rooms. 

An  array  of  plain  cll'ecls  with  pretty  contrasting 


Ijorders  in  floral  and  conventional  designs,  come  in 
jaspes,  linens,  silks  and  a  variety  of  novel  weave 
effects. 

Fabric  effects  with  small  over  patterns  used  with 
bright  colored  borders  strongly  suggest  the  French 
lines.  The  borders  are  in  complete  harmony  with 
the  prevailing  coloring  of  the  hanging. 

The  requirements  for  the  bedroom  are  well  look- 
ed after,  and  include  a  wide  a.«sortment  of  floral  pat- 
terns of  extreme  beauty.  The  gilt  papers  show  a 
pronounced  strength  in  beauty  of  designs  and  color- 
ings. The  patterns  are  all  enhanced  in  value  by  the 
use  of  gilt,  and  except  where  specially  suited,  are  not 
.shown  in  any  other  grades. 

Parlor  and  drawing  room  papers  are  well  repre- 
sented. Independent  and  combination  papers  in 
gilts  and  embossed  gilts  and  silks  appear  in  great 
variety.  A  large  range  of  high-grade  flats  and 
printed  oatmeals  deserve  special  mention.  In  this 
grade  some  special  designs  for  the  bedroom  will  be 
greatly  admired.  The  rising  pcpularitv  of  the  plain 
oatmeal  papers  has  led  to  the  production  of  match- 
ing friezes  of  great  artistic  value.  The.«e  are  printed 
in  a  variety  of  shades  of  oatmeal  to  match  the  plain 
papers.  All  of  the  patterns  may  be  cut  out,  if  de- 
sired, and  some  of  them  are  adaptable  for  panelling 
purposes  with  very  simple  manipulation. 


How   to   Lay   Linoleum 

Take   Every   Precaution  Against  Dampness  — 

Cementing  Down  —  Making  Perfect  Joints 

—  Covering  Stairsteps 

(Courtesy  of  Otto  T.  E.  Veit.  Toronto). 

Alterations  of  the  extent  of  the  linoleum  are 
caused  by  shrinking  in  consequence  of  moisture  (of 
the  floor  or  the  cement  or  the  glue),  or  by  the  ex- 
tension of  the  fabric,  especially  with  Granites  and 
Inlaids.  Spread  the  linoleum  on  the  floor  and  leave 
it  there,  if  possible,  several  days  to  give  it  time  to 
adapt  itself  to  the  peculiar  conditions  of  the  floor  to 
be  covered.  Where  shrinking  is  anticipated,  add 
about  three  quarters  of  an  inch  in  length  when  cut- 
ting the  linoleum. 

Wet  cleaning  of  the  floors  shortly  before  the  lay- 
ing of  linoleum  is  to  be  avoided,  because  the  moi.*- 
ture  is  absorbed  and  retained  by  the  floor  and  after- 
wards causes  damage. 

Temperature.  The  temperature  is  of  import- 
ance, as  it  is  difficult  to  handle  cold  linoleum ;  there- 
fore rooms  which  are  to  be  covered  in  cold  weather 
should  be  moderately  warmed. 

To  fix  solely  the  edges  is  only  advisable  \vith 
plain  and  printed  linoleum  in  the  bettor  grades  and 
upon  a  thoroughly  dry  wood  floor.  Thinner  lino- 
leums and  inlaids  should  in  all  cases  be  pasted  down 
entirely. 

To  cement  down  the  linoleum  over  its  entire 
length  and  width  is  the  most  rational  and  economi- 
cal plan.  Where  the  floor  is  to  be  kept  intact,  as  in 
rented  houses  or  with  parquetry  floors,  it  is  sufficient 
to  paste  it  over  with  waste  paper  and  glue  the  lino- 
leum to  this.  After  the  removal  of  the  linoleum  the 
floor  can  then  easily  bo  put  back  into  its  forjuer 
condition. 


Dry  Goods  Review 


D  Ix  Y     GOODS     R  E  \'  1  E  W 


41 
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Do  not  think  that  we  overestimate  our 
claims  of  superiority. 

If  you  knew  now  what  we  know  about 
this  1912  STAUNTON  line  Tou  would  tell 
us  to  guarantee  anything  and  the  goods 
would  back  us  up. 


i  ( 


Wait  for  our  Traveller— on  the  road  July  3rd.' 

STAUNTONS  Limited 

941  Yonge  St.,  Toronto 


Please  mention  The  Revieiv  h)  Advertisers  and  Their  Travelers. 
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Edges.  These  should,  if  i)ossible,  always  be 
pasted  down  with  cement  to  close  the  joints  against 
the  infiltration  of  water. 

Nails.  These  should  be  avoided  If  the  floor  is 
level  and  smooth,  nails,  which  always  disfigure  the 
linoleum,  are  unnecessary,  but  where  nailing  is  un- 
avoidable, small  tacks  without  heads  should  be  used. 

Joining  toward  the  wall  is  ell'ected  i)ro])erly,  if 
the  skirting  board  is  afterwards  put  on  the  top  of 
the  linoleum  or  put  on  so  that  the  linoleum  can  l)e 
shoved  under  it.  Or  a  small  ledge  may  be  added 
to  the  skirting  board. 

Joints.  To  put  down  the  linoleum  without  the 
least  joint  between  two  pieces,  overlay  the  edges  the 
least  bit,  leaving  them  at  first  free  of  gluing  sub- 
stance, then  after  one  or  two  days  cut  ott'  the  lower 
overmeasurement  by  carrying  the  knife  along  the 
u})per  edge;  cement  the  edges  down  and  burden 
them. 

Loading  Plates.  The  best  loading  plates  for  this 
purpose  are  made  of  cast  iron  They  nuist  lie  even 
and  may  have  a  solid  coat  of  paint,  which,  however, 
must  not  come  off  or  be  sticky.  If  no  iron  plates  are 
at  hand,  boards  loaded  with  bricks  wdll  .serve  tlie 
purpose.  The  loading  plates  should  remain  on  the 
linoleum  till  the  cement  is  dry 

The  linoleum  should  be  laid,  if  possible,  trend- 
ing toward  the  windows,  as  in  this  way  the  seams  are 
least  con.spicuous ;  on  wood  floors  lay  it,  if  possible, 
athwart  the  boards. 

Asymiuetries.  As  is  known,  small  asymmetrie.- 
of  the  pattern  cannot  ahvays  be  avoided.  They  are 
prevented  or  minimized  by  commencing  to  lay  from 


the  middle  and  by  stretching  the  one  piece  and  keep- 
ing back  the  other.  Sometimes  it  is  neccs-sary  to 
take  out  a  small  wedge  along  the  .seam  where  the 
tault  occurs. 

Stairsteps  nmst  not  be  covered  quite  up  to  the 
front  edge.  The  linoleum  nmst  reach  only  so  far  as 
to  have  a  level,  firm  l)a.se  and  in  front  must  be  slop- 
ed by  knife  or  plane;  wherever  po.ssible  use  iron  or 
brass  edge  rails.  ^A'orn  out  steps  mast  be  equalized 
by  using  a  wood  moulding;  .stone  .steps,  by  filling  the 
cavities,  or  by  any  other  appropriate  method.  When 
making  concrete  steps,  it  is  judicious  to  make  them 
with  deepenings  for  the  linoleum  plates,  or  with 
holes  for  the  rail  dowels,  or  to  apply  the  rails  them- 
selves. 

Moisture.  In  case  moi.sture  has  .spoiled  the 
cement  and  threatens  to  cau.se  further  damage,  the 
linoleum  must  be  taken  up,  and  after  being  dried 
must  not  be  relaid  until  after  the  floov  is  thoroughly 
dried  out. 


Brass  flower  pots  and  jardinieres  are  being  sold 
by  large  stores  at  prices  which  luake  them  a  popular 
article.  A  very  nice-looking  small  flower  pot  was 
retailed  at  a  dollar. 

REPRESENTATIVES  IN  FRENCH  MARKET 

ONE     OF    THc    OLDEST     ESTABLISHED     COMMISSION    HOUSES 
of  Paris  would  like  to  act  as  Pjfchasing  Agents  on   the   French   market 
for  all    classes    of    merchandise    Imported    into    Canada.       Address  — 
G.  W.,    THE   DRY  GOODS  REVIEW,  Toronto. 
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they    give    the    maximum'  of    warmth 
and   comfort   with   the   minimum   of   weight. 


WOOLLVENA 

Pure  Do^wn  Quilts 

are  the  most  popular  and  best  seUing  Quilts  you  can  handle. 

They  make  satisfied  customers.     There  is  a  reason. 

See  the  new  collection  for  the  autumn. 
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New  Colors  Sho-wn  in  Mid-season  Hats 


Fall 

and  Winter  Millinery  Colors 

BLUES — Royal,   navy,  turquoise. 

sapphire, 

wedge- 

wood. 

BEDS — Ruby,    wine,    Coronation, 

cerise. 

fuchsia. 

orange 

red. 

BROWNS- 

-Golden  brown,  bronze. 

coque  de  Roche.      | 

GREENS- 

-Empire,  emerald,  bottle 

green. 

PURPLES 

—Violet,  pervenche. 

Pacifique,  Blonde,  Carbon,  Sand  and  Absenite  —  More  Medium  Sized  Hats 
Worn  —  Picture  Shapes  Piquant  in  Expression  —  Coral  and  Pink  Now  Common 
Being  Replaced  by  Blue  in  many  Tones,  Empire  Greens,  Black    and    White. 

A  lovely  hat  shown  in  one  leading  store  was  of 
pale  blue  hemp.  This  was  one  of  the  new  high 
crowned  picture  hats,  and  the  brim  was  lined  with 
satin  of  the  same  shade  with  a  binding  of  dull  sil- 
ver cloth  at  the  edge.  Massed  on  the  top  of  the 
crown,  a  little  to  one  .side  at  the  back,  was  an  in.- 
mense  pom-pon  or  aigrette  of  shaded  pink  to  crim- 
son carnations.  The  stems  and  stalks  were  of  a 
silvery,  green,  and  flowers  and  foliage  showered 
gracefully  on  all  sides.  Effects  of  this  kind  are  very 
beautiful  when  well  done,  but  they  require  the 
greatest  art  and  skill  to  prevent  them  looking  stiff 
on  the  one  or  eccentric  and  untidy  on  the  other. 

The  Unusual  in  Flowers. 

French  milliners  seem  to  be  seeking  for  the 
imusual  in  flowers,  for  instance  a  big  graceful  white 
hemp  was  trimmed  with  a  wreath  of  Autumn  leave.^ 
shading  from  brown  to  crimson,  relieved  wdth  y^ale 
green  fern,  and  with  one  or  two  purple  and  yellow 
pansies  twined  in.  At  the  side  was  placed  an  aig- 
grette  effect,  composed  of  deep  pink  roses,  black  vel- 
vet poppies,  and  several  spikes  of  red  and  yello>v 
wallflowers.  All  this  combination  was  tied  together 
by  a  bow  of  pale  blue  velvet  that  was  used  as  a 
base  for  the  aigrette, 

Another  lovely  flower-trimmed  hat  was  also  of 
hemp,  the  brim  faced  round  with  a  row  of  white 
camelias  and  the  crown  wreathed  with  blue  forget- 
me-nots,  softly  veiled  with  white  lace.  Nothing 
could  be  more  beautiful  or  summerlike  than  this 
pretty  hat. 

The  big,  flat-crowned,  wide-brimmed  sailor  is 
nuich  worn  by  the  younger  women.  These  hais 
come  in  rough  natural  straw^s,  in  hemp  or  Milan, 
and  in  rice  straws.  A  novelty  is  the  sailor  with 
the  crown  and  brim  of  fancy  silk  with  a  brim  fa-- 
ing  of  straw.  One  seen  was  bright  blue  silk  with 
white  dots  the  size  of  a  quarter,  and  faced  under- 
neath with  rough  black  straw. 

The  big  flat  wide  brimmed  Marie  Louise  picture 
hats  are  very  much  worn  this  season.  This  is  the 
only  shape  this  year  that  is  never  trimmed  with 
plumes,  for  feathers  would  totally  destroy  the  sev- 
erely graceful  outline  that  is  the  chief  charm  of  this 
shape.  The  proper  trimmings  are  pale-hued  stream- 
ers and  stiff  little  tufts  of  flowers.  Lace  is  used  to 
face  the  brim,  and  often  the  whole  crown  is  veiled 
with  lace.  Tiny  roses  with  tightly  curled  petals  are 
the  ])roper  flowers  for  trimming  these  hats. 

Creton  veiled  with  chifton  is  being  used  by  some 
of  the  leading  milliners,  or  the  same  effect  is  gained 
by  using  hemp  and  covering  it  plain  and  smooth 
with  flower-printed  chiffon,  the  final  effect  being  a 
soft  mist  of  bright  colors. 

The  Leading  Colors. 

Blues  of  the  bright  persuasion  are  the  leading 
colors,  emerald  green  and  black  and  white  are  the 
leading  tones.  Purple  is  also  in  evidence.  Earlier 
in  the  season  much  was  seen  of  rose  and  coral,  but 
these   gay  colors  easily  became  common,   and   arc. 


HATS  are  smaller  this  season  than  they  have 
been  for  some  years.  Though  many  small 
models  are  still  worn,  the  summer  tendency 
is  toward  the  hat  of  moderate  size.  This 
was  a  marked  feature  of  the  millinery  seen  at  the 
WoodVjine.  Many  picture  shapes  were  worn  and  many 
piquant  and  coquetti.sh  models,  but  as  a  rule  the 
very  large  hat  and  the  extremely  small  one  were 
barred,  the  smartly  gowned  woman  wearing  the  hat 
that  was  between  these  two  extremes. 

Ostrich  feathers  are  a  craze  for  the  larger  hats 
and  many  of  the  smaller  shapes  are  feather  trimmed, 
and  even  when  flowers  are  used  they  are  often  posed 
in  feather  fashion,  and  formed  into  aigrette,  por^  - 
pon  and  other  feather  effects.  Tri-colored  or  shaded 
effects  in  plumes  form  one  of  the  extravagant  effects 
of  the  season.  Large  single  plumes  of  inky  black 
form  a  high  relief  note  on  hats  of  vivid  color. 

There  have  been  few  seasons  where  so  manv 
beautiful  effects  in  ostrich  have  appeared.  Full-head- 
ed long  flued  French  curled  feathers  are  used  on  the 
most  expensive  millinery,  but  fashion  favors  the 
many  novelty  plumes,  bands  and  fancy  effects  in 
fancy  feathers. 

Sprays,  sh owners  and  plume  effects  are  made  from 
the  shorter  feathers,  some  of  them  .showing  the  nat- 
ural mixtures  of  grey  and  white.  Many  of  the  new 
plumes  show  the  stem  curved,  humped  and  twisted 
in  an  eccentric  manner,  and  the  flues  are  curled  or 
curved  in  various  dii'ections.  Some  of  these  fancy 
plvimes  are  willowed  and  form  a  fringe  effect  that 
showers  all  directions. 

Paris  hats  show  wonderful  osprey  and  paradise 
plumes  in  shower,  aigrette  and  swirl  effects. 

Good  Ribbon  Season. 

The  prospects  for  a  good  ribbon  season  are 
brightening  considerably  and  many  models  are  now 
trimmed  .simply  with  a  well-made  bow  of  taffeta, 
velvet  or  satin  ribbon.  Hats  with  the  large  ribbon 
bows  are  simple,  chic  and  serviceable  and  while 
smart  enough  to  be  v/orn  with  a  fa.shionable  frock 
they  can  be  worn  under  a  veil  for  motoring  or  witli 
a  .simple  cotton  gown  for  street  wear. 

Strong  contrasts  and  harmonizing  color  blend- 
ings  are  the  fashion.  Thus  a  hat  of  mauve  straw 
was  wreathed  around  with  rich  pink  roses  having  n 
hint  of  lilac  in  their  centres,  and  at  the  back  was 
placed  a  dashing  big  bow  of  deep,  pinkish,  purph 
velvet. 
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being  dropped  by  the  high  class  trade  in  favor  of 
blues,  clear  greens  and  black  and  white. 

New  colors  used  in  millinery  are  Pacifique, 
blonde,  carbon,  wheat,  sapphire.  There  are  also 
some  shades  of  ruby  reds  and  glowing  deep  pinks 
that  are  being  retained,  and  white  and  navy  is  one 
of  the  most  fashionable  combinations,  and  inde- 
finite colors  such  as  sand  and  absinthe  are  combined 
with  black. 

Pacifique  is  a  lovely  shifting  shade  of  sea-water 
l)lue;  blonde  is  the  color  of  old  silk  lace,  and  carbon 
is  a  new  black-blue  with  a  hint  of  purple,  and  is 
named  from  the  paper  used  for  making  duplicat.? 
impressions. 


Stiff  Ospreys  For  Fall 

Brush    Varieties    Likely    to   be    Strongly    Favored 

—  Good  Many  Quaker  and  Poke  Bonnets  at 

Ceremonial  Events 

Montreal,  June  12. 

Salesmen  on  the  road  with  millinery  trimmings 
for  Fall  trade,  report  a  good  demand  for  ospreys, 
especially  those  in  the  stiff  brush  varieties.  Black 
and  white  are  the  leading  colors,  although  those  in 
the  principal  tints  of  the  new  Autumn  colorings  have 
also  sold  well. 

Ospreys  are  appearing  already  on  some  of  the 
ultra-fashionable  hats.  Her  Excellency,  Lady  Grey, 
at  the  Montreal  races,  wore  a  small  navy  toque  with 
straight  full  black  brush  osprey  at  the  left  front. 
Many  of  the  newer  hats  for  Summer  wear  are  par- 


ticularly attractive  with  trimmings  of  both  flowers 
and  osprey  mounts. 

There  is  no  hard  and  fast  rule  as  to  the  placing 
of  .such  trimming.  They  are  placed  to  the  left  or 
right  of  the  front  ut  any  angle  to  please,  decidedly 
chic  being  the  arrangement  which  has  the  mount 
placed  straight  acro.ss  the  front  starting  from  the 
right.  With  back  trimmings  still  in  favor,  the  osprey 
is  sometimes  i^ocn  standing  stiff"  and  upright. 

Mohair  picture  hat.s  very  wide  from  side  to  side, 
with  a  graceful  upward  sweep  to  the  right  are  the 
models  .selling  best  this  month.  Some  of  these  are 
showing  a  helmet-shaped  crown  higher  in  front  than 
behind,  and  all  are  worn  so  as  to  show  a  few  cluster- 
ing waves  of  hair  about  the  face,  which,  with  the 
graceful  lines  of  the  hat  itself,  lend  so  much  to  the 
softening  of  lines  and  expression. 

A  summer  trimming  which  has  been  meeting 
with  favor  in  Europe,  but  has  been  only  rarely  seen 
here  as  yet  is  the  new  lace  feather,  which,  besides 
being  light  and  pretty,  are  extremely  effective,  made 
in  deep  cream  or  black  lace,  with  a  fine  net  ground 
and  thick  pattern.  Each  feather  is  made  from  a 
forty-inch  length  of  lace  with  the  straight  edges 
over-sewed  together  with  the  end,  which  forms  where 
the  lace  is  doubled,  so  gathered  that  the  edge  lies  fiat 
when  the  lace  is  opened  out  straight.  A  length  of 
support  wire  is  button-holed  down  the  centre  with 
two  lengths  of  fine  support  wire  at  right  angle- 
across  about  five  inches  apart.  A  chic  arrangement 
as  seen  on  one  of  the  new  large  hats  was  a  mount  of 
two  lace  feathers  at  the  left  back,  standing  almost 
upright,  the  only  other  trimming  being  a  wreath  of 
rosebuds  and  foliage. 


The   latest  ribbon    novelty.     Floral   jabots,  hair   orn  >ments.   and   bouquets,   made   in   different   shades   of    silk,    with    green 
leaves,    safety   pin  fastener    at    l>ack.     Shown    by    Davison    Bros..   Montreal. 


Some  Curious  Color  Changes  in  Millinery 

Coral  and  Blue,  Green,  Black,  Burnt,  Were  all  Good,  and  Now  Purple 
is  the  Color  of  the  Moment  —  Red  Also  Used  —  The  Heron  to  be  Pro- 
tected  —  Flower     Men      Having      Their      Troubles  —  Revival      of      Fruit 

Staff    Correspondence 


Office  of  The  Dry  Goods  Review, 
160  Broadway, 

New  York,  May  31. 

DURING  the  past  month,  the  millinery  trade 
has  done  very  little  but  grumble  over  con- 
ditions.    Whether  it  is  the  weather  that  has 
affected  sales  or    whether,    as    the    general 
opinion  seems  to  be,  that  the  helmet,  banded  sailor 
and  other  scantily  trimmed  hats  are  to  blame,  it  is 
ditlicult  to  determine. 

Another  reason  advanced  by  the  theorist  is  that 
sales  of  marked-down  hats,  which  formerly  were 
held  in  August,  or  at  the  earliest,  late  in  July,  are 
now  being  held  in  May,  with  the  result  that  women, 
instead  of  being  tempted  by  them  to  add  to  their 
already  sufficient  supply  of  hats,  are  depending  on 
them  for  their  allotted  number. 

Tendency  to  Rush  the  Seasons. 

There  is  certainly  an  ever-increasing  tendency 
to  rush  the  seasons,  and  this  one  is  no  exception.  It 
has  proven  so  unprofitable  in  many  lines  that  the 
idea  seems  to  be  to  gloss  over  it  as  quickly  as  possible 
and  hurry  on,  hoping  for  better  days. 

Try  Hard  to  Make  Flowers  Go- 

The  bulk  of  the  complaints  comes  from  the 
flower  manufacturers  and  importers.  In  spite  of  the 
most  strenuous  efforts  on  their  behalf  to  make  flowers 
"go,"  they  are  having  but  a  half-hearted  success. 
There  has  been  more  of  a  demand  for  them,  it  is 
true,  during  the  past  couple  of  weeks,  for  the  weather 
has  been  warmer  and  people  have  been  preparing 
for  their  Summer  exodus  to  seaside  and  mountain. 

The  New  York  women  somehow  do  not,  this 
season,  take  kindly  to  flowers  for  town  wear.  One 
sees  them  in  the  evening,  at  music  halls  or  in  tea 
rooms,  late  in  the  afternoons,  but  after  the  theatres 
empty  their  audiences  into  the  numerous  "lobster 
palaces,"  one  sees  huge  aigrette  trimmed  hats  or 
those  that  are  buried  under  ostrich  or  else  trimmed 
only  with  velvet  bows  or  a  very  scant  arrangement 
of  flowers. 

An  unusually  large  hat  of  the  sailor  persuasion 
in  white  chip,  had  a  bunch  of  pansies  applied  flat  to 
the  brim,  well  toward  the  back,  this  being  the  only 
trimming  employed,  the  hat  not  even  being  faced. 
This  hat,  one  of  the  smartest  seen  at  a  recent  func- 
tion, is  illustrative  of  the  mode. 

Small  Flowers  Lead. 

As  there  is  a  very  decided  preference  shown  for 
purple  in  the  most  vivid  shades,  there  is,  of  course, 
a  demand  for  all  purple  flowers,  and  of  these  pansies 
lead.  As  has  been  previously  stated,  small  and  medi- 
um-sized flowers  lead,  but  there  are  a  few  larger 
roses,  poppies  and  magnolias  used.  Among  the 
mid-summer  flowers  that  are  favored  are  apple  blos- 
soms, peach  blossoms,  bachelors'  buttons,  fuch.sias 
and  gauze  roses.  There  are  a  number  of  white 
flowers  being  used,  particularly  on  dark  hats,  such 


as  purple  or  black.  These  flowers,  in  chiffon  and 
gauze,  are  expected  to  save  the  flower  situation.  There 
are  also  small  "oyster  white"  velvet  flowers  that  are 
applied  flat  against  the  brim,  but  as  a  general  thing, 
flowers  are  used  to  bank  crowns,  often  entirely  con- 
cealing them. 

Prohibits  Sale  of  Heron  Plumage. 

There  is,  of  course,  considerable  agitation  ovep 
the  aigrette  question,  the  Auduljonites  having  fought 
for  the  protection  of  the  heron.  After  July  1st,  the 
law  prohibits  the  sale  of  heron  plumage,  so  that  at 
the  present  time,  aigrette,  being  the  smartest  of 
smart  millinery  trimmings,  they  are  in  brisk  demand 
and  commanding  high  prices.  White  aigrettes  are 
used  extensively  in  Paris  as  they  are  here,  and  so, 
of  course,  the  attention  of  the  trade  is  focussed  upon 
the  question  of  imitation.  Nor  is  the  heron  the  only 
bird  protected  by  this  bill.  The  trade  here  as  well 
as  in  all  parts  of  the  country  aft'ected  has  put  up  a 
big  fight,  but  the  edict  has  gone  forth  and  the  bill 
passed. 

Curious  Changes  in  Color. 

It  is  curious  to  note  the  various  changes  in  color 
that  have  been  rung  this  season.  At  the  start,  coral 
and  blue  were  the  only  colors  that  were  talked  of. 
Coral  never  attained  the  prominence  expected,  but 
blue,  as  all  the  world  knows,  has  never  had  a  longer 
or  stronger  run.  About  a  month  ago,  Byzantine 
green  and  other  vivid  greens  suddenly  burst  upon  us. 
Green,  however,  was  used  more  as  a  trimming. 
Green  ostrich  bands  and  other  effects  w^ere  used  on 
black,  blue,  burnt  or  grey  hats  and  green  was  used 
as  the  lining  for  satin  wraps,  showing  in  turned 
back  cuffs  and  revers.  There  were  comparatively 
few  all  green  hats,  although  when  ostrich  was  usecl, 
the  hat  certainly  had  the  appearance  of  being  all 
green.  Hardly  had  this  vivid  color  become  estab- 
lished as  a  favorite,  when  along  comes  another  pur- 
ple, equally  bright.  Unlike  green,  purple  was 
used  for  the  body  of  the  hat  instead  of  for  the  trim- 
ming only. 

Occasionally  one  finds  a  purple  hat  trimmed  with 
another  color,  but  it  is  only  occasionally,  for  the  all- 
purple  hat,  although  it  may  be  in  two  shades,  is 
without  question  of  doubt,  the  hat  of  the  moment. 
It  may  be  a  curious  color  to  be  popular  at  this  time 
of  year,  but  a  deep  purple  hat  with  a  white  frock  is 
wonderfully  stunning,  particularly  if  a  parasol  and, 
inaybe,  belt,  bag  or  hosiery  repeats  the  color.  Red 
is  used,  too,  and  is  next  to  purple,  the  most  popular 
for  the  one  color  hat. 

Pressed  Hat  for  Dressy  Wear. 

As  usual,  the  pressed  hat  has  been  chosen  for  the 
dress  hat.  There  are,  of  course,  a  number  of  hand- 
made toques  and  beguins  worn,  and  a  few  large  hats 
developed  in  straw  braids  and  silk,  but  all  prophecies 
to  the  contrary,  the  large  pressed  hat  remains  the 
favorite,  with  either  straight  or  upturned  brim. 

As  previously  stated,  there  is  not  a  wealth  of 
trimming  used  on  the  majority  of  hats,  nor  are  there 
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Close  fitting  bonnet-like  hats  are  high   style.     The  one  shown  is  of 

white  hemp,  with  brim  of  black   velvet.     The  trimming  is  a 

band  of  crochet  lace  and  marabout  and  uncurled  ostrich 

in  wing  effect.     Paris   model. 
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as  many  facings.  A  clever  and  more  or  less  novel 
method  of  binding  a  brim,  or  rather  a  part  of  it  i^ 
to  use  a  four  or  five  inch  ribbon,  right  over  the  edge 
for  a  given  distance,  but  not  entirely  surrounding 
the  hat. 

As  we  know,  ribbons  are  much  in  demand,  but 
they  have  a  decided  rival  in  piece  goods,  particularly 
velvet,  which  is  used  for  many  bows. 

Demand  for  Moire. 

Coming  events,  it  is  said,  cast  their  shadow  before 
them,  and  so  the  trade  is  expecting  a  demand  for 
moire,  since  this  silk  and  ribbon  in  this  weave  have 
been  gaining  in  favor. 

Fall  Lines. 

There  are,  of  course,  houses  who  are  advertising 
their  Fall  line  ready  for  inspection,  but  these  offer- 
ings must  not  be  taken  too  literally  for  after  all  what 
does  one  know  before  late  Summer  what  the  early 
Fall  will  bring.  Any  way,  moire  hats  are  being 
prepared  and  moire  faced  hats  are  sold.  There  is 
also  considerable  satin  used  for  facing  and  for  bows. 

Want  French  Plumes. 

Ostrich  bands  have  been  selling  like  hot  cakes 
and  at  absurdly  low  prices,  but  handsome  ostricli 
plumes  are  in  no  danger  of  being  over  popular  on 
account  of  their  cost.  Willows  are  still  selling 
strong  but  the  better  trade  want  the  French  plumes 
and  contrary  to  the  usual  state  of  affairs,  the  demand 
is  for  colors.  There  is  also  no  little  demand  for  small 
wings  in  bright  colors  and  for  feather  bands  in  white 
for  trimming  the  mid-summer  semi-dre.ss  and  shirt- 
waist hats.  These  are  very  smart  in  medium  sizes 
and  in  white  Milan,  Panama  and  leghorn. 


Leghorns,  by  the  way,  have  entered  the  outing 
hat  realm  and  are  now  to  be  had  bound  and  banded 
in  black  or  white  as  one  sees  Panamas.  As  a  matter 
of  fact,  for  dress  purposes,  Leghorns  are  little  used, 
unless  they  are  covered  with  embroidery,  lace  or 
chiffon.  Panamas,  on  the  other  hand,  have  been 
seen  a  good  deal  in  the  dressier  models.  They,  too, 
are  .sometimes  veiled,  or  partially  covered.  Banded 
sailors,  particularly  in  rough  black  straw,  are  ready 
sellers.  Helmet  shapas  are  lingering,  but  have  no 
great  hold  upon  the  trade.  Close-fitting  collapsible 
hats  are  in  some  demand. 

Some  pretty  pongee  hats  have  appeared  with 
others  of  batavia,  grass  cloth  and  linen,  the  majority 
having  straw  facings. 

Reviving  Fruit. 

A  word  on  fruit  in  pa,ssing.  There  is  a  tendency 
toward  reviving  it,  particularly  cherries  and  small 
and  medium-size  apples,  peaches  and  plums,  but 
these  are  in  velvet,  which  seems  another  curious 
fact,  particularly  since  black  velvet  is  most  popular. 

Lingerie  Styles. 

Lingerie  hats  are  not  overly  prominent,  although 
there  are  many  hats  on  which  allover  embroidery  or 
lace  appears.  There  is  an  absence  of  fluffiness  about 
these  effects,  however,  which  puts  them  in  a  separate 
class  from  the  transparent  and  fluffy  hat,  since  the 
embroidery  or  lace  is  usually  drawn  over  the  straw. 

Some  of  the  small  and  medium-sized  hats  that 
have  little  or  no  brims  are  decidedly  high,  the  ar- 
rangement of  the  trimming  greatly  exaggerating 
that  fact.  This  style  hat  promises  to  be  good  for 
Fall,  although  at  the  time  of  writing,  large,  very 
flat  hats  are  equal  sharers  in  popular  favor. 
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We  invite  buyers  for  large  stores  to  inspect  our  lines  and  prices. 

Buy  direct  from   the   manufacturer,  and  save  25  to  100   per  cent. 

We  can   supply  you  with  the   best  selling  lines  on   the  market  at 
lowest  prices. 

We    are    manufacturers  of   leading  Ladies'  Straw,  and    Felt    Hats, 
also  Pressed,  Hand-made,  and  Ready-to-wear  Hats  in  all  Materials. 

See  Our  Lines  Before  Ordering  Elsewhere 


Busy  on  Advance  Styles 

One  Novelty   is    the   Citoyenne    Waist  —  Peasant 

Sleeve  in  the  Lighter  Materials  —  New 

Nightgown  Styles 

(Stan  Correspondence) 

Montreal,  June  12.— The  warm  weather  has  had 
the  effect  of  making  a  very  strong  demand  for  soft 
collars  and  the  sales  have  been  the  heaviest  in  the 
history  of  the  trade.  Close-fitting  collars  are,  how- 
ever, still  the  leaders,  and  narrower  ties  continue  to 
be  popular. 

Montreal  dealers  report  that  this  has  been  the 
biggest  lustre  coat  year  ever  experienced  in  Canada. 
People  are  beginning  to  follow  the  lead  of  New 
York,  where  the  men  in  the  downtown  districts  wear 


Two  new   mufflers  of   artificial  silk   in    French    and    dove    grey 
respectively.    Suown  by  Laces  and  Braids  Mfg.  Co..  Toronto 

Ihem  on  llio  .streets,  (hiring  llu'  hoi  davs.     .\  cream 
colored  coat  has  been  one  of  the  l)est  sellers. 

Well  dressed  men  are  wearing  hose  to  conforni 
with  their  clothes  more  than  ever,  and  the  demand 
for  greys  and  tan  colors  is  therefore  stronger  tlian 
ever  beifore.  There  has  been  a  marked  improvement 
in  the  class  of  men's  furnishings  solo,  and  dealers 
are  now  carrying  in  stock  ho.se  at  $10  or  $12  per 
dozen,  whereas  a  few  vears  ago.  suili  a  course  would 
have  been   unthoimht   of.      One   wholesale   firm    in 


Montreal  that  bought  a  few  dozen  pairs  of  silk  hose 
at  $12,  in  fear  and  trembling,  report  that  they  can- 
not get  enough  of  them  to  .supply  the  demand.  The 
well  dressed  man  of  to-day  is  as  particular  aV)out  his 
wearing  apparel  as  a  woman. 

The  .sale  of  athletic  underwear  is  improving  as 
people  are  .seeing  the  advantage  of  .sleeveless  and  lea- 
less  garments  in  the  hot  weather. 

Collections  on  the  4th  of  the  month  showed  an 
improvement  in  general  over  the  4th  of  May.  There 
seems  to  be  a  general  tendency  on  the  part  of  the 
banks  to  re.strict  credit. 

© 
Rubber  Collars  Selling  Well. 

The  warm  weather  has  created  a  good  demand 
for  the  rubber  collar,  and  in  the.se  lines  high  class 
workmanship  has  produced  results  which  have 
brought  this  class  of  neckwear  into  immediate  favor, 
not  only  among  mechanics,  but  also  among  those 
who  must  have  a  collar  which  will  retain  a  good  ap- 
pearance under  very  exacting  conditions. 

Some  of  the.se  collars  have  the  appearance  of 
hand-laundered  linen,  and  all  of  the  favored  styles 
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and  be  "Clothed  with  Air." 

No  other  line  of  shirts  and 
underwear  gives  the  satisfac- 
tion to  be  obtained  fron  "Aer- 
tex  "  Cellular 

Sh   rt  Sleeve  Undervests  and    Trunks 

from    $6.50. 

Combinations,    long  ard    short,   from 

$13  50. 

Day  Shirts,  $9.00  and  $12  50. 

Tennis  Shirts,   $9.00. 

"Aertex" 
fits  well.  W3*« 


It  is  durable. 

It  bears  fair  profit. 

It    can    be    shipped     at 
once  from 

Wreyford&Co. 

Dominion  Agents, 
TORONTO 


Dry  Goods  Review 
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shown   in   the  linen   article  have  1)een   reprodnced.r 
For  strennous  hot  weather  wear  the  rubher  collar 
has  steadily  increased  in  popularity,  and  the  satis- 
faction which  it  has  given  under  trying  conditions 


Set  of   plain  golJ-moumeJ   pcjil  bullo;.s.    wilh  fasteners 

for   fancy   vest.    Tfiese   sets   are  sometimes  presented 

as  favors   by  bridegroom   to   best   man.     Shown 

by   Defriez    &    \Voodman,   Toronto. 

ha.s  established  it  as  a  staple  line  in  the  opinion  of 
an  increasing  section  of  the  trade.  Cases  are  known, 
in  fact,  where  particular  business  men  have  shown  a 
preference  for  these  collars. 


Moves   Into   Larger  Store 

AH.    Prendergast,    Montreal,    has    Greatly 

Improved   Facilities  —  An    Effective 

\A/^indow  Arrangement 

Larger  and  iiiore  up-to-date  ])reniises  have  ])een 
secured  by  Alfred  Prendergast,  Ltd.,  retail  dealers 
ill  men's  furnishings,  Montreal.  This  store,  under 
the  name  of  "Fashion  Craft,"  had  been  located  in 
the  Scroggie  building,  Ijut  June  1  thev  moved  across 
th«  street  to  more  conunodious  quarters,  4(38-4(37  St. 
Catherine  Street  west. 

The  new  .^tore  has  been  entirely  remodelled  to 
suit  their  requirements.  It  has  hardwood  floor,  white 
ceiUiig  and  wall  cases  and  silent  salesman  show  ca.ses 
ill  maliogany.  An  efficient  .sy.stem  has  been  install- 
ed for  handling  clothing  and  niirrors  are  convenient- 
ly placed  at  intervals  along  the  walls.  About  mid- 
way in  the  store  on  the  right  of  the  entrance  is  tlie 
office,  and  on  the  oppo.site  side  is  a  fitting  room. 

The  lighting  is  one  of  the  features  of  this  store. 
In  the  rear,  where  the  garments  are  displayed,  there 
is  a  large  light  well  in  the  ceiling,  and  in  this  way 
splendid  results  are  obtained  in  showing  cloths, 
etc.  At  night,  electric  incandescent  lamps  .shed 
their  radiance  from  very  handsome  bra.ss  electroliers. 

On  the  second  floor  of  the  building  the  firm  has 
its  tailor  shop,  where  alterations  and  repairs  are 
made  to  garments.  The  manager  of  the  store  states 
that  busine.ss  has  increased  during  the  la.st  year  more 
than  100  per  cent.,  and  a  move  to  larger  quarters 
was  therefore  considered  nece^sarv. 


A  Business  Asset 

The  ability  to  speak  English  correctly 
and  fluently  is  a  business  asset  of  no  mean 
importance. 

Yet  how  rare  it  is  1 

YOU,  Mr.  Dry  (ioods  Clerk,  or  Mr. 
Salesman,  may  need  this  ability,  and  it 
can  be  easily  acquired.  There  is  a  fascin- 
ating way  to  polish  up  your  English  by 
acting  as 

CIRCULATION   REPRESENTATIVE 

of  the  MacLean  Publishing  Company. 

We  have  an  attractive  offer  to  make 
you,  one  which  will  qualify  you  for  bettor 
positions,  and,  if  you  hustle,  will  mean 
a  weekly  salary  of  $15,  year  in  and  year 
out. 

The  work  will  not  require  all  your 
time. 

Write  at  once  for  particulars. 

MACLEAN  PUBLISHING  COMPANY 

143-149  University  Avenue     -     •    TORONTO 


THE 


teacm 

■      SHIRT 

is  a  generously  proportioned, 
beautifully  finished,  garment 
for  exacting   men. 

The  materials  are  good 
and  constantly  renewed, 
while  all  seams  are  double 
stitched,  buttons  securely 
fastened  and  every  stitch 
neatly  done. 

Cut.  Style  and  Pattern 
all  the  best  to  be  found. 

DEACON    SHIRTS 

Will  be  a  live  stock 

The  Deacon  Shirt  Co. 

BELLEVILLE,         "        ONT. 


Good  Advertising  to  Educate  Local  Trade 

People    will  Appreciate  the  Home    Stores  to    the  Extent    to  Which  They  are 

Kept     Informed  —  How    a     Paris     Merchant     Supplements     his    Newspaper 

Advertising  —  Good   Housefurnishing    and   Hosiery   Advertising 


THERE  is  less  seiitiincnt  in  business  to-day 
than  is  imagined  by  a  good  many  mer- 
chants. A  man  may  no  longer  be  confi- 
dent of  a  customer's  business  simply  because 
that  customer  "dealt"  at  the  same  store  years  ago. 
The  inducnces  that  have  told  most  eflfectively  against 
that  solidity  which  worked  the  old  days  are  adver- 
tising and  human  nature.  An  attractive  news- 
paper spread  by  one  tirm  will  go  a  long  way  toward 
winning  the  other  fellow's  people  away  from  him, 
and  the  way  in  which  the  spread  is  followed  up  will 
decide  the  permanency  of  the  break. 

The  whole  matter  sinnners  down  to  a  question  of 
education,  of  well-applied  information  of  news.  The 
merchant  must  go  to  his  people  with  a  budget  of 
"live  matter"  about  his  goods:  he  can  no  longer  ex- 
pect them  to  visit  his  store  for  the  sole  purpose  of 
inspecting.  He  must  carry  the  message  to  them  by 
whatever  mediums  he  finds  most  effective.  They  are 
reading  the  city  papers  and  his  merchandising  nuist 
stand  the  test  of  comparison. 

Recognizing  these  facts,  merchants  are,  to-day, 
meeting  with  greater  success  in  holding  the  local 
trade.  They  are  studying  more  closely  the  wants  of 
the  people,  the  proper  time  and  the  best  means  of 
impressing  them  with  local  opportunities. 

Many-Sided  Conditions. 

Competitive  conditions  are  to-day  so  many-.-ided 
that  the  fight  for  business  demands  the  most  aggres- 
sive weajjous.  To-day,  it  is  not  only  the  large  city 
mail  order  stores  who  are  taking  large  slices  out  of 
tlie  general  trade  of  the  country,  but  those  in  smaller 
places  as  well,  who  have  good  surrounding  country 
to  draw  from,  are  reaching  out  for  a  .share  of  it. 

The  methods  of  the  large  mail  order  house  are 
being  astutely  followed  along  distinct  lines.  Every- 
thing is  development  of  first-hand  opportunities. 
There  is  no  city  or  town  but  what  has  its  drain  iioon 
the  pos.sible  local  trade,  and  advertising  is  the  means 
by  which  these  conditions  are  being  met — that,  anl 
the  right  goods  at  the  right  time. 

A  good  exann)le  of  the  kind  of  advertising  which 
is  being  used  effectively  in  educating  the  locality  is 
that  shown  The  Review  recently  by  John  H.  Hall, 
Paris,  Out.  It  was  a  .sheet  about  12  by  18  inches, 
kvell  printed,  but  on  paper  that  rendered  its  repro- 
■luclion  here  im|)o.ssible.  The  same  sheet  was  run 
in  the  local  jtapers,  but  in  order  that  the  field  might 
lie  thoroughly  covered  and  every  home  reached,  it 
was  re-is,sued  in  hand-bill  form.  This  sheet  had  that 
direct  dollars-and-cents  appeal  so  necessary  in  special 
advertising  for  the  Sunmier  months  when  people 
must  have  a  good  reason  for  responding.  Six  hun- 
dred of  these  sheets,  arranged  in  an  attractive  way, 
are  disli-ibuled  l)y  school  boys,  twice  a  iiKinth.  This 
form  iif  advertising  was  ])articularly  o})portune. 
Peiipli'  li;i\c  a  triidciicy  tn  roxc  in  Summer  tiiiic,  to 
vi>it  (illicr  tdwn^  Jiiul  cities,  and  to  spend  their  money 
wbcrcvci'  an  Mltractivc  i)ro])osilion  may  induce  them 
to  part  with  it.  They  also  receive  tlie  city  dailies 
anci  are  keen  on  the  bargain  list. 


.Mr.  Hall  .saw  at  once  that  an  advertisement  to 
meet  these  conditions  mu.st  be  bright,  t-o  the  point 
and  immediately  interesting  in  its  features.  He  di.«- 
covered  that  the  local  papers  were  not  thorough  in 
their  service.  Through  an  error  in  his  adverti.«ement, 
$1.00  gloves  were  offered  for  2o  cent><.  He  onlv  re- 
ceived one  reply  and  then  he  was  .sure  that  there  was 
something  wrong.     The  supplementary  .*cheme  was 


GREAT     SPRING     HOME     REPLENISHING 


Timely   and    well-arranged  housefurnishings  »dvl. 
by   Dundas  &   Flavelles.   Lindsay.   Ont. 

found  to  be  the  most  satisfactory.  It  lielped  to  focus 
the  attention  of  the  people  upon  local  shopping 
privileges  and  detract  from  the  influence  of  the  city 

advertisements. 

News  Brightly  Told. 

The  advertisement  submitted  is  well  arranged.  It 
has  a  .series  of  neat  illustrated  panels  down  one  side, 
wliile  on  the  oppcMte  side  cuts  are  introduced  to 
bi'ighten  the  items  in  the  centre.  Not  one  of  the  cuts 
exceeds  lV-2  inches  in  depth.  Underneath  the  head- 
ing "You  can  make  a  dollar,"  are  two  lines  telling 
how,  and  the  list  of  values  immediately  follows.  Al- 
though there  are  many  different  kinds  of  type  in  the 
advertisement,  they  have  been  so  used  that  the  defect, 
if  .'juch  it  might  be  called,  is  not  suggested  to  the 
reader.  The  printer  has  .secured  a  very  neat,  well- 
balanced  result. 

Persistency  in  this  kind  of  advertising  is  certain- 
ly educative.  When  the  sheets  are  distributed  regu- 
larly every  two  weeks.  ]>eople  begin  to  look  for  them 
and  with  good  returns  to  the  merchant  so  long  as  he 
fills  his  space  with  interesting  news  matter. 

The  Opportune  Advt. 

Dundas  &  Flavelle,  secured  a  good  liold  upon  the 

htiiist'cleaning  fever  while  in  its  iiuMpiency  by  putting- 
out  a  full-page  advertisement  that  was  full  of  attrac- 


DRY    GOODS    REVIEW 


51 


tive  values.  This  came  at  a  time  when  the  season 
had  barely  opened  and  certainly  must  have  drawn 
good  business.  The  appearance  of  the  advertisement 
was  improved  by  an  appropriate  cut  at  side  and  top. 
An  improvement  could  have  been  made  by  the  in- 
troduction of  a  wider  division  between  sections  deal- 
ing with  curtains  and  curtain  nets.  A  rigid  space 
economist  would  say  that  the  use  of  the  firm  name 
so  prominently  twice  in  the  same  advertisement  was 
unnecessary  and  that  the  top  name  black  and  dates 
would  suffice  either  in  the  top  or  bottom  position. 

The  dates  indicate  that  this  firm  has  been  in 
business  more  than  fifty  years,  and  thus  advertise- 
ments are  suggestive  of  that  practical,  direct,  well- 


■«|  Ul(  «  ButcbtMn't  ^UK  bMfcvllk  t  CrtiTu)  Utn  it(  At  ttU-  louhr'ta  il*r 


Saturday  Night  Sale! 


Basement  Sale 


Sale  of  Ci'l, 


An  advt.  for  Saturd  ly  night  special  thit  had  good  selling  power. 

tiiiied  merchandising  which  has  contributed  to  this 
aggressive  longevity.  There  are  no  frills  on  the 
adverti-ement,  no  unnece.ssary  paragraphs,  no  gush 
ovr  with  adjectives.  It  reads  as  though  there  was  a 
solid  institution  behind  it  ready  to  give  immediate 
meaning  to  every  statement  ])ublished. 

Gives  Direct  Information. 

Another  very  attractive  house-furnishing  adver- 
tisement is  that  of  Geddes  Bros.,  Sarnia.  This  adver- 
tisement is  panelled  very  eft'ectively  and  the  appli- 
cation of  cuts  carefully  studied  with  a  view  to  general 
appearance  as  well  as  to  department  emphasis.  The 
set-up  is  good  and  the  descriptive  matter  used  to 
fasten  tlie  interest  of  the  reader  is  practical  and 
instructive.  An  outstanding  feature  of  the  adver- 
tisement is  the  information  by  which  a  reader  may 
at  once  determine  whether  goods  are  suitable  for  her 
j)urp(),'-e,  and  calculated  at  the  .same  time  to  create  a 
desire  to  inspect.  No  house-furni.shing  advertisement 
can  be  too  full  of  this  kind  of  matter. 

Not  Afraid  to  Use  Space. 

Robert  Wright  &  Co.,  Brockville,  evidently  be- 
lieve that  the  rule  "A  place  for  everything  and  every- 
thing in  its  place,"  applies  as  well  to  advertising  as 
to  things  more  tangible.  In  the  paper  from  which 
the  accompanying  advertisements  were  taken,  extra 
space  wa.s  used  for  a  millinery  announcement.  Many 
merchants  might  have  spoiled  both  advertisements 


by  combining  the  two  in  one.  The  hosiery  adver- 
tisements, here  illustrated,  serve  as  an  interesting 
comparison  as  between  two  different  styles  of  set-up, 
and  also  shows  two  different  treatments  of  the  same 
matter  by  the  ad. -writer,  so  as  to  avoid  similarity  as 
nuich  as  po.ssible  in  the  newspapers.  An  interesting 
feature  of  the  ho.siery  advertisements  is  the  manner 


■■  biitii>h\  CrsjtEil  SfDfe " 


zs:i':-n:z 


"  Bio«<iilE'!  Giejii^l  i'm " 


Summer  Hosiery 

and   Underwear 

IMMENSE  STOCKS  AT  MOST  ATTRACTIVE  PRICES 


The  finest  proitucis  of 
5iie  -YouM  need  lo  VI! 
And  Underwear  i(  you 


ibst  makers.  Ewery  kind  i 
K  department  of  Hoisery 
e  properl/  prepared  for  ihe 


Pfnmans   go<id<L.   Watsons   goods.    Crown    brand       ^  (^  y'M 
Kootk,  Lennards  goods,     Peerless   goods.  Oxford   goods.  -A — ^   > 


^    I  QUEEN  QUALITY  H0SIERY_^vrt"_2^|  r'^^-- 


!  SAiE  W  UMPiiS     -■■■—■  t^\ 


Robt.WrighUCo 


An   attractive   array   of   hosiery    values    by 
Robt.   Wright   &   Co..    Brockville,    Ont. 

in  wliicli  brief  general  statonicnt  is  followed  up  by 
names  and  values  which  strilvingly  emphasize  them- 
selves. No  sjnice  is  wasted  in  unnecessary  descriptive 
matter,  for  a  hosiery  adverti.-enient  is  a  hosiery  adver- 
li.-ement  and   when   sijcciallv  featured   in   a  case  of 


Sprinjf  Home  Furnishings 


Housefurnishines  advt.  by   Geddes   Brcs..   Sarnia. 
showing    effective    use   of    panels   and   cuts. 

this  kind  the  closer  that  prices  are  hitched  to  the 
actual  facts  about  values   the  better. 

It  will  be  noticed  that  a  peculiarly-shaped  panel 
somewhat  inconspicuous  is  used  to  make  an  import- 
ant announcement  in  one  of  these  advertisements, 
while  the  panel  occupies  a  position  which  would 
undoubtedlv  attract  some  attention,  better  results 
might  liave  been  attained  had  the  setting  been  in 
more  prominent  type  or  ruling. 


Confidence  Between  Staff  and  Employer 

H.   J.   HoUingrake   &   Company,   Brantford,  Issue  Circular  to  Help  as  Occas- 
sions   Arise  —  Achieves    Better    Result   Than    "Calls"    and     Overcomes     Per- 
sonality  in   Directing   Attention  to   the  Important   "Little  Things." 


H.I.  IIOLLINKAKE  &  CO.,  Brantford,  have 
toiiiul  that  generalizing  in  regard  to  iiii- 
porlaut  matters  within  the  store  overcomes 
tlie  tendency  on  the  part  of  .salespeople  to 
li'cl  personally  the  blame  for  mistakes  which  hap- 
pen from  day  to  day.  Each  sales  clerk  acts  upon  the 
motive  underlying  the  hint  conveyed  in  a  general 
way. 

This  scheme  develops  from  the  desirability  of 
helpers  having  the  development  of  the  business  at 
heart.  It  promotes  a  spirit  of  enthusiasm  or  fellow- 
ship among  the  staff. 

Daily  there  is  something  occurring  in  every 
store  which  is  apt  to  cause  friction  or  unnecessary 
ill-feeling.  When  actual  complaints  are  laid  too 
einphatically  before  sales  clerks  individually  they 
ai-e  apt  to  consider  the  charge  unfair.  They  feel 
that  tlie  "call"  should  l)e  passed  along  to  others  who, 
they  know,  are  equally  at  fault. 

The  Old  Order  Changeth. 

New  methods  which  are  superior  to  the  old  idea 
that,  to  keep  salespeople  alert,  they  were  to  be  per- 
])etually  in  fear  of  a  "rap,"  .should  be  welcomed. 
Aloofness  and  lack  of  co-operation  with  heads  to 
secure  better  results  arc  largely  eliminated.  The 
salesperson  feels  that  he  has  greater  liberty  to  ex- 
))re.ss  himself. 

Not  so  many  years  ago  to  receive  a  crack  over 
the  kiuickles  with  a  yard  stick  or  to  be  decidedlv 
told  what  was  wrong  before  other  clerks  or  customers 
WHS  a  (•(iiiiiiKiii  occurrence. 

Happily,  to-day,  cases  of  this  kind  are  rare,  and 
it  has  become  unnecessary  for  "forward"  to  be  the 
stock  in  trade  of  the  floor  walker.  It  must  not  be 
tlioiight,  however,  that  at  times  "forward"  is  not  a 
necessary  call,  but  rather  a  sign  of  progressiveness, 
no  matter  how  it  niggles  the  offending  party. 

The  Quiet  Office  Chat. 

There  are  occasions,  too,  when  a  quiet  office  chat 
inspires  coiilidciice  and  a  resolve  to  do  better  m 
future. 

There  are  advancement.';,  more  responsibilities, 
changes  in  business  methods  or  .«taff,  and  expres- 
sions of  approval,  which  are  better  talked  over  quiet- 
ly out  of  hearing. 

'I'iicn,  in  cases  of  glaring  neglect  or  carelessness, 
a  call  to  the  office  is  to  be  made  a  matter  of  import- 
ance and  one  likely  to  be  remembered  by  the  guilty 
party. 

This  procedure  being  of  rare  occurrence,  also 
makes  the  actual  call  more  impressive,  and  less  nag- 
ging is  bcai'd  or  dissatisfaction  expressed. 

One  Merchant's  Method. 

It  was  to  ovci-comc  this  liusiness  failing  and  to 
in.spire  enthu.siasm  and  a  feeling  of  conlidcnce  with- 
in the  store,  which  prompted  E.  .1.  llollinrake  to 
enumerate  pctly  mistakes  and  basiness-bringing  im- 


provements in  small  things  in  a  circular  and  pa.s> 
them  from  time  to  time  among  the  staff'  for  nmtual 
bcnclit  and  consideration. 

The  main  object  has  been  to  irupre.s.s  a  feeling 
of  I'csponsibility  regarding  stocks,  and  the  conviction 
ihat  goods  represent  dollars  and  cents. 

rrimarily,  stock-keeping  is  the  main  issue,  and 
care  is  taken  to  show  that  any  depreciation  in  lines. 
within  the  department  is  actually  a  less  accountable 
to  the  stock-keeper. 

Closely  allied  with  this  is  the  importance  of 
knowing  actual  goods  in  stock  and  becoming  ac- 
quainted with  their  selling  probabilities,  quality  and- 
relative  selling  merits  or  tendency  of  style  in  each 
department. 

The  Responsible  Staff. 

When  .salespeople  are  heard  to  say  that  "We  arc 
going  to  do  this  or  that,"  and  understand  their  actual 
responsibilities  in  regard  to  the  business,  then,  and 
only  then,  are  merchants  going  to  feel  a  measure  of 
security  or  confidence  that  things  about  the  store 
will  be  just  the  same,  when  they  are  away  buying  oi- 
out  to  lunch,  as  when  tliey  are  in  the  office  or  watch- 
ing llieir  employes. 

This  spirit  is  fostered  by  instilling  a  system  im- 
plying confidence  in  the  staff'.  As  occasion  arises 
or  defects  are  brought  forcibly  before  the  manage- 
ment, they  make  a  note  of  the  same. 

This  information  i>  combined  in  a  circular  in 
which  reference  is  made  in  a  kindly  way  to  tlie 
importance  of  obliterating  all  such  defect,s  or  mak- 
ing things  more  harmonious. 

l*>ach  instruction  or  point  of  particular  conse- 
(lucucc  is  underlined. 

.\11  the  different  instructions  are  told  as  if  the 
iiiallcr  were  being  quietly  discu.s.sed,  and  the  re.<ult 
is  evident  from  the  bu>y  hum.  well-ai'ranged  stock 
and  enthu.siasm    wliicii   pervades    Holliiirakes  store. 

Develops  the  Salesman. 

it  has  been  found  to  develop  latent  energy  and 
iuspii'c  a  s]iirit  of  resp()ii-il)ility.  which  nowadays  is 
n  liar<l  ]ii'oblciii  before  the  iiicrciiant. 

l.i\t'  salespeople  for  the  important  positions  are 
ciil!iu~t'd  with  the  chance  l)efore  them,  bound  to 
coiiic  with  a  growing  or  lU)urishing  business. 

.V  siiorl  list  of  these  instructions  is  given,  and 
the  language  used  is  of  itself  an  ideal  way  of  bring- 
ing salespeople  and  management  to  see  "eye  to  eye"' 
regarding  store  doings.  There  is  also  an  absence  of 
that  show  of  ill-feeling  before  customers,  which  some- 
times follows  an  actual  call  or  reference  to  things 
wrong  within  the  store. 

There  is  no  reason  to  apologize  for  displays  of 
temper  following  a  calling  down,  and  Ilollinrake's 
sales  clerks  and  management  work  shoulder  to 
shoulder,  build  on  a  permanent  ba.*is,  and  increase 
the  busint'ss.     Actually,  the  object  of  the  manage- 
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ment  in  offering  their  timely  suggestions  is  to  make 
eacli  member  of  the  staff  indispensable  to  the  busi- 
ness and  part  of  the  business  as  it  stands. 

Extracts  from  the  instructions  follow: 

TICKETS  AND  PRICES.— As  time  permits,  a 
little  each  day,  whenever  there  are  any  soiled  tickets 
on  mercha^ndise  of  any  kind,  please  replace  with 
fresh  tickets.  It  makes  stock  much  more  attractive 
to  have  goods  properly  ticketed.  Be  careful  to  see 
that  every  article  and  every  piece  of  goods  has  both 
cost  and  selling  prices  on  the  ticket.  Any  discarded 
marks  on  tickets  should  be  replaced  with  our  cosi 
and  selling  price.  JSlo  matter  how  old  or  insigniiicant 
the  article  or  piece  of  goods,  we  want  everything  to 
liave  a   ticket  with   the  cost  and  selling  price. 

There  need  be  no  waste  time  in  the  store.  You 
can  always  be  doing  something  in  leisure  moments 
to  improve  the  appearance  of  stock.  Discard  old 
papers  and  old  stock-taking  tickets  that  are  untidy 
on  any  of  the  goods.  Remember  the  old  adage,  "A 
stock  well  kept  is  half  sold." 


INTRODUCING  GOODS.— Good  sales  are  made 
and  business  is  helped  by  showing  goods  to  each  and 
every  person  who  enters  the  store.  At  times  one  may 
get  discouraged  and  tired  of  continually  showing 
and  talking  up  goods,  but  that  is  what  tells.  We 
must  necessarily  sell  a  lot  of  goods  every  day  to  pay 
for  stock  and  cover  expenses. 


SAMPLE  BOOKS. — All  sample  books,  laces,  em- 
broideries and  trimmings  should  be  gone  over  regu- 
larly to  see  that  goods  in  stock  compare  in  price 
with  samples  shown.  When  there  is  a  discrepaucy, 
draw  the  attention  of  the  management  to  it.  In 
carding  goods,  see  that  all  old  marks  are  obliterated, 
and  only  the  correct  marks  and  prices  put  on.  In 
the  past  there  has  been  carelessness  in  this  regard, 
so  watch  carefully  hereafter.  See  that  stock  is  priced 
correctly  when  you  are  checking  samples. 


PARCELS. — All  parcels  laid  by  for  a  customer, 
or  call  parcels,  must  be  handed  out  by  sales  clerk 
making  the  sale  or  by  the  cashier.  Name,  initials 
and  full  particulars  must  be  written  on  address  label. 
Each  parcel  must  be  labelled,  or  where  possible,  pack- 
ages are  better  wrapped  or  tied  together.  We  have 
just  been  put  to  unnecessary  loss  by  handing  call 
parcels  to  the  wrong  persons,  who  were  dishonest 
enough  not  to  return  the  goods.  We  must  look  out 
for  our  own  interests  and  cannot  afford  to  have  mis- 
takes occur. 


CAUTION.— The  door  leading  from  cellar  to 
back  hall  must  be  kept  doubly  bolted.  No  one  is' 
to  go  in  or  out  that  way,  and  it  must  not  be  left 
unlocked,  as  strangers  might  walk  in. 


APPROBATION.— No  goods  must  go  out  on  any 
consideration  without  a  corresponding  check.  All 
approvals  mu.st  be  charged  unless  by  consent  of  the 
management,  and  a  bill  with  all  particulars  is  to  be 
sent  to  the  cash  desk. 


BE  CAREFUL  AND  ACCURATE.— Too  much 
care  cannot  be  taken  in  measuring  goods,  making 
out  bills,  having  them  sent  to  oftice  and  receiving 
correct  change.  When  goods  are  returned  or  paid 
for,  see  that  the  office  is  properly  notified. 


STOCK  SPIC  AND  SPAN.— Some  are  acting 
on  the  suggestion  regarding  keeping  stock  in  apple 
pie  order,  putting  on  new  tickets  and  having  stock 
in  clean  papers  and  boxes.  It  helps  to  sell  by  mak- 
ing the  store  attractive.  Do  not  be  afraid  to  pull 
goods  out  of  fixtures  and  shelves  and  thoroughly  dust 
and  clean  up. 

*  *  =f: 

SYSTEM. — Be  systematic  and  thorough  in  all 
store  actions,  for  unless  there  is  system  and  order, 
business  will  not  run  smoothly  and  friction  will 
occur. 

*         *         * 

BE  ECONOMICAL.— Do  not  waste  wrapping 
paper  or  string.  Cut  goods  carefully.  Do  not  give 
too  much  measure  or  too  little,  but  rather  too  much 
than  too  little.  Be  sure  and  see  that  every  item  is 
charged  on  sales  check.  Watch  the  little  things,  they 
go  to  make  the  big  things. 


HOLIDAYS. — Holiday  season  will  soon  be  here. 
Every  day's  business  should  count  good  and  big  to 
increase  sales.     Try  for  big  business. 

Constant  Desire  to  Improve. 

It  will  be  seen  that  each  item  or  suggestion  h 
given  as  occasion  arises,  and  this  in  itself  makes 
reference  to  the  matter  of  more  import.  Before  each 
circular  is  passed  among  the  staff  it  is  signed  by  the 
lirni  to  give  proper  cause  for  being  understood  of- 
ficially, and  full  credit  is  given  that  both  manage- 
ment and  salespeople  are  equal  in  their  desire  to  im- 
prove the  business.  It  is  almost  needless  to  say  the 
staff  thoroughly  appreciate  these  store  hints  and  act 
accordingly. 

($ 


AVilliams,  Greene  &  Rome,  Berlin,  manufactur- 
ers of  shirts  and  collars,  are  opening  a  branch  fac- 
tory in  Waterloo. 

At  their  annual  picnic,  the  staff  of  John  E.  Bole's 
store,  Ingersoll,  presented  him  with  a  handsome 
watch  fob  as  an  evidence  of  their  esteem. 

W.  S.  Newman,  general  merchant,  is  giving  up 
business  in  Havelock,  Ont.,  and  removing  the  balance 
of  his  stock  to  Perth,  where  he  has  been  in  business 
for  some  time. 

R.  W.  Milzner,  F.  J.  Allward,  W.  G.  Dean,  L.  J. 
Beique  and  F.  A.  Beique,  of  Montreal,  have  been 
incorporated  as  "Cotton  Threads,  Limited,"  to  manu- 
facture threads,  yarns  and  fabrics.  The  capital  is 
$35,000  and  head  office,  Montreal. 

The  Cressman  Co.,  Limited,  Peterboro',  recently 
incorporated  with  a  capital  of  $100,000,  intend  ex- 
panding their  business  by  the  addition  of  new  de- 
partments and  the  enlargement  of  some  of  the  pres- 
ent ones.  The  officers  of  the  company  are:  A.  W. 
Cressman,  president;  H.  W.  Cressman,  vice-presi- 
dent; F.  C.  Cressman,  secretary. 


No'Person  Forgotten  in  this  Birthday  Party 

How    G.    B.    Ryan    &    Co.,    Guelph,     Celebrated     25th     Anniversary  —  Roses, 
Cake  and  Lemonade  Distributed — Special  Favors  for  Old  Customers — People 
Were   Not    Asked    to    Buy,    but    They    Crowded    the    Store  —  Mr.    Ryan  Dis- 
cusses   Quarter-Century's    Changes. 


"I  regard  business  as  a  most  interesting  study.  There 
is  something  new  to  learn  about  it  almost  every  day.  The 
moment  a  man  thinks  he  knows  it  all,  it  is  time  for  him 
to  step  out,  for  the  fellow  next  door,  who  is  still  learning, 
will  overtake  and  pass  him." — G.  B.  Ryan,  Guelph. 


I 


N  coniiectiori  with  the  Ijirthday  party  by  which 
they  celebraled  their  arrival  at  the  quarter-cen- 
tury mark  in  Itusiness,  G.  B.  Ryan  &  Co.,  of 
Guelph,    distributed    .S.OOO    pieces    of    l)irlbday 


the  celebration  was  that  all  should  enjoy  the  wel- 
come and  hospitality  of  the  firm  in  giving  to  the 
(iccasion  a  fitting  place  in  llie  history  of  the  .store. 
In  it  the  "at  home"  idea  stood  out  pre-eminently. 

Said  Mr.  Ryan:  "We  took  up  the  celebration, 
not  caring  whether  the  people  bought  or  not.  It 
was  our  determination  to  step  a.«ide  for  three  days 
Cor  the  pm'])osc  of  liolding  a  genuine  birthday  party 

uilh  all   of  its  ciijoyaltle  associations." 


The   birthday   cake   on   a    richly   covered   table   adorned   with   lighted    candles 
brass  candlesticks  and  forming  the  centre   of  a  bower  of  roses   formed 
an  exceedingly  attractive    window/   display 


cake,   200   gallon.s    of    lemonade    and   9,000   roses 
among  their  gue.sts. 

The  birthday  party  was  certainly  a  happy  idea. 
Tlie  arrangements  made  for  it  were  in  no  sense  dif- 
ferent from  those  that  would  be  adopted  for  the 
carrying  out  of  a  home  event.     The  motive  behind 


Store  Crowded  for  Three  Dayi. 

Although  it  may  be  said  that  business  wa.«  made 
a  secondary  feature  in  the  advertising,  the  manner 
in  wliich  the  peo]ile  bought  wa.s  extraordinary.  For 
three  days  the  store  was  crowded.  That  was  tlie 
way  the  people  returned  the  compliment.     A  list  of 
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attractive  values  had  been  prepared,  but  such  was 
the  desire  to  emphasize  the  social  aspect  of  the  event, 
that  no  "urgent  appeal"  to  buy  was  introduced  in  the 
announcement.  The  arrangements  for  the  celebration 
were  given  first  place,  and  the  special  list  had  second 
place. 

Huge  Birthday  Cake. 

Cake,  lemonade  and  roses  were  distributed  on 
the  third  floor,  where  seats  were  provided,  and  every 
facility  given  to  enjoyable  social  visit.  The  store 
was  nicely  decorated  with  roses,  and  there  was  music 
daily.  The  huge  birthday  cake,  weighing  over  200 
pounds,  was  displayed  on  a  richly  covered  table  in 
the  rose-embowered  window,  with  lighted  candles  in 
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A  iollow-up   adTt.   used   in  connection  with   G.   B.    Ryan 

&   Co.'s  birthday   party.       The   panel  in   the   centre 

contains  congratulations  from  a  rival  firm. 

graduated  brass  candlesticks,  ranging  from  side  to 
side.  A  drape  of  green  plush  formed  the  l)ack- 
ground.  It  was  a  sight  that  jammed  the  sidewalk 
with  people. 

Every  arrangement  was  carried  out  in  the  same 
whole-hearted  way.  The  door  swung  open  easily 
and  everybody  sensed,  as  well  as  received,  a  cordial 
welcome. 

Remembered  the  Absentees. 

The  hospitality  of  the  occasion  wa.s  far-flung. 
A  half-dozen  roses  and  a  piece  of  birthday  cake  were 
sent  to  each  of  those  of  the  firm's  customers  who 
through  illness  or  otherwise  were  prevented  from 
attending. 

The  register  for  quarter-century  customers  was 
also  a  plea-sing  feature.  Mr.  Ryan  has  now  in  ]n< 
possession  one  of  the  most  interesting  memory  books 
that  it  would  be  possible  for  a  merchant  to  have. 
In  it  there  are  more  than  250  names  inscribed  by 
customers  who  had  done  busine.ss  with  him  for  the 
past  twenty-five  years.  Many  of  them,  in  fact,  inti- 
mated that  they  had  dealt  at  the  store  much  longer. 
To  these  people  it  is  the  firm's  intention  to  present 
special  favors — probably  selected  by  the  firm's  buy- 
ers on  their  forthcoming  trip  to  Europe  and  mailed 
direct  from  thence  to  each  one. 

Interesting  Incidents. 

The  event  was,  therefore,  crowded  with  delight- 
ful memories  as  well  as  gratifying  present-day  facts. 
Many  letters  and  messages  of  congratulation  were 
received.  It  speaks  well  for  the  spirit  existing  in 
Guelph  mercantile  circles  that  a  rival  firm  also  ex- 


tended their  best  wishes,  and  this  message  was  fea- 
tured in  a  central  panel  in  an  advertisement,  l)y 
which  Mr.  Ryan  informed  the  public  as  to  the  pro- 
gress of  the  birthday  party. 

Among  the  very  interesting  letters  was  one  in 
which  a  customer  stated  that  she  had  bought  all 
her  wedding  clothes  personally  from  Mr.  Ryan  25 
years  ago.  Indicative  of  tlie  development  that  has 
taken  place  in  a  quarter-century,  enabling  the  mer- 
chant to  keep  in  close  touch  with  his  people,  were 
the  many  messages  phoned  in  by  farmers  from  the 
surrounding  country. 

Wide-open  Hospitality. 

No  circumstance  was  permitted  to  allay  the  cor- 
<li;dity  of  the  occasion.  A  little  incident  will  illus- 
trate. It  having  come  to  the  notice  of  the  firm  that 
a  person  who  had  returned  more  than  once  to  the 
feast  of  cake  and  roses  had  been  questioned  by  one 
of  the  employes,  a  letter  of  apology  was  immediately 
sent  to  the  person,  and  every  precaution  taken 
against  a  recurrence  of  the  circumstance.  It  was, 
therefore,  a  wide-open,  unrestricted  hospitality. 

No  Two  Prices  Now. 

Observant  of  conditions  during  the  past  twenty- 
five  years,  Mr.  Ryan  states  that  there  has  been  won- 
derful improvement. 

"Business  methods  are  far  in  advance  of  former 
standards,"  said  he  to  The  Review.  "There  are,  for 
example,  no  second  prices  in  Guelph.  All  of  the 
merchants  adhere  strictly  to  one  price.  When  I  took 
this  business  over  twenty-five  years  ago  I  found  three 
pieces  of  the  same  quality  of  goods  all  marked  at 


C   B.  K  T  A  N  &  CO. 


An   advt.  that   was   cramful    of    news.      Announcing 
G.   B.    Ryan   &   Co.'s   25th  anniversary. 

ditt'ercnt  prices,  say  30  cents,  60  cents,  and  70  cents. 
A  piece  of  goods,  I  found,  would  be  cut  in  two  and 
two  different  prices  applied  to  the  same  article.  All 
that  has  been  done  away  with. 

"Business  is  not  done  in  that  way  at  all,  and 
from  that  standpoint  there  has  been  a  great  improve- 
ment. There  is  more  honor  and  honesty  than  the 
merchant  probably  gets  credit  for.  The  disposition 
to-day  is  to  consider  the  interests  of  the  customer 
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and  to  make  things  right  if  they  go  wrong;  some- 
times, in  fact,  to  go  a  Utile  against  yourself." 

The  Square  Deal- 

For  the  past  15  or  20  years,  G.  B.  liyan  &  Co. 
have  had  at  the  bottom  of  their  ads.  the  line,  "We 
do  what  we  say,"  and  have  positively  carried  that 
out.  The  public  have  had  confidence  in  the  store, 
knowing  that  they  could  deal  there  with  safety,  be- 
cause they  knew  if  a  thing  was  not  right  it  would 
be  made  right.  The  firm  have  made  it  easy  for 
people  to  do  business  with  them. 

"Our  front  door  swings  open  very  easily,"  said 
Mr.  Ryan,  "and  there  are  no  short  cuts  in  our  busi- 
ness methods.  In  business,  as  in  everything  else,  a 
man  ought  to  be  honest,  because  he  was  never 
created  to  be  anything  else.  If  he  cannot  at  least 
get  down  to  that  basis  in  matters  of  dollars  and  cents, 
he  is  a  fool." 

Growth  in  Twenty-five  Years. 

The  two  largest  stores  in  Guelph  are  of  a  size 
seldom  found  in  a  city  of  15,000.  One  of  these, 
G.  B.  Ryan  &  Co.'s,  is  fully  equal  to  three  average- 
size  stores,  and  to-day  is  four  times  as  large  as  it 
was  25  years  ago.  The  very  fine  millinery  and 
ready-to-wear  departments  on  the  second  floor  do 
as  much  business  to-day  as  was  done  in  the  entire 
store  25  years  ago. 

An  Appreciated  Convenience. 

On  the  third  floor  is  the  housefurnishing  de- 
partment and  workrooms.  Here,  also,  is  a  small  sec- 
tion, near  the  elevator  and  stair  landing,  carpeted 
and  furnished  with  table,  chairs  and  desk,  for  the 
use  of  the  ladies.  They  have  appreciated  it  as  a 
convenient  place  of  meeting  for  their  different 
organizations,  or  as  a  reception  and  rest  room.  When- 
ever meetings  are  held  there,  the  firm  supplies  sta- 
tionery or  other  requiremenUs. 

Two  Per  Cent,  in  Advertising. 

"So  far  as  advertising  is  concerned,"  said  Mr. 
Ryan,  "we  have  found  that  straight  newspaper  ad- 
vertising and  sticking  to  facts  produce  the  best  re- 
sults. Occasionally  we  issue  circulars.  We  consider 
two  per  cent,  on  turnover  a  fair  amount  to  spend  in 
advertising.  Yes,  the  mail  order  house  is  a  com- 
petitor here,  as  in  every  other  place,  but  we  have 
persistently  educated  the  people  to  the  fact — and 
with  some  success — that  here  they  may  obtain  a  ser- 
vice in  every  sense  as  good  and  in  many  respects 
better  than  ibcy  can  get  by  shopping  out  of  town. 

Service  Inspires  Confidence. 

"Every  order  received  here  by  mail  or  message 
IS  attended  lo  by  next  mail,  express  or  delivery,  and, 
if  anything  is  wrong,  people  know  that  they  can 
have  it  rectified  here  nuich  easier  than  if  they  had 
to  wait  for  the  ponderous  machinery  of  a  big  mail 
order  house  in  a  distant  city  to  move.  We  may  not 
have  the  assortment,  hut  people  know  tluxt  they  can 
obtain  no  better  quality  or  value  by  shopping  away 
from  home.  Twice  each  year  for  the  past  twenty- 
five  years  we  liave  sent  our  buyers  to  Ihe  European 
market,"^,  and  have  found  Uiat  this  ])laced  us  in  a 
])osition   of  distinct  conqKu-ative  advantage." 

This  statement  undoiiMcdly  goes  far  to  cxplaiu 
tlie  fact  that  many  people  who  have  moved  frdni 
Guelph  to  distant  places  still  do  considerable  busi- 
nes.?  with  the  firm. 


Sales  people  Who  Can  Manage. 

"There  is  at  the  present  time,""  .said  Mr.  Ryan, 
"not  so  much  a  scarcity  of  salespeople  as  of  people 
who  can  not  only  sell  goods,  but  who  can  manage. 
Time  was  when  a  man  could  stand  in  the  centre  of 
his  store  and  hear  everything  that  went  on.  Now 
he  is  hidden  in  his  office  and  must  feel  that  his 
business  is  in  the  hands  of  people  who  will  a.ssiime 
re-sponsibilit}'.  We  try  to  make  the  salespeople  in 
each  department  feel  that  they  are  running  a  little 
store  tlieuLselves  and  encourage  them  to  exercise 
their  initiative  and   managing  ability." 

Reliable  Record  System. 

The  statistical  .system  employed  by  G.  B.  Ryan 
A:  Co.  is  one  which  gives  them  from  day  to  day  the 
exact  return  from  eacli  department.  Monthly  and 
yearly  results  are  handled  in  the  same  way,  .-^o'  that 
actual  conditions  and  conq^arisons  may  be  followed 
without  difficulty.  JOvery  purchase  made  in  liehalf 
of  the  linn  is  countersigned  either  by  Mr.  Ryan  or 
his  son.  Every  order  given  to  a  traveling  .<alesman 
must  be  made  out  in  a  duplicate  book.  Thu.<,  sub- 
stitution is  impossible  without  knowledge  of  the 
firm,  and  responsibility  is  easily  traced  in  ciuse  of 
error  in  figures. 

Always  Something  to  Learn. 

"I  regard  business  as  a  most  interesting  study,"' 
said  Mr.  Ryan.  "There  is  something  to  learn  about 
it  almost  every  day.  The  moment  a  man  thinks  he 
knows  it  all,  it  is  time  for  him  to  step  out,  for  the 
fellow  next  door,  wdio  is  still  learning,  will  overtake 
and  pass  him." 

Active  Outside  of  Hii  Business. 

Tlie  thorough  organization  and  the  easy  system 
upon  which  his  store  is  operated,  the  extent  to  which 
his  staft'  are  capable  of  assuming  responsibility— 
that  and  his  innate  love  for  doing  business  in  a 
businesslike  way — explain  in  great  measure  Mr. 
Ryan's  activity  in  the  affairs  of  his  city.  He  was 
largely  instrumental  in  bringing  about  the  pin-chaso 
of  the  street  railway  by  the  city,  and  he  has  l)een 
treasurer  of  the  .system  since  the  city  took  it  over. 

He  was  also  one  of  the  first  lo  advocate  the  plac- 
ing of  the  waterworks  system  into  the  hands  of  a 
commission.  He  threw  himself  actively  into  this 
movement,  and  though  it  was  defeated  once,  the 
second  time  it  carried.  He  was  content  with  this, 
but  nol  so  Ihe  city.  He  was  made  chairman,  and 
when  the  city  was  a.-^ked  for  $125,000  to  carry  out 
tlie  work  of  piping  the  water  from  a  distance,  the 
amount  was  voted  immediately  and  the  work  was 
done  for  the  sum  voted  and  as  the  connni-ssion  prom- 
ised. To-day  Guel[)h  has  one  of  the  finest  water- 
works systems  in  Canada. 

Although  the  city  has  indicated  a  desire  to  re- 
munerate Sir.  Ryan  for  his  services  in  its  behalf,  he 
luis  declined,  having  been  content  with  the  pleasure 
and  gratification  that  accrued  from  the  application 
of  businesslike  system  and  organization  to  civic  mat- 
ters. Mr.  Ryan  is  one  of  the  directors  of  the  Wel- 
lington Insurance  (^o. :  has  been  a  member  of  the 
hiis|iilal  linni'd  Un-  many  yi>ars.  ami  was  at  one  time 
president  of  the  Board  of  Trade. 

The  genuine  interest  thai  be  b;is  always  shown 
in  civic  aft'airs  explains  the  fact  that  his  counsel  is 
sought  in  almost  every  matter  of  inq->ortance  affect- 
ing the  city's  int'Crests. 
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WHAT  WOULD  YOU  SAY  TO 
THESE  CUSTOMERS? 


^T^HIS  cartoon   de- 
-*■  picts  a  scene  with 
which   every  merch- 
ant is  familiar. 

Two  "influential" 
citizens  have  called 
to  "feel"  him  in  the 
matter  of  a  usual  or 
exceptional  donation 
of  interest  to  the 
public  or  some  part 
of  it. 


Citizen— What  we  ask  is  surely  not  out  of  the  way,  sir.  Other 
merchants  have  met  us  fairly,  and  we  think  we  can  promise  that 
it  will  be  well  worth  your  while. 


The  proposition  may  involve  anything  from  assistance  to  the  Fall  Fair  to  the 
organization  of  a  baseball  club.  It  may  call  upon  the  merchant  to  contribute  to  a 
new  church,  Sunday  school  or  meeting  hall,  a  picnic  or  similar  affair.  He  may  be 
asked  to  help  the  financial  end  of  a  program  for  an  event  in  which  he  may  or 
may  not  be  interested. 

These  requests  not  only  come  from  local  representatives,  but  from  parts  of  the 
surrounding  country  contributing  but  little  to  the  town's  business. 

The  question  is  how  to  discriminate  between  the  deserving  and  undeserving.  To 
turn  down  some  of  them  might  mean  loss  of  business. 

What  would  you  say  to  these  customers  ? 

What  is  your  policy  on  these  matters? 

For  the  three  best  answers,  the  following  prizes  will  be  paid  : 

FIRST  SECOND  THIRD 

$3  and  Review  for  One  Year.      $2  and  Review  for  One  Year.       $1  and  Review  for  One  Year 

All  contributions  to  be  published  in  one  issue  of  The  Review. 

This  competition  is  not  confined  to  salespeople  in  departments.  It  is  an 
opportunity  for  any  member  of  the  staflf.  This  contest  will  be  a  monthly  feature 
of  The  Review. 

Address  all  answers  to  The  Editor  of  The  Dry  Goods  Review,    143-149  University  Avenue,  Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


■^^^::-t^^':^- 


Large  Pieces  Selling  Well 

Trend  of  Buying  for  Fall  —  Some  Demand  for  Fancy 
Effects  — New  Styles  in  Muffs. 

TliJ'j   tendency  in  the  fur  trade  this  year  is 
for  large  pieces,  though  there  will  probably 
be  a  ready  sale  for  the  more  moderate  priced 
small   neck   and  shawl    pieces,    which    are 
bound  to  find  buyers  who  cannot  afford  the  more 
expensive  lines. 

Prices  will  be  much  the  same  as  last  season, 
though  in  some  instances  a  marked  advance  is  noted. 
It  is  stated  that  marmots  are  so  high  that  sales  in 
this  line  have  fallen  off  50  per  cent.  The  reason  for 
the  increased  price  is  attributed  to  the  plague  ip 
China,  where  the  authorities  would  not  allow  mar- 
mot skins  to  leave  the  country  until  they  had  been 
guaranteed  free  from  infection.  In  many  instances 
the  skins  had  to  be  redressed. 

Fancy  Lines  in  Good  Demand. 
One  Montreal  dealer  whose  salesmen  had  ju«t 
come  in  from  the  road  said:  "We  are  finding  this 
year  that  the  more  fancy  the  goods  are,  the  better 
they  are  received.  The  old-fashioned  plain  styles 
seem  to  be  losing  some  of  their  favor. 

"Large  pieces  are  selling  this  year  so  far  and 
salesmen  are  finding  that  ornaments  are  coming 
in  place  of  the  heads  and  tails  that  have  been  so 
popular.  Dyed  American  opossums,  in  their  several 
shades,  have  been  leading  lines.  The  sale  of  Per- 
sian lamb  has  dropped  down  somewhat  owing  to  the 
high  prices,  though  this  fur  will  continue  to  te 
popular  with  those  who  can  afford  to  pay  the  price. 
There  is  a  lot  of  cheap  Persian  on  the  market,  j?s 
a  result  of  an  attempt  at  cross-breeding  these  ani- 
mals. While  the  experiment  has  had  the  effect  of 
greatly  increasing  the  supply,  the  quality  is  very 
inferior,  and  the  ill-effects  will  be  noticed  for  several 
years  to  come. 

"There  ha.s  been  a  stronger  demand  for  mink 
and  the  better  class  skins  uro  soiling.   tluMv   being 


little  or  no  call  for  the  cheaper  grades.  Mink  pieces 
will  be  distinctly  a  feature  this  year.  Hudson  seul 
coats  for  ladies  will  also  be  largely  sold  this  year. 
Pony  coats  are  practically  a  dead  number. 

"The  demand  in  the  fur  trade  so  far  as  money 
is  concerned,  is  larger  this  year  than  last,  but  in 

pieces  it  is  smaller.  The  quality  is  much  better 
than  last  season." 

Good  Demand  from  Tourist  Trade. 

The  dealers  who  handle  furs  exclusively  have 
their  designers  at  work  on  new  models  for  the  Fall 
season.  It  is  expected  that  there  will  be  a  good  d^'- 
mand  this  year  from  the  tourist  trade,  especiall; 
following  the  coronation  celebration  in  the  old 
covmtry.  Many  Americans  will  doubtless  return 
via  Canadian  steamers,  and  the  expectation  is  tliat 
they  will  take  the  opportunity  to  inspect  fur  stocks 
and  carry  back  with  them  some  of  the  new  line* 
that  will  then  be  ready. 

Trimmed  Coats. 

Combination  coats,  such  as  seal  trimmed  with 
sable  and  fox,  are  spoken  of  as  likely  to  be  popular: 
in  fact,  it  is  predicted  that  trimmed  coats  will  pre- 
dominate this  sea.son.  Ermine  and  .similar  light  and 
expensive  furs  wnll  continue  to  be  popular  for  even- 
ing wear,  and  small  pieces  of  mink  and  sable  \v\\\ 
be  shown  extensively.  These  will  be  in  the  form 
of  neck  or  shawl  pieces  or  flat  throws,  fitted  to  the 
shoulders  or  lying  flat.  Fancy  novelty  finishing  in 
various  designs  will  be  the  rule. 

The  Melon  Muff. 

Muffs  will  be  exceptionally  large,  and  all  the 
shapes  shown  last  year  will  again  be  ofl'ered,  but  it 
is  predicted  that  the  melon  mufl".  shaped  like  a  water- 
melon, which  has  been  the  rage  in  Paris  and  Lon- 
don, will  meet  with  popular  favor  in  Canada. 

The  New  Buttons. 

The  stylo  in  ladies'  coats  shows  a  tendency  for 
loo.-^e-fltting  or  somi-coat^.  Buttons  and  ornaments 
will  be  largely  used,  and  the  buttons  will  in  most 
cases  go  right  through  the  fur.  This  latter  featu'-e 
has  proved  very  popular  in  New  York,  but  it  re- 
nmins  to  be  seen  how  the  Canadian  ladies  will  view 
it.     The  most  popular  will  be  one  made  of  aga*o. 
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marble  shaped.  The  linings  are  made  in  plain  col- 
ors of  soft  satin,  which  it  is  claimed  make  a  better 
looking  coat  than  the  brocade  linings  used  hereto- 
fore. 

One  manufacturer  has  been  showing  a  coat  of 
tweed,  interlined  with  chamois  and  serge  lining,  wi<'i 
fur  collar,  principally  otter,  which  he  reports  has 
had  a  great  demand  in  the  Northwest.  The  chamois 
interlining  makes  a  vevy  warm  garment,  and  the 
Western  people  have  taken  it  in  many  instances  in 
preference  to  a  rat  lining. 

"  Corner  "  in  Ermine— No  Shortage  Probable. 

According  to  the  opinion  of  Montreal  fur  manu- 
facturers, who  are  in  intimate  touch  with  such  ques- 
tions Canadian  manufacturers  and  dealers  have  no- 
thing to  fear  from  the  "corner"  in  ermine  said  to 
have  been  made  by  a  St.  Louis  firm. 

They  claim  that  while  the  firm  in  question  may 
have  been  buying  up  all  the  skins  within  their  reach 
throughout  the  country,  that  fact  will  affect  the  Car;- 
adian  trade  not  at  all,  and  the  American  trade  only 
very  slightly.  The  skins  thus  bought,  although  they 
may  be  in  considerable  quantities,  are  probably  al- 
most all  American  continent  skins.  These  are  very 
inferior  in  quality  to  the  Russian  ermine,  which  is 
the  skin  used  almost  entirely  in  the  Canadian  trade 
in  ermine,  and  very  largely  so  in  the  United  State?. 

Referring  to  the  report  circulated  some  time  ago 
as  to  a  probable  shortage  in  ermine,  owing  to  the 
quantities  demanded  for  coronation  purposes,  fur- 
riers here  say  that  no  such  danger  need  be  feared, 


as  all  the  ermine  required  for  that  purpose  has  been 
bought  up  some  time  ago.  Manufacturers  have 
their  required  stocks  in  hand  for  next  season's  trade, 
with  next  .season's  trapping  still  in  prospect  before 
another  supply  is  required. 


Buying  Favors  Plain  Silks. 

So  far  as  buying  has  gone  for  Fall,  the  indica- 
tions are  all  in  favor  of  plain  fabrics.  The  outlook 
is  for  the  use  of  the  very  softest  of  satins  and  messa- 
lines,  both  for  simple  one-piece  dresses,  and  for 
foundations  and  dresses  in  combination  with  other 
fabrics.  The  veiled  effects  now  so  fashionable  will 
be  continued  this  Fall,  and  for  dresses  for  ceremonial 
wear,  voiles,  marquisettes,  chiffons  and  fabrics  of  A 
like  nature  will  be  wanted. 

For  the  very  smart  trade,  satin  tailor-mades  will 
be  a  factor,  and  futres  and  wool-backs  are  expected 
to  sell  for  evening  capes  and  wraps. 

Bordered  fabrics  are  becoming  more  popular  as 
the  season  advances,  and  bordered  novelties  in  satins, 
crepes  and  voiles  will  be  largely  included  in  Fall 
novelty  collections. 

There  is  an  effort  being  made  to  reinstate  taf- 
fetas. The  new  taffetas  are  of  the  brightest  finish 
and  the  softest  construction,  and  there  is  some  indi- 
cation of  changeables  in  this  fabric. 

Pencil  stripes,  line  stripes,  pekin  stripes,  fancy 
warp  prints  and  brocades  are  included  in  Fall  novelty 
lines. 


Seasonable  Hints  to  Dry  Goods  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


NEW  WHOLESALE  HOUSE. 

Davison  Bros,  is  the  name  of  a  new 
■wholesale  house  which  recently  open- 
ed in  85  St.  Peter  Street,  Montreal, 
"with  a  very  complete  line  of  general 
smallwares.  notions,  jewelry,  novel- 
ties, etc.  Their  stock  includes  :  Wash 
belts,  frillings,  perfumes,  talcums, 
jewelry,  hair  liandeaux  and  nets,  col- 
lar supporters,  buttons,  hooks  and 
eyes,  and  many  other  lines. 

The  members  of  the  firm  are  young 
and  energetic  and  they  intend  making 
a  determined  effort  to  get  a  share  of 
the  business  in  Montreal  and  through- 
out the  Dominion.  They  expect  to 
send  their  salesmen  out  on  the  road 
early  in  July. 

Among  the  novelties  they  are  show- 
ing at  present  is  a  line  of  floral  jabots 
or  hair  ornaments.  They  are  made 
of  different  shades  of  silk,  with  green 
leaves,  and  fasten  with  a  safety  pin. 
It  is  expected  that  they  will  prove 
popular.  Coronation  belts,  bandeaux 
in  tinsel  and  colored  stone  ornaments. 


silk  hair  nets  and  collar  supporters 
were  lines  that  were  meeting  with  a 
good  sale  this  month. 

OPENING     BRANCH     IN     MONT- 
REAxj. 

The  Ideal  Shirring  &  Bedding 
Manufacturing  Co.,  of  No.  56  East 
8th  street,  New  York,  are  opening  a 
branch  in  Montreal,  at  530  St.  Paul 
street,  where  they  have  secured  large 
premises.  They  will  manufacture  in 
Montreal,  muff  beds  and  silk  shirring 
of  all  description  for  the  fur  trade 
and  will  also  carry  a  complete  line  of 
ostrich  and  marabout  novelties,  in 
capes  and  mufTs. 

Ascher  Bros.,  30  St.  Francois  Xavi- 
er  street,  Montreal,  will  be  selling 
agents  for  the  Dominion.  The  new 
factory  will  be  ready  for  business 
about  July  1,  but  in  the  meantime 
.A.scher  Bros,  will  have  a  full  and 
complete  line  of  samples,  which  may 
be  seen  by  all  interested  at  their 
warerooms. 


The  company  has  been  assured  by 
the  fur  trade  in  Canada  that  the  es- 
tablishment of  a  factory  of  this  kind 
will  be  of  much  assistance  as  it  will 
enable  them  to  obtain  muff  beds  and 
shirring,  etc.,  at  all  times  on  short 
notice. 


NEW  FACTORY  —  INCREASED 
OUTPUT. 

The  Canadian  Consolidated  Rubber 
Co.,  are  about  moving  into  their  new 
factory,  adjoining  the  present  large 
plant  in  Montreal.  One  whole  flat, 
about  250  by  200  feet  in  area,  will  be 
used  exclusively  for  manufacturing 
waterproof  garments.  The  new  build- 
ing will  be  perfectly  lighted  and  will 
put  the  company  in  a  better  position 
to  turn  out  goods  ot  this  character. 
Though  the  company  undertook  this 
line  of  work  less  than  two  years  ago, 
they  are  now  turning  out  about  400 
coats  per  day  and  when  established 
in  the  new  factory  will  be  able  to 
materially  increase  that  number. 


00 

BRISK  DEMAND  FOR  COLONIAL 
GOODS 

Tlie  Colonial  Wliitewear  Co., 
Giielph,  have  let  the  contract  for  a 
new  Tour-storey  factory  building,  12U 
X  60  feet.  The  building  will  be  of 
modern  mill  construction  and  fire- 
proof. It  will  cost  $20,000.  The 
business  of  the  Colonial  Wliitewear 
Co.  lias  expanded  to  such  an  extent 
that  they  could  immediately  use 
double  their  present  equipment.  Tlie 
demand  for  their  tailored  waists,  ne: 
and  silk  waists,  mull  and  silk  dresses, 
has  steadily  grown,  and  the  present 
building  is  now  far  too  small  to  ac- 
commodate tliis  thriving  Guelpli  en- 
terprise. 

GROWTH    OF    EMERY    MFG.    CO. 

The  Emery  Manufacturing  Co., 
Guelph,  who  are  specializing  sti^ong- 
ly  in  silk,  mull  and  ehambray  liouse 
dresses,  have  experienced  a  brisk  de- 
mand for  these  lines,  not  only  in  the 
older  provinces,  but  also  throughout 
tlie  West,  wliich  market  they  are  now^ 
vigorously  developing.  The  Emery 
Mfg.  Co.  now  have  an  equipment 
four  times  larger  than  when  they  first 
started  a  few  years  ago,  which  is  the 
best  evidence  to  the  fact  that  they  art- 
directing  their  efforts  along  the  right 
lines. 

WILL   SPECIALIZE    IN    GLOVES. 

C.  V.  A.  Allan,  manager  of  the 
glove  department  at  Greenshields', 
Ltd.,  Montreal,  has  left  for  the  con- 
tinent, where  he  is  making  arrange- 
ments with  European  glove  makers  to 
handle  their  lines  in  this  country. 

Mr.  Allan  has  been  connected  with 
Greenshields'  for  over  nine  years,  and 
as  he  will  shortly  open  an  office  of 
his  own  in  Montreal,  where  he  will 
sell   to   the  wholesale  trade,   his   long 
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experience     will   stand     him     in   good 
stead  in  his  new  business. 

Western  Canada  will  receive  a  con- 
siderable portion  of  Mr.  Allan's  time 
and  attention  in  the  future.  It  is  a 
field  where  there  is  consi>_erable  scope 
for  the  building  up  of  the  glove  busi- 
ness, and  his  many  friends  in  the 
wholesale  trade  will  be  pleased  to 
hear  of  his  new  departure,  and  will 
wish  him  every  success. 

VERY     HANDSOME     CALENDAR. 

The  Watson  Foster  Co.,  Montreal, 
makers  of  fine  wall  paper,  have  re- 
cently issued  a  handsome  calendar 
which  is  artistically  illustrative  of 
one  of  the  very  beautiful  effects  pos- 
sible in  these  new  lines.  The  calen- 
dar is  about  one  yard  long  and  21 
inches  wide,  in  bordered  panel  form, 
with  decoration  in  the  form  of  a 
hanging  basket  with  roses,  foliage 
and  floral  vines,  done  in  delicate  col- 
orings. The  outer  border  of  the 
paui.1  is  a  knotted  ribbon  design  with 
bow  at  top  from  which,  the  basket 
is  suspended.  The  border  is  in  deli- 
cate shade  of  blue.  The  calendar  is 
in  fact  an  actual  reproduction  of  a 
simple,  yet  effectually  ornate  crown 
and  hanging  combination,  and  while 
a  very  desirable  piece  of  work  to 
have  in  calendar  form  it  serves  to 
show  how  very  easily  a  beautiful  pat- 
tern may  be  produced  at  little  ex- 
pense. 

FOR  FIRST  TIME  IN  CANADA. 

A  new  line  of  Oriental  rugs  of  ex- 
clusive design  (patent  protected)  are 
now  offered  for  the  first  time  in  Can- 
ada through  Otto  Veit,  Manufac- 
turer's Agent,  Toronto. 

These  rugs  include  the  best  repro- 
ductions of  Kermanshahs,  Bokharas 
and  other  well-known  styles  as  yet 
offered  at  a  popular  price.  They 
range  from  $8.00  to  $1.5n      Firms  who 
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are  replenishing  stock  will  do  well  lo 
look  into  this  line  which  offers  a  qual- 
ity at  a  price  not  before  possible 
where  only  limited  orders  were  plac- 
ed. 

THE   STAUNT''N  LINE  FOR  1912. 

Ill  their  new  line  of  Wall 
papers  for  1912.  Staunton  Lim- 
ited, Toronto,  have  not  only 
fully  recognized  the  trend  of 
preference  indicated  in  preceding  sea- 
sons, but  have  introduced  new  effects 
which  are  strikingly  illustrative  of 
the  rapid  progress  that  is  being  made 
toward  high  standards  in  wall  paper 
production  in  Canada.  The  retailer 
has  not  been  slow  to  take  advantage 
of  this  growth,  for  in  handling  a  line 
of  wall  paper,  in  which  he  can  have 
utmost  confidence,  he  has  found  a 
means  to  increasing  profits. 

Among  the  outstanding  features  of 
the  new  Staunton  line  are  the  large 
number  of  matching  borders  adapted 
to  cut-out  treatment ;  self-tone  blanks 
with  9  in.  and  18.  in  borders;  duo- 
colored  stripes  with  ribbon  decora- 
tions; blanks  with  small  designs  suit- 
able for  small  rooms;  plain  papers  in 
jaspes,  linens,  silk«  and  weave  effects: 
fabric  prints  with  small  over  pat- 
terns; dainty  floral  patterns  for  bed- 
rooms; gilt  papers  in  beautiful  de- 
signs and  colorings;  independent  a. id 
combination  papei-s  in  gilts  and  em- 
bossed gilts  and  silks  for  parlor  and 
ding  room;  high-grade  flats  and  print- 
ed oatmeals.  Many  of  the  pattern-; 
may  be  used  for  paneling  purposes 
very   easily    and    effectively. 

The  Staunton  line  includes  again 
this  year,  as  in  past  seasons,  the  im- 
portant lines  manufactured  by  the 
Imperial  and  Campbell  Wall  Paper 
Cos.  of  New  York,  and  perhaps  the 
foremost  among  the  best  American 
lines. 
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Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get? 


EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  ihe  market  tor  certain  goods,  but  that 
they  donotknow  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

We  have  facilities  foi  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 
not  usually  sold  in  dry  good  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 
are  at  the  service  of  our  readers. 

We  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 

and  use  it  when  you  would   like   us   to   give 
you  information. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


THE  DRY  GOODS  REVIEW  For  Subscribers 

143  UNIVERSITY  AVENUE  ^-~- 

TORONTO  INFORMATION  WANTED 

DATE 191 

PLEASE  TELL  ME  W^HERE  I  CAN  BUY 


I 


NAME 


ADDRESS 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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To  the  Trade  June  15,  1911 


For  the  balance  of  This  Month 
we  shall  put  into  operation  extra 
effort  to  clear  out  all  the  Summer 
Goods  ^Jve  possibly  can,  to  make 
room  for  large  shipments  of  Fall 
Goods  that  are  daily  arriving. 
Our  stock  in  Summer  Underwear 
and  Hosiery  is  well  assorted. 
For  the  Fall  Trade  we  have  al- 
ready opened  up  a  number  of 
lines  in  our  Staple  ODepartment. 
If  you  want  any  kind  of 
Goods,  w^rite  us  for  samples. 


John  Macdonald  &  Co. 

Limited 

Toronto 


Plea.se   )iiniti(i)i    The   Review  to   Advertisers  and   Their   Travelers. 


